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PRODUCT 


No.  3 

Most  beautiful  re- 
producer ever 
designed. 


Duraluminum  di- 
aphragm —  four 
times  as  thick  as 
the  ordinary 
metal  diaphragm. 


Toman 
"Helical" 

This  illustration 
shows  Toman 
Reproducer  No. 
1.  The  Helical 
tonearm  can  be 
supplied  with 
either  reproducer, 
as  desired. 


FOR  the  new  year,  we  introduce  to  our 
good  trade  the  finest  new  products  ever 
offered. 

See  the  new  Toman  No.  3  Reproducer,  with 
its  many  exclusive  features.  Note  the  new 
beauty  in  design.  The  positive  locking  back — 
no  screws  to  come  loose  and  cause  blasting. 
The  triple  suspended  duraluminum  diaphragm 
10/1000  thick — four  times  as  substantial  as  the 


ordinary  2>4/1000  diaphragm,  and  hand  lac- 
quered to  protect  it  against  climatic  changes. 
The  special  double  grip  screws,  securely  hold- 
ing reproducer  to  tone  arm  always  in  proper 
position.  Hear  now  the  excellent  volume  and 
full  deep  rich  tone  quality  of  this  remarkable 
reproducer. 

See  the  new  Model  E  Tone  Arm,  embodying 
all  the  best  features  of  the  famous  Toman 
Helical  Arm.  A  full  exponential  taper  plus 
a  full  S  curve.  This  arm  does  not  infringe 
upon  any  existing  patent.  Its  features  are 
individual  and  complete. 

These  excellent  new  products  are  most 
favorably  priced.  Toman  guaranteed 
quality  inside  and  out.  We  invite  in- 
quiry from  Manufacturers,  Jobbers  and 
Dealers.  Samples  sent  promptly  upon 
request! 


All  Products  Fully  Quaranteed 


E.  TOMAN  &  CO. 


Sales  Distributor 
Wondertone  Phonograph  Company 
216  No.  Michigan  Avenue 
Chicago,  Illinois 


2621  W.  21st  PLACE 
Chicago 


Export  Office 
189  W.  Madison  Street 
Chicago,  111. 
Cable— S  I V  A  D 
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Clarence  H.  Mansfield,  the  author  of  this  article, 
is  manager  of  the  phonograph-radio  division  of 
the  Fitzgerald  Music  Co.,  Los  Angeles,  Cal., 
and  he  writes  with  authority  on  merchandising 


uilding  a  Profit-Producin 
Sales  Organization 


THE  first  thing  to  be  considered  in  any 
specialty  merchandising  business  such  as 
the  phonograph  and  radio  business  is 
the  sales  organization — for  upon  the  ability  and 
success  of  the  sales  organization  depends  the 
success  of  the  business  as  a  whole.  Therefore, 
much  care  should  be  taken  in  its  selection. 

I  believe  that  there  are  few  sales  managers 
who  can  look  at  and  talk  to  a  man  and  tell 
whether  or  not  he  will  make  a  successful  sales- 
man— I  know  I  certainly  cannot,  and  I  have 
interviewed  hundreds  and  employed  scores. 
There  are,  of  course,  certain  qualifications- 
basic  ones— that  are  essential  to  successful 
salesmanship  and  should  be  looked  for,  but 
sometimes  some  man  will  come  along  appar- 
ently utterly  devoid  of  most  of  these  qualifica- 
tions and  upset  the  rule  by  making  an  out- 
standing success.  In  selecting  new  men  I  have 
found  that  the  following  characteristics  are 
highly  desirable  and  should  be  looked  for— 
placed  in  the  order  of  their  importance: 

1.  Personality 

2.  Enthusiasm 

3.  Intelligence 

4.  Ambition 

5.  Appearance 

6.  Desire  to  work 

7.  Specialty  Selling  Experience 

There  are  also  drawbacks  which  are  just  as 
important  to  look  for  which  I  will  list  here: 

1.  Laziness 

2.  Crudeness  of  Manner 

3.  Slovenly  Appearance 

4.  Lack  of  Intelligence 

5.  Lack  of  Specialty  Selling  Experience 

It  is  very  hard  to  find  any  man  who  possesses 
most  of  the  good  characteristics  without  some 
of  the  undesirable  ones — but  when  you  find  a 
man  who  measures  minus  on  the  five  undesir- 
able points  then  the  chances  are  that  you  have 
a  man  worth  trying.  In  this  connection  I  find 
it  safer  and  easier  to  measure  his  drawbacks 
first,  rather  than  his  good  qualifications.  Often 
if  the  drawbacks  are  not  too  great,  then  you 
may  take  a  chance  on  the  good  qualifications  of 
the  applicant  for  the  position. 

Process  of  Elimination 

In  building  up  a  sales  organization  the  sales 
manager  must  always  bear  in  mind  that,  as  a 
rule,  he  must  try  out  thoroughly  three  or  four 
men  to  get  one  or  two  good  men — and  as  every 
promising  man  should  have  a  trial  of  at  least 
one  month,  it  can  readily  be  seen  that  it  is  a 
slow,  tedious  process  of  elimination.  Some  of 
the  best  salesmen  I  have  known  were  complete 
failures  their  first  month  or  two  of  service. 

One  qualification,  the  value  of  which  is  often 
over-exaggerated,  is  phonograph  selling  ex- 
perience. Many  organizations  do  not  grow 
very  rapidly  because  the  sales  manager  is  loath 


to  hire  anyone  without  experience.  As  the  ap- 
plicants with  experience  are  few,  consequently 
he  has  few  men  from  whom  to  pick.  It  is  part 
of  the  sales  manager's  job  to  teach  and  train  in- 
experienced salesmen  and  thus  build  up  the 
i  irganization. 

1 1  is  interesting  to  note  that  some  of  the  most 


C.  H.  Mansfield 

successful  phonograph  and  radio  salesmen  I 
have  ever  known  never  had  previous  selling 
experience  of  any  kind.  One  was  even  a  pro- 
fessional prize  fighter — some  were  bookkeepers 
— others  were  actors — some  bank  clerks — and 
still  others  newspaper  reporters.  Yet  these  par- 
ticular men — who  had  no  previous  selling  ex- 
perience, all  made  outstanding  successes  selling 
phonographs  and  radios. 

In  analyzing  them,  however,  I  find  they  all 
possess  one  outstanding  attribute — personality 
— hence,  I  rate  this  as  the  most  desirable  qual- 
ification. 

Now  I  do  not  want  to  minimize  the  impor- 
tance of  previous  selling  experience.  If  I  had 
my  choice  between  two  men — one  without  ex- 
perience, but  who  had  all  the  good  qualifica- 
tions, and  a  man  who  had  had  considerable  ex- 
perience, but  lacked  some  of  the  good  qualifica- 
tions, I'd  choose  the  man  with  experience.  But 
1  have  always  made  it  a  rule  to  take  both  men 
when  I  have  the  two  to  choose  between,  and 
after  a  try-out  period  select  the  best  man  of 
the  two. 

Getting  in  Touch  With  the  Right  Men 

The  question  that  seems  to  bother  many  sale- 
managers  is  how  to  get  in  touch  with  these 
prospective  salesmen.  That  is  simple  enough 
and  can  be  answered  in  one  word — advertise. 


See  second  last  puge  for  Index  of  Articles  of  Interest  in  this  issun 
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Advertise  in  the  employment  want  columns  of 
the  newspapers  as  well  as  in  display  space  and 
word  your  ad  in  such  a  dignified  manner  as  to 
attract  the  type  of  men  you  wish.  Here  is  the 
type  of  advertisement  that  I  have  found  ef- 
fective: 

"WANTED:  By  a  high  class  music  store— Salesman 
to  sell  Radios  and  the  new  type  Phonographs. 
(Orthophonic  Victrolas  and  Brunswick  Panatropes). 
A  permanent  position  with  excellent  opportunity  for 
advancement  in  a  business  that  is  growing  phe- 
nomenally. The  work  is  pleasant— educational— in- 
teresting—and  highly  remunerative  to  the  successful 
salesman.  No  previous  experience  necessary.  We 
will  give  complete  sales  training  to  man  of  right 
calibre.  Apply  in  person  between  8  and  10  A.  M.  to 
Mr.  Blank,  Blank  Music  Co.,  727-729  South  Hill 
Street." 

Another  effective  means  of  getting  in  touch 
with  the  right  sort  of  young  men  is  to  send  a 
letter,  such  as  you  will  find  reproduced  here- 
with, to  prominent  business  and  professional 
men,  college  professors  and  high  school  prin- 
cipals. The  results  from  this  letter  will  sur- 
prise you,  and  you  will  also  note  that  we  have 
""t  forgotten  to  incorporate  a  little  selling  point 
in  this  letter  about  the  new  phonographs  for 
i he  benefit  of  the  recipient: 
"Dear  Sir: 

"Possibly  you  know  of  some  bright  young  man  — 
someone  whom  you  think  possesses  fundamental 
qualifications  of  a  good  salesman— who  would  like 
to  become  connected  with  our  organization,  selling 
Radios  and  the  new  Orthophonic  Victrolas  and  Bruns- 
wick Panatropes. 

"To  such  a  young  man  we  offer  a  permanent  con- 
nection with  excellent  opportunities  for  advancement 
in  a  business  that  is  growing  phenomenally. 

"Particularly  do  these  new  musical  instruments, 
developed  by  both  the  Brunswick  and  Victor  com- 
panies, offer  a  fertile  field  for  the  salesman.  These 
marvelous  new  instruments  are  taking  the  country  by 
storm.  They  reproduce  music  from  both  records  and 
radio  with  realism  that  is  positively  astounding. 
You  can  readily  understand  what  a  tremendous  field 
there  is  for  such  sensational  instruments. 

"The  young  man  you  refer  to  us  need  have  no 
previous  experience,  for  we  offer  an  intensive  sales 
training  that  will  soon  put  him  in  a  position — if  he 
is  diligent,  applies  himself,  and  possesses  ability — 
to  earn  an  income  much  in  excess  of  what  might 
be  his  possibilities  elsewhere.  The  work  is  pleas- 
ant— educational   and  interesting. 

"Any  such  man  whom  you  may  refer  to  us  will 
receive  our  earnest  consideration  and  in  doing  so 
you  will  not  only  do  us  a  great  favor,  but  undoubtedly 
you  will  be  instrumental  in  giving  some  young  man 
an  opportunity  for  which  he  will  ever  be  grateful. 
"Sincerely  yours," 

When  your  applicants  come  in,  remember 
that  if  they  possess  good  qualifications — and 
have  had  no  experience  in  the  phonograph  and 
radio  business,  then  it  is  up  to  you  to  sell  them 
on  the  opportunity  that  this  business  offers. 
Never  adopt  the  gruff  "take  it  or  leave  it"  atti- 
tude. If  the  applicant  is  desirable,  the  chances 
are  that  some  other  sales  manager  in  some 
other  line  of  business  may  be  trying  to  "sell" 
him  a  job  also.  Remember  that  while  you  are 
(Continued  on  page  \\) 

of  The  World 


February  Holidays 

Afford  Opportunities  for  Tie-ups 


CO-OPERATIVE  advertising 
is  becoming  more  popular 
each  year,  and  when  a  group 
of  merchants  in  either  similar  or  di- 
verse lines  join  to  get  their  goods 
before  the  public  the  big  splash  they 
are  able  to  make  will  naturally  draw 
more  attention  than  individual  advertising — at  a 
far  less  cost  per  capita.  One  of  the  best 
methods  of  calling  attention  to  their  lines  in 
February  was  adopted  by  a  group  of  eight  of 
the  leading  merchants  of  Council  Bluffs,  la. 
They  took  an  entire  page  in  the  paper,  across 
the  top  of  which  they  printed,  in  letters  an  inch 
high,  "February  Is  Short  on  Days."  Beneath 
this  was  the  outline  drawing  of  a  short,  fat 
man  walking  between  two  tall,  stunning- 
looking  girls.  On  the  man's  vest  was  printed 
the  word  "February"  while  on  the  skirts  of 
the  girls  were  the  words  "January"  and 
"March"  respectively,  thus  carrying  out  in  an 
amusing  fashion  the  idea  of  a  short  month  be- 
tween two  long  ones.  Beneath  the  figures  was 
printed:  "What  Are  You  Short  On?  If  short 
on  any  of  the  articles  advertised  on  this  page, 
these  concerns  will  supply  you."  The  balance 
of  the  page  was  divided  into  eight  squares  in 
each  of  which  was  a  clever  drawing  and  the 
advertisement  of  one  of  the  merchants.  All 
of  them  played  up  the  word  "short"  by  sub- 
stituting "February"  for  it.  For  example,  one 
said,  "Are  you  February  on  new  records?  If 
so,  March  right  in  and  inspect  our  latest  ar- 
rivals." 

A  "Lincoln"  Sales  Drive 
Strain  Bros.,  Great  Falls,  Mont.,  had  a  special 
Lincoln  Sale  running  for  twelve  days  and  ter- 
minating on  February  12,  Lincoln's  Birthday, 
when  small  red,  white  and  blue  souvenirs  were 
distributed.  They  used  a  big  double-page  spread 
to  announce  their  sale,  which  included  many 
slow  sellers  they  desired  to  move  before  the 
new  Spring  stocks  were  received.  A  large  num- 
ber of  extras  were  struck  off  and  used  as  circu- 
lars, being  sent  to  patrons  in  the  country  and 
adjoining  towns.  One  of  the  features  of  the 
sale  which  made  it  talked  about  all  over  town 
was  the  impersonation  of  Abraham  Lincoln  by 


Lincoln's  and  Washington's  Birthdays  and  the 
Celebration  of  Valentine's  Day  Should  Mean 
Profits  to  Dealers — W.  Bliss  Stoddard  Cites  Ways 


a  moving  picture  actor.  One  of  the  windows 
was  fitted  up  as  a  reproduction  of  the  living 
room  of  Lincoln's  home  in  Springfield,  111.,  and 
twice  a  day,  morning  and  afternoon,  the  actor 
appeared  in  the  window  and  gave  a  short  talk 
which  was  conveyed  to  the  crowd  outside  by 
means  of  a  loud  speaker. 

Tie-Up  With  Washington's  Birthday 
When  it  comes  to  Washington's  Birthday, 
the  famous  hatchet  is  always  recalled,  and  this 
was  made  the  basis  of  a  special  advertisement 
by  Montgomery  Bros.  It  was  embellished  with 
an  outline  drawing  of  the  bust  of  Washington, 
and  suggested: 

George  Washington  Could  Not  Tell  a  Lie 

We  Can,  But  Won't 
It  is  not  difficult  to  stick  to  the  truth  when  you  have 
such  good  merchandise  to  talk  about  as  we  have.  Han- 
dling only  the  very  best  in  ah  our  lines,  we  are  safe  in 
extolling  their  merits.  The  truth  about  our  musical 
instruments   and   phonographs   is  sufficient. 

Realising  that  Washington's  Birthday  is  a  time 
for  much  entertaining,  they  arranged  a  window 
featuring  their  patriotic  records.  It  was  backed 
with  a  large  flag,  while  at  either  end  were  tall 
silver  vases  holding  sprays  of  fruit  blossoms. 
On  a  -mound  in  the  center  was  a  picture  of 
Washington,  and  in  front  of  it  a  number  of 
patriotic  records.  Arranged  amid  billows  of 
red,  white  and  blue  silk  at  either  end  were  a 
number  of  the  latest  releases  with  a  card  say- 
ing: "Lay  in  a  stock  of  new  records  for  the 
Washington's  Birthday  Party."  A  row  of 
phonograph  needles,  on  the  white  silk-covered 
floor  formed  the  words  "February  22nd." 
A  Valentine  Campaign 
"Say  It  With  Music,"  one  of  the  popular 
songs  of  the  past  season,  suggested  to  the  Ru- 
dolph Wurlitzer  Co.,  St.  Louis,  Mo.,  the  idea 
for  a  Valentine  music  campaign.  They  an- 
nounced through  the  papers  a  special  Valentine 
concert,  and  to  all  their  patrons  who  had  pur- 


chased records  or  phonographs  from 
them  the  past  year  special  heart- 
shaped  invitations  were  extended. 
The  invitation  in  gold  letters  was 
printed  on  the  red  cover  and  inside 
was  the  very  carefully  planned  pro- 
gram reproduced  below: 
Roses  of  Picardy,  McCormack ;  A  Dream,  Caruso;  Call 
Me  Thine  Own,  Garrison;  Kiss  Me  Again,  Garrison;  For 
You  Alone,  Caruso;  Little  Grey  Home  in  the  West, 
Gluck;  Last  Rose  of  Summer,  Tetrazzini;  Mighty  Lak'  a 
Rose,  Farrar;  Sunshine  of  Your  Smile,  McCormack; 
When  You  Look  in  the  Heart  of  a  Rose. 

The  newspaper  invitation  took  the  form  of 
a  big  lace  paper  valentine,  and  after  extending 
an  invitation  the  balance  of  the  ad  read: 

Real  Love  Messages  of  all  Sweethearts 

Victor  Love  Records  in  Valentine  Envelopes 
Come   hear  these   tender  songs   by   the   world's  greatest 
artists  and  then  pick  out  one  or  more  of  them  and  let 
it   be   your  Valentine. 

Say  It  With  Music 

The  concert  lasted  for  an  hour,  with  an  in- 
termission of  fifteen  minutes,  during  which  time 
special  demonstrations  were  given  and  any 
questions  about  the  records  answered.  No  one 
was  asked  or  expected  to  buy,  but  many 
availed  themselves  of  the  opportunity  never- 
theless. 

Special  interest  centered  about  the  Valentine 
records,  which  were  displayed  on  a  table  where 
all  could  see  them.  All  of  the  records  played 
at  the  concert  and  fully  a  hundred  more  of  the 
sweetest  ballads,  ancient  and  modern,  were  in- 
cluded in  the  list.  Each  was  enclosed  in  a 
strong  manila  envelope,  with  a  little  verse  in 
the  corner: 

I  wish  you'd  be  my  Valentine,  but  haven't  words  to  say 
it, 

So   I'm   sending  you   this   record — please  put  it   on  and 
play  it. 

Praegers,  San  Antonio,  featured  Radiolas  as 
Valentine  gifts.  The  window  was  gaily  trimmed 
with  red  crepe  paper,  which  fell  in  waterfalls 
in  the  rear,  while  big  stone  urns  held  clusters 
of  crimson  paper  roses.  On  a  stand  in  the 
center  was  a  Radiola,  while  lower  stands  at 
each  side  held  other  sets.  A  card  of  gold, 
bordered  with  red  and  lettered  in  black,  sug- 
gested "A  Radio  Makes  a  Splendid  Valentine 
for  the  Home." 


"NYACCO"  Manufactured  Products 

NYACCO  Record  Albums 
NYACCO  Radio  Sets 
NYACCO  Portable  Phonographs 
NYACCO  Photograph  Albums 
NYACCO  Autograph  Albums 

Twenty  years'  manufacturing  experience  enables  us  to  offer  the  trade  a  line  that  is  tried  and  proven. 
Jobbers  and  Dealers:    Write  us  for  full  information. 

NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

Note  New  Address    -    -    -    -    64-68  Wooster  Street,  New  York 
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You  Asked  for  it  ♦  ♦  ♦  Here  it  is ! 


A  lower-priced  full  electrical  type  Brunswick 

Panatrope  with  Radiola 

Model  PR  17*8  «  To  list  at  $550  -  Light  socket  operation— no  batteries 
Cone  reproducer  combined  with  special  reflector 


A  GAIN  Brunswick  has  succeeded  where 
success  seemed  impossible.  Fully  aware 
of  the  tremendous  demand  for  an  electrical 
type  Brunswick  Panatrope  combination  that 
would  sell  at  a  low  price,  our  laboratories 
have  for  months  put  all  their  energies  into 
perfecting  such  an  instrument. 

Now  we  have  it.  Here,  combined  so  com- 
pactly that  the  instrument  is  a  marvel  of 
ingenuity,  is  the  Brunswick  Panatrope  — 
electrical  type  —  and  the  newest  model 
Radiola  known  to  everybody  as  No.  17. 

A  model  which  increases  the  field  of 
your  sales  many  times.  It  will  appeal  at 
once  to  the  great  middle  class. 

Its  remarkable  features  include  equal 
excellency  in  recorded  and  broadcast  music 
over  entire  audible  frequency  range;  com- 
pact and  convenient  assembly;  beautiful 
design;  superior  construction;  minimum 
space  requirement  and  lid  concealing  all 
operating  parts. 

The  appeal  of  this  newest  Brunswick  com- 
bination is  irresistible.  Its  profit-making  op- 
portunity enormous.  Make  the  most  of  it! 


REGULATING 
KNOB 


MAGNETIC 
PICKUP 

URNTABLE 
TART  LEVER 
jk  PANATROPE 
VOLUMF 
CONTROL 


Brunswick  Panatrope  tuith  Radiola  Model  PR  17-8. 
Equipment :    Electrical  type  Panatrope  with  Radiola 
No.  17.   One  dial  control.  Light  socket  operation.  Uses 
latest  A.  C.  tubes. 
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Carl  J.  Miller  Accepts  Post       Vic.  Meyers  and  Orchestra         O.  P.  Harris  of  Brunswick 
With  Sherman,  Clay  &  Go.      Recording  for  Columbia  Go.      Go.  Addresses  Seattle  Trade 


Seattle,  Wash.,  January  5. — Carl  J.  Miller, 
formerly  manager  of  the  phonograph  and  radio 
departments  of  the  Standard  Furniture  Co., 
recently  accepted  a  position  with  Sherman, 
Clay  &  Co.,  in  the  Tacoma  store.  Mr.  Miller 
is  well  known  in  the  trade  and  has  been  active 
in  the  affairs  of  the  Radio  and  Music  Trades 
Association,  for  the  past  year  acting  as  director 
of  the  Phonograph  Group.  He. is  succeeded  in 
the  Standard  establishment  by  Lloyd  Chase, 
who  has  been  with  the  company  for  a  long 
time,  is  well  known  in  this  section,  and  is 
thoroughly  familiar  with  the  work. 


The  Dragner  Music  Shoppe,  Inc.,  Palisades 
Park,  N.  J.,  was  recently  incorporated  to  deal 
in  musical  instruments  with  an  authorized 
capital  of  $25,000.  Henry  Dragner,  Philip  A. 
Dragner  and  May  V.  Dragner  are  the  incor- 
porators. 


Seattle,  Wash.,  January  5. — Vic  Meyers  and 
His  Orchestra,  of  this  city,  recently  signed  a 
long-time  contract  to  record  for  the  Columbia 
Phonograph  Co.  catalog.  The  first  release 
couples:  "Now  That  You're  Gone"  and 
"Whether  It  Rains— Whether  It  Shines." 

Vic  Meyers  and  His  Orchestra  have  long 
been  favorites  with  Seattle  dance  lovers,  and 
for  the  past  two  years  they  have  been  featured 
in  the  Rose  Room  of  the  Butler  Hotel.  Radio 
fans  have  also  enjoyed  the  programs  broadcast' 
nightly  over  station  KJR. 

Immediately  following  the  release  of  the 
record  several  prominent  music  houses  ar- 
ranged to  have  the  orchestra  give  concerts  in 
their  record  departments.  The  University 
Music  Stores,  Inc.,  and  the  Remick  Song  Shop 
were  two  houses  reporting  successful  results 
from  this  method  of  effecting  a  tie-up  with 
record  artists. 


Seattle,  Wash.,  January  4. — A  meeting  of  all 
the  Brunswick  phonograph  dealers  in  this  ter- 
ritory was  recently  held  at  the  New  Washing- 
ton Hotel.  O.  P.  Harris,  special  traveling  rep- 
resentative of  the  Brunswick  Co.,  addressed  the 
dealers  and  gave  a  forceful  talk  on  the  develop- 
ment of  the  new  Panatropes  and  outlined  the 
modern  methods  of  recording,  stating  that  with 
the  new  processes  it  is  possible  to  capture  mu- 
sical vibrations  so  slow  that  they  can  almost 
be  counted. 


The  Rosso  Music  Shop  recently  held  its 
formal  opening  in  new  quarters  at  53  North 
Walnut  street,  Mt.  Clemens,  Mich.,  having  dis- 
continued its  former  quarters  at  10  Walnut 
street.  The  new  location  affords  far  more  dis- 
play space  for  the  Victor  and  Columbia  lines 
which  are  carried  and  plans  are  under  way  for 
an  aggressive  sales  promotion  drive. 
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Peerless  Introduces  the 
Extraordinary  Portable 

for  1928 


The  Ultimate  in  Portables 
at  $25.00  List 

A  4-foot  concealed  tone  chamber 

Serpentine  tone-arm 

Special  matched  reproducer 

Covered  with  genuine  DuPont  Fabrikoid  o£ 
the  heaviest  quality 

Elaborately  decorated  in  multi-color  effects 

Genuine  Heinemann  motor 


Appearance  —  Quality  —  Tone 

Samples  and  attractive  discounts  submitted  on  request. 
Our  complete  line  of  Portables  lists  from  $12  to  $30. 

Two  Sales  Winning  Styles  of  Record  Albums 
Peerless  Artkraf  t  Album 


Beautiful  Gold-embossed  Cover — Heavy  Brown  Kraft  Pockets 

Peerless  Loose  Leaf  Album 

Removable  Pockets  for  Records 

PEERLESS  ALBUM  CO. 

PHIL.  RAVIS,  President 

636-638  BROADWAY ,  NEW  YORK 
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Brunswick  Scores  Again 

With  New  Record  Policy 


Symphonies  ~-  Operas  —  Ballads 


By  the  World's  Greatest  Artists 

$^  g%£\    All  gold,  purple  and  black  label  12-  All  gold,  purple  and  black  label  10- 

■  inch   Brunswick   Records  formerly  inch   Brunswick   Records  formerly 


$2,  $1.75,  $1.50  and  $1.25,   now  $1. 


$1.50  $1.25  and  $1,  now  75c. 


75^ 


Again  Brunswick  Leadership  is  Demonstrated 


T5RUNSWICK  is  known  in  the  industry  for  the  many  new  policies 
and  improvements  that  it  has  inaugurated.    Some  of  these  have 
changed  the  whole  trend  of  the  music  business.    To  mention  just  a 
few : — 

— Brunswick  was  first  to  offer  double-faced  classical  records. 
— Brunswick  was  first  to  adopt  the  present  popular  console  type  of 
cabinet. 


WONDERFUL!  A  master  stroke  of 
merchandising,"  is  the  way  a  leading 
executive  in  the  industry  greeted  Brunswick's 
recent  announcement  of  new  record  prices. 

From  all  parts  of  the  country  have  come 
comments  equally  favorable  from  the  trade 
and  from  leaders  in  musical  circles.  Apparently 
no  announcement  to  the  music  trades  in  years 
has  made  more  of  a  sensation.  And  from  the 
public,  whose  verdict  is  the  final  one,  there  has 
already  come  a  remarkable  volume  of  business 
to  justify  our  judgment  in  making  this  move. 


— Brunswick  was  first  to  offer  a  combined  radio  receiving  set  and  pho- 
nograph in  one  cabinet. 

— Brunswick  was  first  to  offer  a  purely  electrical  reproducing  musical 
instrument,  the  Brunswick  Panatrope. 

And  now  Brunswick  again  leads — being  first  to  offer  symp/ionii, 
operatic  and  standard  music  at  popular  prices. 


Brunswick's  New  Policy — 
Briefly  Stated 

BRUNSWICK  will  no  longer  penalize  the  public's 
musical  taste  by  charging  more  for  great  symphonic, 
aperatic,  and  other  standard  recordings  by  world-famous 
artists  and  musical  organizations. 

We  therefore  have  inaugurated  a  one-price-for-all 
policy  covering  every  record  in  our  catalog.  From  now 
on,  all  10-inch  Brunswick  Records,  formerly  $1.50,  $1.2.5 
and  $1,  will  be  75c.  All  12-inch  Brunswick  Records, 
formerly  $2,  $1.75,  $1.50  and  $1.25,  will  be  $1. 

Enduring  music — the  beautiful  ballads,  inspiring  sym- 
phonies and  operas — is  growing  tremendously  in  public 
demand,  and  to  foster  this  growth  in  musical  appreciation 
we  take  this  action. 


THE  BRUNSWICK-BALKE-COLLENDER  CO.,  CHICAGO  -  NEW  YORK  -  IN  CANADA;  TORONTO 

Branches  in  All  Principal  Cities 


Store-Door  Playing  Built  this  Business 

W.  C.  Morrison,  of  Morrison  Radiophone,  Inc.,  Traces  85%  of 
All  Sales  to  Policy  of  Broadcasting  Programs  From  Store  Door 


THIS  is  the  era  of  publicity.  The  more 
publicity  the  better,  and  the  more  you  get 
the  more  prominent  you  become.  It's 
the  age  of  advertising.  Not  necessarily  paid 
advertising,  or  newspaper  advertising,  or  bill- 
board advertising,  but  advertising  that  keeps 
men  and  affairs — and  their  products  and  per- 
sonalities— constantly  before  the  public  eye. 
85  Per  Cent  of  Sales  From  Simple  Plan 
All  last  Summer  and  Fall  W.  C.  Morrison, 
owner  of  the  Morrison  Radiophone  Co.,  Inc.,  of 
Bridgeport,  Conn.,  made  his  storefront  broad- 
casting pay  and  pay  until  85  per  cent  of  the 
seasons'  sales  were  actually  traced  to  this 
simple  advertising  method.  He  didn't,  how- 
ever, just  turn  on  his  sidewalk  loudspeaker  and 
trust  to  luck  in  getting  business.  Instead,  he 
studied  the  demands  of  his  radio  fans  and  paved 
the  way  for  a  big  attendance  with  advance 
newspaper  announcements. 

What  Programs  Are  Favored? 
Despite  the  fact  that  he  is  located  on  a  busy 
traffic  thoroughfare,  Mr.  Morrison  managed  to 
draw  a  couple  of  hundred  residents  and  pedes- 


By  Clarence  J.  O'Neil 

trians  regularly  by  tuning  in  on  popular  pro- 
grams. By  personal  investigation  and  observa- 
tion he  soon  learned  that  his  patrons  preferred 
programs  as  follows,  and  in  their  order  of 
preference:  (1)  Fight  announcements,  (2)  Foot- 
ball games,  (3)  Baseball  returns,  (4)  Popular 
musical  programs. 

With  this  tabulation  of  the  most  popular 
prospective  programs  Mr.  Morrison  was  guided 
accordingly  in  his  newspaper  appropriations. 
Coming  prize,  fights  got  the  most  newspaper 
advertising  space.  Other  programs  were  al- 
lotted advertising  space  according  to  their  de- 
mand rating. 

Tie-up  With  Window 

A  fresh  window  setting  was  always  made 
the  day  before  an  advertised  program  was  to 
be  broadcast  over  the  sidewalk.  Several  at- 
tractive posters  announcing  a  variety  of  sets 
and  parts  were  conspicuously  displayed  in  the 
store   window.     By    far    the    most  attractive 


poster  was  always  hung  directly  above  the 
heads  of  the  spectators  and  in  direct  view  of 
the  loudspeaker.  It  read:  "It  pays  to  buy  the 
better  radio.  This  is  the  best  you  can  buy. 
Radiola  104." 

Mr.  Morrison  claims  he  is  satisfied  if  his 
sidewalk  broadcasting  puts  over  just  this  one 
message.  So'  far  it  has  given  him  ample  sales 
results.  It  is  interesting  to  note  that  his  sales 
of  loudspeakers,  tubes  and  batteries,  via  the 
sidewalk  audience,  have  equaled  the  total  sales 
of  complete  sets. 

Pulling  Power  of  Publicity 

With  the  closing  of  his  outdoor  broadcasting 
accommodation,    Mr.    Morrison   says    that  re- 
sults have  shown  that  his  entire  volume  of  sales 
for  the  past  six  months,  ending  November  15, 
were  traced  directly  to  the  following  sources: 
85  per  cent  Sidewalk  Broadcasting. 
10  per  cent  Through  Old  Customers. 
5  per  cent  Newspaper  Advertising. 

It  may  be  the  simplest,  cheapest  and  oldest 
way  of  advertising,  yet  this  dealer  finds  the 
front  door  still  has  pulling  power  as  a  most 
effective  publicity  stunt. 

Broadcasters'  Association 

Issues  the  NAB  News 

Official  Publication  of  the  National  Association 
of  Broadcasters,  Inc.,  Contains  Much  Inter- 
esting and  Informative  Material 

The  NAB  News,  the  official  publication  of 
the  National  Association  of  Broadcasters,  Inc., 
made  its  initial  bow  last  month  and  contained 
a  wealth  of  interesting  and  informative  ma- 
terial pertaining  to  broadcasting  and  kindred 
matters.  Among  the  articles  featured  in  the 
issue  were  "Win  Friends  and  Sell  Time  by 
Truth  and  Frankness,"  by  Gordon  Lathrop;  a 
report  of  the  progress  being  made  in  the  Asso- 
ciation's program  of  expansion,  and  a  listing 
of  the  various  committees  appointed  by  Earl 
C.  Anthony,  of  station  KFI,  president  of  the 
Association. 

A  brief  resume  of  the  work  done  in  behalf 
of  radio  by  Admiral  Bullard  and  the  loss  felt 
by  the  industry  in  his  sudden  passing  was  also 
featured.  The  NAB  News  will  be  issued  regu- 
larly and  will  contain  items  of  interest  to 
broadcasting  stations  and  to  the  radio  industry 
in  general. 

Cornelius  N.  Bliss  was  recently  elected'  a 
member  of  the  board  of  directors  of  the  Radio 
Corp.  of  America. 


Dulce-Cone 

Radio  Talking  Machine  Speaker 


Get  In  On  These 
RADIO  PROFITS 


WITH  radio  almost  universal,  it's  easy 
to  include  a  Dulce-Tone  in  every 
talking  machine  sale — and  you  might  as  well 
get  that  extra  profit.  Or  sell  Dulce-Tone  to 
former  talking  machine  buyers. 

Dulce-Tone  makes  an  ideal  loud  speaker  of 
any  phonograph,  and  it  fits  any  make  and 
any  radio  set.  Simply  set  the  talking  machine 
needle  in  the  Dulce-Tone  reed,  plug  in, 
and  you  have  the  full  volume,  the  beauti- 
ful clear  tone  that  only  Dulce-Tone  and  a 
talking  machine  can  give. 

The  General  Industries  Co. 

Dulce-Tone  Division 
Formerly  named 
The  General  Phonocraph  Mfg.  Co. 
Elyria,  Ohio 
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NO.  734  A.C.  RECEIVER 

Price  with  Socket-Power  Unit  and  n 
R.C.A. Tubes — but  notincltiding  Cone 
Speaker  or  Envelope  Loop;  East  of 
Rockies, $755;  Rockies  and  West,  $795; 
Canada,  $1000. 


THE  ST  ROM  BERG-CARLSON 
HOUR,  TUESDAY  EVENINGS, 
8  TO  9  EASTERN  STANDARD 
TIME  THROUGH  THE  NBC 
AND  ASSOCIATED  STATIONS 
WJZ,  WBZ-WBZA,  KDKA, 
KYW,  WJR,  WBAL,  KFVE 
AND  WHAM. 


uperL  Receivers 

iscriminaling 
Gjjrade 


PEOPLE  of  culture  —  people  who 
love  fine  things  —  people  whose 
patronage  a  dealer  encourages  —  are 
attracted  by  Stromberg-Carlson  A.C. 
Receivers. 


The  tone  quality  of  these  magni- 
ficent instruments  is  unsurpassed  — 
the  result  of  scientific  shielding  and 
superlative  design  of  audio  system 
and  Cone  Speaker.  Operation  is  sim- 
plicity itself — all  power  being  taken 
direct  from  the  A.C.  house  lighting 
circuit;  without  the  use  of  batteries 
or  liquids,  and  tuning  being  with  a 
single  dial. 

Their  cabinetry  is  exquisite  — 
Console  models  in  American  Walnut, 
some  with  panels  of  inverse  French 
marquetry;  Table  models  in  mahog- 
any. 

A.  C.  Stromberg-Carlsms  range  in  price  as  follows:  East  of 
Rockies,  Radio  Sets  equipped  with  phonograph  input  jack, 
$29 ;  to  S-jh;  Radio  and  Phonograph  Combined  $124! — 
Rockies  and  West,  Sjt}  to  $1299 — Canada,  $390  to  $i6jo. 

Stromberg-Carlson  Telephone  Mfg.  Co. 
rochester,  new  york 


iftfakers  of  voice  transmission  and  voice  reception  apparatus  for  more  than  30  years 


Minimize  Repossessions  by 
Remedying  the  Causes 

An  Analysis  of  the  Repossession  Problem  Will 
Determine  Causes  and  Pave  Way  for  Solution 

By  R.  J.  Cassell 


R.  J.  Cassell,  formerly  collection  manager  of  Grinnell 
Bros.,  Detroit,  the  author  of  this  interesting  article  on 
repossessions  and  their  causes,  is  the  author  of  "The 
Art  of  Collecting".  Other  articles  by  him  on  various 
phases  of  the  music  business  will  appear  in  forthcoming 
issues  of  The  Talking  Machine  World. — Editor.) 

NOW  I  don't  guarantee  to  solve  this  prob- 
lem of  doing  away  with  reposses- 
sions; in  fact  if  I  could  do  so  the  radio 
and  talking  machine  industry  could  and  would 
pay  me  a  fabulous  compensation,  but  I  do  be- 
lieve that  if  we  analyze  the  subject  carefully 
we  can  get  at  the  cause  and  then  it  is  up  to 
each  one  of  you  to  apply  the  remedy.  If  we 
can  do  this  we  have  at  least  made  a  step  in 
the  right  direction,  for  this  is  truly  the  big 
leak  in  the  business,  and  one  that  should  be  held 
down  to  a  minimum. 

This  problem  involves  every  department  of 
the  business  to  a  greater  or  less  extent,  so  I 
believe  it  is  logical  to  take  it  up  from  the 
standpoint  of  departments.  The  prime  offender 
we  will  take  first,  the  sales  department. 

The  salesman,  in  his  great  desire  to  make 
the  sale,  may  think  only  of  closing  the  deal 
when  it  might  have  been  better  to  have  kept 
the  goods  in  the  store.  Why?  The  customer 
may  be  a  crook  or  some  other  undesirable 
character,  but  the  salesman  overlooks  this 
phase  of  the  matter  and  thinks  only  of  getting 
the  name  on  the  dotted  line.  Such  sales  are 
repossessions  in  their  inception. 

Then,  too,  does  the  salesman  know  anything 
about  the  customer's  financial  ability  to  pay  for 
the  goods  purchased?  I  believe  that  the  radio 
and  talking  machine  business  take  longer 
chances  in  this  direction  than  most  other  lines 
of  business.  The  more  knowledge  the  salesman 
has  and  the  better  the  class  of  customers  to 
whom  he  sells  will  surely  cut  down  his  repos- 
sessions. This  has  at  least  been  my  observa- 
tion in  studying  the  work  of  a  large  number 
of  salesmen. 

Effect  of  Side  Promises 
Another  fault  of  some  salesmen  is  to  make 
side  promises,  which  cannot  be  kept  by  the 
house.  I  have  in  mind  one  where  the  cus- 
tomer was  told  he  would  be  given  an  unlimited 
guarantee.  This  sale  stood  at  a  stand-still  for 
months  until  a  special  adjuster  with  tact  and 
salesmanship  resold  it.  This  was  in  reality  a 
repossession,  as  it  cost  the  firm  time  and  money 
to  resell  the  goods. 

I  could  illustrate  at  greater  length,  but  space 
will  not  permit.  Don't  make  side  promises  and 
don't  let  your  salesmen  do  so  if  you  want  to 
avoid  repossessions. 

Then  there  is  the  customer  who  is  not  prop- 
erly sold  in  the  first  place.  We  might  call  it 
a  forced  sale.  The  salesman  is  too  anxious 
to  close  without  creating  sufficient  desire  in  the 
customer's  mind  for  the  goods.  The  customer 
may  not  fully  realize  that  he  has  bought  some- 
thing until  the  collection  department  begins  to 
insist  on  payment. 

I  have  known  customers  to  say  they  never 
signed  a  contract.  They  didn't  know  that  they 
had  purchased  an  instrument,  as  they  thought 
they  were  only  renting.  This  leads  to  the 
remedy  of  explaining  your  contract  fully  be- 
fore you  have  completed  your  sale.  Do  so  and 
avoid  repossessions.  You  have  all  had  expe- 
rience with  the  interest  clause.  Don't  be  afraid 
to  give  the  customer  a  clear  understanding  of 


this  part  of  the  contract.    It  means  thousands 
of  dollars  to  the  house,  and  if  the  customer 
is  not  properly  sold  on  the  interest  and  dis- 
covers the  fact  in  the  early  stage  of  the  sale 
it  may  lead  to  repossession. 

Then  there  is  the  direct  misrepresentation  by 
the  salesman  with  the  intent  to  deceive.  This 
is  fraud  and  acts  like  a  boomerang  when  the 
customer  discovers  that  he  has  been  deceived. 
He  loses  confidence  in  the  house  and  lets  the 
instrument  come  back.  Yes,  and  not  only  is 
it  a  repossession,  but  he  tells  his  friends  not  to 
deal  with  such  a  house.  The  loss  cannot  be 
estimated.  While  no  reputable  house  would  in- 
tentionally do  this  they  must  see  that  none  of 
their  salesmen  do  so,  to  prevent  repossessions. 
False  Financial  Reports 

Then  there  are  false  financial  reports  sent  in 
by  some  salesmen  who  try  to  put  it  over  on 
the  house.  A  merchant  may  turn  out  to  be 
a  peanut  vendor  or  a  street  musician.  A  farmer 
may  be  a  day  laborer,  and  I  have  known  of 
cases  where  the  customer  was  actually  on  the 
town  and  yet  expected  to  pay  for  an  instru- 
ment. This  kind  of  business  is  sure  to  result 
in  repossessions. 

In  most  localities  musical  instruments  are 
sold  to  foreigners.  There  are  some  foreigners 
who  are  all  right  and  pay  without  any  trouble, 
but  there  are  a  large  number  who  do  not  know 
their  own  names  in  English  and  when  they 
move  they  change  their  names  or  spell  them 
differently  so  that  it  is  very  difficult  to  locate 
them.  You  should  have  a  pretty  good  knowl- 
edge of  who  they  are  before  you  sell  them. 
Some  go  back  to  their  native  land  and  they 
will  take  radios,  or  talking  machines,  and  such 
accounts  must  be  charged  to  profit  and  loss. 
Know  the  foreigner  to  whom  you  sell  and  his 
ability  to  pay  before  you  make  the  sale. 
The  Collector's  Job 

So  much  for  the  sales  department.  Now  let 
us  take  a  survey  of  the  collection  department 
and  its  effect  on  repossessions. 

I  have  demonstrated  that  business  houses  that 
keep  up  their  collections  according  to  the  terms 
of  contract  have  the  smallest  number  of  repos- 
sessions. Therefore,  the  manager  and  collector 
should  see  that  the  customers  pay  exactly  ac- 
cording to  the  contract.  The  old  idea  that  it  is 
best  to  coax  them  along  does  not  prove  to  save 
sales,  but  results  in  repossessions. 

The  manager  must  co-operate  with  his  col- 
lector and  not  take  collection  cards  from  him 
and  lay  them  on  his  desk  and  say  he  will  attend 
to  that  account  and  then  let  it  go  from  day  to 
day  without  attention.  If  the  manager  takes 
collection  cards  out  of  the  collector's  hands  he 
will  do  more  harm  than  good  and  the  sale  may 
be  a  repossession.  Co-operate  with  your  col- 
lector and  encourage  him  in  his  arduous  duty 
to  stop  repossessions.  The  collector  must  use 
tact  and  judgment  in  getting  the  money  or  he 
will  antagonize  the  customer,  who  may  not  say 
anything  but  will  let  the  instrument  come  back. 

There  is  a  custom  of  some  houses  to  sell 
almost  any  one  who  can  make  a  down-payment 
without  regard  to  who  the  person  is.  This 
practice  prevails  to  some  extent  in  every  busi- 
ness. Then  is  it  any  wonder  that  quite  a  per- 
centage of  instruments  are  repossessed? 

You  cannot  blame  the  firm  entirely,  although 
they  are  very  lenient,  for  they  rely  on  the  man- 
ager and  salesmen  to  get  a  good  class  of  busi- 
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ness,  and  the  directors  cannot  see  the  customer 
or  his  home,  but  have  to  rely  on  the  report  of 
the  salesman.  It  is  to  the  best  interests  of  the 
house  and  the  salesman  himself  that  he  tell  the 
truth  about  his  customer — to  the  end  of  a  less 
number  of  repossessions. 

Overselling  and  overterms  cause  the  customer 
to  get  discouraged,  as  he  cannot  keep  up  the 
contract,  and  unless  a  new  contract  is  taken  the 
instrument  is  repossessed,  after  having  been 
used  for  several  months,  and  the  manager  is 
thoroughly  convinced  by  his  own  collector  that 
the  goods  should  be  brought  in  or  payment 
made  immediately. 

Faulty  merchandise  may  cause  dissatisfac- 
in  the  mind  of  the  customer  and  he  will  judge 
the  house  from  the  experience  he  has  had  with 
it.  I  recall  one  instance  where  it  was  necessary 
to  give  the  customer  a  large  discount  and  also 
an  agreement  to  put  the  instrument  in  good 
condition.  Be  careful  that  the  goods  are  in 
good  condition  before  delivery,  if  you  want  the 
sale  to  remain  sold. 

The  accounting  department  can  keep  cus- 
tomers satisfied  by  avoiding  errors  in  accounts, 
statements  and  notices. 

The  death  of  the  customer,  over  which  we 
of  course  have  no  control,  may  cause  a  repos- 
session. In  such  cases  investigate  at  once  the 
heir's  circumstances,  and  by  prompt  action  the 
estate  may  be  able  to  pay  out  on  the  account 
or  pay  cash  and  prevent  a  repossession. 

Divorces  frequently  cause  repossessions.  A 
good  plan  is  not  to  act  too  hastily,  as  often  the 
parties  become  reconciled  and  will  continue. 
So  make  haste  slowly  in  such  cases,  but  keep  in 
touch  with  conditions,  and  avoid  repossessions. 

The  problem  of  service  is  a  big  one  and  many 
lines  of  merchandise  nowadays  are  sold  largely 
on  the  service  the  house  gives.  This  is  one 
of  the  leading  sales  arguments  of  the  Ford 
Automobile  Company.  In  your  business  see 
that  the  customer  gets  all  that  is  promised  him. 
These  small  matters  may  lead  to  dissatisfaction, 
and  this  is  the  mother  of  repossessions. 

To  sum  up,  as  the  lawyers  say:  All  depart- 
ments have  a  duty  to  perform  to  prevent  repos- 
sessions. Service  and  courteous  treatment  by 
all  employes  will  go  a  long  way  towards  keep- 
ing the  goods  sold.  A  sale  well  sold  to  a  re- 
liable customer  with  a  good  down  payment 
and  followed  closely  by  the  collection  depart- 
ment in  a  tactful  way  is  pretty  sure  to  pay  out. 

All  salesmen  and  business  owners  are  with 
me  in  a  desire  to  cut  down  repossessions.  They 
spoil  your  good  work  and  lessen  your  showing, 
tie  up  merchandise  in  poor  sales,  and  are  a 
continual  source  of  worry  to  every  one. 
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A  Radiotron 
for  every  purpose 


RADIOTRON  UX-201-A 

Detector  Amplifier 

RADIOTRON  UV-199 

Detector  Amplifier 

RADIOTRON  UX-199 

Detector  Amplifier 

RADIOTRON  WD-11 

Detector  Amplifia 

RADIOTRON  WX-12 

Detector  Amplifier 

RADIOTRON  UX-200-A 

Detector  Only 

RADIOTRON  UX-120 

Power  Amplifier  Last 
Audio  Stage  Only 

RADIOTRON  UX-222 

Screen  Grid  Radio 
Frequency  A  mplifier 

RADIOTRON  UX-112-A 

Power  Amplifier 

RADIOTRON  UX-171 

Power  Amplifier  I  Met 

A  udio  Stag'  Only 

RADIOTRON  UX-210 

Power  Amplifier  Oscillator 

RADIOTRON  UX-240 

Detector  A  mplifier  f„r 


RADIOTRON  UX-213 

Pull-Ware  Kectificr 

RADIOTRON  UX-226 

/l.C.  Filament 

RADIOTRON  UY-227 

A.C.  Heater 

RADIOTRON  UX-280 

Full-Wave  Rectifier 

RADIOTRON  UX-281 

Half-Wave  Rectifier 

RADIOTRON  UX-874 

Voltage  Regulator  Tube 

RADIOTRON  UV-876 

Ballast  Tube 

RADIOTRON  UV-886 

Ballast  Tube 


The  standard  by 
which  other  vacuum 
tubes  are  rated 


RADIOTRON  UX-201-A 
RADIOTRON  UV-199 
RADIOTRON  UX-199 
RADIOTRON  WD-11 
RADIOTRON  WX-12 

RADIOTRON  UX-200-A 
RADIOTRON  UX-120 
RADIOTRON  UX-222 

RADIOTRON  UX-1I2-A 
RADIOTRON  UX-171 

RADIOTRON  UX-210 
RADIOTRON  UX-240 


RADIOTRON  UX-213 
RAOIOTRON  UX-22G 
RADIOTRON  UY-227 
RAOIOTRON  UX-280 
RAOIOTRON  UX-281 
RAOIOTRON  UX-874 
RAOIOTRON  UV-876 


Make  sure  that  your  new  radio 
set  is  equipped  with  RCA 
Radiotrons  throughout.  Manu- 
facturers of  quality  receiving 
sets  specify  RCA  Radiotrons 
for  testing,  for  initial  equip- 
ment and  for  replacement. 
They  are  recognized  by  experts 
as  the  standard  of  performance. 

RCA  Radiocrons  arc  ihc  joint  product  of  RCA.  Wewinghouse  and  EI™ 
Genctal  Electric,  developed  tnd  perfected  by  rhc  radio  engineer} 

who  designed  and  built  rhc  leading  broadcasting  stations    Never  v.'"*«. 

use  new  rubes  with  old  ones  that  have  been  in  use  a  year  or  more.  j^'y™ 
Sec  that  yout  set  is  completely  rcecjuippcd  wirh  RCA  Radiotrons 

RCA  Radiotron 

MADE     ft  Y      THE     MAKERS     OF     THE      KADI  OLA 


,.m  GrWT-r 


RADIO       CORPORATION       OF       AMERICA     -      NEW     YORK     •  CHICAGO 


SAN      FRAN  CISCO 


Public  approval  has  put  the  stamp  of  prefer- 
ence on  RCA  Radiotrons.  Their  quality  is 
evidenced  by  the  fact  that  they  lead  all  other 
tubes  in  volume  of  sales.  That  is  because  they 
are  the  perfected  product  of  the  expert  engi- 
neers of  RCA — the  same  skilled  scientists  who 
designed  and  built  the  country's  leading 
broadcasting  stations.  There  is  a  Radiotron 
for  every  purpose.  It  will  pay  you  to  carry 
the  complete  line. 


RADIO 
New  York 


CORPORATION 
Chicago 


O  F 


AMERICA 
San  Francisco 


You  make  every  one  of 
these  advertisements  a 
crackerjack  salesman  for 
you  when  you  display  RCA 
Radiotrons  and  recom- 
mend them  to  your  cus- 
tomers RCA  offers  you 
powerful  selling  helps, 
counter  and  window  dis- 
plays in  addition  to  news- 
paper and  magazine  and 
broadcast  publicity  that  is 
heav  ier  than  that  behind 
any  other  vacuum  tube. 


RCA  Radiotron 
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RCA  newspaper  and  magazine  adver- 
tising in  1928  will  be  the  most  extensive 
ever  undertaken.  Saturday  Evening  Post, 
Liberty,  Colliers,  Literary  Digest,  and 
other  magazines  will  be  used  through  the 
year.  Leading  newspapers  throughout  the 
country  will  give  RCA  Dealers  effective 
local  support.  And  there  will  be  more 
and  better  Sales  Helps,  Window  Displays 
and  other  business  getters.  The  Saturday 
night  RCA  Hour  will  be  another  big 
advertising  feature  in  1928. 








Here  is  the  greatest  advance  in  radio 
since  the  beginning  of  broadcasting 


The  simplified  socket-power  Radio/a  lhaf  electrical 
engineers  dreamed  of  has  now  been  achieved 

The  new  Radiola  17  — from  the  laboratories  of  RCA, 
General  Electric  and  Westinghouse — has  rightly  been 
called  a  "wonder  box." 

By  means  of  the  remarkable  new  alternating  current 
Radiotrons,  it  takes  all  its  power  from  your  electric 
light  circuit.  No  batteries  or  liquid-containing  devices. 
Just  plug  it  in  and  turn  the  single  knob  to  select  your 
programs. 

So  simple  that  a  child  can  operate  it  in  a  dark  room — 
but  so  finely  designed  and  constructed  that  it  repro- 
duces with  amazing  fidelity  the  fine  programs  from  the 
broadcasting  stations. 

Radiola  17  is  the  culmination  of  years  of  research  by 
the  great  corps  of  electrical  and  acoustical  engineers,  in 
the  service  of  the  Radio  Corporation  of  America,  who 
are  making  the  •■impossible-:;"  of"  vesrerday  the  C 
places  of  [. 


KCA-Kadiola 


RCA,  General  Electric  and  Weslinghome 
have  designed  these  perfected  Radiolas 


Radiolas  and  RCA  Loudspeakers,  the  product 
of  the  same  engineers  who  built  the  high- 
power  broadcasting  stations,  set  the  standard 

Exclusively  chosen  by  Victor  and  Brunswick 
for  use  in  their  finest  instalments,  these  re- 
ceiving sets  embody  the  world's  knowledge 
of  radio  design. 


If  you  a, 
ifyouar, 
your  old 


c  about  to  buy  your  first  radio,  or 
going  to  select  a  new  set  to  replace 
ask  an  RCA  Authorized  Dealer 
—  these  i- —  J 


mderfui 
for  you. 

Besure  that  you  listen  to  3n  RCALoudspcakei 
The  performance  of  the  finest  receiver  can  b 
spoiled  by  .in  antiquated  reproducer. 

All  Radiolas  are  equipped  throughout  witl 
RCARadiottons— the  heart  of  the  receiving  sei 


RCA  HOUR  Every  Saturday  Night 

with  the  Nifiorul  Broidciit'ing  Oimpiny 


0  ssmm  (i) 


RADIO    CORPORATION    OF    AMERICA.      NEW  YORK      CHICAGO      SAN  FRANCISCO 


KCA-Radiola 

MADE  •  BY  ■  THE  -  M  AK.EI\S  ■  OF     THE  ■  r*,ADIOTfVON 


PC  A  Kadiola 


MADE    BY   THE     MAKERS     OF    THE  RADIOTRON 


NEW  SETS  FOR  OLD 

More  old  radio  sets  will  be  replaced 
by  new  and  better  sets  in  1928 
than  ever  before 

Most  radio  buyers  want  simplified  lighting 
circuit  operation,  and  most  of  them  want  one 
of  the  new  RCA  RADIOLAS. 

And  a  great  number  of  people  will  come  in- 
to the  market  as  first  buyers,  who  have  been 
holding  off  buying  a  radio  set  until  they 
could  get  one  that  would  run  off  the  light 
circuit  as  simply  as  an  electric  fan. 

By  carrying  the  RCA  complete  line  RCA 
Authorized  Dealers  will  be  able  to  meet  the 
public  demand. 

RCA  Dealers  will  get  the  cream  of  the  re- 
placement business,  as  well  as  the  cream  of 
the  big,  new  business  this  year. 

RADIO       CORPORATION       OF  AMERICA 
New  York  Chicago  San  Francisco 


KCA  Kadiola 


MADE    BY    THE     MAKE  US     OF    THE  RADIOTRON 
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1  Authorised 
'   Deal,  N 


This  sign  matks 
the  leading  dealer 
in  every  community. 


RCA- LOUDSPEAKER.  IOO-A 

Unrivalled  in  tone  quality  among 
loudspeakers  in  its  price  range,  the 
U100A"  is  the  easiest  selling  radio 
instrument  ever  put  on  the  market. 
It's  bread-and-butter  merchandise 
for  RCA  Authorized  Dealers. 


f 


RCA 
Loudspeaker  100  A 
$35 


RADIO  CORPORATION  OF  AMERICA        New  York       Chicago        San  Francisco 


RCA  Loudspeaker 


MADE     BY    THE     MAKERS     OF  THE 


R  A  D  I  O  L  A 
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Building  a  Profit-Pro- 
ducing Sales  Organization 

{Continued  from  page  3) 
sizing  up  an  applicant  he,  too,  is  sizing  you 
up,  as  well  as  the  business,  and  it  is  just  as 
essential  that  you  sell  him  your  business  as  it 
is  that  he  sell  you  himself. 

Do  not  become  discouraged  when  you  find 
that  a  large  percentage  of  the  men  you  employ 
do  not  "stick"  or  make  good.  Just  figure  that 
the  law  of  average  will  give  you  about  one 
good  man  out  of  every  two  or  three. 

Size  of  the  Organization 

How  large  should  your  sales  organization  be? 
That  depends  somewhat  on  the  population  of 
the  territory  you  serve — up  to  a  certain  point. 
Of  course,  a  town  of  two  or  three  thousand 
people  could  hardly  support  a  large  sales  organ- 
ization, but  when  a  city  reaches  a  population  of 
100,000  or  over,  a  radio  and  phonograph  sales 
organization  need  be  limited  only  by  the  sales 
promotion  work  of  the  dealer. 

Do  not  think  that  simply  by  putting  on  a 
large  force  of  men  you  are  going  to  increase 
business.  The  business  territory  must  be  cul- 
tivated by  the  sales  manager,  and  the  men 
must  be  properly  trained  to  successfully  reap 
the  harvest. 

Remember,  too,  that  the  building  of  a  large 
sales  organization  is  a  slow,  continuous  process. 
Your  work  is  never  finished,  for  while  your 
"turnover"  of  salesmen  may  be  small,  in  a  large 
organization  it  is  certain  and  continuous,  and 
the  sales  manager  must  be  always  adding  new 
material,  so  that  they  will  be  filling  the  gaps 
left  by  those  who  leave.  You  should  add  new 
material  whenever  possible.  In  no  department 
of  business  is  there  such  a  large  turnover  of 
employes  at  the  present  time  as  in  the  sales 
end,  particularly  where  men  are  employed  on 
a  straight  commission  basis.  Straight  commis- 
sion men  are  naturally  more  apt  to  become  dis- 
couraged quickly — and  quit — ofttimes  before 
they  have  actually  proved  that  they  are  failures. 
But  at  any  rate,  the  turnover  of  salesmen  is  not 
as  serious  as  might  be  imagined,  for  the  large 
part  of  the  turnover  comes  in  the  unproved 
men  or  failures,  and  very  seldom  among  the 
better  salesmen. 

New  Blood  Needed 

But  the  point  I  wish  to  make  is  this,  there 
are  not  enough  salesmen  in  the  business  of 
selling  phonographs.  We  in  the  industry  must 
realize  that,  and  begin  to  take  on  inexperienced 
men  from  outside  our  industry  and  train  them. 
Until  we  do  this  we  will  not  begin  to  even 
scratch  the  surface  of  the  possible  volume.  New 
men  will  serve  as  new  blood — and  give  new 
inspiration  and  new  enthusiasm  to  your  present 
organization. 

Frank  Dorian  of  Columbia 
Phonograph  Go.  in  Accident 

Assistant  to  the  President  of  Columbia  Organ- 
ization Suffers  Rare  and  Painful  Accident  in 
Form  of  a  Fractured  Heel — Back  at  Desk 


Frank  Dorian,  assistant  to  the  president  of 
the  Columbia  Phonograph  Co.,  and  one  of  Co- 
lumbia's most  widely  known  executives,  re- 
cently sustained  a  fractured  heel,  a  rare  and 
painful  accident,  while  stepping  from  a  bus  in 
New  York.  At  the  Roosevelt  Hospital,  where 
Mr.  Dorian  was  treated,  the  doctor  said  that 
this  type  of  fracture  happened  so  infrequently 
that  he  was  going  to  look  up  the  records  to  see 
the  date  when  the  last  one  occurred. 

Mr.  Dorian,  after  but  two  days  at  home,  re- 
turned to  his  office  on  crutches.  This  devotion 
to  the  interests  of  Columbia  is  typical  of  Mr. 
Dorian's  long  record  of  distinguished  and  un- 
tiring service  for  Columbia.  He  became  asso- 
ciated with  the  Columbia  Co.  as  the  private 
secretary  to  Columbia's  first  president,  E.  D 
Easton, 


It  was  Mr.  Dorian  who  wrote  Columbia's 
first  advertisement,  one  which  appeared  in  a 
Washington  paper.  In  those  early  days  he  was 
Columbia's  first  branch  manager,  at  the  Wash- 
ington branch,  the  first  to  be  established.  This 
position  carried  with  it  the  duties  of  sales  man- 
ager. After  this  came  yet  greater  achievement, 
when,  as  Columbia's  first  European  general 
manager,  he  established  the  company's  Euro- 
pean branches,  living  abroad  for  a  number  of 
years  at  all  the  chief  Continental  music  capitals. 

Mr.  Dorian's  many  friends  in  the  industry 
and  the  trade,  both  in  America  and  abroad,  wish 
him  a  speedy  recovery. 

L.  A.  Nixon  Now  Eastern 
Secretary  of  the  R.  P.  A. 

L.  A.  Nixon,  widely  known  in  the  music-radio 
industry,  was  elected  Eastern  secretary  of  the 
Radio  Protective  Association  at  a  recent  meet- 
ing of  the  board  of  directors  held  in  New 
York,  according  to  an  announcement  by  Oswald 
F.  Schuette,  executive  secretary.  Mr.  Nixon 
was  formerly  secretary  of  the  National  Radio 
Trade  Association  and  has  been  affiliated  witli 
other  radio  trade  bodies  for  a  number  of  years. 
He  will  take  up  his  new  duties  at  once,  main- 
taining offices  in  New  York  City. 

Shirley  Walker  Is  Making 

Series  of  Radio  Addresses 

San  Francisco,  Cal.,  January  5. — Thousands 
of  prospective  musical  instrument  buyers  are 
being  reached  through  the  medium  of  a  series 
of  radio  talks  being  given  over  station  KGO 
by  Shirley  Walker,  of  Sherman,  Clay  &  Co., 
president  of  the  Music  Trades  Association  of 
Northern  California.  Each  talk  lasts  six  min- 
utes. Thus  far  the  talks  have  been  on  "Music  in 
Ihe  Home,"  "Teaching  the  School  Children  to 
Play  Musical  Instruments"  and  "Music  Contests 
in  the  Public  Schools." 


New  Store  Opened 

A  new  music  store,  the  Radiola-Brunswick 
Shop,  was  recently  opened  at  364  Central  ave- 
nue, Highland  Park,  111.,  by  Alex  Smith  and 
Robert  U,  Slayback. 

The  Bent  Music  Store.  633  Second  street,  La 
Salle,  111.,  is  now  operated  by  Arthur  Groves. 


Buys  Brunswick  Prod- 
ucts by  the  Truckloads 

Live  Retail  Merchant  of  Coffeyville,  Kans.,  Is 
Doing  an  Excellent  Business — Volume  Is 
Reflected  in  the  Large  Orders  Placed 

That  Brunswick  business  is  very  good  in 
Coffeyville,  Kans.,  is  demonstrated  by  the  fact 
that  the  Ross-Workman  Music  Co.,  of  that 
city,  is  ordering  truckloads  of  Brunswick  mer- 


A  Large  Brunswick  Delivery 

chandise.  The  accompanying  photograph  shows 
a  truck,  loaded  with  new  Brunswick  instru- 
ments, just  about  to  be  unloaded  at  the  Ross- 
Workman  warehouse,  after  having  paraded 
through  the  streets  of  Coffeyville;  the  sign  on 
the  truck  tells  the  populace  of  that  city  where 
Brunswick  merchandise  is  obtainable. 

Schubert  Contest  Prize 

Moneys  Placed  in  Escrow 

As  a  guarantee  of  good  faith  to  composers 
who  are  competing  in  the  International  Schu- 
bert Centennial  Contest  the  Columbia  Phono- 
graph Co.  has  deposited  with  J.  P.  Morgan  & 
Co.  the  sum  of  $20,000  in  escrow.  This  is  the 
total  amount  of  the  prize  moneys. 


New  Music  Store  Opens 

Formal  opening  of  the  Hazard  Radio  & 
Music  Co.,  Hazard,  Ky.,  was  held  last  month 
with  an  appropriate  program.  The  Kentucky 
Kamblers  Orchestra  furnished  the  music,  en- 
tertaining a  large  crowd  of  visitors.  Victor 
Orthophonic  talking  machines  and  records  and 
the  Crosley  radio  line  are  carried  by  this  enter- 
prising concern,  and  plans  are  being  formulated 
for  an  extensive  sales  drive. 


Complete  dealer  protection  is 
just  part  of  our  plan.  We  offer 
helpful  selling  suggestions,  fav- 
orable terms,  and  fully  guaran- 
teed products  only.  Actually 
aiding  the  dealer  in  making  his 
full  legitimate  profit,  and  giving 
him    complete  protection. 
Write   today  for  sam- 
ples, and  catalog  of 
Allen  Portables — 
the  finest  line  ever 
presented  to  the 
trade,  and  nation* 
ally  advertised. 

ALUMINUM 
S  P  E  CI ALT  Y 
COMPANY 

168  Trinity  Ave.,  S.  W. 

Atlanta  -  Georgia 


Artistic 
Display  of 
J.  K.  Gill  Co., 
Portland, 
Ore. 


Windows  That  "Sell" 


Pointers  on  Window  Displays — 
Profiting  Through  Plate  Glass 


1 


T  is  generally  conceded  that  the  music 
merchants,  or  merchants  who  successfully 
sell  radio,  phonographs,  pianos  and  other 
musical  merchan- 
dise, are  what  the 
"Babbits"  would 
term  "Go-getters," 
but  it  is  the  writer's 
e  x  p  e  r  i  e  nee  that 
these  same  mer- 
chants, as  a  class,  . 
have  consistently 
neglected  over  a 
long  period  one  of 
the  most  important 
"come  hither"  ges- 
tures in  selling — 
window  displays 
that  sell. 

-  Even    the  pro- 
P.  A.  Ware  gressive  butcher, 

not  to  stress  the  alert  druggist  and  able  grocery 
man,  is  invariably  more  of  an  artist  in  window- 
selling  appeal  than  is  the  average  merchant  who 
handles  musical  instruments. 

Cast  your  memory  back  to  the  window  with 
rows  of  paper-frilled  lamb  chops  surrounded 
with  decorative  parsley  and  appropriate  vege- 
tables, and  in  memory  compare  that  window 
with  the  pineboard-backed  display  of  a  few 
musical  instruments  in  a  dusty  window  as 
shown  by  some  otherwise  successful  music  man 
you  know. 

At   a   recent   convention   of  window-display 


By  P.  A.  Ware 

Merchandising  and  Sales  Promotion  Man- 
ager, Atwater  Kent  Mfg.  Co. 


advocates  from  all  lines  of  selling  the  writer 
heard  discussed  window-display  lore  from  men 
representing  the  drug  trade,  the  grocery  trade, 
the  furniture  trade  and  the  general  department 
store,  but  regardless  of  the  fact  that  this  coun- 
try has  some  wonderful  retail  music  selling- 
organizations,  it  was  not  on  record  that  a  music 
retail  representative  was  in  attendance  at  this 
important  event. 

The  consequence  is  that  while  nearly  every 
specialized  branch  of  selling  is  giving  thought 
to  "selling  windows"  many  music  men  are,  to 
use  a  hackneyed  phrase,  following  the  line  of 
least  resistance. 

Just  how  they  are  doing  this  can  be  best 
summed  up  by  what  the  legal  fraternity  calls 
a  "hypothetical  question."  Assuming  that  the 
reader  is  a  dealer,  may  I  ask  that  if  you  were 
to  sell  some  product  bought  by  a  purchasing 
agent  and  that  agent  advised  you  to  attend 
his  office  next  morning  when  he  would  hear  the 
sales  talks  of  all  the  men  selling  a  varied  as- 
sortment of  goods  who  had  approached  him 
that  week,  all  at  once:  that  is,  "in  concert," 
would  you  join  the  Tower  of  Babel  conclave? 

All  right!  pass  the  answer,  but  now  look 
around  your  town  or  neighborhood  and  see  if 
some  music  merchant  is  not  by  "window  ap- 
peal" trying  to  sell  a  phonograph,  a  radio,  a 


piano,  an  assortment  of  brass  instruments,  some 
banjos  and  "ukes"  and  a  saxophone  or  two  to 
every  passing  pedestrian's  single  pair  of  eyes. 

If  there  is  not  a  lesson  in  the  above  for  many 
music  men  a  great  deal  of  thought  and  work 
on  the  part  of  myself  and  my  business  asso- 
ciates has  gone  to  waste. 

However,  it  would  be  unfair  if  the  reader 
accepted  this  indictment  against  the  music 
man's  lack  of  window-display  knowledge  as 
relating  to  the  trade  as  a  whole.    It  does  not. 


Display  by  Atwater  Kent  Window  Decorating  Staff 

The  Lyon  &  Healy  windows  at  Chicago,  the 
Jenkins  Music  Co.  windows  at  Kansas  City  and 
elsewhere,  the  Grinnell  Bros,  windows  in  De- 
(Continucd  on  page  14) 


STARR  PIANOS     STARR  PHONOGRAPHS 

GENNETT  RECORDS 

i  Represent  the  Hic/hest  oAttainm  tnt  in  Musical  QYorth 

9&  .STARR  PIANO  COMPANY 

llj       Established  1872  ^    -     Richmond..  Indiana 
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NEW  PRODUCTS 

FOR  -  YOUR  -  1928  -  PROFIT 


MODEL  M-l 

Full  curved  inch  tone  arm, 
special  brass  and  copper  alloy. 
Highly  sensitive  swinging  ac- 
tion permits  reproducer  to 
follow  record  grooves  without 
resistance.  List  Prices- 
Nickel  $4.00,  Statuary  $5.0C, 
Old  Copper  $5.00,  Gold  or 
Oxidized  $6.00. 


X>  IGHT  now!  As  the 
new  year  opens! 
Comes  your  big  opportu- 
nity to  set  your  lines  for 
sure  profit  during  1928. 

New  reproducers,  with 
startling  ability  in  tone- 
definition-volume.  New 
tone-arms,  which  scientif- 
ically develop  the  sound 
waves  to  broadest  limits. 
New  products — perfected 
for  your  profit. 

Manufactured  completely 
in  one  factory,  largest  of 
its  kind  in  the  entire 
world,  offering  you  natu- 
ral price  advantages,  and 
better  product.  Write 
today  for  samples  and 
illustrated  catalog! 

We  cheerfully  cater  to 
Manufacturers,  Jobbers, 
and  selected  Dealers.  Send 
now  for  complete  free 
catalog. 


MODEL  101 

Our  newest  reproducer,  with  all  brass  face 
guard,  diaphragm  of  Duro-Aluminum  spe- 
cially processed.  The  Model  101  renders 
excellent  volume  and  finest  tone  quality. 
List  Prices— Nickel  $3.50,  Statuary  $4.00, 
Old  Copper  $4.00,  Gold  or  Oxidized  $4.50. 


MODEL  102 

Another  1928  Oro-Tone  product. 
Similar  design  to  the  Model  101. 
with  a  flat  special  metal  alloy 
diaphragm.  List  Prices— Nickel 
$3.00,  Statuary  $3.50,  Old  Copper 
$3.50,  Gold  or  Oxidized  $4.00. 


MODEL  J-l 

Identical  to  M-l  except  that  it  is 
7y2  inches  and  with  a  slightly 
smaller  base.  List  Prices- 
Nickel  $3.75,  Statuary  $4.75,  Old 
Copper  $4.75,  Gold  or  Oxidized 
$5.75. 
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Windows  That  "Sell"— Creating  Sales 

Through  More  Elective  Display  Methods 


{Continued  from  page  12) 
Moll  at  Washington,  Hardman-Peck      sibilities  of 


troit,  De 

on  Fifth  avenue,  New  York,  and  the  establish- 
ment of  the  astute  Chester  Abelowitz  on  the 


intelligently  arranged  windows. 
Since  then  the  department  I  conduct  has  car- 
ried out  in  New  York  and  in  Chicago  demon- 
strations of  one  hun- 
dred dealers'  windows 
in  a  given  week;  a 
rather  unusual  accom- 
plishment for  a  musi- 
cal specialty  line  and 
excelled,  perhaps, 
only  by  drug  store  or 
grocery-store  package 
demonstrations  con- 
ducted by  manufac- 
turers of  nationally 
distributed  products. 

The  company  I 
represent  now  has  on 
the  road  crews  of  ex- 
pert window  decora- 
tors who  are  spread- 
ing the  gospel  of  good 
w  i  n  d  o  w  s  chiefly 
among     the  dealers 


However,  any  shop  selling  crepe  paper  can 
produce  samples  of  soft-toned  decorative  paper, 
which  is  quite  appropriate  to  the  average  music- 
window.  Moreover,  the  manufacturers  of  this 
decorative  paper  hand  out,  for  the  asking,  book- 
lets explaining  its  use  and  in  the  absence  of 
more  expensive  draping  good  crepe  paper 
properly  used  forms  a  most  effective  trim. 

Our  window  trimmers  have  proved  this  by 
making  use  of  crepe  paper  in  some  of  the  most 
exclusive  music  stores  in  the  country,  although 
1  will  admit  that  in  such  windows  the  use  of 
crepe  paper  was  somewhat  restrained  and  was 
^pplemented  by  window  cards  and  our  own 
effective  dealer  helps. 

To  the  merchant  who  has  paid  no  attention 
whatever  to  his  window,  however,  this  form 
of  decoration  can  be  recommended  as  "better 
than  nothing,''  and  even  that  merchant  should 
take  heed  of  the  much-needed  reform  in  the 
music  trade,  which  is  that  of  using  some  one 
piece  of  merchandise  in  an  effective  setting. 


same  great  thoroughfare,  are  only  a  few  houses 
where  artistry  in  window  decorating-  is  com- 
bined with  the  selling  appeal. 

But,  oh,  the  horrible  examples;  not  only  in 
the  provinces  but  within  a  stone's  throw  of 
every  house  mentioned  above. 

There's  no  doubt  that  a  musical  saw,  or  any 
other  jazz  band  adjunct,  belongs  in  a  complete 
musical  store,  but  surely  its  place  is  on  display 
with  a  company  of  its  mates  rather  than  lean- 
ing against  a  truly  great  grand  piano  of  na- 
tional fame.  And  yet  I  have  seen  just  that 
sort  of  a  display,  as  I  have  also  seen  all  the 
appurtenances  of  the  trap  drummer's  art  backed 
by  a  great  internationally  known  phonograph, 
which  was  surrounded  by  pictures  of  great 
operatic  singers. 

And  yet  when  put  to  the  test  the  average 
music  man  can  produce  windows  with  a  selling 
appeal,  but  for  some  occult  reason  it  seems 
that  he  must  be  "spurred"  to  that  business- 
building  and  business-bringing  action. 

My  first  real  interest  in  good  windows  from 
a  crusader's  point  of  view  occurred  about  two 
years  ago  when  I  helped  promote  a  window 
display  contest  among  Atwater  Kent  dealers  in 
Philadelphia. 

Cups  were  offered  as  trophies,  and  there  re- 
sulted sixty-three  windows  which  competent 
merchandising  authorities  said  were  perhaps  the 
greatest  concerted  display  of  a  specialty  prod- 
uct ever  shown  in  an  American  city. 

Moreover,  many  of  the  windows  were  pic- 
tured in  trade  journals  as  unusual  examples  of 
"selling  windows."  The  chief  prizes  were  won 
by  neighborhood  music  stores  not  previously 
interested  to  a  great  extent  in  the  selling  pos- 


Two  Fine  Examples  of  Artistic  Atwater  Kent  Window  Displays 

who  think  that  expensive  plush  drapings  and 
artistic  special  settings  are  necessary  to  make 
an  effective  selling  window. 

In  behalf  of  the  merchandise  I  represent,  1 
frequently  tell  dealers  that  I  would  rather  see, 
for  good  results,  an  exclusive  display  of  our 
product  once  a  week  than  a  two-weeks'  show- 
ing surrounded  by  merchandise  with  a  diversi- 
fied appeal. 

Crepe  paper  has  been  extensively  used  in  the 
drug  store  and  grocery  store  trade  in  a  man- 
ner that  would  offend  the  eye  of  the  average 
music  lover  or  music  prospect.  The  use  of 
varied  strips  of  yellow  and  red  crepe  paper  in 
the  window,  drawn  fan-wise  to  a  common  cen- 
ter where  a  tube  of  tooth  paste  or  a  can  of 
beans  is  on  display,  is  appropriate  perhaps  for 
selling  merchandise  costing  a  quarter  or  less. 


Radio  Table  of  Spanish  De- 
sign Introduced  to  Trade 

A  new  radio  table  of  Spanish  design,  finished 
in  mahogany  to  match  the  model  17  RCA 
Radiola,  and  equipped  with  model  100A  RCA 
speaker,  has  been  an- 
nounced to  the  trade 
by  the  S  t  e  1 1  n  e  r 
Phonograph  Corp., 
New  York,  one  of  the 
pioneer  manufacturers 
of  radio  cabinets.  A 
unique  feature  of  this 
new  product  is  the 
slope  of  the  cabinet, 
which  permits  the 
sound  to  be  thrown 
upward  from  the 
speaker.  An  attrac- 
tive grille  covers  the 
speaker,  which  is  in- 
sulated with  rubber 
to  prevent  distortion 
The  "Stenola"  trade- 
mark of  the  Stettner  Phonograph  Corp.,  under 
which  the  new  Radiola  table  will  be  marketed, 
is  well-known  throughout  the  music-radio  in- 
dustry. 


H.  G.  Phillips  in  New  Post 

H.  C.  Phillips,  formerly  with  the  Radio  Sales 
Corp.,  Seattle.,  Wash.,  is  now  a  member  of 
the  sales  staff  of  the  Spokane,  Wash.,  branch 
of  Sherman,  Clay  &  Co.  Mr.  Phillips  has  been 
identified  with  the  Seattle  trade  for  a  number 
of  years  and  has  been  active  in  association 
activities. 


The  M.  &  M.  Music  Shop,  Durango,  Colo., 
recently  moved  to  new  and  larger  quarters  in 
the  Maytag  building  on  Main  street. 


Welcome  to  Our 
New  York  Office  and  Display  Room 

It  is  with  pleasure  we  announce  the  opening,  early  in  December,  of  a  New  York 
City  office  and  display  room — Suite  607,  Brunswick  Building,  225  Fifth  Avenue — in 
charge  of  Mr.  James  H.  Wilcox,  widely  known  in  the  Record  Album  field. 

A  new  patented  type  of  Record  Album  will  be  on  display  in  attractive  bindings. 
Write  for  a  1928  National  Record  Album  price  list — it  will  pay  you. 

National  Publishing  Co.,  239*245  South  American  St.,  Philadelphia,  Pa. 
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for  1928 

a  new 


FRESHMAN 
EQUAPHASE 


_  _   m    *d  j  iii  i  _t~ 


The  cabinet  of  Model  G-10,  illustrated,  is  de- 
signed in  such  proportions  that  it  conforms  with 
the  furniture  in  the  average  home.  The  panels 
are  of  genuine  mahogany,  attractively  inlaid. 

A  large  cone  speaker  of  great  volume  and 
superb  tone — screened  attractively  with  silk — 
is  built  right  in  the  cabinet.  A  desk-type  drop  lid 
encloses  the  panel  of  the  set  when  not  in  use. 

Freshman  Electric  Radios  are  free  from 
bother — there  are  no  batteries  to  replace  or 
to  charge.  Not  even  an  eliminator  that  needs 
watering  or  that  requires  periodic  changes  of 
acid.  The  power  is  supplied  direct  from  the 
light  socket.  Every  Freshman  Equaphase  is 
mechanically  and  electrically  right — and  em- 
bodies refinements  which  are  not  found  in  sets 
selling  at  much  higher  prices. 

MODEL  G-10,  Illustrated 

$195 

COMPLETE 

Ready  to  operate 

The  entire  line  of  Freshman  battery  and  electric  radios  are  sold  only  to 
Authorized  Freshman  Dealers.  They  range  in  price  from  $54.50  to  $500.00 

Complete  Information  On  Request 

CHAS.  FRESHMAN  CO.,  Inc. 

Freshman  BuUding,  New  York,  N.  Y,  2626  W.  Washington  Blvd.,  Chicago,  IIL 


Atmosphere  in  the  Store 

People  Like  to  Visit  Fox  Music  Store 
Because  of  the  Homelike  Surroundings 

By  L.  C.  Smith 


HOW  it  is  possible  to  combine  the  ad- 
vantages of  a  "homelike"  atmosphere 
in  a  phonograph  shop  and  yet  not  per- 
mit the  customers  to  forget  what  they  come 
for  is  well  illustrated  in  the  furnishings  and 
equipment  of  the  Alfred  Fox  Music  Store  in 
Bridgeport,  Conn. 

When  a  customer  enters  the  richly  appointed 
salesroom  of  the  Alfred  Fox  Music  Store  he 
is  immediately  impressed  with  the  roomy  floor 
space  inviting  him  to  promenade  the  full  100 
feet  length  of  the  store.  His  interest  is  doubly 
held  by  the  elaborate  assortment  of  talking 
machines  on  both  sides  of  the  store.  One  of 
the  first  objects  he  sees  is  a  businesslike,  flat- 
top desk  placed  in  the  center  of  a  group  of 
comfortable-looking  wicker  chairs.  This  desk 
is  located  directly  in  the  path  of  a  niche  in 
the  wall  housing  six  listening  booths.  Several 
flower  plants  and  a  small  but  beautiful  soft 
carpet  occupy  the  center  of  this  valuable  space. 

"But  will  the  'homelike'  atmosphere  detract 
from  the  business  angle  when  it  comes  time  to 
'close'?"  we  asked  Alfred  Fox,  the  owner. 

"That's  just  the  reason  I  put  the  desk  where 
it  is,"  Mr.  Fox  replied.  "I  want  the  public  to 
feel  that  this  is  a  business  institution,  and  that 
we  are  here  to  sell  talking  machines  and  to  get 
the  'signature  on  the  dotted  line.'  I  have  often 
observed,"  Mr.  Fox  continued,  "that  it  is  much 
easier  to  persuade  a  prospect  to  'sign  up'  if  this 
prospect  sees  someone  else  signing  for  a  set 
right  under  his  eyes.  That  is  why  we  believe 
in  transacting  the  final  step  in  the  sale  right 
out  in  front  for  the  whole  world  to  see." 

In  addition  to  the  psychological  effect  of 
having  a  business  desk  in  the  reception  space, 
this  location  also  permits  the  salesman  to  be 
in  a  definite  place  to  answer  all  the  inquiries 


regarding    talking    machines    and  recordings. 

Needless  to  say,  Mr.  Fox  has  the  usual 
counter  and  cash  register  combination  in  the 
front  of  his  store,  but  when  it  comes  to  closing 
the  talking  machine  sale  he  prefers  to  divert 
from  the  strictly  commercial  surroundings  and 
make  the  sale  more  inviting  with  a  little  "home- 
like" atmosphere. 

Music  Merchants'  President 
Addresses  RMA  Luncheon 

C.  J.  Roberts,  President  of  National  Associa- 
tion of  Music  Merchants,  Tells  of  Advantages 
of  Selling  Radio  in  Music  Stores 


New  York  and  other  members  of  the  radio 
and  music  trades  met  recently  at  the  Hotel 
Commodore,  New  York  City,  at  the  monthly 
membership  luncheon  of  the  Radio  Manufac- 
turers' Association  and  heard  C.  J.  Roberts  of 
Baltimore,  president  of  the  National  Associa- 
tion of  Music  Merchants,  on  the  advantages 
and  also  the  difficulties  of  selling  radio  through 
the  music  merchants.  To-day  the  music  dealer, 
Mr.  Roberts  told  his  audience,  is  the  natural 
distributor  of  radio  and  he  predicted  that  the 
music  merchant  would  become  the  predominant 
factor  in  the  retailing  of  radio. 

"In  the  public  consciousness,"  said  Mr. 
Roberts,  "radio  is  music.  About  ninety-five  per 
cent  of  broadcasting  programs  consist  of  music 
and  if  it  wasn't  for  the  music  on  the  air  the 
interest  in  radio  would  be  comparatively  small. 
The  price  range  of  radio  makes  it  possible  for 
every  home  to  have  a  receiving  set  and  there 
should  be  one  in  every  home  in  the  country. 

"Radio  is  doing  more  to  establish  the  Ameri- 


can home  and  build  up  home  life  than  possibly 
any  other  commercial  influence.  And  the  sale 
of  pianos  and  radio  goes  together.  The  radio 
stimulates  the  desire  for  the  use  of  all  other 
forms  of  musical  instruments." 

The  troubles  of  the  music  merchant  in  hand- 
ling radio  in  the  early  years  of  the  industry 
were  detailed  by  Mr.  Roberts,  who  said  that 
many  music  dealers  had  been  "stung"  in  hand- 
ling radio  because  of  many  factors  attendant 
upon  the  development  of  a  new  industry.  Sets 
became  obsolescent  quickly,  trade  discounts 
were  not  stabilized,  and  there  were  many  other 
unfortunate  trade  practices  which  had  operated 
to  the  discouragement  of  the  music  merchant 
in  the  handling  of  radio  some  years  ago.  But 
to-day,  according  to  Mr.  Roberts,  virtually  all 
of  these  early  major  difficulties  have  passed 
with  the  improvements  in  the  radio  industry, 
the  reliability  of  the  modern  receiving  set  and 
apparatus  making  less  demands  for  service.  Mr. 
Roberts  stated  that  while  trade  discounts  still 
caused  some  hesitancy  and  complaints  on  the 
part  of  music  merchants,  the  question  of  servic- 
ing radio  to-day  was  "almost  non-existent." 

"The  music  merchant  is  the  natural  outlet  for 
radio,"  continued  Mr.  Roberts.  "When  people 
think  of  radio  they  think  of  music,  and  when 
they  think  of  music  they  think  of  their  music 
merchant.  The  latter  is  an  experienced  instal- 
ment collector  and  has  an  experienced  sales 
force,  together  with  surroundings  equipped  for 
the  demonstration  of  the  beautiful  modern  re- 
ceiving set.  Radio  is  so  greatly  improved  that 
service  is  no  longer  the  problem  it  once  was." 

Mr.  Roberts  also  suggested  that  piano  tuners, 
including  high-grade  men  for  the  most  part, 
presented  a  field  of  recruits  for  radio  service 
work.  An  invitation  to  radio  dealers  to  join 
the  National  Association  of  Music  Merchants 
was  presented  by  Mr.  Roberts,  who  outlined 
plans  for  the  June  National  Convention  of  his 
Association  in  which  radio  will  have  a  promi- 
nent part. 

Major  H.  H.  Frost,  first  vice-president  of 
the  RMA,  presided  at  the  luncheon  and 
among  the  guests  were  Edward  Ingraham,  a  di- 
rector of  the  Federated  Radio  Trade  Associa- 
tion, Irwin  Kurtz,  another  director  of  that  Asso- 
ciation and  also  president  of  the  Talking  Ma- 
chine and  Radio  Men,  Inc.,  of  New  York  City, 
and  Delbert  L.  Loomis,  executive  secretary  of 
the  National  Association  of  Music  Merchants 

Udell  Line  to  Be  Shown  in 
New  York  April  5  to  17 

Indianapolis,  Ind.,  January  4. — The  Udell 
Works,  of  this  city,  makers  of  cabinets,  includ- 
ing a  complete  line  for  radio  sets,  will  exhibit 
at  the  New  York  Furniture  Exchange,  space 
314,  206  Lexington  avenue,  New  York,  from 
April  5  to  April  17.  The  Udell  organization 
has  not  shown  its  line  in  New  York  for  sev- 
eral years,  but  repeated  requests  from  Eastern 
salesmen  and  dealers  brought  about  a  decision 
to  do  so. 


Radiotron  Prices  Reduced 


Reductions  in  list  price  of  several  standard 
types  of  Radiotron  tubes  have  been  announced 
by  the  Radio  Corp.  of  America.  These  new 
prices,  which  were  effective  on  December  17, 
are  as  follows:  UX-201-A,  reduced  to  $1.50 ; 
UX-112  and  112-A,  to  $3.50;  UX-171  and  171-A, 
to  $3.50;  UX-240,  to  $2,  and  UX-874,  to  $4.75. 


G.  M.  Reese,  Jr.,  in  New  Post 


George  M.  Reese,  Jr.,  formerly  with  the 
Gewehr  Piano  Co.,  Wilmington,  Del.,  is  now 
connected  with  the  Robelen  Piano  Co.  of  the 
same  city.  Mr.  Reese  was  with  the  Victor  Talk- 
ing Machine  Co.  for  a  number  of  years  and  has 
a  thorough  understanding  of  merchandising 
problems  of  music  retailing. 
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Another  AUDAK  Achievement 

The  complete  story  of  the  new  Audak  Reproducer  is  told 
a  bit  further  on  in  this  issue.   See  2-page  insert  in  colors 

Between  Pages  34  and  34a 
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Easier  Sales-Big  Profits-More  Turnover 


NEW  ELECTROPHONIC 
PHONOGRAPH  NEEDLES 


Metal 
Revolving  Stand 

Takes  only  5  inches  of  Counter  Space 

RED  AND  WHITE 

Size :  16%  inches  high 
4%  inches  wide 
4%  inches  deep 


Made  Especially  for  Playing  Electrically 
Recorded  Records 

These  needles  are  made  by  a  new  process  of  special 
tempered  steel  to  play  the  new  electric  records  without 
blasting  or  vibration.  These  needles  will  bring  out  per- 
fectly the  bass  notes  as  well  as  the  high  notes. 

This  is  the  finest  needle  display  stand  on  the  market. 
Made  of  attractively  colored  heavy  metal,  very  compact 
and  revolves.  All  tones  on  the  stand. 

Needles  packed  perfectly.  The  needles  are  packed  in 
envelopes  (50  needles  to  an  envelope)  and  the  envelopes 
are  inserted  in  small  packages.  Each  package  is  a  different 
color  for  different  tones. 

This  is  the  fastest  selling  needle  on  the  market. 

Each  Needle  Plays  10  Records 

No.  1  COMPLETE  OUTFIT 

1  Metal  revolving  stand,  100  packages  of  needles  (50 
loud,  25  X  loud,  25  medium). 


Retail  Value  $15.00 

$£oo 


Dealers1  Price 
Complete 


Refill  Cartons 

Loud,  extra  loud  and  medium, 
100  packages  of  a  tone  to  a  carton. 

Retail  Value  $15.00 

Dealers'  Price  $2*00 
Per  Carton 


Jobbers — Write  today  for  Free  Examination  Offer 

ELECTRO-PHONIC  NEEDLE  COMPANY 


506  SOUTH  WABASH  AVENUE 


CHICAGO,  ILLINOIS 


Dealer  Education  Program  Responsible 
for  the  Success  of  Farrand  Methods 

David  F.  Goldman,  Sales  Manager  of  North  American  Radio  Corp.,  Tells  How  Farrand  Co.  Pro- 
tects Dealers  and  Has  Maintained  Products  as  One-Priced  Merchandise 


A  PROGRAM  of  education  to  dealers  selling 
radio  apparatus  is  the  main  reason  of  our 
success  in  distributing  Farrand  speakers  in  the 
Greater  New  York  market.  Three  years  ago, 
when  we  were  appointed  to  distribute  Farrand 
products,  the  dealers  had  created  an  "upset  mar- 
ket." Prices  were  being  cut  galore,  whether  or 
not  apparatus  was  new  or  old,  good  or  bad, 
advertised  or  unadvertised. 

Invading  "Cut-Price"  District 
With  the  Farrand  speaker,  a  new  type  of 
speaker  at  that  time,  theoretically  and  practical- 
ly correct,  and  with  a  fine  program  of  sensible 
advertising,  we  set  out  to  show  radio  dealers 
that  here  was  an  item  that  was  going  to  show 
a  clean  profit  at  the  end  of  the  year.  Our 
biggest  problem  was   convincing  dealers  that 


the  only  profitable  manner  in  which  they  could 
expect  to  remain  in  business  for  a  period  of 
time  was  to  quit  cutting  prices  and  make  the 
substantial  legitimate  profit  allowed  by  the 
manufacturer.  And  as  was  to  be  expected, 
we  met  our  strongest  opposition  in  Cortlandt 
street,  noted  then  more  than  now  for  its  cut 
prices.  We  were  very  anxious  to  break  into 
this  market,  with  its  enormous  sales  for  such 
a  small,  restricted  area.  But,  nevertheless,  we 
were  not  going  to  change  our  policy  of  price 
maintenance,  nor  would  we  go  back  on  our 
words  to  other  Farrand  dealers  in  the  city. 

In  the  Cortlandt  street  section  we  originally 
opened  up  with  but  one  retailer,  knowing  that 
he  would  permit  no  price-cutting  on  Farrand 
speakers.    At  first  the  neighboring  dealers  were 


skeptical  about  this  retailer's  success  in  selling 
a  radio  accessory  at  full  list  price  where  the 
practice  is  just  the  opposite.  The  answer  to 
the  skepticism  of  these  dealers  at  that  time  is 
found  in  the  fact  that  at  the  present  time  there 
are  about  fifteen  dealers  in  the  Cortlandt  street 
section  selling  Farrand  apparatus  and  none  of 
them  advertising  their  Farrand  speakers  or 
eliminators  at  prices  lower  than  those  adver- 
tised by  the  Farrand  Mfg.  Co. 

Getting  Away  From  Price  Appeal 
Another  phase  of  our  educational  campaign 
to  dealers  in  proper  merchandising  was  in  the 
manner  of  advertising  nationally  known  ap- 
paratus. The  main  appeal  in  the  retailers' 
advertisements  at  that  time  was  price.  The 
various  other  sales  appeals  were  hardly  ever 
used.  Neither  were  art  work,  fine  engravings, 
real  sales  slogans,  etc.  Moreover,  we  realized 
that  dealers  would  be  anxious  for  a  departure 
from  the  conventional  price-cutting  advertise- 
ments of  three  years  ago.  To  meet  this  desire 
we  furnished  our  Farrand  dealers  with  mats  of 
varying  sizes,  advertising  the  Farrand  speakers 
with  a  quality  appeal  in  a  different  and  attrac- 
tive manner.  The  result  has  been  that  retailers 
have  never  advertised  Farrand  speakers  at 
prices  lower  than  the  nationally  advertised  list 
price. 

No  Dumping  Policy 

Another  reason  that  Farrand  products  have 
never  been  cut  is  that  the  Farrand  policy  has 
never  permitted  "close-cuts"  or  dumping.  When 
a  new  model  is  decided  upon,  dealers  are  noti- 
fied approximately  one  month  ahead.  They  are 
advised  to  buy  only  what  they  could  immedi- 
ately sell  within  the  notified  time.  In  fact, 
during  this  notification  period  we  have  some- 
times run  low  on  our  merchandise  in  our  own 
warehouse  and  have  shipped  Farrand  apparatus 
from  one  dealer  to  another.  The  result  has 
been  that  when  Farrand  announced  its  models 
no  dealers  found  themselves  with  an  appre- 
ciable stock  of  the  older  models.  Hence  no 
reason  at  all  for  price-cutting. 

Dealers  Protected  From  Loss 

One  of  the  best  policies  ever  adopted  by 
any  radio  manufacturer,  in  our  opinion,  has 
been  that  of  the  Farrand  Mfg.  Co.,  which  pro- 
tects dealers  from  loss  through  price  reductions. 
Although  Farrand  never  has  and  still  has  no 
intention  of  reducing  its  prices,  the  dealer  is 
assured  that  should  prices  be  reduced  at  any 
time  he  will  be  rebated  on  any  stock  he  has 
on  hand,  whether  it  be  IS,  30,  60,  90  days  or 
more.  With  this  guarantee  and  the  assurance 
of  a  month's  notice  before  the  introduction 
of  new  Farrand  models,  retailers  are  safe  in 
stocking  Farrand  merchandise.  If  other  radio 
manufacturers  were  to  adopt  similar  policies  we 
would  see  cleaner  and  more  profitable  merchan- 
dising in  the  radio  business. 

Kolster  Radio  Selected 

by  Blindfolded  Committee 

A  novel  test  for  selecting  a  radio  receiving- 
set  was  used  by  the  Amesbury,  Mass.,  Radio 
Club  in  choosing  the  equipment  which  the  club 
is  giving  to  the  Amesbury  Hospital  as  a  means 
of  entertaining  convalescent  patients.  A  com- 
mittee of  nine  club  members  were  blindfolded 
and  several  sets  were  tested,  on  the  basis  of 
quality  of  reception,  volume  and  selectivity. 
The  unanimous  choice  of  the  committee  proved 
to  be  a  Kolster  receiver.  Each  room  in  the 
hospital  is  equipped  with  radio  outlets  and  a 
set  of  earphones  will  be  installed  at  every  bed, 
so  that  each  patient  will  have  an  opportunity 
to  listen  in. 


Immediately  upon  the  announcement  of  the 
release  of  parts  5  and  6  of  "Two  Black  Crows," 
by  the  Columbia  Phonograph  Co.,  William 
Hicks,  of  the  Melody  Shoppe,  Elmira,  N.  Y., 
dispatched  an  aviator  to  Binghamton  to  pick 
up  a  shipment  in  that  city  and  rush  the  records 
back  to  the  store. 


The  World  s  Largest  Producers  of  Die -Castings 


Doehlcr  Die-Cast  sine 
alloy  three  wax  valve 
for  combination  Radio 
and  Victrola. 


IF  you  could  see  the  multitudinous  sizes  and  forms  of  Die 
Castings  produced  in  our  four  great  plants  each  day ....  d.  If 
you  could  see  the  engineering  and  metallurgical  problems  in- 
volved in  their  production  d.  If  you  could  see  how  our 

organization  meets  unusual  demands  with  a  willing  readiness .... 
C  That  would  quickly  convince  you  of  Doehler  capability  for 
producing  YOUR  die  castings — with  certain  satisfaction.  CCOur 
booklet  is  interesting  and  informative.  Your  copy  is  free. 


EE 


sea 


PurPoses.  S\ 


DOEHLER  DIE-CASTING  CO.  Brooklyn,  N.Y.     Toledo,  O.  Batavia,  N.Y.  Pottslown,  Pa. 
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Masterworks  Album 
Sets  of  Great  Com- 
posers 

Celebrity  Series 

Dance  Records 

Vocal  Records 

Southern  Series 

Race  Records 

Foreign  Language 
Records 


Columbia  Phonograph  Company,  1819  Broadway, 
New  York  City 

Canada:  Columbia  Phonograph  Company,  Ltd.,  Toronto 


Columbia 


^ftUJrtd*  Marks  Reg.  U.  S.  Pat.  Off.; 
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W.  F.  Wirges  Appointed  to 
Important  Brunswick  Post 

Is  Now  Recording  Director  of  the  Brunswick 
Laboratories  in  New  York — Musical  and 
Practical  Knowledge  Fit  Him  for  Work 


Wm.  F.  Wirges  (popularly  known  as  Bill) 
has  recently  been  appointed  as  recording 
director  of  the  Brunswick  Laboratories  in  New 


the  needs  of  the  music  dealers  and  the  desires 
of  the  public.  He  tempers  his  musical  knowl- 
edge with  the  realization  that  he  must  appeal 
to  an  audience  of  many  and  varied  tastes. 

He  is  enthusiasm  personified,  and  has  the 
ability  to  radiate  and  convey  that  same  en- 
thusiasm to  the  artists  when  they  are  recording, 
and  in  that  way  he  can  bring  out  the  best 
qualities  in  those  artists.  He  also  has  the  tact 
and  discernment  of  character  necessary  in  the 
intelligent  handling  of  stars,  a  trait  most  neces- 
sary to  one  in  this  important  post. 


G.  R.  Nennstiel  Opens  New 
Phonograph  and  Radio  Shop 

Knoxville,  Tenn.,  January  5. — The  formal 
opening  of  Gus's  Phonograph  &  Radio  Shop, 
618  South  Gay  street,  owned  and  operated  by 
G.  R.  Nennstiel,  took  place  last  month  with  a 
iarge  attendance.  Included  in  the  merchandise 
carried  are  the  complete  Zenith  and  Atwater 
Kent  radio  lines,  Victor  Orthophonic  talking 
machines  and  records,  Brunswick  Panatropes 
and  records  and  Columbia  records. 

Mr.  Nennstiel  is  well  known  in  Knoxville 
and  has  had  wide  experience  in  the  retail  music 
field,  and  for  the  past  few  years  has  been  man- 
ager of  the  phonograph  and  radio  departments 
of  Sterchi  Bros. 


Ed  Lowry  Now  Exclusive 

Columbia  Record  Artist 

Master  of  Ceremonies  at  Ambassador  Theatre, 
St.  Louis,  Repeated  American  Successes  in 
England  a  Year  Ago — Is  Radio  Favorite 

Ed  Lowry,  new  and  exclusive  Columbia 
artist,  is  master  of  ceremonies  at  the  Ambassa- 
dor Theatre,  St.  Louis,  Mo.,  where  he  fills  that 
post  in  a  manner  that  is  keeping  the  house 
playing  to  capacity. 

Mr.  Lowry  has  long  been  a  favorite  with 
American  theatregoers,  and  a  year  ago  he  went 


Appointed  Distributor  of 

the  Allen  Portable  Line 


W.  F.  Wirges 

York,  and  is  the  unusual  combination  of  a  real 
musician  and  a  man  who  can  thoroughly  appre- 
ciate the  practical  or  sales  angles  of  records. 

Mr.  Wirges  operates  between  New  York  and 
Chicago,  directing  the  recording  of  the  Bruns- 
wick artists,  and  in  the  comparatively  short 
time  in  which  he  has  been  at  the  post  has 
shown   an   exceptional   aptitude  to  appreciate 


The  Allen-Hough  Mfg.  Co.,  Milwaukee,  re- 
ports the  appointment  of  J.  W.  Jenkins  Sons 
Music  Co.  as  exclusive  distributor  of  Allen 
portables,  in  the  territory  covered  by  this  fa- 
mous house. 


The  Bayonne  Maennerchor  Singing  Society 
recently  made  two  recordings  for  the  Victor 
Talking  Machine  Co.  catalog. 


Ed  Lowry 

to  England,  where  he  scored  an  outstanding 
hit.  He  was  in  vaudeville  there  in  the  London 
production,  "Whitebirds,"  sang  frequently  on 
the  radio  and  also  recorded  for  Columbia.  At 
one  time  he  was  playing  in  five  different  places. 

His  latest  releases  for  Columbia  are  "She 
Don't  Wanna"  and  "I  Can't  Believe  That 
You're  in  Love  With  Me." 


Helycon  Tone  Arm  No,  509 

THE  continuous  taper  of  Helycon  Tone  Arm 
No.  509  is  acoustically  correct.  It  is  particu- 
larly adapted  to  phonographs  equipped  with  new 
type  reproducers  and  new  long  air  column  ampli- 
fiers with  enlarged  bell-opening. 

Made  of  heavy  seamless  drawn  brass,  nickel 
plated;  black  enamelled  bracket,  that  ensures 
free  sensitive  swing  and  prevents  tipping  or 
binding;  all  joints  air-tight,  felt-bushed  to  pre- 
vent metallic  vibration. 

Helycon  Tone  Arm  No.  509  is  the  outcome  of 
unceasing  research,  plus  precision  manufactur- 
ing, a  worthy  representative  of  the  Pollock- 
Welker  line  of  Helycon  precision-built  phono- 
graph equipment. 

Pollock -Welker,  Limited 

Established  1907 — Pioneers  in  the  Phonograph  Industry 

KITCHENER  —  CANADA 

Cable  Address — Polwel,  Kitchener  Code — A.B.C.  5th  Edition,  Bentley's 
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These  three  new  models  have  been  created  to  fill  a 
definite  niche  in  the  great  Victor  line  of  instruments. 

In  the  new  Ten-seventy,  the  Automatic  feature 
and  the  recently  developed  cone-type  Electrola  have 
been  housed  in  a  cabinet  of  exquisite  classic  Renais- 
sance design.  It  is  intended  for  those  who  want 
an  instrument  that  takes  care  of  its  own  records 
and,  at  the  same  time,  permits  the  user  to  regulate 
volume  to  suit  particular  occasions.  A  twenty-piece 
orchestra  for  the  house-dance,  or  the  faintest  thread 
of  melody  as  background  for  dinner-conversation. 


V 

are 





Model  Twelve-fifteen 
Electrola 


VICTOR  TALKING  MACHINE  COMPANY 
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new  models 

to  fit  particular 

markets 


The  Twelve-fifteen  is,  likewise,  a  new  cone-type 
Electrola,  with  the  special  Victor  acoustic  stabilizer 
.  .  .  smooth  reproduction  at  every  volume.  The 
instrument  is  also  a  remarkable  loud-speaker  for 
an  independent  radio  set — switch  provided  for 


changing  from  record  to  radio.  Its  cabinet,  repre- 
sentative of  the  charming  Georgian  period,  is 
particularly  attractive  to  customers  whose  homes 
are  furnished  in  Colonial  style. 

In  size,  reproduction  and  list-price,  the  new 
Eight-twelve  comes  between  the  standard  Credenza 
and  the  smaller  console  model,  the  Four-forty.  In 
quality  of  music,  the  new  model  offers  the  nearest  ap- 
proach to  the  full-toned  Credenza  reproduction.  Its 
cabinet,  in  French  Renaissance  style,  is  striking  proof 
that  an  impressive  appearance  is  a  matter  of  pro- 
portion rather  than  size  alone. 

There  is  evidence  that  these  three  new  models 
will  satisfy  a  very  real  need,  fitting  particular  mar- 
kets that  are  -particular  in  their  choice. 

Order  at  least  one  of  each  for  demonstration  pur- 
poses. As  new  Victor  models,  they  have  strong 
window  display  value.  Push  their  sales.  You  will 
find  they  open  up  a  new  field  that,  with  careful  cul- 
tivation, can  be  turned  into  a  rich  harvest  of  profit. 


CAMDEN,  NEW 


JERSEY,    U.    S.  A 


Sales  Possibilities  in  the  Finest  Records 

Phonograph  Record  Dealers  Not  Keeping  Pace  With  Manufacturers 
in  Their  Efforts  to  Bring  the  Music  of  the  Masters  to  the  Masses 


THE  ending  of  another  year  sees  the  talk- 
ing machine  trade  in  a  condition  which 
the  most  pessimistic  would  be  obliged  to 
call  healthy.  No  one  will  think  of  denying  that 
the  phonograph  staged  a  complete  comeback 
two  years  since,  nor  that  the  wise,  farsighted 
and  courageous  policy  of  the  manufacturers  has 
been  thoroughly  justified.  Retail  merchants — or 
such  of  them  as  think  beyond  the  needs  or  the 
exigencies  of  the  moment — are  quite  commonly 
willing  to  admit  all  this;  and  to  that  extent  it 
may  be  said  that  all  parties  are  in  agreement. 
When,  however,  we  come  to  deal  with  the  big 
questions  of  salesmanship  we  are  obliged  to  say 
that  the  practice  of  retailing  still  lags  far  be- 
hind the  principles  on  which  the  manufacturers 
acted  when  they  scrapped  the  old  machines 
and  the  old  methods  of  recording,  adopted 
revolutionary  new  methods,  and  set  out  to  con- 
quer their  territories  afresh. 

For,  strange  as  it  may  seem  to  the  outsider, 
there  is  every  good  reason  for' saying  that  many 
retail  merchants  in  the  phonograph  trade  have 
as  yet  shown  little  sign  that  they  understand 
the  principles  on  which  rests  their  future  pros- 
perity. When  the  manufacturers  acted  so  dras- 
tically and  courageously  three  years  ago,  this 
was  because  they  realized  clearly  what  had  hap- 
pened. The  merchants  in  their  turn  must  come 
to  this  realization  and  then  acquire  the  courage 
to  act  upon  it. 

What  They  Learned 
What  was  it  that  the  manufacturers  realized? 
Why,  simply  that  the  talking  machine  as  an 
individual  piece  of  salable  material  could  only 
withstand  competition  by  giving  something  that 
other  instruments  could  not  give,  and  giving  it 
actually  in  a  more  satisfactory  way.  In  other 
words,  if  the  phonograph  could  be  made  to  ex- 
cel in  the  matter  of  reproduction,  while  preserv- 
ing its  unique  ability  to  record  the  finest  of 
performances  and  store  them  up  for  use  when- 
ever and  wherever  wanted,  then  the  phonograph 
could  continue  to  exist,  and  even  to  become 


By  W.  Braid  White 

steadily  a  greater  factor  in  the  entertainment  of 
the  nation.  Failing  this,  the  phonograph  was 
doomed. 

Now  the  phonograph  has  been  brought  to  the 
point  where  its  reproduction  is  evidently  per- 
fect. This  has  been  accomplished  mainly 
through  the  development  of  electrical  recording 
systems  which  have  by  now  become  universal, 
for  the  reproducing  mechanism  contained  in  the 
machine  needed  only  incidental  and  not  funda- 
mental alteration.  Even  the  electrical  pick-up 
is  of  far  less  importance  than  the  electrical 
record.  It  is  this  latter  which  to-day  actually 
dominates  the  phonograph  situation.  The  wise 
merchant  will  be  he  who  can  see  this,  and  act 
accordingly. 

The  Deliberate  Policy 

The  manufacturers  indeed  have  seen  this. 
They  have  seen  clearly  that  no  development  of 
reproducing  machinery  would  be  worth  talking 
about  so  long  as  the  recording  was  not  brought 
up  to  date.  While  recognizing  the  demand  for 
dance  and  popular  music  generally,  it  is  clear 
that  manufacturers  have  deliberately  begun  a 
policy  of  building  up  a  library  of  high-class 
recordings  so  splendid  in  choice  of  title  and  in 
reproduction  as  to  bring  the  phonograph,  in  the 
ears  of  music  lovers  everywhere,  to  a  position 
of  exaltation  which  five  years  ago  could  never 
have  been  anticipated.  In  a  word,  the  record 
rules  the  roost;  and  the  manufacturers  know  it, 

For  that  very  reason  it  is  absolutely  neces- 
sary that  phonograph  merchants  should  make 
up  their  minds  to  take  the  high-class  electri- 
cally-recorded record,  study  its  possibilities  of 
sale  in  the  community,  and  develop  those  pos- 
sibilities up  to  a  point  of  profitability.  All  this 
is  neither  difficult  nor  unpractical.  It  is  merely 
a  matter  of  recognizing  that  the  high-class 
record  is  to-day  the  basis  on  which  phonograph 
recording  willy-nilly  must  stand. 

The  Stock  Objection 

I  am  well  acquainted  with  the  stock  answer 
to  any  such  statement.    It  will  be  said  that  the 


record  buyer  who  wants  a  piece  of  dance  music 
will  come  in,  say  what  he  wants,  pay  for  his 
purchase  and  leave  within  ten  minutes;  whereas 
the  prospective  buyer  of  a  high-class  record  de- 
mands attention,  personal  time  of  a  salesman 
for  demonstrating,  and  the  trying  of  half  a 
dozen  pieces.  The  objection  is  sound  enough 
so  far  as  it  goes,  but  it  does  not  alter  the  facts 
of  the  situation.  If  buyers  of  high-class  records 
do  not  know  what  they  want  and  must  be  at- 
tended to  assiduously  and  at  much  expenditure 
of  valuable  time,  that  is  because  the  phono- 
graph merchants  are  not  yet  reaching  those 
who  do  know  what  they  want.  And  that  is  the 
only  rebuttal  needed. 

Many  Lovers  of  Music 

At  least  it  is  the  only  one  needed  if  and  when 
its  implications  are  grasped.  For  the  fact  is 
that  the  music-loving  population  of  this  coun- 
try is  already  very  large,  if  we  include  within 
the  classification  all  those  men  and  women  who 
are  interested  directly  and  indirectly  in  good 
music,  who  go  to  concerts,  who  play  some  musi- 
cal instrument  or  who  sing.  There  are  some 
millions  of  these  people;  yet  one  would  make 
not  the  least  mistake  in  saying  that  the  vastly 
greater  number  of  them  are  simply  not  aware 
that  modern  phonograph  recording  is  able  to 
give  the  very  best  of  orchestral,  ensemble  and 
solo  music,  vocal  and  instrumental,  into  their 
possession,  at  very  low  cost,  and  that  the  mod- 
ern machine  reproduces  this  music  with  all  the 
beauty  and  power  of  the  original.  I  wonder 
how  many  of  the  music  lovers  of  this  country 
know  that  the  nine  symphonies  of  Beethoven 
are  available  in  the  new  recording  or  the  piano 
quintet  of  Brahms,  the  B  flat  piano  trio  of 
Schubert,  and  a  whole  stack  of  string  quartets, 
piano  and  violin  sonatas,  piano  and  violin  con- 
certos with  orchestra,  and  even  specimens  of 
out-of-the-way  delightful  music  hardly  ever 
performed  in  public?  How  many  know  that  it 
is  possible  to  have  at  home  enough  music  of 
every  kind  to  provide  a  musical  atmosphere 
such  as  hardly  a  professional  musician  can 
dream  of  enjoying? 

In  fact,  how  many  dealers  know  anything 
about  these  things?  And  if  dealers  don't  know, 
how  can  it  be  expected  that  they  shall  sell  good 
high-class  records  in  large  quantities?  If  the 
blind  lead  the  blind  .  .  . 

A  Program 

It  is  quite  evident  to  me  that  a  lot  of  work- 
needs  to  be  done  to  bring  before  the  dealers 
the  existing  facts,  especially  in  the  way  of  re- 
moving the  absurd  notion  that  there  is  some- 
thing exotic,  hard  to  understand,  indeed  almost 
foreign  (hateful  thought)  and  un-American 
about  trying  to  become  interested  in  pushing 
good  music?  It  is  evident  that  the  phonograph 
dealers  have  a  lot  to  learn  about  high-class 
records,  and  especially  have  to  be  taught  to 
overcome  their  apparent  reluctance  to  make 
themselves  personally  acquainted  with  these 
things.  And  to  these  ends  I  propose  to  go  for- 
ward during  1928  with  considerably  more  em- 
phasis than  ever  before,  in  the  work  of  bringing 
before  dealers  month  by  month  all  that  I  can 
find  out  about  the  best  classes  of  record,  about 
how  to  handle  them,  how  to  demonstrate  them, 
how  to  sell  them  at  a  profit  and  how  to  build  a 
business  in  them.  If  I  can  succeed  to  any  ex- 
tent in  building  up  dealer  interest  in  these  mat- 
ters, I  shall  be  doing  the  best  service  I  can 
do  for  all  concerned. 

The  1928  program,  so  far  as  I  am  concerned, 
then,  is  to  run  along  these  lines.  And  I  think 
that  some  good  for  all  concerned  is  likely  to  be 
accomplished. 


Dealers  find  our  service  profit-- 
able.     For  the  products  we 
represent  are  fully  guaranteed. 
Our  terms  are  right.    And  we 
offer  helpful  selling  suggest 
tions  plus  merchandising  aid. 
Write  today  for  catalogshow- 
ing  Allen  Portables — the 
finest  complete  line 
ever  presented  to 
the  trade, 'and 
nationally 
advertised. 
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Sounding  as  it  does  the  very  depths  of  the  sub- 
lime, reception  with  the  Utah  Speaker  brings 
into  being  those  mystic  qualities  of  reproduction 

for  which  so  manv  strive  bvit  so  few  ever  attain. 

j 

The  most  complete  line — ranging  from  $10  to  $100 
UTAH  RADIO  PRODUCTS  CO.,  1615  S.  Michigan  Ave.,  Chicago 
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Dramatizing  Radio 

Through  the  Medium  of  Displays 


IT  is  hardly  proper  that  the  mer- 
chandising of  radio  should  be 
considered  more  difficult  than 
the  average  product,  but  I  am  in- 
clined to  believe  many  dealers  con- 
sider it  such,  thinking  that  because 
it  is  comparatively  a  new  indus- 
try time  has  not  allowed  principles  of  sell- 
ing to  become  thoroughly  developed.  In  the 
main,  I  personally  believe  that  radio  should  be 
one  of  the  most  interesting  products  to  mer- 
chandise and  yet  from  general  observation  its 
presentation  to  the  public  has  been  abused. 
Ask  the  average  retailer — "what's  wrong  with 


There's  a  "Window  Way"  to  Sales,  Says  W.  L. 
Stensgaard,  Director  of  the  Display  Division  of 
Stewart- Warner  Speedometer  Corp.  and  Presi- 
dent of  International  Association  of  Displaymen 


Fun — all  regardless  of  distance.  Then,  too,  at 
such  little  cost,  and  in  the  very  comforts  of 
your  own  home,  in  fact  there  is  no  end  to  the 
points  of  interest  about  radio  that  may  be 
dramatized  so  as  to  produce  radio  sales.  The 
five  points  listed  above  become  minor  difficul- 
ties.   Present  radio  to  the  public,  as  one  of  the 


the  radio  business?"  and  the  chances  are  he  will 
reply   with   one  or  all   of  the  following  five 
points  as  the  major  reasons: 

1—  The  public  continues  to  look  for  "something 
new,"  feeling  sure  radio  is  yet  undeveloped. 

2 —  There  is  a  belief  among  people  that  radio  is 
something  to  be  enjoyed  only  a  very  few  months  of 
the  year. 

3—  The  market  is  flooded  with  "Cut-Price"  radio 
merchandise. 

4 —  And  the  cost  of  rendering  service  is  too  great  to 
allow  a  reasonable  profit  on  the  sale. 

5 —  Or  the  radio  manufacturer  has  not  produced  the 
set  to  meet  requirements  of  this  locality.  (Never 
assuming  that  his  installation  could  be  anything  but 
correct.) 

And  yet  how  many  dealers  assume  that  they 
are  responsible  to  a  great  extent  for  the  condi- 
tion which  may  exist — usually  the  buck  is  passed 
to  where  it  is  thought  it  would  meet  the  least 
resistance.  Would  it  not  seem  wise  as  dealers 
to  study  the  why  erf  such  a  condition — is  it  local 
— is  it  individual — what  is  the  cure?  If  it  is  de- 
cided that  the  condition  does  lie  within  the 
province  of  the  music-radio  dealer,  how  best 
can  it  be  remedied? 

That's  the  first  question  to  answer — when  you 
have  done  this  to  your  satisfaction,  then  decide 
for  yourself  if  such  points  of  interest  are  prop- 
erly conveyed  to  your  public.  Radio  can  never 
be  sold  merely  as  "radio" — it  must  be  sold  for 
just  what  it  gives  to  the  listener-in.  In  brief — 
Entertainment,  Education,  News,  Sports,  Music, 


sOriable  charge — not  as  a  mechanical 
perfection  that  can  resist  all  wear 
and  all  abuse;  as  an  instrument  suited 
to  local  conditions — and  by  study 
and  radio  engineering  experience 
you  are  qualified  to  meet  them — 
not  as  a  delicate  instrument  only  in- 
tended for  use  under  favorable  conditions  and 
circumstances. 

The  American  public  are  great  believers  of 
what  they  read  and  see — they  have  been  taught 
to  believe  by  "truth  in  advertising"  and  "seeing 
is  believing."  Knowing  this  let  us  begin  plan- 
ning how  to  present  radio  to  the  public. 

Advertising  in  the  newspapers  is  essential  and 
should  be  carefully  executed  by  those  expe- 
rienced so  as  to  bring  back  the  best  results  pos- 
sible on  the  investment  made.  On  advertising 
you  expect  to  draw  business  to  your  store,  but 
are  you  prepared  to  "follow  through?"  When 
the  customer  reaches  your  store  does  the  pic- 
ture you  painted  in  his  mind  by  words  remain 
the  same?  Is  the  radio  itself  shown  in  the 
proper  surroundings — does  it  picture  "entertain- 
ment" or  does  it  just  appear  as  a  piece  of  furni- 
ture, and  does  it  look  as  though  it  was  worth 
the  price?  Unless  you  have  prepared  to  more 
vividly  portray  that  picture,  which  was  painted 
in  words  in  your  ad — the  customer  reaches  your 
store  and  the  enthusiasm  is  dampened,  a  greater 
resistance  is  set  up  for  the  salesman  to  meet, 
and  this  is"  one  of  the  greatest  reasons  for  "cut- 
prices."  If  it  looked  the  value  and  the  initial 
enthusiasm  was  followed  through — it  would 
also  be  worth  the  price — provided  of  course 
that  the  performance  was  as  described. 

Your  window  displays  are  important,  and  I 
will  venture  to  say  that  85  per  cent  of  the 
merchants  selling  radio  have  not  yet  capitalized 


Above:  "The  Air  Theatre" 
is  a  display  suitable  for  the 
average  small  window,  and 
was  done  in  colorful  poster 
effects  with  flasher-lighting 
equipment  in  the  center 
unit. 


Right:  "The  Children's 
Hour"  is  dramatically  por- 
trayed to  the  interest  of 
the  kiddies  in  this  colorful 
display. 


greatest  engineering-  achievements — not  as  an 
experiment;  as  a  year  'round  source  of  enjoy- 
ment— not  as  a  comfort  for  winter  months;  as 
a  standard  product  of  standard  price — not  as  a 
piece  of  merchandise  of  fluctuating,  value;  as  a 
mechanical  devfee  that  requires  service  such  as 
does  the  automobile,  for  which  there'  is  a  rea- 


by  dramatizing  radio  to  the  thousands  who 
pass  their  windows.  It  is  a  fact  that  display 
window  circulation  is  the  least  expensive  adver- 
tising medium  the  average  merchant  has.  Dis- 
play window  advertising  is  likened  unto  the 
national  or  newspaper  advertising — it  is  not  the 
{Continued  on  page  27) 


VAN  VEEN  SOUNDPROOF  BOOTHS 

The  standard  for  successful  Talking  Machine  demonstration 
for  years.    Radio  dealers  are  losing  sales  without  them. 

Write  for  particulars  and  catalogue. 
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Here's  Why  the  Junior 

Makes  Any  Portable  Better  ~ 

THE  new  improved  Junior  Motor  is  the  smaller  edition  ot 
the  famous  Flyer  Motor,    It  is  the  ideal  motor  for 
smaller,  lighter  portable  phonographs  because-^ 

Made  Like  a  Watch 

Every  part  is  made  of  the  finest  materials,  as  precisely  made  and  as 
carefully  inspected  as  though  it  were  for  a  fine  watch.  Gears  are  cut  on 
special  gear-hobbing  machines.  These  machines  make  gears  so  much 
better,  so  much  more  true  than  has  ever  before  been  possible  that  large 
concerns  in  many  lines  are  asking  us  to  cut  gears  for  them.  This  is  cited 
only  as  an  example' — 'every  part  of  the  Junior  is  made  with  the  same 
unusual  care  and  precision. 

Noiseless 

Before  it  can  come  to  you  in  a  portable,  a  Junior  must  pass  the  Listen- 
ing Test.  It  is  run  without  a  record,  on  a  special  sound  box  which 
magnifies  any  sound  many  times.  If  either  of  two  experts  can  notice  the 
slightest  sound,  the  entire  motor  is  rejected. 

Exclusive  Design 

The  junior  is  the  result  of  12  years'  experience  in  motor  design  and 
manufacture.  Only  the  Junior  (and  its  bigger  brother,  the  Flyer)  can 
offer  the  sturdy  construction,  the  freedom  from  vibration  and  noise,  the 
long  life  which  these  motors  assure. 

No  wonder  the  great  majority  of  all  portables  sold  are  equipped  with 
Junior  or  Flyer  Motors.  Dealers  know  that  these  motors  mean  easier 
sales,  more  satisfied  customers  and  no  returns. 
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ENERAL  INDUSTRIES  CO 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 


Profit Wmm$  Sates  Wrinkles 

United  Music  Co.  in  Ad.  Lists  Satisfied  Customers — Plan  Your  Promotion  Campaign  Now  for 
Coming  Year — Photographs  of  Recording  Artists  Used  in  Display — Personal  Touch  Used  in 
Announcing  Record  Releases — Include  Quality  of  Radio  Talent  in  Sales  Talk 


Nearly  every  dealer  will  admit  that  one  of 
the  most  satisfactory  means  of  increasing  busi- 
ness is  through  the  recommendations  of  satis- 
fied customers.  This  word-of-mouth  advertis- 
ing counts  for  far  more  than  does  the  printed 
word,  and  there  are  many  music  stores  which 
give  a  major  share  of  the  reasons  for  success 
to  this  method.  Another  method  of  utilizing 
the  good  will  which  your  customers  bear  to- 
ward you  was  recently  illustrated  by  the  United 
Music  Co.,  of  Brockton,  Mass.,  and  other  cities 
in  New  England.  This  company  used  a  two- 
page  advertisement  in  the  Brockton  leading 
newspaper  to  tell  the  merits  of  the  Stromberg- 
Carlson  line  of  radio  receivers.  One  page  of 
the  advertisement  was  given  over  to  illus- 
trating and  describing  the  complete  new  line'  of 
Stromberg-Carlson  A.  C.  receivers;  the  second 
page  read:  "Over  $200,000  worth  of  Stromberg- 
Carlsons  in  Brockton  and  vicinity  purchased 
from  the  United  Music  Co.  Through  the  kind 
permission  of  these  happy  friends  we  list  their 
names  as  members  of  the  great  Stromberg- 
Carlson  family."  Then  followed  a  list  of  be- 
tween 375  and  400  owners  of  Stromberg-Carl- 
son sets.  Publishing  names  in  this  manner  if 
certain  to  secure  attention.  The  readers  of  the 
newspapers,  with  average  human  curiosity,  will 
look  to  see  if  any  of  their  friends  are  listed, 
and  a  certain  amount  of  human  interest  appeal 
is  engendered. 

Plan  Now  for  1928 

Now  that  the  holiday  season  is  past  and  the 
new  year  is  well  under  way  the  time  is  ripe  for 
the  dealer  to  get  busy  on  some  follow-up  sales 
promotion.  Those  people  who  purchased  talk- 
ing machines  of  various  kinds  just  preceding 
the  holidays  are  excellent  prospects  for  records. 
This  is  the  kind  of  repeat  business  that  spells 
prosperity  for  the  merchant.  It  keeps  the  cash 
rolling  in,  and  what  dealer  cannot  make  use 
of  ready  cash.  Then,  too,  there  are  the  pros- 
pects developed  during  the  holiday  shopping 
period.    Intensive  cultivation  at  this  time  should 


prove  resultful  in  making  the  early  months  of 
the  present  year  very  satisfactory  from  a  busi- 
ness standpoint.  Advertise,  circularize  and  get 
your  men  out  in  the  field  to  make  the  most  of 
every  sales  possibility.  There  is  no  sound  rea- 
son why  the  retail  merchant  should  sit  back 
simply  because  the  holiday  period — the  peak  of 
business  during  the  year — is  past.  Because 
there  is  a  natural  tendency  on  the  part  of  the 
public  to  refrain  from  making  purchases  im- 
mediately after  Christmas  the  need  for  increased 
aggressiveness  by  the  dealer  becomes  mote 
imperative. 

Photos  for  Display 

The  advantage  of  having  photographs  of 
recording  artists  is  demonstrated  by  the  Tol- 
zier  Music  Store,  of  Amarilla,  Tex.    The  ac- 


Unusual  Brunswick  Window 


companying  illustration  shows  how  effectively 
this  aggressive  music  dealer  has  used  artists' 
photographs  to  make  a  most  attractive  window 
display.  His  order  of  arrangement  is  well  bal- 
anced, as  he  shows  almost  every  class  of  artist, 
from  the  dance  orchestra  to  the  concert  violin- 
ist. Then,  too,  his  display  of  the  Panatrope 
is  attractive.  The  stage  of  display  with  the 
artist,  the  finished  record  and  then  the  Pana- 
trope for  reproduction,  is  very  complete.  The 


Tolzier  Music  Store  reports  a  large  increase 
in  its  record  and  instrument  sales,  due  to  this 
attractive  display. 

Re:  Record  Releases 

In  announcing  the  latest  releases  to  your 
customers  do  you  simply  send  them  the  booklet 
provided  by  the  manufacturers,  or  do  you  send 
a  personal  or  semi-personal  letter  suggesting 
that  several  of  the  selections  are  particularly 
desirable?  A  suggested  record  or  two  might 
help  quicken  the  interest  of  the  customer  and 
result  in  sales  which  might  not  materialize  from 
the  mere  reading  of  a  printed  list.  The  follow- 
ing letter  sent  out  to  the  mailing  list  of  the 
Eberhardt  Music  Co.,  of  Wichita,  Kans.,  by 
Jane  Barth,  of  the  record  department,  is  an 
excellent  example  of  this  point.  It  reads: 
Deaf  Customer: 

"Thinking,"  No.  710-D,  by  Art  Gillham,  one  of  the 
most  remarkable  records  ever  recorded.  Get  this  record, 
put  it  on  your  phonograph  some  evening,  and  as  you 
listen  to  it,  a  beautiful  picture  will  come  to  mind.  A 
lonely  man  is  sitting  by  the  fireside  smoking  his  pipe 
and  gazing  dreamily  into  the  flame.  It  is  raining  out- 
side, and  he  is  sitting  there  thinking,  just  thinking, 
that's  all.  Do  you  think  when  you're  lonesome?  Do 
you?  Hear  Art  Gillham  in  "Thinking"  and  you  will 
have  heard  a  record  never  to  be  forgotten.  It  will  al- 
ways linger   in   your  memory. 

We  are  listing  a  few  other  new  Columbia  records  that 
we  would  like  to  have  you  hear: 

No.  1099-D,  "When  Day  Is  Done,"  pipe  organ,  by  Mil- 
ton Charles. 

No.  1107-D,  "You  Went  Away  Too  Far,"  by  the  Sun- 
flower Girl  of  WBAP — she's  fine. 

No.  1109-D,  "Ooh,  Maybe  It's  You"  (Ah,  Peude  Que  Seas 
Tu),  (Ziegfeld  Follies  of  1927),  by  Harry 
Reser  and   His  Syncopators. 

No.  109&VD,  "Just  Once  Again,"  by  Paul  Ash  and  His 
Orchestra. 

No.  1101-D,  "Dearer  Than  All"  by  Rodeheaver  and  Doe, 

This  is  a  beautiful  sacred  duet. 
No.  140-M,  "For  Tliee,"  soprano  solo,  by  Barbara  Maurel. 

We  are  enclosing  our  November  bulletin  and  feel  sure 
there  will  be  some  records  among  this  list  you  would 
like  to  hear,  and  we  are  looking  forward  to  the  pleasure 
of  playing  your  favorites  for  you.  We  appreciate  your 
patronage  and  are  always  glad  to   serve  you. 

You  are  welcome  at  Eberhardt's.  Just  a  few  steps 
north  of  the  Lassen  Hotel. 

Sell  Entertainment 

During  the  past  few  months  the  broadcast 
programs  from  practically  every  station  have 
shown  continued  improvement.  Great  corpora- 
tions such  as  General  Motors,  Standard  Oil  and 
a  host  of  others  have  added  radio  broadcasting 
to  their  mediums  of  advertising  and  publicity, 
and  they  are  sponsoring  programs  of  interna- 
tionally known  artists.  How  many  dealers 
have  incorporated  into  their  selling  talks  ref- 
erence to  the  new  arrivals  on  the  air?  When 
you  are  selling  a  prospect  do  you  merely  refer 
vaguely  to  the  great  entertainment  features, 
or  can  you  mention  several  of  the  artists  who 
are  being  heard?  Also  remember  that  the  two 
conventions  to  select  candidates  for  the  presi- 
dency of  the  United  States  will  be  held  within 
the  next  five  months  and  both  promise  to  be 
exciting  and  of  interest  to  radio  listeners  every- 
where. Use  foresight,  prepare  a  direct-mail 
communication  telling  of  the  good  things  in 
store  during  1928,  and  see  if  selling  entertain- 
ment will  not  prove  a  better  argument  than 
merely  selling  a  radio  receiver  without  visualiz- 
ing its  capabilities. 

Plan  Store  Concerts 

During  this  month  talking  machines  and  radio 
dealers  should  plan  a  definite  program  of  ex- 
ploitation and  promotion  for  the  coming  year. 
The  mediums  which  have  proved  most  effective 
in  stimulating  business  during  the  past  should 
be  given  greater  attention,  and  means  not  yet 
tried  should  be  given  an  opportunity  of  prov- 
ing their  worth.  Store  concerts  of  record  re- 
leases, a  method  which  in  the  past  proved 
profitable  for  dealers  all  over  the  country, 
should  be  given  a  trial.  At  intervals  of  be- 
tween two  or  three  weeks  invite  a  number  of 
your  customers  to  the  store  for  a  record  con- 
cert. Select  the  program  carefully,  varying  the 
types  of  music  so  that  the  entertainment  will 
be  neither  too  heavy  nor  too  light,  and  see  if 
the  increase  in  record  sales  does  not  more 
than  offset  the  time,  trouble  and  money  ex- 
pended. ' 


DEALERS— 

Ail  the  signs  point  to  a 
BIQ  SALE  of  radio  instru* 
ments  in  1928 


RE-ALLOCATION  of  wave 
lengths,  synchronization  of 
stations  and  clearing  of  broad- 
casting channels  forecast  a 
banner  sales  year  for  reliable 
radio  instruments. 

The  rapidly  increasing  sale  of 
Weston  instruments  over  all 
other  makes  indicates  a  wider 
extension  of  radio  knowledge 
and  the  recognized  need  for 
instruments  of  the  highest 
quality  and  most  dependable 
performance.  Professional  and 
home  set  builders,  service  ex- 
perts, manufacturing  and  lab- 
oratory engineers  and  amateur 
station  operators  know  by  ex- 
perience that  "Westons"  give 
the  best  service.  Inferior  sub- 
stitutes, at  whatever  price,  are 


Model  519 
Radio  Set  Tester 

generally  unreliable  and  use- 
less. 

Tie  in  with  Weston  Service  and  en- 
joy the  profit-making,  quick  turn- 
over advantages  oi  handling  the 
Weston  line— for  forty  years  the 
world's  precision  standards.  We 
suggest  your  consideration  of  the 
models  shown  here.  Dealers  every- 
where find  they  meet  an  exact  need. 
Your  jobber  will  supply  you  and 
help  you  select  the  most  popular 
ranges. 


WESTON  ELECTRICAL  INSTRUMENT  CORPORATION 
190  Frelinghuysen  Ave.,  Newark,  N.  J. 


A.C.  and  D.C.  2"  and 
3V4"  Panel  Instruments 
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A 

Fast 
Seller 


•  The  Improved 
Val^Phonic 
Reproducer 


reproducer  was  and  is  offered  to  merchants 
who  know  good  products,  and  who  could  be  con^ 


9         ,  9 


ity  of  materials  used,  and  workmanship.  Our  master 
Val^Phonic  meets  the  most  exacting  taste,  and  the 
more  fastidious  choosers  become  enthusiastic  boosts 
ers,  broadcasting  its  merits  everywhere.  There  must 
be  a  reason  why  it  has  gone  over  the  top  in  such  a 
sweeping  fashion,  and  it  is  only  because  we  never 
cease  our  efforts  to  improve  this  already  perfect  Val^ 
Phonic  reproducer. 


e 


onic  has  made  good!  It 
for  you!  Try  it  out.  You 
to  gain,  in  offering  merchant 

iron  test, 

satisf 


Another  item  you  cannot  afford  to  slight.  VALLEY  FORGE  non-jump  main 
springs.  Each  spring  individually  wrapped  in  Mocolene,  a  special  wrapper  which 
protects  it  from  foreign  elements,  and  double  polished  and  sprayed  with  lubrill 
to  prevent  rust  and  corrosion.  Each  spring  comes  to  you  in  a  separate  carton, 
clearly  labeled  with  its  number,  dimensions  and  resale  price.  Our  reputation 
was  made  on  the  VALLEY  FORGE  main  springs.  Here's  a  chance  to  share  it 
with  us. 
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Nationally  *5 

the  Industiys  GwMts* 

PORTABLE 
PHONOGRAPH 

LINE/ 


PLAZA  MUSIC  COMPANY 
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Model  100-40 
34"  high — 33"  wide 
20"  deep 


Our  Tremendous 
Coast  to  Coast  Outlets 


Model  100-50 
34"  high— 33" 
20"  deep 


Guarantee  Greatest  Phonograph  Values 


Marvelous 
Tone  Reproduction  when 
played  with  the 
Audak  Reproducer 


With 

The  Audak  Reproducer 
Our  Tone  Quality 
Is  Complete 


Model  175-B 
34"  high— 33"  wide 
22"  deep 


Fifteen  New  Models.  Consoles,  Uprights  and  Con- 
solettes.  Here's  the  phonograph,  artistically  de- 
signed, with  new  tone  quality.  And  is  specially  low- 
priced,  quality  considered.  Write  us  today  for  book- 
let and  prices. 

SOME  TERRITORY  OPEN  FOR  LIVE, 
WIDE-AWAKE,  EXPERIENCED  SALESMEN 

Player-Tone  Talking  Machine  Company 

Office  and  Sales  Rooms:  632  Grant  St. 
PITTSBURGH,  PA. 


Model  90-5 
34"  high— 36"  wide 
2i"  deep 
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Dramatize  Radio  Through 
Better  Window  Displays 

{Continued  from  page  24) 
space  alone,  but  what  enters  into  it  that  decides 
the  sales-producing  power.    The  mere  placing 
of  merchandise  behind  the  glass  is  not  sufficient, 
but  it  seems  to  satisfy  too  many. 

Mr.  Radio  Dealer,  I  cannot  too  strongly  em- 
phasize the  importance  of  your  making  a  rea- 
sonable investment  in  your  windows.  Show 
radio  in  a  setting  that  tells  the  passers-by  in 
picture  form  of  "entertainment,  enjoyment, 
sports,  news" — there's  no  limit.  When  you  sell 
these  you  sell  radio.  Just  as  you  expect  the 
manufacturer  to  develop  a  radio  that  you  can 
sell  so  does  the  public  expect  you  to  create 
within  them  a  desire  for  the  radio.  Dramatize, 
change  your  windows  often,  let  each  display 
be  good — don't  be  satisfied  with  hit  and  miss. 

The  larger  the  retail  institutions,  the  more 


An  Attractive  Showroom 

can  be  made  of  most  any  room,  and  this  sketch  illustrates  one  for  a  small  dealer. 
At  the  right  was  an  ugly  partition,  so  we  placed  a  damask  curtain  in  that  end  of 
the  room  and  a  tapestry  on  the  opposite  wall.  On  top  of  the  radiator  was  placed 
a  slab  on  which  was  displayed  a  set  and  receiver.  In  front  of  this  was  placed  a 
settee.  A  platform  was  built  on  back  of  the  window  on  which  an  attractive  screen 
was  placed  and  modern  lighting  installed.  This  being  a  cement  floor  we  laid  an 
attractive  linoleum  and  then  placed  two  rugs  in  the  center  of  the  room.  A  marked 
increase  in  sales  was  made  after  the  changes  had  been  made. 

important  are  their  display  windows — they 
know  their  value,  and  make  an  investment  in 
equal  proportion  to  their  value.  In  speaking  of 
display  to  none  other  than  D.  F.  Kelly,  general 
manager  of  The  Fair,  one  of  America's  largest 
department  stores,  located  in  Chicago,  he  said: 
"The  eye  of  the  passer-by  is  focused  on  the 
show  windows,  and  they  should  be  made  as  at- 
tractive as  possible.  We  consider  the  show 
windows  the  most  important  feature  of  our 
store."  The  secretary  of  the  Davenport,  Iowa, 
Retail  Merchants'  Association,  and,  by  the  way, 
one  of  the  most  successful  music  dealers  of 
that  state,  wrote  me:  "In  my  opinion,  to  neglect 
one';,  window  display,  if  not  commercial  suicide, 
means  at  the  very  least  the  establishing  of  a 
handicap  which  it  will  take  many  times  the  re- 
quired window  investment  to  attempt  to  coun- 
teract through  print  publicity  or  other  me- 
diums." 

I  could  go  on  quoting  hundreds  of  such  inter- 
esting remarks  on  the  value  of  a  store's  display, 
but  the  important  thing  for  the  retailer  to  re- 
member— regardless  of  size — is  that  his  display 
windows  are  just  as  valuable  to  him  as  they 
are  to  the  greatest  store  of  the  world. 

Too  often  have  I  noticed  hundreds  of  radio 
displays  that  were  very  injurious  to  the  dealer 
even  though  it  appeared  as  if  considerable  time 
and  thought,  but  little  money  had  entered  into 
it.  Remember,  it  is  easier  to  detract  than  at- 
tract; also  that  just  to  attract  is  not  sufficient, 
the  display  must 

First — attract  the  passer-by  to  stop 

Second — create  within  the  party  who  stopped 
a  desire  to  possess 

Third — bring  him  into  the  store,  where  the 
display  and  contact  should  be  on  a  par  with 
that  seen  outside. 

A  display  to  be  good  must  express  the  char- 
acter of  the  store,  be  alive  with  human  interest 
appeal,  exert  utmost  sales  influence  through  si- 
lent salesmanship,  and  be  a  builder  of  good  will. 


A  cat  chasing  a  mouse  through  a  grocery  store 
window  will  attract,  but  those  who  watch  will 
hardly  be  impressed  to  point  of  purchase  of 
any  grocery  shown.  A  fan  blowing  paper  strips 
or  ribbons  may  attract,  but  it  certainly  denotes 
only  motion,  it  has  not  created  a  desire  to  pos- 
sess for  "comfort"  sake  such  as  would  be  the 
case  were  the  fan  shown  in  use  with  a  painted 
cut-out  picturing  a  man  seated  at  his  desk 
in  comfort,  and  on  the  other  side  a  cut-out  of 
a  messenger  just  entering  wiping  the  sweat  from 
his  face.  Again  I  say,  dramatize — so  as  to 
create  a  desire  so  strong  it  is  hard  to  resist. 
Good  windows  will  cost  you  some  money,  and 
they  will  pay  you  dividends,  a  liberal  one  if 
properly  invested. 

I  have  seen  radio  shown  on  a  tile  floor,  a 
dirty  floor,  a  crepe  paper  floor — in  each  case 
the  value  of  the  product  shown  was  easily  de- 
creased 10  per  cent  to  20  per  cent.  Would  you 
expect  the  radio  to  be  used  on  a  tile  floor?  If 
it  were  placed  in  the  bathroom  it  might  be,  but 
it  is  not  a  bathroom 
article.  An  invest- 
ment in  small  rugs, 
to  set  the  radio  on, 
would  help  increase 
its  appearance  or 
"value  apparent,"  we 
might  say,  eye  value. 

I  have  seen  bright- 
colored    crepe  paper 
used  to  form  a  back- 
ground for  a  beauti- 
ful   walnut  cabinet. 
Why?    I  don't  think 
the  dealer  who  used 
it    even    knew;  per- 
haps he  thought  the 
colors    were  bright 
and     pretty.  That's 
why  I  say  it  is  easier 
to  detract   from  the 
radio  than  attract  to 
it.  The  colorings 
of    the    paper  were 
so   bright   the  radio 
was     secondary — anyway     can     crepe  paper 
increase     the     beauty     of     walnut?  Would 
not  a   tapestry,   a  wall   paper  panel,   a  win- 
dow effect   or  curtain  make  the  radio  appear 
of  greater  value?    Do  you  associate  any  value 
with  crepe  paper?    Everybody  knows  it  is  ten 
cents  the  roll.    Did  you  ever  see  crepe  paper 
used  about  the  radio  in  the  home?    These  are 
all  small  details,  I  know,  but  they  are  what  go 
to  make  a  productive  or  non-productive  display, 
and  when  we  try  to  analyze  why  we  are  not 
producing  sales  we  must  analyze  it  in  detail.  The 
fact  of  the  matter  is  that  it  is  just  as  easy  to 
put  in  a  good  display  as  a  poor  one,  if  we 
understand   the  ingredients.     A  good  display 
may  require  slightly  more  on  the  initial  ex- 
penditure, but  has  always  proved  to  be  cheaper 
than  a  poor  display  by  reason  of  the  fact  that 
the  good  display  produces  and  the  poor  display 
continues  to  be  an  expense,  not  an  investment. 
If  you  are  a  small  dealer  and  do  not  have  in 
your  service  an  experienced  displayman,  go  to 
one  of  the  better  non-competitive  stores  and 
endeavor  to  have  that  displayman  install  a  dis- 
play for  you  some  evening — prove  it  to  yourself. 
Just  as  a  highly  trained  advertising  man  makes 
your  copy  productive,  so  can  a  seasoned  dis- 
play executive  transform  your  "non-stop"  dis- 
plays to  sales  producers. 

Now  suppose  that  you  have  created  the  de- 
sire through  your  newspaper  and  the  customer 
has  come  to  your  store,  the  window  display 
has  created  a  further  interest  and  the  customer 
is  ready  to  go  inside.  But  first  also  remember 
that  hundreds  or  thousands  pass  your  store 
front  each  day,  you  consider  it  the  most  valu- 
able space  of  your  store — a  large  percentage  of 
these  may  not  see  your  newspaper  ads  so  as  a 
tie-up  for  those  who  do,  and  for  all  those  who 
pass  your  store  front,  good  window  displays 
play  a  big  part  in  your  merchandising  picture. 
The  greater  percentage  of  customers  come  into 
{Continued  on  page  28) 


Distributors  of 


Son  or 
CLEAR  AS  A  BELL 


'°S-nHONO&P-p' 


Sonora  Selective  Radio 

and  the  Tonalic 
Sonora  Phonograph 

Sonora  Distributors 


J.  H.  Burke  Company, 

221  Columbus  Ave., 
Boston,  Mass. 

Belmont  Corporation, 

316  South  Third  St., 
Minneapolis,  Minn, 
and 

1210  University  Ave., 
St.  Paul,  Minn. 

Gibson-Snow  Co.,  Inc., 

312  AVest  Willow  St.. 
Syracuse,  N.  Y. 

Greater  City  Phonograph  Co., 
76  Fifth  Avenue, 
New  York  City. 

Hassler  Texas  Co., 

2216  Commerce  St., 
Dallas,  Texas. 

Kohler  Distributing:  Co., 

63-67  Minna  Street, 
San  Francisco,  Cal. 

Mayer  &  Company, 

2820  Locust  St., 
St.  Louis,  Mo. 

Moore-Bird  &  Co., 

1720  Wazee  St.. 
Denver,  Colo. 

Peirce-Phelps,  Inc., 

224  North  13th  St., 
Philadelphia,  Penn. 

James  K.  Polk,  Inc., 

217  Whitehall  St., 
Atlanta,  Ga. 
and 

811  West  Broad  St., 
Richmond,  Va. 

Reliance  Battery  Products  Co., 

2211  South  Eighth  Street, 
Council  Bluffs,  la. 

U.   C.   Schultz,  Inc., 

442-448  E.  Lafayette  Blvd., 

Detroit,  Mich. 

and 

1743  Chester  Ave., 
Cleveland,  Ohio. 

Sterling:  Boll  &  Record  Co., 

137  West  Fourth  Street, 
Cincinnati,  Ohio. 

Strevell-Paterson  Hardware  Co., 
Salt  Lake  City,  Utah. 

Tay  Sales  Company, 

231  North  Wells  St., 

Chicago,  111. 

and 

465  Milwaukee  St., 
Milwaukee,  Wis. 

Twentieth  Century  Radio  Corp., 
104  Flatbush  Avenue, 
Brooklyn,  N.  Y. 

Western  Radio,  Inc., 

1224  Wall  Street, 
Los  Angeles,  Cal. 

C.  A.  Richards,  Inc., 

100  East  45th  Street, 

New  York  City. 

Canadian  &  Export  Distributors 
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Dale  Wimbrow  Records 
Novelty  Songs  for  Columbia 

Singing  Comedian  Tells  of  "Oshkosh"  and 
of  Golfing  Troubles  in  "Roll  Right  Offa  My 
Green"  in  Recent  Columbia  Release 

Dale  Wimbrow,  ukulele  artist  and  singer  of 
original  comedy  songs,  recently  recorded  two 
numbers  for  the  Columbia  Phonograph  Co.'s 
catalog  which  are  scheduled  for  quick  release. 


Dale  Wimbrow 


They  are  "Oshkosh"  and  "Roll  Right  Offa  My 
Green,"  two  highly  novel  songs. 

"Oshkosh"  celebrates  the  Wisconsin  City 
of  that  name  instead  of  the  well-known  South- 
ern localities.  "Roll  Right  Offa  My  Green"  is 
about  Anastasia  Brown,  a  golf  club  assistant, 
and  her  boy  friend,  whose  hazard  was  great. 
Addicts  of  "the  green"  will  get  a  kick  out  of 
this  record. 

Book  on  "The  Romance 

of  the  Gramophone" 

"The  Romance  of  the  Gramophone"  is  the 
title  of  a  book  just  published  in  Wellington,  N. 
Z.  The  book,  which  was  written  by  T.  Lindsay 
Buick,  is  extremely  interesting  and  entertain- 
ing, tracing  the  earliest  attempts  to  reproduce 
the  voice  of  man  and  going  into  considerable 
detail  regarding  the  actual  invention  of  the 
phonograph  by  Thos.  A.  Edison,  as  well  as  the 
development  of  public  interest  in  the  instru- 
ment. Space  is  given  to  the  work  of  other  men 
in  the  development  of  the  phonograph,  notably 


that  of  Emile  Berliner.  The  history  of  the 
large  companies  who  entered  the  field  in  the 
early  days  is  also  briefly  recorded  and  the  book 
concludes  with  a  description  of  the  improved 
models  that  during  the  past  year  or  so  have 
superseded  the  old  style  instruments  and  the 
new  electric  recordings.  The  volume  is  a  val- 
uable contribution  to  the  literature  on  the 
gramophone. 

Permanent  Injunction  Is 
Granted  Zenith  Radio  Corp. 

The  Hon.  Charles  C.  Simonds,  judge  of  the 
Federal  District  Court  of  Detroit,  has  granted 
the  Zenith  Radio  Corp.  a  permanent  injunction 
against  Mark's  Auto  Accessories,  Inc.,  Dave's 
Auto  Accessories  and  the  John  Ross  Sales  Co. 
and  each  of  them,  and  their  representatives, 
agents,  servants  and  employes  are  perpetually 
enjoined  and  restrained  from  directly  or  in- 
directly representing,  claiming,  stating  or  im- 
plying, either  verbally  or  in  writing,  or  by  pub- 
lished advertisements,  or  by  any  other  manner 
whatsoever,  that  the  radio  apparatus  known  as 
"McMillan,"  sold  and  offered  for  sale  by  them, 
or  either  of  them,  is  the  radio  apparatus  used 
by  Lieutenant-Commander  Donald  B.  MacMillan 
on  any  of  his  Arctic  expeditions,  or  that  he 
took  said  apparatus  with  him  to  the  North 
Pole,  or  into  the  Arctic  regions,  or  that  "Mc- 
Millan" apparatus  was  ever  used  by  any  ex- 
plorer named  "MacMillan"  or  "McMillan"  in 
the  Arctic  regions,  or  by  any  member  of  any 
Arctic  expeditions,  or  commanded  by  any  per- 
son named  "MacMillan"  or  "McMillan,"  or 
from  designating  the  said  radio  apparatus  sold 
or  offered  for  sale  by  .them  or  either  of  them  as 
North  Pole  McMillan,  or  by  any  other  designa- 
tion having  a  tendency  to  create  the  impres- 
sion that  said  apparatus  was  used  by  any  per- 
son named  "MacMillan"  or  "McMillan"  at  or 
near  the  North  Pole  or  in  the  Arctic  regions. 
Commander  MacMillan  used  Zenith  Radio  in 
the  Arctic,  exclusively. 

In  addition  to  the  permanent  injunction  the 
Zenith  Radio  Corp.  of  Chicago  was  granted 
the  damages  it  claimed  against  the  plaintiffs. 
It  will  be  recalled  that  on  November  21  a  pre- 
liminary injunction  was  granted  Zenith  against 
the  above  defendants. 


Leaders  in  all  branches  of  the  industry  are 
optimistic  over  the  outlook  for  business. 


Dramatize  Radio  Through 

Better  Window  Displays 

{Continued  from  page  27) 
the  store  by  interest  either  from  newspaper  or 
window,  or  both.    Now,  as  well  as  before,  radio 
must  have  even  more  interest — remember  "that 
follow  through"  of  your  program. 

When  the  customer  comes  to  inspect  the 
radio  closely,  it  should  be  presented  under  the 
most  favorable  conditions.  In  the  department 
especially  it  should  be  presented  in  as  near  the 
atmosphere  in  which  the  average  home  would 
use  it  as  possible.  That  home-like  appearance 
should  prevail.  Let  me  suggest,  just  as  an  ex- 
periment, in  some  part  of  your  radio  depart- 
ment, that  you  put  up  a  window  effect,  with 
near  drapes,  or  hang  a  velour  drape  about  eight 
feet  high,  five  feet  wide.  Set  a  console  in  front 
of  the  drape,  set  a  good-looking  torchiere  on 
each  side,  a  rug  on  the  floor,  a  chair  or  bench 
by  the  radio  that  invites  the  customer  to  sit 
right  down  and  imagine  herself  at  home  with 
this  radio.  Then  turn  on  the  radio  and  you 
have  immediately  overcome  a  great  resistance 
otherwise  to  be  done  by  talk  and  talk — too 
often  not  effective.  The  customer  sells  her- 
self. Also  leave  the  other  part  of  your  de- 
partment as  it  is,  sets  here  and  there,  no 
thought  to  arrangement  or  eye  value  or  com- 
fort— now  with  the  setting  in  one  end  of  your 
department  as  described  above,  watch  it  act  like 
a  magnet,  draw  your  customers  from  the  other 
parts  of  the  department. 

I  have  enjoyed  fifteen  years  with  retailers  and 
manufacturers  in  just  such  work,  and  it  is  sur- 
prising why  and  how  they  can  remain  so  igno- 
rant on  details  such  as  these.  Once  they  are 
demonstrated  they  can  hardly  imagine  how  they 
could  have  overlooked  their  value  for  so  long, 
and  still  be  in  business.  The  details  are  so 
simple  when  we  actually  think  of  them,  yet  so 
neglected.  But  have  you  ever  wondered  why 
so  many  sales  are  lost?  Did  it  ever  occur  to 
you  that  a  mental  picture  had  been  painted 
in  the  customer's  mind  of  what  you  had  to 
offer,  and  then  when  they  came  to  your  store 
they  were  disappointed,  and  you  are  offered 
some  excuse  such  as  "I'll  come  back"  or  "We 
weren't  ready  to  buy."  Make  your  presentation 
of  the  merchandise  so  interesting  that  there 
can  be  no  disappointment,  and  so  the  product 
shown  looks  "worth  more"  than  the  price  asked. 
People  don't  buy  an  article  when  they  think 
they  are  asked  to  pay  more  than  it  looks  like 
it's  worth.  It's  easy  to  sell  if  you  employ  true 
and  tried  principles  and  have  that  "follow 
through"  in  your  merchandising  program.  When 
you  lose  a  sale  try  and  analyze  why;  don't 
always  blame  the  prospective  customer,  and. 
too,  remember  that  there  is  no  way  of  knowim; 
how  much  business  you  are  losing,  but  that  it 
is  easy  enough  to  know  what  you  are  getting. 
Take    no  chances,  go  after  all  of  it. 

The  selling  forces  that  you  command  are  not 
only  the  human  element,  that  of  the  salesman, 
but  the  physical  presentation  of  the  producl, 
the  advertising,  the  atmosphere,  the  service — 
co-ordinate  all  of  these  and  more,  synchronize 
them  to  work  as  one  and  there  will  be  an  in- 
crease in  your  radio  sales.  But  remember  dram- 
atize, entertainment,  education,  sports,  news, 
music,  fun,  kiddies'  hour,  those  are  the  reasons 
for  radio,  when  you  sell  these  you  sell  radio. 
This  radio  business  isn't  so  bad  after  all — is  it? 
Just  the  way  we  go  at  it. 


Lists  Service  Equipment 

The  service  department  of  Fada  Radio  has 
prepared  a  list  of  items  which  are  classed  as 
standard  equipment  for  every  service  man.  The 
list  was  prepared  by  an  expert  as  a  special 
guide  for  Fada  dealer  service  departments. 


It  was  recently  reported  that  the  phonograph 
audiometer  has  been  found  to  be  the  best  me- 
dium for  use  in  educating  hard-of-hearing  pupils, 
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In  the  radically  different 
Eveready  Layerbilt  the  cells 
are  flat,  and  the  battery  is 
assembled  under  pressure 
into  a  solid  block,  eliminat- 
ing  ivaste  space,  packing  a 
maximum  of  active  mate- 
rials uithin  the  battery  case, 
and  making  those  materials 
more  efficient. 


In  tin 


VE  READY 


I  AYE  RBI  LT 

we  have  put  the  holes  to  work 


Radio  is  better  with  Battery 
Power 

There  is  a  kind  of  radio  reception 
that  is  radio  at  its  very  best.  Clear. 
Hum-free.  True  in  tone,  faithful. 
Reliable.  Reception  from  a  receiver 
that  is  working  under  exactly  the 
conditions  for  which  it  was  de- 
signed. For  such  reception,  use  bat- 
teries. For  batteries  provide  pure 
D.  C,  Direct  Current,  the  only  kind 
of  current  that  is  silent  and  unno- 
ticeable  in  radio.  For  utmost  de- 
light, undisturbed  enjoyment,  and 
unalloyed  delight,  use  Battery 
Power. 


THE  ordinary  dry  cell  "B"  bat- 
tery is  full  of  useless  holes — 
waste  space  between  the  cylindrical 
cells.  In  a  battery  using  large-size 
cells  the  wasted  space  may  amount 
to  as  much  as  30  per  cent  of  the 
total. 

A  number  of  years  ago  we  set 
about  correcting  this  state  of  af- 
fairs. Dry  battery  traditions  were 
dropped.  An  entirely  new  kind  of 
dry  cell  was  tleveloped.  It  was  flat 
and  square  like  a  book  instead  of 
cylindrical.  Such  cells  were  pressed 
together  into  a  solid  battery  block 
with  no  waste  spaces.  The  new 
invention  was  patented,  thus  mak- 
ing it  exclusively  Eveready.  Such, 
briefly,  is  the  history  of  the  Ever- 
eady Layerbilt  "B"  Battery  that 
embodies  the  first  radical  changes 
and  improvements  ever  made  in 
the  dry  cell. 

But  before  this  remarkable  bat- 
tery was  ever  sold,  it  was  tested  and 
retested  for  several  years  in  the 
laboratory.  Then  it  was  put  on 
trial  in  home  service  in  all  parts  of 
the   country.   Several  remarkable 


Illustrated  to  the  left  is  the  cylindrical  cell 
type  of  "£t"  battery  construction.  Each  cell 
is  a  unit  connected  to  the  others  by  soldered 
wires.  The  space  beticeen  the  cells  is  tcasted, 
useless. 


things  were  discovered  in  this  way. 
The  battery  contains  more  active 
materials  than  a  cylindrical  cell 
battery  of  the  same  outside  dimen- 
sions— and  it  gives  over  30  per  cent 
more  service!  The  Layerbilt  con- 
struction puts  the  active  materials 
in  closer  contact  with  each  other, 
and  makes  them  produce  consider- 
ably more  electricity. 

This  is  why  the  Eveready  Layer- 
bilt "B"  Battery  No.  486  is  the 
longest  lasting  of  all  Evereadys.  It 
is  a  heavy-duty  battery  for  use  on 
all  loud-speaker  receivers.  Hun- 
dreds of  thousands  of  people  have 
found  it  to  be  the  most  economical 
radio  battery  they  ever  used. 

You  give  a  new  degree  of  satis- 
faction to  your  customers  when  you 
sell  them  the  Eveready  Layerbilt. 
Order  from  your  jobber. 

NATIONAL  CARBON  COMPANY,  INC. 
New  York  San  Francisco 

Atlanta  Chicago  Kansas  City 

Unit  of  Union  Carbide  and  Carbon  Corporation 


Batteries 

-they  sell  faster 
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NNOUNCING 
A  M  I  GHTY 

MERGER  OP 

MEN  AND 

RESOURCES 

ONORA  ANNOUNCES  to  all  Sonora  dealers  and  representatives 
the  merger  of  four  great  companies  —  the  Sonora  Phonograph 
Company,  the  Bidhamson  Company,  the  Premier  Laboratories, 
and  the  Liberty  Electric  Company. 

With  this  merger  of  brains,  men,  money,  resources  and  experience  has 
been  born  a  new  and  progressive  force  in  the  music  industry. 

The  Bidhamson  Company  numbers  among  its  officers  and  organizers 
those  captains  of  industry,  John  Hays  Hammond,  Lewis  Kaufman, 
James  J.  Burden,  E.  F.  Hutton,  Harris  Hammond,  and  Anthony  J.  Drexel 
Biddle  Jr.  It  holds  valuable  patents. 

The  Premier  Laboratories,  headed  by  well-known  scientists,  holds 
patents  covering  loud  speakers,  electrical  recording  apparatus  and 
electrical  phonographs.  These  patents  have  never  been  divulged  to 
the  public  or  the  trade  and  constitute  in  themselves  new  and  major 
advancements  in  the  acoustic  field. 
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The  new  corporation,  incorporated  in  New  York  State  and  entirely 
financed  by  its  board  of  directors  and  present  stockholders,  has  been 
named  the  Acoustics  Products  Company.  P.  L.  Deutsch  of  Chicago, 
who  developed  the  phonograph  division  of  the  Brunswick-Balke- 
Collender  Company,  is  president. 

Backed  by  this  amalgamation  of  interests,  the  Sonora  Phonograph 
Company  retains  its  name  and  identity  as  a  separate  corporate  structure, 
with  P.  L.  Deutsch  as  its  new  executive  head. 

New  things  are  in  store  for  Sonora  and  Sonora  dealers  new  and 

greater  things. 

Early  in  the  New  Year,  Sonora  will  contribute  to  the  realm  of  music 
important  new  and  epochal  achievements  destined  to  create  world- 
wide attention. 

Watch  for  further  announcements  on  a  matter  which  may  profoundly 
affect  the  policies  of  the  music  industry  and  trade.  During  the  interven- 
ing months  before  the  appearance  of  the  new  Sonora  products,  distribu- 
tion and  sale  of  the  present  popular  Sonora  line  of  radios  and  phono- 
graphs will  be  energetically  prosecuted  and  all  Sonora  distributors  and 
dealers  may  remain  confident  in  the  assurance  of  a  sustained  effort  and 
a  constructive  policy. 

The  fact  that  in  1927  Sonora  sales  were  more  than  double  those  of  the 
preceding  twelve  months,  lends  stability  to  the  immediate  situation. 

With  this  new  merger  so  triumphantly  consummated,  the  year  1928 
and  those  to  follow  will  be  known  as  Sonora  years  —  years  in  which  the 
high  records  of  1927  will  sink  into  comparative  insignificance.  Many 
of  the  foresighted  are  now  finding  it  wise  to  secure  more  information 
about  Sonora,  its  products  and  its  prospects. 

SONORA  PHONOGRAPH  COMPANY 

64  East  Jackson  Blvd.,  Chicago,  111. 


Money-Making  Suggestions 
for  Ambitions  Merchants 

Association  Activities  Merit  the  Support  of  Every  Dealer — 70  Per  Cent  of  Sales  Are  Emotional 
Rather  Than  Logical — Vary  the  Instrument  Which  You  Are  Using  in  Demonstrations — Do 
You  Tie  Up  With  Local  Happenings? — The  Personal  Touch  Is  a  Big  Factor 


If  there  has  ever  been  a  time  when  talking 
machine  and  radio  dealers  should  take  an  active 
interest  in  their  local  associations  it  is  the  pres- 
ent. During  1927  the  radio  trade  benefited 
from  the  remedying  of  many  undesirable  fea- 
tures of  merchandising  which  ate  into  profits 
and  caused  dealers  to  bemoan  the  difficult  cir- 
cumstances connected  with  the  selling  of  a  set. 
The  bugaboo  of  service  has  to  a  great  extent 
been  cleaned  up,  due  to  a  number  of  reasons, 
mainly  the  improvement  in  radio  receivers,  the 
education  of  the  public  and  of  the  dealer — 
but  there  are  a  number  of  factors  that  a  group 


as  the  individual  dealer  would  be  unable  to 
help.  The  Northwest  Radio  Association  has 
done  much  to  improve  listening  and  selling  con- 
ditions; the  New  York  Talking  Machine  and 
Radio  Men,  Inc.,  are  at  the  present  time  dis- 
cussing some  means  of  securing  better  dis- 
counts; the  Wisconsin  Radio  Trades  Associa- 
tion just  last  month  agreed  that  the  members 
would  not  sell  on  home  demonstrations,  limit- 
ing the  time  a  set  will  be  left  in  a  home  on 
approval  to  one  evening.  The  activities  of  these 
organizations  have  done  much  to  help  radio 
merchandising  conditions.  Every  dealer  in 
every  locality  should  give  his  support,  attention 
and  efforts  to  further  the  work  of  his  associa- 
tion. He  benefits  from  this  work  whether  he 
is  a  member  or  not,  so  it  is  only  just  that  he 
should  pay  in  return  for  the  value  received. 

Logic  and  the  Emotions 

In  addressing  Brunswick  dealers  throughout 
the  country,  O.  P.  Harris,  special  traveling 
representative  of  the  Brunswick  Co.,  makes  the 
statement  that  70  per  cent  of  all  sales  -are  emo- 
tional, while  only  30  per  cent  are  logical.  In 
other  words,  the  dealer  or  salesman  who  is 
content  to  sell  a  customer  just  what  he  or  she 
enters  the  store  to  buy  is  getting  30  per  cent 
of  what  might  be  sold  with  proper  salesman- 
ship. The  average  record  customer  who  men- 
tions a  record  can  in  ninety-nine  cases  out  of 
a  hundred  increase  the  purchase  many  times. 
And  so,  too,  with  window  displays.  Create 
them  with  a  definite  purpose.  Bring  out  some 
point  which  will  cause  a  desire  for  ownership 
in  the  minds  of  the  passers-by.  If  sales  gen- 
erally are  but  30  per  cent  logical  and  the  bal- 
ance emotional,  then  with  music  and  things 
musical,  the  latter  percentage  must  be  even 
greater,  for  music  is  primarily  an  emotional 
art.  Don't  be  content  with  the  30  per  cent  that 
logic  dictates,  appeal  to  the  emotions  and  see 
how  much  you  can  increase  each  purchase. 

Feature  All  in  Turn 

The  days  of  the  exclusive  talking  machine, 
piano  and  radio  store  are  past  or  are  fast  pass- 
ing. With  very  few  exceptions  the  music  store 
of  the  present  day  is  a  general  music  store, 
and  not  only  are  kindred  musical  instruments 
carried,  but  in  many  instances  competing  lines 
of  merchandise  are  displayed  side  by  side.  It 
follows,  therefore,  if  many  talking  machine  and 
phonograph  companies  and  radio  manufacturers, 
making  instruments  for  almost  identical  prices, 
are  successful,  there  must  be  something  about 
the  instruments  that  is  different,  some  indi- 
vidual point  which  has  its  own  appeal.  With 
this  condition  prevailing,  the  policy  that  has 
been  put  into  effect  by  many  dealers  of  featur- 
ing a  different  make  or  type  instrument  each 
week  seems  to  be  a  good  one.  If  your  store 
is  one  that  follows  the  practice  of  playing  an 
instrument  at  the  door,  use  a  different  instru- 
ment occasionally;  if  you  depend  on  indoor 
demonstrations,  use  different  models  more  fre- 
quently. Even  though  you  are  sold  on  a  cer- 
tain type  of  instrument,  give  the  customer  a 
chance  to  decide. 

A  Successful  Display 

It  is  the  unusual  in  merchandising  which 
attracts  attention  and,  consequently,  makes  for 
more  sales  and  greater  profits.  Are  you  con- 
tent to  go  along  as  you  did  for  the  past  five, 
ten  or  fifteen  years,  or  are  you  modernized? 
The  instruments  you  are  selling  have  changed, 
but  how  about  yourself?  The  dealer  of  the 
present  day,  to  reap  the  possible  profits,  must 
be  awake  to  every  opportunity.    He  must  take 


advantage  of  every  situation.  An  instance 
which  might  perhaps  be  illuminating  was  that 
of  a  dealer  in  Schenectady,  N.  Y.  A  new  hotel 
was  opened,  built  on  the  modern  style  with 
stores  occupying  the  street  floor.  As  often 
happens  the  hotel  was  ready  to  open  with  the 
stores  still  unoccupied.  The  dealer  in  question, 
taking  advantage  of  the  situation  and  with  the 
holiday  season  at  hand,  got  in  touch  with  the 
renting  agents,  and  at  a  price  secured  the 
window  space  of  the  unoccupied  stores  for  dis- 
play purposes.  Each  of  the  store  windows  was 
utilized  to  present  to  the  public  one  or  more 
of  the  latest  in  musical  instruments  in  appro- 
priate settings.  Talking  machines,  radio  re- 
ceivers and  other  musical  instruments  were 
shown,  Yuletide  season  trimmings  bedecked 
the  window.  The  result,  sales  far  in  advance 
of  what  would  have  been  made  if  the  dealer 
depended  entirely  on  his  own  limited  display 
space.  "It  pays  to  advertise"  has  been  said  so 
often  that  it  has  become  a  bromide,  yet  it  is 
true.  Where  and  how  to  advertise  depends  en- 
tirely upon  circumstances  in  each  community 
and  the  ingenuity  and  foresight  of  each  indi- 
vidual retail  music  dealer. 

The  Personal  Touch 

The  personal  touch  in  salesmanship  is  un- 
doubtedly the  difference  between  a  mediocre 
salesman  and  a  live  wire  who  sells  above  the 
average  competitor  at  all  times — good,  bad  and 
indifferent.  In  the  December  issue  of  The  Talk- 
ing Machine  World  appeared  a  story  of  a  sales- 
man who  has  built  up  a  following  of  customers, 
and  averages  $30,000  a  year  in  record  sales 
alone.  His  own  explanation  was  that  he  treated 
everyone  who  entered  the  store  as  a  friend, 
and  the  personal  equation  has  played  a  major 
part  in  his  successful  career.  Another  interest- 
ing example  of  the  personal  touch  was  that 
utilized  by  the  salesmen  of  the  Music  Rooms 
of  the  Lion  Store,  Toledo,  O.,  who  when  they 
sent  folders  to  prospects,  illustrating  and  de- 
scribing the  line  of  talking  machines,  wrote  on 
the  cover  in  pen  and  ink — "there  is  a  model 
for  you  pictured  here — won't  you  permit  me 
to  show  it  to  you?"  Just  a  few  words,  but 
they  make  all  the  difference  between  catching 
Lhe  customer's  attention  or  losing  it.  It  is  sur- 
prising to  anyone  who  is  in  close  contact  with 
the  music  and  radio  retail  trade  to  realize  just 
how  often  the  little  things,  the  insignificant  de- 
tails so  liable  to  be  overlooked,  are  responsible 
for  the  building  up  of  successful  businesses. 
Do  the  little  things  right,  extend  yourself  to 
be  more  friendly  to  your  trade,  and  the  big 
things  will  come  along  of  their  own  volition. 
No  one  will  attempt  to  belittle  the  value  of 
good  will,  yet  it  is  built  up  by  apparently  trifling 
and  unimportant  courtesies. 

Advancement  of  Music 

Music  dealers,  regardless  of  the  instruments 
they  carry,  should  make  it  a  point  to  be  thor- 
oughly informed  of  the  work  being  done  by  the 
National  Bureau  for  the  Advancement  of  Music. 
This  organization  has  for  many  years  been 
active  in  furthering  the  cause  of  music,  and  it 
is  ready  at  all  times  to  give  of  its  knowledge 
and  experience  to  assist  dealers  in  their  pro- 
motion plans.  Among  the  activities  it  has 
sponsored  and  is  sponsoring  which  make  for 
the  betterment  of  the  retail  music  business  are: 
the  organization  of  school  bands  and  orches- 
tras, the  school  music  memory  contests  and  a 
host  of  others  equally  important.  If  you  have 
done  nothing  to  encourage  the  formation  of 
school  musical  organizations,  or  if  you  have 
failed  to  co-operate  with  the  educational  au- 
thorities in  their  music  memory  contests,  you 
have  overlooked  a  big  opportunity  to  increase 
good  will  and  profits.  If  you  are  at  all  hesi- 
tant, as  to  ways  of  helping  to  boost  musical 
activities  in  your  community,  write  to  the 
Bureau  for  the  Advancement  of  Music,  45  West 
Forty-fifth  street,  New  York.  C.  M.  Tre- 
maine,  director  of  the  organization,  is  at  all 
times  willing  and  anxious  to  hear  from  dealers 
and  to  proffer  his  good  advice. 


of  dealers  working  as  a  unit  can  remedy,  where- 


"Here's  the  best 
aerial  to  use 
with  that  set 
you've  bought 

Just  connect  it  to  your  set  and  plug  into  the 
nearest  light  socket.  This  little  device  uses 
absolutely  no  current,  requires  no  lightning 
arrester,  and  cuts  static  down  to  almost  zero. 
You  will  get  the  same  perfect  reception  as 
you've  just  listened  to  here — because  we  always 
demonstrate  with  the  Dubilier  Light  Socket 
Aerial.    Expensive?   No,  sir!   Only  $1.50." 

"More  dealers  than  you  can  count  are  show- 
ing off  their  receivers  to  best  advantage  with 
this  unique  aerial,  and  then  selling  them  at 
good  profit  with  every  set.  Others  are  in- 
cluding the  Dubilier  Light  Socket  Aerial  in 
the  purchase  price  of  equipped  sets  as  an 
added  inducement.  Have  you  tried  out  either 
of  these  plans?  If  you're  not  equipped  to 
collect  on  this  nationally  advertised  aerial, 
phone  your  jobber  today  for  a  trial  supply. 
Packed  individually  in  attractive  counter  dis- 
play cartons  of  ten.  They  are  available 
through  any  good  radio  distributor. 

Dubilier  Condenser  Corp. 
4377  Bronx  Blvd.  New  York 

Dubilier 

LIGHT-  SOCKET  AERIAL 
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The  clearest 
and  truest  Electric  Radio 


Balkite  «A" 

LikeBalkite"AB"  but  for  the 
"A"  circuit  only.  Enables 
owners  of  a  "B"  eliminator 
to  make  an  electric  instal- 
lation af  very  low  cost.  #35. 


Balkite f  <B" 

The  accepted,  tried  and 
proved  light  socket  "B" 
power  supply.  Three  models: 
#22.50,  #35,  #42.50. 


Balkite  Chargers 

Standard  for  "A"  batteries. 
Noiseless.  Can  be  used  during 
reception.  Trickle  or  High- 
Rate,  3  models,  #7.50,  #9.50, 
#17.50. 

Special  models  for  25-40  cycles 
at  slightly  higher  prices.  Prices  are 
higher  W est  of  the  Rockies  and  in 
Canada. 


Is  a  standard  radio  set  equipped 
with  Balkite  Electric  "AB" 


Now  you  can  give  your  customers 
an  AC  electric  receiver  and  still 
keep  your  sales  in  tried  and  proved 
devices. 

Simply  by  equipping  the  sets 
you  sell  with  Balkite  Slectric  "AB." 
Balkite  Electric  "AB"  replaces  both 
"A"  and  "B"  batteries  and  supplies 
radio  power  from  the  light  socket. 
It  contains  no  battery  in  any  form. 
It  operates  only  during  reception. 
It  makes  any  receiver  an  electric  set. 

This  method  makes 
possible  the  use  in  elec- 
tric reception  of  stand- 
ard sets  and  standard 
type  tubes.  Both  are 
tried  and  proved,  and 
give  by  far  the  clearest 
and  truest  reproduc- 
tion—  the  same 
high  standard  of 


Chicago  Civic  Opera 

on  the  air  Thursday  Even- 
ings, 10  P.  M.  and  10:30 
P.  M.  Eastern  time  over 
WJZ  and  fifteen  associated 
stations  on  the  Blue  Net- 
work of  the  National 
Broadcast  Chain. 

BALKITE  HOUR 


Balki 


reception  to  which  set  owners  are 
accustomed. 

In  this  method  there  is  nothing 
experimental,  nothing  untried.  It 
consists  of  two  of  the  most  depend- 
able products  in  radio  —  a  standard 
set  and  Balkite. 

By  all  means  sell  electric  opera- 
tion. As  shown  by  Balkite  sales 
figures,  that's  where  the  volume 
is  in  radio  today.  But  let  the  AC 
sets  you  sell  be  standard  radio  sets 
equipped  with  Balkite 
electric  "AB."  Then 
the  profit  on  each  sale 
will  be  clean. 

Two    models  — 
£64.50   and  £74.50. 
Ask  your  jobber.  Fan- 
steel  Products  Co., Inc., 
North  Chicago, 
Illinois. 


ite 

Electric  AB 

^[contains  no  battery~\> 


i 
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NICKEL 

AND 
OTHER 
FINISHES 


Borentzen. 


Snap  Coyer 
stays 

OPEK 

OR. 

CLOSED 


SIZES 

a  y±  i  n. 

AND 

5  34-  IN. 


(clorStayArn 


TRADE  MARK 


Manufacturer  of 

PHONOGRAPH  AND  RADIO  CABINET 
HARDWARE  AND  METAL  SPECIALTIES 

155  Leonard  St.  NEW  YORK,  N.  Y. 

Samples  and  Prices  nn  Request 


rNONSPILL-. 

«  NEEDLE  CUP  ' 

PATENT  PEN 01  NO 


MEMBERS  OF  A  BIG  FAMILY— LEADERS  IN  THEIR  LINE 


Barbara  Maurel  and  Felix 
Salmond  on  Columbia  Hour 


Concert  Mezzo-Soprano  and  Noted  'Cellist 
Featured  in  Columbia  Celebrity  Radio  Hour 
— Symphony  Orchestra  Under  Bowers  Assists 


Barbara  Maurel,  concert  mezzo-soprano,  and 
Felix  Salmond,  noted  'cellist,  were  the  featured 
artists  in  the  Columbia  Phonograph  Co.  Celeb- 


Barbara  Maurel 

rity  Radio  Hour  on  January  4.  The  programs 
included  selections  played  by  the  Columbia  Sym- 
phony Orchestra,  under  the  direction  of  Robert 
Hood  Bowers,  composer,  whose  compositions 
are  being  included  in  each  celebrity  program 


Felix  Salmond 

by  popular  request.  All  three  artists  record  ex- 
clusively for  the  Columbia  catalog. 

Miss  Maurel  is  known  as  one  of  the  best 
lieder  singers  of  the  day,  with  a  voice  marked 
especially  by  sympathy  and  finished  phrasing. 

Mr.  Salmond  has  a  world-wide  reputation  as 
a  solo  'cellist  of  the  first  rank.  The  number 
of  stellar  artists  performing  on  the  'cello  who 


have  won  wide  following  are  so  few  that  the 
playing  of  Mr.  Salmond  was  an  unusual  treat, 
and  listeners-in  gave  full  vent  to  their  pleasure 
by  sending  in  hundreds  of  letters  of  commenda- 
tion to  the  Columbia  Phonograph  Co. 


Splitdorf-Bethlehem  Elec. 
Go.  Enters  Aviation  Field 


Company  Is  Sponsoring  the  Endurance  Flight 
of  Bert  Acosta  in  an  Attempt  to  Recapture 
World  Record— Splitdorf  Parts  to  be  Used 


A  dramatic  re-entry  into  the  aviation  industry 
is  being  made  by  the  Splitdorf-Bethlehem  Elec- 
trical Co.,  of  Newark,  N.  J.,  maker  of  the 
Splitdorf  radio  receiving  set  and  radio  acces- 
sories. The  company  is  sponsoring  the  endur- 
ance flight  of  Bert  Acosta,  trans-Atlantic  flier, 
in  an  attempt  to  recapture  the  world  record 
now  held  in  Germany. 

Acosta,  who  has  Emile  Burgin  as  co-pilot, 
will  use  Splitdorf  spark  plugs  and  the  new  Split- 
dorf NS-9  lightweight  magneto  on  the  Wright 
whirlwind  engine  which  powers  his  new  single- 
motor  Fokker  monoplane.  The  plane  is  now 
being  groomed  for  the  flight  and  has  been 
christened  "The  Splitdorf."  Acosta  and  Burgin 
expect  to  remain  in  the  air  sixty  hours.  The 
present  record  is  52  hours,  23  minutes. 

The  Splitdorf-Bethlehem  Electrical  Co.  is 
said  to  be  the  oldest  electrical  concern  in  the 
country,  and  was  one  of  the  chief  suppliers 
of  aircraft  magnetos  to  the  Allied  forces  during 
the  war.  While  its  manufacturing  efforts  have 
been  concentrated  mainly  in  the  radio,  electric, 
and  automotive  fields  during  the  post-war  pe- 
riod, the  Splitdorf  laboratory  staff  has  con- 
tinued experimental  work  on  aircraft  magnetos. 

Robert  W.  Porter,  vice-president  of  Split- 
dorf, states  that  the  company  will  shortly  go 
into  active  production  on  the  new  magneto, 
in  line  with  the  policy  of  expansion  announced 
a  year  ago. 


Artistic  French  Phonograph 

From  E.  Philippeau,  7  Rue  de  Blois,  Chateau- 
dun,  France,  manufacturer  of  case  work  for 
phonographs,  we  are  in  receipt  of  a  photograph 
of  a  very  artistic  phonograph  designed  and  ex- 
ecuted by  M.  Philippeau,  who  suffered  the  loss 
of  his  two  hands  during  the  recent  war.  This 
instrument  and  its  creator  have  been  honored 
at  various  expositions,  and  have  also  won  a 
prize  offered  by  the  President  of  the  Republic. 
This  production  is  in  every  respect  a  great 
honor  to  M.  Philippeau. 


Youngjohn's  Music  Store,  162  West  Main 
street,  Norristown,  Pa.,  featured  the  Stewart- 
Warner  matched-unit  radio  receivers  during  the 
holiday  season  with  much  success,  a  marked 
gain  in  sales  being  noted. 


'La  Parisian"  Portable 

Makes  Bow  to  Trade 


Latest  Product  of  the  Allen-Hough  Mfg.  Co. 
Has  Several  Important  Features,  Artistic 
Finish  and  Is  Priced  for  Mass  Trade 


The  Allen-Hough  Mfg.  Co.,  Milwaukee,  Wis., 
has  just  introduced  to  the  trade  a  portable 
named  "La  Parisian."    The  instrument  is  small, 


"La  Parisian"  Portable 

compact  and  most  cleverly  arranged.  Has  a 
sliding  tone  arm,  which  is  in  proper  position 
when  the  portable  is  played,  and  slides  quickly 
into  the  tone  chamber  when  the  top  is  closed. 
The  tone  arm  is  in  attractive  color  harmony 
with  the  Fabrikoid  used  to  cover  the  entire  case. 

"La  Parisian"  is  in  every  way  a  musical  in- 
strument with  practical  playing  value,  and  not 
in  any  sense  a  toy  or  novelty. 


Frangipane  &  Go.  Move 

Offices  to  Lyndhurst  Plant 

Andrew  P.  Frangipane  &  Co.,  Inc.,  have 
moved  their  offices  from  32  Union  Square,  New 
York  City,  to  the  factory  of  the  company,  at 
261  Warren  street,  Lyndhurst,  N.  J.  The  re- 
cent additions  to  the  Frangipane  factory  build- 
ing have  provided  space  for  housing  the  office 
and  manufacturing  divisions  of  the  company 
under  one  roof. 


Takes  Over  Victor  Stock 


Kinney  Bros.  &  Sipprell,  of  Bellingham, 
Wash.,  have  sold  their  stock  of  Victor  mer- 
chandise to  the  Stark  Piano  Co.,  Bellingham. 
Mr.  Stark  is  enthusiastic  over  the  possibilities 
of  the  new  line. 
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UNITED 


Announces 


CUT  SPIRAL  NICKEL 

STEEL  WINDING  GEARS 


TWO-RECORD 
SPRING  BARREL 


TRIPLE  WORM 
INSURING  QUIET-, 
RUNNING 


BRONZE  GOVERNOR  BEARINGS 


SPEED 
REGULATOR  PLATE 


NOISELESS  TURNTABLE 
STOP 


NINE  INCH  TURNTABLE  INCLUDED 
BUT  NOT  SHOWN 


A  New  Portable  Motor 

The  only  one  with  easy,  smooth, 
noiseless  worm-gear  wind 

This  new  United  Portable  Motor  is  worthy  of  the  increasingly  popular  type  of 
Phonograph  in  which  it  will  be  used.  It  refines  the  mechanism  of  the  machine 
in  keeping  with  the  refinement  leading  portable  manufacturers  have  brought  about 
in  their  cases.  It  is  "quality  throughout."  The  Worm  Gear  makes  it  wind  quietly, 
smoothly,  easily.  You  don't  have  to  "lean  on  it"  to  wind  it.  The  winding  shaft  is 
at  top  of  motor — hand  does  not  strike  table  top  when  winding.  It  is  a  smooth- 
running  machine  with  the  same  driving  mechanism  and  the  same  Governor  as  the 
famous  United  No.  5.  Bearings  are  of  bronze.  It  is  very  sturdy,  light  and  extremely 
compact. 

A  STARTLING  VALUE! 

The  exclusive  features  and  finer  construction  of  this  new  Motor  commend  it  to 
your  attention.  It  has  been  slowly  and  carefully  worked  out  in  every  detail  and 
is  a  worthy  companion  of  the  famous  United  Motor  No.  5. 

Order  one  for  testing.  See  how  this  J^ew  United  Portable  Ivlotor 
will  improve  the  performance  and  increase  the  worth  of  your  product. 


Phonograph  Motor  Division 

UNITED  AIR  CLEANER  CO. 

9702  COTTAGE  GROVE  AVENUE 
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nother 


^3' 


Osludak  achi 


/  HE  world  moves  on.  Hand  power 
^/  gives  way  to  motor  power.  Automo- 
bile succeeds  pack-mule  and  aeroplane  suc- 
ceeds automobile.  New  inventions  become 
obsolete  almost  before  they  can  be  patent- 
ed. The  pace  of  progress  is  swift — nowhere 
more  so  than  in  the  realm  of  sound  repro- 
ducers, where  AUDAK  has  set  the  pace  for 
more  than  ten  years. 

Leaders  in  their  field  by  sheer  merit, 
AUDAK  Reproducers  have  successively  out- 
stripped each  other.  Each  new  model  has 
achieved  superiority  over  its  older  brethren. 
Comes  now  the  latest  AUDAK  development 
— evolution,  I  would  better  say.  A  marvel- 
ous new  Reproducer  that  overtops  anything 
heretofore  achieved. 

New  Heights  of  Acoustical 

Excellence  Attained  by  Audachrome 

You  have  heard  renditions  that  gave  back 
the  low  bass  elements.  You  have  heard 
renditions  that  gave  back  the  high,  shrill 
notes.  But  did  you  ever  hear  reproduction 
that  was  absolutely  life-like  and  devoid  of 
mechanical  intrusion  at  both  ends  of  the 
scale?  Did  you?  That  is  AUDACHROME' S 
remarkable  triumph. 


To  Sell  More  of  the  New 
Electrically  Cut  Records— 
and  Eventually  to  Sell  More 
Talking  Machines- 
Bring  This  Startling  New 
AUDAK  Masterpiece  to  Your 
Customers'  Attention. 


AUDAO 

The  Chroma 


Built  on  a 


Reproduces  Lowest  Notes,  Highest  Notes 
and  Chromatic  Shades,  However  Slight 

Anyone  who  ever  heard  mechanically  un- 
satisfactory music  played  by  a  talking  ma- 
chine knows  that  the  marring,  jarring  in- 
accuracies come  at  the  top  and  at  the  bot- 
tom of  the  scale.  Thin,  strident  violin 
music.  Shrilling,  trilling  soprano  notes. 
Low  drum  and  bullfiddle  vibrations.  Deep 
chest  tones  from  the  male  basso.  These 
are  the  elements  wherein  reproduction  has 
hitherto  been  incomplete.  And  here  is 
where  AUDACHROME  gives  new  meaning 
to  the  term  "reproduction.11 

Yes,  it  is  true,  as  a  dem- 
onstration will  prove.  For 
the  first  time  dealers  have 
now  a  reproducer  that  gives 
back  highest  and  lowest 
notes  as  naturally,  as  hu- 
manly, as  perfectly  as  it 
reproduces  the  easier 
middle  range.  Moreover, 
AUDACHROME  reaches  a  new  standard  in 
the  important  matter  of  chromatic  shad- 
ings or  color-tones,  so  impossible  for  aver- 
age reproducers  to  attain.  With  AUDA- 
CHROME you  can  play  the  most  difficult 
orchestral  or  vocal  selection  from  your 
stock — and  invariably  the  listening  custo- 
mer will  be  enthralled.  Every  piece  in  the 
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ivement 


[ROME 

Reproducer 

Principle 


msemble  will  be  heard.  Every  note  will 
register.  Every  syllable  and  eccentricity  of 
the  human  voice  will  be  given  back  with  the 
naturalness  of  life  itself.  For  AUDA- 
CHROME is  "FAITHFUL  TO  THE  ECHO." 

Whatever  Went  Into  the  Record 

Audachrome  Reproduces — Exactly  I 

It  is  not  claimed  that  AUDACHROME  will 
do  black  magic.  It  cannot  give  back  what 
never  went  into  the  record.  But,  take  my 
word  for  this!  AUDACHROME  interprets 
as  never  before.  Each  and  every  value  of 
voice  or  instrument  which  materialized  at 
the  original  cutting  of  the  record  is  repro- 
duced perfectly. 

That  you  may  realize  how  faithfully 
AUDACHROME  reproduces — it  actually  re- 
incarnates the  scene !  Acoustical  character- 
istics are  reproduced  so  minutely  that  I  am 
not  exaggerating  when  I  say  that  AUDA- 
CHROME "takes  you  there.1 1  And  if  the 
new  AUDAK  masterpiece  is  so  faithful,  so 
entirely  natural  and  life-like  in  interpret- 
ing the  physical  properties  of  the  scene, 
judge  for  yourself  how  completely  it  must 
reproduce  music  and  voices! 

What  of  it?  you  ask!  Why  all  this  detail? 
How  will  the  new  AUDAK  Reproducer  help 
us  make  more  sales  and  profits?    By  show- 


DEALERS  WILL  RECOGNIZE 
IN  AUDACHROME  A  NEW 
STIMULUS  TO  RECORD 
BUSINESS 


ing  your  customers  a  new  conception  of 
talking  machine  realism.  By  rendering 
any  and  all  records  in  so  life-like  and  nat- 
ural a  manner  that  AUDACHROME  will  be 
wanted  and  more  of  your  records  will  be 
wanted — as  never  before !  This  is  where 
you  come  in. 

Demonstrate  with  AUDACHROME  —  for 
the  sake  of  sales  and  prestige !  Give  your 
trade  the  best  interpretation  of  the  won- 
derful new  electrical  records.  Tie  up  with 
quality  and  progress!  Make  the  most  of 
AUDACHROME !  Communicate  with  your 
jobber  today. 


PRESIDENT 


™e  AUDAK  COMPANY 

565  Fifth  Ave.,  New  York,  N.  Y. 

"Makers  of  Electrical  and  Acoustical  Apparatus 
for  More  than  10  Years." 


The  Talking  Machine  World,  New  York,  January,  1928 


The  VERAPHONIC 

Vincennes  Phonographs 

t|  There  has  been  added  to  the  Vincennes 
group  of  high-grade  Phonographs  the 
Automatic,  carrying  a  retail  price  of  only 


$48500 

This  newly  developed  instru- 
ment operates  a  battery  of  ten 
records,  which  may  be  played 
over  and  over  again— without 
attention,  as  long  as  desired; 
or,  by  means  of  the  selector,  a 
predetermined  number  of 
records  will  be  played  and  the 
machine  will  automatically 
cut  off. 

This  automatic  record-chang- 
ing  device  is  incorporated  into 
the  Vincennes  Veraphonic. 


Finish:         Mahogany  and  Walnut 
Dimension:   Height  46^" ;  Width  30  9/16";  Depth22'//' 
Equipment:  Automatic  Record  Changing  Device 


The  phonograph  that  9  people  out  of  10 — blindfolded — 
will  choose  over  any  other  make. 

Other  models  in  the  Veraphonic  Line— $80.00  to  $225.00 
Models  in  the  RIVOLI  Line— $65.00  to  $180.00 


Utncennes  pfjonograpf)  jUanufacttmng  Company 

Vinttnnzti,  Snbtana 

See  our  display  in  the  American  Furniture  Mart,  Space  917,  January  3-24,  1928 


Last-Minute  News  of  the  Trade 


E.  E.  Shumaker  Finds  Europe  Enthusiastic 

Over  New  Type  Victrolas  and  Records 

Reception  Accorded  "His  Master's  Voice"  Instruments  and  Records  Points  to  1928  Being  the 
Best  Year  on  Continent,  Says  President  of  the  Victor  Talking  Machine  Co. 


With  all  of  Europe  enthusiastic  about  the 
new  types  of  "His  Master's  Voice"  instruments 
and  the  new  "His  Master's  Voice"  electrically 
recorded  records,  the  talking  machine  business 


Edward  E.  Shumaker 

in  the  British  Isles  and  on  the  Continent  is 
certain  in  the  next  year  to  be  the  largest  in  the 
history  of  the  industry,  according  to  E.  E.  Shu- 
maker, president  of  the  Victor  Talking  Machine 
Co.,  who  has  just  returned  from  a  two  months' 
European  trip,  during  which  he  studied  busi- 
ness conditions  abroad  and  visited  the  plants 
of  the  companies  affiliated  with  Victor. 

"The  instruments  corresponding  to  the  Or- 
thophonic  Victrola,  the  Automatic  Victrola  and 
the  instruments  which  reproduce  and  amplify 
electrically  are  just  being  shown  in  Europe  and 
the  reception  they  are  having  is  amazing,"  Mr. 
Shumaker  said  on  his  return.  "It  is  impossible 
to  keep  the  supply  equal  to  the  demand.  In 
every  large  city  the  display  of  any  instrument 
in  a  shop  window,  even  though  it  is  of  a  type 
that  has  been  on  the  market  for  some  time, 
causes  crowds  to  gather.  On  trains  people 
discuss  the  new  records  and  instruments  the 
way  we,  a  few  years  ago  in  America,  discussed 
radio  and  some  outstanding  concert  which  had 
just  been  broadcast.  In  Paris,  London.  Berlin 
or  Bucharest  it  is  the  same.  Stores  selling 
records  are  crowded  with  lines  of  people  wait- 
ing to  get  into  the  demonstration  booths.  Eu- 
rope has  suddenly  become  awake  to  recorded 
music." 

During  his  trip  Mr.  Shumaker  visited  the 
British  Isles,  France,  Italy,  Jugo-Slavia,  Ru- 
mania, Austria,  Germany  and  Belgium  and  in 
each  country  made  a  careful  survey  of  business 
conditions,  especially  as  they  affected  the  talk- 
ing machine  and  record  market.  In  England, 
France,  Belgium,  Italy,  Germany  and  Austria 
he  visited  the  plants  of  the  companies  asso- 
ciated with  Victor. 

This  tremendous  interest  in  recorded  music 
which  has  sprung  up  in  Europe  in  the  past  two 
years  Mr.  Shumaker  believes  is  due,  in  a  great 
measure,  to  the  new  and  greatly  improved  in- 
struments and  the  new  method  of  recording. 

"Europeans  are  born  music  lovers,"  he  said 
in  discussing  his  trip.  "They  are  perhaps  more 
exacting  in  their  tastes  than  we  are  and  I  be- 
lieve that  under  the  old  system  of  recording 
they  were  never  completely  satisfied.  Now, 
when  it  is  possible  to  reproduce  a  complete 
symphony  orchestra  or  a  world-famous  voice 


with  perfect  realism,  they  are  finding  that  they 
can  have  in  their  own  homes  just  what  they 
would  hear  in  the  concert  hall.  Where  a  few 
years  ago  people  of  culture  did  not  consider 
the  talking  machine  seriously  and  refused  to 
have  them  in  their  houses,  to-day  they  exhibit 
their  new  instruments  with  pride.  Conversation 
constantly  turns  on  the  subject  of  new  record- 
ings and  people  await  with  interest  each  an- 
nouncement of  new  releases. 

"Not  only  are  they  interested  in  music  re- 
corded by  their  own  artists  and  in  their  own 
languages.  American  Jazz  and  the  fame  of 
American   orchestras  are   sweeping  the  world 


through  our  recordings.  I  visited  a  good  many 
cities  during  my  trip  and  I  do  not  remember 
one  in  which  I  did  not  hear  American  music 
played,  both  by  orchestras  and  talking  ma- 
chines. There  is  no  question  in  my  mind  that 
the  Victor  Company  and  its  associated  com- 
panies have  ahead  of  them  the  greatest  business 
they  have  ever  experienced." 

In  addition  to  his  enthusiasm  for  the  foreign 
market,  Mr.  Shumaker  expressed  himself  as 
exceedingly  pleased  with  the  results  accom- 
plished by  the  Victor  Company  during  his 
absence. 

"It  is  most  gratifying,"  he  said,  "to  return 
to  find  that  our  sales  of  records  during  the 
period  of  my  absence  have  been  beyond  our 
expectations.  Instruments,  too,  have  had  a 
remarkable  sale  and  we  experienced  a  shortage 
in  most  models.  Our  line  of  de  luxe  models 
and  high-priced  radio  combinations  was  prac- 
tically exhausted  even  before  the  usual  holiday 
gift  buying." 


C.  D.  MacKinnon  and  C.  T.  McKelvy  Occupy 
Important  Posts  With  Sonora  Phonograph  Co. 

Both  Executives  Have  Been  Identified  With  Phonograph  Industry  for  Many  Years — Mr.  Mac- 
Kinnon Is  Sales  Manager  of  Record  Division  and  Mr.  McKelvy  Is  Sales  Promotion  Manager 


P.  L.  Deutsch,  president  of  the  Acoustic 
Products  Co.,  Inc.,  and  the  Sonora  Phono- 
graph Co.,  which  it  controls,  announced  this 
week  the  appointment  of  C.  D.  MacKinnon 
as  general  sales  manager  of  the  Sonora  record 
division  and  C.  T.  McKelvy  as  sales  promotion 
manager  of  the  Sonora  Co.  Both  of  these 
popular  executives  have  already  assumed  their 
new  duties,  Mr  MacKinnon  making  his  head- 
quarters at  the  Sonora  Eastern  offices  in  New 
York  and  Mr.  McKelvy  at  the  Sonora  general 
offices  in  Chicago. 

C.  D.  MacKinnon  and  C.  T.  McKelvy  will 
need  no  introduction  to  talking  machine  dealers 


territorial  salesman,  special  representative  and 
sales  promotion  manager,  and  more  recently 
general  manager  of  the  H.  T.  Roberts  Co. 
He  achieved  outstanding  success  in  the  prep- 
aration of  sales  promotion  campaigns  and  is 
eenerally  recognized  as  one  of  the  most  capa- 


C.  D.  MacKinnon 

and  jobbers  throughout  the  country,  for  they 
have  both  been  identified  with  the  phonograph 
industry  for  many  years  and  have  hosts  of 
friends  among  retailers  and  wholesalers  from 
coast  to  coast.  Mr.  MacKinnon  was  for  seven 
years  assistant  general  sales  manager  of  the 
Vocalion  division  of  the  Aeolian  Co.  and  for 
three  years  served  as  manager  of  record  sales 
for  the  Brunswick-Balke-Collender  Co.  More 
recently  he  was  Eastern  sales  manager  for  the 
H.  T.  Roberts  Co.  and  he  brings  to  his  new 
post  an  intimate  familiarity  with  every  phase 
of  record  merchandising.. 

C.  T.  McKelvy  was  associated  with  the 
Brunswick-Balke-Collender  Co.  for  several 
years,    occupying,    respectively,    the   posts  of 
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C.  T.  McKelvy 

ble  executives  in  the  development  of  profitable 
and  productive  sales  ideas. 


Gold  Seal  Electrical  Go. 
Takes  Over  Appliance  Firm 

The  Gold  Seal  Electrical  Co.,  New  York, 
manufacturer  of  Gold  Seal  tubes,  has  announced 
the  acquisition  of  the  business  of  the  Gold  Seal 
Electric  Co.,  of  Cleveland,  O.,  manufacturer  of 
household  electrical  appliances.  This  is  the 
first  step  in  an  extensive  program  of  expansion. 
Factories  will  be  maintained  at  Cleveland,  O., 
and  Newark,  N.  J.,  with  executive  and  sales 
offices  in  New  York. 
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A  Glance  Into  the  Trade  Future 

THE  year  1928  is  now  with  us,  bringing  the  hopes  and 
expectations  of  twelve  months  of  business  that  will  prove  dis- 
tinctly satisfying,  both  to  those  who  manufacture  and  those  who 
distribute  talking  machines  and  radio  apparatus,  together  with 
their  accessories.  There  is  a  distinct  inclination  among  the  far- 
seeing  members  of  the  industry  to  play  the  business  cards  during 
the  year  as  they  see  them,  without  making  any  extensive  prophecies 
as  to  any  noteworthy  stimulation  of  activity,  nor  yet  of  any 
noticeable  backsliding. 

The  role  of  prophet  under  any  conditions  is  a  thankless  one, 
but  it  does  not  require  a  prophetic  sense  to  view  conditions  as 
they  exist,  or  consider  the  happenings  of  the  past  year  in  retrospect, 
and  then  gauge  with  a  certain  measure  of  exactness  at  least  what 
may  normally  be  expected  during  the  months  to  come.  At  the 
present  time  the  past  performance  chart  is  of  particular  value,  for 
it  indicates  that  there  have  been  overcome  during  the  past  year 
or  two  many  annoying  problems,  the  elimination  of  which  will 
mean  clearer  sailing  in  the  future. 

So  far  as  the  talking  machine  trade  is  concerned,  there  are 
those,  and  they  are  in  the  majority,  who  believe  that  the  peak  of 
the  revival  is  yet  to  come,  and  there  is  every  good  reason  to  believe 
that  this  is  so,  for  1927  saw  in  many  cases  a  volume  of  orders  that 
could  not  be  filled  and  in  certain  lines  and  certain  products  it  is 
likely  that  a  similar  condition  will  exist  during  a  part  of  1928 
at  least. 

The  public  has  been  going  through  a  period  of  education  as 
to  the  actual  value  of  the  new  instrument.  It  has  been  more  or 
less  of  a  slow  process,  with  so  many  factors  to  attract  attention, 
but  it  has  been  quite  evident  that  a  large  proportion  of  the  public 
is  constantly  becoming  better  acquainted  with  what  may  be  properly 
termed  a  new  medium  for  musical  enjoyment.  This  process  of 
education  has  rested  largely  on  the  shoulders  of  dealers,  for  the 
widespread  printed  word  of  the  manufacturer  has  to  be  backed 
up  with  physical  demonstrations  to  prove  finally  convincing.  That 
an  increasing  number  of  dealers  are  realizing  their  obligations 


under  these  conditions  is  one  of  the  encouraging  signs  for  the 
future.  As  one  prominent  manufacturer  put  it,  the  new  type  of 
talking  machine  is  "not  a  lusty  infant  but  a  revived  giant." 

Again  it  is  pertinent  to  call  attention  to  the  increasing  sales 
of  records  of  the  better  type,  an  outstanding  feature  of  the  1927 
business,  and  which  promises  to  show  stronger  advance  this  year. 
The  production  of  complete  symphonies,  operas,  choral  works  and 
the  like,  and  the  ready  sale  of  these  record  collections  at  substantial 
prices,  is  one  of  the  best  evidences  that  talking  machine  owners 
will  buy  good  records  if  they  are  properly  presented.  This  fact 
has  been  further  emphasized  by  the  response  to  the  action  of  one 
manufacturer  in  reducing  prices  of  records  by  noted  artists  to  a 
level  comparable  to  prices  asked  for  popular  numbers.  The  rapid 
increase  in  sales  almost  immediately  was  evidence  of  the  fact  that 
the  widespread  distribution  of  good  music — the  sort  that  remains 
interesting — is  possible  and  profitable. 

In  radio  there  is  every  indication  that  the  progress  made  dur- 
ing the  past  year  will  continue  during  1928,  with  a  number  of 
disappointments  of  last  year  eliminated.  The  progress  of  stabiliza- 
tion in  the  industry  has  been  remarkable,  and  although  there  was 
some  upset  of  schedules  during  1927,  due  chiefly  to  the  introduc- 
tion and  demand  for  socket  power  receivers,  the  situation  has  been 
handled  apparently  as  well  as  possible  under  the  conditions  and 
has  been  ironed  out  to  a  degree  where  it  is  not  likely  to  present 
any  serious  problem  during  1928,  particularly  as  the  field  for  new 
sets  continues  active  and  replacement  opportunities  continue  to 
increase. 

As  one  prominent  radio  official  puts  it,  the  public  has  become 
"radio  wise"  and  inclined  to  show  definite  preferences  with  suf- 
ficient strength  to  offer  a  distinct  guide  for  manufacturers  who 
are  desirous  of  meeting  market  demands  rather  than  forcing  their 
own  ideas  on  a  resisting  market.  Certain  it  is  that  the  public  is 
demanding  stability  of  product,  ease  of  operation,  coupled  with 
attractive  appearance.  Despite  the  changes  that  have  come  into 
radio  during  the  past  couple  of  years,  it  is  significant  that  the 
tendency  is  toward  receivers  that  are  attractively  encased,  as  well 
as  efficient  in  operation.  In  other  words,  radio  has  progressed 
to  a  point  where  it  is  accepted  as  substantial  and  worth  while,  and 
attention  is  being  directed  towards  general  appearance,  and  at 
retail  prices  that  are  calculated  to  put  real  dollars  in  the  dealer's 
pocket. 

A  bright  spot  in  radio  during  1928  will  be  the  soundness 
of  the  broadcasting  situation.  The  activities  of  the  Federal  Radio 
Commission  during  the  past  year  in  clearing  up  the  broadcasting 
tangle  by  eliminating  numerous  stations  and  dividing  the  wave 
lengths  of  the  remainder  so  that  there  would  be  a  minimum  of 
interference,  has  proved  a  boon  to  those  desirous  of  receiving  onlv 
one  program  at  a  time.  This  possibility  of  clear  reception,  due 
not  only  to  the  Commission's  action  but  to  radical  improvements 
in  broadcasting  apparatus  and  procedure,  has  served  to  arouse 
the  buying  interest  of  thousands  of  people  who  heretofore 
have  been  more  or  less  skeptical  of  radio's  value.  The  increasing 
number  of  people  who  will  be  convinced  during  the  coming  year 
points  to  an  expanding  market  of  no  mean  dimensions. 

There  is  to  be  considered,  too,  the  marked  improvement  and 
elaboration  of  broadcasting  programs.  Only  the  other  night  some 
30,000,000  people  had  an  opportunity  of  listening  to  an  hour's 
program  that  cost  the  sponsors  $67,000  and  utilized  the  services 
of  entertainers  and  speakers  in  five  widely  separated  cities,  namely, 
New  York,  Detroit,  Chicago,  New  Orleans  and  Los  Angeles.  We 
find  prominent  factors  in  the  motor  car  field,  piano  manufacturers, 
talking  machine  and  record  manufacturers,  and  those  interested 
in  the  marketing  of  a  variety  of  products  sending  out  over  the 
air,  often  through  a  chain  of  from  twelve  to  twenty  stations,  pro- 
grams that  are  distinctly  meritorious  and  would  not  be  available 
to  the  average  listener-in  except  at  a  cost  far  beyond  his  means. 
In  short,  there  is  no  longer  any  uncertainty  regarding  radio  enter- 
tainment, and  we  enter  the  new  year  with  this  assurance  and  with 
the  further  possibility  that  there  will  be  still  further  improvements 
during  the  coming  twelve  months. 

As  to  the  trade  itself,  it  is  optimistic.  There  are  some  things, 
of  course,  to  be  ironed  out,  but  through  the  medium  of  associated 
effort  these  matters  are  being  taken  care  of  gradually  and  satis- 
factorily. Exaggerated  claims  and  cut-throat  methods  are  fast 
giving  place  to  sensible  business  policies,  which  is  one  of  the  best 
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indications  of  the  actual  stability  of  the  trade.  The  only  fly  in 
the  ointment  is  the  patent  situation,  which,  too,  is  being  cleared 
up  gradually  through  licensing  arrangements  and  by  other  methods. 
There  will  probably  be,  of  course,  certain  legal  activities  in  this 
line,  but  it  must  be  considered  that  no  industry  of  the  size  and 
scope  of  radio  has  ever  reached  its  full  growth  without  such  en- 
tanglements.   It  is  one  of  the  penalties  of  success. 


Getting  All  the  Record  Business 

FOR  the  dealer  who  is  interested  in  his  business  on  a  permanent 
basis  and  who  realizes  the  importance  and  profit  possibilities 
of  record  sales,  the  new  year  should  see  a  strong  concentration  on 
the  pushing  of  records  of  the  sort  that  may  be  deemed  to  hold 
permanent  interest,  that  is,  records  of  high-class  compositions  by- 
artists  of  recognized  standing. 

For  a  quarter  of  a  century  dealers  have  been  urged  to  devote 
efforts  to  the  merchandising  of  the  better  class  of  records,  and 
for  a  quarter  of  a  century  there  have  been  those  who  have  been 
satisfied  to  take  the  easy  money  that  comes  with  little  effort  in 
the  selling  of  popular  selections  and  let  the  better  records  remain 
on  the  shelves  until  called  for,  thus  putting  a  burden  on  the  stock 
overhead  that  has  not  always  been  appreciated. 

However,  the  advice  to  give  thought  to  the  better-class  selec- 
tions is  as  pertinent  to-day  as  it  was  ten,  fifteen  or  twenty  years 
ago,  and  those  who  have  really  given  thought  to  the  matter  and 
have  put  that  thought  into  execution  have  realized  the  soundness 
of  the  suggestion.  Particularly  now,  with  the  marked  improve- 
ment in  recording  and  the  notable  offerings  of  symphonies,  great 
orchestral  and  choral  works  in  album  form,  there  has  been  made 
available  to  the  public  a  tremendous  volume  of  tuneful  music  that 
will  be  just  as  live  in  the  record  library  five  years  from  now  as 
it  is  to-day. 

This  does  not  mean  that  the  popular  end  of  the  business  is 
to  be  neglected,  for,  as  a  matter  of  fact,  the  sales  of  popular  records 
can  generally  take  care  of  themselves.  That,  however,  is  only 
part  of  the  business,  and  the  appeal  of  such  records,  although 
wide,  is  in  no  sense  general.  It  is  by  gaining  a  sound  understand- 
ing of  good  music  and  its  possibilities  that  the  dealer  can  realize 
100  per  cent  on  his  record  market. 

During  the  year  it  is  the  intention  of  The  World  to  present 
a  series  of  pertinent  articles  on  the  selling  possibilities  of  fine 
records.  There  is  nothing  heavy  or  mysterious  about  it.  It  is 
simply  a  recognition  of  opportunities  that  actually  exist  but  some- 
times remain  unseen. 


Realizing  Two  Profits  on  Music 

DESPITE  the  widespread  use  of  mechanical  mediums  for  the 
reproduction  of  music,  there  still  remains  and  is  constantly 
being  developed  a  desire  on  the  part  of  a  large  portion  of  the 
public  to  enjoy  music  through  personal  performance.  This  means 
that  there  are  some  millions  of  American  citizens  who  gain  great 
satisfaction  through  their  ability  to  perform  on  some  particular 
musical  instrument,  whether  it  be  a  grand  piano  or  harmonica. 

To  consider  this  portion  of  the  public  only  from  the  angle 
of  its  interest  in  talking  machine  or  radio  reproduction  of  music 


often  means  that  a  substantial  opportunity  for  additional  sales  is 
being  overlooked.  Being  able  to  perform,  it  is  but  natural  that 
these  people  are  not  only  interested  in  various  types  of  musical 
instruments,  but  are  likewise  interested  in  sheet  music,  and  there 
are  a  substantial  number  of  dealers  who  have  found  it  distinctly 
to  their  advantage  to  carry  stocks  of  sheet  music  for  the  con- 
venience of  patrons. 

The  radio  and  talking  machine  have  served  to  make  the  public 
distinctly  familiar  with  selections  of  the  better  class,  as  well  as 
those  of  the  popular  brand,  and  a  diversified  stock  of  music  from 
which  a  purchaser  may  select  a  desired  number,  perhaps  while 
he  is  hearing  it  reproduced  over  the  air  or  through  the  record, 
means  that  the  dealer  is  in  a  position  to  capture  a  sale  that  might 
ordinarily  go  to  some  other  store.  It  is  true  that  the  units  are 
small,  but  they  are  many  and  they  count. 


Self-Protection  in  Instalment  Selling 

IN  addressing  the  American  Economic  Association  in  St.  Louis 
recently  on  the  question  of  instalment  selling,  John  C.  Lonsdale, 
president  of  the  National  Bank  of  Commerce  of  St.  Louis,  defended 
the  practice  provided  it  was  carried  out  along  the  correct  lines.  He 
declared  that  one  manner  in  which  the  dealer  who  sold  on  time  could 
protect  himself  was  to  see  to  it  that  the  unpaid  balance  on  an)' 
merchandise  at  any  time  should  not  exceed  its  reclaim  value.  In 
short,  what  is  needed  to  keep  instalment  selling  on  a  sound,  safe  basis 
is  to  demand  and  insist  upon  larger  down  payments  and  shorter 
terms.  It  might  be  well  for  many  retailers  of  talking  machines  and 
radio  receivers  to  give  thought  to  the  advice  of  this  particular 
banker,  who  appears  to  be  one  of  the  few  in  financial  circles  who 
have  not  seen  fit  to  attack  instalment  selling  without  qualification. 

On  the  basis  of  cold  figuring  a  $300  phonograph  upon  which 
only  10  per  cent  payment  has  been  made  can  not  easily  be  resold  for 
$270  in  case  of  repossession,  but  there  is  a  chance  that  it  would 
bring  the  $240  that  would  remain  unpaid  after  a  20  per  cent  initial 
deposit  had  been  made.  If  the  dealer  will  stop  to  think  just  how 
much  he  can  get  for  a  talking  machine  or  radio  should  the  customer 
renege  on  his  contract  he  will  be  strongly  inclined  to  see  that  the 
first  payment  is  sufficiently  large  to  give  him  a  certain  amount 
of  protection. 


They  Came,  Saw  and  Were  Conquered 

IN  Seattle  recently  talking  machine  dealers  came  to  the  conclusion 
that  sales  were  not  more  active  for  the  reason  that  the  public 
was  not  properly  acquainted  with  the  new  products  that  were 
available  for  its  entertainment.  The  result  was  that  the  dealers 
appointed  a  committee,  and  in  co-operation  held  an  "open-house 
week."  The  occasion  was  widely  advertised,  and  the  public  was 
advised  that  visitors  would  be  welcome  at  every  talking  machine 
store  where  they  might  inspect  and  listen  to  the  new  instruments 
without  obligation  and  without  fear  of  solicitation.  The  result  was 
that  the  public  came  and  saw,  in  great  numbers,  and  business  im- 
proved. So  far  as  we  know  the  idea  is  not  patented,  and  it 
might  be  well  for  dealers  in  other  localities,  who  find  public  in- 
terest lagging,  to  make  a  similar  move. 
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WE  START  THE  NEW  YEAR  BY  GIVING  YOU 
A  BETTER  QUALITY,  IMPROVED  RECORDING, 
GREATER  VOLUME  AND  CLARITY  IN  THE 
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BELL  RECORDS 

L 

Let  us  assist  you  in  merchandising  these  records  and  from 
our  long  experience  increase  your  selling 

R 

L 

THE  BELL  RECORD  CORPORATION 

18  CLINTON  STREET                                                  NEWARK,  N.  J. 

D 
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Last-Minute  News  of  the  Trade 


Carryola  Co.  of  America  Is  Planning 

Extensive  Advertising  Drive  for  1928 

Geyer  Co.,  of  Dayton,  0.,  One  of  Leading  Agencies  in  Middle  West,  Directing  the  Largest 
Advertising  Campaign  Ever  Undertaken  by  Weil-Known  Portable  Manufacturer 


One  of  the  most  extensive  national  advertis- 
ing campaigns  ever  attempted  in  the  portable 
phonograph  industry  has  been  planned  for  1928 
by  the   Carryola   Co.   of  America,  Milwaukee 


B.  B.  Geyer 

manufacturer,  according  to  a  recent  announce- 
ment. 

The  account  has  been  placed  with  The  Geyer 
Co.,  of  Dayton,  O.,  national  advertising  agency, 
which  is  directing  the  advertising  for  Frigid- 
aire  Corp.  and  the  Delco-Light  Co.,  two  Gen- 
eral Motors  subsidiaries  now  holding  com- 
manding positions  in  their  respective  fields. 
It  also  places  advertising  for  a  score  of  other 
nationally  known  firms. 

In  naming  The  Geyer  Co.  as  advertising  coun- 
sellor, Carryola  executives  have  obtained  the 
services  of  an  agency,  clients  of  which  have 

Audak  Go.  Announces  the 

Audachrome  Reproducer 

"Chromatic  Reproducer  Built  on  Entirely  New 
Principle,"  Says  Maxmilian  Weil 


As  this  issue  of  The  Talking  Machine  World 
reaches  the  trade,  on  January  15,  to  be  exact, 
Maximilian  Weil,  president  of  the  Audak  Co., 
New  York  City,  will  present  to  the  trade  his 
newest  product — the  Audachrome.  Veiled  in 
secrecy  during  its  long  period  of  development 
it  was  shown  and  demonstrated  for  the  first 
time  to  a  representative  of  The  Talking  Ma- 
chine World  just  prior  to  its  general  release. 

In  describing  the  new  product  Mr.  Weil 
stated  in  part:  "The  Audachrome,  as  its  name 
implies,  is  a  chromatic  reproducer.  It  is  en- 
tirely different  from  any  other  reproducer.  It 
is  built  on  an  entirely  new  principle.  Every 
part  of  it  is  new  and  different,  even  to  the  set- 
screw  for  the  needle.  The  Polyphase  repro- 
ducer has  represented  our  acme  of  achievement 
in  the  past.  Improvements  were  constantly 
made  so  that  it  seemed  as  though  the  pinnacle 
of  achievement  in  reproducers  had  been  reached. 
The  Audachrome,  however,  far  exceeds  the 
Polyphase  in  its  performance. 

"In  the  new  electrically  recorded  type  of 
record  there  are  many  notes  and  frequencies 
recorded  that  have  hitherto  been  impossible. 
With  the  average  reproducer  many  of  these 
tones  are  not  heard.  With  the  peculiar  con- 
struction of  the  Audachrome  everything  that 
has  been  put  into  the  record  is  reproduced.  It 
reproduces  not  only  the  complete  musical  regis- 
ter, but  every  chromatic  shading  characteristic 
of  the  various  instruments  of  the  orchestra." 


achieved  outstanding  success  in  their  respective 
fields.  Frigidaire  Corp.  is  the  recognized  leader 
in  the  electric  refrigeration  industry,  and  has 
risen  to  a  high  position  in  the  General  Motors 
group  within  the  past  five  years.  The  Delco- 
Light  Co.,  manufacturer  of  farm  lighting  plants 
and  pumps,  likewise  leads  its  field  by  a  wide 
margin.  Among  other  accounts  of  The  Geyer 
Co.  are  the  Dayton  Rubber  Mfg.  Co.,  the  Ameri- 
can Seeding  Machine  Co.,  and  many  other  well 
known  concerns  throughout  the  country.  By 
obtaining  the  services  of  a  large  agency,  the 
Carryola  Co.  will  have  access  to  the  combined 
experience  of  a  large  staff  of  advertising  spe- 
cialists who  have  gained  national  recognition. 

A  special  staff  under  direct  supervision  of  B. 
B.  Geyer,  president  and  general  manager  of 
The  Geyer  Co.,  has  been  placed  at  the  disposal 
of  Carryola  and  is  preparing  copy  for  the 
projected  campaign.  Constant  contact  between 
the  company  and  the  Geyer  agency  will  be 
maintained  by  A.  J.  Foose  who  was  specially 
assigned  to  this  account,  and  by  copy  writers 
who  will  concentrate  their  entire  efforts  on 
Carryola  advertising.  Advertising  now  in  the 
course  of  preparation  will  be  placed  with  sev- 
eral of  the  country's  leading  weekly  magazines, 
as  well  as  in  foremost  trade  journals  of  the 
industry. 

Important  improvements  in  the  Carryola,  an- 
nounced recently,  will  be  brought  to  public 
notice  by  means  of  this  enlarged  advertising 
schedule,  according  to  present  plans.  New  mar- 
kets will  be  opened  for  this  type  of  phonograph 
through  this  program,  designed  to  still  further 
strengthen  the  position  of  the  company  in  the 
industry  in  which  it  is  a  leader. 


Advance  publicity,  both  published  and  mailed, 
heralded  the  appearance  of  the  Audachrome. 
Mr.  Weil  has  planned  his  factory  production  to 
meet  an  expected  heavy  demand.  The  improved 
Polyphase,  Singlephase  and  Reselatin  repro- 
ducers will  be  continued  with  the  Audachrome 
taking  its  rightful  place  as  leader  of  the  line. 

Noel  S.  Dunbar  Is  Split- 

dorf  Advertising  Manager 

Will    Direct    Advertising    of    Splitdorf  Radio 
Corp.  and  Other  Subsidiaries 


Noel  S.  Dunbar  has  been  appointed  general 
advertising  manager  of  the  Splitdorf  Radio 
Corp.,  of  Newark,  N.  J.,  and  other  subsidiary 
companies  of  the  Splitdorf-Bethlehem  Electri- 
cal Co.  Mr.  Dunbar  is  an  advertising  man  of 
many  years'  experience.  For  a  number  of  years 
Mr.  Dunbar  was  connected  with  Dorrance-Sul- 
livan  &  Co.,  New  York  City,  and  prior  to  that 
with  Lord  and  Thomas.  Both  these  agencies 
rank  particularly  high  in  the  advertising  profes- 
sion, and  while  with  them  Mr.  Dunbar  gained 
a  fund  of  knowledge  that  will  undoubtedly 
prove  very  beneficial  in  his  present  position. 
Mr.  Dunbar  has  been  connected  with  the  Split- 
dorf Radio  Corp.  for  some  time  in  an  advisory 
capacity  and  took  over  the  advertising  depart- 
ment of  the  various  companies  last  month. 


Starr  Piano  Go.  Eastern 

Division  in  New  Quarters 

Gennett  Recording  Studios  and  Eastern  Sales 
Division  Now  Occupying  Building  in  Wood- 
side,  L.  I. — Covers  About  10,000  Square  Feet 


The  Starr  Piano  Co.,  manufacturer  of  Gen- 
nett records,  has  just  taken  occupancy  of  a 
large  building  at  6010  Thirty-eighth  avenue, 
Woodsfde,  L.  I.,  which  will  be  utilized  as  a 
recording  studio  and  salesroom  for  the  Eastern 
division.  The  building  has  approximately  10,000 
square  feet,  with  exceptional  facilities  for  re- 
cording purposes.  A  thoroughly  up-to-date 
plating  room  is  part  of  the  factory  equipment 
and  there  is  sufficient  room  for  expansion  in 
all  of  the  different  departments  of  the  com- 
pany's recording  activities. 

The  new  building  is  ideally  located,  being 
near  the  Woodside  station,  and  affords  much 
needed  facilities  for  the  growth  of  the  Starr 
Piano  Co.'s  recording  division,  as  well  as  the 
presentation  of  its  various  products  for  the 
Eastern  trade.  George  H.  Keats,  business  man- 
ager of  the  recording  division;  Ben  Witlin, 
Eastern  sales  manager;  Gordon  Soule,  musical 
director,  and  Arthur  J.  Lyons,  technical  record- 
ing manager,  are  all  making  their  headquarters 
at  the  Woodside  plant. 

Brunswick  Go.  Announces 
New  Vocalion  Distributors 

Elion  Bros.,  El  Paso,  Tex.;  Harbison  Manufac- 
turing Co.,  Kansas  City,  Mo.,  and  Cleveland 
Phonograph  Co.  to  Job  Vocalion  Record  Line 


From  the  general  offices  of  the  Brunswick- 
Balke-Collender  Co.,  Chicago,  comes  the  an- 
nouncement of  the  following  jobbers  of  Vo- 
calion records:  Elion  Bros.,  of  El  Paso,  Tex., 
who  will  distribute  Vocalion  records  in  western 
Texas,  New  Mexico  and  Arizona;  the  Harbison 
Mfg.  Co.,  of  Kansas  City,  Mo.,  which  will  cover 
parts  of  Missouri,  Kansas,  Oklahoma  and 
Nebraska.  The  Harbison  Mfg.  Co.  is  one  of 
the  leading  distributing  houses  in  Kansas  City, 
and  has  made  plans  for  a  vigorous  campaign 
on  the  Vocalion  line.  The  company  reports  a 
tremendous  demand  for  "Jim  Jackson's  Kansas 
City  Blues." 

The  third  appointment  is  that  of  the  Cleve- 
land Phonograph  Co.,  Cleveland,  O.  This 
organization  is  one  of  the  most  aggressive  in 
that  part  of  the  country,  and  its  addition  to 
the  list  of  Vocalion  jobbers  will  naturally  mean 
a  decided  increase  in  Vocalion  activities  there. 
Since  it  began  operations,  a  short  time  ago,  it 
has  shown  remarkable  sales  activities  on  the 
entire  Vocalion  catalog,  especially  the  records 
by  Elmo  Tanner  and  Jim  Jackson. 


G.  P.  Allen  Treasurer 

of  Allen-Hough  Mfg.  Go. 

Gardner  P.  Allen  was  recently  elected  treas- 
urer of  the  Allen-Hough  Mfg.  Co.,  Milwaukee, 
Wis.,  maker  of  Allen  portable  phonographs.  Mr. 
Allen,  who  is  a  brother  of  Don  T.  Allen,  presi- 
dent of  the  company,  is  in  charge  of  factory 
production.  Prior  to  his  joining  the  Allen- 
Hough  Mfg.  Co.,  Mr.  Allen  conducted  a  Buick 
agency  in  the  city  of  Milwaukee,  and  has  a 
record  of  success  in  automotive  circles. 


A  new  feature  of  The  Talking  Machine  World  each  month  is  a  section  devoted  to  "The  Newest 
in  Radio,"  which  appears  on  page  eighty-nine  in  this  issue.  Latest  products  introduced  by  radio 
manufacturers  are  illustrated  and  described.  This  is  a  valuable  directory  for  dealers.  Also  in 
this  issue  is  a  symposium  expressing  the  views  of  leaders  in  the  industry  regarding  the  outlook 
for  the  new  year  in  the  talking  machine  and  radio  field.    .    .    .    Turn  to  page  76. 
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Aluminum  Specialty  Go. 
Appointed  an  Allen  Jobber 

Will  Distribute  Allen  Portable  Phonographs  in 
North  and  South  Carolina,  Florida,  Georgia 
and  Alabama — Has  Wide  Reputation 


Featuring  Single  Record  in  Window  and 

Street  Displays  Builds  Gillespie's  Sales 

Window  and  Street  Displays  Which  Illustrate  the  Title   of  the   Selection  Sell  Thousands  of 
Single  Featured  Records— Carnival  Ballyhoo  Methods  Successful 


The  Aluminum  Specialty  Co.,  Atlanta,  Ga., 
has  been  appointed  exclusive  distributor  in  the 
Southeast  of  Allen  portable  phonographs.  The 
territory  covered  includes  North  Carolina,  South 
Carolina,  Georgia,  Florida  and  Alabama. 

Dealers  in  this  area  of  the  United  States  have 
long  been  familiar  with  the  Aluminum  Specialty 
Co.,  which  is  the  largest  distributing  organiza- 
tion in  this  particular  section  of  the  country. 
It  is  affiliated  with  the  Aluminum  Specialty  Co., 
Dallas,  Tex.,  and  with  the  Southern  Aluminum 
Co.,  New  Orleans,  forming  the  largest  portable 
distributing  corporation  in  the  entire  world. 

Charles  Miller  Jones,  active  head  of  the 
Aluminum  Specialty  Co.,  states  that  every 
dealer  to  whom  he  and  his  organization  have 
shown  the  Allen  line  is  enthusiastic  over  the 
sales  possibilities. 

The  Aluminum  Specialty  Co.  is  extremely 
well  regarded  by  dealers  throughout  the  terri- 
tory for  a  most  constructive  policy  of  dealer 
protection.  Through  co-operation  with  this  dis- 
tributor, a  great  many  accounts  in  the  South- 
east have  prospered  handsomely,  and  have  had 
their  profits  protected  by  the  exclusive  method 
of  distributing  which  has  been  part  of  the  com- 
pany's plan  of  action.  Hundreds  of  dealers 
have  taken  full  advantage  of  the  excellent  sales 
promotional  helps  that  have  been  issued  by 
Mr.  Jones  and  his  organization,  and  also  have 
been  aided  by  co-operative  terms,  and  excep- 
tionally prompt  shipments.  The  Aluminum 
Specialty  Co.  supplies  its  trade  with  a  full 
coterie  of  advertising  helps,  and  by  the  assist- 
ance of  trained  salesmen  who  are  regularly  in 
contact  with  the  trade  throughout  the  extensive 
territory  covered. 


This  is  a  jazz  age  in  which  we  are  living, 
and  so  the  jazz  methods  of  advertising  the 
new  records  are  frequently  the  best  methods  to 
use.  For  proof  of  that  one  need  but  go  to 
Jacksonville,  Fla.,  and  look  at  the  Radio  Phono- 
graph Shop  run  by  William  C.  Gillespie.  Mr. 
Gillespie  is  a  live  wire  when  it  comes  to  mer- 
chandising. He  always  is  doing  something  new 
that  gets  the  attention  of  those  who  pass  his 
store. 

Recently  he  has  been  having  quite  a  run  on 


old  style,  in  each  case  sales  of  the  number 
featured  increased  to  a  marked  degree,  accord- 
ing to  reports  at  this  establishment. 

Frequently  the  crowd  is  so  thick  that  it  is 


Gillespie's  Eye-Arresting  Window 

spirituals  and  blues,  and  in  order  to  put  the 
new  numbers  over  big  he  has  adopted  regu- 
lar carnival  ballyhoo  methods.  The  accompany- 
ing photos  show  two  examples  of  this  bally- 
hoo method.  The  one  was  a  sidewalk  display, 
whereas  the  other  was  a  full  window  trim  with 
all  the  fixings.  But  in  both  cases  the  central 
idea  of  the  number  was  ballyhoo  in  the  good 


Store  Door  Display  That  Aroused  Interest 

almost  impossible  to  get  past  the  store.  And 
the  people  are  not  all  lookers  either.  In  three 
days  he  will  sell  as  many  as  five  hundred  to  a 
thousand  records  of  a  new  number,  which  is 
certainly  selling  them  in  a  city  with  about  a 
100,000  population.  When  it  is  borne  in  mind 
that  there  are  other  shops  in  addition  to  the 
Radio  Phonograph  Shop  this  would  appear  to 
be  a  record  of  which  to  be  proud.  Mr.  Gilles- 
pie makes  it  a  rule  to  get  a  run  out  of  a  record 
while  it  is  new,  and  as  soon  as  another  new 
one  comes  along  that  is  good  he  ballyhoos  that 
and  cashes  in  on  it  before  the  fad  dies  out. 
That  is  one  of  the  secrets  of  his  success. 


Tables  for  Model  17  Radiol  a 


Model  No.  60  and  No.  55— Pat.  App.  For 


and 

New  Model  37  Atwater  Kent 

Equipped  with  Model  100 A 
RCA  Speaker 

Finished  in  mahogany  to  match  the 
fast-selling  Model  17  Radiola  and 
Model  37  Atwater  Kent  in  both 
design  and  finish. 

Attractive  slope  oS  cabinet  permits 
the  sound  to  be  thrown  upward 
from  speaker. 

Neat  grille  covers  speaker  which  is 
insulated  with  rubber  to  prevent 
distortion. 

Manufactured  by 

STETTNER  PHONOGRAPH  CORP. 

Telephone:  Butterfield  4777-2932 
"Pioneers  in  Radio  Cabinets" 
Factory  and  Show  Rooms — 314-322  E.  75th  St.,  New  York 
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SYMPHONIC 

PIONEER 
PRODUCT 


LOW  (J  LOSS 

"PHONOGRAPH  REPRODUCER 


It  is  safer 
to  buy  a 
standard 
product 


Symphonic  Continues  to  Lead 

SYMPHONIC— the  First,  Original,  and  still 
by  far  .the  most  widely  accepted  indepen- 
dent reproducer  in  the  world. 

Without  exception,  all  other  independent 
"phonic"  type  reproducers  were  patterned 
after  SYMPHONIC. 

SYMPHONIC  does  perform  best  in  com- 
parison. 

When  better  reproducers  are  built, 

SYMPHONIC  will  build   them.    (Apologies  to  Buick.) 


SYMPHONIC  SALES  CORPORATION 


370  SEVENTH  AVE. 


Pioneers  and  Leaders  in  the 
Independent  Reproducer  Industry 


NEW  YORK 
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An  accoustical  gem  in  a  magnificent  setting — 
Each  SYMPHONIC  and  LOW-LOSS  REPRO- 
DUCER is  beautifully  encased  in  a  gold  em- 
bossed silken  container  cominanding  attention 
and  bespeaking  its  quality. 


There  can  be  no  substitute  for  SYMPHONIC 
REPRODUCERS.    If  your  jobber  does  not 
,  stock  genuine  SYMPHONIC  REPRODUCERS, 
write  us. 


SYMPHONIC 

oA 

STANDARD 
PRODUCT 


PHONOGRAPH  REPRO0OCER 


A. 


It  is  safer 
to  sell  a 
standard 
produfl 


J" 


The  Proof  of  the  Pudding 

Symphonic  product  is  way  past  the  em- 
bryonic stage.  However,  SYMPHONIC  goes 
steadily  on,  giving  to  the  trade,  as  a  matter 
of  course,  the  benefit  of  every  improve- 
ment which  results  from  our  constant 
research  and  experiments.  That  is  why 
SYMPHONIC  has  earned  its  reputation  for 
DEPENDABILITY  and  EXCELLENCE.  That  is 
why  the  ^>J>mpf)0ntC  TRADE  MARK  on  a  re- 
producer is  of  MORE  IMPORTANCE  THAN 
THE  PRICE  TAG. 

SYMPHONIC  performs  best  in  comparison* 
Convince  yourself. 


SYMPHONIC  SALES  CORPORATION 
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Pioneers  and  Leaders  in  the 
Independent  Reproducer  Industry 


NEW  YORK 


Each  month  W. 
Braid  White  will 
suggest  methods 
of  s  ti  mulating 
retail  sales  of 
high-class  music 


Creating  a  Record 
Demand  for  Finest  Music 


The  question  is  sometimes  asked:  what  sort 
of  high-class  music  is  most  easily  digested  by 
the  greatest  number  of  possible  consumers? 
In  other  words,  if  we  go  out  after  those  mem- 
bers of  the  community  whom  we  think  of  as 
being  the  most  likely  to  take  an  interest  in 
high-class  recordings,  with  what  music  is  it 
best  to  start  them? 

A  good  deal  hangs  upon  the  answer  to  this 
apparently  trifling  question.  Some  months  ago, 
Compton  McKenzie,  the  brilliant  novelist  who 
founded  and  continues  to  conduct  that  attractive 
little  magazine  The  Gramophone,  offered  a 
prize  for  the  best  short  essay  from  a  reader  on 
the  subject  "Why  I  don't  like  Chamber  Music." 
The  prize  was  awarded  to  a  coal  miner,  who 
stated  his  preferences  and  his  antipathies  so 
simply  and  well  that  there  was  no  doubt  of 
his  eligibility  for  first  prize.  It  does  not  matter 
in  the  least,  for  our  purposes,  what  he  said, 
save  that  he  showed  he  thought  chamber  music 
to  be  dull  and  pointless;  but  what  is  important 
is  that  his  prize  consisted  of  a  set  of  records 
of  Schubert's  so-called  "Trout"  quintet,  for  two 
violins,  viola,  cello  and  contra-bass. 

What  the  Winner  Learned 

The  winner  got  his  prize  and  presumably 
tried  the  records  over  a  few  times,  for  the  fol- 
lowing issue  of  the  magazine  carried  a  letter 
from  him  in  which  he  said  that  if  all  chamber 
music  was  like  that,  he  was  glad  he  had  learned 
how  wrong  his  opinion  had  been.  And  he 
wanted  to  be  put  in  touch  with  other  chamber 
music  records,  so  that  he  might  improve  the 
acquaintance  thus  accidentally  begun. 

All  of  which  simply  illustrates  the  difficulty 
of  dealing  with  a  subject  like  this.  Music  ap- 
preciation has  two  sides  to  it.  The  world  is 
simply  full  of  men  and  women  who  latently  are 
ready  to  absorb  sweet  sounds  through  every 
pore  of  their  beings.  But  this  instinctive  desire 
for  the  healing  and  inspiring  influence  of  fine 
music  is  sometimes  weak  amid  the  rush  and 
noise  of  the  modern  world,  needing  to  be  built 
up  by  cultivation  and  experience.  Yet,  in  point 
of  fact,  there  is  no  such  thing  as  a  music  either 
obscure  or  uninspiring  to  the  open  mind.  Theo- 
dore Thomas  was  very  right  when  years  ago 
he  said  "popular  music  is  familiar  music."  For 
this  aphorism  is  just  as  true  when  it  is  rendered 
in  the  form  "any  music  which  is  familiar  is 
popular."  In  other  words,  virtually  all  the  bar- 
riers which  are  supposed  to  stand  between 
the  average  person  and  the  understanding  of 


By  W.  Braid  White 

high-class  music  vanish  into  nothingness,  just 
as  soon  as  there  comes  the  opportunity  to  hear 
a  great  deal  of  this  music.  So  that  it  is  absurd 
to  say  that  any  of  this  or  that  type,  class  or 
kind  of  music  is  easier  or  harder  to  sell  than 
any  other. 

How  About  These 

Of  course  there  are  certain  pieces  which  cap- 
ture the  attention  of  the  most  ignorant  mind,  if 
sobeit  any  feeling  at  all  for  musical  line  and 
form  lies  latent.  Thus,  if  one  were  to  under- 
take to  pick  out  a  few  titles  which  could  be 
absolutely  depended  on  to  sell  to  the  most  un- 
likely customers,  one  should  have  no  difficulty 
in  making  up  a  very  respectable  list.  Thus,  for 
instance,  taking  some  of  the  simplest,  shortest 
things  first,  and  omitting  vocal  music  altogether, 
there  are: 

Minuet  in  G — Beethoven,  violin  arrangement. 

Gypsy  Rondo — Haydn,   string  trio. 

Minuet  from  Don  Juan — Mozart,  string  orchestra. 

Air  on  the  G  string — Bach,  violin  solo. 

Humoresque  No.  7 — Dvorak,  violin  solo. 

Prize  Song  from  "Meistersinger" — Wagner,  violin  solo. 

Evening  Star  Song  (Tannhaeuser) — Wagner,  'cello  solo. 

On  Wings  of  Song — Mendelssohn,  violin  solo. 

Spinning  Song — Mendelssohn,  piano  solo. 

Fifth   Hungarian    Dance — Brahms,   violin  solo. 

Nocturne  in  E  flat — Chopin,  piano  solo. 

Maiden's  Wish — Chopin,  piano  solo. 

Canzonetta  from  quartet  op.  12 — Mendelssohn,  string 
quartet. 

Andante  Cantabile  from  Quartet — Tschaikowski,  string 
quartet. 

The  list  could  be  extended  much  further,  but 
enough  has  been  given  to  show  what  is  meant. 
All  the  above-mentioned  pieces  are  instantly 
attractive.  After  long  experience  in  trying  all 
of  them  on  persons  of  every  kind  of  receptive 
capacity,  I  can  safely  say  that  I  have  never  yet 
found  one  of  them  fail  to  make  a  hit. 
Trumpets  and  Drums 

If  now  one  goes  on  from  these  simple  solo 
and  small  ensemble  pieces  to  larger  works  of 
the  orchestral  style,  there  are  quite  a  few  which 
may  be  recommended  and  demonstrated  with- 
out fear  of  consequences  to  any  person.  Such 
are: 

Tannhaeuser  Overture — Wagner. 

Introduction  to  Third  Act,  Lohengrin — Wagner. 

Magic   Fire  Scene,  Valkyr — Wagner. 

Theme  and  Variations,  Rustic  Wedding  Symphony— 
Goldmark. 

Marriage   of  Figaro,  Overture — Mozart. 
Zampa,  Overture — Herold. 
William  Tell,  Overture — Rossini. 

And  so  on.  All  are  guaranteed  to  be  painless, 
and  it  may  be  said  with  complete  confidence 
that  not  one  of  them  will  be  dismissed  as  dull. 


Intelligent  pro- 
motion of  sales 
of  good  music 
means  more  sub- 
stantial success 
for  the  retailer 


Some  of  them,  like  the  first  and  the  third  on  the 
list,  almost  overwhelm  the  hearer  with  their 
magnificence.  Others  like  the  fourth  and  the 
fifth  are  charmingly  gay  and  lightsome.  The 
last  appeals  to  all  those  immature  adult  minds 
by  whom  the  rendering  of  an  imitation  thunder- 
storm on  a  movie  theatre  organ  is  regarded  as 
the  summit  of  musical  achievement. 

With  Bated  Breath 
With  bated  breath  now,  let  us  approach 
chamber  music,  which  we  are  told  is  so  ter- 
ribly unintelligible.  Well,  here  is  some  which 
is  anything  at  all  save  unintelligible,  but  which, 
on  the  contrary,  will  make  a  hit  with  any  group 
of  business  men  and  women  anywhere: 

Trio  in  B  flat  op.  99 — Schubert,  piano,  violin,  'cello. 
Trout  Quintet — Schubert,  two  violins,  viola,  'cello,  contra- 
bass. 

Trio  in  D  Minor — Mendelssohn — piano,  violin,  'cello. 
"Harp  '   Quartet  op.  74 — Beethoven,   two  violins,  viola, 
'cello. 

Clarinet  Quintet — Mozart,  clarinet,  two  violins,  viola, 
'cello. 

Again  there  are  plenty  more.  But  one  will 
begin  warily,  trying  a  bit  at  a  time.  Most  of 
these  last-named  pieces  come  on  two  to  four 
records,  usually  set  up  in  an  album.  To  work 
up  a  trade  in  records  of  this  kind  is  an  achieve- 
ment which  many  dealers  already  have  found 
possible,  and  extremely  profitable  to  boot. 

Of  course  I  have  only  skimmed  lightly  over 
the  surface  of  a  very  large  subject  in  mention- 
ing the  titles  listed  above.  But  my  object  has 
been  to  give  the  dealer  who  wishes  to  investi- 
gate the  possibilities  of  selling  high-class 
records  profitably  some  general  ideas  which  he 
may  use  to  guide  him  until  he  feels  that  he 
can  go  on  by  himself.  It  will  be  noted  that  I 
have  entirely  omitted  vocal  records.  This  was 
simply  because  there  has  been  too  much  past 
insistence  upon  the  names  of  operatic  stars, 
which  has  in  fact  not  led  to  steady  purchases 
of  even  good  vocal  records  by  other  singers. 
For  every  owner  of  a  talking  machine  to  have 
one  or  two  records  by  one  or  two  well  adver- 
tised singers  may  in  the  aggregate  mean  large 
output  of  these  one  or  two  numbers;  but  does 
nothing  to  help  along  general  buying  of  the 
thousands  of  other  fine  records  by  the  same 
people  or  by  other  artists,  of  which  the  general 
public  knows  nothing  and  the  dealers  appar- 
ently not  much  more.  Voice  records  I  shall 
come  to  in  due  time.  Let  us  meanwhile  cul- 
tivate a  more  profitable  field  and  one  as  yet 
almost  untouched. 


A  safe,  snug  pack — quickly  handled! 

With  Jiffycases  you  get  a  safe  snug  pack  which  can  be  handled  in  a  fraction 
of  the  time  required  via  the  obsolete  wrapping  and  crating  method. 

Jiffycases  are  quickly  assembled  from  light,  tough,  cleated  ply-wood  panels 
which  come  to  you  cut  to  size  and  knock  down. 

Jiffycase  panels  occupy  minimum  storage  space  and  can  be  assembled  in 
minimum  time,  while  their  lightness  assures  minimum  freight  cost. 

Dealers  like  these  nifty  modern  packs  because  they  completely  protect  ship- 
ments and  at  the  same  time  provide  boxes  which  can  be  used  again.  Ask  for 
full  particulars. 

Northwestern  Cooperage  &  Lumber  Company 

Gladstone,  Mich. 

Jiffycase 

THE  SPEEDY  SAFE  ECONOMICAL  PACK  FOR  FURNITURE.  PHONOGRAPHS  AND  RADIO  CABINETS 
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A  good  product 

is  the  prime  factor  in  retail  success 


EAti  Cft  6  tubes.  Operated  from 
"HO"W  light  socket.  $4fift 
Without  tubes    UVJ 

C  /ICoe  Operated  from  light 
L"^3  socket.  With-  $47 c 
out  tubes   


E-10   6   tubes-    For   operation   with   batteries  or 
w  eliminators.     Without  tubes  Or  ac-   $1 CC 
cessories    IOO 

F  1ft  Aft  Operated  from  light  socket.  $071; 
1_  IU-OU   Without  tubes   £,4° 

Flft  9K  Operated  from  light  socket.  Soon 
C-IU-^O  without  tubes    *Vyi 

|T_g  Console    $^jq 


p_4ft  7  tubes.  For  operation  with 
batteries     or  eliminators. 
Built-in  loop.  Without  tubes  $4.Cft 

or  accessories   

F  4ft  fift    °Perated    from  light 

r-tu-uu  socket    Built.  $ecft 

in  loop.    Without  tubes  °°u 


Federal  is  a  wonderful  product! 


Here  is  radio  recognized  the  world  over 
for  its  tonal  superiority  and  its  beauty  — 
every  set  a  precision  instrument  —  and  built 
up  to  a  standard,  not  down  to  a  price. 

Federal  Ortho-sonic  Radio  is  designed 
and  built  by  responsible  manufacturers  with 
a  reputation  to  protect  —  by  manufacturers 
with  more  than  a  quarter  of  a  century's  spe- 


Federal  AC  radio  sets  give  the  same  remark- 
able results  as  the  famous  Federal  battery 
operated  machines.  No  hum  or  distortion. 
No  batteries,  liquids  or  adjustments.  Simple 
—  safe  —  quiet  —  always  ready  to  go! 

Many  models  —  for  loop  or  aerial,  bat- 
tery or  socket  operation.  Priced  from  $100 


cialization  in  fine  electrical  communication    to  $1250  (higher  in  Canada) 
apparatus  behind  them  —  and  here 
to  stay. 

Incomparable  in  tone 


•  selec- 
tivity —  operative  simplicity  — 
beauty  of  cabinet  design.  Design 
alone  makes  Federal  stand  out  — 
win  quick  approval. 


The  Sign  of  the  Desig- 
nated Federal  Retailer 


Here  is  a  product  that  with  the 
right  kind  of  co-operation  DOES 
insure  a  retail  success!  Don't  wait 
for  demand  to  prompt  an  in- 
vestigation. Anticipate  the  de- 
mand. Write  your  wholesaler  — 
or  us  —  today. 


FEDERAL  RADIO    CORPORATION,  Buffalo,   N.  Y. 

(Division  of  The  Federal  Telephone  Manufacturing  Corp.)  Operating  Broadcast  Station  WGR  at  Buffalo 
FEDERAL  ORTHO-SONIC  RADIO,  Ltd.,  Bridgeburg,  Ont. 


FEDERAL 


ORTHO-SONIC 


Licensed   under  patents  owned  and/or 
controlled    £>v    Rndio    Corporation  o1 
America,  and  in   Canada  by  Canadian 
Radio  Patents,  Ltd, 


Reg.  U.  S.  Pat.  Off. 

RADIO 


■^Federal's  fundamental  exclusive  devel- 
opment making  possible  Ortho-sonic  re- 
production   is    patented    under    U.  S. 
Letters  Patent  No.  1,582,470 


Music  Dealer  Is  Equipped 
to  Profit  From  Radio 

Stabilization  of  Industry  and  Quality  of 
Product  Fit  Merchandising  Plan  of  Trade 

By  Chas.  Freshman 


President  Chas.  Freshman  C, 


Inc. 


THE  fact  that  so  great  a  number  of  first- 
class  music  dealers  in  every  section  of 
the  country  have  installed  radio  depart- 
ments is  ample  proof  of  the  stabilization  of  the 
radio  industry.    It  is  recognized  that  the  music 
trade  comprises  the  most  substantial  group  of 

merchants  in  the  country.    To  sell  radio  these 

i 

merchants  must  be  definite^  convinced  of  the 
salability  and  utility  of  an  instrument  before 
handling  it. 

Naturally,  the  music  trade  demands  a  musical 
instrument.  To-day  good  radio  receivers  are 
musical  instruments  of  the  highest  calibre.  Not 
only  are  they  musical  instruments,  but  they  pro- 
vide varied  other  entertainment  features  which 
cannot  be  supplied  by  any  other  instrument  or 
machine. 

The  Electric  Radio 

With  the  advent  o'f  the  electric  radio  which 
operates  from  the  same  electric  socket  that  sup- 
plies ordinary  home  requirements,  without  the 
necessity  of  batteries,  liquids  of  any  kind,  elim- 
inators, or  other  accessories,  the  last  objection 
of  the  musical  trade  to  radio  has  been  done 
away  with — that  of  service,  and  the  necessity 
of  carrying  an  assortment  of  small  and  large 
parts. 

The  electric  set  of  to-day  has  reached  that 
stage  of  development  where  it  is  practically 
fool-proof.  After  being  installed  there  should 
be  no  need  for  service  on  the  part  of  the  dealer. 
All  that  is  necessary  to  turn  it  on  is  to  snap 
or  pull  a  simple  switch  similar  to  that  used  on 
ordinary  lamps.  Turn  the  dial  to  the  station 
desired — no  other  operation  is  necessary  to  se- 
cure the  most  desirable  results. 

Manufacturers  of  electric  radio  receivers  to- 
day offer  the  public  an  assortment  of  cabinet 
work  equal  to  any  other  line  of  musical  mer- 
chandise.   There  are  many  styles,  period  and 


other  console  designs.  These  handsome  con- 
soles contain  everything  necessary  to  operate 
the  radio — the  set  itself,  power  unit  and  a  loud 
speaker,  which  is  built  right  in  the  cabinet  so 
that  there  isn't  a  wire  visible  to  mar  the  appear- 
ance of  any  room. 

The  benefit  of  the  electric  set,  the  ultimate 
in  radio,  is  easily  perceived.  It  assures  the 
dealer  of  the  sale  of  a  complete  unit  at  an 
established,  complete  price,  assuring  fair  profits 
with  little  if  any  responsibility  for  installation. 
The  only  thing  the  dealer  usually  has  to  do 
with  the  installation  of  an  electric  radio  is  to 
put  up  an  aerial  and  make  a  few  simple  connec- 
tions and  adjustments  before  the  set  is  function- 
ing to  the  entire  satisfaction  of  the  purchaser. 
Great  Strides  in  Radio 

Let  us  also  consider  the  great  strides  that 
radio  has  made  in  its  short  history  of  scarcely 
five  years.  Only  in  this  short  time  has  the  gen- 
eral public  realized  its  countless  benefits.  Dur- 
ing this  period  there  has  been  more  news  and 
publicity  on  radio  matters  given  by  the  press  of 
the  country  than  any  other  subject.  Every 
newspaper  of  any  consequence  publishes  daily 
a  list  of  the  programs  which  are  being  broad- 
cast in  all  parts  of  the  country.  Newspapers 
devote  column  upon  column  of  space  to  the 
artists  who  are  on  the  air  and  their  programs. 
Not  only  that,  but  a  great  number  of  papers 
and  magazines  publish  large  sections  devoted 
to  nothing  but  radio  so  that  every  person  in 
the  entire  country  who  is  able  to  read  is  well 
acquainted  with  radio.  The  public  has  de- 
manded this  information.  The  days  of  technical 
mystery  regarding  radio  are  past.  Radio  is  as 
much  a  necessity  for  the  home  to-day  as  prac- 
tically any  other  piece  of  furniture. 

Music  Dealer  Is  Equipped  for  Radio 

The  music  dealer  is  probably  better  equipped 


ALLEM 

Jvl^poRTABLESl^ 


Dealers  know  our  policy.  It 
has  made  money  for  them.  For 
we  help  them  sell.    Give  them 
only  guaranteed  merchandise, 
and  on  helpful  terms.    If  you 
havenotdone  so,  write  today  for 
samples,  and  catalog  of  Allen 
Portables  —  the  finest 
complete  line  ever 
presented   to  the 
trade,  and  nation* 
ally  advertised. 


ALUMINUM 
SPECIALTY 
COMPANY 

3.28  N.  Ervay  Street 
DALLAS  ::  TEXAS 


Chas.  Freshman 

than  any  other  type  of  merchant  to  handle  radio. 
About  90  per  cent  of  all  radios  are  sold  on  the 
instalment  basis,  a  reasonable  down  payment 
and  monthly  instalments  carried  up  to  twelve 
months  before  the  final  payment  is  made.  And, 
there  is  no  type  of  merchant  better  equipped  or 
better  versed  in  the  instalment  method  of  sell- 
ing than  the  music  dealer.  However,  the  music 
dealer  should  be  most  careful  in  the  selection 
of  the  radio  manufacturers  he  represents.  From 
the  experience  of  a  good  many  large  music 
dealers  with  whom  the  Freshman  Co.  has  close 
contact,  it  is  advisable  to  carry  the  lines  of  not 
more  than  three  large,  financially  responsible 
manufacturers  who  support  their  dealers  with 
sufficient  national  and  co-operative  dealer  ad- 
vertising to  create  consumer  interest  in  their 
product.  This,  of  course,  is  all  that  the  manu- 
facturer who  is  making"  standard,  well-inspected 
merchandise  can  do.  It  is  up  to  the  retail  mer- 
chant to  capitalize  on  the  advertising  of  the 
manufacturer  to  the  best  of  his  ability. 

Considering  all  factors,  radio  fits  mighty  well 
into  the  operating  plan  of  a  good  music  dealer, 
and  it  is  gratifying  indeed  to  see  the  enthusiasm 
and  action  that  these  merchants  are  putting  be- 
hind the  world's  newest  industry — Radio. 


A.  Atwater  Kent  Gives  Fund 
to  University  of  Vermont 

A  new  application  of  the  practical  bent  of 
"Green  Mountain"  boys  is  seen  in  an  award 
provided  by  A.  Atwater  Kent,  himself  a  Ver- 
monter  by  birth  and  education,  to  the  engineer- 
ing school  of  the  University  of  Vermont.  This 
award — the  income  from  a  fund  of  $5,000 — is  to 
be  made  annually,  not  to  the  boy  who  stands 
highest  in  his  classes  or  who  can  show  the  best 
general  average  of  academic  scholarship,  but  to 
that  student  who  best  shows  "excellence  of 
judgment  and  general  grasp  of  the  principles 
of  electrical  engineering."  A  bronze  tablet  com- 
memorating the  award,  on  which  the  names  of 
the  first  twenty  students  to  win  the  prize  will 
be  inscribed,  has  been  placed  in  the  engineering 
hall  of  the  college. 


U.  S.  Exempts  Batteries 

From  "Poison"  Labelini 


Storage  batteries  and  electrolytic  rectifiers 
are  not  "poison"  and  need  not  be  so  labeled, 
according  to  a  U.  S.  Government  decision.  This 
ruling  will  relieve  radio  and  other  manufac- 
turers who  feared  that  a  new  law  would  require 
a  "poison"  label,  possibly  with  skull  and  cross- 
bones,  on  harmless  radio  batteries  and  recti- 
fiers. In  some  quarters  it  was  even  feared  that 
the  "poison  sign"  might  have  to  be  placed  on 
a  receiving  set  shipped  in  interstate  or  foreign 
commerce. 


The  Tonkawa  Radio  &  Music  Co.  was  re- 
cently opened  in  the  See  Building,  Tonkawa, 
Okla.,  with  a  complete  line  of  phonographs, 
radios  and  other  musical  instruments.  W.  W. 
Reser  is  manager  of  the  establishment. 
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Shipping  radios  and  phono* 
graphs  in  Arias  Cases  is  the 

one  sure  way  of  knowing  that 
your  beautifully  finished  cabinets 
with  their  delicate  inside  parts 
will  reach  your  customers  without 
a  single  travel  injury. 

By  saving  your  instruments,  by 
saving  you  labor,  by  saving  you 
freight — in  fact,  any  way  you  look 
at  it,  Atlas  Plywood  Cases  are 
the  most  economical  shipping 
containers  you  can  use. 


Park  Squarr   Building.   Boaton,  Mas* 
He*  Vork  Office:  Chicago  Office: 

n        f  Broadway  McCenntek  Building 


Edison  Phonograph  in  Far 
Corners  of  the  World 

Instruments  Entertaining  and  Educating 
Civilized  Peoples  and  Untutored  Savages 


MUSIC  is  hailed  as  the  universal  lan- 
guage, for  although  various  nationali- 
ties and  various  races  may  have  their 
own  particular  ideas  as  to  what  constitutes  ac- 
ceptable music,  nevertheless,  they  all  use  music 
as  a  medium  for  the  expression  of  their  emo- 
tions and  their  temperaments.  The  international 
character  of  the  demand  for  musical  instru- 
ments of  American  make 
alone  may  be  accepted  as 
proof  of  the  universality 
of  the  art. 

But  beyond  the  simple 
catering  to  the  musical 
desires  of  the  peoples  of 
the  world,  there  is  to  be 
found  an  abundance  of 
romance  not  only  in  sup- 
plying the  media  for  the 
production  and  reproduc- 
tion of  that  music,  but  in 
making  permanent  rec- 
ords of  the  songs  of  the 
peoples  in  far  distant 
places.  It  is  in  this  dual 
role  of  benefactor  and 
historian  that  the  Edison 
phonograph  has  found  its 
way  into  the  far  corners 

of  the  world,  and  there  is  The   Peculiar'  Costume 

hardly  a  country,  civilized  or  uncivilized,  in  which 
that  instrument  is  not  widely  known. 

Not  so  long  ago  there  appeared  in  the  news- 
papers the  thrilling  adventures  of  the  Dutch- 
American-New  Guinea  Expedition  in  exploring 
new  and  unknown  territories  in  the  East  Indies, 
and  in  this  work  of  exploration  the  Edison  pho- 


smiles  would  appear  as  some  popular  Broad- 
way ragtime  singer  would  render  a  negro  ditty. 
The  instrument  and  records  were  furnished  by 
the  Batavia  branch  of  Messrs.  Larsen,  DeVrey 
&  Co.,  Edison  distributors  for  the  Dutch  East 
Indies.  A  recording  outfit  made  possible  over 
200  records  of  native  songs  and  dialects  re- 
corded by  the  expedition.    The  Edison  distrib- 


Listening  to  Broadway  in  the  Jungle 

of  the  Natives  Consists  of  Woven  Strands  of  Rattan  Worn 
utors  were  quick  to  give  publicity  to  the  choice 
of  the  expedition  for  the  Edison  phonograph 
by  publishing  rather  unique  advertisements  fea- 
turing the  fact  in  the  local  newspapers.  One 
of  the  ads  is  sufficiently  interesting  to  repro- 
duce as  an  example  of  the  up-to-date  publicity 


employed  in  a  tropical 


country  situated  right 
under  the  Equator. 

From  the  jungle  of 
New  Guinea  to  South 
Africa  is  not  a  long 
jump  in  the  minds  of 
many,  for  Africa  has 
always  been  associated 
with  stories  of  mys- 
terious wilderness  de- 


Establishment  of  C.  Alkan,  Inc.,  Manila,  P.  I. 

ceive  a  shock  when  looking  at  the  pretentious 
building  that  houses  the  business  of  C.  Alkan, 
Inc.,  Edison  distributors  in  Manila,  for  here 
is  a-  modern  city  with  a  population  of  over  300,- 
000.  From  this  center  Edison  products  are 
distributed  throughout  the  islands. 

Coming  closer  to  Broadway  there  are  to  be 
found  the  attractive 
premises  of  the  Cia.  Fo- 
nografica  Mexicana  on 
Av.  16  De  Septiemhre, 
No.  26,  Mexico  City,  dis- 
tributors of  Edison  pho- 
nographs in  the  Republic 
of  Mexico,  and  maintain- 
ing branches  in  a  number 
of  the  large  cities  of  the 
republic. 

The  native  Cuban,  like 
most  of  his  Spanish- 
speaking  prototypes,  is 
musical  by  nature,  and 
his  island,  "the  Pearl  of 
the  Antilles,"  is  among 
the  largest  customers  of 
the  United  States  for  mu- 
sical instruments  of  all 
kinds.  In  Havana  and 
as  a  Body  Protection  other  large  cities  there 
are  many  establishments  promoting  the  sale  of 
phonographs  and  records  of  all  descriptions,  and 
the  fact  that  their  merchandising  methods  are 
similar  to  those  employed  in  this  country  will 
surprise  many.  As  an  example,  the  illustration 
on  the  next  page  represents  one  corner  of 
the  demonstration  rooms  of  Compania  Harris, 
S.  A.,  distributors  of  Edison  phonographs  and 
records  in  the  City  of  Havana.  The  building 
is  a  modern  structure  in  the  heart  of  the  city 
with  ample  show  windows  and  up-to-date  mer- 
chandising facilities. 

We  in  America  are  accustomed  to  preten- 
tious business  establishments  for  the  distribu- 
tion of  musical  instruments,  yet  there  are  to  be 
found    in    other    countries    business  houses 


Interior  View  of  Premises  Occupied  by  Cia.  F 
tributors  of  Edison  Phonographs  in 

nograph  played  a  most  interesting  and  exceed- 
ingly important  part. 

The  Dutch  members  of  the  expedition  were 
primarily  interested  in  mapping  out  the  un- 
known district,  while  the  American  members 
of  the  party  were  chiefly  concerned  in  collecting 
anthropological  and  other  data  regarding  the 
pigmy  and  other  tribes  of  which  little  was 
known.  Part  of  the  equipment  of  the  expedi- 
tion was  an  Edison  phonograph  which  not  only 
gave  relaxation  to  members  of  the  party,  but 
was  used  in  interesting  experiments  in  observ- 
ing the  reaction  of  the  half-wild  native  tribes 
to  modern  music.  Rather  curious,  according 
to  Dr.  Leroux,  a  member  of  the  party,  was  the 
fact  that  "coon"  songs  made  a  greater  impression 
on  these  people  than  instrumental  music  or  fox- 
trots.   Eyes  would  light  up  in  wonderment,  and 


onografica  Mexicana,  Dis- 
Mexico  City 

spite  the  _fact  that  there 
has  developed  in  many 
quarters  of  the  conti- 
nent a  high  standard  of 
civilization.  There  is 
Johannesburg,  for  in- 
stance, associated  in  his- 
tory with  the  Boer  War, 
and  to  a  certain  extent 
with  the  diamond  mines. 
Here  one  is  led  to  think 


of  London  because  of  many  similar  characteristics 
in  the  layout  and  construction  of  the  city,  and 
among  the  reminders  are  the  buses  of  the  London 
type,  carrying  on  the  front  the  Edison  phonograph 
advertisement. 

Those  who  regard  the  Philippine  Islands  more 
or  less  in  the  light  of  a  great  jungle  will  re- 


Reception  Room  of  H.  W.  K.  de  Brey  &  Co.,  The  Hague,  Holland 

that  may  be  described  as  veritable  temples  of 
music,  as,  for  example,  that  of  H.  W.  K.  de- 
Brey  &  Co.,  of  The  Hague,  Holland,  distrib- 
utors for  the  Edison  throughout  the  Nether- 
lands. The  company  maintains  branches  also 
in  Amsterdam  and  Rotterdam,  the  establish- 
(Continued  on  page  43) 


42 


The  Talking  Machine  World,  New  York,  January,  1928 


Built  Up  to  a  Standard 

Thirteen  years  of  tone-arm  and  sound  box  manufac- 
ture have  given  us  an  opportunity  to  know  —  not 
merely  guess  at — the  requirements  of  manufacturers 
and  their  dealers, 

EMPIRE  Tone  Arms  and  Sound  Boxes  represent, 
therefore,  a  standard  quality  product  that  has  been 
perfected  in  our  laboratories  and  needs  no  further 
development  after  reaching  the  consumer* 

EMPIRE  Tone  Arm  No.  75 

An  all  brass,  continuous  taper,  alLcurve  arm  equipped  with  ballbearing  base 


The  PREMIER  Sound  Box 

Equipped  with  a  specially  treated  all 
metal  diaphragm,  it  is  particularly 
adapted  to  machines  having  the  new 
amplifying  chambers  and  tone  arms. 

Empire  Reproducers 

A  line  of  sound  boxes  that  bring  out  the  best 
tones  in  the  new  electrically  recorded  records. 


What  are  your  requirements?   Let  us  send  you  samples  and  quotations. 

The  Empire  Phono  Parts  Co. 

(Established  in  1914) 

WM.  J.  McNAMARA,  President 

10316  Madison  Avenue  Cleveland,  Ohio 


The  Premier 
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fhese  build 

As  a  Carryola  Dealer  you  have  something  to  offer  everyone 
who  likes  music.    And  each  product  is  a  leader  in  its  field. 


~jr~*VERY  item  in  the  Carryola  line  is  a  money-maker  for 
you — fast  selling  and  profitable.    Each  is  the  kind  of  a 
*  product  that  sells  on  demonstration.    Each  answers  a 
public  demand — a  demand  for  high-grade  home  entertain- 
ment at  low  cost. 

These  Bring  New  Customers  to  your  Store:  First, 

portable  phonographs  with  improved  tone  quality  that  set  a  new 
standard  for  portable  phonographs,  yet  at  ordinary  portable 
phonograph  prices.  Second,  a  compact  unit  complete  with 
handsome  carrying  case,  motor,  turntable,  and  electric  pick-up 
for  utilizing  a  radio  set  to  play  and  amplify  phonograph 


Carryola  Master 

A  fine  phonograph — portable—with  features  usually  found  only 
on  expensive  cabinet  models.  Audak  Ultra  (phonic)  reproducer — 
curved,  throwback  tone  arm  of  Bakelite—tone  chamber  of  im- 
proved  design,  fitted  xvith  new-type  metal  grill,  carrying  case  for 
15  records.  Motor  designed,  built  and  backed  by  the  Carryola 
Company  of  America — the  only  portable  manufacturers  to  make 
their  own  motors.  The  Master  is  furnished  in  black,  brown,  blue, 
green  or  red  Fabrikoid  with  embossing  and  air  brushing  to 
harmonize    handsome  nickeled  fittings. 

$25.00  LIST 

East    of     the  Rockies 


Carryola  Lassie 

Flat-type  portable,  furnished  in  black,  blue  or  brown 
Fabrikoid.  Both  case  and  record  album  arc  embossed 
and  air-brushed.  Latest  design  curved,  throwback, 
die-cast  tone  arm.  Equipped  with  Audak  reproducer. 
This  Carryola  model  is  the  only  portable  phonograph 
in  its  price  class  that  has  all  these  exclusive  quality 
features. 

$15.00  LIST 


East    of     the  R 


o  c  k  i  e  s 


WORLD'S      LARGEST      MAKERS      OF      PORTABLE  PHONOGRAPHS 
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records.  Third,  an  inexpensive,  fast-selling  electric  pick-up 
to  attach  to  any  phonograph  and  radio  set,  for  reproducing 
and  amplifying  phonograph  records. 

How  Carryola  Helps  you  Sell  Records:  And  your  pro- 
fits do  not  end  when  you  have  sold  a  Carryola  Master,  a 
Carryola  Lassie,  a  Carryola  Pick-Up  or  a  Carryola  Porto 
Pick-Up.  Every  one  of  these  items  will  help  you  build  record 
sales!  Every  one  will  bring  about  a  demand  for  records  in 
homes  where  you  have  never  sold  records  before. 

Big  National  Advertising  Campaign  to  Speed  Sales: 

Even  that  isn't  all  that  Carryola  is  doing  for  you.  Not  only  do 
we  offer  you  fast-selling  merchandise — products  that  sell  them- 
selves and  then  go  out  and  sell  records  for  you — we  go  further 
than  that.  We  back  you  up  with  a  big,  nation-wide  campaign 
of  advertising.  Such  magazines  as  the  Saturday  Evening  Posi 
and  Liberty  will  carry  advertisements  of  Carryola  products. 
When  your  customers  see  the  name  Carryola  displayed  in  your 
store,  they  will  remember  having  seen  it  before — having  read 


about  Carryola  in  their  favorite  magazines — not  once,  but 
many  times.  They  will  be  already  more  than  half  sold  on 
Carryola.  It  will  pay  you  to  tie  in  with  this  advertising  by 
prominently  displaying  Carryolas. 

Let  Carryola  help  you  make  1928  a  Big  Year:  Write 

today  for  specific  information  about  Carryola — the  name  of 
your  nearest  distributor — details  of  our  selling  plan.  1928  is 
going  to  be  a  big  year  for  dealers  who  handle  the  Carryola 
line.  Now  is  the  time  for  you  to  make  this  valuable  con- 
nection.   Write  or  wire  today. 

THE   CARRYOLA   COMPANY  of  AMERICA 

647  Clinton  Street  Milwaukee,  Wisconsin 


ARRLJD  LA 


E 


beyond  this  yon  buy  furniture 


Carryola  Electric  Pick-Up 

The  pick-up  itself  replaces  the  reproducer  of  the  phono- 
graph. Then  by  simply  removing  the  detector  tube  of 
the  radio  set  and  inserting  adaptor  plug  in  its  place, 
records  may  be  played  on  the  phonograph  and  electric- 
ally amplified.  Volume  may  be  controlled  by  merely 
turning  the  volume  control  knob.  Packed  in  an  attractive 
and  colorful  counter  display  box. 

$10.50  LIST 

East    of    the  Rockies 


Carryola  Porto  Pick-Up 


To  attach,  simply  replace  the  detector  tube  of  radio  set 
tvith  adaptor  plug.  That's  all.  Play  records  in  usual 
way — hear  them  from  the  loud  speaker  with  all  the  added 
volume  and  richness  of  tone  that  is  characteristic  of 
electric  reproduction. 

The  pick'Up  or  electric  reproducer  is  attached  to  acurved 
throw'hack  arm  which  makes  it  easy  to  change  needles. 
Volume  control  conveniently  located  on  motor  board 
enables  operator  to  regulate  volume  anywhere  within 
limits  of  receiving  set  and  speaker.  Box  is  beautifully 
finished  in  neat,  durable  Fabrikoid  with  nickel-plated 
fittings. 


23.50  LIST 

a  s  t    of    the  Rockies 
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A  NEW 

FARRAND 
SPEAKER 

Again  a  Farrand  advancement  in  speaker  de- 
sign . . .  the  Farrand  Concert  Speaker.  Greater 
tonal  depth  than  ever  before ...  richer,  clearer 
bass  tones,  with  all  the  pleasing  treble  retained. 
Exquisite  in  design  and  finish.  Already  a 
"best  seller".  Don't  wait.  Place  your  order 
now  with  your  nearest  Farrand  distributor. 


FARRAND  MANUFACTURING  CO.,  INC.,  LONG  ISLAND  CITY,  NEW  YORK 
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Edison  Phonograph  in  the 

Far  Corners  of  the  World 


{Continued  -from  page  42) 
ments  being  known  as  "Kunstzaal  Edison."  The 
decorations  and  furnishings  of  the  headquarters 
building  both  inside  and  out  are  in  what  is 
known  as  L'Art  Nouveau  style  with  stained 
glass  in  profusion,  delicately  tinted  decorations, 
unusual  lighting  effects,  and  a  profusion  of 
flowery  plants.  Here  music  is  presented  in  a 
distinctly  appropriate   harmonious  atmosphere. 


Corner  of  Edison  Demonstration  Rooms  of  Compania  Harris,  Havana 

Elsewhere  about  the  world  also  are  found 
Edison  distributors  with  establishments  that  in 
themselves  reflect  the  substantial  character  of 
the  demand  and  the  wide  appreciation  for  that 


St.  Louis  Radio  Association 
Opposes  Direct  Advertising 

Trades  Association  Asks  Members  Not  to  Harm 
Broadcasting  by  Announcing  Sales  and 
Prices,  But  to  Limit  Themselves  to  Names  of 
Companies  and  the  Lines  Being  Featured 

The  St.  Louis  Radio  Trades  Association  has 
gone  on  record  as  opposing  direct  advertising 
over  the  air.  According  to  announcement  by 
Robert  W.  Bennett,  president,  the  fifty  mem- 
bers of  the  Associa- 
tion who  sponsor  pro- 
grams will  in  the  fu- 
ture be  limited  to  the 
announcement  of  their 
firm  name  and  busi- 
ness. All  direct  adver- 
tising will  be  entirely 
eliminated. 

Under  the  sponsor- 
ship system  the  an- 
nouncer of  the  station 
carrying  the  dealer's 
program  will  say : 
"This  program  is 
sponsored  by  Blank  & 
Co.,  dealers  in  radio 
sets  and  supplies,  a 
member  of  the  St. 
Louis  Radio  Trades 
Association."     If  the 


De  EERSTE  GRAM0PH00N  in 
het  hartje  van  NieuwGuinea. 


program  is  sponsored  by  the  wholesale  distributor 
the  announcement  will  be:  "This  program  is  spon- 
sored by  the  wholesale  distributor  of  Blank  radio 
sets,  a  member  of  the  St.  Louis  Radio  Trades 
Association."  If  the  wholesaler  desires  to  use 
his  firm  name,  mention  of  the  equipment  he  dis- 
tributes is  prohibited. 

The  first  action  on  elimination  of  direct  ad- 
vertising was  taken  at  a  meeting  of  the  Asso- 
ciation directors  on  November  1.  The  formula 
for  the  announcements  was  drawn  up  by  Mr. 
Bennett,  Wm.  P.  Mackle,  secretary  of  the  Asso- 
ciation, and  Harold  J.  Wrape,  former  president 
of  the  St.  Louis  group  and  now  president  of 
the  Federated  Radio  Trade  Association. 

Letters  have  been  sent  to  all  members  of  the 
Association  informing  them  of  the  action  of 
the  board  and  asking  their  co-operation.  The 
Association  hopes  by  its  action  to  influence 
other  radio  advertisers  throughout  the  country 
to  eliminate  long  lists  of  articles  for  sale,  prices, 
etc.  It  is  felt  by  several  members  of  the  Asso- 
ciation that  lengthy  announcements  in  reality 
harm  the  broadcast  advertiser,  as  it  is  believed 
the  average  fan  will  dial  away  to  another  sta- 
tion before  the  announcement  is  completed  by 
the  advertiser. 


Na  oen  strong  ondcrzoeM  filng  <Je  Ncder- 
landtcn  ■  Amerlkaanacha  Nleuw  -  Guinea 
Expeditle  over  lot  den  aankoop  wan  een 


NEW  EDISON. 

Kunt   U  zich  eene  betere  aanbeveling 
voor    het    Edison-product  voorstellen 
en  DAAROM  gaf  men 
DE  VOORKEUR 
aan  den  NEW  EDISON. 

KUNSTZAAL  EDISON 

Wellevreden  NoordwIJk  IS 


Advertising  the  Edison  in  New  Guinea 

musical  instrument.  They  represent  proof  posi- 
tive of  the   international  character  of  music. 


Channel  Number  Plan 

Not  Approved  by  R.M.A. 

The  Federal  Radio  Commission  has  been  ad- 
vised by  the  Radio  Manufacturers'  Association, 
Engineering  Division,  that,  to  avoid  confusing 
the  radio  public,  it  is  not  ready  to  approve 
a  proposal  for  identification  of  broadcast  chan- 
nels by  numbers,  necessitating  radical  changes 
in  the  dials  of  receiving  sets.  The  Federal 
Commission  has  been  advised  by  H.  B.  Rich- 
mond, director  of  the  R.  M.  A.  Engineering  Divi- 
sion, that  the  engineers  of  the  R.  M.  A.  for  the 
past  three  months  have  been  studying  the 
channel-numbering  proposal  and  are  giving  il 
further  careful  consideration,  but  so  far  are 
unwilling  to  endorse  the  plan. 


Sales  Aids  for  Dealers 


Attractive  window  streamers  and  counter 
cards,  in  blue  and  orange,  are  now  available  to 
all  dealers  of  the  Arcturus  Radio  Co.,  Newark, 
N.  J.,  A-C  tube  manufacturer.  The  complete 
story  of  Arcturus  tubes  is  told  in  fifteen  words. 


Sonatron  Tube  Prices  Gut 

The  Sonatron  Tube  Co.,  Chicago,  111.,  re- 
cently announced  a  reduction  in  the  list  price 
on  the  following  types  of  tubes:  Sonatron  type 
X-201A  has  a  new  list  price  of  $1.50;  type  X-171 
$3.50;  Type  X-112  $3.50;  type  X-240  $2.00. 


Red  Lion 
Cabinets 


for 


New 

Atwater  Kent 

37  A,  C, 


Atwater  Kent  Distribu- 
tors are  now  in  a  posi- 
tion to  supply  dealers 
with  Red  Lion  cabinets 
to  fit  the  new  Atwater 
Kent  Model  No.  37  A.C. 
Radio.  This  includes  the 
entire  line,  desk  type, 
console,  and  chest  type 
cabinets.  This  will  in 
no  way  interfere  with 
the  regular  line  of  cabi- 
nets for  Atwater  Kent 
Model  35,  30,  33  Radio. 

Theb  ig  business  in  radio 
for  1928  will  be  in  the 
popular  priced  field. 
The  New  Red  Lion- 
Atwater  Kent  combina- 
tion, which  supplies 
cabinet,  A.C.  Set  and 
built-in  speaker  to  retail 
at  $133,  is  an  ideal  outfit 
to  meet  the  demand. 

RED  LION 
CABINET  COMPANY 

Red  Lion,  Pa. 
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and  in 


—  leaders  in  almost  every  industry  are  laying 
plans  for  bigger  production,  finer  production  and  a 
swelling  volume  of  sales. 

All  signs  point  to  1928  as  the  biggest  radio  year. 

Careful  surveys  in  the  past  forty  days  in  many 
markets  reveal  the  name  Kolster  as  prominent  in 
millions  of  minds.  The  star  of  Kolster  Radio  is  firmly 
in  the  ascendancy. 

In  markets  where  battery  sets  will  still  dominate, 
and  in  markets  where  electric  sets  will  lead,  the  name 
Kolster  has  a  new  and  powerful  selling  authority. 


KOL 


Enjoy    the  KOLSTER 
over    the  nation-wide 
Every  Wednesday 


FAMOUS  COMPOSERS  HOUR 
Columbia  Broadcasting  System. 
9    to    10    P.M.    Eastern  Time 
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The  most  salable  radio  merchandise 
in  1928  will  be  Kolster.  The  keenest 
dealers  will  have  Kolster,  talk  Kolster 
and  use  the  Kolster  Advertising  and 
Merchandising  Plan  to  the  limit.  The 
reason  is  quicker  turnover  and  the 
evidence  is  coming. 

Use  the  coupon. 


TER 


FEDERAL- BRANDES,  Inc. 


200  MT.  PLEASANT  AVENUE 


NEWARK,  N.  J. 


Please  let  me  know  if  there  is  room  for  another  Kolster  dealer  in  my  locality. 
Name  


Street . 
City .  . 


State. 


©  1928,  Federal-Brandes,  Inc. 
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Music  Shoppe  in  Town  of  1025  Population 
Wins  Success  Through  Store-door  Playing 

Brunswick  Panatrope  Dealer  of  Goose  Creek,  Tex.,  Tells  How  Constant  Demonstration  Has 
Proved  to  Be  Big  Factor  in  Its  Success — $14,263.53  Business  in  Five  and  a  Half  Months 


T  T  is  generally  recognized  that  one  of  the  best 
■■■  methods  of  increasing  record  sales  is  by  con- 
tinuous demonstration  at  the  store  door,  so 
that  passers-by  will  be  attracted,  provided,  of 
course,  that  the  location  of  the  store  lends  it- 
self to  this  type  of  exploitation.  Too  many 
dealers  believe  that  it  is  necessary  for  an  es- 
tablishment to  be  located  in  a  big  city  on  a 
thoroughfare  with  many  thousands  of  transients. 
This  is  not  so,  as  is  proved  by  a  recent  com- 
munication received  from  the  Brunswick  Co., 
announcing  its  outdoor  record  demonstration 
equipment.  This  equipment  consists  of  two 
types,  one  a  Panatrope  cone  mounted  on  a 
transom  baffle  board  with  all  necessary  acces- 
sories for  connecting  the  cone  to  any  P-3  type 


||0  VOLT 
A-C 


t 

H-5 
DYNAMIC 


outlet  T™rHl%  VcZLeK  UNIT 

JlfAGNAVOX 

Dynamic  Speaker 
UNIT 

(Type  R-4,  6  volts,  D.  C.) 

Hook  it  up  like  this  sketch  because 
the  6  volt  rectified  output  of  any 
standard  trickle  charger  or  "A" 
rectifier  will  energize  the  field  of 
the  MAGNAVOX  6  volt  Dynamic 
power  speaker  unit. 

unit  only  $50 

Easily  fitted  into  any  cabinet 


Aristocrat  Model 
Dynamic  Speaker 

COMPLETE 

6  volt  $85 
110  volt  $90 

Only  the  Dynamic  type  speaker  can 
bring  out  the  full  qualities  of  repro- 
duction demanded  today. 

Write  for  speaker  bulletins 

The  Magnavox  Co. 

Oakland,  California 


instrument  in  the  store,  the  other  is  a  complete 
unit  for  transom  use  over  the  doorway. 

Accompanying  the  announcement  was  a 
reproduction  of  a  letter  from  the  Music  Shoppe, 
Brunswick  dealer  of  Goose  Creek,  Tex.,  a  town 
of  1,025  population.  The  Music  Shoppe  has  in 
five  months  built  up  a  business  of  $14,263.53, 
and  attributes  a  great  deal  of  its  success  to 
the  use  of  the  P-13  Panatrope  demonstrator. 
J.  Fondren,  one  of  the  proprietors  of  the  es- 
tablishment, tells  of  its  growth  as  follows: 

"From  the  middle  of  February  to  the  first  of 
March  we  did  business  to  the  amount  of 
$1,153.19  in  machines  and  records.  During  the 
month  of  March  our  volume  was  $2,340.78.  For 
this  period  we  averaged  about  six  records  a 
day  and  sold  about  sixteen  machines.  The  re- 
maining business  was  a  small  amount  of  sheet 
music  and  phonograph  needles.  Our  total 
record  sales  were  around  three  hundred,  but 
not  until  we  installed  the  remarkable  P-13 
Panatrope  demonstrator  did  our  record  and  ma- 
chine volume  show  much  improvement.  The 
first  month  (April)  we  had  the  P-13  going  we 
sold  several  hundred  records,  and  we  recall 
very  vividly  the  activity  on  one  day  when  we 
sold  150  records.  For  April,  May,  June  and 
July  we  have  averaged  around  twenty-five 
records  per  day. 

"Since  the  first  of  April,  the  time  the  P-13 
has  been  going,  we  have  sold  twenty-nine  port- 
ables, fifty-six  exponential  Panatropes  ranging 
from  the  $125  to  the  $325  models,  and  five  P-13 
Panatropes  at  $575  each. 

"It  might  be  interesting  to  some  of  our 
brother  dealers  to  look  over  some  figures  that 
we  have  gotten  together  from  the  ledger. 

Total  for  February  (13  days)    $1,153.19 

"       "  March   :  2,340.78 

"       *'  April    2,645.92 

"       "  May    3,345.86 

"       "  June   1,696.53 

"       "  July    3,081.25 


Total  for  five  and  one-half  months  $14,263.53 

"You  will  notice  how  the  sales  began  to  im- 
prove and  'stay  there'  after  the  P-13  was  in- 
stalled. It  might  be  advisable  to  make  an  ex- 
planation here  in  regard  to  the  decrease  in 
business  volume  in  June.  A  number  of  men 
were  discharged  from  a  local  industrial  plant 
about  that  time.  We  did  not  feel  their  loss 
so  much,  but  others  were  afraid  they  would 
be  discharged  and  naturally  held  on  to  their 
pay  checks.  We  were  also  about  this  time 
reorganizing  our  business,  planning  for  a  big 
Fall  business  and  improving  our  methods,  in 
any  manner  that  we  could.  It  was  about  this 
time  that  J.  L.  Echols  joined  the  firm,  succeed- 
ing Mr.  Robinson. 

"You  will  notice  by  the  figures  that  as  soon 
as  the  discharging  of  men  stopped  the  sales  fig- 
ures went  right  back  to  normal.  From  February 
15  to  the  end  of  March  we  averaged  $89.59  per 
day.  We  did  not  have  the  P-13  during  this 
time.  From  the  first  of  April  to  the  end  of 
July,  a  period  of  four  months,  we  did  a  total 
of  $10,769.56.  Taking  out  the  Sundays  and 
holidays  we  were  closed  we  averaged  over  $106 
per  day,  an  improvement  of  around  $16  per 
day.  We  are  located  thirty  miles  from  Hous- 
ton, Tex.,  a  city  of  over  200,000  population. 


MICA 
DIAPHRAGMS 

Immediate  delivery — all  sizes 
Send  for  free  samples  and  prices 
All  Mica  Products 

INTERNATIONAL  MICA  CO. 

Barlnf  SU    PHILADELPHIA,  PA.   rilMM.  Phlli. 


Three  Houston  daily  papers  are  distributed  in 
this  section  every  day. 

"We  spend  about  $50  per  month  for  adver- 
tising in  the  leading  local  paper.  There  are 
two  newspapers  here,  a  semi-weekly  and  a 
weekly.  We  patronize  the  semi-weekly,  carry- 
ing an  ad,  at  least  once  a  week,  one-quarter 
page  size.  We  never  run  an  ad  without  a  Pana- 
trope cut  in  it.  We  publish  the  names  of  the 
new  records  and  their  numbers. 

"The  amount  of  capital  when  we  started  out 
in  February  was  $1,000.  The  weather  was  cold 
and  the  outlook  none  too  bright,  but  we  went 
to  work.  Our  success  has  been  nothing  phe- 
nomenal, but  it  has  been  better  than  we  antici- 
pated. Perhaps  we  were  fortunate  in  seeing 
our  way  clear  to  put  in  that  P-13.  It  might 
be  interesting  to  state  before  we  close  that  we 
have  been  able  to  arrange  with  local  private 
capital  to  carry  our  paper.  This  has  really  put 
us  on  a  cash  basis.  We  pay  10  per  cent,  but 
this  is  added  to  the  contract  price  of  the  ma- 
chines. We  do  not  sell  records,  needles  or 
supplies  on  the  credit  plan. 

"Our  store,  as  we  stated  before,  is  located 
in  the  rear  of  the  Goose  Creek  Pharmacy.  It 
is  15x23  feet,  and  thoroughly  crowded  with 
new  machines  and  record  shelves,  but  we  have 
made  it  a  point  to  have  two  comfortable 
lounges  for  customers,  with  a  cool  fan  over- 
head. They  can  come  in  and  listen  to  twenty- 
five  records  if  they  care  to,  and  the  more  who 
loaf  with  us  the  better.  We  make  it  a  policy 
to  keep  well  posted  on  the  number  of  machines, 
style,  age  and  make  in  every  home.  We  get 
this  very  desirable  information  by  conducting 
our  canvass  under  the  guise  of  a  'Musical  Sur- 
vey,' which  it  really  is  after  all.  If  people 
think  you  want  the  information  for  your  store 
alone  they  do  not  care  to  give  it  out,  but 
when  they  are  told  that  it  is  a  'musical  survey' 
they  readily  co-operate  with  us.  Of  course, 
everything  is  listed  from  harmonicas  to  jew's 
harps,  but  the  phonograph  is  cataloged  just 
the  same." 


Furniture  for  Radio  Sets 

Is  an  Expensive  Item 


R.  M.  Klein,  General  Manager  of  F.  A.  D. 
Andrea,  Inc.,  Declares  35  Per  Cent  of  Cost  of 
Radio  Goes  for  Furniture  in  Set 


The  Demand  for  Quality  Never  Ceases 

To  learn  the  difference  between  ordinary  Cotton  Flocks  and 
"QUALITY"  Cotton  Flocks,  order  a  sample  bale  of  our  Stand- 
ard No.  920  for  Phonograph  Record  Manufacturing. 


In  purchasing  a  good  radio  receiver  to-day, 
35  per  cent  of  the  expenditure  goes  for  the 
furniture  in  the  set,  according  to  R.  M.  Klein, 
general  manager  of  Fada  Radio,  who  recently 
made  careful  calculations  designed  to  arrive 
at  the  exact  costs  of  various  materials  that  go 
into  the  making  of  latest  radio  models.  In 
Mr.  Klein's  opinion  the  proportionate  cost  of 
furniture  to  the  rest  of  the  set  will  be  still 
higher  in  the  future. 
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Backed  by 
77  Guarantees  j 


l/OU'RE  as  safe  as  the  Bank  of  England  when  you  sell  a 
*S  portable  phonograph  equipped  with  a  Flyer  Motor.  Every 
part  and  every  operation — 77  in  all — in  the  making  of  the  Flyer 
is  inspected  and  guaranteed  perfect  by  the  inspector — every  Flyer 
must  be  100%  perfect  before  it  can  come  to  you  in  any  portable 
at  any  price. 

Cast  iron  frame,  sinewy,  athletic  spring,  bronze  bearings,  specially 
cut  precision  governors  and  gears  —  every  part  of  the  Flyer  is 
designed  and  made  by  experts  to  stand  years  of  hard  use  and 
deliver  years  of  satisfaction. 

The  Flyer  plays  two  10  inch  selections,  is  absolutely  noiseless, 
and  weighs  but  4K  pounds.  It  improves  the  value  and  helps  the 
sale  of  any  portable,  and  portables  equipped  with  the  Flyer  are 
the  safe,  profitable  portables  for  you  to  sell. 


ENERAL  INDUSTRIES  CO 


ELYRIA,  OHIO 
Formerly  named  The  Qeneral  Phonograph.  Mfg.  Co. 

Makers     Precision  Products  for  25  Years. 
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A 

Complete  List 

of 


Distributors 

JAMES  K.  POLK,  INC. 
217  Whitehall  St.,  S.W.,  Atlanta,  Ga. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
227  W.  Washington  St.,  Chicago,  111. 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

THE  ARTOPHONE  CORPORATION 
1624  Pine  St.,  St.  Louis,  Mo. 

IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y. 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St,  New  York  City 

STERLING  ROLL  AND  RECORD 
COMPANY 
137  W.  4th  St.,  Cincinnati,  Ohio 

OHIO  SALES  &  SUPPLY  CO. 

1231  Superior  Ave.,  Cleveland,  Ohio 

L.  D.  HEATER 
469V4  Washington  St.,  Portland,  Ore. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
811  West  Broad  St.,  Richmond,  Va. 

THE  ARTOPHONE  CORPORATION 
McCall  Building 
Memphis,  Tennessee 

OKEH  PHONOGRAPH 
CORPORATION 

809  So.  Los  Angeles  St. 
Los  Angeles,  Cal. 

OKEH  PHONOGRAPH 
CORPORATION 

339  Bryant  St. 
San  Francisco,  Cal. 

THE  Q.  R.  S.  MUSIC  CO. 
1017  Sansom  St. 
Philadelphia,  Pa. 


Plans  for  R.  M.  A.  Show  and 
Convention  Are  Completed 

R.  M.  A.  Directors  Meet  in  Cleveland  to  Com- 
plete Plans  for  Annual  Convention  and  Trade 
Show  in  Chicago  the  Week  of  June  11 

At  a  meeting  of  the  Radio  Manufacturers 
Association's  board  of  directors  at  Cleveland, 
last  month,  plans  for  the  fourth  annual  R.  M.  A. 
convention  and  second  annual  trade  show  at  the 
Stevens  Hotel,  Chicago,  during  the  week  of 
June  11th,  were  completed.  A  change,  of  the 
dates  for  the  R.  M.  A.  convention  and  trade 
show  was  considered  seriously,  because  the  an- 
nual convention  of  music  dealers  is  to  be  held 
in  New  York  the  previous  week  and  that  of 
the  hardware  dealers  the  subsequent  week,  but 
it  was  found  impossible  to  arrange  any  other 
dates  for  the  R.  M.  A.  affairs.  Adequate  hotel 
and  other  accommodations  could  not  be  secured 
for  any  other  week  than  that  originally  selected 
by  the  R.  M.  A. 

The  R.  M.  A.  board  tried  to  change  the  dates 
for  its  events  to  the  last  week  in  May  and 
also  to  other  weeks  in  June,  in  response  to 
suggestions  that  the  R.  ;M.  A.  dates  might  make 
it  difficult  for  music  dealers  and  those  in  the 
hardware  trade  distributing  radio  to  make  en- 
gagements at  all  conventions.  Another  factor 
for  the  R.  M.  A.  board's  consideration  was  the 
fact  that  the  National  Republican  Convention 
will  be  held  at  Kansas  City  during  the  week 
of  the  R.  M.  A.'s  events  in  Chicago.  But  after 
careful  consideration  of  all  possibilities  of 
changing  dates,  with  a  desire  to  meet  the  con- 
ditions presented  by  the  music  and  hardware 
dealers,  it  was  found  utterly  impossible  to  ar- 
range any  other  dates  for  the  R.  M.  A.  affairs 
The  R.  M.  A.  board,  therefore,  proceeded  with 
the  program  for  the  week  of  June  11th,  receiv- 
ing a  detailed  report  from  H.  H.  Frost,  chair- 
man of  the  R.  M.  A.  Show  Committee.  Also 
the  R.  M.  A.  board  ratified  arrangements  for 
the  annual  public  radio  shows  during  1928  in 
New  York  and  Chicago. 

The  R.  M.  A.  board  received  a  report  on  the 
progress  made  in  its  patent  interchange  plan. 
A.  J.  Carter  of  Chicago,  chairman  of  the 
R.  M.  A.  Patent  Interchange  Committee,  and 
C.  C.  Hanch,  the  author  of  the  Patent  Pooling 
Plan  in  the  automotive  industry,  and  the  R.  M. 
A.  special  counsel  in  the  radio  patent  inter- 
change plan,  submitted  reports.  More  than 
half  of  the  R.  M.  A.  members  have  replied  al- 
ready to  questionnaires  regarding  their  pa-tent 
interests. 

A  meeting  of  the  R.  M.  A.  membership  in 
New  York  on  January  24th  was  called  by  Presi- 
dent C.  C.  Colby  of  the  R.  M.  A.,  by  direction 
of  the  board,  to  receive  a  more  detailed  report 
regarding  the  patent  interchange  enterprise. 
Also  in  New  York  on  January  25  the  En- 
gineering Division  of  the  R.  M.  A.  will  gather  to 
consider  the  question  of  uniform  radio  stand- 
ards and  other  engineering  problems.  On  the 
following  day,  January  26,  the  R.  M.  A.  board 
of  directors  will  meet,  also  in  New  York. 

To  extend  the  activities  of  the  R.  M.  A. 
and  increase  the  services  rendered  to  its  mem- 
bers, and  also  to  the  public  and  other  units  of 
the  industry,  the  R.  M.  A.  board  authorized  an 
increased  budget  and  arranged  to  have  its  credit 
information  service  operated  through  a  privately 
conducted  credit  corporation  at  a  considerable 
saving  to  R.  M.  A.  members  for  credit  service. 

Action  on  changes  in  the  constitution  and 
by-laws  of  the  R.  M.  A.,  suggested  because  of 
the  Association's  growth  and  broadening  activi- 
ties, was  deferred  for  further  consideration  by 
the  board. 

The  R.  M.  A.  board  adopted  a  resolution,  de- 
ploring the  loss  to  the  radio  public  and  the 
industry  by  the  death  of  Rear-Admiral  Billiard, 
late  chairman  of  the  Federal  Radio  Commission. 

The  R.  M.  A.  manual  on  cures  for  homemade 
static  has  been  so  well  received  by  the  public 
that  another  edition,  amplified  and  revised  after 


consultation  with  the  National  Electric  Light 
Association,  was  planned  by  the  R.  M.  A.  board. 
Engineers  of  the  N.  E.  L.  A.  will  co-operate 
with  the  R.  M.  A.  engineers  in  improving  the 
R.  M.  A.  interference  manual,  Better  Radio 
Reception,  and  prepare  for  larger  distribution 
to  listeners-in.  More  than  52,000  of  the  inter- 
ference manuals  already  have  reached  the  pub- 
lic through  the  R.  M.  A.  with  the  very  active 
assistance  of  the  National  Association  of  Broad- 
casters and  the  Federated  Radio  Trade  Asso- 
ciation. 

The  Legislative  Committee  of  the  R.  M.  A., 
headed  by  Morris  Metcalf,  Springfield,  Mass., 
also  met  at  Cleveland,  but  deferred  any  action. 
The  R.  M.  A.  at  present  has  no  legislative  pro- 
gram, being  satisfied  with  the  initial  results  of 
the  Federal  Radio  Law  and  the  work  done  by 
the  Federal  Radio  Commission.  It  has  no  leg- 
islative program  to  urge  at  this  time  and  none 
is  in  preparation,  but  it  will  hold  itself  in 
readiness  to  act  through  its  joint  legislative 
committee  with  the  National  Association  of 
Broadcasters  on  any  national  legislation  which 
may  concern  the  interests  of  both  in  the  future. 

New  Reproducer  for  the 
Allen  Portable  Phonographs 

E.  Toman  &  Co.,  Chicago,  Makers  of  Repro- 
ducers and  Tone  Arms,  Announce  New 
Product  Exclusively  for  Allen  Portables 


E.  Toman  &  Co.,  prominent  Chicago  manu- 
facturers of  reproducers  and  tone  arms,  recently 
announced    a    new    reproducer   which   will  be 


New  Reproducer  for  Allen  Portable 


used  exclusively  on  Allen  portable  phonographs, 
made  by  the  Allen-Hough  Mfg.  Co.,  Milwaukee, 
Wis.,  and  which  are  rapidly  gaining  in  popu- 
larity with  both  the  wholesale  and  retail  trade 
throughout  the  country. 

The  reproducer  has  many  new  and  interesting 
features  in  its  general  construction.  The  dia- 
phragm is  constructed  of  duraluminum,  10/1000 
thick,  triple  suspended,  and  lacquered  to  pro- 
tect it  against  climatic  variations,  a  feature 
which  is  said  to  bring  about  a  tremendous  dif- 
ference in  volume,  depth  of  tone,  definition, 
and  in  actual  reproduction. 

E.  Toman  &  Co.  have  also  conceived  in  this 
reproducer  a  splendid  development  in  a  posi- 
tive locking  back,  eliminating  the  need  for 
screws  which  often  become  loose  and  cause 
blasting.  Live-rubber  gaskets  are  used  to 
cushion  the  diaphragm  and  double-grip  tone 
arm  screws  securely  hold  the  reproducer  in 
perfect  position. 

The  Allen-Hough  Mfg.  Co.,  for  which  this 
reproducer  has  been  created,  is  planning  an 
extensive  program  to  properly  introduce  it  as 
one  of  the  big  features  of  its  well-known  port- 
able line.  As  Don  Allen,  president  of  this  com- 
pany, puts  it,  "This  is  the  one  logical  repro- 
ducer for  portables." 
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SANDAR  will  mak 


e  it  so 


HERE'S  another  year  and  here's  SANDAR 
still  riding  successfully  along  on  a  wave  of 
popularity,  making  new  sales  and  new  friends 
every  day,  making  1928  even  happier  for  the 
dealers  who  handle  SANDAR  and  for  the  fans 
who  purchase  it. 

Lower  priced  than  any  other  licensed  speaker 
of  its  size — #27.50 — attractive  in  appearance, 
perfect  in  performance,  the  Sandar  Senior  now 
has  a  popular,  healthy  running-mate  in  the 
Junior  model,  retailing  at  #16.50.  Both  of 
them,  from  all  reports,  are  destined  to  build  up 
even  better  records  during  the  current  year. 

Sandar  franchises  are  valuable  assets  these 
days — they  mean  prestige  and  profits.  Why 
not  seize  a  real  opportunity  by  signing  up 
Sandar!  Write  TODAY  for  terms  and  full 
information. 


so 


Senior  JttodeL 

(No.  0.5) 

West  of  the  "Rockies  $302S 

Junior  JtfodeLk\ 

(No.ai)  ^l\J 

West  of  the  Upckies  $  17  25 

Licensed  under  Lektophone  Patents 


S PEAKER 


SANDAR  CORPORATION,  Crescent  Plaza  Building,  Long  Island  City,  New  York 
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High  Priced  Talking  Machines  and  Radio 

Receivers  Selling  in  Milwaukee  Territory 

Electrically  Operated  Sets  Prove  Popular — Federated  Radio  Trade  Association  to  Meet  in  Febru- 
arys— Oshkosh  and  Madison  Units  Join  Wisconsin  Radio  Trade  Association 


Milwaukee,  Wis.,  January  7. — Extremely  fa- 
vorable reports  from  Milwaukee  retail  establish- 
ments and  jobbers  have  been  received  with  re- 
gard to  the  recent  holiday  business  on  radios 
and  phonographs. 

Electrically  operated  sets  have  been  excep- 
tionally popular.  Vernon  H.  Maurer,  president 
of  the  Badger  Radio  Corp.,  jobbing  house, 
stated  that  within  two  weeks  during  the  Christ- 
mas selling  season  this  company  distributed 
four  carloads  of  the  new  A.  C.  sets. 

High-priced  phonographs  sold  extremely  well 
in  Milwaukee  during  the  holidays,  according  to 
Harry  Goldsmith,  of  the  Badger  Sales  Co.,  Vic- 
tor jobber  in  Wisconsin. 

Yahr-Lange,  Inc.,  reported  an  excellent  sale 
of  their  Super-Ball  antenna  during  the  holiday 
season  and  the  company  has  shown  a  30  per 
cent  gain  over  last  year,  according  to  Fred 
Yahr.  The  concern  is  receiving  hundreds  of 
pictures  showing  excellent  window  displays  of 
the  Super-Ball  antenna  by  dealers.  Judging 
from  the  number  of  photos  which  have  made 
their  appearance,  the  campaign  to  get  the  Super- 
Ball  properly  displayed  has  not  been  in  vain. 
Efforts  of  the  individual  dealers  will  not  have 
been  in  vain  either,  as  general  reports  indicate 
that  their  window  displays  have  brought  in 
additional  sales. 

The  meeting  of  the  Federated  Radio  Trade 
Association  in  Milwaukee  February  14  and  15 
is  expected  to  stimulate  business  to  a  great  ex- 
tent. An  elaborate  program  of  entertainment  is 
being  arranged.  Registration  will  begin  at  9 
a.  m.  the  first  day.  A  luncheon  will  be  held  at 
12:15.  Immediately  following  the  luncheon  the 
business  session  will  open  and  run  through  until 


5:30.  The  entire  second  day  will  be  given  over 
to  business  session  with  a  big  stag  banquet  to 
close  the  session.  On  the  first  night  there  will 
be  a  theatre  party  and  dance. 

Two  new  units  have  been  added  to  the  Wis- 
consin Radio  Trade  Association,  the  Oshkosh 
unit  and  the  Madison  unit.  A  recent  meeting 
of  dealers  at  the  Athearn  Hotel  at  Oshkosh 
brought  out  a  number  of  men  in  the  field  who 
listened  to  a  talk  by  W.  B.  Arvin,  assistant 
secretary.  Another  meeting  will  be  held  some 
time  this  month. 


On  Thursday,  December  8,  a  meeting  of 
dealers  was  held  in  Madison  for  the  purpose  of 
forming  a  trade  association  in  that  city.  A 
three-hour  session  attended  by  a  large  delega- 
tion from  Milwaukee  was  held,  the  principal 
speaker  being  Michael  Ert.  He  told  the  deal- 
ers of  some  of  the  experiences  of  the  Wisconsin 
Radio  Trade  Association  during  the  past  five 
years,  and  laid  particular  stress  on  problems 
now  confronting  the  Madison  dealers.  J.  A. 
Coats,  of  the  Radio  Sales  Co.,  of  Madison,  is 
chairman  of  the  executive  committee. 

Merrill  J.  Page,  Inc.,  radio  studios,  have  been 
opened  here  at  4807  Center  street.  The  com- 
pany carries  a  complete  line  of  the  latest  models 
in  receivers  and  accessories.  The  first  Merrill 
J.  Page  studio  ever  opened  here  is  still  at  Third 
and  Center  streets.  The  new  store  is  a  link  in 
the  rapidly  growing  business  of  the  concern. 
Kellogg,  Kolster  and  Radiola  sets  are  handled. 


Appointed  Distributor  of 

the  Allen  Portable  Line 

The  Aluminum  Specialty  Co.,  Dallas,  Tex., 
has  been  appointed  distributor  of  Allen  port- 
ables in  the  territory  they  cover,  according  to 
an  announcement  by  the  Allen-Hough  Mfg.  Co. 

This  distributorship  is  headed  by  Al  Le- 
maitre,  a  very  live,  capable,  experienced  mer- 
chandiser. His  plan  of  co-operation  to  the  trade 
extends  along  broad  lines  and  includes  selling 
assistance  plus  unusual  support  to  the  dealer  in 
the  promotion  of  business. 

The  Aluminum  Specialty  Co.  offers  its  dealers 
only  guaranteed  merchandise  of  publicly  ac- 
cepted value.  It  accords  the  trade  advertising 
and  merchandising  aid,  and  introduces  business- 
producing  plans  of  thoroughly  tested  value. 

In  introducing  Allen  portables  Mr.  Lemaitre 
states  that  in  his  opinion  he  is  now  offering 
his  dealers  the  finest  profit  opportunity,  and 
with  a  nationally  advertised  line  of  unquestioned 
selling  value. 


Victor  Features  "Among  My 
Souvenirs"  in  Gar-Card  Ads 

Because  of  the  popular  demand  two  records 
of  "Among  My  Souvenirs"  were  advanced  in 
release  to  dealers  by  several  weeks.  The  vocal 
recording  was  made  by  the  Revelers,  and  Paul 
Whiteman  and  His  Orchestra  played  it  in  con- 
cert style.  The  dance  recording  of  "Among 
My  Souvenirs,"  by  Roger  Wolfe  Kahn  and  His 
Orchestra,  was  issued  some  weeks  in  advance 
of  the  others.  The  Victor  Co.  featured  the  three 
recordings  of  the  selection  in  its  car-card  ad- 
vertising starting  January  6. 


Rochester  Show  in  September 

Rochester,  N.  Y.,  January  7. — The  fourth  annual 
Rochester  Radio  Show,  sponsored  and  man- 
aged by  the  Rochester  Radio  Trades,  Inc.,  will 
be  held  during  the  period  from  September  17 
to  22,  inclusive,  at  Convention  Hall  here. 


JEWEL  TONE  ARM  and 
REPRODUCER  No.  60 


A  continuous  ta- 
pered brass  tone 
arm  with  the  latest 
phonic  type  of  re- 
producer. Made  to 
meet  the  demand 
for  a  good  S  Shape 
brass  tone  arm 
with  the  new  type 
of  reproducer  at  a 
reasonable  price. 


gives  an  excellent  reproduction.     List  price 


A  Jewel 
Quality 
Product 


Length,  9lk  in. 
List  price  in  Nickel  Plate,  $8.00 

We  are  now  ready  to  offer  to  manufacturers  of  large 
:abinet  phonographs  our  No  55  Special  Brass  Tone  Arm. 
This  is  an  extreme  S  Shape  tone  arm  with  a  21  in.  air 
column;  length  from  center  of  base  to  needle  point  — 
1 0y2  in.  Diameter  of  base  —  1  ]/z  in.  Very  loud  and 
$11.00.     Write  for  discount. 


JEWEL  PHONOPARTS  CO. 


510  No.  Dearborn  Street 


CHICAGO,  ILL. 
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Interesting  Events  of 
the  Trade  in  Pictures 


Above — David  Sarnoff,  vice-president  und  gen- 
eral  manager,  Radio   Corp.   of  America,  has 
been  elected  to  the  RCA  directorate 


Above — Mr.  and  Mrs.  Louis  Sterling 
and  officials  of  the  Nipponophone  Co., 
Japan  and  their  wives 


Above — Miss  Bradley  King,  Metro-Golduyn-Muyer  scena- 
rist, with  her  Brunswick  Panatrope.  Miss  King,  uiho 
always  works  to  the  accompaniment  of  music,  purchased 
the  instrument  from  the  Young  Music  Co.,  of  Venice,  Cat. 


Above — Charles  Sale,  comedian  of  "Gay  Puree."  and 
girls  of  cast  listening  to  an  Allen  Portable 


Above — Miss  Madeline  Cameron,  specialty  dancer  in 
"Hit  the  Deck,"  now  playing  on  Broadway,  enjoys  the 
Kolster  radio  receiving  set  in  her  dressing  room  while 
"making  up''  for  her  next  dance 


Above — W.   H.  Richardson,   new  president  of 
Music  Trades  Ass'n  of  Southern  California 


Left — The  annual 
banquet  of  the 
Chicago  Repre- 
sentatives Associ- 
ation at  the 
Electric  Club  in 
Chicago  was  one 
of  the  most  enjoy- 
able trade  events 
of  the  season 


Below — Attractive    window    display    of    the    (1  isconsin    Gas    &-    Electric  Co., 
Stromb erg-Carlson   dealer   of    Waukesha,    Wis.     This   concern   finds  artistically 
arranged  windows  a  most  effective  stimulator  of  sales 


Above — Executives  and  salesmen  of  Trilling  &  Montague,  Philadelphia 
radio  wholesalers.  Seated,  left  to  right:  D.  M.  Trilling,  J.  A.  Cahill. 
J.  D.  Kelly,  H.  Montague.  Mr.  Kelly  is  local  RCA  representative  and 
was  present  to  award  to  Mr.  Cahill  the  RCA  prize  for  selling  the  most 
Radiotron  Display  Outfits  in  one  month 


The  Talking  Machine  World,  New  York,  January,  1928 


Allen  Portables  Are  7\[ow 
J\[ationally  Advertised  in 
The  Saturday  Evening  Post 
and  Other  Magazines — 
Creating  Public  Demand 
and  Direct  Business  for 
Active  Dealers. 


STP I KI NG  LY ,  a 

T3  insure  even  greater 
profit  for  our  Dealers, 
through  speedy  stock 
turnover,  we  have  secured 
the  one  logical  reproducer 
for  portables. 

This  reproducer  has  been 
created  exclusively  for  Allen 
Portables.  It  is  perfect  for 
its  purpose — made  to  give 
you  maximum  volume  and 
purest  tone  quality  —  and 
is  in  no  sense  just  a  stock 
eproducer  converted  for 
j||able  use. 

3y  aJM^neans,  hear  the  Al- 
len Portables  today.  Three 
splendid  models,  in  attrac- 
tive colors,  built  to  bring 
you  a  fine  continuous  profit. 
A  complete  line  entirely 
covering  the  accepted  rang|| 
of  prices.  Plus  a  guarantee 
policy  which  protects  our 
Dealer's  profits !  Just  ask  the 
best  Jobber  near  you  for 
samples ! 

JJTl^poRTABLESl^ 

ALLEN-HOUGH  MANUFACTURING  COMPANY 

Milwciu\ee  Wisconsin 

FACTORIES  —  RACINE    and    NEW  YORK 


•HEAR  AND    SEE  THE 
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~>  Created  for 

Allen  portables 


Dealers  taught  us  all  we 
know  about  portables. 
Told  us  what  they  needed 
to  make  real  profit.  And 
that's  why  we  have  the 
greatest  line  ever  pre- 
sented to  the  public. 

For  there's  no  substitute 
for  actual  experience  in 
this  business.  Only  with 
full  appreciation  of  the 
trade's  needs  can  mer- 
chandise, in  actual  de= 
mandy  be  produced. 

Now  take  your  profit.  Start 
today  to  sell  Allen  Portables, 
Call  upon  the  best  Jobber  tied 
you  for  samples.  Or,  write  us 
direct  for  local  Jobber's  addiess, 
and  attractive  catalog.  Act  now— 
you  built  this  profitable  new  line ! 
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PORTABLES 

Exclusively 

HAVING  developed  the  one  logical 
reproducer  for  portable  phono- 
graphs, we  were  faced  with  the 
problem  of  selecting  that  manu- 
facturer who  could  give  it  broadest  use. 
Looking  over  the  entire  field  carefully, 
we  chose  the  Allen  Hough  Manufacturing 
Company,  Milwaukee.  Their  construc- 
tive policy  of  dealer  development,  and 
their  long  experience  in  portable  manu- 
facturing, convinced  us  that  an  exclus- 
ive contract  with  them  was  the  ideal 
arrangement  for  us  and  for  the  trade. 

This  reproducer  has  a  duraluminum 
diaphragm  10/1000  thick,  triple 
suspended,  and  laquered  to  protect  it 
against  climatic  changes.  Compare  this 
with  the  ordinary  diaphragm  of  one- 
fourth  its  thickness,  note  the  difference 
in  volume,  in  tonal  depth,  in  actual 
reproduction.  Note  the  positive,  fool- 
proof locking  back,  the  live  rubber 
gaskets,  the  double  grip  tone-arm 
screws,  and  other  exclusive  features. 


More  sales  and  quic\er  pro' 
fits  for  Dealers  in  Allen 
Portables'.  You  will  be 
astounded  by  the  remar\able 
volume  and  purity  of  tone  ! 


E.  TOMAN  &  CO. 


2621  W.  21st  PLACE 


CHICAGO,  ILLINOIS 
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Record  Wholesale  Shipment 
Made  by  Ernest  Ingold,  Inc. 

San  Francisco  Atwater  Kent  Jobber  Shipped 
Merchandise  Valued  at  $150,000  to  374  Ac- 
counts in  141  Cities  in  One  Day 


A  shipment  of  4,756  packages  in  one  day, 
December  8,  1927,  made  by  eleven  men  and 
one  redheaded  boy  in  six  hours  and  twenty- 


Part  of  Huge  Atwater  Kent  Shipment 

two  minutes  is  claimed  to  be  a  world's  record 
by  Ernest  Ingold,  Inc.,  of  San  Francisco. 

The  shipment  consisted  of  821  Atwater  Kent 
receivers,  782  Atwater  Kent  speakers,  5,164 
Cunningham  tubes,  524  Atwater  Kent  power 
units,  1,381  Eveready  batteries  and  84  Pooley 
cabinets. 

In  addition  to  the  sidewalk  space  used  for 
this  shipment,  the  entire  shipping  floor  of  the 
establishment  was  similarly  crowded.  The  re- 
tail value  of  the  shipments  for  the  day  was 
over  $150,000  and  it  went  to  141  cities  and  to 
374  accounts.  Ernest  Ingold  is  shown  con- 
gratulating F.  N.  Cassell,  head  shipper.  To  the 
right  of  him  is  H.  C.  Webb,  Melvin  DeLyons 
and  H.  S.  Hinze. 


Eddy  Thomas  Is  Signed  as 
Exclusive  Brunswick  Artist 


An  announcement  was  recently  received 
from  the  general  offices  of  the  Brunswick- 
Kalke-Collender  Co.,  Chicago,  to  the  effect  that 
Edward  Francis  Thomas,  popularly  known  as 
Eddy  Thomas,  has  been  signed  as  an  exclusive 
Brunswick  recording  artist.  Mr.  Thomas  is  a 
member  of  the  Yacht  Club  Boys,  one  of  the 
popular  Brunswick  recording  organizations. 

Mr.  Thomas  was  born  in  Philadelphia  and 
received  his  early  education  in  that  city.  After 
winning  several  amateur  theatrical  contests  he 
decided  to  go  to  New  York  with  the  intention 
of  making  the  best  of  his  musical  talent.-  Being 
quite  proficient  on  several  musical  instruments, 
he  became  affiliated  with  various  orchestras 
entertaining  the  "400."  His  tenor  voice  is  of 
the  intimate  type,  with  a  style  that  is  extremely 
popular,  and  he  plays  the  guitar,  banjo  and 
violin.  His  first  Brunswick  record  release  will 
be  on  sale  February  2. 


William  A.  Carroll,  Inc., 

Is  Allen  Portable  Jobber 


The  Allen-Hough  Mfg.  Co.,  Milwaukee,  re- 
cently "announced  that  William  A.  Carroll,  Inc., 
of  Detroit,  has  taken  over  the  exclusive  dis- 
tributorship of  Allen  portable  phonographs  in 
Detroit  and  adjacent  territory.  William  A. 
Carroll,  Inc.,  was  recently  reorganized.  Located 
very  fawrably  in  relation  to  the  Ford  plant 
and  with  a  capable  and  aggressive  personnel, 
ihe  firm  is  laying  ambitious  sales  plans  for  1928 
in  the  distribution   of  Allen  portables. 


Jannacio  Bros.  Music  Stores  at  107  Main 
street  and  77  Northern  Boulevard,  Flushing, 
N.  Y.,  featured  the  Columbia-Kolster  Electric 
Reproducing  phonograph  during  the  holiday 
season  with  great  success. 


Booklet  on  Adaptations  of        F.  R.  Williamson  With 
the  Music  Memory  Contest       Edison  Distributing  Branch 

National  Bureau  for  the  Advancement  of  Music  Phonograph  Salesman  of  Long  Experience 
Completes  Tenth  Year  of  Promotion  With  ■,  to  Travel  Out  of  Kansas  City  Branch  of  the 
an  Informative  New  Booklet  on  the  Subject  •  •    Edison  Phonograph  Distributing  Co. 


The  National  Bureau  for  the  Advancement 
of  Musk:  has  marked  the  completion  of  its 
tenth  year  of  active  promotion  of  the  School 
Music  Memory  Contest  with  the  publication  of 
a  new  booklet  on  the  subject  entitled  "Adap- 
tations of  the  Music  Memory  Contest."  All 
the  prominent  music  educators  who  received 
advance  proofs  have  expressed  their  hearty 
approval  of  the  booklet. 


Frank  R.  Williamson  has  joined  forces  with 
the  Edison  Phonograph  Distributing  Co.  at  its 
Kansas  City,  Mo.,  branch,  and  will  henceforth 
travel  in  that  territory.  He  was  formerly  in 
the  employ  of  Harger  &  Blish,  former  Edison 
jobber  at  Des  Moines,  la.,  maintaining  this 
connection  for  nine  years,  and  later  was  dis- 
trict manager  of  the  Maytag  Co.,  in  Miami, 
Fla.    He  has  a  wide  merchandising  knowledge. 


"Something  wrong 
with  the  set? 
Sure,  I'll  send 
our  service  man 
over  right  away' 


Your  Service  Man's  Time  is  Money 
money  made  or  lost! 

YOUR  service  man  can  also  sell.  But,  the  best 
service  man  is  only  as  efficient  as  the  instruments 
he  uses.  Equip  your  service  men  and  your  store 
with  complete  portable  special-purpose  testing 
equipment  that  is  designed  for  rapid  servicing  on 
all  models  of  radio  sets  and  power  units,  including 
the  new  electrically  operated  sets. 


Sterling  Universal  "B"  Tester 

A  complete  portable  testing  laboratory  for 
Power  Units  and  all  D-C  circuits  up  to 
300  v.  Voltmeter  (0-300  scale)  and  milli- 
ammeter  (0-100  scale)  are  used  inde- 
pendently or  in  combination.  Light,  com- 
pact, complete  with  plugs  and  adapters. 
R-410-   •  $30.00 


Sterling  "Universal  Service" 
Tube  and  Set  Tester 

Used  with  batteries  or  Power  Units.  Tests 
large  and  small  tubes  including  171  type. 
Milliammeter  shows  amplifying  strength 
of  tube.  Combination  voltmeter  testsboth 
the  "A"  and  "B"  voltages,  also  locates  de- 
fective circuit  wiring,  open  transformers, 
poor  contacts  in  sockets,  etc.  Voltmeter 
0-10,  0-200  scale,  Milliammeter  0-15  scale. 
R-412— List  price  $15. 00 


Sterling  "B"  Power  Tester 

A  high  resistance,  low  priced  meter  for 
checking  the  output  of  any  Power  Unit  or 
B  batteries  and  other  D.  C.  circuits  up  to 
300  volts.  A  necessary  unit  in  the  radio 
service  man's  equipment. 
R-4 1 5  D.  C.  Model,  List  price  *  •  $8.50 
R-417  A.  C.  Model,  for  testing  line  volt- 
ages and  all  A.  C.  circuits  up  to  150  volts, 
List  price   •  •  •  -   *   $7*50 


Sterling  "Metered" 

Tube  Reactivator 

Forlarge and  small  tubes,  including  500- A, 
171  and  all  tubes  having  thoriated  fila- 
ments. Emission  meter  shows  tube  needs 
reactivation,  also  improvement  after  reac- 
tivation. Handle  on  back.  Complete  with 
adapters.  R-403 — List  prices: 

50-60  cycle  $12.50 

25-40  cycle  $14-00 


The  Sterling  Manufacturing  company 

2831  Prospect  Avenue  •      •       •  Cleveland,  Ohio 

«fterliii& 

SERVICING  EQUIPMENT 
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SYMBOL  OF  QUALITY 

Adaptable  for 
Portables  and 
Upright  Machines 


Lyrephonic 
Tone  Arm  No.  2 


Lyrephonic 
Junior 


Lyrephonic  Products 


Will  provide  increased  profits  for  1928 
Write  for  full  details 

ANDREW  P.  FRANGIPANE  &  CO.,  Inc. 

Factory  and  offices:  261  Warren  St.,  Lyndhurst,  N.  J. 
Western  factory  representative:  Max  Targ,  229  W.  Randolph  St.,  Chicago,  IlL 


James  P.  Quam  Aided  in  the 
Development  of  the  Industry 

Designed  Complete  Line  of  Phonograph  Mo- 
tors Made  by  United  Air  Cleaner  Co. — In- 
vented Other  Important  Products 


One  of  the  outstanding  individuals  in  the 
music-radio  industry  from  the  standpoint  of 
creative  genius  is  James  P.  Quam,  who  has 
been  active  in  the  trade  for  over  ten  years. 
Mr.  Quam  designed  the  complete  line  of  United 


United  pick-up  and  amplifier  for  phonographs, 
which  has  met  with  a  nation-wide  response  since 
it  appeared  upon  the  market  a  few  months  ago. 
At  the  present  time  he  is  experimenting  on  a 
new  development  which  he  believes  will  top  all 
past  achievements,  and  it  is  expected  that  an 
important  announcement  regarding  this  product 
will  be  made  to  the  trade  in  the  near  future. 

After  graduating  from  college,  where  he  spe- 
cialized in  engineering,  Mr.  Quam  became  asso- 
ciated with  Westinghouse  Electric  &  Mfg.  Co. 
In  1915,  with  L.  D.  Rudolph,  he  founded  the 
United  Manufacturing  &  Distributing  Co.,  now 
known  as  the  United  Air  Cleaner  Co.,  and  dur- 
ing the  World  War  his  services  and  the  facil- 
ities of  the  plant  were  taken  over  by  the  gov- 
ernment for  the  manufacture  of  French  fuses. 
The  manufacture  of  fuses  is  a  delicate  process 
and  the  United  plant  was  one  of  the  two  fac- 
tories in  the  United  States  which  successfully 
made  these  items. 

Mr.  Quam  also  designed  the  Quam  radio 
loud  speaker  which  is  now  merchandised  by 
the  Quam  Radio  Corp.,  a  subsidiary  of  the 
United  Air  Cleaner  Co. 


1928  Numerical  List  of 

Victor  Records  Issued 


James  P.  Quam 

phonograph  motors  manufactured  by  the 
United  Air  Cleaner  Co.,  of  Chicago,  and  when 
the  company  became  one  of  the  pioneers  in 
the  manufacture  of  radio  parts  in  1920,  each 
part  was  a  result  of  the  inventive  genius  of 
Mr.  Quam.  One  of  his  products  which  has 
been  an  outstanding  success  in  the  automotive 
field  is  the  United  air  cleaner,  now  standard 
equipment  upon  the  automobiles,  trucks  and 
tractors  of  over  one  hundred  and  fifty  Ameri- 
can manufacturers.  A  similar  product  is  the 
Quam  vacuum  system  used  in  cleaning  large 
hotels  and  office  buildings. 

One  of  the  most  recently  designed  products 
to  come  from  the  hands  of  Mr.  Quam  is  the 


The  Victor  Talking  Machine  Co.  recently  is- 
sued to  its  dealers  the  "1928  Numerical  List  of 
Victor  Records"  containing  a  complete  list  in 
numerical  order  of  all  records,  in  all  languages, 
that  are  sold  by  dealers  in  the  United  States. 
This  book  is  supplied  dealers  to  provide  them 
with  a  proved  method  of  keeping  track  of  their 
stock  of  records.  This  is  a  valuable  reference 
book  for  dealers. 


Bonus  to  Fada  Employes 

A  holiday  bonus  to  all  Fada  Radio  employes 
in  proportion  to  the  amount  drawn  in  annual 
pay  was  declared  by  F.  A.  D.  Andrea,  Inc., 
Long  Island  City.  Employes  in  foreign  branches 
shared  in  the  distribution  as  well  as  those  in 
this  country.  In  announcing  the  bonus,  Frank 
A.  D.  Andrea,  president,  voiced  his  pleasure  in 
sharing  Fada  Radio's  prosperity  with  every  one 
in  the  organization. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3-ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Let    at    figure    on    your  requirements 

MADE  BY 

PLYWOOD  CORPORATION,       Goldsboro,  N.  C. 

Mill*  in  Va.,  N.  C.  and  S.  C. 


Berliner's  Achievements 

Make  Interesting  Volume 

Frederic  W.  Wile  Tells  of  His  Labors  in  Tele- 
phone, Graphophone  and  Microphone  Fields 


"Emile  Berliner,  Maker  of  the  Microphone," 
is  the  title  of  a  volume  of  some  353  pages,  pub- 
lished by  Bobbs-Merrill  Co.,  Indianapolis,  and 
written  by  Frederic  William  Wile,  with  a 
preface  by  Herbert  C.  Hoover,  Secretary  of 
Commerce.  The  book  is  an  amazingly  inter- 
esting story  of  an  immigrant  boy  who  by  his 
inventions  and  tireless  efforts  in  this  great 
land  of  opportunity  made  history  in  the  tele- 
phone, graphophone  and  microphone  fields. 

Mr.  Wile  tells  of  Mr.  Berliner's  many  con- 
tributions which  are  backed  by  authoritative 
data.  Particularly  interesting-  are  the  chapters 
devoted  to  the  telephone,  the  graphophone,  the 
invention  of  the  lateral-cut  record,  and  the  im- 
portant part  Mr.  Berliner  has  played  in  the  radio 
industry  through  his  contribution  of  the  micro- 
phone, which  has  made  possible  broadcasting 
and  the  modern  system  of  recording  for  talk- 
ing machines;  Mr.  Berliner's  contribution  to 
public  health  through  his  labors  which  led  to 
the  general  pasteurization  of  milk  on  Govern- 
ment standards — an  unknown  side  of  Berliner's 
work — is  a  great  tribute  to  the  man  who,  now 
in  his  seventy-fifth  year,  is  still  discovering 
and  inventing.  Incidentally,  the  author  of  this 
volume  pays  a  great  tribute  to  the  Victor  Talk- 
ing Machine  Co.  and  its  achievements. 

In  keeping  with  his  early  explorations  in 
the  field  of  acoustics  which  led  to  his  success- 
ful work  in  the  telephone  and  talking  machine 
fields,  Mr.  Berliner  is  to-day  keenly  interested 
in  hall  acoustics;  in  other  words,  the  produc- 
tion of  acoustic  tiles  or  a  similar  process  that 
can  be  applied  to  the  interior  of  halls,  churches 
or  public  buildings,  whereby  improper  hearing 
facilities  so  common  now  in  public  buildings 
may  be  obliterated. 

This  is  only  one  of  the  many  subjects  which 
are  taking  up  the  time  of  this  tireless  worker, 
whose  fame  is  world-wide  and  whose  achieve- 
ments are  properly  set  forth  in  this  volume 
as  a  tribute  that  will  be  stimulative  to  young 
men  of  ambition  who  are  given  such  a  wide 
field  of  opportunity  in  the  United  States. 


TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  G.  STREET,  WASHINGTON,  D.  C. 
204-6-8-10  CIiAY  ST.,  BALTIMORE  AID. 
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An  Amazing  Record 

of  "A"  Power  Reliability 


V  I  ^HE  original  Gould  Unipower 
-■-  was  the  first  complete  radio 
"A"  power  unit  in  the  market. 
Early  experience  proved  to 
Gould  engineers  that  no  ordinary 
flat  plate  battery  element  could 
ever  stand  up  under  trickle 
charge  conditions  and  the  stren- 
uous  power  demands  of  the 
modern  set. 

That  is  the  real  reason  why 
ordinary  "A"  power  units  have 
so  frequently  turned  out  costly 
failures. 

A  New  Invention 

To  meet  these  conditions,  an  en- 
tirely new  type  of  battery  con- 


The  new 
Kathanode 


struction,  first  developed  for 
submarine  service,  was  built  into 
the  new  Gould  Unipower.  It  is 
called  the  Gould  Kathanode  as- 
sembly (patented).  Kathanode  is 
the  battery  assembly  with  the  pro- 
tected positive  plate — protected 
by  the  use  of  a  patented  glass  mat 
which  assures  long  plate  life 
under  trickle  charge  operation. 
With  the  new  Gould  Kathanode 
Unipower,  care  is  reduced  to  a 
minimum.  Service  expense  has 
been  practically  eliminated.  The 
actual  record  is  amazing. 

Out  of  the  first  4000  Gould 
Kathanode  Unipowers  placed  in 


service  only  4  have  ever  required 
attention  —  and  these  4  cases 
were  due  to  minor  mechanical 
defects. 

Your  Protection 

The  new  Gould  Kathanode  Uni- 
power pays  you  a  full  profit. 
And  it  is  a  clean  profit,  safe 
from  later  service  expense. 
Dealers  everywhere  say  that  this 
new  unit  at  last  brings  a  real 
solution  of  the  vexing  "A"  power 
problem.  It  will  pay  you  too  to 
investigate.  Write  direct  today 
or  get  in  touch  with  your  nearest 
Gould  jobber.  Gould  Storage 
Battery  Co.,  Inc.,  Depew,  N.  Y. 


T  Jnipower 

^^|^r  A  JL  GOULD  PRODUCT 


IMPORTANT  NOTE:  Authorized  Gould  Unipower  Service  Stations  located  at 
strategic  points  are  now  equipped  to  repair  the  old  type  Gould  Unipower  with 
the  new  Kathanode  elements  at  special  reduced  prices.  Full  details  on  request. 
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Crosley  and  Brunswick  Representatives 

Hold  Sales  Conventions  in  Cincinnati 

Crosley  Eastern  and  Central  Western  Divisional  and  District  Managers  Plan  for  Coming  Year — 
Brunswick  Representatives  Hold  Annual  Meeting — Business  Reported  to  Be  Increasing 


Cincinnati,  0.,  January  7. — The  usual  post- 
holiday  lull  is  disappearing  rapidly  and  the  de- 
mand for  talking  machines  and  records  is  increas- 
ing day  by  day.  Taking  the  year  1927  as  a  whole, 
and  taking  the  trade  as  a  whole,  the  past  year's 
business  is  regarded  as  being  satisfactory.  There 
was  a  good  volume  of  holiday  business  and  as 
a  consequence  stocks  reached  a  very  low  point. 

Enthusiastic  over  business  prospects  for  the 
coming  year,  twenty  division  and  district  man- 
agers of  the  Crosley  Radio  Corp.  arrived  in  Cin- 
cinnati December  29  for  their  semi-annual  con- 
ference at  the  Crosley  factory.  They  represented 
Eastern  and  central  Western  territories. 

Visiting  salesmen  were  addressed  by  Powel 
Crosley,  Jr.,  president  of  the  corporation.  Mr. 
Crosley  referred  to  1927  as  the  biggest  year  in 
the  history  of  the  company,  but  optimistically  pre- 
dicted even  a  larger  volume  of  sales  in  1928.  He 
gave  assurance  of  the  company's  ability  to  suc- 
cessfully meet  competition  and  maintain  its  repu- 
tation for  giving  the  radio  public  the  best  possible 
product  at  the  lowest  possible  price.  Carrying 
out  such  a  policy,  Mr.  Crosley  said,  he  is  thor- 
oughly convinced  will  mean  a  continuation  of  its 
remarkable  position  in  the  radio  field. 

Plans  for  carrying  on  a  gigantic  selling  cam- 
paign during  the  next  year  were  discussed,  pre- 
liminary to  the  annual  convention,  which  is  to  be 
held  later  on. 

Just  before  the  first  of  the  year  representatives 
of  the  Brunswick-Balke-Collender  Co.  assembled 
in  Cincinnati  for  their  annual  meeting.  Plans 
were  made  for  a  vigorous  campaign  in  1928  and 
the  various  details  were  explained  to  the  men. 
There  were,  of  course,  the  usual  social  affairs, 
including  a  banquet.  "Although  we  had  just  an- 
nounced the  new  17-8  Panatrope-Radiola  combina- 
tion instrument,  there  was  a  wonderful  holiday 
demand  for  it,  and  this  demand  is  increasing 
rapidly,"  explained  H.  H.  Sellers,  assistant  man- 
ager. 

"The  past  year  has  been  the  most  successful  one 
we  have  had,"  stated  C.  H.  North,  vice-president 
of  the  Ohio  Talking  Machine  Co.,  Victor  jobber. 
"We  expect  to  make  another  gain  in  1928,  but  we 
realize  that  the  'easy'  days  are  gone  and  know 


Famous  Rola 
Reproducer  Unit 

Cabinet  and  furniture 
manufacturers  can  pur- 
chase the  reproducer  units 
used  in  Rola  loudspeakers 
for  installation  in  cabinet 
and  console  sets. 

Attractive  quantity  prices 
on  request. 

Write  our  nearest  office 

The  Rola  Company 

612  North  Michigan  Avenue,  Chicago,  111. 
45th  &  Hollis  Streets,  Oakland,  Calif. 


that  intensive  sales  efforts  will  be  necessary  to 
make  the  gain,"  he  commented. 

"We  have  had  splendid  results  from  the  broad- 
casting of  Columbia  records  by  Station  WKNC, 
which  takes  place  on  mornings  between  9.30  and 
11.30,  the  Columbia-Kolster  machine  being  em- 
ployed," said  Miss  Rose  Helberg,  manager  of  the 
local  branch  of  the  Columbia  Phonograph  Co. 

"Taking  the  past  year  as  a  whole,  our  talking 
machine  sales  were  very  satisfactory  in  our  down- 
town store  and  in  our  Norwood  store,"  stated 
Otto  Grau,  of  the  Otto  Grau  Piano  Co. 

"We  did  two  and  one-half  times  more  business 
in  1927  than  we  did  in  the  preceding  year,  and  it  is 
hardly  necessary  for  me  to  explain  that  we  are 


more  than  well  satisfied  with  our  volume  of  sales," 
stated  Morris  Fantle,  of  the  M.  W.  Fantle  Co. 

At  Steinway  Hall,  where  a  good-sized  stock  of 
the  more  expensive  talking  machines  and  records 
is  carried  in  a  special  department,  it  was  reported 
by  A.  W.  Schu,  who  recently  became  manager 
of  the  store,  that  business  in  this  line  has  been 
very  satisfactory. 

With  its  recent  additions,  the  store  of  the  Starr 
Piano  Co.,  which  is  Gennett  headquarters,'  has 
taken  on  the  appearance  of  a  combined  art  gal- 
lery and  bazaar.  The  walls  are  covered  with  fine 
paintings,  due  to  the  fact  that  it  is  now  the  home 
of  the  Cincinnati  art  center,  and  in  showcases 
there  are  to  be  seen  the  beautiful  goods  of  the 
Gift  Shop,  which  is  operated  by  Miss  Ruth  Dray- 
sey.  Another  department  which  has  just  been 
opened  up  in  the  store  is  known  as  Biddle-Bruns- 
wick  Shop,  which  also  carries  a  full  line  of  RCA 
sets.  This  department  is  along  the  west  side  of 
the  room.  At  the  rear  is  the  Starr  phonograph 
and  Gennett  record  department,  where  com- 
plete stocks  of  these  products  are  maintained. 


Richmond  Music  Trade 

Optimistic  Regarding  1928 

Richmond,  Va.,  January  9.— Outlook  for  a  good 
volume  of  business  in  the  phonograph  line  in  this 
territory  during  the  new  year  is  bright,  in  the 
opinion  of  representative  jobbers  and  dealers. 

Expressing  himself  as  highly  pleased  at  results 
in  1927,  C.  E.  Tincher,  manager  of  the  local 
branch  of  Stieff's,  which  handles  the  Brunswick 
line,  is  laying  plans  for  a  systematic  and  thorough 
canvass  of  the  countryside  around  Richmond  with 
a  view  of  increasing  his  volume  of  business  during 
the  current  year.  Several  motor  trucks  have  been 
requisitioned  for  the  purpose  of  carrying  talking 
machines  to  homes  in  the  rural  districts  to  be  left 
on  trial  or  delivered,  as  the  case  may  be.  Mr. 
Tincher  believes  that  this  canvassing  work  is 
going  to  produce  extra  good  results. 

Goldberg  Bros.,  Lyric  jobbers,  announce  that 
they  have  been  working  overtime  bringing  out 
some  new  Consolette  models  in  this  line  so  that 
they  might  be  exhibited  at  the  High  Point,  N.  C, 
show  in  January. 

Work  is  proceeding  apace  on  the  new  home  of 
the  Corley  Co.  here,  which  is  being  erected  on  the 
site  of  the  one  destroyed  by  fire  last  Fall,  and  the 
indications  are  that  it  will  be  ready  for  occupancy 
the  latter  part  of  the  Spring  or  early  Summer. 
Meanwhile  the  firm  is  doing  business  in  tem- 
porary quarters  a  few  doors  removed  from  the 
site  on  Broad  street.  Sterchi  Bros.  &  White, 
of  Salem,  Va.,  are  new  Victor  dealers  appointed 
by  the  Corley  Co.,  distributor  of  this  line. 

Joseph  H.  Steinbrecher,  Jr.,  formerly  man- 
ager of  the  retail  record  department  of  the 
Corley  Co.,  is  back  again  with  this  firm.  He 
resigned  last  Summer  to  become  manager  of 
the  phonograph  department  of  Stieff's. 

Jose  Ramos,  formerly  manager  of  Stieff's 
at  Roanoke,  is  now  associated  with  the  local 
music  store  of  Manly  B.  Ramos,  operated  for 
many  years  by  his  father,  the  late  Manly  B. 
Ramos.  His  mother,  Mrs.  Alice  Burgess 
Ramos,  has  been  carrying  on  the  business  since 
her  husband's  death. 

Charles  J.  Rey,  manager  of  the  Richmond 
branch  of  James  K.  Polk,  Inc.,  distributor  of 
Polkphones,  spent  the  Christmas  holidays  at 
his  old  home  in  Atlanta,  returning  to  Rich- 
mond in  time  to  attend  a  conference  of  the 
sales  force  in  the  Richmond  territory.  The 
firm  has  introduced  a  new  line  of  portables 
that  promises  to  be  very  popular. 

John  Cowan,  who  travels  North  Carolina 
and  South  Carolina  for  the  James  Cowan  Co., 
of  this  city,  is  just  back  from  a  trip  through 
that  territory,  reporting  that  business  is  open- 
ing up  well  for  the  new  year  in  both  States. 

E.  W.  Feltner,  formerly  manager  of  the 
Martin  Music  Store,  which  went  out  of  busi- 
ness about  a  year  ago,  recently  opened  a 
business  of  his  own  at  325  North  Adams  street, 
known  as  the  Adams  Street  Music  Co.  He  is 
handling  the  Victor  machines  and  several  lines 
of  records. 


Chicago  Dealers  Using  the 
"Abox  Girl"  Window  Display 

Display  Stand  Provided  by  Abox  Co.,  Maker 
of  Abox  Eliminator,  Used  by  Eighty-six 
Chicago  Retailers  in  Less  Than  a  Month 


"The  Abox  Girl,"  shown  in  a  display  stand 
which  has  played  an  important  part  in  the 
campaign  of  the  Abox  Co.,  Chicago,  appeared 
in  the  window  displays  of  eighty-six  dealers 


Using  the  "Abox  Girl"  in  a  Window 

in  the  City  of  Chicago  in  less  than  one  month. 
The  Abox  Co.,  which  manufactures  Abox  "A" 
battery  eliminators,  taking  cognizance  of  the 
fact  that  eleven  seconds  is  the  average  time 
a  passer-by  will  devote  to  stopping  and  looking 
at  a  window  display,  designed  a  sales  help 
which  has  proved  its  value  in  a  very  short 
period  of  time. 

The  "Abox  Girl"  is  posed  in  the  act  of  put- 
ting the  Abox  "A"  eliminator  in  the  battery 
compartment  of  the  radio  cabinet,  suggesting 
convenience  and  simplicity  of  operation  and 
dramatizing  the  entire  story  of  the  Abox  prod- 
uct. In  co-operation  with  the  Tay  Sales  Co., 
Abox  distributor  in  Chicago,  eighty-six  dealer 
window  displays  were  designed  and  placed  on 
view  within  three  weeks'  time,  each  dealer 
utilizing  different  ideas  and  display  schemes. 
In  the  accompanying  illustration  the  Abox  Girl 
is  shown  placing  the  Abox  eliminator  in  a 
Sonora  receiving  set.  Displays  similar  to  the 
one  pictured  herewith  appeared  in  many 
Chicago  stores,  including  the  Witzel  Music 
House,  O.  R.  Martin  Co.,  the  Benson  Music 
Shop  and  Shalek's  Music  Shop.  The  display  has 
also  been  used  as  an  "over-night"  display,  just 
inside  the  store  door,  with  a  spotlight  playing 
upon  the  "Abox  Girl,"  eliminator  and  radio. 


New  Store  in  Omaha 


A  new  music  store  was  recently  opened  at 
1415  Farnam  street,  Omaha,  Neb.,  by  V.  L. 
Rolin.  A  complete  line  of  Brunswick  Pana- 
^ropes,  records  and  Radiolas  is  carried.  Mr. 
Rolin  was  formerly  connected  with  several  of 
the  leading  music  stores  in  Omaha. 
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New  Floor  Cabinet, 
Model  17  $55.00 


New  Table  Cabinet,  Model  20  $35.00 


Rola's  Superb  Performance 
Is  Still  Further  Improved! 


ROLA  was  first  in  the  development  of  the  mod- 
ern, high-quality  cone  reproducer — a  speaker 
^  which  re-created   the  entire  tone-range  of 
modern  broadcasting. 

C,  The  advent  of  AC  sets  and  the  newer  power  tubes 
with  high  voltages,  created  a  need  for  greater  loud- 
speaker capabilities.  Rola  engineering  now  meets 
these  new  requirements  with  a  new  Rola  reproducer, 
giving  a  performance  far  surpassing  former  Rola 
achievements.  We  offer  in  these  improved  instru- 
ments a  performance  that  sets  new  standards  in  the 
industry. 

Tone  Quality  has  been  markedly  improved  by  extending 
the  response  range  in  the  bass  register,  and  by  eliminating 
all  periodic  resonances.  The  new  bass  response  greatly 
enhances  the  illusion  of  reality.  Resonance-free  reproduction 
brings  new  delights  to  the  listener. 


Power  Capacity  is  practically  unlimited  and  the  new 
Rola  can  be  used  with  any  power  amplifier  at  any  output 
volume.  The  new  Rola  cannot  be  rattled  or  blasted. 

Stability  is  a  new  word  in  connection  with  loudspeakers. 
We  apply  it  to  these  new  Rola  Speakers  because  of  their 
ruggedness  and  dependability.  The  new  Rola  is  positive  in 
adjustment  and  foolproof  in  use.  It  can  be  depended  upon 
for  continuous,  trouble-free  performance — with  any  radio 
set  and  under  all  conditions. 

C.  The  new  Rola  offers  a  loudspeaker  merchandising 
opportunity  of  tremendous  potential  value  to  the 
better  class  of  distributors  and  dealers.  It  is  a  line  at 
once  beautiful  in  appearance,  outstanding  in  per- 
formance, and  remarkably  jree  jrom  service  require- 
ments. 

C.  No  other  combination  so  surely  makes  for  profit! 
Write  our  nearest  office. 


THE    ROLA  COMPANY 


612  NORTH  MICHIGAN  AVENUE,  CHICAGO,  ILLINOIS 
FORTY-FIFTH  AND  HOLLIS  STREETS,  OAKLAND,  CALIFORNIA 
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New  Principle  in  Acoustic  Development 

Using  Two  Diaphragms  Is  Announced 

New  Principle  of  Reproduction  Claimed  by  Instrument  Employing  Two  Separate  Diaphragms 
and  Two  Separate  Air  Columns — Compactness  of  Machine  Is  One  of  Its  Features 


A  new  patented  principle  in  acoustic  develop- 
ment has  just  made  its  appearance.  The  ma- 
chine is  based  on  a  new  and  different  principle 
of  reproduction,  it  is  claimed. 

First,  two  diaphragms  are  used,  one  being 


Acoustical  experimenters  who  have  sought  to 
amplify  the  lower  frequencies  have  been  faced 
with  the  fact  that  an  extremely  long  air  column 
was  an  absolute  necessity,  and  after  giving  it 
due  consideration  from  the  commercial  angle 
of  both  cost  and  housing  space,  have  decided 
that  rather  than  amplify  the  fundamental  fre- 
quency, to  call  it  a  day  and  let  the  harmonic 
of  the  desired  frequency  serve  instead.  In  most 
cases  it  is  rather  a  poor  substitute  for  the 
fundamental. 

As  an  alternative,  there  has  been  tried  a 
lower-pitched  reproducer,  which,  while  greatly 
assisting  the  horn  in  the  lower  range,  has  also 
(he  drawback  of  lowering  the  entire  tonal  regis- 
ter, so  that  a  violin  reproduces  as  a  cello,  etc. 
The  problem  has  been  accomplished  in  this  in- 
strument as  follows:  Two  separate  air  columns 


II  CI  FV'<k  GRAPHITE  PHONO 
J  M    J  SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good. 
Is  prepared  in  the  proper  consistency,  will  not  run 
out,  dry  up  or  become  sticky  or  rancid.    Remains  in 

its  original  form  indefinitely. 
Put  up  in  1,  5,  10,  25  and  50-pound  cans  for  dealers. 
This  lubricant  is  also  put  up  in  4-ounce  cans  to 
retail  at  25  cents  each  under  the  trade  name  of 

FITRFK A  noiseless  talking 

!U*iELajgl£*   MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO..  229-231  Front  St..  New  York 


Showing  Horn  Arrangement  in  Cabinet 

so  constructed  as  to  best  reproduce  the  tenor 
or  treble  notes,  the  other  of  such  a  character 
as  to  be  best  adapted  to  reproduce  the  bass 
notes.  Each  of  these  diaphragms  being  con- 
nected with  horns  of  different  size  and  length 
suitable  to  amplify  their  respective  frequencies. 
This  gets  entirely  away  from  the  principle  of 
depending  upon  one  diaphragm  and  one  horn 
io  correctly  reproduce  all  notes. 

The  machine  operates  without  needle  scratch. 
The  volume  compares  favorably  with  the  new 
electric  high-powered  pick-ups.  The  compact- 
ness of  the  machine  is  another  of  its  features, 
as  the  reproducer,  tone  arms,  turntable,  motor 
and  horns  need  not  occupy  a  space  of  more 
than  17"xl7"xl6",  thus  making  it  possible  for 
the  machine  to  be  installed  in  a  very  small 
cabinet. 

The  machine  is  fully  covered  by  patents  which 
are  owned  by  Paul  O.  Richmond,  president  of 
the  R.  L.  Watkins  Co.,  250  Park  avenue,  New 
York,  who  is  responsible  for  its  development. 
Just  how  and  in  what  way  these  machines  will 
be  put  on  the  market  has  as  yet  been  unde- 
termined. 


graphs  playing  simultaneously,  each  emphasiz- 
ing its  own  characteristic  tone.  While  the  bass 
is  dominant,  it  does  not  overshadow  the  treble, 
so  that  the  blend  of  tone  which  only  occurs  at 
the  horn  openings  is  rich  in  tone  and  depth, 
and  with  greatly  augmented  volume.  The  bass 
viol  which  has  a  range  of  about  forty  cycles  to 
two  hundred  and  fifty  cycles  is  now  apparent, 
together  with  bassoon,  kettle  drums,  trombone, 
and  yet  the  wind  instruments  as  the  oboe,  flute, 
piccolo,  which  cover  a  range  of  two  hundred 
and  fifty  to  about  forty-five  hundred  cycles, 
are  not  slighted  in  the  least. 

Needle  and  diaphragm  noise  is  practically 
eliminated,  due  to  design  of  stylus  mounting 
and  the  cushioning  effect  of  the  opposed 
diaphragms.  In  test  with  respect  to  record 
wear  no  difference  could  be  noted  over  stand- 
ard types  of  reproducers,  the  playing  of  the 
electrically  recorded  orchestral  records  using 
this  system  of  reproduction  are  a  revelation. 
Instruments  whose  identity  heretofore  were 
questionable,  now  positively  identify  themselves; 
organ  selections,  with  the  high  reed  pipes  and 
down  to  the  lowest  note  which  it  is  now  pos- 
sible to  record,  are  reproduced  faithfully  and 
w!th  full  resonance. 


Tone    Arm    Arrangement    and    Swivel  Horn 
Connection 

are  employed  and  two  separate  diaphragms, 
both  actuated  at  different  leverages  by  a  com- 
mon stylus  bar,  which  carries  the  needle  chuck. 
The  diaphragms  are  so  arranged  that  they  are 
of  high  and  low  pitch.  This  is  accomplished 
by  the  size,  shape  and  air  space  between  the 
outlet  of  the  reproducer  and  the  diaphragm,  to- 
gether with  the  air-column  load.  Connected  to 
the  reproducer  are  two  tone  arms  which  termi- 
nate into  a  universal  joint  of  unique  design  by 
which  continuity  of  the  air  passages  is  main- 
tained to  the  respective  horns. 

The  low-pitch  diaphragm  connects  to  the 
long  air  column  and  the  high  pitch  to  the  short 
column.    Thus,  the  result  is  that  of  two  phono- 


Friedman  Records  Liszt's 
"Campanella"  for  Columbia 

Ignaz  Friedman,  Columbia  exclusive  artist, 
has  recorded  for  Columbia's  latest  celebrity  list 
a  piano  selection  which,  since  its  composition 
by  Franz  Liszt,  has  probably  been  more  used 
as  encore  number  by  concert  pianists  than  any 
other.  Its  various  interpretations  certainly 
arouse  more  interest  than  any  other  short  piano 
solo.  This  is  Liszt's  celebrated  "Campanella," 
a  tone  picture  of  the  bells  of  the  Campanile  at 
Venice. 

Friedman's  rendition  of  this  difficult  air  has 
long  been  the  delight  of  critics  and  public,  and 
the  new  recording  preserves  amazingly  his 
familiar  bright  delicacy  of  attack  and  rare  sing- 
ing legato.  The  popularity  of  this  number 
should  insure  large  sales  of  the  record. 


STYLE  21 
Genuine  Mahog- 
any 
only. 


Walnut 


STYLE  21-B 
Same    with  both 
top  panels  hinged 
t  o  accommodate 
Radio  Panel. 


THE  LINE  OF  PROFIT 


PHONOGRAPHS  AND 
RADIO  CABINETS 


Excel  phonographs,  radio  cabinets 
and  combination  instruments  have 
been  designed  to  meet  every  exact- 
ing taste.  They  are  produced  in  all 
popular  finishes  and  styles,  including 
Upright,  Console  and  Wall  Cabinets 
— a  complete  line.  Our  centrally  lo- 
cated factory  and  excellent  shipping 
facilities  insure  prompt  deliveries 
and  attractive  trade  prices 


STYLE  17 
Genuine  Mahog 
any    or  Walnut 
Phonograph  only 


Our  full  line  is 
displayed  in  Space 
232,  American 
Furniture  Mart, 
Chicago,  during 
the  month  of  Jan- 
uary. 


STYLE  1 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 


STYLE  48 
Walnut  Radio  Console.  Built-in 
loud  speaker   and   battery  com- 
partment.      Accepts    7"  x  18" 
panel. 


The  models  illustrated  show  several 
products  of  the  EXCEL  line,  me- 
chanically and  acoustically  up-to-the- 
minute  in  every  detail.  The  EXCEL 
line  is  appealing  to  the  customers' 
eye,  ear  and  purse.  Your  request 
for  a  catalog  and  price  list  will  be 
given  prompt  attention.  Enterprising 
dealers  will  find  the  EXCEL  line 
well  worth  investigating. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 
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No.  570 — Tone  travel,  6  feet 


Molded  Wood 


Dealers— Demonstrate 

SETS,  TUBES  AND  OTHER  ACCESSORIES,  BY 
"HOOKING  UP"  WITH  MOLDED  WOOD 
TONE  CHAMBERS 


Make  Sales! 


List,  $13.00 


REPRODUCTION  UNEXCELLED 
MAKES  MEDIOCRE  SETS  AND 
APPARATUS  SOUND  GOOD 

A  Graceful,  Compact,  Non-Vibrating,  Molded  Wood  Tone 
Chamber,  sweet  and  mellow  as  a  violin,  scientifically  con- 
structed to  reproduce  naturally  all  notes,  high  and  low, 
without  distortion  or  over-tone — this  is  our  proud  con- 
tribution to  radio  enjoyment. 

We  save  you  cost  and  trouble  of  mounting.  Both  of  these 
Tone  Chambers  come  to  you  already  mounted  in  this  box. 
Just  shove  it  into  the  cabinet,  block  and  it  is  ready  to 
ship.  Takes  any  standard  size  unit. 


List 
$18.00 


No.  595 
Tone  travel,  8  feet 


List,  $7.00 
Fidelity  Super  Unit 

Guaranteed  to  stand  250  volts 


Manufacturers ! 

We  make  a  full  line  of  tone 
chambers  for  every  style  and  size 
of  cabinet. 

Molded  Wood  tone  chambers 
will  help  sell  your  cabinets. 

Let  us  show  you  how  to  save 
money  and  improve  the  quality  of 
your  1928  products. 

A  wire  at  our  expense  will 
bring  full  details. 

Send  for  Catalogue 


OVER  ALL 

DIMENSIONS 

No.  595 

No.  570 

21%" 

High 

15" 

18" 

Wide 

12" 

15"  or  13" 

Deep 

12" 

MOLDED  WOOD  PRODUCTS,  Inc. 

M  E  M  B  E  "  -jflgil, 

219  West  Chicago  Avenue         V^mSt^  CHICAGO,  ILLINOIS 
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Southern  Aluminum  Go.  to 
Distribute  Allen  Portables 


Large  Distributor  in  New  Orleans  Now  Rep- 
resents Allen  Line  of  Portable  Phonographs 
Exclusively  in  Its  Extensive  Territory 


The  Southern  Aluminum  Co.,  New  Orleans, 
La.,  world's  largest  distributor  of  portable 
phonographs,  now   represents  Allen  portables 


yond  the  point  of  merely  stocking  the  trade. 
It  offers  only  meritorious  merchandise  which 
is  fully  guaranteed,  and  at  prices  which  afford 
the  dealer  a  real  and  legitimate  profit.  Operat- 
ing with  ample  capital  they  extend  terms  which 
relieve  the  burdens  of  the  trade  and  assist  the 
dealer  to  expand. 

They  create  ingenious  sales  suggestions  for 
their  customers;  supply  useful  advertising  ma- 
terial, and  in  many  cases  furnish  salesmen  for 
sales  promotional  aid.  By  these  methods  the 
Southern  Aluminum  Co.  has  developed  many 
comparatively  small  concerns  into  considerably 
larger  ones,  and  large  concerns  into  really  great 
ones.  The  files  of  the  company  disclose  hun- 
dreds of  testimonials  from  merchants  whose 
books  show  thousands  of  new  accounts  built 
up  through  these  business-getting  methods. 

The  addition  of  Allen  portables  is  being 
heralded  to  the  trade  in  a  big  way  by  the 
Southern  Aluminum  Co. 


L.  P.  Naylor  Joins  Staff 

of  the  Arcturus  Radio  Go. 


Gus  Blancand 

exclusively  in  the  territory  covered  by  its  ex- 
tensive organization. 

The  achievements  of  the  Southern  Aluminum 
Co.  in  this  industry  extend  over  a  period  of 
years,  and  their  success  is  broadly  recognized 
by  thousands  of  active  dealers  with  whom  they 
are  now  co-operating. 

Gus  Blancand,  president  of  this  company,  is 
one  of  the  most  dynamic,  alert  men  in  the  busi- 
ness. His  personality  has  fanned  the  flame  of 
friendship  that  to-day  binds  the  distributor  to 
his  retail  clients  to  the  point  where  dealers  ac- 
cept merchandising  assistance  and  sales  help 
from  his  organization  with  a  confidence  that 
is  almost  unique. 

The  Southern  Aluminum   Co.   goes  far  be- 


L.  P.  Naylor,  a  well-known  figure  in  radio 
engineering  circles,  is  the  latest  addition  to  the 
executive  staff  of  the  Arcturus  Radio  Co., 
Newark,  N.  J.,  manufacturer  of  A-C  tubes.  Mr. 
Naylor  has  been  appointed  sales  manager  of 
the  Arcturus  organization.  He  was  formerly 
associated  with  the  Amrad  Corp.,  Forest  Elec- 
tric Co.  and  the  Cooper  Rutter  Co.  His  expe- 
rience includes  intimate  knowledge  of  the  gase- 
ous rectifier  type  of  tube.  Mr.  Naylor  was  the 
manufacturer  of  the  Roylan  B  battery  elimi- 
nator, and  is  an  active  member  of  several  tech- 
nical societies. 


Sherman,  Glay  &  Go.  Make 
Large  Profit  on  Building 

San  Francisco,  Cal.,  January  4. — Sherman, 
Clay  &  Co.  will  realize  half  a  million  dollars 
through  the  sale  of  the  large  office  building  at 
Post  and  Stockton  streets,  which  they  have 
owned  for  several  years,  as  an  investment.  In 
the  itemized,  audited  report  of  Sherman,  Clay 
&  Co.,  as  of  December  31,  1923,  they  showed 
the  building  to  have  a  value  of  $502,581.44  net. 
The  structure  was  acquired  in  1919  to  become 
the  future  home  of  the  company,  but  has  ap- 
preciated so  much  in  value  that  it  was  sold  for 
approximately  a  million  dollars. 


"Electrified 

That's  the  magic  word  that  moves  radio  sets  today. 
You  can  electrify  every  radio  set  in  your  town  with 


"A"  and  "B" 

Electric  Power  Units 

^f/^\  j  Acids  or  Liquids 
i-^l       \  Concealed  Batteries 

Majestic  Units 

Improve  Radio  Reception 

Write  us  for  name  of  your  nearest  jobber. 

Grigsby-Grunow-Hinds  Co. 


4540  Armitage  Ave. 


Chicago 


James  Melton,  Tenor,  Now 
Exclusive  Columbia  Artist 

First  Introduced  to  Metropolitan  Audiences  as 
a  Member  of  Roxy's  Gang — Has  Joined  the 
Singing  Sophomores  and  Is  Radio  Feature 


One  of  the  most  recent  additions  to  the 
Columbia  Phonograph  Co.'s  list  of  exclusive 
popular  recording  artists  is  James  Melton, 
young  Southern  tenor,  who  first  sang  to  New 
Yorkers  as  a  member  of  Roxy's  Gang.  This 
young  artist  is  a  native  of  Florida  and  attended 
the  University  of  Florida,  University  of  Georgia 


James  Melton 

and  Vanderbilt  University,  paying  his  way  by 
singing  and  orchestral  directing. 

In  addition  to  his  engagement  with  Roxy, 
Mr.  Melton  has  received  a  number  of  offers 
from  Broadway  producers  and  is  now  featured 
in  several  radio  broadcast  hours.  He  recently 
became  a  member  of  the  Singing  Sophomores, 
Columbia's  famous  male  quintet.  Mr.  Melton 
was  one  of  the  assisting  artists  at  the  Columbia 
Phonograph  Co.  Radio  Hour  on  December  21 
when  the  "Two  Black  Crows"  entertained. 


Polymet  Officials  Abroad 

Otto  Paschkes,  president,  and  Nat  C.  Greene, 
vice-president  of  the  Polymet  Mfg.  Co.,  sailed 
recently  for  Europe  on  a  business  and  pleasure 
trip.  They  plan  to  study  the  European  situation 
so  as  to  be  in  a  position  to  extend  to  European 
radio  manufacturers  and  distributors  the  most 
effective  service  and  co-operation.  It  is  ex- 
pected that  they  will  return  to  the  Polymet 
headquarters  in  New  York  the  latter  part  of 
February. 


Fine  Atwater  Kent  Publicity 

Nashville,  Tenn.,  January  3. — Upon  the  oc- 
casion of  the  recent  Nashville  radio  show  the 
Nashville  Banner  published  a  special  Atwater 
Kent  section  devoted  entirely  to  news  and  At- 
water Kent  advertising.  President  Kent's  pic- 
ture appeared  on  the  first  page  together  with 
an  interesting  story  on  the  growth  of  the  Braid 
Electric  Co.,  local  Atwater  Kent  distributor. 


Wall-Kane  Christmas  Gifts 

N.  Cohen,  president  of  the  Wall-Kane  Needle 
Mfg.  Co.,  Brooklyn,  N.  Y.,  greeted  his  many 
friends  in'  the  talking  machine  trade  at  the  holi- 
day season  with  two  useful  as  well  as  orna- 
mental gifts.  One  was  an  attractive  metal  desk 
calendar  simulating  the  familiar  display  card 
of  Wall-Kane  needles,  attached  to  which  was  a 
daily  calendar  pad.  The  other  was  a  combined 
letter  opener  and  magnifying  glass. 


The  Mahaffey  Music  Co.  recently  opened  a 
store  in  Cameron,  Mo.,  with  a  complete  line  of 
talking  machines,  records,  radio  and  other  musi- 
cal instruments. 
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OTTO  HEINEMAN,  President  and  Qeneral  Manager 
25  West  45th  Street  New  York,  N.  Y. 
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Pipe  Organ  Solo 
with  Vocal  Refrain 

No.  40944 

10  in.  75c. 

"YESTERDAY" 

Organ  Solo  with 
Refrain 
By  Seger  Ellis 

"MY  BLUE 
HEAVEN" 

Pipe  Organ  Solos  by 
Sigmund  Krumgold 


The  music  lovers' 
choice .... 

No.  40904 

10  in.  75c. 

"INDIAN  LOVE 
CALL" 

and 

"GYPSY  LOVE 
SONG" 

Pipe  Organ  Solos  by 
Sigmund  Krumgold 


SIGMUND  KRUMGOLD 

OKEH  PHONOGRAPH  CORPORATION 

OTTO  HEINEMAN,  President  and  General  Manager 

25  West  45th  Street  NEW  YORK,  N.  Y. 
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Edith 

Lorand 


Europe's  greatest  con- 
tribution to  music* 

Music  so  exquisitely 
pure  in  technic  and  tone 
that  Edith  Lorand  is 
now,  by  her  Odeon 
Records,  named  in 
America  as 


the  great  violinist  and  conductor 

QDEQN 


ELECTRIC 


RECORDS 

No.  3217  — 12  inch  $1.25 
RIGOLETTO  (Verdi)  Selections,  Part  1  and  2 

Played  by  EDITH  LORAND  and  Her  Orchestra 


3215 
12  in.  $1.25 


[MINUET  IN  G  (Beethoven), 
FAIR  ROSEMARY  (Kreisler), 

Edith  Lorand,  Violin  Solo 
TRIO  IN  G  FINALE  (Haydn), 

Edith  Lorand  Trio 


3212 


f  TRIO  NO.  1  IN  D  MINOR  (Mendels- 
A  sohn)  Andante  con  moto  and 
y[    Scherzo,         Edith  Lorand  Trio 


3214      [ FORGET-ME-NOT  (Waldteufel), 

2  in  $1  95  i     Part  1  and  2' 

Edith  Lorand  and  Her  Orchestra 


3209 
12  in.  $1.25 


[LA  BOHEME  (Puccini),  Selections. 
Part  1  and  2, 
Edith  Lorand  and  Her  Orchestra 


fFRUEHLINGSSTIMMEN  WALTZ 
3216      J     (Voices  of  Spring)  Part  1  and  2 
12  in.  $1.25]     (Joh.  Strauss), 

Karol  Szreter,  Piano 


-    „       fMONDNACHT  (Schumann), 

10  *i  ^oJ>DER  LINDENBAUM  (Schubert). 

11  in.  $1.dO  i?         t>  a 
Emmy  Bettendorf,  Soprano 


Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  Qeneral  Manager 
25  West  45th  Street  New  York,  N.  Y. 
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You  Can  Get  Your  Product  Into  1,000,000  Homes 
When  You—  i  » 


Manufacturers  of  Syndicated  Blotters 

Schilling  Syndicated  Blotters  handsomely  printed  in  4  colors 
featuring  your  product,  and  resold  to  dealers  with  their  names 
imprinted,  bring  results.  Write  for  samples,  prices  and  how  to 
increase  your  dealers'  business  by  the  simple  method  of  sales 
promotion. 


Made  only  by 

The  Schilling  Press,  Inc. 

Direct  Mail  Headquarters 
Schilling  Building  New  York  City 


Sample  Blotter 
Showing  Style  for  Enclosures 
With  Bills  and  Correspondence — Printed  in  4  Colors 


Master-Phonic  Portable  Is 
Announced  by  Peerless  Go. 

New  Portable  Phonograph  Being  Marketed  by 
Peerless  Album  Co.  Possesses  Several  New 
Features — Designed  to  Please  Eye  and  Ear 


The  Master-Phonic,  a  new  portable  phono- 
graph, described  as  "the  extraordinary  portable 
for  1928,"  has  been  announced  to  the  trade  by 
the  Peerless  Album  Co.,  New  York.    This  new 


in  multi-color  effects.  Appearance,  quality  and 
tone  are  stressed  by  the  manufacturer.  The 
Master-Phonic  lists  at  $25,  and  has  been  added 
to  the  line  of  Peerless  portables  which  cover 
a  range  of  list  prices  from  $12  to  $30. 

In  a  chat  with  a  representative  of  The  Talk- 
ing Machine  World,  Mr.  Ravis  stated  that  1927 
was  the  best  year  which  the  Peerless  Co.  had 
enjoyed  since  1921,  and  all  indications  are  that 
1928  will  be  the  best  year  in  the  history  of 
the  organization,  judging  from  advance  orders 
and  new  merchandising  outlets.  Mr.  Ravis 
said  that  the  Peerless  Co.  is  rapidly  outgrowing 
its  present  commodious  quarters  embracing 
12,000  square  feet,  and  plans  are  being  made  to 
obtain  still  larger  manufacturing  space  which 
he  expects  will  become  necessary  early  in  1928. 


An  Unusual  Christmas 

Card  From  S.  L.  Scheer 

The  unusually  effective  Christmas  card  illus- 
trated herewith  was  sent  to  his  many  friends 
by  Sam  L.  Scheer,  Long  Island  representative 


Victor  Educational  Catalog 
and  Graded  List  Issued 


Peerless  Master-Phonic  Portable 

portable,  which  is  illustrated  herewith,  was  de- 
signed to  appeal  to  the  eye  as  well  as  to  the 
ear,  according  to  Phil  Ravis,  president  of  the 
Peerless  Co. 

A  four-foot  concealed  tone  chamber,  serpen- 
tine tone  arm,  special  matched  reproducer, 
record  album  with  ten  individual  pockets  and 
Heinemann  motor  are  among  the  features  of 
the  Master-Phonic.  It  is  covered  with  genuine 
DuPont  fabrikoid,  and  is  elaborately  decorated 


The  Victor  Talking  Machine  Co.  recently  an- 
nounced a  revised  issue  of  the  "Educational 
Catalog  and  Graded  List,"  which  has  a  com- 
plete listing  of  all  records  issued  in  the  Educa- 
tional Specials  Nos.  1,  2,  3  and  4. 

The  catalog  is  divided  into  four  parts:  Lists 
graded  for  particular  grades,  classifications  for 
use  in  teaching  Music  Appreciation,  lists  of 
correlations  of  Victor  records  with  the  teaching 
of  other  subjects,  and  a  comprehensive  list  of 
composers  and  alphabetical  and  numerical  in- 
dices.   It  is  a  necessary  volume  for  dealers. 


THIS  IS  . 


SPEAKING 


.  XOtshing  you 

Uhe  cJeason'sBest  Greetings 

Farrand 

NORTH  AMERICAN  RADIO  CORP. 


Perryman  Tube  Prices  Cut 


S.  L.  Scheer's  Xmas  Card 

of  the  North  American  Radio  Corp.,  New  York, 
prominent  distributor  of  leading  radio  lines. 
The  products  distributed  by  the  North  Ameri- 
can organization  in  its  territory  include  Far- 
rand speakers,  Zenith  receivers,  Eveready 
batteries,  Cunningham  and  Raytheon  tubes,  etc. 


Lower  list  prices  on  several  types  of  Perry- 
man  tubes  have  been  announced  to  the  trade 
by  H.  B.  Foster,  general  sales  manager  of  the 
Perryman  Electric  Co.,  Inc.  The  new  prices 
are  as  follows:  RH-201A,  reduced  to  $1.50; 
PA-112  and  112A,  to  $3.50;  PA-171  and  171A, 
to  $3.50,  and  PX-240,  to  $2. 


New  Store  Opened 

A  new  music  store  was  recently  opened  in 
Plainview,  Tex.,  by  Jesse  Jones  and  his  son, 
Maxwell.  The  store  will  operate  under  the 
name  of  Plainview  Music  Co.  and  will  carry  a 
full  line  of  Starr  phonographs,  Gennett  records 
and  other  musical  instruments. 


i 
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J.  G.  Frye  Made  Freshman 
Assistant  Sales  Manager 

Will  Work  Under  Direction  of  Harry  A.  Beach, 
With  Whom  He  Was  Long  Associated  in 
the  Victor  Talking  Machine  Co. 


Jamas  C.  Frye,  who  has  been  associated  with 
the  merchandising  end  of  the  music  industry 
for  many  years,  has  been  appointed  assistant 
sales  manager  of  the  Charles  Freshman  Co., 
Inc.,  New  York.  Much  of  Mr.  Frye's  earlier 
expe.-ience  was  gained  in  association  with  Harry 
A  I.ijach,  general  sales  manager  of  the  Fresh- 
m in  organization,  who  was  in  those  days  a 
field  executive  of  the  Victor  Talking  Machine 
Co.  Mr.  Frye's  new  connection  brings  him  in 
close  contact  again  with  Mr.  Beach,  under 
whose  immediate  direction  he  will  serve  in  an 
executive  capacity  with  the  Freshman  Co. 

Until  recently,  Mr.  Frye  was  New  England 
representative  of  the  Victor  Talking  Machine 
Co.,  following  his  activities  for  many  years  with 
the  Victor  Co.  in  various  Eastern  territories. 
He  was  at  one  time  manager  of  the  Victor  de- 
partment of  the  Knight-Campbell  Music  Co., 
distributor,  of  Denver,  Col. 


fi:lds.  She  has  starred  in  thirty-two  cinema  pic- 
tures, including  "The  Unguarded  Hour,"  and  is 
also  warmly  praised  on  the  concert  stage.  She 
has  just  been  engaged  as  an  exclusive  Columbia 
recording  artist. 

Other  Columbia  artists  in  this  broadcast  were 
Julian  Oliver,  Spanish  tenor;  Frank  Harris, 
tenor;  the  American  Singers,  male  quartet;  the 
California  Ramblers,  orchestra;  Ben  Selvin  and 
His  Orchestra;  Eddie  Thomas  Collegians, 
orchestra,  and  the  Ideal  Serenaders,  orchestra. 


Important  Executive 

Changes  in  Oro-Tone  Go. 

Leigh  Hunt  Relinquishes  Active  Management 
of  Company — Remains  a  Director — T.  A.  Gait, 
General  Manager  and  Treasurer 


Leigh  Hunt,  actively  identified  for  the  past 
ten  years  as  general  manager  of  the  Oro-Tone 
Co.,  Chicago,  world's  largest  exclusive  makers 
of  reproducers,  tone  arms  and  amplifiers,  has 


w. 


P.  Hamilton  Elected 
Houck  Go.  Vice-President 


Llttle  Rock,  Ark.,  January  3. — W.  P.  Ham- 
ilton, manager  of  the  local  store  of  the  O.  K. 
Houck  l'iano  Co.,  which  has  its  headquarters 
in  Memphis,  was  elected  vice-president  of  the 
company  at  a  meeting  of  the  stockholders  re- 
cently. Mr.  Hamilton  has  been  with  the  O.  K. 
Houck  Co.  for  twenty-two  years,  and  was  con- 
nected with  the  Nashville  and  Chattanooga 
stores  before  coming  to  Little  Rock  as  book- 
keeper in  1910.  He  was  made  manager  in  1919, 
and  his  recent  promotion  is  in  recognition  of 
his  proven  ability.  The  officers  of  the  Houck 
Co.  are  J.  F.  Houck,  president;  W.  C.  Suther- 
land, vice-president  and  general  manager;  W. 
P.  Hamilton,  vice-president;  J.  G.  McConnell, 
treasurer,  and  Jesse  F.  Houck,  Jr.,  secretary. 


Dolores  Gassinelli  Starred 
in  Columbia  Studio  Party 


Dolores  Cassinelli,  film  star  and  lyric  so- 
prano, was  starred  in  the  Studio  Party  of 
the  Columbia  Phonograph  Co.  Hour  of  Decem- 
ber 28.    Miss  Cassinelli  combines  fame  in  two 


T.  A.  Gait 

taken  permanent  headquarters  on  the  Pacific 
Coast.  Mr.  Hunt  has  enjoyed  a  signal  success 
with  this  important  manufacturer,  and  al- 
though he  relinquishes  active  management,  will 
continue  on  the  directorate,  handling  the  Coast 
business,  and  export  contact  in  the  Far  East 
and  British  Columbia. 

Succeeding  Mr.  Hunt  as  general  manager  and 
treasurer  is  Thomas  A.  Gait,  who  has  recently 


H.  C.  Schultz,  Inc., 
442  E.  Lafayette  Ave.,  ^p*"" 
Detroit,  Mich. 

Gentlemen:  I  am  interested  in  receiving  copy  of  your 

1928  Catalog. 

Name  

Address  

^City  _,        State  :  


ADY7 


JUST  out— 1928  Edition  of  H.  C. 
•j?  J  Schultz,  Inc.  Wholesale  Radio  and 
Musical  Merchandise  catalog!  The 
biggest  thing  from  Detroit  since 
Ford's  new  achievement!  Every  type  of 
musical  instrument.  401  Pages!  Thou- 
sands of  clear  illustrations!  Line  up  for 
a  big  year  with  SCHULTZ  money- 
makers.   Get  your  copy  Now! 

This  catalog  of  nationally  -  known  radio 
and  musical  merchandise  u>i!i  sat>e  you 
money — Send  For  It! 

H.  C.  SCHULTZ,  INC. 


DETROIT,  MICH. 
442  E.  Lafayette  Ave. 


CLEVELAND,  OHIO 
1743  Chester  Ave.  . 


M'f'g.  Radio  &  Phonograph 

HARDWARE 


PERFECT 
Portable  Needle  Cup 

Open  Stays  Open 
Closed  Keeps  Closed 

Star  Mach.  &  Nov.  Co. 

Bloomfield,  N.  J. 


acquired  substantial  stock  holdings  in  this  suc- 
cessful corporation.  Mr.  Gait  is  a  dynamic, 
energetic  man  of  excellent  personality.  He  is 
an  experienced  manufacturer,  having  been  con- 
nected in  an  executive  capacity  with  the  Adams 
&  Westlake  Co.  for  the  past  twenty  years.  In 
taking  over  the  reins  of  Oro-Tone  Mr.  Gait  is 
planning  an  active  program  of  continued  de- 
velopment in  both  engineering  research  and 
sales  promotion. 

He  will  be  ably  assisted  by  Ray  Hunt,  who 
is  well  known  to  the  trade  for  his  energetic 


Leigh  Hunt 

co-operation  during  recent  years  with  this  same 
company. 

Announcements  of  new  plans  will  be  released 
from  time  to  time  as  developments  are  intro- 


Oro-Tone  Plant  and  Employes 

duced,  and  the  constructive  Oro-Tone  policy 
will  continue  with  a  determined  emphasis  upon 
the  dealer-help  department. 


C.  C.  Driskell  Opens  Third 

Music  and  Radio  Store 


Visalia,  '  Cal.,  January  4. — A  new  music  and 
radio  store  has  been  opened  in  the  Johnson 
Hotel  Building  by  C.  C.  Driskell,  who  operates 
similar  stores  in  Hanford  and  Coalinga.  Kolster 
radio  receivers  and  Brunswick  Panatropes  and 
records  will  be  featured. 

The  new  store  is  under  the  management  of 
Claude  Campbell,  who  is  assisted  by  J.  G. 
Wade.  Both  have  had  wide  experience  in  the 
radio  and  talking  machine  retail  field. 


The  new  Kellogg  socket  power  radio  receiver 
was  featured  during  the  holiday  season  by 
Gould's  Music  Store,  located  at  37  Main  street, 
Flushing,  N.  Y. 
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Type  M-28 

The  Sun  reproducer, 
when  applied  to  any 
make  phonograph,  Is 
guaranteed  to  improve 
the  results  beyond  ex- 
pectation. 

The  Willett  diaphragm 
is  mounted  rigidly  and 
is  practically  indestruc- 
tible. Our  positive  gua^T 
antee  is  your  protection. 

Finished  in  Nickel,  Gold, 
Statuary  Bronze  and  Ox- 
idize. 


PATENTED  DIAPHRAGM 


eproduced 


V/ 


'With  theSoldenJcne 


You  will  be  amazed  at  the  living  tone  and  reality  of  the  Sun  reproducer 
on  any  make  phonograph.  Every  note  is  faithfully  reproduced,  free  from 
excessive  surface  noise,  blasting  and  metallic  shrill,  and  yet  gives  a  power- 
ful volume.    No  longer  is  recorded  music  indistinct  and  unreal. 

Over  six  years  ago  the  United  States  granted  a  patent  on  the  Willett 
diaphragm.  This  was  the  beginning  of  the  Sun  reproducer,  which  is  so 
Universally  recognized  as  the  ultimate.  The  fact  we  now  have  more 
than  five  hundred  Dealers  and  several  Manufacturers  is  evidence  of  the 
truth  in  this  statement.  We  are  still  selling  Dealers  who  started  when  the 
Sun  reproducer  was  introduced. 

The  year  1928  holds  much  in  store  for  the  Sun  Dealer.  Quick  sales 
and  larger  profits  are  made  possible  through  our  many  advertising  an.! 
Dealer  helps.  We  have  compiled  an  interesting  report  for  the  Dealer 
who  wants  to  sell  the  best.  This  report  conclusively  proves  the  Sun  repro- 
ducer will  increase  the  sale  of  records  and  new  phonographs. 

Write  for  Catalog  Today 


THE  GOLDEN  SUN  CO.,  2829-31  Grand  Avenue,  Louisville,  Ky. 
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Allen-Hough  Mfg.  Co.  Has  Developed 

a  Successful  Business  in  Four  Months 

H.  Don  Leopold,  Vice-President  of  the  Dearborn  Advertising  Agency,  Tells  How  an  Idea  Four 
Months  Old  Has  Blossomed — Present  Portable  Production  More  Than  700  a  Day 


In  these  days  of  intense  competition,  giant 
consolidation,  and  the  rush  of  living,  the  ro- 
mance in  new  business  created  is  often  over- 


To  secure  distribution  for  an  unknown  prod- 
uct is  a  "man-sized  job,"  and  particularly  so  if 
you  do  not  propose  to  underbid  the  market. 
The  first  few  calls  upon  jobbers  were  fruitless. 
At  the  end  of  the  first  fortnight  the  only  re- 
ceipts were  in  advice  and  suggestions. 

Then  came  the  first  glimmer  of  hope.  A  New 
York  distributor  was  interested  in  securing  a 
portable  line  for  his  exclusive  use  in  the  metro- 
politan area,  and  was  finally  persuaded  that  this 
new  product  would  serve  his  purpose.  One 
week  later  another  jobber  was  added;  and  then 
two  more. 

Even  for  this  small  production,  the  original 
manufacturing  facilities  were  inadequate,  and 
the  Racine  plant  space  was  doubled.  Commit- 
ments were  made  for  the  output  of  a  manufac- 


Don  T.  Allen 

looked.  But  the  romance  is  there;  and  if  one 
chooses  to  look,  he  sees  much  beyond  the 
pyramiding  of  hard  dollars. 

Just  four  months  ago  two  enterprising  young 
men,  in  Milwaukee,  carefully  made  plans  for 
the  manufacture  of  portable  phonographs.  They 
had  before  them  small  but  adequate  capital, 
and  behind  them  a  store  of  experience  built  by 
three  years'  association  with  the  industry.  Most 
important — they  had  the  will  to  build  a  business 
plus  the  ability  to  proceed  logically  in  so  doing. 

Arrangements  were  made  for  modest  factory 
space  in  a  small  Racine  box  manufacturing 
plant.  Negotiations  were  opened  for  supply 
of  necessary  materials,  and  after  much  experi- 
menting first  samples  were  designed  and  de- 
veloped. 


UN 


I  ■  TORTABHS 

Come  in- 

jwj         «W  hear  the 
'Difference 


Allen  Portable  Window  Display  for  Dealers 

luring  operation  of  similar  nature  in  New  York 
City.  All  of  these  moves  were  taken  with  just 
a  few  scattered  orders  on  hand  and  almost  en- 
tirely upon  anticipation  of  what  the  future 
might  hold.  It  takes  grim  determination  and 
real  courage  to  invest  the  savings  of  a  life- 
time upon  this  basis.    Just  four  months  ago, 


Model  A 


Dealers ! 

Understand  this — 


The  Hyatt  Utility  receiver  is  not  competing  with 
your  line  of  larger  receivers. 

Your  best  prospects  for  Hyatts  are  those  to 
whom  you  have  sold  larger  sets. 

A  Hyatt  six  will  provide — bed-time  stories  for 
children  in  the  nursery — a  lecture  for  father  in 
his  study — genuine  entertainment  for  those  con- 
fined by  illness  in  their  bedrooms. 

Sell  Hyatt  on  this  basis  to  old  customers 
and,  when  price  or  home  conditions  are 
a  factor,  sell  Hyatts  to  new  customers. 


however,  such  was  the  inception  of  the  Allen 
Hough  Mfg.  Co.,  Milwaukee. 

To-day  their  production  is  in  excess  of  700 
portable  phonographs  every  twenty-four  hours. 

Distribution  extends  from  coast  to  coast  and 
includes  the  largest  portable  jobbing  outlet  in 
the  world.  At  the  present  rate  the  new  com- 
pany will  enjoy  a  million-dollar  volume  in  the 
first  year  of  operation.  In  view  of  the  low 
unit  price  of  these  musical  instruments,  ranging 
from  $7  to  $12  wholesale,  the  creation  of  this 
business  in  so  short  a  time  is  truly  remarkable. 

A  mere  idea,  four  months  old,  has  blossomed 
into  a  profitable  business.  A  new  product  has 
come  to  bring  joy  and  entertainment  to  the 
public,  and  a  consistent  campaign  to  announce 
it  has  started  in  the  Saturday  Evening  Post, 
The  Talking  Machine  World  and  through  dis- 
plays in  dealers'  windows  everywhere. 


Radio  Industry  Offers  Aid 

in  Aviation  Development 

Radio  Manufacturers'  Association  in  Letter  to 
Aeronautical  Conference  Offers  Help  in  Bet- 
tering Radio  Equipment  for  Airplanes 


The  helping  hand  of  one  so-called  infant  in- 
dustry, radio,  was  extended  to  another,  the 
aviation  industry,  recently  at  the  Aeronautical 
Conference  at  Washington  called  by  Secretary 
of  Commerce  Hoover  and  conducted  by  Wil- 
liam P.  MacCracken,  Jr.,  Assistant  Secretary  of 
Commerce  for  Aeronautics. 

The  Radio  Manufacturers  Association,  in  a 
letter  from  President  C.  C.  Colby,  presented 
by  Assistant  Secretary  MacCracken  to  the. 
Washington  Aeronautical  Conference,  com- 
posed of  the  leaders  of  the  aviation  industry, 
offered  the  aid  of  the  radio  industry  in  de- 
veloping better  radio  equipment  for  the  avia- 
tion industry,  commercial  and  military.  A 
similar  offer  of  the  R.  M.  A.  engineering,  tech- 
nical and  other  resources  has  been  made  to  the 
Aeronautical  Chamber  of  Commerce  of  America, 
which  has  headquarters  in  New  York. 

At  a  preliminary  conference  of  the  aeronauti- 
cal industry  leaders,  held  in  New  York,  Presi- 
dent Colby,  of  the  R.  M.  A.  appointed  George 
H.  Kiley,  vice-president  of  the  Farrand  Mfg. 
Co.,  Long  Island  City,  as  the  R.  M.  A.  repre- 
sentative. For  the  discussion  of  technical  en- 
gineering questions,  H.  C.  Leuteritz,  of  the 
Radio  Corp.  of  America,  a  member  of  the 
Aeronautical  Chamber  of  Commerce,  also  was 
appointed  by  President  Colby  for  the  Radio 
Manufacturers'  Association. 

As  practical  measures  for  development  of 
radio  for  aviation  purposes,  Federal  Govern- 
ment authorities  advised  the  R.  M.  A.  that  im- 
provement of  beam  signals,  short  wave  high 
frequency  radio  transmission,  and  development 
of  fixed  aerials  for  airplanes  were  among  the 
immediate  needs  of  the  aviation  industry.  The 
appointment  of  contact  committees  between  the 
R.  M.  A.,  representing  the  radio  industry,  and 
the  aeronautical  interests,  for  a  thorough  study 
of  radio  needs  in  areonautics,  was  another  step 
suggested.  Installation  of  experimental  radio 
apparatus  on  airplanes  by  members  of  the 
R.  M.  A.  is  another  suggestion  made. 

The  responsibility  felt  by  the  Radio  Manu- 
facturers Association  to  aid  development  of 
aeronautical  radio  also  was  expressed  to  the 
War  Department,  the  Navy  Department,  and 
the  Post  Office  Department  and  tenders  of 
assistance  were  made.  For  the  War  Depart- 
ment, F.  Trubee  Davison,  Assistant  Secretary 
of  War  for  Aeronautics,  wrote  President  Colby 
of  the  R.  M.  A.  that:  "when  any  radio  prob- 
lems arise  in  the  Air  Corps,  we  shall  certainly 
take  advantage  of  your  very  kind  offer  and 
explain  them  to  you  and  ask  your  assistance." 


0KKWIIU  STMfV 


CHICAGO,  ILLINOIS 


Eldridge  R.  Johnson,  former  president  of  the 
Victor  Talking  Machine  Co.,  was  recently 
elected  a  life  trustee  of  the  University  of 
Pennsylvania. 
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Atwater  Kent 

radio 


THE  NEW 

A.  C.  SET 


$ 


Model  37 

Operates  wholly  from  house-current  (110 
to  115  volt,  60-cycle,  A.  C.)  Self-con- 
rnined.  Three  stages  of  R.  F.  A.,  de- 
tector, two  stages  of  A.  F.  A.  1\ g  inches 
high,  17i 4  inches  deep.  New  all-satin 
finish — upper  panel  in  antique  gold,  rest 
of  cabinet  in  rich  brown  or  golden  bronze 
(optional).  Price,  without  tubes  .  .  J58S 


Now  all  in  one! 


A TRULY  electric  set,  using  A.  C.  tubes,  with 
the  power  supply  built  in. 

COMPACT — actually  smaller  than  many  old  sets 
of  the  battery  type — can  be  placed  anywhere. 

TONE — exquisite — no  disturbing  power  noises — 
the  hardest  problem  of  A.  C.  operation  is 
SOLVED. 

VOLUME — can  be  reduced  to  a  whisper  or  raised 
to  the  fortissimo  of  a  brass  band. 

SELECTIVITY— a  highly  selective  set. 

FULL  VISION  ONE  DIAL— read  at  a  glance- 
programs  instantly  selected  or  changed. 

DESIGN  —  cabinet  is  shielded  against  outside 
electrical  interference.  Built-in  power  supply, 


a  new  marvel  of  engineering,  doubly  shielded. 

ACCURACY — every  working  part  of  every  re- 
ceiver matched  for  that  particular  receiver. 
All  parts  true — some  of  them  to  two  one- 
thousandths  of  an  inch — and  protected  from 
deterioration. 

FINISH — new  satin  finish.  Your  customer's  choice 
of  rich  brown  and  antique  gold  or  golden 
bronze  and  antique  gold. 

MANY  EXCLUSIVE  FEATURES  which  cannot 
be  copied  without  infringing  on  Atwater  Kent 
patents. 

PRICE — startling,  until  you  remember  the  15- 
acre  factory  where  we  have  learned  to  make 
many  sets  as  carefully  as  we  could  make  one. 


One  Dial  Receivers  licensed  under  U.  S.  Patent  1,014,002 
Price  slightly  higher  West  of  the  Rockies 


Atwater  Kent  Manufacturing  Co.     A.  Atwater  Kent,  Pres.      4725  Wissahickon  Ave.,  Philadelphia,  Pa. 
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Phonograph  Repair  &  Accessories  Co. 

Appointed  Vocalion  St.  Louis  Jobber 

Will  Operate  in  Missouri  and  Illinois — Koerber-Brenner  Co.  Organizes  Record  Club  Among 
Victor  Dealers'  Sales  Forces — Artists'  Appearances  Stimulate  Record  Sales 


St.  Louis,  Mo.,  January  7. — Given  the  impetus 
of  the  past  year,  which  was  one  of  the  best 
in  the  history  of  the  talking  machine  and  allied 
trades,  St.  Louis  dealers  are  looking  to  1928 
with  confidence,  if  not  eagerness. 

To  insure  the  continued  development  of 
the  business,  the  Koerber-Brenner  Co.,  local 
distributor  of  the  Victor  products,  has  em- 
barked upon  a  unique  idea.  It  has  organized 
a  record  club  among  the  sales  forces  of  the 
various  dealers  of  the  city,  the  purpose  of 
which  is  to  discuss  Victor  record  releases  and 
to  pass  on  sales  ideas.  The  initial  meeting 
of  the  club  was  held  at  the  Coronado  Hotel 
this  month  and  Miss  Helen  Moore,  of  the 
Kieselhorst  Piano  Co.,  was  elected  president; 


Miss  Wally  Griesedieck,  of  Scruggs,  Vander- 
voort  &  Barney's,  secretary,  and  Miss  Ruth 
French,  of  the  Jamerson  Music  Co.,  sergeant- 
at-arms.  The  club  will  meet  once  a  month 
to  discuss  the  trade  objects. 

Columbia  and  Brunswick  record  business  in 
St.  Louis  was  materially  aided  by  the  appear- 
ance here  of  Miss  Lee  Morse,  Columbia  artist, 
by  the  continued  popularity  of  Ed  Lowry, 
master  of  ceremonies  at  the  Ambassador  The- 
atre here,  and  the  presentation  of  Al  Jolson's, 
Brunswick  artist,  picture,  "The  Jazz  Singer," 
at  the  New  Grand  Central  Theatre  by  the  Vita- 
phone  Corp. 

Mr.  Lowry  recently  made  two  personal  ap- 
pearances at  stores,  the  first  at  Scruggs,  Van- 


Jewell  A.  C.  and  D.  C. 
Set  Analyzer 


The  Most 
Complete  Service 
Instrument 
Obtainable 


Pattern 
No.  137 
A.  C.  and  D.  C. 
Radio  Set  Analyzer 


A  new  Jewell  Radio  Set  Analyzer  is  now  available  to  dealers  who 
desire  a  service  instrument  that  will  solve  the  new  service  problems 
coming  with  the  increasing  use  of  A.  C.  operated  radio  sets  and  sets 
using  the  new  A.  C.  tubes.  It  is  the  last  word  in  radio  testing 
equipment. 

It  will  make  A.  C.  tests  on: 

Four  and  five  prong  A.  C.  tubes,  Kellogg  A.  C. 
tubes,  line  voltage,  filament  and  charger  trans- 
former voltages  and  filament  voltage  on  A.  C. 
tubes  or  on  tubes  operated  in  series  from  A.  C. 

It  will  make  D.  C.  tests  on: 

All  D.  C.  tubes,  A-batteries  or  A-eliminators, 
B-batteries  or  B-eliminators,  total  plate  cur- 
rent or  current  per  tube,  grid  voltage,  trans- 
formers and  circuit  continuity  tests. 

The  complete  Radio  Set  Analyzer  weighs  only  six  and  one-half 
pounds  and  comes  equipped  with  adapters  and  test  leads.  It  is  com- 
plete in  every  way. 

Write  for  descriptive  circular  No.  1141,  or  ask  your  jobber  about 
this  new  service  instrument. 

"28  Years  Making  Qood  Instruments" 

Jewell  Electrical  Instrument  Co* 

1650  Walnut  St.,  Chicago 


dervoort  &  Barney's,  and  the  other  at  Nugent 
&  Bros.,  during  the  noon  hour,  personally 
meeting  the  customers  and  autographing  many 
records  for  purchasers. 

The  New  Columbia-Kolster  Viva-tonal  elec- 
tric reproducing  phonograph  and  the  new 
Brunswick  Panatrope  combination  Model  PR 
17-18,  both  of  which  were  recently  introduced 
to  the  trade,  are  meeting  with  considerable 
success  in  the  city. 

Additional  impetus  was  given  to  Brunswick 
business  through  the  recent  announcement  of 
price  changes  on  the  better-class  records.  The 
changes,  which  affect  all  gold  and  purple  label 
records,  as  well  as  album  sets  and  foreign 
records,  have  met  with  a  response  beyond  the 
expectations  of  the  local  dealers. 

The  "Two  Black  Crows,"  .the  Columbia  re- 
lease, continued  to  set  new  high  sales  records. 
The  latest  releases,  parts  five  and  six,  are 
meeting  with  the  same  sensational  response 
that  greeted  the  former  releases  of  this  pair  of 
artists  a  short  time  ago. 

The  local  branch  of  the  Brunswick  Co.  re- 
cently announced  that  the  Vocalion  record 
manufactured  by  the  company  has  been  turned 
over  for  distribution,  effective  January  1,  to 
the  Phonograph  Repair  &  Accessory  Co.,  of 
St.  Louis,  which  will  operate  in  Missouri  and 
Illinois.  At  the  same  time  it  was  announced 
that  the  Artophone  Corp.  will  officially  open 
a  branch  office  in  Kansas  City  for  the  promul- 
gation of  Okeh  records.  Howard  E.  Fleming, 
formerly  connected  wjtft' Artophone's  Okeh  rec- 
ord force,  has  been  placet!  in  charge  of  the  new 
branch.  .  J£| 

To  adequately  provide  for  the  continued  de- 
mand for  portables,  the  Artophone  Corp.  has 
iust  completed  the  installation  of  a  greatly 
augmented  daylight  portable  plant,  which  will 
enable  the  concern  to  increase  the  production 
of  these  instruments  to  treble  its  former  maxi- 
mum capacity. 

'Plans  for  the  coming  year  were  outlined  at 
a  sales  conference  held  at  the  St.  Louis  branch 
of  the  Columbia  Co.  during  the  past  week, 
while  similar  action  was  taken  at  a  meeting 
of  the  Artophone  Corp.'s  sales  force  held  short- 
ly before  the  first  of  the  year.  The  Brunswick 
Co.  also  is  planning  a  similar  meeting. 

The  regular  monthly  meeting  of  the  St.  Louis 
Radio  Trades  Association  was  held  Wednesday, 
December  21,  at  the  downtown  Y.  M.  C.  A. 
In  the  absence  of  President  Bennett  the  meet- 
ing was  presided  over  by  Harold  J.  Wrape, 
past-president. 

The  entertainment  feature  of  the  meeting  was 
presented  by  the  Ray-O-Vac  Battery  Twins. 
The  boys  were  appearing  at  Station  KMOX  all 
week  and  took  time  to  come  to  the  radio  men's 
gathering. 

General  Sales  Go.  Is  Now 
an  Arborphone  Distributor 

The  General  Sales  Co.,  Detroit,  Mich.,  was 
recently  appointed  distributor  for  Arborphone 
radio  products  in  Detroit  and  vicinity,  accord- 
ing to  an  announcement  from  the  Arborphone 
headquarters  in  Ann  Arbor.  According  to 
Louis  Ingram,  sales  manager  of  the  General 
Sales  Co.,  the  new  Arborphone  A.  C.  operated 
models  are  moving  rapidly  and  with  the  re- 
opening of  the  Ford  motor  plants  and  the 
prospects  of  a  banner  year  in  other  motor  car 
factories,  a  gratifying  increase  in  radio  sales 
is  expected. 


Loftin-White  Circuit  Booklet 


A  twenty-four-page  booklet  explaining  the 
Loftin-White  circuit  in  principle  and  construc- 
tion has  been  prepared  by  the  Arborphone 
Division  of  the  Consolidated  Radio  Corp.,  Ann 
Arbor,  Mich.  The  booklet  describes  the  ap- 
plication of  the  Loftin-White  circuit  to  the 
two  lines  of  Arborphone  radio  receivers  in 
which  it  is  now  used  and  it  should  prove  of 
value  to  dealers  and  salesmen. 


The  Talking  Machine  World,  New  York,  January,  1928 


65 


TAIL  IK" 
IBACIK 


Phonograph  Recorder 


This  little  device 
makes  records 
on  any 
phonograph 


Its  records  can  be 

played  on  any  phonograph 

Now,  at  last,  is  a  device  that  gives 
every  phonograph  owner  the  thrill 
of  recording — right  at  home — 
voice,  music,  radio. 

Not  only  records  it,  but  plays  it 
back  true  as  life. 

LIST:  "Talk-Back"   $7.50 

3  Records  $1.00 

COST  DEALER  :  For  "Talk-Back",  $4.50 
For  3  Records  60 


A  pleasant  pastime 
of  Sophie  Tucker, 
popular  OKeh 
record  artist. 

Singing  or  talking 
into  the  "TALK- 
BACK",  the  home 
recorder,  which  also 
reproduces  its  own 
recordings.  Enjoyed 
immensely  by  Sophie 
Tucker  and  her 
friends. 


TALK-  IBACIK 


The 


The  new  musical  sensation  for  easy  home  recording  doubles  the  pleasure  of  oivning  a  phonograph 

Consolidated  Talking  Machine  Co* 


CONSOLIDATED  BUILDING 


227-229  W.  Washington  Blvd.,  Chicago 
Minneapolis:  1424  Washington  Ave.  S.  Detroit:  2949  Gratiot  Ave. 
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New  Atwater  Kent  Receiver 
Model  37  Placed  on  Market 


Six-Tube  A.  C.  Receiver  Has  Single-Dial  Con- 
trol and  Volume  Control — Presented  to  Press 
at  Dinner  in  the  Hotel  Commodore 


At  a  gathering  composed  of  representatives 
of  the  newspapers  and  trade  press  and  execu- 
tives of  various  distributing  organizations,  the 
Atwater  Kent  Mfg.  Co.  presented  its  newest 
contribution  to  the  field  of  radio  receiving  sets, 
known  as  Model  37.  The  occasion  was  a  din- 
ner tendered  by  the  Atwater  Kent  Mfg.  Co.  of 
Philadelphia,  Pa.,  at  the  Hotel  Commodore, 
New  York,  on  Wednesday  evening,  December 
21.  The  dinner  was  presided  over  by  Vernon 
W.  Collamore,  sales  manager  of  the  organiza- 
tion. Two  short  speeches  were  made  at  the 
close  of  the  dinner  by  P.  A.  Ware  and  R.  E. 
Smiley,  of  the  Atwater  Kent  Co.,  relative  to 
the  new  set  that  was  to  be  shown. 


The  Model  37  is  a  six-tube  A.  C.  receiver 
comprising  three  stages  of  radio  frequency  am- 
plification, a  detector  and  two  stages  of  audio 
frequency  amplification.  It  has  a  single-dial 
control,  and  provision  is  made  for  increasing 
or  decreasing  the  volume  by  means  of  a  control 
knob.  The  set  is  self-contained  in  a  metal  cab- 
inet which  completely  shields  the  electrical  as- 
sembly inside,  including  the  power  supply, 
which  in  turn  is  surrounded  by  metal  shields. 
A  choice  of  two  color  combinations  is  available 
with  the  new  metal  cabinet,  either  brown  and 
gold  or  bronze  and  gold.  In  both  combinations 
a  departure  has  been  made  from  the  crystalline 
finish  to  a  satin  finish.  The  cabinet  is  sur- 
mounted by  a  gold-plated  name  plate,  in  low 
relief,  picturing  a  full-rigged  vessel  of  the  old 
Spanish  galleon  type.    The  set  is  listed  at  $88. 

This  new  set  is  illustrated  in  "The  Newest  in 
Radio"  section  in  this  issue  of  The  Talking 
Machine  World. 

Concurrent  with  the  showing  of  the  set  the 
popular  Model  "E"  speaker  of  the  Atwater  Kent 


The  Reason  Behind 
that  Long  Life  Line 


SUSTAINED  VOLTAGE  OVER  LONG  HOURS  OF  SERVICE 


POOR  RECEPTION  AREA 


SOO  HOURS 


1000  HOURS 


The  efficiency  of  any  rectifying  tube  is  measured  by  the  number  of 
hours  it  can  deliver  a  SUSTAINED  voltage. 

In  Raytheon  the  active  principle  is  ionized  helium  gas,  instead  of 
the  old  style  filament  operating  in  a  vacuum. 

The  fact  that  this  gas  CANNOT  break  or  burn  out  results  in  the 
longest  life  of  any  rectifying  tube  on  the  market. 

The  greatly  superior  conductivity  of  ionized  helium  results  in  a 
SUSTAINED  voltage  from  first  to  last. 

RAYTHEON  MANUFACTURING  CO. 

CAMBRIDGE,  MASSACHUSETTS 


TYPE  BH 

Standard  for 
"B"  Power  Units 
125  m.a.  300  volts 
Price  $4.50 

TYPE  BA 

For  Complete 
A-B-C  Power 
350  m.a. 
Price  $7.50 


40  leading  makers  of 
power  units  and  rec- 
tifying devices  equip 
with  Raytheon. 
This  seal  on  any 
instrument  marks  it 
as  "Raytheon 
equipped." 


ill 


(/Raytheon  J) 


#Ra^ljBeon^ 

^  LONG  LIFE  RlplriFYING  TUBE  ^ 


line  was  shown  in  a  variety  of  new  finishes, 
which  included  bronze  and  gold,  brown  and 
gold,  slate  and  gold,  green  and  gold  and  brown 
and  bronze.  Variety  of  colors  is  provided  so 
that  the  speaker  will  harmonize  with  the  vari- 
ous color  combinations  now  so  popular  in  in- 
terior decoration. 

Among  the  local  Atwater  Kent  distributing 
firms  represented  were  E.  B.  Latham  &  Co.; 
E.  J.  Edmond  &  Co.;  E.  A.  Wildermuth,  Inc., 
and  B.  &  O.  Radio,  Inc. 


Electro-Phonic  Needle 

Announced  to  the  Trade 


Recently  Formed  Chicago  Firm,  Headed  by 
J.  C.  Hart  and  Nat  Golden,  Planning  Cam- 
paign in  Interest  of  Electro-Phonic  Needle 


Considerable  interest  has  been  aroused  in 
the  trade  by  the  activities  and  products  of  the 
new    Electro-phonic    Needle    Co.    of  Chicago. 


< .    Big  PROnjS  j^r1 
Electro-Phonic  Needle  Stand 

This  new  company  is  headed  by  J.  C.  Hart, 
president,  and  by  Nat  Golden,  vice-president, 
both  Chicago  men  and  widely  and  favorably 
known  in  music  trade  circles. 

The  new  product,  the  "Electro-phonic 
Needle,"  is  especially  designed  for  playing  elec- 
trically reproduced  records,  the  needle  being 
specially  tempered  so  as  to  eliminate  the  de- 
terioration of  the  record  due  to  blasting  and 
vibration,  at  the  same  time  bringing  out  the 
full  tonal  values. 

Though  the  company  is  relatively  new,  a 
country-wide  distribution  has  already  been 
secured,  and  markets  have  been  found  to  be 
unusually  receptive  to  the  new  product.  A 
vigorous  sales  and  advertising  policy  and  strong 
dealer  helps  are  planned  to  assist  the  trade 
in  merchandising  Electro-phonic  needles. 


Ted  Lewis  and  His  Band 

Featured  in  Night  Club 

Special  Recording  Made  by  Popular  Artist  and 
His  Band  for  the  Columbia  Catalog 


Ted  Lewis  and  His  Band,  exclusive  Colum- 
bia artists,  made  a  special  coupling  recently 
for  the  Columbia  catalog.  The  selections  are 
"Down  the  Old  Church  Isle"  and  "Is  Every- 
body Happy  Now?",  fox-trots. 

Certainly  Ted  should  be  happy  if  a  $3,500 
weekly  addition  to  his  bank  roll  is  of  any  par- 
ticular interest  to  him.  He  has  just  signed  for 
that  amount  at  the  night  club  at  159  West 
Forty-ninth  street,  New  York,  where  he  will 
double  from  "Artists  and  Models." 
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H.  G.  Schultz,  Inc.,  Has  Had 
Amazing  Growth  in  2  Years 

Mid-West  Sonora  Distributor  Has  in  Brief 
Period  Grown  to  Be  One  of  the  Leading 
Musical  Instrument  Jobbers  in  Country 


In  May  of  the  past  year  H.  C.  Schultz,  Inc., 
well  known  in  mid-West  musical  and  radio 
circles,  organized  a   corporation    which  pur- 


The  H.  C.  Schultz,  Inc.,  Sales  Organization 

chased  the  Michigan  interests  of  Yahr-Lange,  phenomena 
Inc.,  Milwaukee,  and  the  Cleveland  branch  of 
the  Pennsylvania  Phonograph  Distributing  Co. 

Enlarged  quarters  were  engaged  in  a  promi- 
nent downtown  building  and  in  six  months' 
time  three  additional  floors  were  taken  over 
by  this  progressive  organization.  A  branch 
was  opened  in  Cleveland  immediately  under 
the  management  of  H.  C.  Price. 

The  H.  C.  Schultz  organization  is  one  of  the 
outstanding  Sonora  distributors  in  the  United 
States.  The  sales  increases  made  by  this  or- 
ganization on  Sonora  products  have  amazed 
even  Sonora  officials.  The  entire  sales  or- 
ganization is  made  up  of  men  well  known  in 
the  music  and  radio  industry,  most  of  them 


having  spent  a  number  of  years  in  this  busi- 
ness and  they  know  dealer  problems. 

C.  J.  Doser,  who  has  had  eighteen  years' 
experience  in  the  musical  instrument  and  ac- 
cessory business,  has  charge  of  the  musical 
merchandise  department.  He  has  completed  a 
catalog  of  this  line,  which  is  second  to  none 
in  the  music  industry.  That  it  is  the  most 
complete  and  finest  offered  is  the  consensus  of 
opinion  of  those  who  have  received  it. 

How  well  the  policies  and  merchandise  of 
this  organization  are 
being  received  by  the 
trade  in  the  Middle 
West  is  evidenced  by 
the  fact  that  in  six 
months  685  new  ac- 
counts— which  never 
before  purchased 
merchandise  from  the 
predecessors  of  this 
company — were  pro- 
cured. Two  hundred 
and  six  of  these  new 
accounts  were  award- 
ed the  franchise  for 
the  Sonora  line. 

The  growth  of  this 
organization  has  been 
from  a  "two-man"  organization 
to  one  of  the  country's  leading  musical  supply 
houses — all  of  which  was  accomplished  in  two 
years'  time.  The  organization  now  numbers 
forty-four  employes  and  Mr.  Schultz,  presi- 
dent, predicts  this  year's  sales  will  run  well 
over  $1,000,000. 

When  asked  how  it  is  done,  Mr.  Schultz's 
reply  was:  "We  handle  only  dependable  mer- 
chandise that  we  can  guarantee  absolutely — 
at  a  fair  fixed  profit  regardless  of  cost,  and 
give  the  dealers  the  kind  of  service  they  cannot 
help  but  like." 

The  accompanying  illustration  shows  the 
sales  organization,  as  follows:  Rear  row,  left 
to  right:     Forrest  Bunker,  field  service  man- 


ager; C.  J.  Doser,  manager  musical  instrument 
department;  F.  L.  Whetsel,  Detroit;  C.  C. 
Price,  manager  Cleveland  branch;  William  H. 
Oaten,  general  sales  manager;  H.  H.  Rosen- 
berg, southern  Ohio  and  West  Virginia;  Jack 
Cullen,  Detroit;  H.  J.  Sundberg,  Detroit. 
Front  row:  E.  N.  Quarters,  Michigan;  Phil 
B.  Lang,  Michigan  and  western  Pennsylvania; 
A.  Semple,  Cleveland;  H.  C.  Schultz,  president; 
Orville  Elsey,  Michigan;  J.  L.  Wellman,  Mich- 
igan. C.  H.  Mauck,  northern  Ohio  representa- 
tive, was  too  busy  to  attend  the  meeting. 


J.  W.  Jenkins  Joins  the 

Arborphone  Sales  Division 

J.  W.  Jenkins  has  joined  the  national  sales 
organization  of  the  Arborphone  Division,  Con- 
solidated Radio  Corp.,  Ann  Arbor,  Mich.,  as 
special  sales  representative.  Mr.  Jenkins  will 
co-operate  with  a  selected  list  of  Arborphone 
distributors,  helping  them  apply  to  their  own 
territories  the  Arborphone  plan  of  merchan- 
dising. His  headquarters  will  be  in  Ann  Arbor, 
Mich.,  in  care  of  Sanford  Bros.,  the  national 
sales  representatives  for  the  Arborphone  line 
of  radio  products. 


E.  A.  McMurtry,  Canada, 

Visits  Columbia  Offices 


E.  A.  McMurtry,  general  manager  of  the 
Columbia  Phonograph  Co.,  Ltd.,  of  Canada, 
with  headquarters  in  Toronto,  was  a  recent 
visitor  to  New  York,  calling  at  the  Columbia 
executive  offices.  Mr.  McMurtry  stated  that 
Columbia  business  in  Canada  during  1927  had 
been  very  satisfactory,  record  sales  being 
double  the  figures  for  the  preceding  year.  Col- 
umbia dealers  generally  are  very  enthusiastic 
regarding  the  sales  outlook  for  1928,  basing 
their  optimism  upon  the  steady  growth  in  Col- 
umbia sales  and  prestige  throughout  Canada. 
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The  Full  Automatic  With  Electric  Amplification 


The  New  Deed  Disc 

With  Electric  Amplification.    53"  high,  36"  wide,  22"  deep. 


The  Deca-Disc  Full  Automatic  Orchestral  Entertainer  with 
isolated  speakers  by  which  orchestral  music  may  be  furnished 
in  two  or  more  rooms  at  one  time,  controlled  in  each  room 
independent  of  the  others.  These  extensions  may  be  carried 
to  the  upper  floors  or  to  the  pool  room  in  the  basement, 
each  unit  operating  independent  of  the  others,  and  all  from 
the  one  amplifying  instrument  which  may  be  in  the  office  or 
any  out  of  the  way  place  ready  to  supply  music  all  day  or 
night  without  attention. 

Being  amplified  thru  a  power  speaker  gives  it  a  wonderful 
range  of  volume  and  the  tone  is  an  exact  reproduction.  Think 
of  having  Paul  Whiteman's  Orchestra,  Sousa's  Band,  Wur- 
litzer's  Pipe  Organ,  John  Charles  Thomas,  Marion  Talley 
and  others  at  your  command  at  all  times. 

With  a  volume  control  you  can  turn  it  on  full  and  it  is  as 
loud  as  the  band  or  orchestra  itself.  Turn  it  down  low  and 
a  conversation  or  card  game  may  be  held  nearby  without 
interruption.  For  dancing  it  is  a  perfect  substitute  for  the 
orchestra. 

The  Deca-Disc  Full  Automatic  Orchestral  Entertainer  makes 
available  for  the  first  time  at  reasonable  cost  an  entertaining 
system  that  meets  the  requirements  of  hotels  and  restaurants, 
large  or  small. 

It  is  equally  as  satisfactory  in  the  home,  occupying  little 
space,  furnishing  perfect  entertainment. 

Manufactured  by 

The  Deca-Disc  Phonograph  Co* 

Waynesboro,  Pa. 
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Talking  Machine  and  Radio  Dealers  in 

Toledo  Report  Satisfactory  Sales  Volume 

Talking  Machines,  Radio  Receivers,  Combination  Units  and  Records  All  Share  Favor  of  Public 
in  Holiday  Buying — Toledo  Radio  Co.  to  Hold  Sales  Meeting  for  Sparton  Dealers 


Toledo,  O.,  January  7. — At  the  Lion  Store 
Music  Rooms,  Manager  Lawson  S.  Talbert  re- 
ported that  during  the  two  weeks  preceding 
Christmas  buying  was  heavy  in  talking  ma- 
chines. While  a  considerable  number  were 
delivered  to  patrons,  many  machine  customers 
preferred  combinations.  In  the  radio  division 
a  great  gain  was  made.  Buyers  purchased  sets 
liberally.  They  demanded  merchandise  of 
quality  and  of  standard  makes.  Unknown 
names  were  a  drug  on  the  market. 

At  the  J.  W.  Greene  Co.,  December  proved  a 
successful  month.  Machine  and  record  sales  were 
slightly  ahead  of  a  year  ago  and  radio  sales 
were  much  better,  according  to  W.  W.  Smith, 
president.  A  campaign  of  advertising  which 
embraced  newspaper,  billboard,  direct  mail  and 
windows  is  given  credit  for  much  of  the  show- 
ing. Buying  centered  around  new  merchandise 
— people  asked  for  the  latest  in  phonographs, 
radio  and  records. 

The  Toledo  Radio  Co.  on  January  12  will 
hold  sales  and  service  meetings  for  Sparton 
dealers  in  this  territory.  Harry  Sparks,  sales 
manager  of  the  Sparks-Withington  Co.,  Jack- 
son, Mich.,  will  have  an  important  place  on 
the  program.  Executives  and  members  of  the 
engineering  staff  will  also  be  present.  The 
purpose  of  the  gathering,  Chas.  H.  Womel- 
dorff,  president,  stated,  is  to  better  inform 
dealers  and  service  men  so  that  they  may 
extend  their  efforts.  The  meetings  will  be  held 
in  the  auditorium  of  the  J.  W.  Greene  Co. 

The  new  LaSalle  &  Koch  Co.,  Brunswick 
Shop,  according  to  Wilbur  F.  Cooper,  manager, 
closed  a  very  satisfactory  holiday  business. 
This  fine  shop  caters  to  a  class  of  buyers  who 


prefer  combinations.  Miss  M.  Plotkin  has 
joined  the  firm  as  manager  of  the  record  sec- 
tion of  the  enterprise. 

The  Whitney-Blaine-Wildermuth  Co.,  Bruns- 
wick and  Victor  dealer,  experienced  a  renewed 
demand  for  machines  during  the  two  weeks 
preceding  Christmas,  according  to  Henry  C. 
Wildermuth,  treasurer.  The  call  for  radio  sets 
was  greater  this  year  than  in  the  past.  Sparton 
and  Atwater  Kent  lines  are  featured.  Prospects 
for  the  new  year  are  extremely  bright,  Mr. 
Wildermuth  believes. 

The  United  Music  Store  experienced  an  in- 
crease in  Panatrope  and  Victor  sales,  both  for 
December  and  for  the  year  1927,  according  to 


Harry  L.  Wasserman,  president.  Radio  volume 
also  exceeded  all  previous  marks.  The  electric 
sets  were  much  in  demand,  including  RCA, 
Atwater  Kent  and  Sparton  lines. 

The  Columbia  records  of  the  "Two  Black 
Crows"  has  been  given  impetus  by  the  release 
of  parts  five  and  six,  which,  Miss  Virginia 
Davis  stated,  are  outselling  the  first  four  parts. 

At  Grinnell  Bros,  gift  certificates  were  fea- 
tured as  the  ideal  way  to  make  Christmas 
presents.  On  account  of  this  not  a  few  persons 
availed  themselves  of  the  different  way  of  gift 
presentation.  Supplies  of  Orthophonic  Vic- 
trola  7-25  and  Radiola  17  were  short.  The 
Kellogg  A.  C.  radio  was  featured  in  store  and 
newspaper,  as  well  as  billboard,  publicity. 

H.  M.  Wells  and  Warren  L.  Kellogg,  of  the 
Cleveland  Talking  Machine  Co.,  made  the 
rounds  of  local  dealers  this  week.  Mr.  Kel- 
logg reported  many  calls  for  the  new  Victor 
school  machine.  Several  dealers  have  Orders 
awaiting  arrival  of  the  instrument,  which  prom- 
ises to  be  very  popular. 


Acoustical  Development 

Corp.  Has  New  Product 

Producing  Stock  Model  Tone  Chamber  to  Be 
Used  in  Mechanical  or  Electrical  Reproduc- 
ing Phonographs  and  in  Radio  Cabinets 


number  of  tone  chambers  to  its  regular  stock 
models.  The  Acoustical  Development  Corp. 
maintains  its  general  offices  at  230  East  Ohio 
street,  Chicago,  and  its  factory  in  Racine,  Wis. 


The  Acoustical  Development  Corp.,  Chicago, 
has  announced  the  addition  of  a  stock  model 
tone  chamber  which  may  be  used  in  mechanical 
or  electrical  reproducing  phonographs  and  also 
in  radio  cabinets.  This  tone  chamber,  known 
as  Model  M-14,  has  an  air  column  measuring 
sixty  inches  in  length,  and  is  said  to  faithfully 
amplify  and  reproduce  the  entire  musical  scale. 
This  tone  chamber  is  adaptable  to  practically 
all  standard  cabinets,  is  light  in  weight,  yet 
sturdily  constructed  and  the  material  is  such 
that  it  greatly  aids  the  low  scale  notes.  In 
addition  to  Model  M-14,  the  firm  is  adding  a 


W.  G.  Fuhri,  Columbia 

Executive,  on  Trade  Trip 

W.  C.  Fuhri,  vice-president  and  general  man- 
ager of  the  Columbia  Phonograph  Co.,  New 
York,  will  leave  on  January  15  for  a  Pacific 
Coast  trip,  visiting  as  usual  Columbia  branches 
and  wherever  possible  Columbia  dealers  in  the 
important  trade  centers  throughout  the  West. 
Before  leaving  on  this  trip  Mr.  Fuhri  stated 
that  December  Columbia  sales  had  been  con- 
siderably ahead  of  last  December,  with  the 
record  volume  particularly  gratifying,  and  over 
50  per  cent  in  advance  of  November  sales,  an 
excellent  showing. 


Kellogg  Radio  was  the  outstanding  success  of  the  1927  season. 


Kellogg's  A-C  operation  made  it  the  ideal  line  for  the  musical  instrument 
house. 

^ 

Kellogg  has  no  batteries  to  worry  the  user  —  or  to  cause  service  expense 
to  the  dealer. 

Kellogg  is  true  A-C  radio,  using  Kellogg's  own  A-C  tubes. 

Limited  production  restricted  the  territory  that  could  be  opened  up  last  fall. 


Increased  production  for  1928  creates  Money-Making  opportunities  for  new 
distributors  and  dealers. 

Applications  are  now  being  considered. 

Kellogg  Switchboard  &  Supply  Company,  Dept.  25-91,  Chicago 


Trade  Activities  in  the 

Akron-Canton  Territory 

Akron-Canton,  O.,  January  7. — Talking  ma- 
chine and  record  business  has  slowed  up 
considerably  with  the  advent  of  the  new  year, 
after  one  of  the  most  active  holiday  seasons 
in  recent  years.  Trading  was  slow  in  getting 
started,  but  from  ten  days  to  two  weeks  before 
Christmas  dealers  in  this  area  had  all  they 
could  do.  There  was  not  only  much  activity 
in  talking  machines,  records  and  radios,  but 
the  accessory  trade  was  unusually  good. 

C.  J.  Russell  has  been  made  manager  of  the 
talking  machine  department  of  the  Klein- 
Heffelman-Zollars  Co.  department  store,  Can- 
ton, now  controlled  by  the  Ross  Stores,  Inc., 
and  the  department,  located  on  the  mezzanine 
floor,  has  been  enlarged  and  additional  floor 
space  given  over  to  talking  machines,  records 
and  other  accessories. 

The  D.  W.  Lerch  Co.,  one  of  Canton's  oldest 
music  houses,  has  just  concluded  observing 
thirty-two  years  of  business  existence. 

There  has  been  an  unprecedented  demand 
tor  the  newest  Columbia  phonographs,  the 
model  7-20,  retailing  at  $125,  where  it  recently 
was  introduced.  Dealers  both  in  Akron  and 
Canton  have  been  successfully  disposing  of  this 
attractive  model. 

That  the  next  four  months  will  see  much 
activity  in  radio  was  the  prediction  made  by 
George  C.  Willie,  head  of  the  music  house  at 
Canton  bearing  his  name. 

Johnny  Marvin,  well-known  Brunswick  re- 
cording artist,  appeared  in  person  at  a  Canton 
theatre  for  four  days  and  drew  capacity  audi- 
ences. While  in  Canton  Mr.  Marvin  was  at 
the  talking  machine  departments  of  the 
William  R.  Zollinger  Co.,  where  he  auto- 
graphed many  of  his  records  for  the  store's 
customers. 

Repairs  have  been  made  to  the  Haloock 
music  store  in  Medina,  which  was  badly  dam- 


aged when  a  water  heater,  operated  by  gas,  in 
the  basement  exploded. 

Talking  machines  and  records  in  the  future 
will  be  merchandised  in  the  basement  at  the 
store  of  the  George  S.  Dales  Co.,  Akron,  with 
entrance  on  Howard  street. 

Golden  Sun  Co.  Announces 
New  Reproducer  Sales  Plan 

Object  of  Campaign  Is  to  Prove  to  the  Dealer 
That  Sun  Reproducer  Will  Boost  Sales 


The  Golden  Sun  Co.,  of  Louisville,  Ky.,  has 
introduced  a  new  sales  plan  on  the  Sun  re- 
producer. This  plan  has  been  experimented 
with  for  several  months  and  proved  highly 
successful.  The  object  of  this  new  plan  is  to 
prove  to  the  dealer  the  Sun  reproducer  will 
increase  record  sales  as  well  as  create  pros- 
pects for  new  phonographs. 

F.  A.  Sunderhauf,  sales  manager  of  the  Gol- 
den Sun  Co.,  has  compiled  the  results  of  the 
new  selling  plan  and  states  that  he  found  most 
dealers  sell  reproducers  because  their  custom- 
ers ask  for  them.  In  only  a  few  cases  was 
the  reproducer  sold  as  a  sales  promotion  for 
records  and  new  phonographs.  He  further 
states  that  a  good  many  dealers  are  selling 
reproducers  and  giving  their  customers  the 
impression  that  it  will  make  a  new-style  phono- 
graph out  of  an  old  one.  This  misrepresenta- 
tion is  very  dangerous  and  may  cause  the  loss 
i  f  a  prospect  for  other  musical  merchandise. 
Sun  reproducers  are  sold  with  the  understand- 
ing they  will  improve  any  old  or  new  phono- 
graph, but  will  not  make  a  new  phonograph 
out  of  an  old  one. 

The  Golden  Sun  Co.  now  has  over  five  hun- 
dred satisfied  dealers.  Some  of  these  dealers 
started  when  the  Sun  reproducer  was  intro- 
duced. They  also  have  several  large  manu- 
facturers using  the  Sun  reproducer. 


National  Assn.  of  Music 

Merchants  Board  to  Meet 

Board'  of  Control  of  National  Association  of 
Music  Merchants  to  Meet  at  Hotel  Commo- 
dore on  Thursday,  January  26 


The  Board  of  Control  of  the  National  Asso- 
ciation of  Music  Merchants  will  hold  its  annual 
mid-year  meeting  at  the  Hotel  Commodore, 
New  York,  on  Thursday,  January  26.  It  is 
probable  that  the  amount  of  business  which 
is  to  be  transacted  at  the  meeting  will  neces- 
sitate at  least  one  session  on  Friday,  January 
27.  The  Board  of  Control  includes  the  Ex- 
ecutive Board,  Advisory  Board,  Auxiliary 
Board,  including  chartered  State  Association 
representatives  and  State  commissioners  from 
States  where  no  chartered  associations  exist. 

President  C.  J.  Roberts  is  desirous  of  having 
a  large  attendance  as  matters  of  great  impor- 
tance will  be  presented  for  discussion.  It  is 
possible  that  suggestions  looking  toward  im- 
portant changes  in  the  by-laws  will  be  pre- 
sented. A  luncheon  for  members  of  the  Board 
of  Control  will  be  held  Thursday  at  the  Com- 
modore and  it  is  probable  that  the  New  York 
Piano  Merchants'  Association  will  arrange  for 
a  dinner  for  Thursday  night. 

A.  B.  Cornell  Proves 

Prowess  as  Hunter 

A.  B.  Cornell,  formerly  identified  with  several 
prominent  manufacturers  of  phonograph  parts 
and  widely  known  throughout  the  phonograph 
industry,  is  proving  to  be  a  hunter  of  consid- 
erable skill.  A  few  weeks  ago  while  gunning 
near  Valley  View  Farm,  which  he  owns,  Mr. 
Cornell  shot  a  very  beautiful  red  fox  measuring 
over  forty  inches  from  tip  to  tip.  He  is  nat- 
urally quite  proud  of  his  prowess. 
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Below  Zero  Weather  and  Snow  Fails  to 

Cool  Optimism  of  Twin  Cities  Dealers 

Interest  in  New  Panatrope  Combination  Is  Marked — H.  L.  Davies  Now  Covering  Choice  Ter- 
ritory— Advertising  Campaigns  on  Phonographs  and  Radio  Featured  Month 


Minneapolis  and  St.  Paul,  Minn.,  January  9. 
— -The  Northwest  is  under  some  few  feet  of 
snow  and  the  thermometer  hovers  below  zero, 
but  prospects  are  warming.  The  prognosti- 
cators  are  of  one  mind,  that  though  Winter 
has  come  and  with  a  vengeance,  Spring  cannot 
be  far  away  and  all  is  well  for  1928. 

The  wonderful  increase  over  1926  that  the 
Brunswick  books  showed  in  November  was 
continued  to  and  through  December.  The 
record  business  was  excellent.  S.  C.  Schulz, 
manager  of  the  Brunswick  offices,  is  highly 
pleased  over  the  response  made  since  record 
prices  were  reduced. 

Keen  interest  is  felt  in  the  debut  of  the 
new  model  Panatrope  combination.  A  trifle 
larger  than  the  former  consolette  type,  it  is  a 
very  compact  instrument.  The  Eddie  Dunsted- 
der  records  continue  immensely  popular,  na- 
tionally as  well  as  locally.  Real  compliments 
have  come  from  dealers  not  handling  Bruns- 
wick records,  who  praise  the  organ  recordings 
most  highly.  Two  new  Dunstedder  records  will 
be  ready  early  in  the  new  year.  There  has 
been  an  unusual  sale  on  the  Nick  Lucas  records. 

Mrs.  Eggers,  who  has  been  the  head  of  the 
Minneapolis  office  of  the  Consolidated  Talking 
Machine  Co.,  is  kept  busy  by  the  added  duties 
of  the  Detroit  business  and  spends  her  time 
between  the  two. 

H.  L.  Davies,  who  has  been  connected  with 
the  Minneapolis  branch  of  the  Brunswick-Balke- 
Collender  Co.  since  1920  and  has  traveled  into 
every  territory  covered  by  the  branch,  is 
now  covering  the  city  where  the  branch  is 
located,  and  is  winning  as  many  friends  among 
the  Minneapolis  dealers  as  he  did  through  the 
State.    This  appointment  is  a  part  of  the  prog- 


ress program  inaugurated  by  Selman  Schulz 
since  his  transfer  from  the  Chicago  Loop  ter- 
ritory to  district  managership  of  the  Brunswick 
Minneapolis  branch.    Mr.  Schulz  is  surround- 


H.  L.  Davies 


ing  himself  with  a  competent  and  efficient 
organization,  and  since  he  has  taken  over  the 
reins  the  Brunswick  situation  has  seen  a  de- 
cided improvement  in  Minneapolis. 

A.  L.  Toepel,  sales  manager  of  the  Law- 
rence Lucker  Sales  Co.,  has  had  no  chance  to 
loaf  in  the  usually  quiet  week  from  Christmas 


to  New  Year's.  The  holiday  business,  which 
exceeded  all  expectations,  continues  at  the 
same  tempo.  A  commentary  on"  the  desirabil- 
ity of  the  Lucker  lines  is  the  number  of 
requests  for  dealer  appointments.  The  Kellogg, 
Sparton  and  Crosley  sets,  of  all  types,  were  in 
such  demand  that  the  shipping  room  was  con- 
tinually hard  pressed. 

Tremendous  interest  has  been  aroused  by 
the  striking  advertising  campaign  on  AC  sets. 
Not  only  has  the  dealer's  interest  been  aroused, 
but  his  confidence  increased  a  thousandfold, 
Mr.  Toepel  believes.  With  that  confidence 
justified,  especially  in  the  Kellogg,  Crosley  and 
Sparton  lines,  1928  should  be  a  splendid  year 
for  the  Lucker  Co. 

An  atmosphere  of  well-being  pervades  the 
Kern-O'Neill  Co.,  Columbia  headquarters. 
Everyone  seems  to  be  personally  gratified  by 
the  fine  holiday  business,  the  success  of  the 
Columbia-Kolster  lines  and  the  phenomenal 
record  business. 

Full-page  Columbia  advertising  and  splendid 
tie-ups  by  local  dealers  appeared  in  the  St. 
Paul,  Minneapolis  and  Duluth  papers  during 
December. 

The  Golden  Rule,  one  of  St.  Paul's  largest 
stores,  has  restricted  the  phonograph  lines  to 
Columbia  and  Victor. 

Herbert  Peterson,  who  started  as  a  boy  for 
the  former  Beckwith-O'Neill  Co.,  is  now  cater- 
ing southern  Minnesota  and  the  Dakotas  for 
the  Kern-O'Neill  Co. 

W.  H.  Dickson,  credit  manager  and  a  direc- 
tor of  W.  J.  Dyer  &'  Bro.,  of  St.  Paul,  died 
just  before  Christmas. 

K.  E.  Stommell,  for  some  time  with  the 
Cable  Piano  Co.,  of  Minneapolis,  is  now  man- 
ager of  the  company's  St.  Paul  store. 

The  Belmont  Corp.  is  the  name  of  the  com- 
pany jobbing  the  new  line  of  Sonora  instru- 
ments. George  A.  Michel  is  president,  Clarence 
B.  Michel  is  vice-president  and  Henry  J. 
Michel  secretary.  The  personnel  of  the  force 
includes  Lloyd  L.  Copley,  covering  the  Mon- 
tana territory;  Leonard  Van  Holde,  North 
Dakota;  Charles  Milligan,  South  Dakota;  D.  L. 
Cary,  M.  S.  Hezzerwood  and  Herbert  K. 
Arnold  in  the  Twin  Cities  district.  R.  A. 
Roberts,  who  was  formerly  secretary  of  the 
Rockford,  111  inois,  Radio  Trade  Association  is 
in  charge  of  the  St.  Paul  business. 

The  Majestic  Music  Shop  is  once  again  in 
its  old  quarters  at  16  South  Eighth  street. 
The  store  has  been  completely  remodeled  to 
give  the  effect  of  the  exterior  of  a  Spanish 
town.  Columbia,  Victor  and  Brunswick  rec- 
ords and  Crosley  and  Kolster  radio  receiving 
sets  are  handled. 

The  Cammack  Piano  Co.  is  in  the  midst  of 
a  removal  sale  and  D.  Westley,  of  the  com- 
pany, reports  a  splendid  Christmas  business  in 
Federal,  Mohawk,  Apex,  Atwater  Kent  and 
Radiola  radio  lines. 

The  Hausner  Music  Co.,  which  has  been 
operating  three  stores  in  the  Twin  Cities,  is 
now  consolidating  the  two  Minneapolis  stores 
and  will  occupy  the  entire  space  at  35  South 
Eighth  street. 

The  new  Hausner  store  will  have  a  big 
opening  when  the  clubrooms  for  professional 
musicians  and  the  rehearsal  rooms  will  be 
opened  to  the  public.  Mr.  Hausner  will  spe- 
cialize more  than  ever  on  band  instruments. 

Vocalion  Race  Record 

Demand  Is  Phenomenal 

Jack  Kapp,  manager  of  the  Vocalion  record 
department  of  the  Brunswick-Balke-Collender 
Co.,  personally  unearthed  the  biggest  selling 
record  in  the  history  of  that  company.  "Jim 
Jackson's  Kansas  City  Blues."  The  most  phe- 
nomenal part  of  this  sale  is  that  there  is  no 
particular  territorial  demand,  as  the  orders  are 
rolling  in  from  all  parts  of  the  country.  The 
indications  of  its  possibilities  are  evidenced  in 
the  sales  of  the  Watson  Co.  of  Memphis,  which 
sold  10,000  records  in  ten  days. 


No.  768-16.   With  panel  cut  for  Radiola  16. 

Height  37  inches.  Width  29^  inches. 
Depth  17  inches.  Walnut  veneered. 
Finished  in  antique  walnut.  Hand- 
painted  ornaments.  The  J^-inch  slid- 
ing wood  panel  is  9  inches  by  24 
inches  inside.  Battery  compartment 
26l/z  inches  wide,  11  inches  high,  15J4 
inches  deep.  Average  weight  crated 
98  pounds. 


Radio 
Cabinets 

By  UDELL 


A  beautiful  new  32-page 
catalog  illustrating  and  de- 
scribing the  greatest  line 
of  Radio  Cabinets  in  the 
country  is  ready. 


Write  for  your 
copy  today 


THE  UDELL  WORKS 


28th  St.  at  Barnes  Ave. 


Indianapolis,  Ind. 
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Free 
to  Dealers 

Life-Size  Display^ 
the  Most  Famous 
Girl  in  Radio! 

Send  For  Yours  Today 


THE  Abox  Girl  has  been  adjudged 
the  most  beautiful  and  effective 
window  and  store  display  ever  of- 
fered by  a  radio  accessory  manufac- 
turer. She  is  known  to  millions  of 
readers  of  the  leading  metropolitan 
newspapers  and  radio  magazines 
through  the  nation-wide  Abox  ad- 
vertising campaign,  and  is  used  as  a 
sales  feature  by  hundreds  of  promi- 
nent dealers  from  coast  to  coast. 

The  Abox  Girl  is  life-sised,  59*A 
inches  high;  is  the  creation  of  one 
of  America's  most  celebrated  artists, 
and  is  lithographed  in  ten  colors. 
At  a  short  distance  she  is  easily 
mistaken  for  a  real  person. 

There  is  only  a  limited  supply  left. 
Therefore,  requests  must  be  filled 
in  the  order  in  which  they  are 
received.  Clip  the  coupon  to  your 
letterhead,  mail  it  today  and  learn 
how  you  can  add  this  expert  sales- 
lady to  your  staff. 

The  fibOX  Compani] 


6-Volt  Abox  Eliminator 
This  model  will  operate  any  set  using 
eight  or  less  standard  6-volt  tubes. 
Not  necessary  to  change  wiring  set. 
Over  100,000  of  this  type  in  use. 
List  $32.50. 


4-Volt  Abox  Eliminator 
A  new  model  for  sets  using  4'volt  tubes. 
Fits  Radiola  battery  compartment.  Size,  8% 
inches  long,  4  inches  wide,  678  inches  high. 
Output— .6amperes,4voltsD.C.List$27-50. 


THE  ABOX  COMPANY, 

2 1 5  N.  Michigan  Ave.,  Chicago 

I  can  use  one  of  the  beautiful  Abox  Girl  Displays.  Please  tell  me 
how  I  can  secure  one. 


J\(;me  

Address  

City  State . 

I  buy  Abox  Eliminators  from  


(jobber) 

□  Check  here  if  you  want  free  circulars. 
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THAT  IS  WHY 


in  1928 


The  most  complete  line. 


MODEL  NO.  728,  $16.50 
Suitcase    shape    ivith    26"  tone 
column  and  throwback  tonearm. 


MODEL  NO.  828,  $15 

New  appearance  and 
performance. 


MODEL  NO.  14,  $12.50 
Compact  model,  zueighs 
only  81/,  lbs. 


Berg  A.  X.  &  S.  Co.  Inc., 
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Startling  Portable  News! 

You  know  that  long  horns  or  tone  chambers  produce  fine  music.  After  months 
of  experimenting  and  considerable  investment  in  special  dies  and  machines,  we 
are  happy  to  announce  four  new  portables  for  1928  with  tone  columns  varying 
in  length  from  26  inches  to  44  inches!  Listen  to  their  performance  and  you  will 
be  amazed  that  such  fine  portables  can  be  produced  at  such  reasonable  prices. 


Also — 

Two  New  Electrical  Pickup  Portables 

Interest  in  electrical  pickup  portables  is 
growing  rapidly.  We  have  produced  two 
models  that  serve  double  purpose.  Play  them 
as  regular  portables  or  with  the  pickup 
through  the  detector  tube  on  any  good 
radio  set! 

MODEL  NO.  30  MODEL  NO.  42 

$30.00  $42.50 


Long  Island  City,  N.  Y. 


JOHN  HAVILSON, Manager 

324- WASHINGTON  SI,BOSTON,MASS. 


BOSTON 


ENGLAND 


Prominent  Residents  of  Boston  Form 

the  Music  Lovers'  Phonograph  Society 

Monthly  Concerts  of  Recorded  Works  to  Be  Given — Wholesale  and  Retail  Trade  Enjoyed  Good 
Holiday  Business — R.  A.  Drake  Is  New  Victor  Representative — News  of  the  Trade 


Boston,  Mass.,  January  7. — The  year's  business 
with  the  wholesale  houses  in  the  talking  machine 
line  has  been  of  a  fairly  satisfactory  nature  in 
most  cases.  This  much,  however,  is  certain  :  the 
demand,  and  this  was  especially  true  approaching 
the  holiday  season,  was  for  the  high-priced  instru- 
ments, and  of  course  a  dealer  would  rather  sell 
a  few  of  these  than  a  greater  number  of  the  low- 
priced  ones.  The  record  business  h^s  been  uni- 
formly large.  As  for  the  radio  business  jobbers 
and  dealers  appear  to  have  had  a  good  year. 
Quite  outstanding  are  the  reports  from  some  com- 
panies which  have  been  pushing  new  models 
which  the  public  have  grasped  eagerly;  and  this 
has  greatly  accentuated  sales  and  made  both  No- 
vember and  December  stand  out  conspicuously. 
Outlook  Bright  for  Columbia 

New  England  Manager  Bill  Parks,  of  the 
Columbia  Co.,  says  that  his  department  wound  up 
the  year  with  a  very  substantial  increase  of  busi- 
ness over  1926,  and  he  adds  that  altogether  he 
considers  it  the  most  satisfactory  year  in  Colum- 
bia history,  in  part  because  so  many  new  friends 
and  customers  were  made.  That  the  business  was 
not  forced  but  was  the  natural  result  of  a  good 
product  and  fair  policies  is  the  way  he  puts  it. 
"With  this  kind  of  foundation  on  which  to  build 
and  with  the  new  phonograph  and  radio  combina- 
tions soon  to  be  announced  we  expect  that  this 
year's  business  will  reach  and  possibly  top  some  of 
our  wartime  figures,"  added  Manager  Parks.  The 
local  stock  of  the  Columbia-Kolster  model  was 
entirely  exhausted  before  Christmas  and  the  many 
unfilled  orders  cannot  be  filled  until  the  next  ship- 
ment arrives  this  month. 

Phonograph  Society  Formed 

A  new  organization  formed  during  Decem- 
ber in  this  city  is  called  the  Music  Lovers'  Phono- 
graph Society  and  is  made  up  of  prominent  men 
and  women.  The  first  concert  of  the  season  was 
held  on  December  16  at  the  Fenway  School  Cen- 
tre, Teachers'  College  Building,  and  was  well 
attended.  It  is  planned  to  hold  these  concerts 
monthly  and  the  program  will  be  made  up  of  the 


recordings  of  symphonies,  sonatas,  quartets,  etc., 
of  the  new  and  old  masters. 

James  A.  Frye  in  New  Post 

One  of  the  important  announcements  in  the  way 
of  news  is  that  James  A.  Frye,  familiarly  known 
to  the  Victor  trade  as  "Jimmy,"  has  said  "good- 
bye" to  the  Victor,  with  which  he  has  been  affil- 
iated for  a  number  of  years  and  has  identified 
himself  with  the  Chas.  Freshman  Co.,  Inc. 
"Jimmy"  was  widely  known  to  the  New  England 
Victor  trade  and  had  many  warm  friends. 
R.  A.  Drake  Represents  Victor  Line 

Succeeding  Mr.  Frye  in  this  field  is  Robert  A. 
Drake,  who  in  other  territories  is  well-known  to 
the  Victor  people,  as  he  has  been  traveling  for 
the  factory  for  the  last  six  years,  and  has  been 
in  the  South  and  Middle  West.  Lately  Mr.  Drake 
has  been  making  his  headquarters  at  Syracuse, 
N.  Y.  Mr.  Drake,  whom  local  Victor  folk  know 
fairly  well,  has  already  found  himself  a  home  in 
West  Newton,  and  has  plunged  into  the  work  with 
the  greatest  enthusiasm. 

Big  Holiday  Sales  of  Kellogg  Radio 

The  F.  D.  Pitts  Co.,  at  219  Columbus  avenue, 
this  city,  reports  a  very  large  holiday  business, 
and  there  were  several  models  of  the  Kellogg's 
line,  notably  510  and  511,  for  which  there  was  a 
big  demand.  The  all-electric  no-battery  radio 
receiver  seems  to  be  the  thing  that  the  Pitts  Co.'s 
patrons  find  especially  desirable,  and  the  prod- 
uct that  is  sent  from  the  Kellogg  Co.  in  Chicago 
to  the  Boston  warerooms  is  disposed  of  as  soon 
as  it  gets  here. 

Strong  Demand  for  Atwater  Kent 

December  business  for  the  J.  H.  Burke  Co.  kept 
the  staff  on  the  jump  right  up  to  the  eve  of 
Christmas.  Most  of  this  demand  was  for  the 
Atwater  Kent  product,  especially  the  37  A.  C. 
model  which  has  only  lately  been  on  the  market, 
so  that  business  on  this  was  more  or  less  concen- 
trated toward  the  end  of  the  month,  and  even 
then  there  was  not  anything  like  the  number  of 
machines  to  supply  the  demand. 

And  speaking  of  Joe,  the  popular  head  of  the 


concern  bearing  his  name  was  the  surprised  re- 
cipient of  a  very  handsome  Christmas  gift  from 
all  his  employes,  who  gave  him  a  handsome  ma- 
hogany clock  with  aluminum  face  and  with  a  plate 
on  the  back  on  which  is  inscribed  "Presented  to 
J.  H.  Burke  by  the  Happy  Family  of  the  J.  H. 
Burke  Company,  Christmas,  1927." 

There  was  a  jolly  Christmas  party  at  the  J.  H. 
Burke  Co.'s  showroom  on  Christmas  eve.  In  one 
corner  was  a  tall  tree  from  which  small  gifts  were 
distributed  and  refreshments  served. 

M.  Steinert  &  Sons  Co.'s  Christmas  Party 

M.  Steinert  &  Sons  Co.,  Victor  distributors, 
entertained  their  staff  at  a  Christmas  party  on  the 
Saturday  before,  and  not  only  did  Alexander 
Steinert,  the  head  of  the  Boston  business,  take 
an  active  part  in  the  affair,  but  also  his  son  Robert 
Steinert,  as  well  as  Alan  Steinert,  his  nephew,  who 
supervises  the  business  of  the  Eastern  Talking 
Machine  Co.,  at  its  Essex  street  quarters.  Busi- 
ness of  the  Eastern  (wholesale)  and  the  Steinert 
warerooms  (retail)  was  unusually  large  before 
and  during  the  holidays,  and  of  the  sum  total 
much  was  due  in  no  small  degree  to  the  sur- 
prisingly large  number  of  high-priced  instru- 
ments that  were  disposed  of. 

New  England  Ass'n  to  Elect 

The  annual  meeting  of  the  New  England  Music 
Trade  Association  is  scheduled  for  the  second 
week  in  January  and  already  there  is  interest  as 
to  who  the  next  president  is  to  be. 


Federal  Radio  Corp.  Issues 
Service  Manual  for  Dealers 


A  new  service  manual  has  been  issued  by  the 
Federal  Radio  Corp.,  Buffalo,  N.  Y.,  for  the 
benefit  of  Federal  Ortho-sonic  wholesalers  and 
retailers.  It  is  a  loose-leaf  book,  furnished  with 
index  tabs  for  easy  reference  and  supplements 
can  be  inserted  when  necessary.  Notes  and 
sketches  pertaining  to  the  general  text  have 
been  printed  in  the  margin  of  various  pages. 


Featuring  Victor  Line 

The  Cullen  Music  Store,  Rawlins,  Wyo.,  is 
featuring  the  new  electrical  Orthophonic  Vic- 
trola-Radiola. 


SITTING  PRETTY 

for 

1928 


Oliver  Ditson  Co. 

BOSTON 


When  have  Victor  dealers  been  in  a  better  position  to  build  up 
great  sales  totals?  Never. 

The  Victor  line  offers — and  has  available — instruments  to  meet 
every  demand  and  every  purse — whether  it  be  the  portable  or  the 
great  combinations — while  to  go  with  them  are  records  of  sur- 
passing excellence. 

Ditson  Service  will  keep  that  varied  line  complete 

Chas.  H.  Ditson  &  Co. 

NEW  YORK 
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Fada  Sales  Plans  for  1928 
Made  at  Conclave  in  Plant 


Various  Department  Heads  of  F.  A.  D.  Andrea, 
Inc.,  Discuss  Advertising,  Sales  Promotion, 
Production  and  Service  Plans 


A  general  sales  convention  at  the  Long  Island 
City  plant  of  Fada  Radio  was  held  immediately 
following  the  holidays  for  the  purpose  of  dis- 
cussing merchandising  of  the  Fada  line  in  1928. 
Selling  plans  were  developed  in  keeping  with 
the  general  policies  of  the  company.  A  number 
of  distributors  attended  the  convention  and 
gave  first-hand  information  as  to  actual  field 
contacts  as  revealed  during  the  opening  months 
of  the  1927-28  season,  with  helpful  interchange 
of  selling  ideas  and  reports  on  trade  conditions. 

Frank  A.  D.  Andrea,  president,  welcomed  the 
gathering  to  the  New  Fada  factory.  R.  M. 
Klein,  general  manager,  reviewed  the  company's 
accomplishments  to  date,  calling  attention  to 
the  excellent  standing  of  Fada  radio  with  the 
trade  and  public.  Mr.  Klein  outlined  ways  and 
means  by  which  1928  should  eclipse  the  1927 
business,  which  was  the  largest  in  the  Fada 
history.  L.  J.  Chatten,  general  sales  manager; 
L.  C.  Lincoln,  advertising  manager,  and  other 
department  heads  discussed  the  various  phases 
of  the  company's  business,  including  advertis- 
ing, sales  promotion,  production  and  service. 
Following  the  business  session,  a  dinner  was 
served  at  the  Hotel  Astor,  New  York. 


The  Trade  Sends  Holiday 

Greetings  to  The  World 

Holiday  greetings  were  received  by  The 
Talking  Machine  World  from  the  following 
trade  members: 

E.  E.  Bucher,  F.  Keyler,  J.  Haber,  George  Clayton 
Irwin,  Jr.,  T.  W.  MacDowell,  Roy  Davey,  A.  M.  Kun- 
nard,  Argus  Radio  Corp.,  Blackman  Distributing  Co., 
H.  J.  Riker,  H.  R.  Carlisle,  Wall-Kane  Needle  Mfg.  Co., 
Philadelphia  Victor  Distributors,  Inc.,  Mr.  and  Mrs. 
George  A.  Lyons,  W.  C.  Fuhri,  Dick  Smiley,  Harry  M. 
Frost  Co.,  M.  Hohner,  Inc.,  John  S.  MacDonald,  H.  M. 
Gallop,  L.  A.  Charbonnier,  Walter  L.  Eckhardt,  Ben  R. 
Stauffer,  Reincke-EMis  Co.,  Harold  J.  Wrape,  Milne  J. 
Eckhardt,  E.  P.  Huylar  Allen,  Mr.  and  Mrs.  L.  Gruen. 

Girard  Phonograph  Co.,  J.  E.  Rudell,  T.  W.  Barnhill, 
Kenneth  E.  Reed,  Carroll  Van  Ark,  Russell  E.  Hunting, 
J.  Lobel,  Musgroves,  Ltd.,  Harry  W.  Weymann,  Con- 
solidated Talking  Machine  Co.,  Don  T.  Allen,  Charles  W. 
Glaser,  Mr.  and  Mrs.  Edward  S.  Biel,  Boley-Oliver  Co., 
Harry  G.  Neu,  Otto  Heinemann,  Mr.  and  Mrs.  Allan 
Fritzsche,  Mr.  and  Mrs.  W.  C.  Hutchings,  Frank  Dorian, 


Why  Some  Buyers  Object  to  Plywood  Cases 

1st.  They  are  constructed  from  poor  timber. 

Our  mills  at  Houlton,  Maine,  are  located  in  the  heart  of  the  finest  virgin  growth 
of  Birch  and  Maple.    We  own  10,000  acres  of  timberland. 

2nd.  Worn  or  antiquated  machinery  makes  poor  workmanship  with  resulting  weak- 
nesses in  the  case. 

Radical  improvements  have  recently  been  made  in  plywood  machinery.  Our 
mills  are  equipped  throughout  with  new  machinery  of  the  latest  design. 

3rd.  Inexperience  of  Plywood  box  manufacturers,  who  furnish  cases  with  construction 
weaknesses  or  cases  improperly  designed  for  the  loads  to  be  carried. 

Our  management  has  had  18  years'  successful  manufacturing  experience  in  serving  the 
textile  trade. 

Timber— Equipment— Experience 

With  these  resources,  your  requirements  are  met  in  every  way.    And  our  prices  are 
right.    Let  us  prove  these  statements  with  a  trial  car. 

Birch  and  Maple  Plywood,  Spruce  Cleats 


Northern 
Plywood 


Statler  Building 


iMaine 
COj 

Boston,  Mass, 


Emil  Pettinato,  Mr.  &  Mrs.  Howard  J.  Schartle,  Jim 
Davin,  Mr.  &  Mrs.  Frank  V.  Goodman,  Bond  P.  Geddes, 
Frank  Coupe.  International  Mica  Co.,  Lloyd  Spencer. 

Peirce-Phelps,  Inc.,  Lincoln  Fixture  &  Supply  Co.,  R. 
K.  Smith,  Gene  McDonald,  Mr.  and  Mrs.  L.  S.  Baker, 
Mr.  and  Mrs.  Henry  E.  Gardiner,  McMillan  Radio  Corp., 
E.  S.  Riedel,  J.  H.  Burke  Co.,  Joseph  Wolff,  Mr.  and  Mrs. 
Jack  Kapp,  Bill  Schnirring,  Kohler  Distributing  Co., 
Milton  E.  Schechter,  Lester  E.  Noble,  J.  Newcombe 
Blackman,  C.  H.  Baker,  Mr.  and  Mrs.  Harvey  Roemer, 
St.  Louis  Radio  Trades  Association,  Herbert  H.  Frost, 
J.  V.  Cremonim,  Triangle  Radio  Supply  Co.,  Albert  A. 
Grinnell,  Nat.  E.  Golden,  Mr.  and  Mrs.  C.  L.  Johnston. 

Mr.  and  Mrs.  Harry  A.  Beach,  Amrad  Corp.,  Gross 
Brennan,  Inc.,  Plaza  Music  Co.,  Standard  Talking  Ma- 
chine Co.,  H.  A.  Weymann  &  Son,  Inc.,  Mr.  and  Mrs. 
Louis  D.  Rosenfield,  M.  R.  Goldsmith,  Zenith  Radio 
Corp.,  Mr.  and  Mrs.  Edward  Worthington,  Porto  Rico 
Talking  Machine  Supply  Co.,  Orsenigo  Co.,  Inc.,  Law- 
rence J.  Rooney,  Fred  K.  Steele,  Inc.,  Mr.  and  Mrs. 
Charles  R.  Stinsoh,  John  Marvin,  J.  A.  Decatur,  Will 
Von  Tilzer,  Mr.  and  Mrs.  Charles  C.  Henry,  H.  E.  Leh- 
man, Badger  Talking  Machine  Co.,  Irving  Berlin,  Inc., 
Herbert  W.  Clock,  Robbins  Music  Corp.,  P.  W.  Gutten- 
berger,  Joseph  F.  Brogan,  North  American  Radio  Corp. 

Crown   Music   Co.,   Crosley   Radio   Corp.,   F.   J.  Ames, 


llerbert  E.  Young,  Otto  N.  Frankfort,  H.  Emerson  Yorkc, 
Mr.  and  Mrs.  H.  B.  Foster,  Wally  J.  Bauman,  Polk  C. 
lirockman,  Mr.  and  Mrs.  J.  B.  Price,  Mr.  and  Mrs.  Carl 
D.  Boyd,  E.  R.  Manning,  H.  B.  Sixsmith,  R.  H.  Wood- 
ford, Curtis  N.  Andrews,  Federal-Brandes,  Inc.,  Wendall 
Hall  Music  Publishers,  Ray  Reilly,  Arthur  A.  Trostler, 
Harrington's,  Ltd.,  Mr.  and  Mrs.  L.  E.  Gillingham,  Joe 
Davis,  Studner  dimming  Co.,  Inc.,  Mr.  and  Mrs.  Fred 
P.  Oliver,  Mr.  and  Mrs.  Ralph  S.  Pier,  Maurice  Landay. 

Miss  Lillian  Guth,  Leedy  Manufacturing  Co.,  F.  Clif- 
ford Estey,  Mr.  and  Mrs.  Herbert  A.  Brennan,  Symphonic 
Sales  Co.,  H.  C.  Cooley,  Mr.  and  Mrs.  Leon  Golder,  Mr. 
and  Mrs.  H.  Donaldson  Leopold,  A.  H.  Mayers,  Mr.  and 
Mrs.  Edward  B.  Lyons,  Maximilian  Weil,  Shapiro  Bern 
stein  Co.,  Miss  Kathryn  Joyce,  Kurtz  &  Ruby,  Mr.  and 
Mrs.  Edward  G.  Evans. 


List  Prices  of  Super- 
Ball  Antenna  Reduced 


THE  ABBEY— Patterned 
after  an  Old  World  jewel 
case.  Antique  walnut. 
Carved  ornament.  Equipped 
with  the  famous  Splitdorf 
Single  Dial  Six-Tube  Re- 
ceiver. List  price  for  battery 
operation  $100,  for  all-elec- 
tric operation  direct  from 
socket  without  batteries  or 
eliminators,  $175.  Tubes  not 
included.  Splitdorf  Period 
Cone  Tone,  $35. 


SPLITDORF  Radio  Receivers 

A  series  of  beautiful  period  furniture  models 

Twelve  models  that  are  leading  the  radio  world  in  the  new  swing  to 
beauty  in  appearance  as  well  as  excellence  of  performance.  Designed 
after  period  furniture,  reproducing  the  full  beauty  of  line  and  finish. 

Splitdorf  is  the  one  line  offering  the  dealer  complete  coverage  of  the 
must  profitable  radio  market,  with  a  minimum  investment. 

List  prices  range  from  $45  to  $800 

SPLITDORF  RADIO  CORPORATION 

Subsidiary  of  Splitdorf-Bethlehem  Electrical  Company 


The  list  prices  of  the  Super-Ball  antenna  and 
the  Antenna  Kit  were  reduced  early  in  Decem- 
ber, according  to  an  announcement  made  by 
Yahr-Lange,  Inc.,  Milwaukee.  Fred  E.  Yahr, 
president  of  the  company,  in  making  this  an- 
nouncement, stated  that  the  volume  production 
attained  and  the  increased  sale  of  Antenna  Kits 
made  this  price  reduction  possible.  The  new 
price  of  the  Super-Ball  antenna  is  $7.50  east 
(if  the  Rocky  Mountains  and  $8.00  west  of  the 
Rocky  Mountains.  The  new  list  price  of  the 
Antenna  Kit  is  $4.00,  and  $4.50  west  of  the 
Rocky  Mountains.  In  Canada  the  list  price  of 
both  products  is  40  per  cent  higher. 

Super-Ball  antenna  radio  programs,  spon- 
sored by  Yahr-Lange,  Inc.,  are  broadcast  over 
station  WBBM,  Chicago,  every  Wednesday 
evening  and  early  in  1928  the  company  plans 
to  place  other  programs  on  the  air  from  Lin- 
coln, Neb.,  and  Winnipeg,  Canada. 


NEWARK, 


NEW  JERSEY 


SClEVtmCAUJ  CORMCP 


Cheerio!  Mr.  &  Mrs.  Hawley 

The  many  friends  of  Peter  R.  Hawley  will 
join  The  Talking  Machine  World  in  extending 
congratulations  to  this  well-known  and  popu- 
lar Quaker  City  music-radio  man  on  his  assump- 
tion of  the  Benedictian  role.  The  happy  bride 
was  Miss  Anna  Marjorie  Schween,  the  marriage 
taking  place  at  the  home  of  her  parents,  Mr. 
and  Mrs.  Henry  J.  Schween,  in  Philadelphia  on 
December  30.  Mr.  and  Mrs.  Peter  R.  Hawley 
will  be  "at  home"  after  February  15  at  Minerva 
Court,  Upper  Darby,  Pa.  Mr.  Hawley  was.  for 
many  years  manager  of  the  Girard  Phonograph 
Co.,  Edison  jobber,  and  is  now  operating  as 
Mackenzie  &  Hawley,  in  the  Quaker  City. 


Workers  Should 


Sounder  Merchandising  Policies  and 
Standard  Products  Are  Most  Important 
Factors  for  a  Profitable  New  Year 


WHAT  have  the  coming  twelve  months  in  store  for  the  talk- 
ing machine  and  radio  trades?  This  is  a  question  that  the 
majority  of  members  of  the  industry  would  like  to  have 
answered  with  sufficient  accuracy  to  enable  them  to  lay  definite 
plans  for  the  entire  year,  and  although  the  day  of  the  seer  and 
the  prophet  is  past,  it  is  still  possible  for  the  farseeing  members 
of  the  industry,  particularly  those  in  a  position  to  keep  in  close 
touch  with  the  situation  as  it  exists  throughout  the  country,  to  make 
predictions  that  are  based  on  facts  that  may  be  relied  upon  with 
some  degree  of  confidence. 

In  judging  the  business  possibilities  for  1928  the  prominent 
members  of  the  industry  who  are  quoted  here  have  in  a  large 
measure  given  full  consideration  to  past  performances,  particularly 
the  happenings  of  1927,  for  the  experiences  of  the  year  just  gone 
have  served  to  smooth  out  a  number  of  difficulties  that  otherwise 
might  have  faced  the  trade  in  the  future,  and  have  opened  the  way 
for  clear  sailing,  barring,  of  course,  developments  over  which  the 
industry  has  no  control  and  which  cannot  readily  be  foreseen. 

It  is  significant  that  the  feeling  regarding  coming  prospects 
appears  to  be  one  of  solid  confidence  rather  than  of  excess  opti- 
mism, which  in  itself  is  a  matter  of  satisfaction,  for  the  opinions 
are  premised  on  conditions  as  they  have  developed  and  exist, 
rather  than  upon  mere  possibilities. 

In  substance,  it  appears  to  be  the  consensus  that  the  peak  of 
the  demand  for  the  new  types  of  phonographs  is  still  to  come,  for 
the  reason  that  the  period  of  public  education  is  not  yet  over,  and 


there  still  remain  many  citizens  who  have  not  yet  been  made  to 
appreciate  the  real  developments  in  these  music-reproducing  de- 
vices. It  does  not  in  any  sense  indicate  an  easy  year  of  selling, 
but  it  does  indicate  that  those  dealers  who  by  personal  endea- 
vor back  up  the  publicity  and  products  of  the  manufacturers 
will  reap  substantial  rewards  commensurate  with  their  efforts. 
The  field  is  there,  but  it  must  be  worked  consistently. 

In  radio  the  outlook  is  equally  bright,  for  although  there  were 
some  upsets  in  the  schedules  for  1927,  they  simply  tended  to  iron 
out  those  problems  that,  left  alone,  would  probably  have  made 
themselves  felt  during  the  coming  months.  The  greatly  increased 
interest  in,  and  demand  for,  socket-power  sets  has  naturally  served 
to  complicate  manufacturing  problems  to  a  certain  degree.  These 
complications  are  being  taken  care  of  rapidly  and  should  not 
in  any  sense  prove  a  detriment  to  a  successful  volume  of  business 
this  year.  On  the  other  hand,  broadcasting  methods  and  programs 
have  improved  immeasurably,  the  work  of  the  Federal  Radio  Com- 
mission has  served  to  improve  conditions  for  reception,  and  radio 
as  a  reliable  entertainment  has  developed  to  a  point  where  even 
the  most  confirmed  cynic  of  a  few  years  ago  must  be  convinced 
of  its  value.    All  this  makes  for  a  broader  market. 

The  Talking  Machine  World  is  privileged  to  present  in  this 
issue  the  opinions  of  many  prominent  figures  in  the  various 
branches  of  the  trade  relative  to  the  outlook.  They  are  sound  and 
confident,  and  should  prove  of  real  value  to  the  trade  member 
who  seeks  to  keep  informed  regarding  the  status  of  the  industry. 


Victor  Talking  Machine  Co.,  Camden,  N.  J. 
By  Roy  A.  Forbes,  Manager  of  Sales  and 
Merchandise. 

For  the  benefit  of  the  "doubting  Thomases," 
we  recommend  a  study  of  our  figures  for  1926 
and  1927,  which  will  definitely  prove  that  the 
talking  machine  business,  with  its  allied  prod- 
ucts, is  not  a  lusty  infant,  but  a  revived  giant. 
These  figures  show  conclusively  the  public's 
interest  in  instruments  which  give  a  scien- 
tifically true  reproduction  of  the  works  of  the 
great  musicians.  The  tremendous  increase  in 
the  demand  for  records  demonstrates  the  wide- 
spread general  interest  as  nothing  else  can. 
The  sales  for  1926  and  1927  reached  a  volume 
that  must  impress  even  the  most  casual  student 
of  these  figures. 

While  the  majority  of  dealers  appreciate  the 
magnificent  opportunity  and  are  making  the 
most  of  it,  nevertheless  it  is  surprising  that 
a  certain  element  remains  unconvinced.  Not 
only  is  there  an  opportunity  because  of  the 
supreme  musical  value  of  the  new  talking  ma- 
chine, but  also  because  of  the  great  interest 
in  the  Victrola-Radiola  combinations.  The 
field  of  reproduced  music  in  the'  home  is  now 
thoroughly  covered  by  our  various  instruments. 
There  are  those  who  prefer  the  so-called 
straight  talking  machine;  there  are  others  who 
wish  it  with  the  automatic  feature;  still  others 
who  desire  electrical  reproduction;  and  yet  a 
fourth  class  that  wishes  radio  and  talking  ma- 
chine in  the  home.  The  tastes  of  all  these 
classes  are  provided  for  in  the  products  of 
our  company.  Some  of  these  divisions  have 
only  begun  to  be  developed. 

Were  we  asked  to  predict  two  years  ago, 
such  prediction  would  have  had  very  little 
value,  but  a  prediction  based  on  results  of  the 
past  two  years  should  convince  dealers  in  our 
products  that  the  results  are  only  limited  by 


the  effort  put  into  the  business  in  some  one 
or  all  of  its  phases. 

Radio  Corp.  of  America,  New  York  City.  By 
David  Sarnoff,  Vice-President  and  General 
Manager. 

Out  of  the  experience  of  the  past  year  four 
main  factors  of  importance  to  the  continued 
prosperity  of  the  radio  industry  emerge  quite 
clearly:  First  is  the  technical  progress  in  the 
art,  resulting  in  the  development  of  the  new 
AC  tubes,  which  have  made  possible  direct  and 
complete  socket-power  operation  of  receiving 
sets,  as  well  as  the  very  marked  improvement 
in  other  types  of  radio  receiving  equipment. 
Because  of  the  popular  interest  attaching  to 
the  art,  radio  receiving  equipment  has  been 
sold,  to  a  large  extent,  to  a  radio-wise  public. 
The  latest  achievements  of  the  industry,  par- 
ticularly in  perfecting  socket  power  operation, 
confidently  may  be  expected  to  bring  the  "wait- 
ing" public  into  the  buying  market  in  1928. 
The  improvement  evident  in  the  most  modern 
receiving  sets,  I  believe,  will  do  much  to  stimu- 
late business  throughout  the  year.  The 
standard  of  performance  set  by  present-day 
equipment  is  too  high  to  leave  the  public  con- 
tent with  most  of  the  radio  receiving  sets 
introduced  in  the  earlier  years,  so  that  a  con- 
stantly growing  replacement  market  may  now 
be  foreseen. 

Second  is  the  development  of  nation-wide 
broadcasting,  to  which  the  Radio  Corp.  of 
America  has  had  the  privilege  to  contribute 
in  the  formation  of  the  National  Broadcasting 
Co.  The  fact  is  not  only  important  for  itself, 
but  for  the  other  network  organizations  stimu- 
lated thereby  and  the  very  notable  improve- 
ment in  radio  programs  which  competition  in 
service  ensures. 

Third,  I  believe,  is  the  extraordinary  public 
interest  that  will  attach  to  radio  in  the  coming 


year  because  of  the  Republican  and  Democratic 
National  Conventions.  Political  events  of  this 
character  illustrate  better  than  anything  else 
that  radio  is  more  than  an  entertainment  serv- 
ice, that  it  is  a  humanizing  force  which  in  a 
crisis  or  an  important  national  event  can  draw 
the  whole  nation  to  the  fireside. 

Fourth  in  number  but  not  in  importance  is 
the  splendid  work  of  the  Federal  Radio  Com- 
mission. The  Commission  has  brought  .order 
out  of  impending  chaos  in  the  air.  It  is  effec- 
tively policing  the  channels  of  space  and  is 
giving  the  radio-listening  public  of  the  country 
the  deserved  opportunity  for  unimpeded  re- 
ception of  the  musical,  educational  and  in- 
formational features  which  radio  brings  to  the 
home. 

These  facts  are  the  sign  posts  of  a  prosper- 
ous radio  year  in  1928.  They  should  enable 
distributors  and  dealers  to  choose  intelligently 
the  lines  which  they  can  most  profitably  han- 
dle; to  determine  the  best  character  of  service 
that  their  customers  require;  and  to  make 
plans  to  tie  up  their  sales  appeals  with  the 
best  program  features  in  their  prospective  ter- 
ritories. 

Brunswick  -  Balke  -  Collender  Co.,  Panatrope 
Division,  Chicago.  By  R.  W.  Jackson,  Gen- 
eral Sales  Manager. 

I  believe  that  the  opportunity  for  vast  busi- 
ness volume,  particularly  from  the  best  pros- 
pect class,  created  by  the  revolutionary  change 
that  electricity  has  brought  to  the  phonograph 
lias  hardly  been  scratched.  Music  is  sold 
through  ear  appeal,  and  printers'  ink  cannot 
be  relied  upon  to  tell  the  whole  story.  We 
must  find  means  to  get  ear  attention.  That 
is  to  say,  buyers  who  are  accustomed  to  trade 
in  at  heavy  loss  automobiles  not  half  so  ob- 
solete as  their  old  phonograph,  because  they 
see  the  new  styles,  constantly  hear  of  their 
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smooth  power,  note  their  beauty  and  are  con- 
sistently pounded  by  dealers  who  know  and 
watch  their  "user  list"  and  by  outside  sales- 
men, who  bring  the  new  car  to  the  door. 

The  owner  to-day  who  thinks  he  has  a  mu- 
sical instrument  in  his  old  $150  phonograph 
that  he  bought  five  years  ago  will  buy  a  $600 
to  $1,250  Panatrope  or  Panatrope-Radiola 
to-day,  or  his  wife  will,  if  the  vast  change  in 
musical  performance  is  made  known  to  them 
through  use  of  sales  methods  that  insure  ear 
appeal.  More  effective  selling  should  result 
from  greater  use  of  "user  lists"  for  mail  and 
direct  solicitation,  special  prospect  lists,  quick 
follow-up  of  store  calls  and  other  well-planned 
sales  campaigns  directed  to  increase  store  and 
home  demonstration  by  close  co-ordination  of 
inside  planning  and  outside  selling. 

Every  record  buyer  is  a  potential  instrument 
buyer,  but  vast  numbers  of  record  demonstra- 
tions are  made  on  phonographs  of  ancient 
vintage,  when  the  latest  model  of  the  most 
efficient  reproducing  ability  should  be  a  verita- 
ble mine  of  sales  and  prospect  opportunity 
even  if  such  types  do  require  a  little  more  in 
booth  equipment  investment,  the  dividend 
should   more  than  justify  that. 

Nineteen  hundred  and  twenty-eight,  as  other 
years,  will  be  just  what  we  make  it  by  good 
merchandising,  confidence  and  thoughtful  and 
vigorous  work. 

Zenith  Radio  Corp.,  Chicago.  By  Paul  B. 
Klugh,  Vice-President  and  General  Manager. 

Zenith  has  had  a  most  remarkable  year.  Our 
November  sales  in  dollars  were  over  three 
times  last  November  and  our  year  to  Decem- 
ber 1  two  and  one-half  times  last  year.  Orders 
from  our  wholesale  distributors  for  December, 
January,  February  and  March  delivery  indicate 
a  continuance  of  this  prosperity.  We  see  no 
reason  why  next  year  should  not  be  the  great- 
est  year  in   radio  history. 

The  public  now  accepts  radio  as  a  necessary 
equipment  in  the  home.  Manufacturers  of 
good  products  have  nothing  to  fear.  Price 
cutting  and  dumping  only  hurts  those  who 
indulge  in  such  practices.  Zenith  has  always 
manufactured  less  than  the  market  demanded. 
There  is  no  surplus  Zenith  stock  and  there 
will  not  be  any. 

Thos.  A.  Edison,  Inc.,  Orange,  N.  J.  By  Arthur 
Walsh,  Vice-President  and  General  Manager, 
Phonograph  Division. 

We  don't  hear  much  these  days  from  the 
prophets  with  the  "saturation  point  complex" 
who  predicted  the  demise  of  the  phonograph 
industry  several  years  ago.  As  a  matter  of 
fact,  this  good  old  industry  proved  to  be  the 
greatest  business  champion  of  all  time  by  its 
remarkable  comeback. 

So  far  as  Thomas  A.  Edison,  Inc.,  is  con- 
cerned, sales  of  the  new  Edisonic  were  in 
excess  of  our  optimistic  expectations,  as  evi- 
denced by  the  fact  that  we  were  unable  to 
meet  the  holiday  demand.  Our  plans  for  1928 
cause  us  to  approach  the  new  year  not  only 
with  confidence  but  actually  with  elation. 
Chas.  Freshman  Co.,  Inc.,  New  York  City.  By 

Chas.  Freshman,  President. 

It  is  mv  firm  belief  that  the  days  of  sensa- 
tional, startling,  overnight  announcements  of 
innovations  which  will  cause  radical  changes 
in   the  radio  industry  are  now  past.     In  the 


future  there  will,  in  my  opinion,  be  a  steady, 
consistent  advance  forward — just  a  healthy, 
normal  growth  for  the  successful  manu- 
facturers. I  also  believe  that  with  the  advent 
of  the  electric  radio  using  A.  C.  tubes  and 
operated  right  from  the  lighting  socket,  radio 
has  practically  reached  its  ultimate  point  of 
development.  There  are  no  radical  changes 
in  sight.  Of  course  there  will  be  minor  im- 
provements and  refinements  both  in  the  de- 
sign and  performance  of  the  set  itself  and  also 
in  cabinet  work. 

As  far  as  the  dealer  is  concerned,  I  believe 
that  there  will  be  a  general  tendency  on  the 
part  of  electric  radio  manufacturers  to  sell 
and  advertise  their  merchandise  as  a  complete 
unit,  the  set  and  cabinet  complete  with  tubes, 
speakers — in  fact,  everything  necessary  to 
operate  the  set — with  the  possible  exception 
of  the  aerial.  This  procedure  should  be  very 
favorably  received  by  the  dealer,  inasmuch  as 
it  assures  him  of  the  complete  sale,  and  not, 
as  has  often  happened  in  the  past,  only  the 
sale  of  the  set — tubes  and  other  accessories 
being  bought  on  a  price  basis  elsewhere.  This 
method  of  merchandising  will  also  tend  to 
stabilize  the  entire  industry  to  a  very  great 
extent. 

Symphonic  Sales  Corp.,  New  York  City.  By 
Lambert  Friedl,  President. 

The  year  1927,  just  coming  to  an  end,  has 
proven  itself  to  be  another  reassuring  period 
in  the  progress  of  the  phonograph  industry. 
With  the  arrival  and  further  development  of 
the  electrical  recording  process,  many  a  phono- 
graph was  dusted  off,  pulled  out  of  a  corner 
and  put  into  use  again.  It  is  with  pardonable 
pride  that  we  can  point  out  the  fact  that  in 
our  own  small  way,  through  the  tremendous 
sale  of  Symphonic  reproducers,  we  have  been 
able  to  help  the  sales  of  records  in  the  stores 
of  thousands  of  dealers. 

Nineteen  hundred  and  twenty-eight  promises 
to  be  a  peak  year  in  the  phonograph  business, 
and,  judging  by  advance  indications  and  orders 
in  hand,  we  are  looking  forward  to  a  very 
large  volume  of  business.  In  a  constructive 
way  there  is  just  one  message  we  have  for 
the  phonograph  dealers  throughout  the  world: 
"Revive  your  mailing  list  and  send  out  your 
monthly  supplements  as  you  did  in  old  times; 
there  are  thousands  of  music-lovers  eagerly 
waiting  for  them,  if  you  only  knew  it." 
Atwater  Kent  Mfg.  Co.,  Philadelphia,  Pa.  By 

A.  Atwater  Kent,  President. 

There  are  great  things  ahead  for  radio  in 
1928.  From  every  standpoint  I  foresee  a  good 
radio  year.  In  1927  there  were  great  strides 
in  every  division  of  radio.  My  belief  in  the 
future  extends  to  every  field  of  the  industry, 
for  improvement  in  one  branch  brings  develop- 
ment in  others.  With  better  broadcasting, 
more  people  wish  to  hear  programs,  therefore 
more  radio  receiving  sets  are  sold.  With  im- 
proved mechanical  facilities  for  both  broad- 
casting and  reception,  there  is  greater  satis- 
faction all  around. 

In  1927  radio  may  be  said  to  have  passed 
its  critical  stage.  It  was  the  period  at  which 
the  industry  was  at  the  turning  point.  There 
are  several  things  that  stand  out  in  radio  de- 
velopment in  the  last  twelve  months.  Perhaps 
the   most    outstanding  in   the   field   of  radio 


reception,  on  which  the  entire  success  of  radio 
lests,  is  the  introduction  and  general  accept- 
ance of  the  house-current  set,  which  completely 
does  away  with  batteries.  The  house-current 
set  has  come  to  stay. 

Radio  has  added  a  new  side  to  our  lives, 
just  as  did  the  airplane  and  the  automobile. 
It  has  passed  through  much  the  same  stages 
of  development  which  they  encountered  and  it 
will  become  permanent  just  as  they  have  be- 
come established.  Broadcasting  has  improved 
vastly.  There  are  millions  more  listeners  and 
a  greatly  increased  number  of  purposes  for 
which  radio  is  employed.  There  is  stabilization 
in  every  field  of  the  industry. 
United  Air  Cleaner  Co.,  Chicago.    By  F.  F. 

Paul,  General  Sales  Manager. 

We  are  glad  to  say,  at  this  time,  that  our 
company  is  closing  a  successful  year.  The 
phonograph  division  of  our  business  has  been 
more  prosperous  than  it  has  been  for  three 
or  four  years.  We  are  looking  forward  to  a 
very  prosperous  year  in  1928. 

Realizing  the  increased  demand  for  portable 
phonographs,  our  company  has  designed  and 
is  now  going  into  production  on  a  remarkable 
motor  for  portable  phonographs.  This  motor 
will  have  many  exclusive  features,  including  a 
worm  gear  wind,  and  will  sell  at  a  very  rea- 
sonable price.  The  new  United  pick-up  and 
amplifier  are  meeting  with  increased  demands. 
Our  company  has  also  perfected  a  new  speaker 
unit  for  radio  manufacturers  and,  all  in  all, 
we  anticipate  a  very  busy  1928. 
Federal-Brandes,  Inc.,  Newark,  N.  J.    By  D. 

S.  Spector,  General  Manager,  Merchandising 

Division,  Kolster  Radio. 

It  is  generally  expected  that  predictions 
about  business  when  made  by  one  engaged  in 
it  are  as  optimistic  as  conditions  will  allow, 
because  improvement  is  desired  and  the 
prophet  is  apt  to  be  prejudiced.  But  I  have 
several  definite  reasons  to  offer  why  I  am  very 
optimistic  about  radio  for  1928.  First,  con- 
fusion in  the  minds  of  the  public  and  the 
manufacturers  over  electric  sets,  which  made 
the  market  suffer  this  year,  will  be  settled. 
Second,  confusion  in  the  air  because  of  too 
many  broadcast  stations  will  also  be  settled. 
Those  are  two  major  influences. 

The  past  year  has  been  one  of  problems 
tending  to  muddle  the  minds  of  the  public  and 
the  radio  trade,  and  when  confusion  arises 
business  is  bound  to  reflect  it.  Confidence  in 
the  new  design  of  electric  sets  and  the  im- 
provements in  battery  sets  will  influence  buy- 
ing. Prices  will  be  approximately  the  same 
as  now,  or  perhaps  slightly  higher  because  of 
greater  attention  being  given  to  better  repro- 
ducers rather  than  lowest  possible  prices.  The 
broadcast  situation  is  much  better  and  will  be 
improved  by  the  Federal  Radio  Commission, 
despite  the  limitations  imposed  on  it  by  the 
letter  of  the  law.  General  business  conditions 
indicate  a  continuation  of  the  state  of  semi- 
prosperity  which  existed  during  1927. 

Elections  during  1928  will  undoubtedly  in- 
crease interest  in  radio,  as  the  next  campaign 
will  largely  be  waged  in  the  air.  Radio  pro- 
grams will  be  the  best  we  have  ever  had,  with 
important  business  firms  sponsoring  the  ap- 
pearances of  the  country's  best  artists.  The 
{Continued  on  page  78) 
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licensing  policy  now  being  followed  in  the 
industry  has  freed  manufacturers  from  trou- 
blesome patent  considerations.  Competitive 
conditions  are  wiping  out  the  weaker  and  dis- 
turbing elements  in  the  manufacturing  and 
distributing  fields.  Radio  trade  associations 
are  turning  their  attention  to  marketing  prob- 
lems. The  result  is  appearing  in  better 
merchandise  offered  with  greater  appeal  to  the 
prospective  buyer.  These  are  reasons  why  we 
look  forward  to  a  greater  volume  of  business 
and  more  satisfactory  conditions  in  1928. 
Audak  Co.,  New  York  City.  By  Maximilian 
Weil,  President. 

Our  outlook  for  1928  will  be  found  in  the 
fact  that  during  the  past  year  we  have  spent 
a  fortune — to  say  nothing  of  the  tremendous 
amount  of  effort — in  the  development  of  new 
products  for  the  talking  machine  trade.  Such 
is  our  confidence  in  the  future  of  the  talking 
machine  business. 

F.  A.  D.  Andrea,  Inc.,  Long  Island  City,  N.  Y. 
By  Frank  A.  D.  Andrea,  President. 

Radio  has  passed  through  its  most  critical 
stages  and  1928  will  see  a  more  complete  un- 
derstanding both  within  and  without  the  in- 
dustry as  to  its  place  in  the  sun.  The  result 
will  be  a  far  more  satisfactory  relationship 
all  along  the  line,  with  more  and  better  busi- 
ness. 

For  the  first  time  we  have  reached  the  point 
where  real  quality  reception  and  quality  broad- 
casting meet  on  a  common  ground.  The 
Federal  Radio  Commission's  efforts  during  the 
year  and  the  work  it  is  at  present  engaged  in 
will  ultimately — and  that  very  soon — mean  that 
the  only  excuse  generally  for  poor  radio  per- 
formance will  be  a  poor  set  in  the  hands  of 
the  listener.  Technically,  from  the  receiving 
angle,  1927  contributed  as  much  to  the  en- 
hancement of  tonal  quality  of  the  complete 
outfit  as  the  clearing  of  the  air  does  to  bring 
the  programs  to  the  listener  with  as  little  in- 
terference as  possible. 

In  a  broad  sense,  too,  confusion .  was  re- 
moved with  the  license  agreements  made  dur- 
ing the  year.  This  situation  carried  with  it 
a  clarification  of  the  status  of  broadcasting 
to  the  extent  that  some  definite  participation 
has  been  undertaken  by  the  licensees  in  dis- 
charging their  obligation  as  to  broadcast  pro- 
grams— the  lifeblood  of  the  industry. 

On  account  of  the  state  of  the  country  with 
regard  to  income,  as  revealed  in  the  recent 
address  of  President  Coolidge,  it  is  expected 
that  radio  will  share  in  the  general  prosperity 
for  1928.  Extra  special  events,  owing  to  the 
"presidential"  year,  should  help  not  a  little 
in  making  for  greater  sales  of  radio  apparatus 
by  reason  of  additional  broadcasts  of  nation- 
wide interest. 

On  the  production  side  as  related  to  tech- 
nicalities of  radio  we  may,  of  course,  look 
for  the  further  development  of  the  "electric" 
receiver  during  1928,  and  this  type  of  set  will 


undoubtedly  assume  an  important  position  in 
radio  merchandising  with  the  advance  of  the 
new  year. 

Caswell  Mfg.  Co.,  Milwaukee,  Wis.    By  L.  B. 
Casagrande,  President. 

Personally,  I  think  the  phonograph  industry 
ranks  as  one  of  the  country's  finest  activities 
and  that  each  year  will  see  newer  and  better 
fields  and  finer  products  developed.  Regard- 
ing prospects,  will  say  that  I  really  believe 
that  the  business  is  just  as  good  as  any  manu- 
facturer wants  to  make  it.  By  that  I  mean — 
the  amount  of  effort  placed  behind  his  product. 
The  phonograph  market  is  well  established  and 
the  manufacturers  enjoying  this  business  should 
not  forget  for  one  minute  their  obligation  to 
the  trade,  namely,  to  give  them  real  value  for 
every  dollar,  instead  of  being  led  astray  by  a 
series  of  false  discounts,  which  in  turn  are 
reflected  in  false  values. 

The  market  for  portables  will  be  bigger  and 
better  than  ever  and  the  new  year  will  see 
many  fine  new  models  being  offered  to  the 
trade  in  general.  These  new  portables  will 
have  increased  volume  and  reproducing  qual- 
ities. 

Freed-Eisemann  Radio  Corp.,  Brooklyn,  N.  Y. 
By  Alex  Eisemann,  Chairman. 

The  trend  is  toward  satisfying  a  wiser  pub- 
lic. That  means,  in  this  fast-progressing  art, 
that  the  engineering  and  research  departments 
must  be  on  their  toes.  Receiver  design  must 
follow  quickly  on  the  heels  of  tube  develop- 
ment. I  know  no  other  rule.  The  American 
public  learns  quickly  and  is  no  longer  satisfied 
with  mediocre  performance.  As  for  the  future, 
1  am  not  bold  enough  to  vouchsafe  a  prophecy, 
but  I  will  say  that  this  month's  billings  will 
almost  double  those  of  the  same  period  last 
year.  We  expect  to  carry  on  in  somewhere 
near  that  proportion  for  the  coming  months. 

There  are  many  fine  makes  now  on  the  mar- 
ket. Every  large  manufacturer  has  improved 
his  product  to  a  point  at  which  I  believe  com- 
petition for  the  consumer  dollar  as  against 
other  commodities  will  swing  more  and  more 
to  radio  because  of  the  performance  of  the 
many  good  sets  now  on  the  market. 
Radio  Manufacturers'  Association,  Inc.    By  C. 

C.  Colby,  President. 

To  the  radio  public,  which  has  so  firmly 
adopted  radio  in  its  daily  life,  I  wish  to  ex- 
press, on  behalf  of  the  Radio  Manufacturers' 
Association,  sincere  appreciation  of  the  record 
of  radio  progress  in  1927,  which  surpassed  all 
previous  marks.  Prospects  for  the  new  year 
give  every  promise  of  steadily  increasing  popu- 
lar favor,  and,  therefore,  continued  prosperity 
and  stability  for  our  new  industry.  The  radio 
industry  has  "arrived." 

The  era  of  rapid,  revolutionary  changes  in 
design  of  radio  receiving  sets,  accessories  and 
parts,  has  passed,  with  its  trials  to  the  con- 
sumer as  well  as  the  manufacturer.  Of  course 
there  will  be  changes, .  with  new  discoveries, 


in  the  future.  That  is  the  history  of  radio 
and  also  its  promise.  But  with  the  new  year 
the  public  and  the  manufacturer,  in  view  of 
the  stability  of  design  (reached  especially  in 
the  last  five  years),  face  a  better  ordered  and 
more  stable  period. 

The  A.  C.  receiving  set,  with  its  popular, 
convenient  and  inexpensive  "socket  power" 
operation,  unquestionably  was  the  principal 
feature  of  radio  in  1927.  While  it  had  a  wide- 
spread effect  upon  the  radio  industry,  it  also 
was  a  force  in  stimulating  further  the  public's 
interest  and  that  without  making  obsolete  the 
receiving  set  operated  by  battery  power.  With 
this  enormous,  potential  market  and  with  a 
large,  if  not  the  larger,  part  of  it  unequipped 
for  the  use  of  the  newer  "socket  power"  re- 
ceiving set,  there  is  plenty  of  elbow  room  for 
all  rnanufacturers  of  radio. 

With  the  assurance  of  improved  conditions 
in  the  air  for  the  radio  public  in  the  future, 
with  improvements  in  the  art  of  broadcasting 
and  quality  of  programs  presented,  in  the  im- 
provement of  the  radio  product,  in  beauty  as 
well  as  in  technical  progress,  the  public  and 
the  manufacturer  both  may  face  the  new  year 
with  a  feeling  of  confidence  and  satisfaction. 

The  development  of  trade  association  activ- 
ity during  1927  also  promises,  to  the  industry 
and  to  the  public,  a  wider  and  more  efficient 
service  during  the  new  year.  The  Radio 
Manufacturers'  Association,  in  close  co-opera- 
tion with  the  National  Association  of  Broad- 
casters and  the  Federated  Radio  Trade 
Association  of  dealers,  inspired  with  ideals  of 
service  both  to  the  public  and  to  the  industry, 
will  continue  during  the  new  year  to  forward 
the  interests  of  our  industry  with  the  same 
deep  sense  of  responsibility  which  has  marked 
their  course  in  the  past. 

Blackman  Distributing  Co.,  Inc.,  New  York 
City.    By  J.  Newcomb  Blackman. 

The  outlook  for  business  in  1928,  I  believe, 
is  generally  good.  Whatever  doubt  might  be 
reflected  in  cautious  and  curtailed  sales  because 
of  it  being  a  presidential  year,  it  would  seem, 
might  easily  be  offset  by  many  other  favorable 
factors,  among  which  are  the  following:  An 
improved  condition  in  the  great  farming  sec- 
tions of  the  country  is  resulting  in  greatly 
increased  buying  power  of  the  farmer.  There 
is  an  absence  of  overstock  because  buying  for 
some  time  has  been  largely  from  hand  to 
mouth  and  because  commodity  prices  have 
been  gradually  falling.  Reduced  taxation  and 
little  or  no  indication  of  pending  labor  troubles 
or  international  controversies  or  difficulties 
which  might  have  far-reaching  effect  are  also 
important  factors. 

Generally  speaking,  however,  sales  have  been 
increased  at  the  expense  of  profits  because 
overhead  has  not  been  kept  in  check.  In  1928 
I  believe  the  efficient  concern  with  ample  cap- 
ital and  courage  to  refuse  to  manufacture  or 
sell  except   on  a   conservative  basis  assuring 
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reasonable  profit,  can  look  forward  with  con- 
fidence, and  to  such  concerns  the  outlook  is 
favorable. 

On  the  other  hand,  in  the  automobile  and 
radio  industry  it  is  my  opinion  that  the  keenest 
competition  we  have  experienced  in  years  is 
just  ahead.  It  will  be  a  time  when  seasoned 
experience,  established  reputation  and  con- 
servatism will  win  out  over  rank  speculation, 
which  has  prevailed,  and  apparently  success- 
fully so,  for  some  time  in  the  past.  Yes,  the 
old  condition  of  "survival  of  the  fittest''  will 
again  be  applicable  to  the  coming  year.  It 
will  be  a  good  time  for  dependable  concerns 
to  get  together  and  to  carry  out  this  theory 
from  the  manufacturer  down  through  the  dis- 
tributor and  dealer  to  the  consumer.  But  for 
those  who  are  prepared  in  the  many  ways  that 
will  be  necessary  to  meet  the  conditions  which 
I  believe  we  will  experience  in  1928,  the  out- 
look is  good. 

Bacon  Banjo  Co.,  Groton,  Conn.     By  D.  L. 
Day,  General  Manager. 

The  trade  in  quality  goods  is  well  established 
and  I  feel  that  the  coming  year  the  manu- 
facturers of  same  will  receive  their  share  of 
trade.  At  the  same  time  it  is  becoming  more 
and  more  evident  that  the  situation  is  develop- 
ing into  more  of  a  fight  for  the  dollar  between 
the  industries. 

Many  things  are  constantly  kept  before  us 
in  the  newspapers  and  trade  press  and  other 
forms  of  advertising,  so  that  in  this  way  the 
sales  resistance  is  so  much  lessened  for  that 
particular  article,  and  the  chances  are  that  it 
is  something  we  think  more  or  less  of  and 
it  may  be  something  for  pleasure  or  everyday 
use. 

The  musical  merchandise  trade  needs  a  slogan 
and  this  can  only  be  worked  out  to  the  best 
advantage  through  the  various  associations  and 
getting  finally  to  the  Music  Industries  Cham- 
ber of  Commerce.  This  movement  has  been 
started  for  some  time  and  money  appropriated, 
and  lately  through  the  efforts  of  the  New  York 
dealers  and  Musical  Merchandise  Manufac- 
turers' Associations,  joint  committees  have 
been  appointed  to  consider  various  plans  for  the 
benefit  of  the  Music  Industries.  These  joint 
committees  should  work  through  other  joint 
committees  of  other  associations. 
Splitdorf  Radio  Corp.,  Newark,  N.  J.  By  Wal- 
ter Rautenstrauch,  President. 
To  my  mind  the  most  significant  comment 
that  can  be  made  on  the  radio  situation  to-day 
is  that  it  has  entered  the  realm  of  big  business. 
Heretofore  regarded  as  more  or  less  of  an 
uncertainty  from  the  business  angle,  radio  now 
takes  its  place  along  with  other  important 
industries  in  receiving  the  consideration  of 
men  engaged  in  shaping  the  commercial  des- 
tinies of  this  and   other  countries. 

The  work  of  the  Federal  Radio  Commission 
has  given  a  stability  and  dignity  to  broad- 
casting. While  the  work  of  the  Commission 
went  on  the  manufacturers  busied  themselves 


with  the  settlement  of  patent  suits.  The 
license  agreements  made  in  1927  did  much  to 
wipe  out  further  uncertainty  in  the  new  in- 
dustry. 

My  belief  is  that  radio  is  on  the  threshold 
of  a  tremendous  development,  not  only  in  the 
realm  of  broadcast  reception  but  in  the  field 
of  television  and  certain  allied  branches  of 
other  industries  that  lean  to  some  extent  on 
communication  of  the  type  afforded  by  radio. 

It  is  needless  to  forecast  in  detail  the  prob- 
able events  of  1928  for  many  are  doing  this 
and,  so  far  as  the  instruments  devoted  to 
broadcast  reception  are  concerned,  generally 
with  a  concurrence  of  opinion.  I  should,  how- 
ever, like  to  point  out  just  one  or  two  things. 
The  public  needs  to  exercise  the  same  care, 
and  this,  of  course,  applies  to  the  dealer,  in 
selecting  the  all-electric  type  of  set,  as  it 
learned  by  bitter  experience  to  do  in  the  case 
of  the  battery-operated  and  the  socket-power 
operated  receiver  of  a  different  type.  Not 
because  we  have  featured  the  Beauty  in  Radio 
idea,  but  because  it  is  sound  as  a  fundamental 
appeal  to  the  court  of  last  resort  in  buying,  do  I 
believe  this  movement  will  proceed  with  rapid 
stride  in  1928  and  thereafter.  It  is  a  part  of 
cur  times  and  as  such  is  firmly  imbedded  as 
a  strong  force  within  the  confines  of  "what 
do  the  people  want?"  and  nothing  can  halt 
it  now. 

Stromberg-Carlson  Tel.  Mfg.   Co.,  Rochester, 
N.  Y.    By  Geo.  A.  Scoville,  Vice-President. 

It  doesn't  take  much  optimism  to  predict 
a  much  better  radio  year  for  1928  than  that 
experienced  in  1927  because  of  the  following 
factors:  The  good  work  done  by  the  Federal 
Radio  Commission  in  lessening  disturbances; 
the  contributions  to  broadcasting  that  are  be- 
ing made  by  so  many  manufacturers  building 
radio  equipment;  the  good  chain  programs  that 
the  National  Broadcasting  Co.  has  produced 
and  for  which  they  are  responsible;  the  rapid 
clearing  up  of  patent  difficulties,  and  the 
settling  down  of  the  technical  side  of  the  art. 

The  improvement  of  these  factors  cannot 
help  but  improve  the  1928  radio  business  and 
they  are  going  to  make  it  much  simpler  for 
manufacturers  to  settle  down  to  a  good,  con- 
structive merchandising  effort. 
Crosley  Radio  Corp.,  Cincinnati,  O.    By  Powel 

Crosley,  Jr.,  President. 

There  are  many  reasons  for  optimism.  Here 
are  a  few  of  them.  Confidence  in  the  stability 
of  our  national  government  was  never  more 
apparent.  Business  men  have  a  feeling  of  se- 
curity, based  largely  on  the  sound,  economic 
principles  which  are  being  applied  in  the  con- 
trol of  the  nation's  resources.  Assurance  that 
Congress  will  enforce  a  tax  reduction  of  a 
quarter  billion  of  dollars,  more  or  less,  means 
linancial  relief  of  far-reaching  effect  in  all  parts 
or  the  country.  Immediately  it  will  make 
available  huge  sums  for  business  advancement. 

Money  will  continue  to  be  easily  obtained 
at  reasonable  interest.    This  assurance  is  given 


by  Wall  Street  and  other  large  financial  cen- 
ters. With  easy  money  there  is  little 
possibility  of  depreciation  in  commodity  prices. 

Despite  political  preachment  to  the  contrary, 
the  farming  industry,  which  is  the  nation's 
most  dependable  resource,  bids  fair  to  enjoy 
a  most  prosperous  period. 

Steel  manufacturers  are  preparing  for  large 
deliveries  during  the  early  months  of  the  year 
and  express  confidence  in  a  continuation  of 
activities.  There  is  no  better  barometer  of 
business  than  the  steel  industry,  unless  it  be 
farming. 

Economic  conditions  are  getting  better  al- 
most daily  in  the  foreign  fields.  This  is 
especially  true  in  Europe.  It  is  a  good  omen 
for  international  business. 

Radio  Corp.  of  America,  New  York  City.  By 
J.  L.  Ray,  General  Sales  Manager. 

The  outlook  for  the  radio  industry  for  1928 
is  extremely  favorable.  Indications  point  not 
only  to  a  continuance  of  the  popularity  of 
lighting  current  operated  radio  receivers,  but 
to  an  increase  of  the  demand  for  these  devices. 
In  addition  to  the  market  composed  of  homes 
not  yet  possessing  radio  sets,  there  will  be  a 
large  replacement  market  formed  by  that  por- 
tion of  the  public  who  will  desire  to  purchase 
the  new  socket  power  operated  sets  to  take 
the  place  of  battery  operated  sets  now  in  use. 

The  far-seeing  dealer  will  take  advantage 
of  this  replacement  trend.  His  selling  job  to 
this  market  will  be  simpler  in  many  ways  since 
it  will  not  be  necessary  to  sell  such  prospects 
on  radio  itself  but  only  on  improved  radio 
reception  and  the  convenience  of  socket  power 
operation. 

Broadcasting  has  progressed  steadily  during 
1927.  Technical  advancement  and  program 
quality  have  kept  step  in  this  constant  ad- 
vancement. This  progress  will  undoubtedly 
continue  throughout  1928.  The  most  important 
events  of  the  year  for  radio,  those  which  will 
lift  the  valley  in  the  sales  curve,  are  the 
political  conventions  in  June  and  July.  Elec- 
tion returns  in  November  should  not  be  for- 
gotten. All  these  factors  lead  me  to  believe  that 
1928  will  be  the  most  prosperous  the  industry 
has  ever  had. 

Buckingham  Radio  Corp.,  Chicago.    By  Roy 
T.  Anderson,  Sales  Manager. 

The  fact  that  the  AC  set  has  arrived  is 
no  longer  a  matter  of  speculation.  What  it 
has  done  to  the  radio  market  this  year  is  ample 
evidence  of  its  popularity.  Unquestionably  the 
demand  next  year  will  be  for  direct  AC  opera- 
tion and  also  a  considerable  improvement  will 
be  necessary  over  the  present  models.  Aside 
from  the  demand  for  AC  sets,  it  is  rather 
difficult  to  predict  any  further  than  this,  due 
to  the  introduction  of  several  new  types  of 
tubes  which  give  promise  to  reveal  some 
startling  developments. 

While  in  the  developments  a  constant  im- 
provement is  necessary  in  radio,  we  believe 
(Continued  on  page  80) 
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liiat  for  the  stabilization  of  the  market  and 
ihe  salvation  of  the  business  it  is  time  that 
Die  radio  manufacturers  agree  to  systematize 
the  introduction  of  new  developments,  for  un- 
less they  do  the  market  will  be  continually 
upset  and  buying  retarded,  which  will  mean  a 
repetition  of  the  present  deplorable  condition 
of  the  radio  market. 

Magnavox  Co.,  Oakland,  CaL  By  F.  B.  Travers, 
Vice-President  and  General  Manager. 

After  being  closely  allied  with  the  radio 
industry  since  its  beginning,  it  is  safe  to  pre- 
dict that  although  the  last  few  years  have  been 
very  unstable  and  chaotic,  1928  has  every  in- 
dication of  being  the  industry's  healthiest.  The 
manufacturers  of  radio  who  have  survived 
have  done  well  to  weather  the  errors  of  over- 
production and  inventory  liquidation,  as  well 
is  being  able  to  adjust  themselves  to  a  very 
complicated  patent  situation. 

Inventories  of  general  commodities  are  at 
a  lower  point  than  for  some  time,  there  is  a 
decided  demand  for  quality  merchandise  and 
the  buying  public  is  fast  learning  to  discrimi- 
nate in  the  selection  of  standard  brands  sold 
on  a  basis  of  quality  and  sound  value.  It  will 
behoove  every  manufacturer  and  dealer  to 
watch  collections  with  extreme  caution  from 
now  on  and  by  so  doing  assist  greatly  in 
profitable  turnover. 

Radio  Manufacturers'  Association,  Inc.    By  H. 
H.  Frost,  First  Vice-President. 

The  year  1927  has  seen  some  remarkable 
developments  in  the  progress  of  radio.  The 
work  of  the  Federal  Radio  Commission  in 
clearing  the  channels  and  bringing  about  better 
reception  to  millions  of  listeners  is  something 
which  will  continue  to  be  of  great  value  to 
the  economical  and  social  life  of  the  people 
of  the  United  States.  Many  improvements  in 
design  and  construction  have  been  incorporated 
during  the  past  year  in  radio  receiving  sets, 
the  outstanding  development  being  the  design- 
ing of  sets  for  operation  from  the  house  wiring 
system  through  the  use  of  the  new  A.  C.  tubes. 

Radio  in  1928  will  be  classed  as  a  public 
utility  in  the  mind  of  the  public.  The  new 
year  will  see  greater  use  of  radio  in  the  edu- 
cational field  and  the  agricultural  field,  and 
the  development  of  radio  for  industrial  pur- 
poses. Reception  conditions  will  permit  the 
selection  of  the  desired  program  and  the  type 
of  programs  furnished  will  not  only  be  of  the 
highest  order  and  arrangement,  but  will  also 
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include  diversified  forms  of  entertainment,  edu- 
cation and  information.  Nineteen  hundred  and 
twenty-eight  will  be  the  greatest  radio  year 
from  every  standpoint. 

The  successful  radio  set  manufacturer  will 
build  for  special  purpose  markets.  Market 
analysis  will  be  the  backbone  of  the  radio 
business  in  1928.  There  are  now  four  distinct 
markets  for  radio  receiving  sets,  which  may  be 
classed  as  follows: 

1.  HO  volt,  60  cycle  current  supply 

2.  110  volt,  D.  C.  current  supply 

3.  "Odd"   frequencies  current  supply 

4.  Unwired  market. 

Each  of  the  four  markets  requires  special 
analysis  in  order  to  determine  the  proper  kind 
of  merchandise  and  the  sales  possibilities. 
Nineteen  hundred  and  twenty-eight  will  be 
the  first  year  of  specialized  radio  sets. 
Philadelphia  Victor  Distributors,  Inc.,  Phila- 
delphia, Pa.  By  Louis  Buehn,  President. 
It  is  always  interesting  to  speculate  on  the 
probable  future  trend  of  business,  and  while 
it  is  almost  impossible  to  accurately  forecast 
what  is  going  to  happen  over  a  period  of 
twelve  months  hence,  I  feel  quite  certain  that 
we  in  the  Victor  business  can  look  forward 
to  the  year  1928  with  a  feeling  of  equanimity, 
being  secure  in  the  certainty  of  doing  a  vol- 
ume that  should  exceed  the  figures  for  1927, 
which  have  been  extremely  satisfactory. 

It  is  needless  to  go  into  the  detailed  reasons 
for  our  opinion,  but  anyone  familiar  with  our 
line,  realizing  the  wonderful  development  of 
Victor  products,  both  instruments  and  records, 
cannot  help  but  know  that  this  increase  in 
business  is  certain. 

Lyon  &  Healy,  Inc.,  Chicago.  By  W.  P.  Roche, 
Retail  Manager. 

We  are  closing  a  very  successful  year  in 
radio  and  combination  business,  and  it  is  my 
candid  opinion  that  1928  will  show  a  greater 
increase  in  sales  than  has  the  past  year.  My 
opinion  is  based  upon  the  enormous  demand 
for  electric  socket  sets,  through  the  wide  field 
which  has  not  been  touched,  as  well  as  the 
wonderful  possibilities  on  trade-ins  of  the  old 
dry  and  wet  battery  sets.  We  feel  that  in  the 
larger  cities  the  demand  for  combinations 
should  increase  from  50  per  cent  to  75  per  cent 
owing  to  the  compactness  of  the  two  instru- 
ments combined  as  one. 

Radio  Manufacturers'  Association,  Inc.  By  Bond 
P.  Geddes,  Executive  Vice-President. 

Fundamentals  which  made  1927  a  record- 
breaking  radio  year  insure,  as  the  new  year 
opens,  a  stable  future  for  this  lusty  young  giant 
of  American  industry.  The  American  public 
has  enthusiastically  adopted  radio  as  a  distinct 
part  of  its  daily  life,  and  outstanding,  in  review- 
ing the  radio  year  of  1927,  is  the  stability  ac- 
corded to  the  radio  industry  by  the  public. 

From  the  manufacturing  standpoint  the  out- 
standing achievements  of  1927  radio  history 
were  the  improvements  in  quality  and  also  in 
appearance  of  radio  products.  Parallel  with  the 
improvements  in  the  radio  products  by  the 
manufacturer  was  that  in  broadcasting  by  the 
more  than  700  American  broadcasters. 

For  1928  the  present  experiments  in  short 
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wave,  beam  transmission,  television,  trans- 
oceanic telephony  and  other  achievements  of 
I  lie  wonder-workers  in  the  laboratories  of  radio 
tax  the  imagination  of  those  seeking  to  envision 
the  future  of  radio. 

For  the  Radio  Manufacturers'  Association  the 
national  reception  to  Lindbergh,  speeches  of 
President  Coolidge,  the  Dempsey-Tunney  fight, 
the  baseball  World  Series,  football  events,  and 
other  national  broadcasting  feats  over  record- 
breaking  chain  hook-ups  were  as  important 
events  as  for  the  National  Association  of  Broad- 
casters. These  greatly  stimulated  the  public 
interest  in  radio.  Also  the  Radio  World's  Fair 
in  the  Madison  Square  Garden  and  the  Chicago 
Coliseum  Show,  together  with  the  R.M.A.  Trade 
Show,  were  other  important  1927  events. 
Engineering    Division,    Radio  Manufacturers' 

Association,    Inc.     By    H.    B.  Richmond, 

Director. 

Radio  has  arrived  at  the  position  in  the  arts 
where  its  progress  must  naturally  be  gradual, 
rather  than  sudden  and  spectacular.  It  is  this 
very  stability  of  the  art  that  makes  it  difficult, 
when  we  are  still  so  close  to  1927,  to  review 
the  outstanding  technical  features.  However, 
there  are  some  items  that  have  already  proven 
their  value  so  well  that  they  stand  out  notice- 
ably. 

Particular  attention  should  be  called  to  the 

fact  that  developments  have  not  been  of  an 
individual  nature.  They  are  the  result  of  ac- 
complishments of  large  groups  working  on 
common  problems,  and  also  the  joint  activities 
of  large  bodies,  such  as  technical  societies  and 
trade  associations. 

One  association  that  has  been  given  us  this 
year  by  act  of  Congress  is  the  Federal  Radio 
Commission.  While  not  strictly  an  engineering 
body,  many  of  the  problems  before  the  Com- 
mission are  of  a  strictly  engineering  nature,  and 
must  be  handled  as  such.  The  principal  prob- 
lem that  the  Commission  met  was  that  of 
heterodyne  interference  between  broadcast  sta- 
tions. The  forcing  by  the  Commission  of  sta- 
tions to  adhere  to  their  assigned  wave  lengths 
has  stimulated  the  art  in  broadcast  station  de- 
velopment. 

A  rapidly  developing  art  naturally  becomes 
involved  in  patent  difficulties.  A  tremendous 
advance  during  1927  can  be  registered  in  the 
clearing  up  of  these  patent  difficulties. 

Nineteen  hundred  and  twenty-seven  will  go 
down  as  the  year  in  which  alternating  current 
tubes  were  generally  introduced.  Practically 
all  of  the  new  designs  for  receiving  sets  call 
for  the  use  of  these  tubes.  It  means  that  the 
purchaser  of  a  set  need  only  plug  it  into  his 
light  socket,  and  thereafter  give  no  thought  to 
batteries  or  battery  substitutes.  This  advance 
should  not  be  taken  to  mean  that  all  other  sets 
have  become  useless  and  obsolete.  Another 
source  of  confusion  that  has  been  brought  to 
an  end  in  1927  is  the  standardization  situation. 

Nineteen  hundred  and  twenty-seven  has  de- 
veloped a  decided  keynote  of  stability  for  the 
radio  art.  With  such  an  accomplishment  to 
start  from,  how  can  the  outlook  for  1928  be 
anything  but  bright?  We  will  not  look  for 
startling  discoveries  and  announcements  during 
the  coming  year.  We  have  every  reason,  how- 
ever, to  assure  ourselves  that  the  stability  and 
progress  so  well  started  in  1927  will  make  rapid 
advances  during  1928. 

Splitdorf  Radio  Corp.,  Newark,  N.  J.    By  Hal 
P.  Shearer,  General  Manager. 

The  most  important  battle  yet  waged  in  radio 
will  be  fought  in  1928,  in  my  opinion.  It  will 
be  the  real  fight  for  sales  supremacy  within  the 
industry  under  new  conditions.    This  intensive 


COTTON  FLOCKS 

Air  floated,  all  injurious  foreign  matter  eliminated 
for 

Record  and  Radio  Manufacturing 

238  South  Street 
Newark,  N.J. 


THE  PECKHAM  MFG.  CO. 


The  Talking  Machine  W orld,  New  York,  January,  1928 


81 


Peak  of  Demand  Is  Still  to  Come— (Continued  from  page  80) 


effort  will  not  concern  itself  with  volume  alone 
but  more  particularly  with  application  of  sound 
merchandising  methods  to  the  end  that  real 
profits  may  be  had  by  all — dealer,  manufacturer 
and  jobber  alike.  At  the  same  time  radio  faces 
its  hardest  year  from  the  standpoint  of  outside 
competition,  that  is  to  say  the  new  competition 
about  which  we  hear  so  much  these  days.  Be- 
cause of  the  brevity  required  in  this  forecast  it 
will  not  be  possible  for  me  to  review  and  pre- 
view the  causes  and  the  reasons  for  the  opening 
assertions. 

Developments  in  1927  that  stand  out  may  be 
listed  as  follows:  The  introduction  of  the  in- 
herently, or  all-electric  receiver;  the  practical 
settlement  of  the  broadcasting  difficulties  with 
this  work  continuing  into  the  coming  year. 
Under  this  head,  of  course,  is  included  the  ap- 
pointment of  the  Federal  Radio  Commission 
through  whose  agency  the  clearing  of  the  air 
was  undertaken  in  orderly  fashion.  The  re- 
moval of  the  patent  confusion  by  the  licensing 
of  a  number  of  firms  to  manufacture  under  the 
tuned  radio  frequency  patents.  Another  ac- 
complishment of  1927  that  will  see  its  real  re- 
ward in  1928  is  the  driving  home  of  the  "Beauty 
in  Radio"  idea. 

Now,  briefly,  for  1928  possibilities.  Here  are 
six  points  for  dealers  which,  if  followed,  will  do 
much  to  "lick"  1927  from  a  selling  angle: 

Get  going  early  in  1928  and  get  as  many  cus- 
tomers budgeted  for  radio  receivers  as  possible 
early  in  the  year. 

Seek  prospects.  Abandon  earlier  methods  of 
arousing  interest  in  radio  by  getting  down  to 
specialized  selling  and  all  that  implies. 

Learn  all  possible  about  the  new  electric  type 
of  set.  There  will  be  some  of  all  types  of  sets 
sold  but  the  people  want  the  all-electric  receiver 


and  you  can  make  it  easier  by  knowing  what  it 
is  all  about. 

Learn  to  discuss  "furniture"  in  addition  to 
every  other  phase  of  radio  selling,  for  this  will 
be  a  big  factor  in  radio  from  now  on. 

Help  the  public  to  remove  the  confusion  that 
has  been  existing  as  to  the  electric  receiver. 

Departmentize  radio  wherever  this  is  prac- 
ticable. Have  special  men  handle  it,  if  you  are 
a  music  dealer.  Secure  the  right  sort  of  service- 
men or  serviceman  and  be  sure  they,  too,  are 
"up"  on  the  all-electric  set. 

In  spite  of  anything  that  has  happened  there 
is  one  thing  we  can  all  keep  in  mind;  the  po- 
tentiality is  there,  it  is  largely  a  matter  of  going 
after  the  business  properly. 
H.  A.  Weymann  &  Son,  Inc.,  Philadelphia,  Pa. 

By  Harry  A.  Weymann,  President 

The  year  1928 — our  sixty-fourth  year  in  the 
music  industry — will  in  our  opinion  be  excep- 
tionally prosperous.  Most  lines  are  showing 
advancement,  including  the  steel  industry, 
which  is  accepted  as  the  barometer  of 
America's  business.  The  buying  public  has 
learned  to  appreciate  good  music  as  well  as 
the  advantages  in  paying  the  higher  prices  for 
the  very  best  instruments  to  obtain  the  best 
tone  qualities  necessary  for  good  music. 

This  was  evidenced  during  the  last  several 
months  of  the  year  1927.  The  reorders  for  the 
various  costly  type  new  Victor  instruments  up 
to  and  including  the  No.  9-55,  at  $1,550  list 
price,  exceeded  the  supply.  The  sale  of  the 
costly  Victor  instruments  in  preference  to  the 
less  expensive  types  induces  more  extensive 
buying  of  the  Red  Seal  Orthophonic  Victor 
lecords  and  the  dealers'  sales  volume  accord- 
ingly will  show  a  corresponding  gain  during 
the  coming  year. 


Our  efforts  in  promoting  the  sale  of  our 
own  factory  products — the  Weymann  Orches- 
tra banjos — have  been  most  successful  in 
creating  a  demand  for  all  styles  of  Weymann 
fretted  string  instruments.  A  decided  prefer- 
ence is  shown  by  the  musical  public  for 
high-grade  instruments  that  will  encourage  per- 
manent interest  and  pleasure  in  music.  Our 
national  advertising  in  widely  read  magazines, 
coupled  with  our  sales  promotion  plan,  will 
have  a  very  decided  influence  in  greatly  in- 
creasing the  volume  of  sales  for  Weymann 
instruments  this  year,  1928,  in  which  every 
active  Weymann  representative  dealer  will 
participate. 

F.  A.  D.  Andrea,  Inc.,  Long  Island  City,  N.  Y. 
By  R.  M.  Klein,  General  Manager 

Radio  manufacturers  may  look  with  confi- 
dence to  1928,  because  some  of  the  gravest 
problems  that  ever  faced  any  industry  were 
cleared  up  for  radio  in  1927.  The  virtual  solving 
of  the  entire  patent  situation  by  the  license 
agreements  made  in  1927  went  far  deeper  than 
the  clearing  away  of  patent  litigation  that  kept 
the  trade  in  constant  turmoil,  important  as  that 
latter  aspect  of  the  matter  was. 

The  progress  on  clearing  of  the  air  through 
the  work  of  the  Federal  Radio  Commission  is, 
of  course,  another  outstanding  achievement  of 
the  radio  year. 

For  1928  we  may,  of  course,  look  for  the 
further  development  of  the  alternating  current 
tube  sets.  The  "electric"  set  will  probably  be- 
come an  exceedingly  important  phase  of  radio 
merchandising  as  the  year  advances. 

Extension  of  the  musical  instrument  interest 
in  radio  appears  to  be  a  natural  sequence  for 
1928,  with  specialized  selling  receiving  even 
greater  attention. 


Three-Day  Sales  Conference 
Held  at  Freshman  Offices 


Charles  Freshman  Presided  at  Gathering — In- 
teresting Addresses  Made  by  Myron  D.  Gold- 
soil,  Harry  A.  Beach  and  P.  S.  Weil 


A  three-day  sales  conference  was  recently 
concluded  at  the  New  York  headquarters  of  the 
Charles  Freshman  Co.,  Inc.  Charles  Freshman, 
president,  presided,  and  addresses  were  deliv- 
ered by  Myron  D.  Goldsoll,  vice-president; 
Harry  A.  Beach,  general  sales  manager,  and 
Paul  S.  Weil,  advertising  manager,  as  well  as 
members  of  the  engineering  department. 

A  banquet  at  the  Hotel  Astor,  and  a  theatre 
party  concluded  the  convention,  which  was  de- 
voted to  a  discussion  of  sales,  merchandising 
and  engineering  plans  for  1928. 


United  Air  Gleaner  Go. 

Brings  Out  New  Motor 

A  new  United  portable  phonograph  motor, 
known  as  No.  2,  is  the  latest  product  to  be 
placed  on  the  market  by  the  phonograph  divi- 
sion of  the  United  Air  Cleaner  Co.,  Chicago. 
This  motor,  which  is  of  the  single  spring  type, 
has  a  two-record  capacity,  with  a  worm  gear 
wind.  The  first  showing  of  the  new  motor  is 
in  this  issue  of  The  Talking  Machine  World, 
and  advance  announcements  were  sent  to  port- 
able phonograph  manufacturers  late  in  De- 
cember. . 

The  motor  measures  only  two  inches  in 
height,  and  is  so  constructed  as  to  make  it 
adaptable  to  the  popular  "thin"  model  portable 
phonographs.  The  crank  is  located  one-half 
inch  from  the  top  of  the  motor  so  that  the 
handle  may  be  turned  by  the  user  without 
striking  the  table  or  object  upon  which  it  is 
placed.  In  designing  the  No.  2  motor,  the 
United  engineers  had  in  mind  a  motor  of  high 
quality  which  could  be  used  in  the  higher  priced 
portables,  yet  sufficiently   reasonable  in  price 


so  as  to  be  adapted  for  the  cheaper  machines. 
The  motor  weighs  about  two  and  one-half 
pounds,  and  according  to  advices  received  from 
the  United  Air  Cleaner  Co.  offices,  a  long 
period  of  time  was  spent  in  perfecting  the 
product  to  the  point  where  the  firm  could  guar- 
antee that  it  possesses  no  defects. 


Pen  Makers  Are  Denied  the 
Use  of  Trade-Mark  "Edison" 


The  Dragner  Music  Shop,  Inc.,  Palisades  Park, 
N.  J.,  was  recently  incorporated  with  a  capital 
stock  of  $25,000  to  deal  in  musical  instruments. 
Henry,  Philip  and  May  V.  Dragner  are  the  in- 
corporators. 


Thomas  A.  Edison  and  Thomas  A.  Edison, 
Inc.,  were  sustained  by  the  Patent  Office  in 
their  contention  that  the  registration  of  the 
trade-mark,  "Edison,"  for  fountain  pens  granted 
to  the  Edison  Pen  Co.,  Inc.  should  be  canceled. 


White's  Furniture  Co.,  Middleboro,  Ky.,  is 
featuring  the  Columbia-Kolster  electric  phono- 
graph with  success. 


Radiola  Dealers  and  Distributors! 


Write  today  for  special  radio  cab- 
inet catalog  for  RADIOLA  1  6  and 
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cabinets  are  reporting  wonderful 
success. 
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Trade  in  the  Cleveland  Territory  Re- 
ports Satisfactory  Year-end  Business 

Cleveland  Music  Trades  Association  to  Hold  Annual  Banquet  and  Election  of  Officers  in  Febru- 
ary—Fleming Co.   Opens  Radio  Department— Jerry's  Musical  Box  Opens 


Cleveland,  O.,  January  9. — The  Cleveland 
music  trade  enjoyed  a  good  business  for 
Christmas.  It  was  not  phenomenal,  but,  con- 
sidering general  business  conditions,  it  was 
very  satisfactory.  The  demand  for  phono- 
graphs was  fair.  The  demand  for  records  was 
heavy,  as  it  usually  is  at  Christmas  time. 

The  Fleming  Furniture  Co.,  of  13701  St. 
Clair  avenue,  formally  opened  its  radio  de- 
partment to  the  public  and  celebrated  the  event 
in  a  unique  manner  by  installing  an  audition 
station,  known  as  2  F.  C.  O.,  in  its  display 
window.  A  very  fine  program  by  local  talent 
was  put  on  in  the  evening  and  gave  the  public 
the  opportunity  to  see  the  inside  workings  of 
a  radio  studio.    At  the  present  time  the  cora- 


Rockford  Hardware  is 
made  to  stand  up  under 
wear  and  tear.  In  beauty, 
workmanship  and  finish 
it  is  designed  to  give  the 
utmost  in  service  and  sat- 
isfaction. 

Actual  samples  of  any 
items  you  use  gladly  sent 
on  request.  Write  for  the 
Catalog,  No.  18,  and  keep 
it  handy. 

Rational  bock  Co., 
FtpckfordJII. 

U.  S.  A. 

Coble  Address:  NATLOCK 
Branch  Sales  Offices : 


Chicago,  111. 
Cincinnati,  O. 
Detroit,  Mich. 
Evansville,  Ind. 
Grand  Rapids.  Mich. 
Hizh  Point,  N.  C. 


Shebovean.  Wis. 


St.  Louis,  Mo. 
Indianapolis,  Ind. 
Jamestown.  N.  Y. 
Los  Angeles,  Cal. 
Milwaukee,  Wis. 
Seattle,  Wash. 


pany  is  featuring  the  Argus  and  Crosley  sets. 

The  Starr  Piano  Co.,  Huron  road,  has  moved 
its  salesrooms  to  the  second  and  third  floors. 
The  Bolton  Square  Electric  Co.,  of  East 
Eighty-ninth  street  and  Carnegie  avenue,  has 
taken  space  in  the  Prospect  avenue  building 
of  the  Starr  Piano  Co.  and  is  featuring  Sonora 
and  other  nationally  known  makes  of  radio 
receiving  sets. 

The  regular  monthly  meeting  of  the  Cleve- 
land Music  Trades  Association  was  held  at 
the  Hotel  Winton  and  dinner  preceded  the 
meeting.  There  was  a  fair  attendance  and 
Anthony  L.  Maresh  presided.  The  matter  of 
admitting  radio  jobbers  to  membership  in  the 
association  was  discussed  but  no  action  taken. 
The  annual  banquet  and  election  of  officers 
will  take  place  on  February  13. 

Very  much  different  is  the  new  music  store 
of  Jerry  Goldsmith,  at  1600  Euclid  avenue, 
which  was  opened  during  the  month.  It  is 
called  Jerry's  Musical  Box.  It  is  a  down- 
stairs location,  but  the  front  of  the  store  has 
been  built  up  on  a  level  with  the  sidewalk 
and  the  exterior  presents  the  appearance  of  a 
box  to  a  certain  extent.  Just  inside  the  en- 
trance there  is  a  piano  and  a  young  lady  plays 
the  latest  popular  songs,  which  is  proving 
quite  an  attraction.  Phonographs,  radios  and 
Okeh  records  and  pianos  are  carried,  as  well  as 
a  full  line  of  sheet  music. 

The  Cleveland  branch  of  the  Brunswick  Co. 
is  putting  in  a  very  beautiful  demonstration 
and  display  room.  It  is  being  built  in  the  rear 
of  the  salesrooms.  The  branch  has  received 
samples  of  the  new  P.  R.  17-8  combination 
model,  and  E.  S.  Germain,  district  manager, 
reports  heavy  advance  orders  for  it. 

The  Muehlhauser  Bros.  Co.,  located  in  the 
Guenther  Building  on  Euclid  avenue,  has  taken 
the  agency  for  the  Stromberg-Carlson  line  of 
radio  receivers. 

The  big  sensation  of  the  month  was  the 
introduction  of  the  Atwater  Kent  new  model 
37  to  the  trade  through  the  distributor,  the 
Cleveland  Ignition  Co. 

T.  E.  Chadwick,  radio  sales  manager  of  the 
Cleveland  Ignition  Co.,  was  presented  with 
what  he  termed  the  "most  wonderful  present 
ever" — a  fine  son  and  heir.  Both  mother  and 
boy  are  doing  well. 

V.  W.  Collamore,  general  sales  manager  of 
the  Atwater  Kent  Mfg.  Co.,  was  a  visitor  to 
the  Cleveland  Ignition  Co.  during  the  month. 

The  Cleveland  Talking  Machine  Co.,  Victor 
distributor,  is  making  a  regular  monthly  fea- 
ture of  the  meetings  for  dealers'  record  sales- 
women. These  affairs  are  held  at  one  of  the 
downtown  restaurants  and  following  the  dinner 
there  is  an  interesting  meeting  and  demonstra- 
tion of  selling  not  only  records  but  of  inter- 
esting prospects  in  an  instrument.  There  is 
invariably  a  full  attendance  as  the  affairs  are 
both  enjoyable  and  instructive. 

The  company  received  its  first  shipment  of 
the  new  Electrola  No.  1215  and  this  was  quick- 
ly disposed  of  as  there  were  many  orders  on 
hand. 

A.  L.  Maresh,  one  of  the  pioneers  in  Cleve- 
land's music  trade  circles,  who  gave  up  active 
management  of  his  music  store  on  East  Fifty- 
fifth  street,  near  Broadway,  early  last  year, 
is  back  again  in  harness,  having  assumed  con- 
trol of  the  business  again. 

The  H.  C.  Schultz  Co.,  distributor  of  the 
Sonora  and  other  lines  of  musical  merchandise, 
reports  that  Sonora  now  has  a  larger  distribu- 
tion in  this  territory  than  ever  before  and  the 
year  1928  gives  every  indication  of  being  a 
good  one  for  business.  This  distributor  fea- 
tures a  most  complete  line  of  musical  instru- 
ments and  radio. 
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R.  W.  Porter  Resigns  From 
Splitdorf  Bethlehem  Go. 

Plans  to  Engage  in  Sales  and  Advertising 
Organization  Work — Well  Known  to  All 
Branches  of  Trade  Throughout  the  Country 


Robert  W.  Porter,  vice-president  and  general 
sales  manager  of  the  Splitdorf  Bethlehem 
Electrical  Co.,  of  which  the  Splitdorf  Radio 
Corp.,  Newark,  N.  J.,  is  a  subsidiary,  tendered 
his  resignation,  effective  January  1,  to  engage 
in   sales  and  advertising  organization  work. 

Mr.  Porter  is  well  known  in  both  radio  and 
talking  machine  circles.  After  ten  years  of 
adding  machine  specialty  sales  experience,  he 
settled  into  the  general  field  of  sales  manage- 
ment. In  his  earlier  selling  days  he  traveled 
much  and  studied  the  sectional  buying  habits 
of  the  people  of  the  country.  Thus,  when  he 
entered  the  employ  of  the  Columbia  Phono- 
graph Co.,  he  soon  became  known  as  the 
traveling  sales  manager.  He  operated  for  this 
company  twenty-eight  sales  branches,  organiz- 
ing branch  meetings  and  taking  active  charge 
in  directing  the  advertising,  field  salesmen, 
dealer  and  sales  promotion  work.  Mr.  Porter 
numbered  7,000  dealers  among  his  personal 
acquaintances.  This  period  Mr.  Porter  regards 
as  the  most  valuable,  fitting  him  for  the  seri- 
ous business  of  knowing  how  to  sell  goods  by 
means  of  thoroughly  organized  selling  effort. 

It  was  while  Mr.  Porter  was  with  Columbia 
that  he  developed  what  became  known  as  the 
"Point  of  Sales  Newspaper  Advertising  Plan." 
Through  an  interlocking  newspaper  campaign, 
which  was  carefully  worked  out  on  a  basis  of 
locality,  covering  certain  prescribed  space  and 
copy  appeals,  over  500,000  phonographs  were 
disposed  of  at  a  time  when  talking  machine 
sales  were  decidedly,  slow. 

When  radio  had  reached  a  point  where  ap- 
plication of  fundamental  merchandising  ideas 
could  be  made,  Mr.  Porter  became  vice-presi- 
dent and  general  manager  of  the  R.  E.  Thomp- 
son Mfg.  Co.  Mr.  Porter  then  joined  the 
Splitdorf  Bethlehem  Electrical  Co.,  where  he 
applied  his  specialized  sales  knowledge  with 
excellent  results. 

Mr.  Porter,  while  authorizing  the  announce- 
ment as  to  his  retirement  from  the  Splitdorf 
affiliated  companies,  stated  he  did  not  deem 
it  proper  to  reval  his  new  clientele  at  the  mo- 
ment. 


E.  Toman  &  Go.  Announce 
New  Phonograph  Reproducer 

Latest    Product   Introduced    by  Weil-Known 
Manufacturer  Embodies  New  Features 

E.  Toman  &  Co.,  Chicago,  111.,  recently  per- 
fected a  new  reproducer,  which  seems  destined 
to  attract  considerable  attention.  The  new  No.  3 
reproducer,  as  it  is  designated,  embodies,  among 
other  features,  the  idea  of  a  positive-locking 
back,  without  screws,  which  often  become  loose 
and  cause  blasting. 

The  diaphragm  is  of  duraluminum  and  hand- 
lacquered  to  protect  it  from  changes  in  climate. 
This  new  diaphragm  is  10/1000  thick,  just  four 
times-  the  breadth  of  the  usual  type  of  dia- 
phragm. It  is  cushioned  by  live-rubber  gaskets, 
which  faithfully  translate  every  vibration  into 
its  true  tone  value.  Double-grip  tone  arm 
screws  hold  the  reproducer  in  correct  position 
at  all  times.  In  each  of  these  developments 
E.  Toman  &  Co.  have  introduced  marked  ad- 
vances in  reproducer  construction. 
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MODEL  16-E 
ALL  ELECTRIC 
8  TUBES 


Three  different  eirenits  — 
6,  8  and  10  tubes — battery 
or  electric — some  with 
antenna — some  with  loop 
—  others  without  loop 
or  antenna — 16  models. 

«100  to  $2500 


ENGLISH  DELUXE 
ALL  ELECTRIC 
10  TUBES 


ZENITH  All-Electric  Radio  enjoyed  a  spec- 
tacular success  during  the  past  year.  The 
reason  for  this  is  plain — Zenith  was  ready  for  the 
sudden,  overwhelming  demand  for  All-Electric 
radio.  Three  years  of  steady  development  and  re- 
search resulted  in  the  most  highly  perfected  line 
of  electric  instruments  yet  offered  to  the  public. 
1928  finds  Zenith  in  the  strongest  position  in  its 
history — and  Zenith  will  maintain  the  leadership 
it  has  won  in  the  field  of  high  grade  radio. 
ZENITH    RADIO  CORPORATION 


LONG  DISTANCE*- 

TRADE    MARK  REG' 


RADIO 


Licensed  only  for  Radio  amateur,  ex- 
perimental and  broadcast  reception. 

Western  Uniled  Slates  prices  slightly  higher. 


3620  IRON  STREET  /  CHICAGO 


Metropolitan  Trade  Activities 


Talking  Machine  and  Radio  Distributors 
View  Outlook  With  Unbounded  Optimism 

Consensus  of  the  Wide  Variety  of  Expressions  Given  by  the  Members  of  the  Wholesale  Music- 
Radio  Trade  Is  That  Coming  Year  Will  Be  Profitable  for  Dealer  of  Quality  Products 


Nineteen  hundred  and  twenty-eight  will  be 
a  prosperous  year  in  talking  machine  and  radio 
circles  in  the  New  York  metropolitan  territory, 
according  to  distributors  of  these  products. 
A  wide  variety  of  expressions  from  whole- 
salers have  been  given  The  Talking  Machine 
World,  but,  briefly  summed  up,  it  can  be  said 
that  the  distributors  are  agreed  that  1928  will 
see  the  dealer  in  talking  machine  and  radio 
products  in  an  enviable  and  profitable  position, 
provided  he  handles  quality  products  and  he 
merchandises  aggressively. 

In  retrospect,  the  opinions  of  the  whole- 
salers hold  that  1927  was  a  satisfactory  year. 
While  some  felt  that  the  maximum  volume 
which  might  have  been  reached  was  not  at- 
tained, the  great  majority  expressed  themselves 
as  being  satisfied. 

The  following  expressions  of  opinion  by  dis- 
tributors in  New  York  and  its  vicinity  indicate 
the  feeling  of  optimism  with  which  the  new 
year  is  being  greeted: 
Paul  Carlson,  Chas.  H.  Ditson  &  Co. 

Nineteen  hundred  and  twenty-eight  will  be 
a  banner  year  for  products  of  the  Victor  Talk- 
ing Machine  Co.  and  the  talking  machine 
business  in  general.  The  tremendous  demand 
for  electrically  recorded  records,  particularly 
the  complete  Symphony  Album  sets,  has  been 
most  gratifying  during  1927  and  we  have  reason 
to  hope  for  an  even  greater  demand  during  the 
coining  year. 

With  a  catalog  of  twenty-five  different  types 
and  styles  to  choose  from,  the  Victor  Co.  offers 
the  public  a  high-grade  line  of  Orthophonic 
Victrolas  and  radio  combinations,  to  say  noth- 
ing of  Electrolas,  that  will  no  doubt  set  a  new 
mark  in  volume  of  sales  for  1928. 
E.  W.  Guttenberger,  Wholesale  Division,  Co- 
lumbia Phonograph  Co. 

In  the  Spring  of  1927  I  made  the  statement 
that  the  phonograph  business  was  back  on  a 
firmer  foundation  than  ever  before  in  the  his- 
tory of  our  industry. 


Subsequent  events  have  proved  the  sound- 
ness of  that  statement.  Nineteen  hundred  and 
twenty-seven  was  a  good  phonograph  year. 
Monthly  totals  mounted  steadily  and  Decem- 
ber showed  the  largest  volume  of  any  month 
since  the  hectic  war  period. 

We  are  entering  1928  with  the  fullest  con- 
fidence and  enthusiasm.  No  country  on  the 
globe  can  approach  America  in  buying  power, 
and  what  is  equally  important,  the  American 
public  is  awake  to  the  marvelous  quality  of 
our  new  product. 

Nothing    can    stop    us    and    I    look    for  an 
enormous  increase  in  1928  sales  that  will  make 
the  large  1927  totals  seem  small. 
C.  B.  Mason,  President   New    York  Talking 

Machine  Co. 

At  the  close  of  1926,  which  was  one  of  the 
most  successful  years  in  the  history  of  the 
Victor  Talking  Machine  Co.,  many  people  were 
skeptical  as  to  the  outcome  and  the  possibil- 
ities for  Victor  business  during  1927.  Every 
one  admitted  that  the  year  1926  had  been  an 
unusual  year  in  the  Victor  business,  but  it  was 
the  opinion  of  many  that  the  success  during 
that  year  in  Victor  business  was  due  to  a  new 
product  plus  a  wonderful  publicity  campaign, 
but  that  the  whole  thing  was  more  or  less  a 
flash  in  the  pan. 

There  were  many  people,  on  the  other  hand, 
however,  who  realized  that  there  would  be 
spent  in  1927  millions  of  dollars  for  musical 
entertainment  and  that  the  Victrola  offered  a 
type  of  musical  entertainment  that  could  be 
secured  in  no  other  way. 

Not  all  of  the  distributors  and  dealers  who 
handle  Victor  products  were  optimistic  enough 
for  the  future  possibilities  of  the  sale  of  Victor 
goods,  but  enough  of  them  knew  that  they  had 
a  good  product  and  that  it  could  be  sold,  with 
the  result  that  1927  will  be  practically  as  good 
a  year,  from  the  standpoint  of  sales  in  the 
Victor  industry,  as  1926,  in  spite  of  the  fact 
that  general  business  was  conceded  to  be  of 


smaller  volume  in  1927  than  the  preceding  year. 

The  year  1927  has  proved  conclusively  that 
the  Victor  business  is  a  big  and  healthy  busi- 
ness for  the  man  who  is  willing  to  go  after 
it.  People  who  a  year  ago  were  still  skeptical 
of  its  possibilities  to-day  are  enthusiastic  over 
the  results  of  the  business  in  1927  and  most 
optimistic  as  to  its  possibilities  in  1928.  To 
those  who  make  the  effort  it  is  my  firm  belief 
that  1928  will  be  better  than  either  1927  or 
1926. 

L.  E.  Hilduser,  Distributing  Division,  Okeh 
Phonograph  Corp. 

The  New  York  Distributing  Division  of  the 
Okeh  Phonograph  Corp.  has  been  showing  a 
very  heavy  increase  in  business  from  month 
to  month;  in  fact,  the  last  six  months  have 
been  way  ahead  of  comparative  months  in  1926. 
The  public  have  accepted  the  Okeh-Odeon 
records  as  a  desirable  piece  of  merchandise  and 
we  are  indeed  pleased  with  the  business  we 
have  done.  As  a  matter  of  fact,  it  really  can 
be  called  a  revival  of  the  public's  interest  in 
Okeh-Odeon  records. 

Present  indications  will  permit  me  to  say 
that  the  year  of  1928  should  show  us  additional 
increased  business,  because  of  the  excellence  of 
the  recordings  and  artists  who  are  recording 
for  us  at  the  present  time.  In  other  words,  I 
firmly  believe  that  things  are  looking  up  in 
Okeh-Odeon  records. 

The  additions  to  our  lines  are  Truetone  port- 
ables and  Vincennes  phonographs,  which  also 
promote  the  further  interest  of  the  dealers. 
Sales  in  these  items  have  been  more  than 
satisfactory  and  we  are  looking  forward  to 
doing  a  very  splendid  business  with  them  in 
the  coming  year. 

E.  B.  Ingraham,  Times  Appliance  Co. 

The  interest  of  the  public  in  radio  has  con- 
tinued and  strengthened  during  the  past  year. 
Better  service  in  the  way  of  better  broadcast 
programs  and  better  receiving  equipment  has 
stimulated  this  increased  interest. 

The  advent  of  the  perfected  AC  and  DC 
operated  radio  receiver  has  opened  new  pos- 
sibilities in  the  radio  business.  The  public 
have  quickly  learned  the  tremendous  advantage 
these  receivers  possess  and  are  discarding  the 
older  types  of  apparatus  to  buy  these  new 
sets.  Our  radio  business  during  the  past  year 
has  been  exceptionally  good  because  of  this 
new  development. 

The  coming  year  holds  promise  of  an  even 
increased  volume  of  business  based  on  AC  and 
DC  operated  receiving  sets.  I  think  the  big 
obstacle  which  will  come  up  during  the  coming 
year  is  the  best  method  of  disposing  of  sets 
taken  in  trade.  Every  dealer  has  already  been 
confronted  with  this  problem  and  a  complete 
solution  has  yet  to  be  found. 

Numerous  sporting  and  political  events  of 
national  importance  which  will  be  broadcast 
during  the  coming  year  are  bound  to  influence 
the  demand  for  all  radio  apparatus. 

If  the  numerous  predictions  for  improvement 
in  general  business  that  have  been  made  re- 
cently are  realized,  there  is  every  reason  to 
believe  that  radio  business  will  be  even  better 
in  1928  than  in  the  year  1927. 
Henry  A.  Deimel,  McPhilben-Keator,  Inc. 

McPhilben-Keator,  Inc.,  has  always  believed 
that  radio  should  be  merchandised,  so  far  as 
the  distributor  is  concerned,  in  the  same  way 
as  the  automobile;  in  other  words,  that  a  dis- 
tributor carry  one  line  of  sets  only  and  build 
his  accessories  around  this  line. 

Our  theory  seems  to  have  borne  fruit  during 
1927,  as  we  have  had  the  most  successful  year 
in  our  history.  Naturally  our  business  is  but 
a  reflection  of  that  of  the  dealers  we  serve, 
so  that  we  are  certain  our  dealers  are  pros- 
pering with  us. 

For  1928  I  look  to  see  fewer  manufacturers, 
and,    as    a    natural    concomitant,    fewer  dis- 
(Continued  on  page  86) 
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Speakers 

have  everything 


Sturdy  ability  to  perform  brilliantly  always 
because  of  exclusive  scientific  features. 

Attractive  beauty  of  design  and  finish. 

Full  line  of  models  in  a  range  of  prices  to 
meet  the  needs  of  every  buying  prospect. 


Model  A-27 
UYz  in. 

Seamless  Burtex  co- 
noidal  diaphragm  — 
substantial  sounding 
board — Jasper  brown 
mahogany  and  bronze 
finish  with  "Golden 
Chime", 

Price 

$18.50 


ft  i. 


Made  by  the  Pioneers  in  Cone  Speakers 

STEVENS  &  COMPANY,  Inc. 

46-48  East  Houston  St.,  New  York 
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Another  Year 
of  Great  Opportunity 
for  Victor  Dealers ! 


Victor  dealers  have  ample  cause  for  satisfaction  with  the  year 
that  has  just  closed.  The  sales  of  instruments  and  records  were 
remarkably  satisfactory  throughout  the  year  and  reached  a  climax 
during  the  holiday  season  that  established  a  new  high  level  in 
Victor  history. 

There  is  every  reason  to  believe  that  this  healthy  condition  will  con- 
tinue throughout  1 928  and  that  another  year  of  great  opportunity  lies 
ahead  for  Victor  dealers.  While  general  business  conditions  may 
be  termed  "spotty,"  the  demand  for  Victor  merchandise  is  stable 
and  permanent  and  there  is  plenty  of  money  available  for  the 
purchase  of  standard  musical  products. 

Look  ahead  now  and  plan  to  get  your  full  share  of  this  potential 
business!  And  remember  that  dependable  distributor  connections 
will  mean  a  great  deal  to  you  in  the  year  to  come.    We  have 

been  rendering  dependable  service  to  Victor 
dealers  for  more  than  a  quarter  of  a  century 
and  understand  their  problems  as  only  a 
wholesaler  of  such  long  experience  can. 


Blackman  and  Dependability 
—One  Suggests  the  Other 


Metropolitan  Trade  Activities 


Wholesale  Radio-Music  Trade  Declares 

1927  Sales  Volume  Was  Satisfactory 


{Continued  from  page  84; 
tributors.  I  think  that  for  standard  lines,  ably 
distributed,  1928  will  be  a  banner  year,  as  the 
introduction  of  electric  sets  has  crystallized 
buying  and  taken  most  of  the  guess  and  service 
trouble  out  of  radio. 
Hermann  Krug,  Clark  &  Tilson,  Inc. 

We  have  enjoyed  exceptionally  good  busi- 
ness since  the  first  of  the  year,  throughout  the 
Summer  and  up  to  October  1.  At  that  time 
we  expected  a  brisk  Fall  business  and  from 
all  appearances  it  now  appears  to  be  an  off- 
year  in  radio.  We  believe  that  the  condition 
is  due  to  the  fact  that  the  public  is  skeptical 
of  the  new  A.  C.  equipment  and  many  people 
are  holding  back  purchasing  until  they  find  out 
how  A.  C.  equipment  is  standing  up.  We  had 
a  similar  experience  when  "B"  battery  elimi- 
nators were  put  on  the  market  and  we  found 
that  the  following  year  more  than  made  up 
for  the  poor  business  of  that  previous  season. 

Our  business  is  still  mostly  in  nationally 
advertised  parts,  although  we  carry  some  ac- 
cessories such  as  speakers,  A  and  B  battery 
eliminators,  tubes,  etc.  However,  we  believe 
that  we  will  add  to  our  line  a  new  set, 
possibly  A.  C.  operated,  as  we  believe  that  they 
will  be  perfected  by  next  Fall. 
Edward  Biel,  Progressive  Musical  Instrument 

Corp. 

Nineteen  hundred  and  twenty-eight  promises 
to  be  a  year  of  elimination — elimination  of 
many  of  the  manufacturers,  jobbers  and  dealers 
in  the  metropolitan  area,  due  to  the  fact  that 
the  field  is  narrowing  down  to  only  quality 
merchandise,  honest  and  fair  dealing. 

The  hysteria  that  radio  experienced  in  the 
so-called  "Gold  Rush  Days"  is  over  and  now 
radio  has  settled  down  to  a  stable  business, 
with  a  very  consistent  and  steady  demand  that 
will  increase  as  the  years  go  on,  gradually. 

Nineteen  hundred  and  twenty-seven  was  an 
exceptionally  good,  consistent  year  with  us, 
insofar  as  our  lines  of  merchandise  were  suc- 
cessful throughout. 


We  are  distributing  Bosch  radio,  Stewart- 
Warner  radio,  Cunningham  tubes,  Eveready 
batteries,  Powerizers,  Dubilier  antenna  plugs, 
Brach  products,  Sterling  products  and  Melo- 
fonic  speakers.  All  of  these  lines  are  bound 
to  become  staples  in  the  metropolitan  trade. 
J.  H.  Langman,  Halsey  Supply  Corp.,  New- 
ark, N.  J. 

The  past  year  has  seen  a  decided  public 
preference  for  the  'All  Electric"  radio  set. 
Farsighted  radio  manufacturers  recognizing 
this  trend  have  cashed  in  on  this  demand.  As 
jobbers,  our  problem  was  to  get  deliveries. 

The   outlook  for   1928  in  our  opinion   is  a 
continued  demand  for  electric  sets  of  the  bet- 
ter kind.    The  tendency  in  dealer  distribution 
is  the  high-grade  music  and  radio  shop. 
D.    F.    Goldman,    General    Manager,  North 

American  Radio  Corp. 

The  ever-increasing  demand  for  A.  C.  re- 
ceivers has  reflected  itself  in  our  1927  sales, 
which  show  an  increase  of  almost  40  per  cent 
over  1926.  We  are  concentrating  our  entire 
sales  effort  on  the  following  for  1928:  Zenith, 
Farrand,  Eveready,  Cunningham. 

Specialization,  we  believe,  is  the  keynote  to 
real  success  in  the  distribution  field.  Fewer 
lines,  less  inventory,  less  investment,  no  ob- 
solete stocks  and  greater  concentration  by  our 
sales  force — these  are  the  advantages  of  spe- 
cializing. 

We  expect  1928  to  be  our  biggest  year,  as 
the  A.  C.  receiver  has  placed  the  demand  for 
the  new,  the  up-to-date,  where  it  was  three 
or  four  years  ago. 

Carl  Kaufman,  Auto  Hardware  &  Equipment 
Co.,  Inc. 

Radio  business  for  1927  has  shown  a  remark- 
able increase  over  the  previous  year.  The 
A.  C.  set  has  stimulated  the  buying,  and  will 
keep  the  trade  busy,  no  doubt,  very  late  into 
1928,  as  the  demand  for  this  type  of  set  is  still 
exceeding  the  supply. 

The  year  closes  with  very  small  inventories 
in  the  hands  of  factories,  distributors  and  re- 


tailers, and  1928  must  show  an  increased  turn- 
over for  the  whole  industry. 

Our  own  experience  for  1927  shows  an  in- 
crease of  50  per  cent  daily  over  last  year. 
George  Ollendorf,  National  Light  &  Electric 

Co.,  Newark,  N.  J. 

Inasmuch  as  we  have  had  our  Indian  ' Sum- 
mer up  to  this  present  writing,  it  is  quite 
e  vident  that  the  big  buying  in  radio  has  not  yet 
come.  People  are  not  in  the  habit  of  buying 
things  unless  they  actually  feel  the  need,  and 
it  takes  a  lot  of  snow,  cold  and  miserable 
weather  to  make  these  people  feel  the  need 
of  radio  in  the  home.  It  is  logical  then  to 
assume  that  from  January,  1928,  the  big  radio 
business  will  be  at  hand.  We  are,  therefore, 
looking  for  larger  radio  sales  in  the  first  half 
of  1928  than  what  we  have  enjoyed  at  any 
other  period. 

As  for  the  second  half  of  the  year,  we  do 
not  feel  qualified  to  say;  but  we  have  every 
reason  to  believe  that  a  healthy  radio  business 
should  be  enjoyed  by  all.  In  any  event,  it  is 
a  year  for  the  go-getter. 

M.  Salzman,  Wholesale  Radio  Equipment  Co. 

We  think  that  1927  has  seen  the  greatest 
change  in  the  radio  industry  that  it  has  yet 
seen  in  one  season.  The  industry  is  changed 
considerably,  with  certain  manufacturers,  job- 
bers and  retailers  standing  out  as  leaders  in 
the  trade.  For  those  jobbers  who  watched  their 
inventories  and  sought  to  do  business  with  the 
better  class  of  accounts,  radio  for  1927  has 
been  a  success. 

In  1928  we  can  see  a  reduction  in  the  num- 
ber of  manufacturers,  jobbers  and  dealers,  and 
once  again  those  concerns  will  be  satisfied  to 
do  business  with  a  limited  number  of  good 
dealers,  even  with  a  loss  of  business,  due  to 
the  fact  that  all  dealers  will  not  be  able  to 
get  that  merchandise,  and  those  manufacturers 
will  be  building  something  for  the  future. 
Fred  Wilson,  E.  M.  Wilson  &  Son,  New- 
ark, N.  J. 

Radio  sales,  as  far  as  our  observation  is 
concerned,  have  been  very  disappointing  dur- 
ing the  past  year  to  all  concerned  in  the  trade. 
Many  opinions  have  been  expressed  to  us  as 
to  the  cause  of  this  recession  in  buying,  but 
none  of  these  opinions  seems  more  logical  than 
our  belief  that  the  average  consumer  interested 
in  buying  a  radio  set  this  past  season  has  been 
very  much  confused  as  to  the  true  meaning 
of  A.  C.  sets. 

Many  manufacturers  and  dealers  have  in  our 
opinion  injured  the  market  with  their  ads  of 
electrified  sets,  socket  power  and  house  current 
sets  and  other  such  phrases  which  have  in 
many  instances  misled  the  final  purchaser.  We 
believe  that  many  owners  of  three  and  four- 
year-old  sets  who  were  logical  prospects  for 
new  sets  this  season  have  stayed  out  of  the 
market  until  they  feel  more  nearly  satisfied 
with  the  products  that  are  being  offered  by 
retail  dealers. 

We  feel  that  next  season  with  the  A.  C. 
situation  more  clearly  understood  and  the  mar- 
ket generally  more  stabilized,  better  business 
may  be  expected.  We  believe  that  all  trade 
journals  and  other  publications  who  devote 
any  space  to  the  interest  of  the  radio  industry 
would  do  well  to  advocate  more  honest  adver- 
tising in  this  industry. 

An  Interesting  Treatise 

The  Dubilier  Condenser  Corp.,  New  York 
City,  manufacturer  of  the  Ducon,  which  is 
plugged  into  the  house  wiring  system  and  which 
makes  that  system  an  aerial  for  the  radio  set, 
has  issued  an  interesting  treatise  upon  "The 
Evolution  of  the  Light  Socket  Aerial."  This 
treatise  should  prove  of  value  to  talking  ma- 
chine dealers  who  operate  radio  departments. 


Gold  Seal 

.  RadioTubes  A 


GSX  226 

For  amplifica- 
tion and 
Audio  Fre- 
quency. 
List  Price,  $3. 


The  Great  Line 
for  1928 


More  and  more  jobbers  and  dealers  are 
finding  that  the  Gold  Seal  proposition  in- 
cludes EVERYTHING  to  assure  a  prof- 
itable business — 

(A)  Highest  quality  tubes  in  a  full  range 
of  types  to  meet  all  requirements.  (B)  A 
Policy  that  builds  success  on  giving  satis- 
faction in  all  dealings.  (C)  The  largest 
factory  in  America  making  tubes  exclu- 
sively. (D)  Most  complete  selling  helps 
for  dealers  and  jobbers.  (E)  Effective 
advertising — national  and  local. 

Write  today  for  full  information. 


GSX  280 
Full  Wave 
Rectifier. 
List  Price, 
$5.50. 


Gold  Seal  Electrical  Co., 
Inc. 

Z50  Park  Ave.  NEW  YORK 

All  Standard  Types 
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^he  G»sleyrBandbox  is  the 
leading  radio  otxo&sy-bemwe 


NOW 


90 


of  these 
wonderful 
tubes 


IN  POPULAR  DIVIDED  UNIT 
for  SMALL  SPACE  and  CONSOLE 
INSTALLATION  and 

$95  FOR  SELF  CONTAINED 
SINGLE  UNIT  TABLE  MODEL 


The  Crosley  Bandbox  is  now  supplied  in  two  models — the  602  in  which 
the  power  department  is  separate  from  the  receiver  and  the  704  in  which  it 
is  housed  in  the  same  case.  The  two  models  are  identical — there  being  no 
difference  in  the  amazing  performance  which  so  definitely  marks  the  Band- 
box 1928  greatest  radio. 

180  volts  on  the  plate  of  the  output  tube!  AC  sets  selling  up  to  $130,  do 
not  begin  to  deliver  such  voltage!  Complete  shielding  of  every  element, 
no  set  on  the  market  offering  such  a  feature  sells  for  less  than  $150. 

A  genuine  Neutrodyne !  A  high  degree  of  sensitivity!  Amazing  selectivity! 
Compare  the  Bandbox  with  any  set.  Convince  yourself  of  its  superiority 
and  make  1928  your  greatest  radio  year  by  giving  your  trade  the  greatest 
radio  value.  Some  Crosley  franchises  still  available.  Apply  at  once. 
Write  Dept.  26. 


The  amazing  new  RCA  alternating  cur- 
rent tubes— the  UX-226  and  UY-227— 
utilize  for  their  filaments  and  their  heating 
regular  house-lighting  current.  Current 
is  stepped  down  through  transformers. 
Rectifiers  are  not  used. 


the  radio  patents 
of  these  industries 


The  research  and  development  work  or 
these  great  industries — The  Radio  Cor- 
poration of  America,  The  General  Electric 
Co.,  The  Westinghouse  Co.,  The  American 
Telephone  and  Telegraph  Co.,  and  The 
Hazeltine  and  Latour  Corporations — are 
available  to  Crosley  engineers  in  the  con- 
stant advancement  of  Crosley  radio  de- 
sign. 

and  the  amazing 
capacity  of  this 
MERSHON  Electrolytic 
CONDENSER 


This  is  the 
602.  The  704 
is  half  again 

as  deep 


This  is  one  of  Crosley's  great  features. 
It  is  an  exclusive  Crosley  device.  It  is 
self-healing — will  last  indefinitely— never 
needs  attention  and  eliminates  the  danger 
of  blown  out  paper  condensers  which  are 
causing  so  much  trouble  in  electrically 
operated  sets. 


Crosley  is  licensed 
only  for  Radio 
Amateur,  Experi- 
mental and  Broad- 
cast Reception. 


RADIO 


THE  CROSLEY 
RADIO  CORP. 
Powel  Crosley, 
Jr.,  Pres. 

Cincinnati,  Ohio 


Montana,  Wyoming,  Colorado,  New  Mexico  and  West,  prices  slightly  higher. 
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Irving  J.  Westphal  Appointed  Manager 

of  Los  Angeles  Brunswick  Headquarters 

New  Executive  Formerly  Connected  With  Lyon  &  Healy,  Chicago,  and  Southern  California  Music 
Co. — Dealers  Report  Holiday  Business  Was  Good — Other  News  of  the  Trade 


Los  Angeles,  Cal.,  January  3. — The  general 
reports  from  the  various  phonograph  and 
radio  departments  indicate  that  the  holiday 
business  was  generally  good;  although  all  claim 


Irving  J.  Westphal 

that  they  could  have  taken  care  of  a  good  deal 
more. 

Irving  J.  Westphal,  who  has  been  appointed 
district  manager  of  the  Los  Angeles  branch, 
Panatrope  Division  of  the  Brunswick-Balke- 
Collender  Co.,  has  been  known  to  the  industry 
for  many  years,  having  been  connected  with 
Lyon  &  Healy  in  Chicago,  and  since  1911  with 
the  Southern  California  Music  Co.,  of  Los 
Angeles.  Through  his  experiences  in  the  re- 
tail end  of  the  music  business,  Mr.  Westphal 
will  be  in  position  to  greatly  improve  dealer 
service  from  the  branch,  as  well  as  be  of  great 
help  to  all  dealers  in  many  ways.  Mr.  West- 
phal is  gathering  about  himself  a  competent 
corps  of  assistants,  and  since  his  appointment 
the  Brunswick  situation  on  the  Coast  has  shown 
a  decided  improvement. 


George  E.  Morton,  southern  California  rep- 
resentative of  the  Victor  Talking  Machine  Co., 
is  treading  on  air  these  days,  filled  with  en- 
thusiasm over  the  success  of  the  new  Electrola 
models.  The  9-55  Combination  Automatic- 
Electrola-Radiola,  which  sells  for  $1,550,  has  met 
with  a  ready  and  remarkable  sale  during  the 
few  weeks  since  its  introduction,  and,  in  the 
opinion  of  Victor  dealers,  it  hit  the  market 
at  the  psychological  moment.  The  models 
10-70  and  9-25,  selling  for  $1,100  and  $1,150, 
respectively,  have  also  enjoyed  brisk  sales. 

Irving  Westphal,  southern  California  man- 
ager phonograph  division  of  Brunswick-Balke- 
Collender  Co.,  reports  very  satisfactory  sales 
for  the  last  quarter  of  the  year.  The  month 
of  November  was  especially  good  and  Decem- 
ber followed  with  excellent  volume.  The 
models  138-C  and  148-C,  selling  for  $1,175  and 
$1,275,  respectively,  have  been  very  good  in 
Los  Angeles,  while  in  the  country  the  sale 
of  the  medium-priced  instruments,  including 
the  $160  model,  have  been  exceedingly  satis- 
factory. Since  the  change  in  the  prices  of 
Brunswick  records  last  November,  the  volume 
of  sales  has  shown  an  increase  of  over  100 
per  cent,  and  at  the  same  time  reflects  to  the 
credit  of  J.  Littel,  special  record  field  salesman. 
J.  T.  Jenkins,  city  salesman,  is  resting  a  little 
after  his  strenuous  holiday  rush,  and  John  'P. 
Murphy  is  in  town  for  a  change  after  making 
a  final  tour  over  his  extensive  territory. 

F.  B.  Simpson,  general  manager  of  the 
Brunswick  Co.  in  southern  California,  ex- 
pressed himself  as  well  pleased  with  the  show- 
ing  of  the   phonograph  division. 

C.  P.  McGregor,  manager  of  the  phonograph 
division  in  San  Francisco  and  northern  Cali- 
fornia, visited  Los  Angeles  during  the  last 
week  of  December.  He  reoorted  excellent 
business  in  his  territory. 

W.  H.  Lawton,  southern  California  and  Ari- 
zona branch  manager  of  the  Columbia  Phono- 
graph Co.,  is  much  pleased  with  the  final 
results  for  1927  and  feels  extremely  optimistic 
in  regard  to  the  prospects  for  1928.  He  de- 
clared that  his  salesmen  have  been  "hitting  on 
all  six"  and  have  won  the  goodwill  of  dealers 


In  announcing  Allen  Portables 
to  our  Dealers,  we  feel  that  we 
are  presenting  them  with  the 
finest  line  ever   shown,  and 
nationally    advertised,  giving 
them  an  opportunity  for  fuller 
profits  and  additional  business. 
You  all  know  our  service  is 
prompt,  complete,  and  always 
open  to  you.    May  we 
suggest  that    you  call 
upon   us  NOW  for 
samples  and  catalog 
of  Allen  Portables. 


WILLIAM  A. 
CARROLL,  INC. 

16487  Woodward  Avenue 

Detroit,  Michigan 


TYPE  M  RECORDING  WAX 

Developed  for  Electrical 
Recording.  Works  at  70°  or 
Normal  Room  Temperature 

F.  W.  MATTHEWS  i6  $S2B&*$?z. 


in  their  respective  territories  and  been  re- 
warded with  the  maximum  of  orders.  Record 
sales  have  increased  enormously  during  the 
past  few  months. 

A  very  strong  effort  is  being  made  to  clear 
up  the  causes  of  interference  which  occur  in 
various  parts  and  sections  of  the  country  and 
which  emanate  from  power  stations,  leaks  in 
power  lines,  wig-wag  signals,  X-ray  machines 
and  other  disturbances.  A  special  committee 
has  been  formed  and  includes  Don  C.  Wallace, 
National  Co.,  Inc.;  G.  R.  Walters,  French 
Battery  Co.;  K.  G.  Ormiston,  Radio  Doings; 
Lloyd  (Marshall,  Jr.,  and  H.  R.  Harper,  as  well 
as  representatives  and  engineers  from  the 
power  companies,  electric  railway  and  tele- 
phone companies.  A  special  form  of  question- 
naire has  been  sent  out  and  the  complaints 
are  examined  by  the  committee  at  weekly  get- 
together  meetings. 


Oro-Tone  Go.  Announces 

Interesting  New  Products 

The  Oro-Tone  Co.,  Chicago,  prominent  manu- 
facturer of  reproducers,  tone  arms  and  ampli- 


Oro-Tone  Reproducer  No.  101 

ficers,  has  just  announced  the  introduction  of 
interesting  new  products. 

Two  attractive  new  type  reproducers  and 
two  tone-arms  of  "different"  design  are  being 
introduced. 

According  to  Thomas  A.  Gait,  the  new  gen- 
eral manager  of  the  company,  these  products 
have  unusual  qualifications  from  the  standpoints 
of  tonal  reproduction  and  volume.  The  claims 
for  each  are  broad,  and  it  will  be  interesting  to 
note  the  reception  they  are  accorded  by  the 
trade  and  manufacturers. 


Dr.  F.  A.  Kolster  Tells  of 
Direction  Finding  by  Radio 

Direction  finding  by  radio,  important  to  the 
navigator  at  sea  and  the  pilot  in  the  air,  made 
long  strides  forward  during  the  past  year,  ac- 
cording to  Dr.  F.  A.  Kolster,  inventor  of  the 
Kolster  radio  compass  and  chief  research  engi- 
neer of  Kolster  Radio,  manufactured  by  Fed- 
cral-Brandes,  Inc.,  of  Newark,  N.  J.  Dr.  Kolster 
states  that  a  total  of  45  radio  beacon  stations 
are  now  in  operation  along  the  coasts  of  the 
United  States  and  twelve  more  are  under  con- 
struction, which  is  an  increase  of  50  per  cent 
over  the  total  of  all  previous  years,  since  the 
first  "radio  fog  signal"  was  established  near 
New  York  in  1921.  In  addition  to  a  large  num- 
ber of  naval  vessels,  it  is  estimated  that  more 
than  one  thousand  commercial  ships  are  now 
equipped  with  radio  compasses  or  direction 
finders. 


The  Newest  in  Radio 


three  variable  voltages  are  also  avail- 
able, as  follows:  detector  voltages,  22 
to  45,  adjustable;  R.F.  voltages,  50 
to  75,  adjustable,  and  A.F.  voltages, 
90  to  135,  adjustable.  The  voltages  as 
indicated  make  it  impossible  to  place 
an  excessive  or  harmful  voltage  where 
it  does  not  belong.  The  case  is  fin- 
ished in  black  crackle  lacquer.  It  is 
compact,  measuring  ll/2  inches  high, 
llA  inches  wide  and  7^2  inches  long. 


All-Electric  Radio 

Chas.  Freshman  Co.,  Inc.,  New  York 
City.  All-electric  Equaphase  model 
G-10  contained  in  cabinet  and  com- 
plete with  tubes,  cone  speaker  and 
power  unit.  Illuminated  dial  is  cali- 
brated in  wavelengths  for  simplicity  in 
tuning.  Cabinet  has  panels  of  genuine 
mahogany  attractively  inlaid.  A  desk 
type  drop  panel  covers  the  set  when 
not  in  use  and  provides  a  convenient 
rest  while  it  is  being  operated.  Price 
range  from  $153  to  $500. 


A.C.  Receiving  Set 

Atwater  Kent  Mfg.  Co.,  Philadel- 
phia, Pa..  Model  37  house  current 
all-electric  A.C.  receiving  set.  A  six- 
tube  receiver  comprising  three  stages 
of  radio  frequency  amplification,  a 
detector  and  two  stages  of  audio  fre- 
quency amplification.  The  set  is  single- 
dial  controlled  and  is  self-contained 
in  a  metal  cabinet  which  completely 
shields  the  electrical  assembly,  includ- 
ing power  supply  which  in  turn  is  sur- 
rounded by  metal  shields.  Finished 
in  brown  and  gold  or  bronze  and  gold. 
Dimensions:  length  17M  inches,  depth 
10%  inches,  height  7%  inches,  net 
weight  37  pounds ;  packed  for  ship- 
ment 48  pounds. 


"B"  Battery 


Loud  Speaker 


Temple,  Inc.,  Chicago,  111.  Powerola 
loud  speaker,  incorporating  complete 
audi©  frequency  system,  matched  with 
a  Temple  air  column  and  reproducing 
unit  so  as  to  give  the  most  uniform 
sound  output.  Power  amplifier  consists 
of  especially  designed  audio  system, 
using  standard  UX-266  tube  as  one 
stage  with  a  push-pull  stage  of  two 
UX-171-A  tubes:  rectifying  system 
uses  a  UX-2S0  tube:  furnished  in  wal- 
nut cabinet.  Can  also  be  used  as  com- 
plete phonograph  unit  by  addition  of 
conventional  magnetic  pick-up.  Power- 
ola licensed  under  patents  of  Radio 
Corp.  of  America  and  associated  com- 
panies, and  sold  only  with  tested 
standard  RCA  tubes.  Price  of  com- 
plete set  of  tubes,  $17;  price  of  Power- 
ola, without  tubes,  $295,  West  of 
Rockies  $312. 


French  Battery  Co.,  Madison,  Wis. 

Master  Ray-O-Vac,  No.  9303,  a  45- 
volt  "B"  battery  of  the  vertical  type. 
Thirty  extra  large  cells  give  45  volts 
with  one  intermediate  tap  at  22J4 
volts.  Is  equipped  with  screw-post 
terminals,  and  is  used  with  radio  re- 
ceivers of  four  or  more  tubes.  Dimen- 
sions, including  terminals,  are  8  inches 
by  4J6  inches  by  TA  inches.  Lists  at 
$4.75. 


Power  Supply  Unit 

National  Co.,  Inc.,  Maiden,  Mass. 
National-B,  type  7180,  power  supply 
unit  will  supply  70  milliamperes  at  ISO 
volts,  sufficient  for  operating  the 
largest  radio  set,  equipped  with  the 
UX-171  power  tube.  In  addition  to 
the  fixed  power  tube  voltage  of  180, 


A.C.  Tube 

Arcturus  Radio  Co.,  Newark,  N.  J. 

Hi-Mu  tube,  type  A.C.  32,  mounted  on 
a  standard  four-prong  base  plugging 
into  the  usual  UX  socket.  The  tube 
is  of  a  heater-cathode  type,  operating 
from  a  15-volt  source,  the  heater  con- 
suming .35  ampere.  The  amplification 
constant  of  the  A.C.  type  32  tube  is 
30,  the  plate  impedance  40,000  ohms 
and  the  mutual  conductance  700  ohms. 
The  tube  is  recommended  for  use  with 
an  applied  amplifier  voltage  of  180  and 
higher,  and  a  grid  bias  potential  of 
minus  1.5  volts. 


Two  New  Radio  Sets 

Apex  Division,  United  States  Elec- 
tric Corp.,  Chicago.  The  Apex  Milan 
electric  6-tube  neutrodyne  receiver, 
with  three  stages  of  radio  frequency, 
detector  and  two  stages  of  audio 
amplification.  Single  and  Positive 
drum-drive  control.  Equipped  with 
cone  speaker  and  supplied  in  cabinet 
of  5-ply  selected  walnut  with  three- 
coat  lacquer  finish.  List  price,  less 
tubes,  $192.50. 

The  Apex  Division,  United  States 
Electric  Corp.,  Chicago.  The  Music 
Chest,   6-tube,   shielded   D.C.  neutro- 


dyne receiver  with  three  stages  of 
radio  frequency,  detector  and  two 
stages  of  audio  amplification.  The 
Music  Chest  has  Single  and  Positive 
drum-drive  control,  illuminated  dial 
and  is  supplied  in  a  5-ply  selected  wal- 
nut cabinet  with  a  natural  wood  panel. 
Retail  price,  $65,  less  accessories. 


Eliminator 


The  Abox  Co.,  Chicago,  III.  A  four- 
volt  Abox  "A"  battery  eliminator  for 
the  operation  of  all  sets  using  199-type 
tubes,  including  Radiolas.  This  unit 
will  operate  receivers  using  up  to 
twelve  tubes,  and  is  basically  the  same 
in  principle  as  the  Abox  six-volt  "A" 
battery  eliminator.  In  it  is  incorpo- 
rated the  Abox  filter,  containing  elec- 
trolytic condensers  of  large  capacity. 
The  Abox  unit  supplies  full-power  "A" 
voltage  direct  from  the  light-sor.liet 
to  any  receiver  without  changes  in 
wiring  or  tubes. 


Electrical  Pick-up 

Pacent  Radio  Corp.,  New  York  City. 

Phonovox  electrical  pick-up  equipped 
with  an  adapter  for  use  on  all  radio 
receivers  using  A.C.  tubes.  Is  known 
as  Catalog  No.  105- AC  and  lists  for 
$12.50.   


Eliminator 


Fansteel  Products  Co.,  Inc.,  North 
Chicago,  111.  Balkite  "AB"  replacing 
"A"  and  "B"  batteries,  supplying 
radio  current  from  the  light-socket. 
Operates  only  while  set  is  in  use.  Is 
of  the  electrolytic  type,  contains  no 
voltage  controls  and  requires  no  atten- 


tion other  than  the  addition  of  water 
three  or  four  times  a  year.  Furnished 
in  two  models :  No.  6-135,  for  receiv- 
ers using  six- volt  "A"  batteries  and 
either  201  or  112  tubes,  priced  at 
$64.50,  and  No.  6-180,  serving  any 
standard  receiver  using  a  six-volt  "A" 
battery  and  either  201A,  112  or  171 
tubes,  priced  at  $74.50. 


Electric  Receivers 

The  A-C  Dayton  Co.,  Dayton,  O. 
Four  models:  the  XL-50  electric  con- 
sole compact  six-tube  receiver  and 
XL-60  electric  console  full-size  six- 
tube  receiver,  same  cabinet  used  on 
both    models,    and    contains  built-in 


speaker  of  large  sea-shell  type  which 
gives  low,  full  tones;  the  XL-50  elec- 
tric console  grand  and  the  XL-60  elec- 
tric console  grand,  both  models 
installed  in  A-C  Dayton  Duophonic 
reproducing  console  grand  cabinet,  re- 
production obtained  by  use  of  two 
speakers.  List  prices  of  models  in 
order  named :  $230,  $260,  $320  and  $350. 


Filtering  Device 

Janette  Mfg.  Co.,  Chicago,  111.  New 
filtering  device  on  rotary  converters, 
used  for  operating  A.C.  receivers  on 
direct-current  circuit.  Furnished  in 
two  sizes :  one  converting  direct  cur- 
rent to  60-cycle,  110-volt  alternating 
current  with  a  capacity  of  .3  K.V.A., 
the  larger  size  produces  .5  K.V.A.,  60- 
cycle,  110-volt  alternating  current  and 
is  recommended  for  heavy  duty,  such 
as  demonstrating  A.C.  sets  in  radio 
stores.  Both  machines  may  be  ob- 
tained without  filter,  which  is  required 
only  when  machine  is  to  be  used  for 
radio  operation. 
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Northwestern  Victor  Co.  of  Seattle 

Presents  Automatic  Electrola  Radiola 

Scries  of  Recitals  Was  Given  at  the  Olympic  Hotel  to  Selected  Audiences  of  3,500  of  the  City's 
Leading  Residents — Dealers  Benefit  From  the  Exploitation  Work  and  Publicity 


A  series  of  recitals  arranged  by  the  North- 
western Victor  Company  of  Seattle  was  given 
at  the  Olympic  Hotel  in  presenting  to  the  pub- 
lic the  new  model  machines  of  which  the  Au- 


Demonstrating  the  Victor  Automatic 


tomatic-Electrola-Radiola  was  the  machine  of 
leading  interest. 

Before  the  public  inspection  a  dealers'  meet- 
ing and  pre-showing  was  arranged.  On  one 
evening  at  a  dinner  given  by  the  company  the 
principals  and  officials  of  the  three  newspapers 
were  given  a  demonstration.  An  impressive 
talk  stressing  quality,  simplicity  and  ease  of 
operation  was  given  by  C.  B.  Gilbert,  presi- 
dent of  the  company.  He  also  discussed  selec- 
tivity of  program. 

Invitations  were  sent  out  to  3,500  of  the  best 
people  of  Seattle,  and  in  the  two-day  public 
demonstration  approximately  1,500  attended. 
Several  good  prospects  were  lined  up,  which 
were  turned  over  to  the  dealers.  All,  however, 
were  enthusiastic  over  the  instruments  and 
generous  in  their  praise.  On  the  day  following 
the  pre-view  the  dealers  were  supplied  with 
the  instruments,  for  display  in  their  individual 
stores. 

The  machines  characterize  the  grace  and 
beauty  of  the  Italian  Renaissance  period,  and 
are  of  eloquent  design.  During  demonstrations 
the  machines  were  operated  at  half-volume, 
and  only  once  was  the  full  power  turned  on. 
On  that  occasion  people  in  far  parts  of  the 
hotel  were  conscious  of  the  music  and  thought 


a  symphony  recital  was  being  offered.  When 
operated  at  the  smallest  possible  volume,  the 
tones  are  still  perfectly  distinct,  soft  and 
resonant,  resulting  from  perfection  in  reproduc- 
tion. 

One-half  of  the  Automatic-Electrola-Radiola 
encloses  a  powerful  eight-tube  Radiola  super- 
heterodyne. Shaded  lights  illuminate  the 
dials,  within  the  cabinet  the  loop  antennae  is 
concealed,  and  a  beautiful  radio  in  keeping  with 
the  Victrola  is  available  when  desired. 

Main  offices  of  the  Northwest  Victor  Dis- 
tributing Company  are  maintained  in  Seattle 
with  a  branch  office  in  Portland.  C.  B.  Gilbert 
is  president,  Thomas  T.  Evans,  sales  manager, 
and  Joseph  Tami,  factory  expert. 

"Talk-Back"  Phonographic 
Recorder  in  Big  Demand 

Distributors  Being  Appointed  in  Important 
Trade  Centers — Being  Used  by  Musicians  and 
Entertainers  in  Homes  and  Studios 


A  new  product,  the  "Talk-Back"  phono- 
graphic recorder,  which  was  introduced  to  the 
trade  a  short  time  ago  by  the  Talk-Back  Pho- 
nographic Recorder  Co.,  Los  Angeles,  Cal.,  is 
meeting  with  a  healthy  demand  throughout  the 
country,  and  has  been  received  enthusiastically 
by  distributors  in  various  cities,  including  those 
located  in  Chicago,  St.  Louis,  Detroit  and  other 
centers.  The  "Talk-Back"  enables  the  user  to 
make  his  own  vocal,  instrumental  or  speaking- 
records  at  home  on  any.  phonograph,  and  it 
may  also  be  utilized  to  preserve  on  records 
radio  programs  of  famous  entertainers,  operas, 
musical  organizations  and  singers. 

Through  its  use,  many  musicians  are  improv- 
ing their  technique,  and  in  Chicago  the  "Talk- 
Back"  is  in  use  in  the  studios  and  homes  of 
many  stage  and  musical  celebrities,  including 
Benny  Meroff,  Al  Kvale,  Charles  Kaley,  Tom 
Brown,  Ben  Pollack,  Fannie  Brice,  Sophie 
Tucker  and  Myrtle  Gordon.  The  instrument  is 
also  finding  increasing  favor  in  dramatic,  vocal 
and    foreign-language    schools.     The  records 


made  with  the  "Talk-Back"  are  said  to  play 
with  plenty  of  volume,  and  may  be  played  over 
and  over  again.  The  manufacturers  have  experi- 
mented with  and  perfected  the  product  over  a 
period  of  five  years,  and  have  announced  that 
a  quarter  of  a  million  dollars  have  been  in- 
vested in  experimental  work,  laboratory  and 
manufacturing  equipment. 

E.  Lindell,  in  charge  of  sales  for  the  Talk- 
Back  Phonographic  Recorder  Co.,  has  spent  the 
past  few  weeks  in  the  Middle  West,  making 
his  headquarters  in  Chicago.  He  reports  that 
very  satisfactory  progress  in  the  distribution 
and  sale  of  the  product  has  been  made  during 
the  past  few  months,  and  an  aggressive  plan 
of  sales  promotion  is  to  be  placed  behind  the 
"Talk-Back"  recorder  in  1928. 

E.  S.  Schenkel  Go.  to  Act 

as  Manufacturers'  Agent 

New  Company  Headed  by  Emil  S.  Schenkel, 
Well  Known  in  Trade,  to  Specialize  in  Radio 
Merchandising  in  New  York  Area 


The  E.  S.  Schenkel  Co.  has  been  formed  in 
New  York  City  as  a  manufacturers'  representa- 


Emil  Schenkel  at  His  Desk 

tive  specializing  exclusively  in  radio  merchan- 
dising in  the  New  York  territory. 

Emil  S.  Schenkel,  head  of  the  new  organiza- 
tion, needs  no  introduction  in  either  the  talking 
machine  or  radio  field.  For  many  years  he  was 
connected  with  the  Plaza  Music  Co.,  New  York 
City,  which  earned  for  him  a  wide  circle  of  ac- 
quaintances and  a  host  of  friends  in  both  these 
allied  industries.  Here  he  also  gained  an  inti- 
mate knowledge  of  the  needs  of  the  trade. 

The  plans  of  the  new  company  are  interest- 
ingly set  forth  in  an  attractive  leaflet  entitled, 
"Put  it  up  to  men  who  know  New  York's  vast 
radio  market."  To  quote  from  this  leaflet: 
"The  metropolitan  market  presents  a  complex 
problem  to  the  radio  manufacturer  seeking  to 
enter  it.  The  area  to  be  covered  is  so  vast, 
so  compact,  so  varied,  so  intensely  competitive 
that  the  manner  of  selling  it  becomes  almost  be- 
wildering. The  Schenkel  Co.  are  marketers. 
But  they  have  no  set  or  pet  plan.  They  do  not 
go  about  the  marketing  of  every  product  in  the 
same  prescribed  or  stilted  way.  That  is  because 
we  recognize  that  there  is  no  one  way,  and  at 
the  same  time,  no  sure  way,  of  doing  the  thing. 
But  in  those  cases  where  our  personnel  have 
been  called  in  at  the  outset  we  have  been  able 
to  devise  methods  that  have  accomplished  the 
results  sought."  The  E.  S.  Schenkel  Co.  took 
possession  of  its  new  offices  at  45  West  Forty- 
fifth  street  on  January  1. 


Sonora  Line  in  Demand 


St.  Louis,  Mo.,  January  5. — A.  B.  Mayer 
of  Mayer  &  Co.,  Inc.,  Sonora  distributor,  re- 
rorts  that  dealers  are  showing  much  interest 
in  the  new  Sonora  plans  and  products  and  are 
enjoying  a  good  demand  for  the  Sonora  phono- 
graph and  radio  models  Territorial  franchises 
are  being  granted  rapidly. 


Through  Eye  and  Ear 
Columbia  Tells  the  World 


Columbia  products  are  being  impressed  upon  the  minds  of 
the  great  consumer  public  both  through  the  eye,  by  national 
newspaper  and  magazine  advertising;  and  the  ear,  via  radio 
broadcasting. 

The  radio  programs  of  the  Columbia  Phonograph  Com- 
pany are  attracting  nation-wide  attention.  Featuring  ex- 
clusive Columbia  recording  artists,  the  outstanding  stars  in 
their  particular  field  of  music,  a  great  demand  is  being 
stimulated  not  only  for  their  recordings,  but  for  all  Colum- 
bia Viva-tonal  Records  and  the  entire  Columbia  line. 

Cash  in  with  Columbia.    Let  us  tell  you  how 


Lincoln  Fixture  and  Supply  Company 

828-834  P  Street,  Lincoln,  Neb. 
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Radio  and  Talking  Machine  Trade  in 

Kansas  City  Reports  Big  December  Volume 

Volume  of  Business  for  Month  Showed  Increase  Over  Same  Period  of  Last  Year — Brunswick 
Dealers  Tie  Up  With  Appearance  of  Nick  Lucas — Columbia  Record  Broadcast — Other  News 


Kansas  City,  Mo.,  January  7. — Talking  ma- 
ihine  and  radio  business  for  the  month  of 
December  was  most  satisfactory  to  the  retail 
and  wholesale  trade  here.  The  volume  of  busi- 
ness compared  favorably  with  that  of  last 
year  and  showed  a  good  increase  in  most  cases. 

Radio  continues  to  increase  in  favor  here, 
and  both  distributors  and  retailers  report  the 
best  activity  they  have  ever  experienced  in  this 
line. 

Nick  Lucas,  "The  Crooning  Troubadour,"  ex- 
clusive Brunswick  artist,  is  now  in  the  midst 
of  one  of  the  most  successful  tours  of  the 
vaudeville  circuit  that  a  recording  artist  ever 


Theatre  Tie-Up  With  Nick  Lucas 


had.  That  is,  it  is  successful  for  the  dealer 
from  the  standpoint  of  record  sales.  Typical 
examples  of  successful  tie-ups  are  the  recent 
appearances  of  Lucas  in  Kansas  City  and  Des 
Moines,  where  the  branch  in  the  first-named 
city  and  Harger  &  Blish,  Brunswick  distrib- 
utors, in  the  latter,  co-operated  with  dealers, 
the  theatre  and  with  Lucas  when  he  appeared 
in  those  cities.  Dealers  in  these  two  cities  left 
no  stone  unturned  to  develop  the  possibilities 
of  an  appearance  of  this  artist  to  the  utmost. 
Newspapers  carried  large  ads  throughout  the 
time  of  the  appearance;  window  displays  were 
devoted  successfully  to  Lucas  material,  and  the 
theatre  lobby  itself,  through  the  co-operation 
of  the  local  manager  on  the  Orpheum  circuit, 
had  all  the  earmarks  of  a  Brunswick  display 
room,  because  of  the  evidence  of  Brunswick 
material.  A  Panatrope  playing  Lucas  records 
was  in  the  lobby  during  the  week  prior  to  each 
appearance. 

Business  in  records  for  Christmas  exceeded 
all  previous  experience  of  the  music  houses  here. 
Popular  and  classical  recordings  were  both  in 
good  demand,  and  the  dealers  were  ably  as- 
sisted in  presenting  their  higher-class  selections 
by  the  Kansas  City  Star,  which  published  an 
article  on  December  11,  entitled  "For  a  Record 
Christmas,"  and  calling  attention  to  the  large 
number  of  recordings  of  music  in  the  larger 
forms,  which  before  the  development  of  the 
electro-microphonic  process  was  largely  denied 
to  the  great  majority  of  the  public.  The 
article  then  listed  many  of  the  outstanding  sym- 
phonic and  operatic  numbers  released  during 
the  year  by  Victor,  Columbia  and  Brunswick. 

The  Chickering  Ampico  Studio,  of  this  city, 
one  of  the  outlying  music  shops,  reports  that 
Christmas  business  in  Victor  machines  from 
$335  to  $1,150  had  been  excellent  with  them. 
Demand  for  combinations  has  been  exception- 
ally good.  The  Chickering  Ampico  Studio  finds 
that  the  Automatic  Orthophonic  has  developed 
a  very  nice  demand  for  Red  Seal  records  in 
sets  of  twelve,  providing  an  evening's  enter- 
tainment of  the  best  that  music  has  to  offer. 


The  Paul  Music  Shop  had  a  very  fine  Christ- 
mas business,  according  to  Mrs.  M.  M.  Paul. 
Especially  interesting  to  Mrs.  Paul  has  been  the 
success  which  they  have  had  with  their  radio 
lines,  which  they  added  only  last  Fall. 

The  new  Columbia-Kolster  is  reported  as  go- 
ing over  exceedingly  well,  according  to  the 
Sterling  Radio  Co.,  local  distributors  for  the 
Columbia  in  this  territory.  The  entire  Colum- 
bia line  is  meeting  with  fine  success  throughout 
the  territory,  C.  M.  Willis,  sales  manager  of  the 
company,  reports. 

Zenith  radios  have  been  experiencing  excel- 
lent demand,  according  to  the  Sterling  Co.  They 
announce  two  new  Zenith  dealers.  Harris 
Goar's,  of  Topeka,  Kans.,  and  the  Archer  Elec- 


tric Co.  of  Great  Bend,  Kans.  Kolster  radio 
also  is  in  strong  demand. 

As  a  special  advertisement  feature  the  Ster- 
ling Radio  Co.  has  inaugurated  a  regular  Co- 
lumbia-Kolster radio  broadcasting  hour  from 
9  to  10  daily  except  Sunday  on  KMBC. 

A  Kolster  Dealer  Club  has  been  organized 
here  with  W.  E.  Miller  of  the  Butler  Music  Co., 
as  president;  H.  A.  Spokesfield,  of  the  radio 
and  Brunswick  department  of  the  Kansas  City 
Power  &  Light  Co.,  vice-president,  and  C.  M. 
Willis,  sales  manager  of  the  Sterling  Radio  Co., 
secretary.  The  meetings  are  held  as  dinner 
meetings  at  the  Hotel  President.  H.  H.  South- 
gate,  of  the  Kolster  Co.,  will  address  the  next 
meeting. 


Will  of  Albert  M.  Steinert 


The  will  of  Albert  M.  Steinert,  who  died  re- 
cently, gives  practically  all  his  property  to  his 
wife,  with  the  proviso  that  upon  her  death  it 
will  go  to  charity. 


Attachment  No.  2 
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EXCELS  IN 

Value 
Quality 
Material 
Workmanship 
Simplicity 
Durability 
Practicability 


'WIN  THEIR  WAY 
BY  THEIR  PLAY." 


Reg.  U.  S.  Pa*.  Off. 
Noteworthy  for 

Grace 
Beauty 
Tone  and 
Execution 


With  its  full  curved,  continuously  tapered 
goose-neck,  made  of  seamless  brass  tubing, 
correct  in  principle,  faultless  in  design,  delight- 
fully harmonized  and  carefully  assembled,  it  is 

The  Latest  and  Best  Device  for  Playing 

LATERAL  CUT  RECORDS  on  the 
EDISON  DISC  PHONOGRAPH 


Made  by 


F.  C.  KENT  COMPANY,  Irvington,  N.  J. 

Manufacturers  of  Tone  Arms  and  Sound  Boxes 
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Continued  Interest  in  Combination  Units 
and  A.  C.  Sets  Heartens  Philadelphia  Trade 

Talking  Machine  and  Radio  Dealers  in  Quaker  City  Facing  1928  With  Optimism  Because  of  Sus- 
tained Public  Interest  in  High  Priced  Merchandise — News  of  the  Trade 


Philadelphia,  Pa.,  January  10. — With  a  bright 
future  indicated  in  the  present  continued  in- 
quiries for  many  of  the  talking  machine  stocks 
and  radios  and  their  allied  accessories  the 
Quaker  City  trade  is  facing  the  new  year  in 
optimistic  mood.  This  optimistic  attitude  is 
induced  by  the  continued  interest  displayed  on 
the  part  of  the  public  in  the  newest  types  of 
combination  radio  and  talking  machines  and 
the  straight  electrical  sets  that  were  introduced 
this  Fall.  The  list  of  orders  awaiting  ship- 
ments from  the  factory  that  will  be  needed  to 
fill  the  requirements  of  dealers  sold  ahead  is 
an  assuring  factor  that  the  early  1928  is  to 
be  one  of  activity  for  those  retailers  handling 
this  class  of  wares. 

The  holidays  were  lively  in  all  the  branches 
of  the  industry.  Distributors  experienced  dif- 
ficulty in  meeting  the  demands  for  the  types 
that  recently  have  been  introduced  in  elec- 
trically operated  radios  and  combination  talking 
machines — the  important  Fall  innovations  that 
have  stimulated  business  throughout  the  last 
quarters  of  the  old  year.  Both  distributors  and 
dealers  were  cleaned  up  on  the  new  inventions 
of  both  talking  machines  and  radios.  Where 
these  goods  were  not  available  substitutes  in 
talking  machine  types  of  the  later  improvements 
were  purchased,  and  one  of  the  local  distrib- 
utors disposed  of  numerous  supplies  of  the 
Victor  Orthophonic  for  these  purposes. 

Records  were  in  heavy  demand,  and  the  year's 
total  sales  among  the  distributors  topped  all 
records  in  the  history  of  the  firms. 

Closes  a  Profitable  Year 

H.  A.  Weymann  &  Son,  Inc.,  wholesale  Vic- 
tor distributors,  report  a  gratifying  holiday 
market  for  the  talking  machines  in  the  Ortho- 
phonic  and  electrical  combinations,  having 
cleaned  up  on  all  available  stocks  and  encoun- 


tering a  shortage  in  the  electric  types.  Total 
sales  of  records  and  the  year's  summary  of 
accounts  in  talking  machines  and  radio  com- 
binations discloses  the  fact  that  1927  was  a 
more  profitable  one  for  this  branch  of  the  busi- 
ness than  the  preceding  year. 

Desk  Calendar  Holiday  Gift 

Philadelphia  Victor  Distributors,  Inc.,  pre- 
sented to  their  many  friends  in  the  trade  at  the 
Christmas  season  an  attractive  desk  calendar  of 
the  daily  memorandum  type.  This  desk  pad 
will  well  serve  to  present  a  daily  reminder  of 
P.  V.  D.  Victor  service  to  the  many  recipients. 
Dealers  Tie  Up  With  Record  Boys 

During  the  appearance  of  the  Record  Boys, 
Brunswick  recording  artists,  at  the  State  Theatre 


Stieff's  Tie-Up  With  Artists 

in  Philadelphia,  the  dealers  in  that  city  co-oper- 
ated with  their  appearance  in  many  novel  and 
interesting  ways.  Prominent  among  the  co-opera- 
tive activity  was  a  window  display  arranged  by 
the  Stieff  Piano  Co.,  in  which  were  displayed  three 
life-size  figures  of  the  Record  Boys  with  startling 
effect.  The  theme?  of  the  window  was  that  of 
a  radio  broadcasting  station  with  a  microphone 


Guarantee 
Special 

Furnished  in 

COBRA  GRAIN  BLACK 
CROCODILE  BROWN 
SPANISH  BLUE 
SPANISH  GREEN 
SPANISH  RED 


Made  to  meet  the 
popular  demand 

COSTS  YOU  $8.00— RETAILS  FOR  $15.00 

GUARANTEE  TALKING  MACHINE  SUPPLY  CO. 

35  N.  NINTH  STREET  PHILADELPHIA,  PA. 

BMMB^^BWrite  (or  our  latest  Main  Spring  ChartSS^^525555555 


placed  before  the  figures,  as  the  Record  Boys  are 
among  the  best  known  radio  artists  in  the  country. 
The  actual  results  of  this  tie-up  by  the  Stieff 
Piano  Co.  were  realized  in  ^  healthy  increase  in 
record  business  and  an  awakened  public  interest 
in  the  store  itself. 

Advance  Orders  on  New  Victor  Models 

A  new  pinnacle  in  the  sale  of  records  was 
reached  by  the  Philadelphia  Victor  Distributors, 
Inc.,  in  the  past  year.  Like  other  distributors 
there  was  a  total  clean-up  on  the  newer  elec- 
trical types  of  combinations  and  talking  ma- 
chines, and  the  firm  is  endeavoring  to  replace 
depleted  stocks  at  an  early  date  in  order  to 
meet  the  waiting  list  of  orders  that  already 
have  been  placed  by  the  retailers  from  various 
sections  of  eastern  Pennsylvania  and  south  Jer- 
sey. The  "Four  Horsemen,"  who  comprise  the 
quartet  of  sales  representatives  of  the  company, 
were  in  conference  at  headquarters  here  during 
December  preparatory  to  a  tour  of  their  re- 
spective sales  territories  with  the  opening  of 
the  New  Year.  Those  who  left  during  the  cur- 
rent week  for  their  1928  initial  sales  trips  were 
Albert  E.  Hughes,  to  cover  eastern  Pennsyl- 
vania; George  A.  Tatem  and  Frank  Hovey,  to 
tour  the  city,  and  Harold  Cregar,  who  is  mak- 
ing the  round  of  southern  New  Jersey. 
Brunswick  Sales  Conference 

With  the  co-operation  of  Special  Represent- 
ative Sydney  Schwartz,  of  the  Chicago  head- 
quarters of  the  Brunswick-Balke-Collender  Co., 
the  Philadelphia  manager,  George  A.  Lyons, 
held  joint  conferences  with  the  sales  staff  in 
this  division  during  the  first  week  of  January. 
Coming  to  the  Quaker  City  headquarters  the 
ambassador  from  the  manufacturer  laid  before 
the  local  men  the  plans  for  campaigning  on 
the  Brunswick  in  the  new  year.  There  was  a 
bright  holiday  in  the  local  branch  through  the 
demands  made  on  it  for  the  Brunswick  Pana- 
trope  for  the  gift-giving  season.  No.  138  elec- 
tric combination  Panatrope  was  the  big  num- 
ber for  the  Quaker  City  trade,  and  more  orders 
than  could  be  filled  were  placed  here.  Several 
hold-over  orders  now  booked  will  keep  ware- 
houses depleted  for  the  new  year's  early  weeks. 
Brunswick  records  were  among  the  most  popu- 
lar of  the  well-known  makes  for  the  holidays. 
Columbia-Kolster  Popular 

Topping  the  list  of  heavily-bought  holiday 
merchandise  in  the  local  branch  of  the  Colum- 
bia Phonograph  Co.  was  the  Columbia-Kolster 
combination  which  was  introduced  to  the  trade 
six  weeks  ago.  It  proved  the  leader  in  the 
electric  group  for  those  retail  distributors  han- 
dling the  new  style.  With  the  appearance  of 
Ethel  Waters,  at  the  Gibson  Theatre  here,  the 
race  recordings  of  that  artist  were  leading  sales 
for  the  dealers  along  South  street,  where  many 
of  her  race  reside.  The  local  branch  of  the 
Columbia  tied  up  with  dealers  by  exploitation 
and  display  where  the  Ethel  Waters  records 
were  most  in  demand.  Manager  J.  J.  Doherty 
spent  the  early  days  of  the  New  Year  touring 
through  the  State  looking  after  repeat  orders 
on  the  Columbia-Kolster  combination,  so  that 
better  service  might  be  rendered  in  the  early 
weeks  of  1928. 

With  the  return  of  A.  A.  Schlesinger,  of  the 
Philadelphia  offices,  Foreign  Sales  division, 
from  a  vacation  in  his  home  city,  Chicago,  an- 
nouncement was  made  of  his  engagement  to 
Miss  Sylvia  Riskind,  daughter  of  Mr.  and  Mrs. 
J.  K.  Riskind,  of  the  Beach  View  Hotel,  in 
the  Windy  City,  and  the  prospects  of  an  early 
wedding  to  follow. 

Fire  Destroys  Stern  &  Co.  Building 

Fire  of  undetermined  origin  destroyed  the 
nine-story  building  occupied  by  Stern  &  Co., 
712-714  Market  street,  furniture  dealers,  with 
(Continued  on  page  94) 
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BRILLIANTONE 


NEEDLES 

Loud ! 
Louder ! ! 
Loudest ! ! ! 


YW/  HAT  a  volume  of  music 
from    Jumbo    Needles — 
just  the  wallop  that  the  young 
people  want  for  dancing. 

Jumbo  Needles  are  the  new- 
est thing  in  the  phonograph 
business  and  they're  selling 
without  dealers  using  selling 
effort.  Profits  are  only  part 
of  it.  Records  sound  so  much 
better  with  Jumbo's  that  your 
customers  invariably  "want 
more  records."  Send  for  a 
few  samples! 


LOUDEST  MADE 

JUMBO 


NEEDLES 

R  THO SE  WHO  CRAVE 


BrilliantoneSteel  Needle 


COMPANY  of  AMERICA 


INC. 


370    SEVENTH  AVENUE 


NEW  YORK  CITY 
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a  large  department  business  in  talking  machines, 
pianos  and  radios.  The  fire  originated  in  the  cel- 
lar and  spread  quickly  through  the  entire  struc- 
ture destroying  several  hundred  thousand  dol- 
lars' worth  of  merchandise  and  gutting  the 
building  completely.  The  flames  for  a  time 
threatened  the  adjoining  music  store  of  the 
Bellak  Co.,  also  a  dealer  in  pianos,  radios  and 
talking  machines. 

Strong  Demand  for  New  Atwater  Kent 
Since  the  first  of  the  current  month  there 
has  been  a  very  gratifying  demand  for  the 
newly  introduced  Model  37,  all-electric  style 
of  the  Atwater  Kent  radio  which  was  brought 
out  after  the  holidays  by  the  nationally  known 
manufacturers  with  headquarters  in  this  city. 
The  C.  J.  Heppe  &  Son  Co.  has  been  featuring 
this  new  type  at  $138  complete  in  a  special 
drive  since  its  introduction,  and  it  has  been 
the  sensation  of  the  1928  offerings.  There  have 
been  continued  orders  for  the  Victrola-Radiola 
combinations  from  those  customers  who  were 


ZV,  inchee  di&mxtw 
Patented  1922 


Velvaloid  Record  Brush 

Ideal  for  advertising  purposes  or  resale.    Write  us  for  full  information. 

PHILADELPHIA  BADGE  CO. 

Manufacturers 

Philadelphia,  Pa. 


942  Market  Street 


not  able  to  secure  them  during  Christmas  week 
because  of  unprecedented  demand  of  the  gift 
season.  Manager  Leo  Cromson,  of  the  Heppe 
radio  and  talking  machine  department,  has  been 
placing  this  section  of  the  business  in  the  fore- 
front ranks  of  the  local  trade  within  the  year 
through  his  clever  sales  campaigning  and  ex- 
ploitation stunts  at  the  store,  1117  Chestnut 
street. 

With  the  return  to  health  of  Florence  J. 
Heppe,  head  of  the  company,  after  almost  a 
year  of  illness,  there  was  revived,  this  Christ- 
mas, the  Yuletide  custom  which  he  instituted 
seven  years  ago  of  greeting  his  neighbors  in 


The  Storm  Before  the  Calm 

THE  radio  industry  is  now  going  through  a  trying, 
stormy  period.  A  readjustment  is  taking  place  which 
is  uprooting  previously  held  notions  and  policies  and  in 
the  process  destroying  those  elements  which  are  not 
homogeneous  to  the  new  order.  But  out  of  the  chaos 
can  be  seen  emerging,  as  surely  as  day  follows  night,  a 
new  order  of  calm  and  stability  which  has  always  seemed 
to  the  astute  to  be  the  inevitable  trend  of  the  industry. 

And  among  those  who  will  weather  the  storm  and  enjoy 
the  calm  will  be  found  inevitably  the  manufacturer,  whole- 
saler and  dealer  who  builded  on  the  foundation  of  SERV- 
ICE. This  foundation  is  not  composed  of  selfishness, 
avarice,  disloyalty,  carelessness.    Its  stones  are  inscribed 


>incerity 
Endeavor 
Reliability 

rision 
Industry 
Cooperation 
iciency 

With  contentment  that  is  born  of  the  knowledge  of  Serv- 
ice well  rendered  we  enter  the  new  year  and  face  the 
new  order  ready  to  carry  on  and  justify,  as  in  the  past,  the 
confidence  and  trust  of  our  many  friends  in  the  trade 
who  have  helped  us  to  grow  and  whom  we  have  helped  to 
grow  with  us.  Our  hand  is  also  outstretched  to  help  those 
who,  storm-bewildered,  are  seeking  the  way  to  safety. 

DISTRIBUTORS  FOR 


Ei 


Vi 


Effic 


ORGS  L  E-Y 


KOLSTER 


Radiotrons 
and 
Rectrons 


TRILLING  &  MONTAGUE 

WHOLESALE  RADIO  MERCHANDISERS 
W.  Cor.  7th  and  Arch  Streets      £/'VW With Us "     PHILADELPHIA,  PA. 


Pelham  with  "Ye  Olde  Time  Carols,"  accom- 
panied by  ninety-six  singers,  and  chimes  played 
by  Charles  Mahoney,  who  made  the  first  chimes' 
record  for  the  Victor  Talking  Machine  Co., 
and  the  Troupe  of  Royal  Trumpeters,  the  well- 
known  quartet  of  lady  trumpeters.  Following 
a  tour  of  the  neighborhood  the  carolers  were 
entertained  on  Monday  evening  with  supper  at 
the  Pelham  Country  Club  by  Mr.  and  Mrs. 
Heppe.  Last  year  this  celebration  was  post- 
poned because  of  the  serious  illness  of  Mr. 
Heppe. 

New  Guarantee  Portables  Coming 

With  the  mid-January  days  there  will  be 
placed  on  the  market  two  new  portable  models 
by  the  Guarantee  Talking  Machine  Supply  Co. 
The  new  models,  retailing  for  $12.50  and  $22.50, 
will  give  a  durable  and  attractive  portable  at 
popular  prices  and  many  improvements  in  tone 
appurtenances  that  will  bring  them  up-to-date 
in  line  with  the  latest  types  of  talking  machines. 
The  Guarantee  Supply  Co.  is  developing  a  wide 
market  for  its  portables  and  repair  parts  and 
accessories  in  Central  and  Latin  America,  hav- 
ing distributors  in  Peru,  Chile,  Brazil  and  Co- 
lombia. There  is  a  wide  retail  sale  in  Havana, 
where  one  of  the  leading  dealers  has  made  the 
Guarantee  portable  a  feature  in  its  particular 
class  of  machines.  The  Southern  demands  will 
be  taken  care  of  by  E.  Bauer,  who  is  now 
traveling  through  the  South  as  far  as  Miami, 
and  who  will  make  a  stopping  point  at  Havana 
in  the  wind-up  of  the  itinerary.  The  early  1928 
demand  for  Guarantee  repair  parts  has  been  ex- 
ceptionally good  and  prospects  are  bright  for 
this  branch  of  the  business. 

The  Guarantee  Talking  Machine  Supply  Co. 
has  been  appointed  a  distributor  for  the  Elec- 
trophonic  tone  arm. 

M.  Grass  &  Son  Expand 
M.  Grass  &  Son  will  open  the  1928  season 
with  a  much-enlarged  store  through  the  acquisi- 
tion of  an  additional  floor  in  the  present  build- 
ing occupied  by  the  firm  at  27  South  Sixtieth 
street.  The  second  floor  of  the  structure  has 
been  leased  by  the  company  for  the  purpose 
of  opening  a  music  department  to  be  devoted 
to  the  instruction  in  piano  and  other  musical 
instruments,  and  the  rear  section  to  the  piano 
department.  There  will  be  placed  in  charge  of 
this  musical  educational  section  Emanuel  La 
Porte,  who  will  feature  the  Melody  Way  and 
Shefte  methods.  With  the  transfer  of  the  piano 
division  to  the  second  floor  the  lower  store 
will  be  given  over  entirely  to  the  radio  and  talk- 
ing machine  departments  with  larger  displays 
and  to  string  and  brass  instruments.  There 
will  be  featured  the  Atwater  Kent,  RCA,  Fada 
and  Zenith  sets  and  Victor  talking  machines 
and  supplies. 

Planning  a  Busy  1928 

While  the  extension  of  radio  sales  makes  pos- 
sible one  of  the  most  prosperous  years  for 
the  various  sets  distributed  through  the  Penn 
Phonograph  Co.,  of  which  T.  W.  Barnhill  is 
head,  the  early  days  of  the  month  and  new  year 
are  being  devoted  to  sales  conferences  by  fac- 
tory officials  and  executives  both  here  and  in 
the  New  York  headquarters  of  the  Fada  and 
Zenith.  Officials  of  the  companies  represented 
by  the  local  distribution  house  entertained  the 
sales  staffs  by  educational  and  informative 
talks  on  the  new  set  that  will  be  featured  in 
the  current  year.  District  Manager  C.  M.  Sher- 
wood held  conferences  at  headquarters  here  in 
Arch  street  the  week-end  after  Christmas 
when  he  outlined  the  campaign  on  the  Fada 
and  the  1928  policies,  creating  much  enthusiasm 
among  the  staff.  President  T.  W.  Barnhill 
{Continued  on  page  96) 
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5-ampere  Tungar 


The  two-ampere  Tungar 
has  a  special  post  which 
makes  it  a  trickle  charg- 
er, too. 


G-E  Tungar 
Trickle  Charger 


PROFIT  BUILDER/? 

Hundreds  of  thousands  of  sets  are  now  battery  operated. 
For  them,  there's  nothing  like  a  General  Electric  Battery 
Charger  for  constant  power.  If  it  is  permanently  connected, 
throwing  a  switch  at  night  means  fully  charged  batteries 
in  the  morning.  Tell  your  customers  this — and  sell  them 
a  Tungar — the  original  bulb  charger,  made  and  guaran- 
teed by  General  Electric. 


East  of  the  Rockies 
2-ampere  Tungar — 

$14 

5-ampere  Tungar — 

$24 

Trickle  Charger — 

$10 


Merchandise  Department 
General  Electric  Company 
Bridgeport,  Connecticut 


unpar 


REG.  U.S. 


PAT.  OFF. 


BATTERY  CHARGER 


Tungar — a  registered  trademark — is  found  only 
on  the  genuine.  Look  for  it  on  the  name  plate. 


Do  you  know  allabout  the 

THREE  PUNCH 
PLAN? 

If  you  don't,  ask  us  for  the 
whole  story — and  do  it 
now. 


GENERAL  ELECTRIC 
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journeyed  to  the  metropolis  for  the  two-days' 
conferences  with  the  Zenith  and  Fada  manu- 
facturers, and  going  over  the  New  Year  pros- 
pects for  the  Pathex,  moving  picture  products, 
also  distributed  through  this  local  firm.  While 
in  the  metropolis  he  was  entertained  at  the 
McAlpin  Hotel,  where  Vice-President  Paul 
Klugh  and  W.  B.  Gaynor,  district  manager  of 
Zenith  Corp.,  laid  before  the  jobbers  in  the 
district,  at  a  social  and  business  session  plans 
for  the  1928  sales  promotion  work  on  the 
Zenith.  Mr.  Ullman,  from  the  Boston  jobbing 
house  of  the  Zenith,  was  entertained  with 
President  Barnhill.  Following  the  Zenith  dis- 
trict meeting  at  the  McAlpin  Mr.  Barnhill  and 
the  sales  manager  of  the  Penn  Phonograph  Co. 
were  entertained  at  luncheon  on  Friday  of  last 
week.  Holiday  demands  for  the  new  Electric 
Zenith  were  far  in  excess  of  the  manufacturers' 
capacity,  owing  to  the  favorable  reception  by 
the  public  of  the  newest  A.C.  electric  sets. 
New  Firm  Plans  Expansion 

While  the  newly  opened  firm  of  C.  Raymond 
Rudrauff,  Inc.,  2014  Market  street,  is  now  fea- 
turing the  Victor  and  RCA  lines  the  officers  of 
the  company  are  planning  developing  the  busi- 
ness in  the  coming  year  with  branching  into 
other  lines  of  merchandise.  The  heads  of  the 
firm  long  have  been  linked  with  the  trade,  both 
Mr.  Rudrauff  and  J.  S.  Sibel  having  been  iden- 
tified with  the  executive  staffs  of  large  central 
city  dealers. 

George  Reese  in  New  Post 

George  Reese,  who  formerly  was  identified 
with  the  talking  machine  department  of  the 
Gewehr  Piano  Co.,  Wilmington,  Del.,  has  be- 
come connected  with  the  Robelen  Piano  Co.  in 
the  Diamond  State  Capital.  He  will  be  attached 
to  the  staff  of  the  talking  machine  and  radio 
department. 

New  Catalog  Attracts  Attention 

The  J.  A.  Fischer  Co.,  730  Market  street, 
has  been  highly  complimented  by  the  trade  on 
the  thoroughness  with  which  the  new  1928 
catalog  of  the  Valley  Forge  mainspring  and 
repair  parts  has  been  compiled.  From  all  parts 
of  the  nation  have  come  letters  to  the  head 
of  the  firm,  Julius  A.  Fischer,  telling  him  how 
helpful  the  catalog  has  been  in  aiding  selection 
of  parts  needed,  and  the  economy  in  time  as- 
sured by  the  tabulations  under  alphabetical  ar- 
rangement and  the  illustrations  showing  clearly 
the  articles  that  may  be  required.  Dan  Cupid 
was  busy  in  the  Yuletide  holiday  among  the 


PATHEX  Cameras  and 

Projector 

CiflCi 

Radio  Accessories 

Penn  Phonograph  Co. 

jJJ  FLa  d  i  o 

913  Arch  St.  Philadelphia 

staff  of  the  Fischer  Co.,  two  benedicts  that 
were  added  in  the  month  were  Milton  Leidner, 
head  shipper,  and  Martin  Krupnich,  New  York 
State  traveling  representative,  who  were  united 
in  matrimony  at  the  same  time  and  spent  their 
honeymoon  together  at  Niagara  Falls  and  Que- 
bec, during  the  early  weeks  of  the  current 
month.  Irvin  Epstan,  of  the  company,  is  mak- 
ing the  rounds  of  the  Ohio  trade  this  week  and 
will,,  throughout  January,  complete  his  itinerary 
of  the  trade  in  that  section. 

Quimby  Radio  Co.  Renews  Lease 

Although  the  leases  on  the  Estey  Piano  Co. 
store  at  Seventeenth  and  Walnut  streets,  which 
were  terminated  under  the  receivership  sales, 
affected  other  tenants  on  the  property  who  sub- 
leased from  the  piano  manufacturer,  it  did  not 
interfere  with  the  renewal  of  that  of  the  Quimby 
Radio  Co.  occupying  part  of  the  property.  The 
head  of  the  Quimby  Co.  is  Gerald  Quimby, 
whose  father,  Louis  Quimby,  was  formerly 
manager  of  the  Estey  Co.  here,  and  with  whom 
the  younger  Quimby  was  associated  in  the 
management  of  the  radio  department.  Since 
severing  his  connection  with  the  Estey  Co.  he 
has  continued  the  radio  business,  featuring  the 
Zenith  and  Radiola,  which  he  will  continue  to 
represent. 

Walter  Linton  on  the  Job  Again 

Walter  Linton,  who  is  among  the  prominent 
Victor  dealers  long  associated  with  the  Quaker 
City  trade  and  operating  two  stores  in  this  city, 
was  confined  to  his  home  for  several  weeks 
suffering  from  bronchitis.  He  has  now  recov- 
ered and  is  back  at  the  main  store,  4713  Frank- 
ford  avenue,  having  returned  to  business  last 
week. 

Add  New  Lines 

Hugh   B.   Dunlap,   1118  Girard  avenue,  has 


1928 


begins  our  64th  year  of  service  in  the 
Musical  Industry 

We  sincerely  appreciate  the  confidence  our  dealers 
have  manifested  in  our  house  in  the  past  and  will 
exert  even  greater  efforts  to  continue  to  merit  this 
confidence  during  the  year  of  1928. 

H.A.WEYMANN  &  Son,InC: 

1108  Chestnut  Street -Philadelphia,  Pa. 
Victor  Wholesalers 


been  extending  his  radio  department,  having 
now  installed  the  Atwater  Kent,  and  Mohawk 
and  Sonora  combinations  in  addition  to  his 
long-established  piano  business  with  its  history 
of  half  a  century  in  the  industry. 

The  C.  &  J.  Campbell  Co.,  3330  G  street,  has 
added  the  Stromberg-Carlson  radio  to  the  RCA 
line  which  formerly  was  the  sole  feature  of 
the  radio  department. 

The  store  of  Emmerts  added  the  Zenith  A.C. 
radio  to  its  talking  machine  and  radio  depart- 
ment, one  of  the  largest  in  the  Germantown 
avenue  section,  and  located  at  2626  German- 
town  avenue.  This  department  was  further 
augmented  by  the  addition  of  the  Steinite  to 
the  Atwater  Kent  and  RCA  lines.  The  new 
sets  were  made  features  of  the  holiday. 

Eldridge  R.  Johnson  Honored 

Announcement  was  made  during  December  of 
the  election  of  Eldridge  R.  Johnson,  founder 
of  the  Victor  Co.,  to  a  life  membership  on  the 
Board  of  Trustees  of  the  University  of  Penn- 
sylvania. On  September  20,  last,  Mr.  Johnson 
announced  a  gift  of  $800,000  to  the  university 
which  was  designated  the  "Eldridge  R.  John- 
son Foundation  for  Research  in  Medical 
Physics."  He  also  is  trustee  of  the  University 
Museum. 

Stewart- Warner  Get-Together  Dinner 

Distributors  and  dealers  of  the  Stewart-War- 
ner Speedometer  Corp.  radio  products,  coming 
from  all  parts  of  eastern  Pennsylvania,  southern 
New  Jersey,  Delaware  and  Maryland,  compris- 
ing the  Philadelphia  district,  attended  the  get- 
together  dinner  at  the  Penn  Athletic  Club  held 
in  late  December.  J.  B.  Suess,  distributor  of 
Stewart-Warner  products  for  this  district,  pre- 
sided and  welcomed  the  retailers  and  their  al- 
lies in  the  distribution  trade.  He  announced 
the  appearance,  with  the  new  year,  of  the  cor- 
poration's latest  alternating  current  radio  sets 
in  all  models,  and  his  informative  discussion  on 
latest  devices  met  an  enthusiastic  and  re- 
sponsive participation  by  those  assembled  from 
the  ranks  of  the  dealers.  Other  notable  speak- 
ers at  the  gathering  were  R.  H.  Woodford, 
radio  sales  manager  from  the  factory,  and  J. 
M.  Golten,  radio  engineer  of  the  Stewart-War- 
ner Corp.  One  of  the  latest  of  the  company's 
sets  had  been  hooked  up  in  the  dining-room, 
and  radio  programs,  including  that  of  the  com- 
pany's own  station,  supplied  the  entertainment 
throughout  the  dinner.  More  than  150  were 
present,  with  almost  every  community  repre- 
sented in  the  district  sending  a  dealer,  or  its  lo- 
cal distributor. 

Installs  "Talker"  Department 

For  the  first  time  in  the  history  of  the 
business  in  the  main  store  of  the  Lang  Piano 
Co.,  at  1204  West  Columbia  avenue,  there  has 
been  installed  a  talking  machine  department 
complete  with  records  and  accessories.  The  Lang 
Co.  conducts  four  other  stores  in  its  chain,  all 
featuring  talking  machines,  but  the  first  stocks 
of  this  branch  of  the  industry  to  be  installed 
in  the  original  headquarters  of  the  firm  were 
the  Brunswick  line.  After  the  new  year  is 
well  on  its  way  the  company  will  open  another 
store  to  be  announced  at  a  later  date. 

Outlines  Factors  in  1928  Success 

A  few  factors  for  success  in  the  new  year 
were  outlined  in  the  following  article  laid  be- 
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Gross-Brennan,  Inc.,  Organization  Holds 

Its  Third  Annual  Banquet  at  Hotel  Astor 

Thirty-one  Members  of  Staff  of  New  York  and  Boston  Stromberg-Carlson  Representative  Gather 
at  Annual  Event — Broadway  Stars  Entertain  Diners — Interesting  Talks  Given 


The  members  of  Gross-Brennan,  Inc.,  Strom- 
berg-Carlson radio  distributors,  of  New  York, 
thirty-one  strong,  held  their  Third  Annual  Ban- 


rnorning,  led  by  Jimmie  Caruso's  Orchestra,  as- 
sisted by  several  Broadway  stars,  including  Mor- 
ton Downey,  of  Excess  Baggage  and  Club  Rich- 


Third  Annual  Banquet  of  Gross-Brennan,  Inc.,  Stromberg-Carlson  Distributor 


quet,  on  Wednesday  evening,  December  28th,  in 
the  Rose  Room  of  the  Hotel  Astor. 

The  banquet  this  year  was,  to  the  minds  of  all 
present,  the  greatest  which  they  have  yet  held  and 
contained  many  interesting  high  spots. 

An  unusual  arrangement  of  toastmasters  war 
followed  in  the  persons  of  three  new  "babies"  in 
the  organization,  Messrs.  A.  C.  Barg,  Frank  Mc- 
Closkey  and  P.  B.  Collison.  This  distinction  was 
a  mark  of  appreciation  from  the  heads  of  the  firm 
as  a  tribute  to  the  success  which  these  newer 
members  of  the  organization  had  made  in  their 
short  period  of  employment. 

Ben  Gross  gave  a  very  interesting  talk  on  the 
subject  of  "Organization  Development"  and  Herb 
Brennan  talked  at  some  length  on  the  subject  of 
"Our  Ideals  of  the  Past — Our  Aims  and  Ideals 
for  1928."  Several  other  members  of  the  organi- 
zation were  called  upon  and  responded  with  inter- 
esting remarks  and  once  again  had  the  opportunity 
of  referring  to  the  happy  connection  which  they 
claim  with  Gross-Brennan,  Inc. 

A  very  interesting  group  of  entertainers  kept 
the  crowd  happy  until  the  wee  small  hours  of  the 


man;  Maxinc  Lewis,  of  Club  Richman;  Danny 
Dare,  of  The  5  o'Clock  Girl;  Leo  Donnelly,  of 
White  Lights,  and  several  vaudeville  artists,  in- 
cluding Dave  Franklin  and  Bert  Gilbert  and  Eddie 
Mulcahey,  the  Irish  monologuist. 

Gross-Brennan,  Inc.,  had  much  cause  for  cele- 
bration this  year  by  virtue  of  having  for  three 
successive  years,  including  1927,  reached  the  point 
of  sales  in  the  last  four  months  of  the  year  ex- 
ceeding the  twelve  previous  months.  An  analysis 
of  sales  during  1927  shows  that  the  average  retail 
sale  unit  was  over  $450  per  set,  indicating  an  ever 
increasing  demand  for  better  radios. 

Another  point  that  gives  this  organization 
plenty  of  reasons  to  be  proud  is  that  the  majority 
of  Stromberg-Carlson  dealers  in  the  Gross-Bren- 
nan territory  did  over  50  per  cent  of  their  total 
radio  business  on  Stromberg-Carlson  merchandise 
and  netted  two-thirds  of  their  profits  on  Strom- 
berg-Carlson sales  alone. 


Otto  B.  Heaton  recently  took  over  the  entire 
business  of  Heaton's  Music  Store,  Columbus, 
O.,  following  retirement  of  C.  W.  Heaton. 


The  Neiv  Improved  Janette 
Rotary  Converter  Type 
CB  \2-F,  a  heavy  duty  machine 
recommended  {or  dealer  use. 
Will  operate  either  A.C.  radio 
or  electric  talking  machine. 
Smaller  Converters,  with  or 
•without  filters,  are  also  obtain- 
able. Converter  must  be 
equipped  with  filter  when  in- 
tended for  radio  operation. 


Boosting  Radio  Sales 
in 

Direct  Current 
Districts 

Janette  Rotary  Converters  are  helping 
hundreds  of  dealers  in  direct  current  dis- 
tricts to  boost  their  A.C.  radio  and  elec- 
tric phonograph  sales. 

Dealers  who  formerly  were  prevented 
from  demonstrating  their  A.C.  machines, 
can  now  give  faultless  demonstrations  of 
ALL  machines,  grounded  or  ungrounded. 

The  New  Improved  Filtering  Device 
assures  silent  operation.  Janette  Con- 
verters occupy  an  extremely  small  space 
— easily  placed  out  of  sight. 

Write  for  low  prices  and  full  information 

Janette  Manufacturing  Co. 

554  W.  Monroe  St. 
CHICAGO 

Singer  Building  Real  Estate 


147  Broadway, 
New  York 


Trust  Building 
Philadelphia 


Trade  Activities  in  the 

Philadelphia  Territory 

{Continued  from  page  96) 
fore   the   dealers  and  the  trade  generally  by 
Sydney  Schwartz,  special  Chicago  representa- 
tive of  the  Brunswick  Co.,  upon  his  recent 
visit  to  the  Philadelphia  offices: 

"The  music  retailer  vs.  the  music  merchant 
is  the  designation  between  future  success  and 
failure.  Each  year  since  the  World  War  the 
absolute  necessity  of  being  a  merchant  in  order 
to  survive  has  been  forcefully  proved.  No 
longer  is  it  possible  for  the  retailer  to  sit 
comfortably  back  in  his  'oldest  established 
music  store  in  town'  and  live  on  the  laurels 
of  a  past  reputation.  No  longer  can  he  an- 
ticipate the  manufacturer  taking  the  obligation 
of  'advertising'  the  customer  into  his  front 
door.  No  longer  can  he  say,  'I'll  handle  the 
line  of  least  resistance.'  There  are  no  lines 
of  least  resistance. 

"Musical  instruments  must  be  sold.  They  are 
no  longer  being  bought.  In  many  ways  this 
is  a  desirable  condition;  it  will  separate  the 
chaff  from  the  wheat;  it  will  reduce  retail 
competition;  it  will  prove  who  are  music  mer- 
chants. The  progressive  music  merchant 
makes  his  presence  felt  in  his  community.  He 
is  a  factor  in  the  social  and  commercial  life 
and  his  townspeople  recognize  him  as  an 
authority  in  his  line.  He  'sells'  himself;  he 
sells  his  organization  through  having  them 
thoroughly  trained  and  in  a  position  to  repre- 
sent him  at  all  times  in  a  manner  worthy  of 
the  music  merchant.  He  uses  progressive 
methods  of  selling — no  antiquated  mailing  list, 
not  checked  up  from  year  to  year;  no  prospect 
list  filed  in  alphabetical  order  for  'future  refer- 
ence,' no  'take  them  in  the  booth  record  girl,' 
but  an  'on  the  job'  sales  force  with  new  and 
modern  ideas." 


RCA  Acquires  Interest 

in  FBO  Pictures  Corp. 

A  substantial  interest  in  the  FBO  Pictures 
Corp.  has  been  acquired  by  the  Radio  Corp. 
of  America,  according  to  a  recent  announce- 
ment, through  which  it  is  expected  that  radio 
sound  reproduction  will  be  synchronized  with 
motion  picture  production  and  presentation. 
Negotiations  were  successfully  concluded  by 
David  Sarnoff,  vice-president  of  the  Radio  Corp., 
and  Joseph  P.  Kennedy,  president  of  the  FBO 
Corp.  It  was  said  that  the  devices  and  develop- 
ments controlled  by  RCA  will  not  be  exclusive 
to  the  FBO  Co.,  but  will  be  available  to  the 
entire  motion  picture  industry.  The  announce- 
ment reads  in  part: 

"This  affiliation  opens  for  motion  pictures 
for  the  first  time  the  tremendous  resources  and 
potentialities  of  radio.  It  will  give  the  movies 
the  use  of  all  present  patents  and  prospective 
developments  of  sound  reproduction  and  syn- 
chronization, broadcasting,  television,  etc.,  of 
the  Radio  Corp.  of  America,  the  General  Elec- 
tric Co.  and  the  Westinghouse  Electric  &  Mfg. 
Co.  A  complete  revolution  of  present-dav 
entertainment  may  easily  develop  as  a  result 
of  this  affiliation. 

"The  first  important  development  of  the  com- 
bination will  be  the  presentation  of  a  new 
method  of  sound  reproduction  and  synchroni- 
zation perfected  by  General  Electric." 


Superior  Cabinet  Corp. 

Expands  to  Better  Service 

Due  to  expansion  of  manufacturing  facilities, 
the  Superior  Cabinet  Corp.,  of  New  York,  an- 
nounces that  it  is  now  ready  to  take  care  of 
quantity  orders  for  the  production  of  cabinets 
of  special  designs  for  jobbers  and  distributors 
of  radio  set  manufacturers.  A  very  satisfactory 
business  was  enjoyed  during  1927,  according  to 
executives  of  the  Superior  Cabinet  Corp. 
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FERRYMAN 


Ferryman  Radio  Tubes 


Distance  Without  Distortion 


Latest  Talkir^g  Machine 
and  Radio  Patents  Granted 


All 


the  A,  C 
Types. 


Sell  your  A*  C*  sets 
by  demonstrating 
with  Ferryman 
A.  C.  tubes,  and 
make  that  triple 
extra  profit* 


1*    Extra  profit  in  the  sales  price. 

2*  Extra  profit  because  they  stay  sold.  No 
replacements  to  eat  up  profits  (they  must 
make  good  or  we  do). 

3*  Extra  profits  because  they  bring  back  new 
business  on  their  excellent  performance. 


Ferryman  Electric  Company,  Inc. 

33  West  60th  Street  New  York,  N.  Y. 

Plant:  North  Bergen,  New  Jersey 


PERRYMAN  RADIO  TURES 

A  Complete.  Line  of  Standard  Equipment  for  every  Radio  Purpose 


PERRYMAN  ELECTRIC  COMPANY, 
33  West  60th  Street, 
New  York  City 

Kindly  send  me  complete  information  on  the  new  Perryman  A.  C.  Tubes. 

Name   

Address   


Hartwell  W. 

Paul  D.  Bod- 
Pa.,  assignors 
Patent  No. 


Sound-Box  Coupler.  William  Trues,  Chicago,  111.,  as- 
signor to  the  Oro-Tone  Co.,  same  place.  Patent  No.  1,- 
648,080. 

Sound  Reproducer  for  Phonographs  and  the  Like. 
Daniel  R.  Wells,  Reading,  Pa.    Patent  No.  1,648,432. 

Phonograph.  Joseph  M.  Lucarelle,  Bridgeport,  Conn., 
assignor  to  the  Dictaphone  Corp.,  same  place.  Patent  No. 
1,649,965. 

Phonograph  Attachment.  David  H.  Moss,  Newark,  N. 
J.,  assignor  to  Brandes  Laboratories,  Inc.  Patent  No. 
1,650,089. 

Driving  Mechanism  for  Phonographs  and  the  Like. 
Morris  H.  Bennett  and  Henry  C.  Rochette,  Waterbury, 
Conn.    Patent  No.  1,651,800. 

Horn  for  Talking  Machines.  Bagster  Roads  Sea- 
brook,  Winnipeg,  Manitoba,  Canada.    Patent  No.  1,651,840. 

Tone  Arm.  Joseph  N.  Pepin,  Chicago,  111.  Patent  No. 
1,653,410. 

Method  for  Making  Sound  Records. 
Webb,  Leonia,  N.  J.    Patent  No.  1,653,524. 

Record  Holder  for  Talking  Machines. 
well  and  Henry  W.  Bellows,  Waynesboro, 
to  the  Deca-Disc  Phonograph  , Co.,  same  place. 
1,653,541. 

Combination  Radio  and  Phonograph  Apparatus.  Frank 
Oberst,  New  York,  N.  Y.,  assignor  to  the  Sonora  Phono- 
graph Co.,  Inc.,  same  place.    Patent  No.  1,653,725. 

Combination  Rahio  and  Phonograph  Apparatus.  Frank 
Oberst,  New  York,  N.  Y.,  assignor  to  the  Sonora  Phono- 
graph Co.,  Inc.,  same  place.    Patent  No.  1,653,726. 

Radiofrequency  Transformer.  Noble  Gibbs  Dowdell, 
Chicago,  111.    Patent  No.  1,651,515. 

Radio  Receiving  System.  Leo  C.  Young,  Washington, 
D.  C.    Patent  No.  1,651,658. 

Support  for  Radio  Apparatus.  Arthur  C.  Hayden, 
Brockton,  Mass.    Patent  No.  1,651,953. 

Radiocondenser.  Monroe  Guett,  Hartford,  Conn.  Pat- 
ent No.  1,652,118. 

Radio  Receiving  Apparatus.  Adolph  Alexander  Thomas, 
New  York,  N.  Y.    Patent  No.  1,652,219. 

Composite  Radiopanel  and  Sound  Modifier.  William 
B.  Stevenson,  Philadelphia,  Pa.    Patent  No.  1,652,257. 

Loud  Speaker  Unit.  Emil  F.  Holinger,  New  York, 
N.  Y.    Patent  No.  1,653,045. 

Loud  Speaker.  Lawrence  Alvin  Smith,  New  Orleans, 
La.    Patent  No.  1,653,128. 

Radioreproducer.  Walter  L.  Eckhardt,  Philadelphia, 
Pa.    Patent  No.  1,653,158. 

Radiocontrol  of  Engine  Speed.  John  Hays  Hammond. 
Jr.,  Gloucester,  Mass.    Patent  No.  1,653,172. 

Radio  Reproducer.  Frank  Oberst,  New  York,  N.  Y., 
assignor  to  the  Sonora  Phonograph  Co.,  Inc.,  same  place. 
Patent  No.  1,653,727. 

Radio  Wave  Control  Switch.  Jesse  S.  Wheeland,  San 
Francisco,  Cal.    Patent  No.  1,653,753. 

Concealed  Loud  Speaker  for  Radio  Receiving  Sets. 
Joseph  Wolff,  Brooklyn,  N.  Y.,  assignor  to  the  Sonora 
Phonograph  Co.,  New  York.  N.  Y.    Patent  No.  1,653,795. 

Radio  Apparatus.  Joseph  Wolff,  Brooklyn,  N.  Y., 
assignor  to  the  Sonora  Phonograph  Co.,  Inc.,  New  York, 
N.  Y.    Patent  No.  1,653,796. 


De  Graff,  New  York,  N.  Y. 

Blanc,  Detroit,  Mich.  Pat- 

Schulte,  Madison,  Wis.,  as- 
same  place.  Patent 


Radiospeaker.    Howard  P. 
Patent  No.  1,653,891. 

Radioantenna.     Adolph  T 
ent  No.  1,654,108. 

Radiobattery     Walter  B. 
signor  to  the  Burgess  Battery  Co. 
No.  1,654,145. 

Radio  Receiving  Set.  Agnar  Wikstrom,  Boston,  Mass., 
assignor  to  the  Flash  Radio  Corp.,  same  place.  Patent 
No.  1,648,521. 

Radio  Loud  Speaker.  Walter  Westphal,  Los  Angeles, 
Cal.    Patent  No.  1,648,668. 

Varying-Frequency  System  of  Radio  Signaling.  John 
Hays   Hammond,  Jr.,  Gloucester,   Mass.     Patent  No.  1,- 

648,682. 

Two-Way  Radio  Communication  System.  Paul  Ware, 
New  York,  N.  Y.,  assignor  to  the  Ware  Radio,  Inc., 
Delaware.     Patent  No.  1,648,835. 

Radio  Receiving  System.  Walter  N.  Fanning,  Vallejo, 
Calif.     Patent  No.  1,649,341. 

Combined  Radio  Receiving  Set  and  Sound  Amplifying 
Horn.    Walter  Lytton,  Chicago,  III.    Patent  No.  1,649,715. 

Radio  Phonograph  Combination  Switch.  Walter  Lyt- 
ton, Chicago,  111.    Patent  No.  1,649,716. 

Aerial  for  Radioreception.  Frederick  Peitzman, 
Grimes,  la.    Patent  No.  1,649,727. 

Radio  Apparatus.  Thomas  E.  New,  Cincinnati,  O.,  as- 
signor to  the  Teleforce  Radio  Laboratories  Co.,  same 
place.    Patent  No.  1,650,032. 

Rheostat.  Alva  J.  Carter,  Chicago,  111.,  assignor  to 
the  Carter  Radio  Co.,  same  place.    Patent  No.  1,650,008. 

Coin-Controlled  Radioreceiver.  Richard  Sause,  New 
York,  N.  Y.    Patent  No.  1,650,238. 

Radio  Receiving  Set.  Hiram  D.  Currier,  Chicago,  111., 
assignor  to  the  Kellogg  Switchboard  and  Supply  Co.,  same 
place.    Patent  No.  1,650,432. 

Antenna  Device.  Arthur  Reinhold  Nilson,  Brooklyn, 
N.  Y.     Patent  No.  1,650,461. 


W.  W.  Reser  has  opened  a  new  music  and 
radio  store  in  the  See  Building,  Tonkawa, 
Okla.,  under  the  name  of  the  Tonkawa  Music 
&  Radio  Store.  A  complete  line  of  musical 
instruments  and  radio  is  featured. 
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Your  Sales 
Will  Increase 
If  You  Will 

Show  the 
Organ-tones 
in  This  New 

Handsome 
Display  Box 


L 


VJJy  *  Zj  kTng  of  reproducers        *****  ** 


Qet 
One  of  These 
Unique 
Display 
Boxes  FREE 
With  Every 
Six 

Organ-tones 


^^REPRODUCTION 
r  COMPANY 


Makers  of  Tone-Arms 
And  ^Reproducers 


32  Union  So. 
Ttewyork.Wf. 


Blackman  Distributing  Co.  Uses  Demon- 
stration Car  to  Try  Out  Mohawk  Sets 

Traveling  Demonstration  Car  Is  Fully  Equipped  to  Demonstrate  Mohawk  Receiving  Sets,  Both 
A.  C.  and  D.  C.  Operated — Appoint  Many  Dealers  as  Mohawk  Representatives 


the  progress  made  by  the  Blackman  organiza- 
tion in  developing  interest  in  the  Mohawk 
product,  and  during  the  coming  year  a  series 
of  intensive  sales  plans  will  be  sponsored  by 
Blackman  in  behalf  of  the  Mohawk  product. 


H. 


The  Blackman  Distributing  Co.,  Inc.,  whole- 
saler of  Victor  and  radio  products  and  one 
of  the  foremost  jobbing  organizations  in  the 
country,    recently    introduced   a    unique  sales 


Blackman  Co.'s  Demonstration  Truck 

plan  in  behalf  of  Mohawk  receiving  sets,  for 
which  it  is  the  distributor  in  metropolitan 
territory.  A  traveling  demonstration  car  fully 
equipped  to  demonstrate  Mohawk  receiving 
sets,  both  A.  C.  and  D.  C.  operated,  was  com- 
pleted a  few  months  ago  and  has  proven  of 
considerable  value  in  developing  an  interest 
in  Mohawk  products  among  the  representative 
dealers  in   the   Blackman   Co.'s  territory. 

This  demonstration  car,  which  is  shown 
herewith,  has  visited  the  warerooms  of  hun- 
dreds of  dealers,  who  have  been  delighted  with 
the  practical  value  of  the  demonstration  idea 
and   who   have   congratulated    the  Blackman 


Distributing  Co.  upon  its  progressiveness  in 
sponsoring  a  sales  plan  of  this  type.  The 
demonstration  car  has  been  utilized  to  intro- 
duce Mohawk  products  to  dealers  in  many 
sections  where  Mo- 
hawk sets  have  been 
heretofore  unknown, 
and  in  addition  to 
giving  the  dealer  an 
opportunity  to  hear 
the  sets  under  work- 
ing conditions,  the 
demonstration  car 
has  served  to  bring 
hundreds  of  inter- 
ested passersby  to 
the  dealers'  ware- 
rooms.  The  demon- 
stration car  features 
a  series  of  artistic 
Mohawk  signs  and 
its  illuminated  plate- 
glass  windows  have 
attracted  attention  through  the  metropolitan 
territory.  Thousands  of  Mohawk  feather  head- 
dresses have  been  distributed  from  the  car  and 
this  sales  plan  will  be  used  generally  throughout 
the  coming  year. 

In  a  chat  with  The  World,  C.  L.  Johnston, 
vice-president  and  general  manager  of  the 
Blackman  Distributing  Co.,  stated  that  the 
company  has  established  about  100  active  Mo- 
hawk dealers  in  metropolitan  territory  and 
considering  the  fact  that  the  company  has  only 
been  a  distributor  of  Mohawk  for  the  past 
few  months,  this  dealer  representation  is  very 
satisfactory.    Mr.  Johnston  is  well  pleased  with 


T.  Melhuish  Director 

N.  E.  M.  A.  Radio  Division 


H.  T.  Melhuish  has  tendered  his  resignation 
as  manager  of  sales  administration  of  the  Radio 
Corp.  of  America  to  become  director  of  the 
radio  division  of  the  National  Electrical  Manu- 
facturers' Association,  according  to  a  recent 
announcement.  For  several  years  Mr.  Mel- 
huish has  represented  the  Radio  Corp.  in 
various  trade  associations  and  other  outside 
affiliations,  in  addition  to  co-ordinating  the 
activities  of  the  several  divisions  of  the  RCA 
sales  department. 

Mr.  Melhuish  practiced  law  for  several  years 
before  joining  the  Radio  Corp.  in  1922  as  man- 
ager of  the  Chicago  office.  Since  that  time 
he  has  held  the  positions  of  district  sales 
manager,  assistant  sales  manager  and  manager 
of  sales  administration. 

The  resignation  of  Mr.  Melhuish  as  a  mem- 
ber of  the  board  of  directors  of  the  Radio 
Manufacturers'  Association  was  also  announced. 


Dr.  Albert  N.  Goldsmith 

Heads  Radio  Engineers 

Dr.  Albert  N.  Goldsmith,  chief  broadcasting 
engineer  of  the  Radio  Corp.  of  America,  was 
elected  president  of  the  Institute  of  Radio 
Engineers  at  the  opening  session  of  the  Insti- 
tute's third  annual  convention,  held  in  the 
Engineering  Societies  Building,  New  York,  this 
week.  Among  the  new  managers  elected  by 
the  Institute  was  R.  H.  Manson,  chief  engineer 
of  the  Stromberg-Carlson  Telephone  Mfg.  Co., 
Rochester,  N.  Y. 
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Six  Products  to  Be  Included  in  Major 
Merchandise  Line  of  Sonora  Phonograph  Co. 

Products  Comprise  Revolutionary  Type  of  Mechanical  Reproducing  Phonograph,  Electric  Pick- 
up Instrument,  Combination  Electric  Pick-up  and  Radio,  Records,  Radio  Sets  and  Speakers 


P.  L.  Deutsch,  president  of  the  Acoustic 
Products  Co.,  Inc.,  and  the  Sonora  Phonograph 
Co.,  Inc.,  which  it  controls,  recently  sent  out 
a  very  interesting  letter  to  Sonora  jobbers 
throughout  the  country  outlining  the  company's 
plans  for  manufacturing  and  merchandising.  In 
his  letter  Mr.  Deutsch  called  attention  to  the 
important  personnel  and  executive  appoint- 
ments which  have  been  announced  in  The  Talk- 
ing Machine  World  during  the  past  few  months 
and  emphasized  the  fact  that  there  will  be  six 
products  in  the  major  merchandise  lines  of 
the  Sonora  Co.,  each  being  developed  to  a 
point  where  it  will  be  a  leading  factor  in  its 
particular  field. 

These  products  comprise:  A  revolutionary 
type  of  mechanical  reproducing  phonograph  as 
applied  to  the  low-priced  field,  including  a  port- 
able phonograph;  an  entirely  new  type  of  elec- 
tric pick-up  instrument  resembling  a  phono- 
graph only  in  its  use  of  a  record,  but  not  in 
any  way  like  the  old-fashioned  phonograph  or 
gramophone,  as  every  feature  of  it  will  be  com- 
pletely modernized;  a  combination  instrument, 
containing  both  the  new  type  of  electric  pick-up 
phonograph  as  described  above  and  a  radio, 
both  of  which  will  use  the  same  loud  speaker 
which  will  also  be  of  new  design;  a  Sonora 
record  of  the  highest  grade  possible  and  elec- 
trically recorded  by  a  new  process;  radio  re- 
ceiving isets  built  on  new  designs  and  princi- 
ples; radio  loud  speakers,  constructed  on  an 
entirely  new  principle. 

Mr.  Deutsch  points  out  that  it  will,  of  course, 
take  some  little  time  to  develop  all  the  varied 
interests  of  an  enterprise  with  the  scope  of 
the  new  Sonora  Co.,  but  he  expects  that  by 
the  second  quarter  of  1928  all  of  them  will  be 
in  operation,  and  merchandise  available  for  dis- 
tribution. 

The  first  of  the  new  products  to  appear  will 
be  the  Sonora  record  which,  as  stated  several 
months  ago,  will  be  manufactured  under  the 
supervision  of  Walter  G.  Haenschen,  nationally 
prominent  as  one  of  the  foremost  recording 
directors.  It  is  the  company's  intention  to 
build  up  gradually  a  record  catalog  of  unusual 
merit  and  unlimited  sales  Dossibilities.  aided 


improvements  in  recording  methods  which  have 
been  developed  by  the  Premier  Laboratories, 
one  of  the  affiliated  Sonora  companies.  Com- 
plete recording  and  manufacturing  personnel 
have  already  been  acquired  by  Mr.  Haenschen, 
and  the  first  of  the  Sonora  records  should  be 
available  in  the  early  part  of  1928.  Another 
product  to  be  released  early  in  the  year  will 
be  the  electric  pick-up  instrument,  entirely  new 
in  principle  and  capable  of  exceptional  per- 
formance. 

The  general  offices  of  the  Acoustic  Products 
Co.,  the  Premier  Laboratories,  the  recording 
laboratories  and  the  Eastern  division  offices  of 
the  Sonora  Co.  will  be  located  in  February  in 
the  new  Sonora  Building,  50  West  Fifty-seventh- 
street,  New  York.  The  sales  headquarters  of 
the  Sonora  Co.  are  located  at  64  East  Jackson 
boulevard,  Chicago,  with  A.  J.  Kendrick  occupy- 
ing the  post  of  vice-president  in  charge  of  sales. 
Frank  V.  Goodman  has  been  appointed  vic1- 
president  and  Eastern  sales  manager,  with  head 
quarters  in  New  York. 

In  conclusion  Mr.  Deutsch  stated:  "Mr. 
Kendrick  will  shortly  outline  the  new  plans  and 
policies  governing  sales  and  distribution  which 
have  been  adopted.  Meanwhile,  I  trust  thai 
with  this  broadening  of  Sonora  operations  and 
in  view  of  the  excellent  prospect  presented  by 
these  developments,  Sonora  distributors  and 
dealers  will  more  actively  prosecute  the  sale 
of  the  present  Sonora  product,  as  its  well-recog- 
nized value  in  the  current  market  is  quite  obvi- 
ous to  all." 


Decision  Will  Be  Appealed 

The  suit  of  the  General  Electric  Co.  against 
the  De  Forest  Radio  Co.,  in  which  it  was  sought 
to  restrain  the  latter  from  making  and  using 
radio  apparatus  claiming  the  infringement  of 
four  basic  patents,  was  dismissed  last  week  by 
Federal  Judge  Morris  sitting  in  Wilmington, 
Del. 

The  De  Forest  Co.  was  charged  with  in- 
fringement of  patents  granted  to  Irving  Lang- 
muir.  and  by  him  assigned  to  the  General  Elec- 


tric Co.  for  electrical  discharge  apparatus  and 
the  process  of  manufacture  and  use  of  tubes 
used  in  radio  reception  and  broadcasting.  They 
are  what  is  known  in  the  electrical  world  as 
the  "high  vacuum  tube  patents." 

The  court  decided  that  the  first  and  main  pat- 
ent of  the  four  is  invalid  in  view  of  prior  art 
and  because  it  lacked  patentable  novelty  and 
for  other  reasons.  The  court  held  that  only  the 
third  patent,  on  the  use  of  potassium  in  radio 
tubes,  was  valid. 

It  is  understood  that  counsel  for  the  General 
Electric  Co.  will  take  an  appeal. 

Walter  J.  Staats  Resigns 

Position  With  Victor  Go. 

Will  Devote  Attention  to  Other  Interests — Has 
Had  Long  Career  With  Victor  Organization 
— Will  Continue  on  Directorate 


Walter  J.  Staats,  vice-president  in  charge  of 
exports  and  foreign  trade  activities  of  the  Vic- 
tor   Talking    Machine    Co.,   has   resigned  to 


W.  J.  Staats 

devote  his  attention  to  his  many  financial  in- 
terests, including  the  vice-presidency  and 
treasureship  of  the  Smith-Austermuhl  Co.,  a 
leading  insurance  organization  at  Camden,  N.  J. 

Mr.  Staats  joined  the  Victor  Co.  in  1901. 
He  was  elected  to  the  board  of  directors  in 
1910,  was  appointed  comptroller  in  1912.  He 
then  became  assistant  treasurer  and  later  as- 
sistant secretary,  being  appointed  treasurer  in 
1920. 

Mr.  Staats  will  continue  on  the  directorate 
of  the  Victor  organization.  He  is  also  a  direc- 
tor of  the  West  Jersey- Parkside  Trust  Co.  and 
the  First  National  Bank  of  Philadelphia. 

Ortho-sonic  Model  D 

List  Prices  Reduced 

List  prices  on  model  D  Federal  Ortho-sonic 
receivers,  including  two  all-electric  models, 
have  been  reduced  by  the  Federal  Radio  Corp., 
Buffalo,  N.  Y.,  according  to  a  recent  announce- 
ment. The  changes  are  as  follows:  Model 
D10,  formerly  $100,  now  $75;  D10-60,  formerly 
$185,  now  $160;  D40,  formerly  $200,  now  $175; 
and  D40-60,  formerly  $285,  now  $260. 

Adjustments  on  stock  on  hand  will  be  made 
direct  to  dealers  by  the  Federal  Radio  Corp. 
on  the  basis  of  the  reduced  prices. 

Several  officials  of  Thos.  A.  Edison,  Inc., 
including  Chas.  Edison,  president;  Nelson  C. 
Durand,  in  charge  of  the  Ediphone  activities, 
and  Arthur  L.  Walsh,  vice-president  and  gen- 
eral manager  of  the  phonograph  division  of  the 
company,  attended  the  annual  Ediphone  Con- 
vention, held  at  the  Hotel  Cleveland,  Cleve- 
land, O.,  on  January  5,  6  and  7,  at  which  were 
present  Ediphone  jobbers  from  all  sections  of 
the  country. 


Consoles  for 


R17  CONSOLE  for 

Radiola  17  and  100A  Speaker  Built  of 
Walnut  Veneer  beautifully  finished. 


Price  $35.00 


RADIOLA  17 

At  water  Kent  37 

Crosley 

and  other  popular 
AC  Operated  Receivers 

Special  Consoles  for  New 

ATWATER  KENT  37 

and 

CONE  SPEAKER 


Send  for  complete 
information 

Plymouth  Furniture  Co. 

25  E.  Juneau  Ave., 
Milwaukee,  Wis. 
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Blackman  Launches 
Direct  Mail  Drive 

Direct-mail  Campaign  Being  Used  by  Blackman 
Distributing  Co.  to  Interest  Dealers  in  Prod- 
ucts Distributed  and  Company's  Policy 

A  direct-mail  campaign  of  unusual  scope  and 
value  was  introduced  a  few  weeks  ago  by  the 
Blackman  Distributing  Co.,  Inc.,  prominent 
wholesaler  of  Victor  and  radio  products,  for 
the  purpose  of  interesting  dealers  in  the  met- 
ropolitan territory  in  the  true  meaning  of 
Blackman  service  and  the  sales  value  of  the 
products  merchandised  by  this  company.  This 
campaign,  consisting  of  eight  pieces  of  mailing 
matter,  was  started  on  December  15  and  the 
mailing  list  comprises  3,000  representative 
music  and  radio  dealers  in  the  territory  served 
by  the  company. 

The  literature  in  this  unusual  direct-mail 
campaign  presents  concretely  the  sales  impor- 
tance of  the  various  products  merchandised  by 
the  Blackman  Radio  Co.  and  also  emphasizes 
the  salient  features  of  Blackman  service  and 
co-operation.  The  first  mailing  piece  featured 
the  four  well-known  loud  speaker  lines  dis- 
tributed by  Blackman,  comprising  Rola,  Utah, 
Fada  and  Mohawk.  The  center  two  pages  of 
each  piece  of  mailing  matter  illustrate  the  com- 
plete line  of  products  distributed  by  the 
Blackman  organization  with  appropriate  text 
which  is  varied  in  each  brochure.  For  exam- 
ple, the  text  in  the  first  folder  is  headed  "De- 
pendable Products,"  while  on  the  reverse  side 
is  a  most  interesting  talk  under  the  heading 
of  "Dependable  Distribution." 

The  second  mailing  piece  features  Fada 
products  with  the  text  on  the  inside  entitled 
"A  Big  Source  of  Supply"  and  the  text  on  the 
outside  "In  and  Near  New  York."  The  third 
mailing  piece  is  a  general  resume  of  all  of  the 
products  in  the  Blackman  radio  line  with  the 
text  entitled  "Follow  the  Leaders"  and  "Ad- 
vertised Products  Only."  The  fourth  piece 
features  Mohawk  products  with  the  text  "Our 
Salesmen— Your  Representatives"  and  "For 
Years  and  Years.."  Power  units  are  featured 
in  the  fifth  mailing  piece,  including  the  Ma- 
jestic, Philco  and  the  Powerizer,  also  acces- 
sories such  as  Brach,  Birnbach,  Polymet  and 
R.  C.  A.  Radiotrons.  The  sixth  piece  of  mail- 
ing matter  features  the  famous  Victrola  prod- 
ucts; the  seventh,  Fada  radio  products,  and 
the  eighth  shows  a  few  illustrations  of  the 
Blackman  headquarters,  including  offices,  ware- 
rooms,  stock  and  service  departments. 

This  very  interesting  direct-mail  campaign, 
prepared  under  the  personal  direction  of  C.  L. 
Johnston,  vice-president  and  general  manager 
of  the  Blackman  Co.,  is  one  of  the  most  effec- 
tive sales  campaigns  sponsored  by  any  jobber 
in  metropolitan  territory  in  recent  years.  Its 
success  is  assured,  not  only  in  behalf  of  the 
Blackman  organization  itself  but  as  a  sales 
help  for  the  products  distributed  by  this  well- 
known  jobber. 

Atlas  Plywood  Corp.  Gets 

Stock  of  Allen  &  Sons  Co. 

Boston,  Mass.,  January  9.— The  Atlas  Plywood 
Corp.  has  acquired  the  entire  capital  stock  of 
Otis  Allen  &  Sons  Co.,  of  Lowell  and  Law- 
rence, Mass.,  maker  of  packing  cases.  E.  I. 
MacPhie,  president  of  the  Allen  Co.,  has  been 
made  general  sales  manager  of  the  parent  com- 
pany. It  is  stated  that  the  Atlas  Plywood 
Corp.  furnishes  approximately  half  a  million 
packing  cases  a  year  for  shipping  radio  and 
talking  machines. 


The  business  of  the  Mickel  Music  House, 
Omaha,  Neb.,  has  been  purchased  and  is  being 
reorganized  under  the  name  of  the  Will  E 
Mickel  Music  Co. 


Thos.  A.  Edison  is  in 

Florida  on  a  Vacation 

Thos.  A.  Edison,  with  Mrs.  Edison,  left  for 
his  Winter  home  at  Ft.  Myers,  Florida,  on 
January  12,  and  announced  before  starting  that 
he  would  continue  there  the  work  on  rubber 
experiments  that  have  kept  him  busy  for  some 
time  past  in  Orange.  Before  leaving  Mr.  Edi- 
son attended  the  Automobile  Show. 


Aeolian  Go.  of  Missouri 

Suffers  Heavy  Fire  Loss 

St.  Louis,  Mo.,  January  4. — One  of  the  most 
spectacular  fires  of  recent  years  virtually  wiped 
out  the  building  and  stock  of  the  Aeolian  Co. 
of  Missouri  yesterday  and  did  considerable 
damage  to  the  Rudolph  Wurlitzer  Co.  and 
other  nearby  buildings.  Police  estimated  the 
loss  to  the  building  at  approximately  $350,000. 


It  speeds  the  sale  to  say 

Cabinet  Work  by  ADLER-ROYAL 


ABLER-ROYAL 


This  "Jewel  Casket"  cabinet,  fashioned  from  the  choicest  burl 
walnut,  and  exquisitely  finished,  has  proven  the  season's  popular 
choice.  The  front  door  panel  opens  down  to  form  an  attractive 
desk,  and  a  lift  top  makes  the  chassis  conveniently  accessible. 
Height  39J/2  inches,  width  30^4  inches,  depth  1434  inches. 


Special  Adler-Royal  Console 

for  RADIOLA  17 

for  ATWATER  KENT  37 

Designed  by  Adler-Royal  craftsmen  especially  for  A.C.  Sets.  The 
leaders  say  Adler-Royal  cabinets  contribute  a  noticeable  sales  advantage  to 
the  sets  which  they  enclose.    Give  your  dealers  this  sales  help. 


Ai 


/  A  Ma 


DLER 

Mami/acturiwj  Co. 


Your  nearest  R.C-A. 
or  Atwater  Kent  Dis- 
tributor can  supply 
you,  or  write  to  us. 


fncQrp  orated. 

|ADLER-R0ml 

I       RADIO  I 


Kentucky 
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AN  INVITATION 

to  share  our  profits .... 
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ELECIRIC 


We  are  successful  distributors  of  Okeh  Records*  Our  profitable 
business  is  the  result  of  our  Okeh  dealers  selling  Okeh  Rec- 
ords in  large  quantities  and  at  a  good  profit*  If  Okeh  Records 
are  not  in  your  stock  may  we  encourage  you  to 

SELL  OKEH  RECORDS? 

Consolidated  Talking  Machine  Co* 

227  West  Washington  Street  Chicago,  Illinois 

Branches:  2957  Gratiot  Ave.,  Detroit,  Mich.        1424  Washington  Ave.,  So.,  Minneapolis,  Minn. 


rom  oim 

Oo 


REPtfBUC  BrlDS,,  2QS>  SOUTH  STATE  ST      TELEPHONE  WABASH  5241 


LEONARD  P.  CANTY 


All  Branches  of  Music-Radio  Trade  in 

Mid-West  Enjoyed  Satisfactory  1927 

Holding  of  R.  M.  A.  Convention  and  Trade  Show  in  Chicago  in  June  Started  Buying  Season 
Earlier  Than  Usual — Holiday  Selling  Season  Proved  Most  Satisfactory — News  of  the  Trade 


Chicago,  III.,  January  9. — While  the  figures  for 
talking  machine  and  radio  sales  for  the 
year  1927  are  not  ready  for  release  at  this 
writing,  it  is  believed  by  trade  authorities 
in  this  section  that  the  allied  industries 
centered  in  the  Mid-West  have  completed 
a  very  successful  year.  Spurred  on  by  the  mu- 
sic trade  convention  and  the  R.  M.  A.  trade 
show  and  convention  held  in  this  city  in  June, 
selling,  both  -by  the  manufacturer  and  distrib- 
utor to  the  dealer,  and  by  the  retailer  to  the 
consumer,  started  at  an  earlier  date  than  here- 
tofore. This  fact  helps  to  offset  the  slump 
which  occurred  in  late  October  and  November, 
and  to  raise  the  yearly  average  to  a  satisfac- 
tory total.  September  sales  in  radio  products 
and  in  talking  machine  records  were  exceed- 
ingly high,  in  some  cases  registering  a  great 
increase  over  those  of  1926,  and  the  demand  for 
talking  machines,  while  not  as  great  in  the 
larger  cities,  held  up  remarkably  well  in  the 
smaller  communities  and  farming  districts. 

Portable  phonograph  manufacturers  report  an 
unusually  satisfactory  year,  and  are  embarking 
upon  even  more  ambitious  sales  program's  in 
1928,  with  more  attractive  models  and  improved 
quality  of  reproduction.  The  rapid  growth  of 
the  portable  phonograph  industry  in  the  short 
period  of  four  years  is  regarded  as  little  short 
of  sensational  in  business  circles,  and  that  di- 
vision of  the  industry  bids  fair  to  outstrip  its 
former  achievements  in  1928. 

Colder  weather  struck  the  Middle  West  short- 
ly before  the  holidays,  and  practically  all  music- 
radio  dealers  report  a  satisfactory  Christmas 
selling  season.  The  trade  has  found  that  the 
majority  of  radio  prospects  desire  a  completely 
equipped  receiver,  either  A.C.  operated,  or  elec- 
trified by  the  use  of  power  units,  installed  in 
a  cabinet,  with  a  built-in  speaker.  Music  dealers 
throughout  the  city  report  that  displays  of  re- 
ceivers completely  equipped  in  this  manner  are 
productive  of  the  greatest  number  of  inquiries 
and  sales.  According  to  figures  compiled  by 
the  Federal  Government,  radio  distributors  in 
Chicago  sold,  in  1926,  $34,315,800  worth  of  re- 
ceiving sets  and  accessories.  This  is  more  than 
three-fifths  as  much  money  as  was  paid  for  all 
the  house  furniture  sold  by  Chicago  whole- 
salers, and  it  is  expected  that  the  figure  will 
be  somewhat  larger  when  the  1927  figures  are 
compiled. 

Trade  leaders  in  this  territory  are  confident 
in  their  belief  that  the  first  three  months  of 
1928  will  surpass  those  of  1927.  Hampered  by 
warm  weather  in  October  and  November  and 
the  early  part  of  December,  talking  machine 
and  radio  sales  were  given  a  setback.  Unem- 
ployment, confined  mainly  to  Chicago  and  the 
larger  cities  in  the  Middle  West,  also  con- 
tributed a  harmful  influence,  but  with  the  ad- 
vent of  typical  Winter  weather,  better  employ- 
ment conditions,  which  are  promised  early  this 
year,  it  is  expected  that  those  consumers  who 
have  delayed  purchasing  will  devote  a  larger 
part  of  their  earnings  to  the  buying  of  the 
reproducing  instruments  offered  by  the  trade. 
Jay  Schwartz  Represents  Steinite  in  East 
Jay  Schwartz  was  recently  appointed  Eastern 
sales  promotion  manager  of  the  Steinite  Labora- 
tories, Chicago.  Mr.  Schwartz  has  had  con- 
siderable experience  in  the  radio  field,  having 


served  as  assistant  sales  manager  and  managed 
the  advertising  department  of  Charles  Fresh- 
man Co.,  sales  promotion  manager  of  the  Freed- 
Eisemann  Radio  Corp  and  sales  manager  of  the 
Knickerbocker  Talking  Machine  Co.,  New  York 
City.  He  will  devote  his  entire  time  co-operat- 
ing with  Steinite  distributors  and  dealers  in 
the  Eastern  half  of  the  country. 
Silver  Masked  Tenor  Enjoys  Kellogg  Radio 
The  Silver  Masked  Tenor,  one  of  radio's  most 
popular  artists,  has  installed  a  new  Kellogg 


Famous  Radio  Artist  Listening  In 

Model  510  A.  C.  Receiver  in  his  sumptuous 
new  home  on  Long  Island.  He  says  that  he 
prefers  a  Kellogg  because  of  its  absolutely 
faithful  reproduction  of  the  original  studio  pro- 
gram, its  distance-getting  powers  and  the  mag- 
nificent beauty  of  its  cabinet.  Also,  he  main- 
tains that  the  Kellogg  cabinet  is  one  of  the 


most  decorative  pieces  of  furniture  in  his  living 
room. 

Recently  the  Silver  Masked  Tenor  wrote  to 
the  Kellogg  Co.,  this  city,  to  express  his  apprecia- 
tion for  what  he  termed  "the  masterpiece  among 
radio  sets,"  and  in  his  letter  stated  that  for 
the  first  time  in  his  radio  experience  of  six 
years  he  was  able  to  sit  in  his  Long  Island 
home  and  bring  in  a  Los  Angeles  station.  He 
says  that  he  is  able  to  get  out  great  distances 
all  the  time,  despite  the  fact  that  his  aerial  is 
indoors  around  the  picture  molding.  "It's  a 
cinch  for  me  to  get  Cleveland,  Cincinnati,  Chi- 
cago, Des  Moines,  Buffalo,  Philadelphia,  Pitts- 
burgh and  Davenport,"  he  declares. 

"This  popular  radio  entertainer  certainly 
knows  music  and  what  its  reproduction  ought 
to  be,  and  we  are  mighty  proud  of  his  hearty 
endorsement  of  the  Kellogg,"  says  Fred  Oliver, 
of  the  Boley-Oliver  Co.,  New  York  distributor 
of  Kellogg. 

Brunswick  Artists  Broadcast 

Jules  Herbuveaux  and  his  orchestra,  Bruns- 
wick recording  artists,  was  the  first  orchestra 
to  broadcast  from  Chicago  over  the  National 
Broadcasting  Co.  chain,  which  recently  opened 
its  Chicago  office.  Frank  Sylvano,  another 
Brunswick  record  star,  did  the  vocal  bits  for 
the  orchestra  during  the  broadcast. 
B.  H.  Clark  With  Consolidated  Radio  Corp. 

Bayard  H.  Clark  has  joined  the  national 
sales  organization  of  the  Arborphone  Division, 
Consolidated  Radio  Corp.,  Ann  Arbor,  Mich., 
taking  charge  of  the  Chicago  territory,  com- 
prising the  States  of  Indiana,  Illinois,  Wiscon- 
sin, Minnesota,  North  and  South  Dakota,  Iowa, 
Nebraska,  Kansas  and  Missouri.  His  head- 
quarters will  be  at  the  offices  of  the  Arbor- 
phone  national  representatives,  Sanford  Bros., 
30  West  Walton  place,  Chicago. 

Mr.  Clark  has  had  long  experience  and  is 
well  known  in  the  music  and  radio  industries. 
He  is  an   engineering  graduate   of  the  Uni- 
versity of  Illinois,  was  factory  manager  for 
(Continued  on  page  104) 
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Write  or  wire  for 
complete  information 

W.  W.  KIMBALL  CO. 

Established  1857 

306  S.  Wabash  Ave. 
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the  Q  R  S  Music  Co.,  for  five  years  was  sales 
and  advertising  manager  for  the  Clark  Orches- 
tra Roll  Co.  and  conducted  a  successful  retail 
radio  store.  He  also  spent  two  years  as  district 
supervisor  of  the  Crosley  Radio  Corp.  and  a 
year  in  the  same  capacity  with  the  American 
Bosch  Magneto  Corp.,  working  with  dis- 
tributors and  dealers  in  the  Chicago  territory. 
E.  Toman  &  Co.  Open  Export  Office 

E.  Toman  &  Co.,  Chicago,  prominent  manu- 
facturers of  tone  arms  and  reproducers,  have 
opened  a  new  export  office  at  189  West  Madison 
street,  Chicago.  The  business  at  this  location 
is  under  the  supervision  of  T.  J.  Davis  and 
Victor  Kohl,  both  formerly  with  T.  J.  Davis, 
exporters.  Both  men  have  had  wide  experience 
in  export  work  and  are  ideally  equipped  to 
handle  the  rapidly  increasing  demand  for  To- 
man products.  All  export  inquiries  for  E.  To- 
man &  Co.  will  be  handled  through  the  new 
office  at  189  West  Madison  street. 

Appoint  Steinite  Distributors 

The  Campbell  Iron  Co.,  St.  Louis,  Mo.,  has 
secured  the  exclusive  distribution  of  Steinite 
radio  receivers  in  the  St.  Louis  territory,  con- 
sisting of  eastern  Missouri  and  central  southern 
Illinois.  Other  distributors  recently  appointed 
by  the  Steinite  Laboratories,  Chicago,  are  the 
Salt  Lake  Hardware  Co.,  Salt  Lake  City,  Utah; 
Roskin  Bros.,  Middletown,  N.  Y.,  and  the  Mc- 
lntyre-Burrall  Co.,  Green  Bay,  Wis. 

Patent  Issued  to  Temple,  Inc. 

Temple,  Inc.,  Chicago,  loud-speaker  manu- 
facturer, on  November  22,  1927,  was  issued 
patent  number  1,650,307,  in  the  name  of  Fred 
W.  Temple,  vice-president  of  the  company.  The 
title  of  the  patent  is:  "Moulded  Articles  and 
Methods  of  and  Apparatus  for  Producing 
Them." 

Sonotron  Co.  Launches  Ad  Drive 

The  Sonotron  Tube  Co.,  Chicago,  is  inaugu- 
rating an  impressive  advertising  campaign  for 
the  year  1928,  the  principal  feature  of  which 
will  be  space  in  the  Saturday  Evening  Post. 
The  first  advertisement  of  a  series  of  four 
quarter  pages  and  one  full  page  will  appear  in 
the  January  28th  issue  of  the  Post  and  the 
campaign  will  continue  into  March.  The  copy 
will  show  the  completeness  of  the  Sonotron 
line,  which  contains  33  different  types  of  tubes, 
and  will  list  the  makers  of  radio  sets  and  elim- 
inators who  use  Sonotron  tubes  as  standard 
equipment.  The  officials  of  the  company  expect 


the  Post  campaign  to  give  considerable  impetus 
to  Sonotron  sales  for  the  entire  year. 

Kimball  Co.  Reports  Brisk  Sales 

The  retail  department  of  the  W.  W.  Kimball 
Co.,  located  at  Wabash  avenue  and  Jackson 
boulevard,  has  experienced  a  very  successful 
Fall  selling  season  with  an  increase  over  the 
corresponding  period  in  1926.  Ruth  C.  Strick- 
land, manager  of  the  retail  department,  states 
the  fastest-selling  radio  equipment  consists  of 
a  completely  equipped  unit,  containing  the  radio 
receiver,  power  units  and  speaker,  already  in- 
stalled in  a  cabinet,  retailing  for  less  than  $200. 
The  Kimball  retail  department  handles  Atwater 
Kent,  Zenith,  Radiola  and  Freshman  products. 

The  wholesale  phonograph  department  of  the 
Kimball  company  also  reports  a  very  profitable 
season,  with  a  healthy  demand  for  phonographs, 
especially  in  small  and  medium-sized  cities. 
Retail  Store  Bombed 

The  front  of  the  music-radio  store  of  Louis 
Eller,  2702  West  Division  street,  Chicago,  was 
destroyed  on  the  night  of  January  5  by  the 
explosion  of  a  dynamite  bomb.  Mr.  Eller  and 
his  son,  Louis,  believe  that  Chicago  racketeers, 
seeking  to  start  a  radio  trade  association,  may 
have  been  responsible,  for  they  were  ap- 
proached recently  by  men  representing  them- 
selves as  organizers.  The  Midwest  Radio 
Trades  Association,  formed  by  the  dealers 
themselves,  has  been  making  every  effort  to 
keep  racketeers  out  of  the  business.  The  explo- 
sion tore  away  the  plate  glass  window  of  the 
store  and  damaged  several  radio  receivers.  The 
total  loss  was  estimated  at  more  than  $1,000. 
Housewarming  at  Plant  of  Temple,  Inc. 

In  December  Temple,  Inc.,  manufacturer  of 
the  Temple  Air  Column  Speaker,  had  a  house- 
warming  in  its  new  plant  at  1925  South  Western 
avenue,  at  which  time  some  600  guests  were 
present.  A  very  instructive  and  interesting 
tour  of  inspection  was  headed  by  Fred  Temple, 
vice-president  of  Temple,  Inc.,  in  which  he  ex- 
plained the  many  up-to-date  and  new  processes 
of  manufacture  of  reproducing  units. 

Temple's  new  factory  is  a  three-story  build- 
ing with  floor  capacity  of  over  30,000  square 
feet.  It  is  lighted  on  four  sides  with  windows 
from  floor  to  ceiling,  so  that  every  department 
has  perfect  light.  It  is  equipped  with  the  most 
modern  equipment  for  high  production  and  is 
manned  by  a  large  force  of  skilled  workmen, 
experienced  in  the  manufacture  of  air-column 


Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


INCORPORATED  UNDER 
LAWS  OF  ILLINOIS 


SUCCESSORS 
Standard  Talking  Machine  Co. 
Vnitod  Talking  Machine  Co. 
Harmony  Talking  Machine  Co. 
ONalllJamte  Co. 
Arottno  Co. 


2hGradeTa__ 

Talking  Machine  Supplies,  Etc 


TRADE  MARK 

•CONSOLA' 


227-229  W.  WASHINGTON  ST.  CHICAGO  ILL. 
Bratnehee:  l»B7  Oratlot  At*.,  Detroit,  Mich.        1424  Washington  Ato.,  Bonth,  HlnnoapoU*.  Minn. 


Fibre  needles,  to  deliver  soft  and  mel- 

low tones,  should  be 

repointed  with 

the  ALTO  Fibre 

Needle  Cutter. 

LIST  PRICE  $1.00 

ALTO  MFG. 

CO. 

1647  Wolfram  St.,  Chicago,  III. 

Ten  Years  of  Service  in 

the  Industry 

speakers.  Mr.  Hernlund  is  factory  superin- 
tendent. 

During  the  evening  Eddie  and  Fannie  Cava- 
naugh,  the  Gaelic  Twins  of  KYW,  and  Al  and 
Pete  of  KYW,  broadcast  a  very  interesting  pro- 
gram from  the  experimental  laboratories  of  the 
new  plant.  A  delicious  supper  was  served  by 
Mrs.  Temple,  Mrs.  Andres,  Mrs.  Hernlund  and 
Mrs.  Marchev.  A  space  was  cleared  away  on 
the  first  floor,  where  many  of  the  guests  danced 
by  music  broadcast  from  Chicago  stations  and 
brought  in  by  the  new  Temple  Powerola. 

In  addition  to  the  housewarming  being  the 


Temple  Organization  Enjoys  Housewarming 

function  of  the  evening,  it  was  also  a  good-bye 
party  to  Mr.  Marchev,  president  of  Temple,  Inc., 
and  Mrs.  Marchev,  who  left  that  night  for  New 
York  and  thence  for  a  two  months'  tour  of  Eu- 
rope and  England. 


Charles  C.  Henry  With  the 
Grigsby-Grunow-Hinds  Go. 

Has  Assumed  Duties  as  Sales  Engineer  in  In- 
terest of  Majestic  Line  of  Radio  Power 
Units — Widely  Experienced 


Charles  C.  Henry,  for  the  past  four  years 
with  the  Sonora  Phonograph  Co.  of  New  York, 
has  joined  the  Grigsby-Grunow-Hinds  Co,  of 
Chicago,  manufacturer  of  Majestic  electric 
radio  power  units,  and  has  already  entered 
upon  his  duties  in  his  new  location.  Mr.  Henry 
occupied  the  post  of  radio  sales  engineer  with 
the  Sonora  Co.  and  will  continue  as  sales  en- 
gineer for  Grigsby-Grunow-Hinds  Co. 

Mr.  Henry's  experience  has  been  a  long  and 
varied  one  and  it  is  generally  conceded  that 
he  is  especially  well  informed  as  to  all  phases 
of  sales  and  technical  problems  relating  to 
radio. 

Before  going  with  Sonora,  Mr.  Henry  was 
with  the  Federal  Telephone  &  Telegraph  Co., 
of  Buffalo,  N.  Y.,  and  prior  to  that  was  an 
expert  radio  consultant  in  the  U.  S.  Navy.  In 
the  early  days  of  radio  Mr.  Henry  operated 
an  amateur  station  from  Dubuque,  la. 


Noted  Artists  Visit  U.  S. 


Sir  Thomas .  Beecham,  British  conductor  and 
world-famous  musician,  and  Maurice  Ravel,  lead- 
ing French  composer  and  conductor,  both  Co- 
lumbia artists,  arrived  in  New  York  on  January 
4,  both  to  go  on  tour  as  guest  conductors  with 
American  orchestras.  Both  conductors  are  rep- 
resented in  Columbia  Masterworks  Series. 
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Phonographs 


The  artistry  and  appeal  of  Eureka  Cab- 
inets speak  for  themselves.  They  are 
built  of  very  finest  materials  with  pains- 
taking care  by  master  craftsmen  of  10 
years'  experience  in  the  production  of 
Eureka  Phonographs. 

All  mechanical  parts  are  selected  with  a 
view  to  giving  our  customers  the  best 
and  nothing  but  the  best.  The  famous 
United  Motor  No.  5,  known  everywhere 
for  its  superior  quality  and  satisfactory 
operation,  is  used  exclusively. 


40  in.  high,  22     in.  deep, 
22     in.  wide 
Mahogany  or  Walnut 


| 


1 


H 


Before  placing  your  new 
contracts,  it  will  pay  you 
to  find  out  first  hand  what 
our  concentrated  produc- 
tion for  some  of  America's 
largest  phonograph  dis- 
tributors will  save  you. 

Write  us. 


Eureka  Model  C  Console 

33  in.  high,  22  in.  deep,  33  in.  wide 
Mahogany  or  Walnut 


Eureka  Talking  Machine  Co* 


5939  LOWE  AVENUE 
CHICAGO,  ILL./U.S.  A. 
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Instrument  for  Receiving  Programs  Over 
Telephone  and  Power  Wires  Is  Perfected 

General  Squier,  U.  S.  A.,  Working  With  Kellogg  Switchboard  &  Supply  Co.,  Announces  the 

Perfection  of  New  Method  of  Receiving  Radio  Programs  Over  Wires — Explains  Operation 


MARSH 

Recording  Studio 

"The  Originators  oj  Electrical  Recording" 

WK  SPECIALIZE  in  the  independent  recording- 
field. 

We  are  prepared  to  do  master  recordings,  and 
furnish  the  finished  records  in  any  quantity 
desired. 

OUR  ELECTRICAL  RECORDINGS  are  being 
used  by  record  companies,  dealers,  musicians, 
schools,  clubs,  advertising  concerns,  concert 
agencies,  etc.,  and  used  on  such  records  as: 

Paramount  Silvertone  Puritan 

Gpnnett  Rainbow  Broadway 

Wallace  Autograph  Etc. 

Write  for  further  particulars  of  this  new  plan. 

MARSH  LABORATORIES,  INC. 

64  East  Jackson  Blvd.  Chicago,  Illinois 

Phone  Wabash  7288 


S.  O.  Martin  Resigns  as 

President  of  Sonora  Go. 

Associated  With  Sonora  Phonograph  Co. 
Five  Years,  During  Which  Time  He  Made 
Many  Friends  in  the  Trade 


At  a  recent  meeting  of  the  directors  of  the 
Acoustic  Products  Co.  and  the  Sonora  Phono- 
graph Co.,  Inc.,  which  it  controls,  S.  O.  Martin, 
formerly  president  of  the  Sonora  Phonograph 
Co.,  tendered  his  resignation  from  the  organ- 
ization. This  resignation  was  accepted  with 
keen  regret  by  P.  L.  Deutsch,  now  president 
of  the  Acoustic  Products  Co.  and  the  Sonora 
Phonograph  Co.,  and  Mr.  Martin  received  the 
hearty  good  wishes  of  his  former  associates. 
During  the  five  years  in  which  Mr.  Martin  was 
associated  with  Sonora  he  won  the  esteem  and 
friendship  of  the  trade  throughout  the  country. 
He  is  widely  known  in  industrial  and  financial 
circles,  and  will  shortly  announce  his  plans  for 
the  future. 


Artist  Opens  Night  Club 


Harold  Leonard,  exclusive  Columbia  artist, 
who  has  directed  the  orchestra  at  the  Waldorf 
for  three  years,,  has  opened  a  night  club.  Mr. 
Leonard's  recordings  are  popular  throughout  tin- 
country,  and  he  is  well  known  to  dance  devo- 
tees in  New  York. 


The  sending  of  radio  programs  via  telephone 
wires  has  been  the  subject  of  experiments  by 
many  different  inventors  during  the  past  two 
years.  Various  difficulties  have  been  encountered, 
chief  of  which  has  been  the  costliness  of  the  in- 
stallation to  the  telephone  company.  Also,  there 
was  trouble  because  the  radio  carrying  current 
interfered  to  some  extent  with  the  use  of  the 
telephone. 

Recently,  General  Squier,  U.  S.  A.,  retired,  an- 
nounced the  perfection  of  a  new  method  for  re- 
ceiving radio  programs  over  telephone  and  power 
wires.  Because  of  its  capable  staff  of  telephone 
and  radio  engineers,  and  its  research  laboratories, 
General  Squier  joined  forces  with  the  Kellogg 
Switchboard  &  Supply  Co.,  Chicago,  in  perfecting 
his  invention.  For  several  months  trial  tests  of 
this  new  equipment  for  handling  radio  program 
service  have  been  carried  on  in  Freeport,  III.,  but 
only  recently  General  Squier  and  the  Kellogg  Co. 
jointly  announced  the  perfection  of  the  new  inven- 
tion. • 

The  programs  to  be  furnished  are  sent  over 
telephone  wires  at  inaudible  frequencies  and  re- 
ceived in  the  home  by  specially  constructed  re- 
ceivers that  are  comparatively  simple  in  design. 
The  method  as  now  developed  contemplates  send- 
ing three  different  programs  over  one  pair  of  tele- 
phone wires.  Programs  are  selected  at  the  receiv- 
ing set  simply  by  pushing  a  switch  button,  and 
volume  can  be  regulated  in  the  same  manner  as 
on  any  radio  receiver.  As  now  contemplated,  pro- 
gram service  will  be  furnished  by  telephone  com- 
panies at  a  nominal  cost  per  month  in  exactly  the 
same  manner  as  telephone  service  is  now  sold. 

A  specially  constructed  receiver  is  enclosed  in 
a  small  floor  cabinet,  standing  about  2l/i  feet 
high  and  made  of  highly  polished  walnut.  The 
cabinet  contains  a  heavy  horn  reproducer  and 
there  are  three  tubes  which  change  the  high  fre- 
quency waves  to  audio  frequency  so  that  the  pro- 
grams can  be  heard.  Under  the  overhanging  cover 
of  the  cabinet  are  a  small  toggle  switch,  three 
push  buttons  and  a  small  knob  similar  to  the 
volume  control  on  a  radio  set.  From  the  back  of 
the  reproducer  run  three  wires,  one  going  to  the 
telephone  line,  another  to  a  ground,  which  may 
be  attached  to  a  nearby  radiator,  or  water  pipe, 


and  a  third  wire  is  designed  to  plug  into  the 
light  socket.  All  that  is  necessary  to  receive  pro- 
grams is  to  press  a  button  and  adjust  the  volume 
control.  All  the  receiving  equipment  for  this  new 
device  will  be  installed  and  serviced  by  local  tele- 
phone companies. 

At  times  when  there  is  nothing  of  special  inter- 
est to  be  picked  out  of  the  air  or  received  over 
chain  systems,  it  is  possible  for  the  local  telephone 
company  to  install  a  high  grade  phonograph  and 
broadcast  the  latest  records.  In  fact,  this  is  being 
clone  in  Freeport  at  the  present  time. 

As  the  service  develops  a  group  of  companies 
probably  will  be  organized  into  a  network.  Pro- 
grams originating  in  a  central  studio  can  be  dis- 
tributed to  all  parts  of  the  country  over  telephone 
wires.  Thus  it  will  be  possible  to  secure  the 
recreation  of  programs  without  any  interference 
due  to  warm  weather  or  any  of  the  other  causes 
of  static. 

All  the  practical  work  on  General  Squier's  n<- 
invention,  including  the  Freeport  installation,  has 
been  completely  engineered  by  the  Kellogg  Switch- 
board &  Supply  Co.,  maker  of  Kellogg  radio 
receivers  and  Kellogg  A.  C.  radio  tubes. 

Vincennes  Phono.  Mfg.  Go. 
Announces  New  Automatic 

New  Instrument  Combines  Exclusive  Features 
of  the  Veraphonic — Changes  Records  Auto- 
matically— Plays  Ten  Records 


Vincennes,  Ind.,  January  9. — The  Vincennes 
Phonograph  Mfg.  Co.,  manufacturer  of  the 
Veraphonic  phonograph,  introduced  to  the 
trade  with  considerable  success,  announced  re- 
cently an  automatic  instrument,  combining  all 
the  exclusive  features  of  the  Veraphonic  with 
the  additional  advantage  of  having  a  mechanism 
for  the  automatic  changing  of  records. 

The  Automatic  will  play  ten  records  in  rota- 
tion. These  records  are  placed  in  the  instru- 
ment in  the  order  in  which  the  listener  wishes 
to  hear  them.  A  selector  allows  the  operator 
to  decide  the  number  of  records  he  wishes  to 
hear,  after  which  the  machine  will  automatically 
stop.  The  Automatic,  styled  Model  250A,  can 
be  procured  in  either  mahogany  or  walnut.  It 
is  less  than  four  feet  wide  and  two  and  a  half 
feet  deep.  The  new  instrument  is  on  display 
at  the  Furniture  Mart,  Chicago,  III.,  this  month. 

D.  R.  McKinnon  Western 

Manager  for  Amrad 

Well  Known  in  Middle  West  Radio  Trade 
Circles — Now  in  Active  Charge  of  Western 
Division  of  the  Amrad  Corp. 


D.  R.  McKinnon,  a  well  known  figure  in 
Middle  West  radio  circles,  has  joined  the  forces 
of  the  Amrad  Corp.,  Medford  Hillside,  Mass., 
and  on  January  1  took  active  charge  of  the 
western  sales  division  of  the  company.  The 
western  division  of  the  Amrad  Corp.  serves 
a  territory  extending  from  the  western  boun- 
dary of  Pennsylvania  to  the  Pacific  coast  and 
from  the  Canadian  boundary  to  the  Gulf  of 
Mexico,  comprising  over  one-half  of  the  United 
States.  The  firm  maintains  warehouses  in  Chi- 
cago, and  serves  about  forty  distributors  from 
this  point. 

Mr.  McKinnon  for  the  past  three  years  has 
represented  the  Federal  Radio  Corp.,  Buffalo, 
N.  Y.,  in  the  Middle  West  territory  and  numbers 
among  his  friends  a  Host  of  dealers  and  distrib- 
utors throughout  the  Middle  West.  His  wide 
experience  especially  fits  him  for  his  present 
important  post. 


FLORENCE  MOORE 


BROOKLYN 

METAL 
STAMPING 
CORP. 

719 

ATLANTIC  AVE. 
BROOKLYN 
N.  Y. 

(Write  for  particulars) 


zvrites:  "I  put  over  a  broadcasting 
stunt  on  some  of  my  friends  .  .  . 
and  how!  I'd  call  the  B.  M.  S.  Home 
Broadcaster  the  latest  word  in  fun." 

Home  Broadcaster 

is  as  easy  to  install  as  possible.  You 
simply  insert  the  adapter  into  the 
detector  tube  socket  of  any  radio, 
run  the  extension  cord  into  another 
room  or  closet  and  broadcast  any- 
thing you  want.  Fun?  Try  it  on 
your  customers — they're  all  live 
prospects !  List  price  $7.50  complete. 


MISS 
MOORE 
IS 

THE  STAR  . 
FUN-MAKER 

OF 
"ARTISTS 
& 

MODELS" 

(She  ought  to  knoiv!) 


It's  the  new  idea 
for  a  radio  party. 


ie  Broadcaster 


The  Talking  Machine  World,  New  York,  January,  1928 


107 


\  |  ll ,  (/J 


J.AJFISCHER  COMPANY 
PHILADELPHIA- US-A- 


"1928  Will  See  Better 

Radio  Merchandising" 

W.  L.  Jacoby,  President  of  Kellogg  Switch- 
board &  Supply  Co.,  Discusses  Necessity  of 
Attention  Being  Given  to  Dealer  Problems 


W.  L.  Jacoby,  president  of  Kellogg  Switch- 
board &  Supply  Co.,  looks  forward  to  better 
radio  merchandising  in  1928,  saying: 

"The  radio  industry  has  suffered  the  growing 
pains  natural  to  an  industry  that  has  expanded 
at  a  rate  unequaled.  Some  of  these  pains  may 
have  resulted  from  a  lack  of  balance  between 
the  engineering  and  merchandising  departments 
of  given  institutions.  The  engineering  and 
production  divisions  of  some  radio  manufac- 
tories may  have  been  more  efficiently  manned 
and  better  organized  than  the  sales  and  mer- 
chandising divisions.  Nineteen  hundred  and 
twenty-seven  was  the  first  year  that  a  number 
of  manufacturers  attempted  to  remedy  this  con- 
dition. 

"It  seems  essential  that  as  much  attention 
be  devoted  to  distributor  and  dealer  problems 
as  to  engineering  and  production.  Only  on 
that  basis  can  manufacturers  continue  to  in- 
crease their  business,  or  even  hope  to  survive." 

Berg  Sales  Representative 

Starts  on  Mid- West  Trip 

A.  J.  Engel,  special  representative  of  the 
Berg  A.  T.  &  S.  Co.,  Long  Island  City,  N.  Y., 
maker  of  Berg  Artone  portables  and  phono- 
graphs, left  on  his  first  trip  of  the  new  year 
during  the  last  week  in  December.  Mr.  Engel, 
who  is  well  known  in  portable  circles,  covers 
the  entire  Middle  Western  territory  for  the 
Berg  organization  and  is  adding  new  territory 
for  1928. 

The  new  trip  started  in  an  auspicious  man- 
ner. Mr.  Engel  has  already  reported  that  the 
Phonograph  Repair  &  Accessory  Co.,  St.  Louis, 
has  taken  on  the  Artone  line. 

Mrs.  Engel,  who  had  been  visiting  her 
parents  at  Butler,  Mo.,  joined  Mr.  Engel  at 
St.  Louis  at  a  house  party  given  at  the  home 
of  Oliver  Grenzebach,  of  the  Phonograph  Re- 
pair &  Accessory  Co. 


*         #  *  * 


IIIIIIIIIIINilllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllNIIIIIIIIIIIIIIIIIIIIIIIIIJIIIIIIIIIII 

The  Valley  Forge  catalog  of  re- 
placement materials  for  the  talking 
machine,  which  was  announced  in 
last  month's  issue  of  The  Talking 
Machine  World,  has  been  placed  in 
the  mail.  The  Valley  Forge  cat- 
alog in  the  past  has  proved  a  very 
valuable  adjunct  to  the  repair  de- 
partment and  the  demand  for  the 
new  catalog  is  reported  excep- 
tional. The  photograph  to  the  left 
shows  the  very  attractive  appear- 
ance of  the  catalog  and  the  minute 
listing,  description  and  illustration 
of  each  part  is  readily  referred  to 
by  means  of  a  tabulated  index. 

niiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiuiiiiiiiiiiiiiiiiii 
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R.  F.  Bensinger  Abroad 

R.  F.  Bensinger,  vice-president  of  the  Bruns- 
wick-Balke-Collender  Co.,  accompanied  by  Mrs. 
Bensinger,  sailed  from  New  York  on  January 
6  for  a  two  months'  tour  of  Europe,  on  which 
he  is  planning  to  combine  both  business  and 
pleasure. 

Mr.  Bensinger  plans  to  diagnose  trade  con- 
ditions in  Europe  and  visit  the  Brunswick  offices 
there,  to  establish  more  definite  contact  and 
lake  care  of  any  situations  that  might  arise. 
Mr.  and  Mrs.  Bensinger  will  take  the  Mediter- 
ranean Cruise  and  tour  through  Italy,  stopping 
in  Rome,  Florence,  Naples  and  other  cities. 
They  will  also  visit  Switzerland,  Paris,  London 
and  many  other  important  points  of  interest  in 
Europe. 


Splitdorf  Concentrates 

Activities  in  New  Plant 

Acquisition  of  Building  With  100,000  Additional 
Square  Feet  Meets  Needs  for  Enlarged  Radio 
Program — Every  Facility  Is  Provided 


The  Splitdorf  Radio  Corp.,  of  Newark,  N.  J., 
has  announced  the  concentration  of  its  produc- 
tion activities  in  a  new  plant.  To  meet  the 
needs  for  the  enlarged  radio  program  for  1928, 
the  Splitdorf  interests  have  acquired  an  addi- 
tional 100,000  feet  of  floor  space.  This  was 
accomplished  by  taking  over  the  building 
formerly  occupied  ,  by  the  Boyden  Shoe  Co., 
in  close  proximity  to  the  other  Splitdorf  fac- 
tories. Every  facility  for  the  building  of  radio 
receivers  and  loud  speakers  is  provided. 

At  the  same  time  announcement  is  made  that 
the  Splitdorf  radio  activities  have  been  placed 
under  the  direction  of  Hal  P.  Shearer,  general 
manager;  Noel  S.  Dunbar,  advertising  man- 
ager; Paul  Ware,  director  of  the  laboratory, 
and  Sam  SchaefFer  as  assistant  advertising 
manager.  Walter  Rautenstrauch  is  president 
of  the  Splitdorf  Radio  Corp.  and  of  the  Split- 
dorf Bethlehem  Electrical  Co.,  and  E.  H. 
Schwab  is  chairman  of  the  board.  In  addition 
to  his  duties  in  the  laboratory,  Mr.  Ware  will 
take  active  part  in  directing  certain  phases  of 
Splitdorf  radio  production. 

New  Display  Box  for  the 

Organ-Tone  Reproducers 

A  new  display  box,  attractively  executed  in 
blue  and  gold,  has  been  designed  by  the  Unique 
Reproduction  Co.,  New  York,  as  a  retail  mer- 
chandising aid  for  the  Organ-Tone  reproducer. 
The  display  box  holds  six  reproducers  and  is 
available  to  all  dealers  on  purchases  of  six  or 
more  Organ-Tones.  The  Unique  Co.  is  enjoy- 
ing a  lively  demand  for  the  Organ-Tone  re- 
producer, which  is  claimed  to  be  the  only 
sound  box  on  the  market  finished  in  color, 
thus  adding  the  sales  appeal  of  eye-value  to 
its  tone  qualities. 

Herman  Segal,  executive  head  of  the  Unique 
organization,  announces  that  samples  are  now 
ready  on  a  new  reproducer  which  has  many 
appealing  features.  Details  will  be  given  to 
the  trade  very  soon.  Mr.  Segal  states  that  he 
is  looking  forward  to  a  very  satisfactory 
volume  of  business  in  1928  on  the  Unique  line. 


SINCE  1890! 

MASTERCRAFT  products  are  the  re- 
sult of  long  and  successful  experience 
in  the  manufacturing  and  merchandising 
field.  Distinction  of  design  comes  from 
logical  steps  toward  perfection  in 
MASTERCRAFT  cabinets  and  phono- 
graphs. The  quality  and  beauty  you  see  in 
MASTERCRAFT  is  created  by  extraordi- 
nary craftsmanship,  the  art  of  masters  of 
cabinet  making. 

Eleven  sales  and  distributing  offices  cover 
every  section  of  the  United  States. 


Phonographs 

The  MASTERCRAFT  phonograph 
is  distinguished  by  a  rich  depth  of 
tone  and  unusual  volume.  Master- 
phonic  principle  and  scientifically 
designed  tone  chambers  make  it  in- 
comparable. It  sells  quickly  and 
profitably. 

Radio  Consoles 

Bare  radio  sets  and  instruments 
are  in  themselves  unsightly.  MAS- 
TERCRAFT radio  Console  cabinets 
transform  them  into  beautiful  and 
useful  furniture.  Write  us  for  de- 
scriptive literature  and  prices. 


The  Wolf  Industries 


kokomo 


Established  1890 


INDIANA 


St.  Paul 
100  Midland  Trust 
Bldg. 

New  Orleans 
1046  Camp  Street 

Los  Angeles,  Calif. 
1106  Masselin  Ave. 


—BRANCHES— 

Boston 
21  West  Street 
Chicago 
1500  Republic  Bldg. 

New  York  City 
44  Whitehall  Street 
(Export  Dept.) 


New  York  City 
250  W.  57th  Street 

Detroit 
1501  Saratoga  Ave.  W. 
Denver 
3235  W.  29th  Street 
Dallai 
908  S.  St.  Paul 
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Garryola  Go.  Introduces  H.  G.  Schultz,  Inc.,  Issues        R.  L.  Speicher  Now  Freed- 

Pick-up  to  the  Trade        Radio  and  M.  M.  Catalog  Kisemann  Ad.  Manager 


Porto  Pick-up  for  Playing  Phonograph  Rec- 
ords With  Radio  Amplification — Company 
Also  Has  Perfected  an  Electric  Pick-up 


Sonora  Mid-West  Distributor  Prepares  a  Most 
Comprehensive  Listing  of  Products  Jobbed — 
Attractively  Printed  and  Illustrated 


The  Carryola  Co.  of  America,  portable  pho- 
nograph manufacturer  of  Milwaukee,  Wis., 
placed  upon  the  market  several  weeks  ago  the 
Carryola  Porto  Pick-up,  a  product  which  en- 
ables radio  users  to  have  a  complete  and  com- 
pact outfit  for  the  playing  of  phonograph  rec- 
ords with  radio  amplification.  The  Porto  Pick- 
up, consisting  of  a  turntable,  motor,  electric 
reproducer,  volume  control  and  all  the  neces- 
sary wiring,  is  enclosed  in  a  fabrikoid  case.  The 
new  product  which  retails  for  $23.50  is 
equipped  with  a  single  spring  motor,  and  the 
electric  reproducer  is  attached  to  a  curved 
throw-back  tone  arm.  The  volume  control  is 
located  on  the  motor  board,  enabling  the  opera- 
tor to  regulate  the  volume  within  the  limits  of 
the  loud  speaker,  and  case  is  finished  in  fabri- 
koid with  nickel  plated  fittings. 

For  those  who  have  both  a  radio  receiver  and 
a  phonograph  in  their  home,  the  Carryola  Co. 
has  perfected  the  Carryola  Electric  pick-up, 
which  combines  the  phonograph  and  radio 
receiver  into  an  electrical  reproducing  phono- 
graph. The  pick-up  itself  replaces  the  repro- 
ducer on  the  phonograph,  the  detector  tube  of 
the  radio  receiver  is  removed  and  an  adaptor 
inserted  in  its  place.  The  volume  is  controlled 
by  the  turning  of  a  volume  control  knob  con- 
nected by  wire  to  the  adaptor.  The  Carryola 
Electric  pick-up  retails  for  $10.50. 


A  most  complete  and  comprehensive  catalog 
covering  the  radio  and  musical  merchandise 
fields  has  been  issued  by  H.  C.  Schultz,  Inc.,  of 
Detroit,  Mich.,  and  Cleveland,  O.  The  catalog 
covers  408  pages,  is  attractively  bound  in  a  stiff 
cover  in  black,  green  and  gold,  and  describes 
fully  and  illustrates  in  color  the  wide  and  varied 
lines  of  instruments  carried  by  the  company. 
Throughout  the  book  special  inserts  of  model 
descriptions  printed  on  heavy  plate  paper  give 
fine  illustrations  of  the  instruments. 

Among  the  lines  listed  in  the  catalog  and 
which  are  distributed  by  H.  C.  Schultz,  Inc.,  ex- 
clusively in  Michigan,  northern  Ohio  and  west- 
ern Pennsylvania  are:  Sonora  radios  and  phono- 
graphs, radio  speakers  and  needles,  portable 
phonographs,  musical  instruments  and  strings. 

Other  products  distributed  include:  radio  cab- 
inets, console  loud  speakers,  Timmons,  Temple, 
Utah  and  Sandar  speakers,  a  variety  of  power 
units,  Abox  "A"  eliminator,  Elkon  "A"  power, 
a  wide  range  of  other  radio  accessories,  Cun- 
ningham tubes,  Sterlin  battery  chargers,  Ray-O- 
Vac  batteries  and  Belden  products.  Wall  Kane 
and  Brilliantone  needles,  the  Bosch  recreator 
and  the  Audak  line  of  reproducers  is  also 
carried. 


Piatt  Music  Go.  in  New  Home 


Stages  an  "Old  Home  Week" 

In  connection  with  the  renovation  of  its 
retail  department  the  Oliver  Ditson  Co.,  Bos- 
ton, Mass.,  set  aside  a  week  as  "Old  Home 
Week"  to  welcome  its  friends  and  patrons. 


Los  Angeles,  Cal.,  January  5. — -The  Piatt  Music 
Co.  moved  into  its  magnificent  new  building 
on  Broadway  between  Eighth  and  Ninth  streets 
on  January  1.  The  exterior  of  the  thirteen- 
story  building  has  been  designed  on  beautiful 
lines,  dignified  and  inspirational.  The  six  floors 
to  be  occupied  by  the  Piatt  organization  are 
finished  in  Gothic  stvle. 


At  Last- 


A  Practical  Home  Recording  Instrument 


THE  TALK-BACK  now 
makes  it  possible  for  any- 
body to  make  worth  while 
records  on  any  phonograph. 
Talk-Back  made  records  are 
full  volume  —  long  playing 
—  permanent  records.  They 
stand  up  for  200  or  300  play- 
ings. 


Every  Phonograph  Owner  Wants  One 

The  Talk-Back  is  a  large  and  steady  seller  wherever  introduced.  Its  price  is  within  easy 
reach  of  all.  Dealers  who  sell  Talk-Backs  have  found  that  it  increases  the  sales  of 
portable  and  standard  phonographs  especially  among  orchestra  and  band  leaders,  mu- 
sicians, actors  and  actresses,  and  students  and  teachers  of  voice  and  music. 

Builds  Profitable  Repeat  Business 

Every  Talk-Back  buyer  becomes  a  blank  recard  buyer.  The  long-playing,  8-inch, 
double-faced  Talk-Back  Records  sell  at  3  for.  $1.00  with  a  wide  margin  for  the  dealer. 


COMPLETE 
OUTFIT 

Nothing  Else  to  Buy 


LIST 


Dealers— 

If  your  jobber  cannot  supply 
you,  write  to  our  factory  for 
sample. 

jobbers— 

There  is  still  some  territory 
open.  Write  today  for  par- 
ticulars. 


h 


Talk-Back  Phonograph  Recording  Co. 

4703  East  50th  St.  Los  Angeles,  Calif. 


Has  Background  of  Nine  Years  of  Advertising, 
Merchandising  and  Publicity  Experience  in 
Silk  and  Electrical  Industries 

The  appointment  of  Ray  L.  Speicher  as  ad- 
vertising manager  of  the  Freed-Eisemann 
Radio  Corp.,  Brooklyn,  N.  Y.,  succeeding  R. 
Robert  Smith,  has  been  announced.  Mr.  Smith 
resigned  a  few  weeks  ago  to  accept  the  post 
of  advertising  manager  of  the  Geuting  chain 
of  shoe  stores  in  Philadelphia,  a  position  for 
which  Mr.  Smith's  thorough  experience  in  mer- 
chandising and  advertising  particularly  fits  him. 

Mr.  Speicher  comes  to  the  Freed-Eisemann 
organization  with  a  background  of  nine  years 
of  advertising,  merchandising  and  publicity  ex- 
perience in  the  silk  and  electrical  industries. 
His  acquaintance  with  the  electrical  trade 
served  to  familiarize  him  with  various  phases 
of  the  radio  business.  Mr.  Speicher's  head- 
quarters will  be  at  the  Brooklyn  executive 
offices  of  the  Freed-Eisemann  Radio  Corp. 


New  Columbia  Record 

by  the  "Two  Black  Crows" 

Parts  5  and  6  of  Series  Declared  to  be  Even 
More  Humorous  Than  Predecessors,  That 
Have  Registered  Such  Heavy  Sales 


iMoran  and  Mack,  Columbia's  record-breaker 
irtists,  have  just  released  Parts  5  and  6  of 
"Two  Black  Crows,"  and  those  who  have  heard 
the  record  report  the  Crows  to  have  achieved 
the  impossible,  to  wit,  that  they  are  funnier 
than  ever. 

They  come  through  with  an  entirely  new  line 
of  talk,  yet  retain  the  immortal  mannerisms  of 
the  old,  and  a  newly  discovered  animal,  the 
"rhinohorse"  makes  its  appearance. 


R.  M.  A.  Holds  Its  First 

Meeting  of  the  New  Year 

A  record  attendance  marked  the  first  monthly 
meeting  of  the  Radio  Manufacturers'  Association 
held  during  1928,  on  Thursday,  January  5,  at 
the  midday  luncheon  at  the  Bismarck  Hotel. 
The  meeting  was  addressed  by  Professor  Paul 
G.  Andres,  of  Temple,  Inc.,  who  spoke  on  the 
subject  "The  Best  Reproduction  in  Radio  and 
its  Attainment." 

Bond  Parker  Geddes,  executive  vice-president 
of  the  R.  M.  A.,  New  York  City,  made  his  initial 
appearance  at  a  Western  meeting  and  gave  to 
the  members  some  advance  information  on  the 
June  Trade  Show  to  be  held  at  the  Hotel 
Stevens,  Chicago,  the  week  of  June  11.  Plans 
for  this  annual  event  have  practically  been  com- 
pleted. 

A.  J.  Carter,  chairman  of  the  Patent  Inter- 
change committee,  reported  the  progress  which 
had  been  made  in  securing  information  regard- 
ing patents  held  by  R.  M.  A.  members. 

W.  W.  Rogers,  Washington,  D.  C,  was  a  guest 
at  the  R.  M.  A.  luncheon,  and  outlined  the  steps 
taken  at  the  International  Radio  Telegraph  con- 
ference, held  in  Washington  in  November. 


Stewart- Warner  Corp.  Expects 
Good  Business  During  1928 

The  January  business  of  the  Stewart-Warner 
Speedometer  Corp.  will  represent  one  of  its 
best  months  in  the  history  of  the  organization, 
according  to  W.  J.  Zucker,  vice-president  and 
general  sales  manager.  He  stated  that  the 
company  recently  received  some  attractive 
orders  for  1928,  with  more  business  of  sizable 
proportions  about  to  be  closed.  He  said  fur- 
ther that  the  radio  branch  of  their  business 
was  satisfactory,  with  every  indication  of  high 
volume  operations  during  the  new  year. 


Talking  Machine  Dealer  Uses  Variety  of 

Methods  in  Selling  Musical  Merchandise 

Canvassing,  Advertising,  Window  Displays  and  Free  Lesson  Arrangements  Are  All  Found  to  Be 
Effective  in  Stimulating  the  Sale  of  Band  Instruments  and  Musical  Merchandise 


This  is  the  third  of  a  series  of  articles  dealing  with 
various  phases  of  the  merchandising  of  band  and  orches- 
tra instruments  and  small  goods  by  talking  machine  dealers. 
The  facts  presented  are  the  result  of  a  nationwide  survey 
among  the  dealers  recently  concluded  by  The  Talking 
Machine  World. — Editor. 

SALES  methods  have  a  direct  bearing  on  the 
volume  of  musical  merchandise  sold  in  the 
retail  talking  machine  store,  according  to 
the  replies  received  in  answer  to  a  questionnaire 
sent  to  dealers  throughout  the  country  by  The 
Talking  Machine  World. 

This  survey,  as  outlined  in  previous  articles, 
emphasized  several  important  points.  First,  a 
majority  of  the  talking  machine  stores  through- 
out the  country  handle  small  musical  instru- 
ments. In  some  stores  the  department  is  ex- 
ceedingly small  and  in  others  the  investment 
runs  to  well  over  five  figures.  Second,  that 
experience  has  proved  this  department  to  be  a 
profitable  adjunct  to  the  business.  Third,  that 
a  musical  merchandise  department  aids  sales  in 
all  departments  of  the  business. 

Sales  Promotion 
Many  methods  of  sales  promotion  are  being 
used  by  talking  machine  dealers  to  insure  turn- 
over of  small  goods.  Some  retailers  seem  to 
specialize  in  canvassing;  others  put  their  main 
effort  on  advertising  and  window  displays,  and 
quite  a  number  have  developed  arrangements 


by  which  purchasers  of  a  musical  instrument 
are  given  a  certain  number  of  free  lessons, 
enough  so  that  at  least  the  customer  reaches 
the  point  where  his  knowledge  of  the  instru- 
ment is  sufficient  to  keep  his  interest  alive. 
Some  dealers  utilize  all  of  these  efforts,  and  it 
is  noteworthy  that  merchants  who  do  this  are 
the  ones  who  apparently  are  the  most  success- 
ful and  have  the  most  profitable  business. 
Sales  Methods  Versus  Turnover 
The  relation  of  sales  methods  to  turnover 
is  graphically  illustrated  by  some  of  the  in- 
dividual reports.  For  example,  a  dealer  whose 
investment  in  small  musical  instruments  is 
$10,000  states  that  his  annual  gross  business  is 
$20,000.  This  merchant  declares  that  he  finds 
advertising  "good,"  canvassing  "better"  and 
window  displays  "good"  as  business  builders. 
Another  merchant  who  develops  sales  mainly 
by  advertising,  window  displays  and  offering 
free  lessons  has  an  investment  of  $1,500,  and 
reports  a  three-time  turnover.  One  retailer 
secures  a  four-time  turnover  through  sales  pro- 
motion with  the  aid  of  music  teachers.  This 
merchant  has  become  friendly  with  the  teachers 
in  his  community,  and  has  made  arrangements 
with  them  whereby  they  are  paid  a  commission 
on  sales,  just  as  would  be  paid  to  any  other 
salesman. 


A  dealer  in  Ohio  states:  "We  utilize  adver- 
tising, canvassing,  window  displays  and  free 
lessons  without  prejudice.  We  have  no  way 
of  telling  which  method  of  sales  promotion  is 
most  productive  and  we  would  not  dispense 
with  any,  as  it  seems  to  us  that  the  combina- 
tion is  most  effective." 

Complete  Stock  Is  Necessary 

One  particularly  important  suggestion  made 
by  several  of  the  dealers  who  answered  the 
questionnaire  was  the  necessity  for  an  adequate 
stock.  Certainly  it  is  impossible  for  the  dealer 
to  sell  what  he  doesn't  handle,  and  there  are 
many  merchants  throughout  the  country  who 
are  steadily  losing  business  because  of  the  in- 
completeness of  their  stocks.  At  best  the  in- 
vestment in  a  musical  merchandise  section  need 
not  be  large  even  if,  from  the  standpoint  of 
variety,  the  stock  is  fairly  complete. 

The  dealer  who  orders  fifty  ukuleles  at  one 
throw  and  then  does  not  stock  a  few  other  in- 
struments of  the  more  popular  kind  is  making 
a  foolish  mistake.  Cut  down  on  the  single  item 
to  get  diversity.  That  is  good  business. 
The  Ideal  Sideline 

The  survey  brought  home  the  fact  that  the 
musical  merchandise  department  is  without 
question  the  ideal  sideline  for  the  talking  ma- 
chine store.  First,  because  it  is  a  kindred  line 
and  the  merchant  remains  what  he  essentially 
is,  a  dealer  in  musical  instruments.  Second, 
the  investment  required  is  comparatively  small, 
and  for  this  reason  the  small  goods  department 
should  be  an  attractive  proposition  for  the 
dealer.  Last,  but  not  least:  The  musical  mer- 
chandise section  is  a  profit  producer  of  the 
first  magnitude,  if  properly  handled. 


Protecting 
Your  Profit 


SELLING  musical  merchandise  demands  time 
and  energy.  The  dealer  must  go  out  and  create 
business.  He  invests  many  dollars  in  developing 
prospects. 

Are  you  getting  a  full  and  fair  return  on  your 
selling  effort? 

The  King  Exclusive  Franchise  dealer  receives 
absolute  protection.  Every  inquiry  is  referred  to 
him.  He  knows  that  he  will  get  full  profit  on  every 
sale  in  his  territory.  The  complete  protection  cf  the  King  plan  and  the  high 

quality  of  King  instruments  make  a  good  combination.  Sales 

are  easier  and  profits  more  certain. 

Full  information  is  yours  for  the  asking.  There  are  enough 
rich  territories  still  open  to  make  your  immediate  inquiry 
well  worth  while. 

Write  for  our  booklet  on  "The  Advantages  of  Becoming  a  'King'  Dealer." 

THE  H.  N.  WHITE  CO, 

5215-95    Superior  Avenue,  Cleveland,  Ohio 

BAND 


^Manufacturers 
of 
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New  Weymann  Catalog 

Makes  Its  Appearance 

Complete  Weymann  Line  Attractively  Pictured 
and  Graphically  Described  in  Booklet — Dis- 
tinctive Features  of  Products  Told 


Federal  Figures  on 

Band  Instrument  Sales 


Statistics  Covering  First  Ten  Months  of  1927 
Show  a  Falling  Off  of  Nearly  Eleven  Per 
Cent  in  the  Volume  of  Sales 


The  new  catalog  of  Weymann  banjos,  manu- 
factured by  H.  A.  Weymann  &  Son,  Inc.,  Phil- 
adelphia, Pa.,  made  its  appearance  in  the  trade 
at  the  very  beginning  of  the  new  year.  It  is 
attractively  covered  in  orange  and  blue  and  pre- 
sents through  half-tone  illustrations  and  printed 
descriptions  the  many  models  and  distinctive 
merits  of  the  Weymann  line.  The  center  spread 
is  devoted  to  a  graphic  description  of  "Four- 
teen Points  of  Weymann  Superiority."  Among 
the  models  presented  are  the  Tenor  Style  No. 
85,  Orchestra  Tenor  Banjo  Style  A,  Styles  1, 
2  and  3  and  DeLuxe  models  4  and  5,  Tenor 
Banjo  Style  135-A,  140-A  and  1S0-A,  Mandolin- 
Banjo  Style  25-A,  35-A,  Weymann  Banjola 
Style  30  and  60  and  Weymann  Ukulele-Banjo 
Style  225. 

The  various  distinctive  features  of  the  Wey- 
mann banjo  also  are  described,  including  the 
Weymann  megaphonic  tone  amplifying  rim, 
Weymann  "four-to-one"  pegs,  Weymann  pat- 
ented tone  resonator  and  banjo  bridge. 


Buys  King  Saxophone 

San  Jose,  Cal.,  December  27. — T.  French,  saxo- 
phonist, who  was  formerly  with  Santreys'  Or- 
chestra but  now  with  Peter  Paul  Lyons  and  his 
American  Theatre  Orchestra,  recently  pur- 
chased an  artist  special  gold  King  saxophone 
from  the  San  Jose  branch  of  Sherman,  Clay  & 
Co.,  the  sale  being  made  by  A.  Caro  Miller, 
manager  of  the  band  and  orchestra  instrument 
department. 


Washington,  D.  C,  January  6. — According 
to  figures  reported  by  the  Department  of  Com- 
merce the  ten  months'  period  ending  October 
31,  1927,  showed  a  10.9  per  cent  decrease  in 
the  sale  of  band  instruments  from  the  corre- 
sponding period  in  1926.  Total  shipments  from 
the  factories  to  points  within  the  United  States 
of  cup  mouthpiece  and  woodwind  instruments 
and  saxophones  disclose  a  decline  from  $5,156,- 
737  for  the  first  ten  months  of  1926  to  $4,595,112. 

An  analysis  of  these  figures  shows  that  it 
was  the  cup-mouthpiece  instruments  and  saxo- 
phones that  fell  off,  the  former  dropping  11.6 
per  cent  and  the  latter  11.4  per  cent.  Wood- 
wind instruments,  however,  showed  an  increase 
for  the  period  of  5.8  per  cent. 

According  to  leading  dealers  and  manufac- 
turers the  sales  of  band  instruments  have  been 
improving  steadily  during  the  final  two  months 
of  this  year,  and  it  is  expected  when  the 
figures  are  in  for  November  and  December  that 
the  decrease  in  band  instrument  sales  for  the 
whole  year  will  not  be  as  large  as  the  Depart- 
ment of  Commerce  figures  indicate. 


Bacon  Announces  Smeck 

Stage  Silver  Bell  Banjo 

Instrument  Designed  by  Roy  Smeck,  Victor 
and  Columbia  Recording  Artist  and  Vita- 
phone  Player,  Introduced  to  Trade 


Death  of  U.  G.  Turner 


Ulmer  G.  Turner,  president  of  the  music 
company  bearing  his  name  at  1100  Gervais 
street,  Columbia,  S.  C,  died  at  a  local  hospital 
in  that  city,  after  an  illness  of  three  months. 
He  was  about  forty-five  years  old  and  had 
spent  about  twenty  years  in  Columbia  operat- 
ing his  music  store. 


Groton,  Conn.,  January  3. — In  a  very  attractive 
and  unusual  circular  the  Bacon  Banjo  Co.  is 
introducing  the  new  Roy  Smeck  stage  model 
Silver  Bell  banjo.  The  circular  shows  in  full 
natural  colors,  style  No.  4,  in  this  instrument. 
The  instrument  was  designed  for  Roy  Smeck, 
Victor  and  Columbia  recording  artist  and  the 
famous  Vitaphone  "Wizard  of  the  Strings."  It 
has  vermilion  neck,  resonator  and  rim,  golda- 
leur  fingerboard  and  peghead  with  beautifully 
engraved  embossed  designs  in  black  and  gold. 
It  has  double  resonating  tone  changes  same  as 
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on  regular  styles  of  Silver  Bell  banjos.  Other 
features  are  B  &  D  super  strings,  web-foot 
bridge,  Oettinger  separate  tension  tail  piece  and 
gear  pegs. 

Telegraph  orders  for  Bacon  banjos  have  been 
coming  in  very  freely,  according  to  David  L. 
Day,  general  manager  of  the  Bacon  Banjo  Co., 
Inc.  The  Chicago  Musical  Instrument  Co., 
Middle  Western  distributor,  recently  wired  for 
three  each  of  the  Roy  Smeck  stage  model  gold 
banjos  and  Montana  special  gold  banjos,  selling 
at  $270  each.  Other  telegrams  received  in  one 
day  came  from  the  Progressive  Musical  Instru- 
ment Co.  of  New  York  and  George  A.  Peate, 
Ltd.,  of  Montreal  for  Montana  Silver  Bell  ban- 
jos and  No.  1  Silver  Bell  banjos. 


Macaulay  Joins  Hanson 

San  Francisco,  January  3. — A.  D.  Macaulay, 
who  for  six  years  has  been  with  the  retail  band 
and  orchestra  instrument  department  of  Sher- 
man, Clay  &  Co.  in  this  city,  has  resigned  to 
accept  a  post  on  the  staff  of  the  H.  C.  Hanson 
Music  House.  After  a  short  stay  at  Hanson's 
main  store  it  is  expected  that  Mr.  Macaulay 
will  be  attached  to  the  Oakland  store. 

Dan  Coakley,  drummer  with  Paul  Kelly's 
Orchestra,  has  been  placed  in  charge  of  the 
drum  department  of  the  H.  C.  Hanson  Music 
House. 


Weyand  Opens  Quincy  Branch 

The  Weyand  Repairing  Co.,  Boston,  Mass., 
which  repairs  all  makes  of  phonographs  and 
radio  receivers,  has  opened  a  branch  at  21  Wa- 
ban  road,  Quincy,  Mass.  William  J.  Weyand, 
general  manager  of  the  company,  is  well  known 
in  talking  machine  and  radio  circles,  having 
been  connected  with  a  number  of  leading  Bos- 
ton music  houses. 


Foster  Commemoration  Hour 


In  line  with  its  commemorations  of  the  deaths 
of  Beethoven  and  Schubert,  the  Columbia 
Phonograph  Co.  broadcast  on  January  11,  a 
radio  hour  devoted  to  the  compositions  of 
Stephen  Foster,  the  beloved  American  composer 
of  home  songs,  who  died  on  January  13,  1864. 


Tommy  Hill,  well-known  Irish  entertainer,  has 
opened  a  phonograph  shop  at  365  Willis  avenue, 
the  Bronx,  New  York  City,  where  he  will  spe- 
cialize in  Irish  records. 


Music  Publishers  Demand  Strict  Adherence 
to  Copyright  Law  From  Record  Makers 

Forty  Publishers  Serve  Notice  That  They  Expect  Manufacturers  to  Comply  With  Law  as  It 
Applies  to  Royalties  for  Mechanical  Reproduction  and  in  All  Other  Directions 


Some  forty  music  publishers,  shortly  before 
the  first  of  the  year,  through  the  medium  of  E. 
C.  Mills,  served  notice  upon  manufacturers  of 
talking  machine  records  and  player  piano  rolls 
that  on  and  after  January  1,  1928,  they  would  be 
expected  to  comply  strictly  with  the  provisions 
of  the  copyright  law  of  1909  as  it  applies  to  the 
payment  of  royalties  for  mechanical  reproduc- 
tion and  in  all  other  directions. 

The  notice  calls  attention  to  the  fact  that  the 
law  provides  that  when  an  owner  of  a  musical 
copyright  has  himself  used  or  permitted  or 
knowingly  allows  another  to  use  the  work  upon 
the  parts  of  instruments  serving  to  mechanically 
reproduce  it,  any  other  person  might  make 
similar  use  of  the  work  upon  serving  notice  of 
his  intentions  to  do  so  and  upon  the  payment 
of  a  royalty  of  two  cents  on  each  such  part 
manufactured;  that  the  copyright  owner  might 
require  a  report  under  oath  each  month  of  the 
number  of  parts  of  instruments  manufactured 
during  the  previous  month,  and  that  royalties 
be  due  on  the  parts  manufactured,  payable 
within  the  following  month;  that  definite  penal- 
ties were  provided  for  failure  to  meet  the  roy- 
alty provisions. 

Notwithstanding  the  clear  intention  of  the 
law,  say  the  publishers,  manufacturers  of  me- 
chanically reproduced  music  have  contrived  to 
pay  less  than  the  law  provides,  through  de- 
manding a  discount  of  10  per  cent  from  the  legal 
rate  to  cover  "breakage,"  "discount  for  prompt 
payment  of  royalties"  or  some  other  reason, 
and  also  arrange  to  pay  royalties  quarterly  in- 
stead of  monthly  as  was  also  provided  by  law, 

Evasions  of  the  provision  providing  for  Un- 
filing of  "notice  of  user,"  were  also  complained 
of,  as  was  the  practice  of  manufacturers  secur- 
ing waivers  of  royalties  on  parts  manufactured 
in  the  United  States  but  subsequently  exported 
to  foreign  countries.  The  suspension  oi  royalty 
payments  in  cases  where  compositions  were  in- 
volved in  copyright  suits  and  the  boycotting  ol 
works  of  copyright  owners  who  refused  to  yield 
to  their  requirements  are  also  charged  against 
the  manufacturers,  as  are  various  other  evasions 
of  the  law. 

Among  the  complaints,  too,  is  that  the  manu- 
facturers in  many  instances  have  not  reported 
on  the  parts,  "manufactured"  as  provided  by  law 
but  only  upon  the  parts  "sold,"  and  have,  at 
times,  insisted  on  contracts  that  have  given 
them  the  performing  as  well  as  the  reproducing 


rights.  It  is  also  held  that  manufacturers  have 
made  adaptations  and  revisions  of  copyrighted 
works  in  direct  violation  of  the  copyright  own- 
ers' interests. 

The  publishers  declare  that  the  laxness  in  the 
observance  in  the  mechanical  reproduction  fea- 
'ures  of  the  copyright  law  has  resulted  in  the 
development  of  numerous  evils  that  are  proving 
costly  to  copyright  owners  and  that  the  cost  of 
publishing  and  exploiting  music  has  reached  the 
point  where  publishers  can  no  longer  accept 
rhose  losses  quietly.  In  the  notice  to  the  manufac- 
turers of  instruments  and  parts   for  the  me- 


chanical reproduction  of  music  it  is  announced 
that  every  effort  will  be  made  beginning  Janu- 
ary 1  to  see  that  the  provisions  of  the  copyright 
law  of  1909  are  fully  and  completely  complied 
with  in  every  instance;  that  royalties  be  paid 
in  full  without  discount;  that  reports  be  ren- 
dered and  payments  made  promptly;  that  notice 
of  user  be  filed  in  proper  form;  and  that  all 
other  details  be  handled  in  strict  accordance 
with  the  provisions  of  the  law. 

Following  receipt  of  the  notice  it  is  under- 
stood that  record  manufacturers  have  held  sev- 
eral conferences  to  determine  the  course  oi  ac- 
tion. The  meetings  have  been  held  behind 
closed  doors  and  no  announcement  of  the  action 
decided  upon  has  been  made,  but  it  is  believed 
that  some  interesting  developments  are  in  the 
offing.  It  is  further  hinted  that  the  approaching 
tight  on  the  existing  copyright  law  will  serve 
lurther  to  complicate  the  situation. 


"Rosita,"  Sam  Fox  Number, 
Used  in  "Gaucho"  Prologue 

The  prologue  for  the  new  photoplay  "The 
Gaucho,"  with  Douglas  Fairbanks,  now  playing 
at  the  Liberty  Theatre,  New  York,  has  won 
almost  as  many  favorable  comments  as  the  pic- 
ture itself.  It  is  the  creation  of  Boris  Petroff, 
who  with  the  Sam  Fox  Publishing  Co.  song 
"Rosita"  as  the  musical  allurement,  has  pro- 
duced a  unification  of  prologue  and  picture  that 
can  hardly  be  surpassed. 

An  exquisite  setting,  fine  voices,  artistic  na- 
tive dancing,  all  produce  a  spirit  that  wins  en- 


noticed  in  heavily  increased  sales.  It,  too,  must 
be  recognized  that  the  qualities  of  "Rosita"  are 
unusual  to  be  selected  for  such  an  important 
exclusive  feature.  "Rosita"  also  is  used  as  the 
theme  in  the  picture  presentation. 


Scene  From  Prologue  of  "The  Gaucho" 

thusiasm.  The  publisher  of  "Rosita"  is  most 
fortunate  as  the  presentation  gives  this  single- 
number  such  prominence  that  it  is  bound  to  be 


New  Music  Publishing  Firm 

Middle  West  Music  Publishers,  Inc.,  a  firm 
which  will  serve  the  trade  as  a  jobber  of  popu- 
lar and  classical  music,  and  music  books  of  all 
kinds,  was  founded  in  Chicago  late  in  December 
and  commenced  active  operation  early  in  1928. 
The  firm  is  headed  by  Christ  Serum,  president, 
and  the  general  man- 
ager of  the  business 
is  Norris  Gundersen. 
Mr.  Gundersen  has 
been  active  for  a 
period  of  twelve 
years  in  the  music 
field  as  manager  of 
the  jobbing  depart- 
ment of  Foster  Music 
1'ublisher,  Inc.  The 
firm,  whose  head- 
quarters are  in  the 
Starck  Building,  228 
South  Wabash  ave- 
nue, maintains  a 
complete  stock  and 
has  inaugurated  a 
unique  system  of  fill- 
ing orders  for  the  city 
trade.  New  equip- 
ment throughout  the  office  has  been  installed 
and  all  of  the  employes  of  the  firm  have  had 
previous  experience  in  the  music  business. 
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SONGS    BY    « «  « 

JANE    KRAZER  EISH" 

AN   ORIENTAL  FOX-TROT 

"BLUE  IDOL" 

SPECIALLY  ARRANGED 
By  LOUIS  KATZMAN 

1  .'mCDRPORATe^I 

745Seventh  Avenue 

NEVV   YORK  CITY 

A   WALTZ  ROMANCE 

"SILENT  PLACES" 

A  W.  C.  POLLA  ARRANGEMENT 
ORCHESTRA  40c. 

De  Francesco  to  Conduct 

"Wings"  Coast  Premiere 

While  in  California  He  Will  Confer  With  J. 
S.  Zamecnik  on  "Wedding  March"  Score — 
Will  Contribute  Compositions  to  Fox  Catalog 


So  important  do  the  officials  of  the  Para- 
mount Co.  consider  the  Pacific  Coast  premiere 
of  "Wings,"  the  aviation  film  of  which  the 
musical  score  was  written  by  J.  S.  Zamecnik 
and  which  has  had  such  successful  runs  in  East- 
ern cities,  that  Luigi  De  Francesco,  general 
musical  director  of  the  Paramount  road  show 
department,  has  taken  a  trip  across  the  con- 
tinent to  conduct  the  opening  at  the  Biltmore 
Theatre,  Los  Angeles,  on  January  15.  The 
theme  of  the  film  is  also  entiled  "Wings"  and 
has  been  published  by  the  Sam  Fox  Publishing 
Co.  It  has  won  great  success  in  the  East  and 
the  popularity  of  the  song  is  expected  to  keep 
pace  with  that  of  the  film  in  Pacific  Coast  cir- 
cles. 

While  in  California,  Mr.  De  Francesco  will 
confer  with  Mr.  Zamecnik  on  the  final  stages 
of  the  score  of  "The  Wedding  March,"  which 
Mr.  Zamecnik  is  composing.  This  film,  which 
has  had  an  unprecedented  amount  of  advance 
publicity,  all  of  it  favorable,  is  scheduled  to 
open  in  New  York  late  this  month  or  early  in 
February.  Reports  from  the  Coast  state  that 
those  who  have  heard  Mr.  Zamecnik's  score 
for  "The  Wedding  March"  are  enthusiastic 
over  it  and  have  commented  most  favorably 
on  the  amount  of  original  and  unusual  material 
which  is  contained  in  it.  The  theme  song, 
"Paradise,"  is  the  object  of  particular  praise 
from  those  who  have  heard  it.  This  number 
will  be  issued  by  the  Sam  Fox  Publishing  Co. 
in  sheet  music  form  when  the  film  opens  in 
New  York. 

Mr.  De  Francesco,  it  might  be  mentioned, 
recently  signed  a  contract  to  contribute 
original  compositions  to  the  Sam  Fox  catalog. 
He  has  specialized  in  scores  for  motion  pic- 
ture films  for  a  great  number  of  years  and 
has  worked  with  leading  directors. 


"Singapore  Sorrows"  Proves 
Popular  With  Orchestras 

The  Broadway  Music  Corp.  is  putting  an 
elaborate  campaign  behind  "Singapore  Sor- 
rows," the  unusual  fox-trot  song  which  was 


such  a  decided  hit  with  dance  orchestra  leaders. 
Will  Von  Tilzer,  president  of  the  Broadway 
Music  Corp.,  states  that  requests  for  dance  ar- 
langements  are  steadily  growing  and  while  it 
was  expected  that  the  number  would  have  a 
wide  appeal  to  orchestra  leaders,  a  surprising 
and  gratifying  condition  has  arisen  in  that 
vaudeville  singing  acts  have  included  "Singa- 
pore Sorrows"  in  their  routine. 

Although  the  selection  is  of  but  recent  issue 
it  is  being  heard  over  the  radio  at  frequent 
intervals  and  the  leading  metropolitan  orches- 
tras are  making  it  a  regular  feature  as  was  the 
latest  of  the  Broadway  organization's  hits, 
"Make  My  Cot  Where  the  Cot-Cot-Cotton 
Grows." 


$1,000,000  Royalties  for 

the  Music  Publishers 


Publishers'  Protective  Association  Signs  Con- 
tract With  Electric  Research  Covering  Royal- 
ties for  Vitaphone  and  Movietone 


A  contract  has  been  signed  by  E.  C.  Mills, 
chairman  of  the  board  of  directors  of  the  Music 
Publishers'  Protective  Association,  in  negotia- 
tion with  the  Electric  Research  Products  Corp., 
licensors  of  Vitaphone  and  Movietone,  which  is 
expected  to  result  in  over  $1,000,000  in  royalties 
for  the  sixty-three  publishers  of  the  association. 
By  the  terms  of  the  contract  the  licensors  of 
Movietone  and  Vitaphone  acquire  the  right  to 
use  the  music  issued  by  the  publishers,  for 
which  they  guarantee  royalties  of  $100,000  for 
the  first  year  and  $150,000  for  the  second. 

Mr.  Mills  said  he  expected  the  actual  royal- 
ties to  exceed  the  guarantees  and  that  in  the  last 
three  years  of  the  contract  the  use  of  Movietone 
and  Vitaphone  would  be  so  widespread  that  the 
income  to  the  publishers  would  be  greatly  in- 
creased. Authors  and  composers  will  share  in 
the  royalties  through  separate  agreements  with 
their  publishers. 

The  real  significance  of  the  contract,  accord- 
ing to  Mr.  Mills,  is  that  people  in  small  towns 
all  over  the  country  will  have  access  to  the  best 
music  available  in  the  country.  With  the  fore- 
most orchestras  and  singers  appearing  on  the 
screen,  and  their  music  reproduced  through  the 
vocalizing  machines,  the  man  in  the  little  movie 
theatre  of  the  South  or  Middle  West,  or  any- 
where else  in  the  country,  will  have  the  best  in 
opera  and  concerts  brought  to  his  own  Main 
Street,  he  said. 


Forster  Music  Publisher, 
Inc.,  Discontinues  Jobbing 

Due  to  Rapid  Growth  of  Its  Own  Catalog 
Forster  Organization  Discontinues  Its  Job- 
bing Service  After  Twenty-five  Years 


For  the  past  twenty-five  years  Forster  Music 
Publisher,  Inc.,  Chicago,  has  been  giving  the 
general  sheet  music  trade  a  jobbing  service,  but 
due  to  the  rapid  growth  of  its  own  catalog  the 
Forster  company  officials  have  decided  to  dis- 
continue this  jobbing  service  and  devote  their 
time  and  efforts  to  promoting  Forster  publica- 
tions. The  stock  of  the  jobbing  department 
and  its  equipment  has  been  disposed  of  to  a 
new  jobbing  concern,  Middle  West  Music  Job- 
bers, Inc.,  who  will  confine  their  efforts  ex- 
clusively to  jobbing.  Forster  Music  Publisher, 
Inc.,  will  have  no  connection  whatever  with  this 
new  concern,  but  will  devote  all  its  efforts  to 
its  own  publications. 

Forster  Music  Publisher,  Inc.,  has  a  varied 
catalog  and  has  justly  earned  the  reputation 
of  being  original.  Its  latest  idea,  that  of  in- 
creasing the  number  of  piano  players  by  using 
a  popular  piano  method,  is  meeting  with  tre- 
mendous success.  It  is  interesting  to  note  that 
the  Shefte  Rapid  Course  is  being  adopted  by 
leading  colleges,  schools  and  individual  teachers 
and  bears  the  endorsement  of  outstanding  au- 
thorities. The  Forster  Edition  is  also  gaining 
considerable  recognition  in  the  standard  field, 
containing  as  it  does  a  song  and  piano  number 
for  almost  every  occasion  and  for  every  type 
and  class  of  artist. 

Because  of  the  interest  that  will  be  revived 
in  the  playing  of  popular  songs  through  the 
Shefte  Rapid  Course,  the  Forster  company  in- 
tends to  be  very  active  in  the  popular  field.  This 
department  will  be  under  the  supervision-  of 
A.  Olman,  who  will  establish  representatives  in 
important  sections. 

Forster  has  been  responsible  for  some  of  the 
biggest  hits  in  the  industry,  such  as  "Naughty 
Waltz,"  "Sweet  and  Low,"  "Hindustan,"  "Mis- 
souri Waltz,"  "Karavan,"  "Oh,  Johnny,"  "It 
Ain't  Gonna  Rain  No  Mo',"  "Mellow  Moon" 
and  "Lonesome  That's  All,"  and  with  its  re- 
newed activity  in  this  field,  no  doubt  the  sales 
of  these  hits  will  be  duplicated  on  its  newer 
issues. 


TRIANGLE'S  "1928"  SENSATIONAL  WALTZ  SONG  HIT 


YOU'D  RATHER  «— 

FORGET  THAN  "i* 


^ite;FORGIVE;^ 


L. 

By  Howard  Johnson  <%/  Joe  Davis      y.  •:  y>N  ^ 


Tf\lANGLE   MUSIC   PUB.  CO.  LESj:    1658  Broadwaq,  Nc^ferk  City 
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NNYou  Cant  Go  Wrong 
With  Any  xFEISJi  Song" 


H.  A.  Weymann  &  Sons,  Philadelphia, 

Give  Window  to  "Among  My  Souvenirs" 

Great  English  Success,  Published  in  This  Country  by  DeSylva,  Brown  &  Henderson  Made  Basis 
of  Entire  Window  Display  by  Quaker  City  Music  House 


A  highly  effective  show  window,  devoted 
txclusively  to  the  display  of  the  single  num- 
ber, "Among  My  Souvenirs,"  was  arranged 
recently  by  H.  A.  Weymann  &  Sons,  of  Phil- 


Co.,  original  publishers  of  "Souvenirs"  in  Lon- 
don, who  startled  the  whole  sheet  music  world 
by  running  a  full  front  page  advertisement  fea- 
turing the  song  hit  in  the  London  Daily  Mail, 


Weymann  Display  of  ' 
adelphia.  This  fox-trot  song,  published  by  De 
Sylva,  Brown  &  Henderson,  Inc.,  New  York, 
for  American  and  Canadian  distribution,  has 
shown  unprecedented  results  in  sales  in  the 
short  time  the  publishers  have  been  working  on 
it,  due  to  the  merits  of  the  song  itself  coupled 
with  the  confidence  and  co-operation  of  the 
trade  in  featuring  it. 

The  Weymann  display  represented  a  particu- 
larly astute  bit  of  judgment  in  tieing  up  with 
the  mechanical  recordings  of  the  number  carried 
by  the  other  departments  of  the  firm.  The  fact 
that  "Souvenirs"  has  already  been  recorded  five 
ways  by  Victor  is  presented  both  by  placard 
announcements  and  photographs  of  the  various 
recording  artists.  These  photographs  include 
Paul  Whiteman,  who  made  a  special  twelve- 
inch  concert  record  with  his  orchestra;  Reinald 
Werrenrath,  baritone,  who  recorded  it  as  a 
vocal  solo;  Roger  Wolfe  Kahn,  who  recorded 
it  for  dance  with  his  orchestra;  Jesse  Crawford, 
who  made  the  organ  recording,  and  the  Revel- 
lers with  a  harmony  vocal  recording.  The  num- 
ber has  also  been  recorded  on  all  the  leading 
music  rolls  and  this  fact  too  is  announced  by 
placard.  As  can  be  observed  from  the  ac- 
companying illustration,  sheet  music  copies 
of  "Souvenirs"  were  attractively  distributed 
through  the  window. 

The  success  being  met  by  De  Sylva,  Brown  & 
Henderson,  Inc.  with  the  song  substantiates 
the  confidence  of  the  Lawrence  Wright  Music 


Among  My  Souvenirs" 

at  the  expense  of  several  thousand  dollars. 

The  campaign  placed  behind  the  number  by 
De  Sylva,  Brown  &  Henderson,  Inc.,  demon- 
strates the  willingness  of  the  writer-publishers 
to  give  any  song  in  the  catalog  the  plug  it  de- 
serves, whether  written  by  an  outside  contribu- 
tor or  by  their  own  collective  efforts.  This 
policy  is  again  evidenced  in  the  campaign  being 
put  behind  "Henry's  Made  a  Lady  Out  of 
Lizzie." 


Fred  K.  Steele,  Inc.,  Places 
Catalog  With  London  Firm 

Lawrence  Wright  Music  Co.  Secures  Steele 
Catalog  for  London  Exploitation — Predicts 
"Every  Little  While"  Will  Be  Big  Hit 


Fred  K.  Steele,  Inc.,  which  has  to  its  credit 
one  of  the  big  hits  of  the  season  in  "Every 
Little  While"  has  placed  its  catalog  for  Lon- 
don exploitation  with  the  Lawrence  Wright 
Music  Co.  The  number,  "Every  Little  While," 
is  registering  very  big  in  London,  and  Mr. 
Wright  predicts  it  will  be  one  of  the  outstand- 
ing hits  of  the  season  over,  there.  "Bells  of 
Hawaii,"  "Yep!  'Long  About  June,"  "Will  You 
Think  of  Me,"  "Close  to  Your  Heart'",  will 
also  be  exploited  in  London  by  the  Lawrence 
Wright  Music  Co.  which  has  expressed  great 
pleasure  in  securing  the  Steele  catalog. 


r?*S»W  A  Nevr 

Mother  Song 
WBeautifully  Told  In 
\  Lyric  and  Melody j 


Donaldson's 
High-flying  Dixie 
w.        SONG  HIT/  ^1 

THERE  AIN'T 
NO  LAND  LIKE 
DIXIELAND 


^European  Success/^CB 

IS! 

iMY  MEYER?] 

fA  Introduced  t>  BALIEFF  J 

KML  in  *CHAUV£-S0ORIS*  Jjg 

LEO.  FEIST,  Inc. 

FEIST  BLDG. 

231-5  W.  40TH  ST., 

f*EW  YORK  CITY 
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In  1927 

The  Sensation  of 
the  Music 
Publishing 
Industry — 

In  1928 

We  will  be  even 
bigger ! ! 


With  such  songs  as : 
Among  My  Souvenirs 
Together 

Without  You  Sweetheart 
The  Tin  Pan  Parade 
Broken  Hearted 
There's  One  Little  Girl  Who 

Loves  Me 
Sweetheart  Memories 
Plenty  of  Sunshine 
Who's  That  Knockin'  at  My 

Door 

Gee  I  I'm  Glad  I'm  Home 
Didn't  I  Tell  You  (That  You'd 

Come  Back  ?) 
There  Ain't  No  Sweet  Man 

Worth  the  Salt  of  My  Tears 
Henry's  Made  a  Lady  Out  of 

Lizzie 

Baby  Feet  Go  Pitter  Patter 


The  following 
sensational  songs  from 

"GOOD  NEWS" 

Varsity  Drag 
Best  Things  in  Life 
Lucky  in  Love 
Good  News 

The  greatest  score  a  musical 
comedy  ever  had 


LOOK  TO  US  FOR  GREAT 
SONGS  IN  192S 


DE  SYLVA,  BROWN  &  HENDERSON, 
Inc. 

ROBT.  CRAWFORD,  Pres. 

745  Seventh  Avenue 
NEW  YORK  CITY 


"Watching  the  World  Go  By" 
Gaining  in  Popularity 

Last  Ballad  of  Gifted  Composer,  Ernest  R. 
Ball,  Has  Steadily  Increasing  Number  of 
Entertainers  Using  It,  With  Sales  Increasing 


Just  before  he  died  last  May,  Ernest  R.  Ball 
had  turned  in  to  his  publishers,  M.  Witmark  & 
Sons,  the  MS.  of  his  latest  and  what  was  to 
prove  his  last  ballad,  "Watching  the  World  Go 
By."  The  popular  composer-entertainer  had 
already  tried  out  the  new  song  in  his  vaudeville 
act  out  West,  and  had  "put  it  over"  in  great 
shape.  The  song  had  been  sent  to  the  engravers 
just  about  the  time  that  its  composer  was 
stricken  fatally  in  his  theatre  dressing-room, 
and  in  due  time  the  song  was  published.  Nat- 
urally, among  the  countless  lovers  of  Ball  bal- 
lads, there  was  keen  interest  in  and  curiosity 
over  this  last  song  from  his  gifted  pen.  Due  in 
some  measure  to  this  unusual  condition, 
"Watching  the  World  Go  By"  has  steadily 
forged  ahead  in  sales,  until  to-day,  without  any 
extraneous  publicity  campaign  such  as  the 
Witmark  house  usually  conducted  on  a  new 
and  promising  Ernest  R.  Ball  song,  this  post- 
mortem number  shows  a  lively  promise  of 
equaling  some  of  the  best  of  the  late  com- 
poser's big  sellers. 

It  stands  to  reason,  however,  that  the  keen 
interest  evinced  in  this  number  by  singers  and 
singing  acts  all  over  the  country  is  not  based 
entirely  on  the  facts  already  outlined.  On  all 
hands  it  is  conceded  that  "Watching  the  World 
Go  By"  is  not  only  a  typical  Ball  ballad,  done 
in  the  composer's  best  vein,  but  is  actually  as 
melodious,  as  simple  and  as  singable  a  popular 
song  as  his  famous  "Let  the  Rest  of  the  World 
Go  By,"  which  attained  such  tremendous  popu- 
larity and  sales  and  to  which  this  last  Ball 
number  is  indeed  a  fitting  complement.  Not 
a  week  goes  by  that  does  not  see  a  substantial 
addition  to  the  number  of  those  using  and  fea- 
turing this  song,  and  correspondingly,  its  sales 
have  been  and  are  steadily  increasing. 

A.  S.  C.  A.  P.  Publishing 

Journal  of  Its  Activities 

First  Issue  of  Journal  of  American  Society  of 
Composers,  Authors  and  Publishers  Has 
Many  Interesting  and  Informative  Articles 


The  American  Society  of  Composers, 
Authors  and  Publishers  is  publishing  each 
month  a  journal  devoted  to  the  interests  and 
activities  of  the  society  and  containing  articles 
by  prominent  composers,  lyricists,  publishers 
and  others  interested  in  the  aims  and  purposes 
of  the  organization.  The  first  number  of  the 
Journal  made  its  appearance  last  month  and 
presented  an  attractive  appearance  and  con- 
tained much  informative  and  interesting  read- 
ing material.  The  first  issue  was  fittingly 
dedicated  to  Victor  Herbert,  the  cover  bearing 
a  sketch  portrait  of  the  famous  composer. 

The  first  issue  started  with  an  editorial 
which  explained  the  purposes  and  aims  of  the 
society  and  also  included  "Greetings  From  the 
President,"  by  Gene  Buck;  an  article  on  for- 
eign relations,  by  George  Maxwell;  "Doing  the 
Score  of  an  Operetta,"  by  Sigmund  Romberg, 
and  interesting  articles  by  Jerome  Kern,  Silvio 
Hein,  Gus  Kahn,  Dorothy  Morse  and  W.  S. 
Handy.  News  items  pertaining  to  the  society 
and  its  individual  members  were  also  included. 


Mort  Bosley  in  New  Post 

Mort  Bosley  was  recently  appointed  publicity 
manager  for  De  Sylva,  Brown  &  Henderson, 
Inc.,  succeeding  Sam  Wigler,  who  resigned 
January  1  to  enter  a  new  field.  Mr.  Bosley  is 
well  known  in  the  publishing  field  and  for  the 
past  six  years  was  a  road  representative  for 
Jerome  H.  Remick  &  Co. 


Harry  Engel,  Berlin  Sales 
Manager,  on  Extended  Trip 

Sales  Executive  of  Irving  Berlin,  Inc.,  Making 
Trip  to  Coast  in  Interests  of  Berlin  Standard 
Music  Corp. — Will  Return  About  February  12 


Harry  Engel,  general  sales  manager  of  Irving 
Berlin,  Inc.,  started  on  January  3  on  a  sales 
trip  throughout  the  country  to  the  Pacific 
Coast  with  stops  at  all  the  Berlin  branch 
offices  in  the  interests  of  the  Irving  Berlin 
Standard  Music  Corp.  catalog.  Mr.  Engel  is 
visiting  dealers   handling  this   class   of  sheet 


Harry  Engel 

music  and  is  opening  up  new  accounts  for  the 
standard  catalog. 

Mr.  Engel  will  devote  part  of  his  time  to 
visiting  the  retail  trade  handling  the  Irving 
Berlin  popular  catalog  and  will  line  up  the 
most  recent  additions  to  the  popular  list  with 
the  various  branches.  He  will  pay  particular 
attention  to  checking  up  with  the  activities  of 
Irving  Berlin  Week,  which  takes  place  Janu- 
ary 14  to  21. 

On  his  trip  Mr.  Engel  will  cover  such  cen- 
ters as  Chicago,  Minneapolis,  St.  Paul,  Seattle, 
San  Francisco,  Los  Angeles,  Salt  Lake  City, 
Denver,  Kansas  City  and  St.  Louis.  He  will 
return  to  New  York  about  February  12. 

Five  New  Publications 

Listed  in  Feist  Bulletin 

"That  Melody  of  Love,"  "My  Heart  Is  in  the 
Roses,"  "Changes,"  "What  Are  You  Waiting 
For,  Mary"  and  "The  Sunrise"  in  Class  "A" 


The  Leo  Feist,  Inc.,  bulletin  to  dealers  for 
January,  1928,  lists  five  new  publications  which 
until  January  31  are  placed  in  Class  A  at  20 
cents  per  copy  and  will  on  February  1  be  rated 
as  Class  B  at  22  cents  per  copy.  They  are: 
"That  Melody  of  Love,"  theme  song  of  Gil- 
bert-Garbo  picture,  "Love,"  written  by  Walter 
Donaldson;  "My  Heart  Is  in  the  Roses," 
melody  ballad  by  Alfred  Bryan  and  Fred 
Fisher;  "Changes,"  described  as  another  "Sam, 
the  Old  Accordion  Man,"  by  the  same  writer, 
Donaldson;  "What  Are  You  Waiting  For, 
Mary?"  fox-trot  ballad  by  Walter  Donaldson, 
and  "The  Sunrise"  (Will  Bring  Another  Day 
For  You),  ballad  by  Cliff  Friend  and  Lester 
Santly. 


Sam  Wigler  in  New  Post 

Sam  Wigler,  who  is  well  known  in  music 
publishing  circles  and  who  was  publicity  man- 
ager of  De  Sylva,  Brown  &  Henderson,  Inc., 
from  the  time  of  its  formation  up  to  January 
1,  1928,  has  purchased  an  interest  in  the  Allegro 
Music  Printing  Co.,  and  is  acting  as  manager. 
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Two  Novel  Offerings  in 

Witmark  Popular  Catalog 

"Mamma's  Little  Baby"  and  "There's  Always 
a  Way  to  Remember,"  by  Well  Known  Com- 
posers, Seem  Certain  of  Winning  Popularity 


Among  the  really  attractive  and  often  novel 
offerings  recently  put  out  in  their  popular  cata- 
log by  M.  Witmark  &  Sons  are  two  that  are 
already  outstanding  favorites  and  seem  destined 
to  become  substantial  popular  hits.  Both  of 
them  are  fox-trots,  and  each  has  a  dance  ar- 
rangement by  two  of  the  most  adroit  arrangers 
in  the  country.  "Mamma's  Little  Baby"  is 
number  one  of  this  duo  of  successes.  It's  by 
the  two  clever  boys  who  were  responsible  for 
the  same  firm's  snappy  seller,  "Two  Little 
Pretty  Birds,"  and  it  has  the  same  delightful, 
unexpected  bits  and  twists  and  fancies  that 
made  its  predecessor  so  great  a  favorite  with 
the  dancers.  The  dance  arrangement  of 
the  number  is  by  Joseph  Nusbaum. 


In  "There's  Always  a  Way  To  Remember" 
Lew  Pollack  has  handed  M.  Witmark  &  Sons 
a  real  Pollack  fox-trot  sizzler.  He  is  a  writer, 
of  course,  who,  in  the  language  of  the  day,  cer- 
tainly "knows  his  onions,"  otherwise  he  could 
hardly  have  to  his  credit  such  three  emphatic 
popular  hits  at  one  time  as  "Charmaine," 
"Diane"  and  "Miss  Annabelle  Lee."  To  which 
must  certainly  now  be  added  "There's  Always 
a  Way  To  Remember."  The  Witmark  firm  has 
a  capital  dance  arrangement  of  it  by  Frank 
Skinner. 

Berlin  Tenor  Banjo  and 
Saxophone  Folios  Released 

The  Irving  Berlin  Standard  Music  Corp.  an- 
nounces that  it  released  on  January  10th,  the 
No.  4  Tenor  Banjo  Folio  consisting  of  their 
latest  hit  songs.  The  first  three  releases  of 
their  Banjo  Folio  have  enjoyed  a  very  substan- 
tial sale,  and  new  editions  will  be  released 
about  three  times  a  year. 


They  also  announce  the  release  of  the  No.  3 
Saxophone  Folio.  Both  of  these  folios  will  un- 
doubtedly be  received  with  popular  favor 
throughout  the  trade.  Advance  orders  for  the 
No.  4  Tenor  Banjo  Folio  and  the  No.  3  Saxo- 
phone Folio  are  now  being  taken. 

"Henry's  Made  a  Lady  Out 
of  Lizzie"  a  Sure-Fire  Hit 

De  Sylva,  Brown  &  Henderson  Publish  Topical 
Comedy  Song  Which  Tells  of  the  Ford's 
Transition — Many  Extra  Choruses 


What  promises  to  be  the  outstanding  comedy- 
novelty  song  of  the  present  day  and  of  many 
days  is  being  vigorously  exploited  by  De  Sylva, 
Brown  &  Henderson,  Inc.,  who  believe  that 
"Henry's  Made  a  Lady  Out  of  Lizzie"  will 
smash  all  records  of  this  type  song  for  years 
to  come.  The  timeliness  of  the  song,  coming 
as  it  does  immediately  after  the  introduction  of 
the  new  Ford  line,  the  catchiness  of  the  melody 
and  the  humor  of  the  innumerable  choruses 
have  made  the  song  a  big  favorite  with  vaude- 
ville, radio  and  recording  artists. 

Believe  it  or  not,  the  Ford  after  its  many 
years  of  jeers  comes  in  for  praise  and  Walter 
Keefe,  who  wrote  the  lyrics  and  music  of  the 
number,  has  given  the  trade  a  topical  song 
which  is  certain  to  be  sung,  hummed  and 
whistled  all  over  the  country.  Dan  Winkler, 
sales  manager  of  De  Sylva,  Brown  &  Hender- 
son, states  that  the  song  has  been  recorded  100 
per  cent  and  the  recording  companies  are  rush- 
ing releases  on  the  number. 

The  song  bears  the  O.  K.  of  the  Ford  Motor 
Co.,  which  is  pleased  with  the  idea  of  boosting 
a  car  which  heretofore  has  been  a  subject  for 
jest.  Ford  dealers  are  being  requested  to  tie 
up  with  the  song,  placing  copies  of  it  in  novel 
backgrounds  of  their  window  displays.  The 
Champion  Sparkers,  representing  the  makers 
of  Champion  spark  plugs,  which  are  used  in 
Ford  cars,  have  agreed  to  broadcast  the  num- 
ber every  week  over  a  chain  hook-up  for  the 
next  twenty  weeks.  Joe  Cook,  famous  come- 
dian, recently  broadcast  the  song. 

Fred  K.  Steele,  Inc.,  Takes 
Over  Jane  Frazer  Fish  Songs 

"Blue  Idol."  With  Arrangement  by  Louis 
Katzman,  and  "Silent  Places,"  With  W.  C. 
Polla  Arrangement,  Additions  to  Steele  List 


Fred.  K.  Steele,  Inc.,  recently  accepted  two 
i:ew  numbers  by  Jane  Frazer  Fish,  "Blue 
Idol"  and  "Silent  Places,"  for  publication 
and  the  organization  is  putting  a  strong  cam- 
paign behind  the  selections.  Mr.  Steele  feels 
that  in  taking  over  the  numbers  he  exercised 
excellent  judgment,  for  favorable  responses 
from  both  the  trade  and  the  mechanical  mana- 
gers were  heard  immediately  following  the 
release  of  the  numbers. 

Louis  Katzman  first  heard  "Blue  Idol"  and 
thought  so  well  of  it  that  he  made  a  special 
arrangement  for  the  Anglo-Persians  to  use  it 
in  their  radio  broadcasts.  He  then  brought 
the  song  to  the  attention  of  Mr.  Steele,  who 
lost  no  time  in  adding  it  to  his  catalog.  The 
arrangement  by  Louis  Katzman  is  considered 
by  many  to  be  the  best  he  has  ever  made. 

"Silent  Places,"  the  second  Jane  Frazer  Fish 
number,  has  an  arrangement  by  W.  C.  Polla. 
It  is  a  beautiful  waltz  romance  and  Mr.  Steele 
expects  it  will  soon  find  a  big  demand  both 
from  musicians  and  the  public. 


Harry  Von  Tilzer  reports  that  "I'm  Happy 
Now  That  You've  Gone,"  which  was  placed  on 
sale  the  first  week  of  the  year,  found  favor 
with  the  trade  and  public  immediately.  The 
song,  which  was  released  on  records  some  time 
ago,  is  by  Vic  Meyers,  Al  Thompson  and  Harry 
Von  Tilzer. 


Forster  for  Hits 

The  following  songs  are  among  the  best 
sellers  and  featured  by  theatres,  orchestras 
and  radios  throughout  the  country. 

Tomorrow 

—Destined  to  become  the  biggest 
ballad  hit  of  the  season. 

Counting  the  Days 

— Wonderful  fox-trot  song. 

I'm  Waiting  for  Ships 

That  Never  Come  In 

— Staging  a  come  back — the  demand 
for  this  number  is  phenomenal. 

That  Saxophone  Waltz 

— The  bread  and  butter  tune. 

Please  Tell  Me 

— A  fascinating  fox-trot  song. 

When  You're  in  Love 

— Featured  in  all  concerts  by 
Tito  Schipa.  Written  by  Walter 
Blaufuss  and  Walter  Donaldson. 

Fallen  Leaf 

—By  Frederic  Knight  Logan— and 
as  good  as  his  PALE  MOON. 

Forster  Music  Publisher,  Inc* 

218  So.  Wabash  Ave.  Chicago,  111. 
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Bernie  Grossman  Is  Chicago     Sam  Fox  Popular  Numbers 
Manager  for  E.  B.  Marks  Go.      Accorded  Hearty  Welcome 

Well-Known  Middle  Western  Music  Man  New  Department  of  the  Sam  Fox  Publishing 
Placed  in  Charge  of  Chicago  Office— Formerly  Co.  Starts  the  New  Year  With  a  Sheaf  of 
Connected  With  Marks  Co.  as  Writer  Hits— Trade  Responds  Enthusiastically. 


The  Edward  B.  Marks  Music  Co.  has  an- 
nounced the  appointment  of  Bernie  Grossman 
as  manager  of  its  Chicago  office.  Mr.  Gross- 
man, who  is  one  of  the  best  known  music  men 
in  the  Middle  West,  was  formerly  connected 
with  the  Marks  organization  as  a  staff  writer. 
He  wrote  such  successes  as  "When  a  Feller 
Needs  a  Friend,"  "You  Didn't  Want  Me  When 
You  Had  Me"  and  "Let's  Help  the  Irish  Now." 

Of  recent  date  Mr.  Grossman,  in  addition  to 
his  exploitation  work,  has  found  time  to  write 
a  number  of  hits,  a  few  of  which  are  "After  I 
Call  You  Sweetheart,"  "I  Wonder  if  She's 
Lonely,"  "Tell  Her  at  Twilight"  and 
"Wherever  You  Go,  Whatever  You  Do." 

The  new  Chicago  manager  made  a  trip  to 
New  York  the  latter  part  of  last  month  to 
confer  with  E.  B.  Marks  and  the  various  heads 
of  departments.  The  policy  of  the  firm — "more 
standard  popular  songs  and  more  popular  stand- 
ard songs" — was  impressed  upon  him  and  he 
started  his  duties  on  January  1  full  of  confi- 
dence. 

The  Marks  concern  is  about  to  start  work 
upon  the  best  of  the  new  Grossman  composi- 
tions, "To-morrow  Is  To-morrow,"  "Playing 
Hide  and  Go  Seek"  and  "I'm  Getting  Used  to 
It  Now,"  written  in  collaboration  with  Arthur 
Sizemore  and  Sam  Kaufman. 


Max  Darewski  to  Write 

for  the  Sam  Fox  Catalog 

Famous  English  Composer  and  Pianist  Will 
Write  Series  of  Compositions — First  Suite, 
"An  Eastern  Garden,"  Now  in  Preparation 


The  Sam  Fox  Publishing  Co.  of  New  York 
and  Cleveland,  O.,  has  closed  arrangements 
with  Max  Darewski,  the  English  composer  and 
pianist,  for  a  series  of  compositions.  The  first 
of  these  now  in  final  preparation  is  an  East 
Indian  suite  called  "An  Eastern  Garden."  The 
Fox  Co.  also  has  first  call  on  further  services 
of  this  eminent  English  composer,  exclusive  of 
popular  or  production  compositions. 

Max  Darewski  is  not  so  well  known  in  this 
country,  although  for  years  he  was  billed  in 
the  British  Isles  as  "the  famous  boy  composer 
and  pianist."  His  English  compositions  are 
published  by  Francis  Day  &  Hunter,  Chappell 
&  Co.,  Ltd.,  and  Ascherberg,  Hopwood  &  Crew. 

Sam  Fox,  head  of  the  Sam  Fox  Publishing 
Co.,  has  discovered  in  the  modern  compositions 
of  Mr.  Darewski  a  type  and  treatment  of  mate- 
rial that  offers  unusual  promise. 


Irving  Berlin  Week  Winning 
Nation-wide  Co-operation 

Irving  Berlin,  Inc.,  announce  that  their  Spe- 
cial Irving  Berlin  Week,  January  14th  to  21st, 
is  shaping  up  better  than  any  campaign  they 
have  ever  attempted. 

During  this  special  week  a  tie-up  has  been 
effected  with  every  leading  theatre,  dance  or- 
chestra, singer  and  vaudeville  act  from  coast  to 
coast,  featuring  Mr.  Berlin's  two  latest  songs, 
"The  Song  Is  Ended  (But  the  Melody  Lingers 
On")  and  "Together  We  Two." 

Phonograph  companies  are  taking  advantage 
of  this  unusual  tie-up  and  have  arranged  win- 
dow displays  with  all  record  dealers.  Live-wire 
sheet  music  dealers  will  profit  by  taking  advan- 
tage of  this  unusual  Berlin  Week  and, display 
these  two  songs  in  their  windows  during  this 
special  campaign.  The  firm  reports  that  "The 
Song  Is  Ended"  is  proving  one  of  the  greatest 
songs  Mr.  Berlin  has  ever  written. 


The  new  year  opened  auspiciously  for  the 
Sam  Fox  Publishing  Co.,  for  the  introduction 
of  the  several  numbers  of  the  new  Sam  Fox 
popular  department  met  with  an  immediate  en- 
thusiastic welcome  from  the  profession  and 
trade.  The  initial  selections,  "Humoreskimo," 
"Starlight  and  Tulips,"  "Blueberry  Lane," 
"Fascinatin'  Vamp,"  "Wings,"  "Chopinata"  and 
"Polly,"  the  majority  of  which  were  issued  in 
sheet  music  form  but  a  short  week,  have  won 
from  dealers  most  gratifying  expressions  of 
praise. 

"Fascinatin'  Vamp,"  a  novelty  fox-trot  by 
Joseph  Nussbaum,  seems  to  be  especially 
favored  by  orchestra  leaders  and  others  of  the 
profession,  and  the  well-named  novelty,  "Hu- 
moreskimo," by  Alfred  Bryan,  Pete  Wendling 
and  Henri  Berchman,  seems  certain  of  wide- 
spread popularity.  "Polly,"  the  successor  to 
"Nola,"  a  real  piano  and  dance  novelty,  has 
already  been  recorded  by  the  leading  companies 
and  is  well  established.  "Wings,"  as  the  theme 
song  of  the  film  of  the  same  name,  is  known 
to  hundreds  of  thousands,  and  with  the  film 
being  shown  in  new  cities  practically  every  day 
the  song  which  is  played  many  times  during 
the  showing  of  the  film  is  certain  to  win  more 
followers. 

In  brief,  it  might  be  truthfully  said  that  the 
popular  department  of  the  Sam  Fox  organiza- 
tion shows  every  indication  of  equaling  the 
great  success  which  this  house  has  attained  in 
all  its  ventures. 


"That  Melody  of  Love"  Is 
Theme  Song  of  Film  Success 

New  Feist  Number  Played  Constantly  During 
Presentation  of  "Love,"  the  Film  Playing  to 
Capacity  at  Embassy — Music  by  Donaldson 

The  musical  scores  of  feature  moving  pic- 
tures are  playing  an  increasing  major  part  in 
the  success  of  these  films.  For  the  past  year 
or  more  several  of  the  outstanding  song  suc- 
cesses had  their  first  hearing  as  theme  songs 
of  such  scores.  "That  Melody  of  Love,"  pub- 
lished by  Leo  Feist,  Inc.,  is  the  latest  example 
of  this  type  of  song.  The  selection,  worthy  in 
itself  of  exploitation  by  a  publisher,  is  by  vir- 
tue of  its  "hook-up"  with  the  film  success 
"Love,"  featuring  John  Gilbert  and  Greta  Garbo, 
playing  at  the  Embassy  Theatre,  New  York, 
certain  of  widespread  popularity. 

The  lyrics  of  the  song  were  written  by  Ho- 
ward Dietz  and  the  music  by  Walter  Donald- 
son, who  has  written  so  many  of  the  present- 
day  successes,  including  "My  Blue  Heaven," 
"At  Sundown,"  "A  Shady  Tree,"  "Changes"  and 
a  host  of  others.  Leo  Feist,  Inc.,  is  placing 
unstinted  efforts  behind  "That  Melody  of  Love" 
and  is  supplying  dealers  with  display  material 
of  a  wide  and  varied  nature. 


Harry  Von  Tilzer  reports  that  he  has  just 
finished  writing  two  songs  in  collaboration  with 
Dolf  Singer.  They  are  "Out  of  a  Clear  Blue 
Sky"  and  "If  Mother  Could  Only  See  Me  Now." 
Those  who  have  heard  the  numbers  are  enthu- 
siastic in  their  praise.  Mr.  Von  Tilzer  has  issued 
a  special  dance  arrangement  of  his  leader, 
"Whether  It  Rains,"  by  W.  C.  Polla. 


The  musical  comedy,  "Lovely  Lady,"  which 
cpened  at  the  Harris  Theatre,  New  York,  seems 
destined  for  a  lengthy  stay.  Shapiro,  Bernstein 
&  Co.  are  publishing  the  music  which  contains 
two  numbers  which  seem  sure-fire  hits,  "Lovely 
Lady"  and  "Make  Believe  You're  Happy."  The 
production  is  presented  by  the  Shuberts. 
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Baltimore  Distributors  Report  Past  Year 
As  Being  Satisfactory,  With  Outlook  Bright 

Brunswick  Branch  Manager  States  That  1927  Was  Largest  Year  Ever  Experienced  by  Bruns- 
wick Branch — Brafco  Staff  Visits  Fischer  Plant — New  Brafco  Catalog  Ready 


Baltimore,  Md.,  January  9. — Talking  machine 
and  radio  dealers  in  this  territory  have  con- 
cluded the  holidays  with  a  feeling  of  satisfac- 
tion because  of  the  gratifying  public  demand 
for  their  products.  The  past  year  has  been 
a  good  one  and  all  join  in  looking  forward  to 
1928  with  feelings  of  unbounded  optimism,  which 
seems  justified,  for  the  public's  interest  in 
music-radio  products  is  being  sustained. 

M.  P.  Smith,  assistant  manager  of  Cohen 
&  Hughes,  Victor  distributors,  states: 

"Victor  sales  for  the  month  of  December 
were  fully  up  to  our  expectations,  and  the 
month  ended  a  most  satisfactory  year  for  Cohen 
&  Hughes,  Inc;  We  are  looking  forward  with 
confidence  to  a  continuance  of  the  prosperity 
experienced  in  1927,  and  predict  another  banner 
year  for  Victor.  In  fact,  we  believe  that  the 
business  done  during  the  past  two  years,  great 
as  it  has  been,  has  only  scratched  the  surface, 
and  feel  that  as  the  trade  in  general  is  more 
thoroughly  impressed  with  the  unprecedented 
and  tremendous  sales  possibilities  of  the  Ortho- 
phonic  Victrola,  the  Electrola  and  the  radio 
combination  instruments,  the  Victor  industry 
will  reach  heights  heretofore  unknown." 

I.  Son  Cohen,  president  of  the  organization, 
returned  at  Christmas  from  a  trip  through 
West  Virginia  and  Virginia,  where  he  spent  a 
lot  of  time  with  each  Victor  dealer  on  his  route. 
He  reports  enthusiasm  on  the  part  of  practi- 
cally every  individual  retail  account  with  the 
business  done  during  the  year  and  with  pros- 
pects for  the  future  of  Victor  products. 

J.  G.  Mullen,  manager  of  the  Panatrope  divi- 
sion of  the  Brunswick  Co.,  was  elated  at  the 
sale  volume  of  the  past  year,  saying: 

"1927  proved  to  be  the  largest  year  in  the 
history  of  the  Baltimore  branch  of  the  Rruns- 
wick-Balke-Collender  Co.,  and  the  outlook  for 
1928  is  most  optimistic." 

A  sales  meeting  was  held  between  Christmas 
and  New  Year's,  after  which  a  dinner  was  held 
and  prizes  for  the  year  were  awarded.  A  pold 
watch,  suitably  engraved,  was  presented  to  J.  R 
Elliott.  North  Carolina  representative. 

C.  E.  Childs,  formerly  covering  the  State  of 
Maryland,   has    resigned,   effective   January  1, 


and  will  become  associated  with  M.  P.  Moller 
Music  Co.,  Hagerstown,  Md.  E.  M.  Krieger, 
formerly  manager  of  the  phonograph  and  radio 
department  at  Brager's  of  Baltimore,  has  been 
appointed  sales  representative  to  succeed  Mr. 
Childs  in  the  State  of  Maryland. 

The  new  combination  model,  the  PR-17-8, 
containing  the  Radiola  No.  17  in  conjunction 
with  the  Panatrope,  has  been  most  enthusias- 
tically received  by  dealers  who  have  had  the 
opportunity  of  seeing  and  hearing  the  sample 
instrument  on  display  at  the  branch  offices. 
Orders  received  during  the  first  week  after  the 
new  machine  was  announced  to  the  trade  were 
far  in  excess  of  the  shipment  of  instruments 
which  will  arrive  in  Baltimore  about  the  middle 


of  January.  This  new  model  seems  destined 
to  be  one  of  the  most  popular  of  the  entire 
line. 

During  the  past  month,  on  December  27,  the 
entire  Braiterman-Fedder  Co.  sales  staff  took 
a  good-will  trip  to  the  headquarters  of  the  J. 
A.  Fischer  Co.,  of  Philadelphia.  Those  making 
the  trip  were:  William  Fedder,  William  Brai- 
terman,  Lou  Fedder,  E.  Maurice  Fedder,  Phil 
Kaufman,  I.  Braiterman  and  Miss  Nathanson. 
The  entire  day  was  consumed  in  a  discussion 
of  sales  plans  for  Valley  Forge  merchandise  for 
the  coming  year.  Several  effective  plans  were 
put  forth  by  the  members  of  the  sales  staffs  of 
both  organizations  and  some  of  them  will  be 
put  into  practice  in  the  very  near  future. 

The  new  Brafco  catalog  is  now  ready  for  dis- 
tribution and  will  be  sent  to  active  dealer  ac- 
counts who  request  a  copy.  In  addition  to  a 
listing  of  the  lines  carried,  including  Valley 
Forge  products,  Brafco  portables  and  Mel-O- 
Art  player  rolls,  the  catalog  has  many  dealers' 
sales  aids,  merchandising  plans  and  sales  pro- 
motion ideas. 


Golden  Anniversary  Issue 
of  the  American  Exporter 

The  latest  issue  of  The  American  Exporter 
of  New  York  has  just  come  out  in  gala  dress 
ill  honor  of  its  fiftieth  anniversary.  It  was 
founded  in  1876  and  in  1905  was  purchased  by 
Wm.  J.  Johnson,  founder  of  The  Electrical 
World,  and  since  1907  has  been  published  by 
his  sons.  Editorially  this  Golden  Anniversary 
issue  is  a  most  interesting  number  and  em- 
phasizes that  America's  position  in  interna- 
tional trade  is  the  result  of  a  combination  of 
the  unique  conditions  of  the  home  market  and 
the  enterprise  of  American  industrial  leaders 
untrammeled  by  conservatism  or  past  tradi- 
tions. 

The  changes  that  have  occurred  since  the 
foundation  of  this  paper  are  covered  most 
adequately,  and  leading  industries  are  repre- 
sented by  articles  written  by  editors  of  the 
various  publications  covering  these  fields,  tell- 
ing of  the  developments  in  each  respective 
industry  within  the  half-century  period.  One 
of  the  features  along  this  line  is  an  article  on 
the  broadening  influence  of  the  phonograph, 
and  the  new  acoustic  principles  developed  with 
the  advent  of  radio,  written  by  Raymond  Rill, 
editor  of  The  Talking  Machine  World. 

An   impressive  idea  of  the   position  which 


This  Is 
Record  Weather 


NOW'S  the  time  to 
push  your  record 
sales  to  new  peaks.  The 
weather  is  right,  the  eve- 
nings are  long — and  folks 
stay  home. 

Columbia  offers  your 
customers  every  type  of 
recorded  music  from  which 
to  make  their  choice.  The 
compositions  of  the  world's 


greatest  composers,  stand- 
ard selections,  popular 
vocals,  snappy  dance  num- 
bers— and,  of  course,  the 
three  "Two  Black  Crows" 
records. 

Keep  playing  Columbia 
Viva-tonal  Records,  and 
you'll  keep  ringing  your 
cash  register. 


ColumbiaWliole 

L.L.Andrews      —      Wm.H.  Swart  z  " 

Exclusively  Wholes  ale 

205  W  Camden  St..    Baltimore,  Md. 
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The  American  Exporter  holds  in  the  esteem 
of  leading  manufacturers  and  business  houses 
is  to  be  found  in  the  wonderful  display  of 
advertising  which  appears  within  its  specially 
designed  covers. 


United  Air  Gleaner  Go. 
Markets  New  Portable  Motor 


Chicago,  III.,  January  9. — The  United  Air 
Cleaner  Co.,  9702  Cottage  Grove  avenue,  maker 
of  United  phonograph  motors,  recently  placed 


New  United  Portable  Motor 

on  the  market  a  new  United  portable  phono- 
graph motor.  This  new  product  has  several 
outstanding  features,  chief  among  which  are  the 
cut  spiral  nickel  steel  winding  gears  and  the 
placing  of  the  winding  crank  on  the  motor  in 
a  position  to  allow  free  winding  of  the  portable 
motor  even  when  it  rests  on  a  table. 


William  H.  Lyon  Is  Sales 

Manager  of  Amrad  Corp. 

Medford  Hillside,  Mass.,  January  9. — The  Am- 
rad Corp.,  of  this  city,  has  announced  the 
appointment  of  William  H.  Lyon  as  general 
sales  manager  of  the  corporation.  Mr.  Lyon 
was  formerly  connected  with  the  Crown  Light 
&  Electric  Co.,  Federal  Ortho-Sonic  distributor, 
of  New  Haven,  Conn.,  and  is  well  experienced 
in  the  radio  field. 

Albert  R.  Ayers,  who  was  formerly  sales 
manager  of  the  Amrad  Corp.,  has  now  been 
general  manager  of  the  company  for  several 
months.  Mr.  Lyon  will  co-operate  with  Mr. 
Ayers  and  Major  Hahn,  president  of  the  com- 
pany, in  carrying  out  the  policies  laid  down 
last  June  at  their  convention. 


Leo  B.  Bernstein  Made  Ad 
Manager  of  Plaza  Music  Go. 

H.  Germain,  president  of  the  Plaza  Music 
Co.,  New  York  City,  has  announced  the  ap- 
pointment of  Leo  R.  Rernstein  as  advertising 
manager  of  the  Plaza  Music  Co.  Mr.  Rernstein 
is  a  competent  advertising  executive  of  many 
years'  experience  and  is  technically  equipped 
to  handle  the  many  details  of  the  advertising 
of  this  large  distributing  house. 


EUROPEAN  HEADQUARTER 
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Gramophone  and  Record  Manufacturers 

Reserve  Space  for  British  Industries  Fair 

Sixty-two  Music  Trade  Firms  Have  Reserved  Space  in  Music  Section  of  Exposition — Electrical 
Reproducer  and  Automatic  Instrument  Have  Scored  Big  Success — Sales  Increasing 


London,  Eng.,  January  4. — From  all  indications 
the  activity  in  the  gramophone  trade,  which  I 
indicated  last  month  as  in  the  pre-Christmas 
trade,  exceeded  even  the  wonderful  record  of 
sales  reached  in  the  last  three  or  four  boom 
years.  It  is  unnecessary  to  search  far  for  the 
cause  of  this,  for  time  and  again  in  these 
columns  the  tremendous  publicity  to  record 
sales  given  by  the  one-time  feared  radio 
broadcasting  programs  has  been  mentioned. 
Although  the  extensiveness  of  the  programs 
is  not  comparable  with  those  in  the  United 
States,  yet  there  is  no  question  but  that 
listeners-in  have  been  influenced  very  largely 
by  the  music  coming  over  the  wire.  Dealers 
have  linked  up  with  broadcasting  programs 
with  the  result  that  record  sales  have  been 
tremendous  with  all  the  companies,  according 
to  reports. 

New  Gramophone  Products  Score 

The  new  electrical  reproducer  and  the  new 
automatic  magazine  instruments  introduced  by 
the  Gramophone  Co.  have  scored  a  tremendous 
success,  and  the  manufacturers  have  been  in 
receipt  not  only  of  orders,  but  of  congratula- 


tions on  the  wonderful  merits  of  their  latest 
creations. 

The  music  sections  of  the  British  Industries 
Fair  for  1928  have  been  allotted  and  those  who 
are  expecting  to  get  space  after  the  first  of 
the  year  will  be  disappointed.  Among  the 
gramophone  and  record  firms  who  have  taken 
space  are:  Collaro,  Ltd.  (Gramophone  motors); 
James  Eastwood  &  Sons,  Ltd.  (accessories); 
Edison  Bell,  Ltd.  (Gramophones  and  records); 
Henry  Elwin,  Ltd.  (record  carriers);  Garrard 
Engineering  Co.,  Ltd.  (motors);  C.  Gilbert  & 
Co.  (Gramophones);  Golden  Melody,  Ltd. 
(Gramophones);  E.  M.  G.  (hand-made  Gramo- 
phones); Perophone,  Ltd.  (Pixie  Grippa 
Gramophones);  Smith  &  Co.  (Gramophones) 
Ltd.  (Gramphones,  "Itonia") ;  and  the  Vo- 
cation Gramophone  Co.,  Ltd.  (Gramophones 
and  records). 

The  fair,  as  usual,  will  be  held  at  White 
City,  Shepherd  Bush,  from  February  20  to 
March  2.  Some  sixty-two  music  trade  firms 
have  taken,  space  in  the  music  section. 

Celebrity  Co.'s  Newest 

There  is  quite  a  trend  both  in  the  record 


and  portable  fields  to  introduce  products  at  a 
popular  price.  Especially  excellent  is  a  port- 
able just  introduced  by  the  Celebrity  Gramo- 
phone Co.,  Ltd.,  which  retails  at  £2  5s  and  a 
Console  Model  No.  50,  which  retails  at  £6  15s. 
The  cabinet  is  so  arranged  as  to  carry  one 
hundred  records. 

Some  Staff  Changes 
Changes  at  the  His  Master's  Voice  London 
headquarters  are  rumored.  Already  has  been 
announced  in  the  press  that  A.  T.  Tregurtha, 
of  Allied  Newspapers,  has  been  appointed  ad- 
vertising manager,  and  R.  Swainston  sales 
manager.  Rumor  has  it  that  A.  T.  Lack  is 
to  be  promoted,  with  consequent  promotion  of 
those  hitherto  holding  a  subsidiary  capacity. 
More  anon. 

Cyril  Kempton's  New  Post 

I  hear  that  Cyril  Kempton,  the  manager  of 
the  recently  formed  Associated  Service  Co. 
(formed  to  factor  Brunswick  products)  and 
who  has  been  associated  with  Brunswick  prod- 
ucts since  the  inception  of  the  company,  will 
this  month  be  transferring  his  services  to  the 
parent  company  as  general  sales  manager. 
Congratulations.  British  Brunswick,  Ltd.,  now 
occupies  spacious  offices  at  15-19  Cavendish 
Place. 

Fire  Delayed  Deliveries 

Barnett  Samuel  &  Sons  suffered  a  setback 
in  the  middle  of  the  Christmas  rush  period 
through  a  small  fire  at  their  factory. 


Jess  B.  Hawley  Discusses 
Past  Year  and  Coming  One 

Summing  up  radio  conditions  for  the  past 
year  and  looking  forward  to  1928,  Jess  B.  Haw- 
ley, secretary-treasurer  of  Newcombe-Hawley, 
Inc.,  says: 

"The  radio  season  of  1927-28  has  been  strik- 
ingly different  in  character  from  any  preceding 
year.  This  was  the  first  year  during  which 
a  Trade  Show  was  held  and  this  show  built  up 
the  interest  of  dealers  and  jobbers  in  the  new 
lines  during  the  Summer.  With  this  as  a 
stimulant  and  a  Tunney-Dempsey  fight,  with 
its  tremendous  public  interest,  in  September, 
followed  by  the  football  games,  a  very  early 
seasonal  demand  was  created  for  radio  sets 
and  accessories,  with  the  result  that  jobbers 
and  dealers  called  for  a  considerable  volume  of 
equipment  ahead  of  the  regular  season.  This 
was  followed  by  a  severe  slump  in  November, 
at  which  time  general  features  were  introduced 
to  disturb  business,  the  principal  one  of  which 
was  the  introduction  of  electrical  sets  equipped 
with  AC  tubes,  late  in  the  season,  and  the 
cuts  in  the  list  price  of  some  of  the  standard 
makes.  This  tended  to  make  the  market  un- 
easy and  the  public  was  confused  and  inclined 
to  wait  for  the  more  modern  AC  electrically 
equipped  apparatus.  On  top  of  this,  general 
business  conditions  were  not  of  the  best  and 
the  buying  power  was  reduced. 

"Looking  forward  to  1928,  we  are  inclined 
to  feel  that  the  radio  industry  is  settling  down 
to  a  measurable  volume.  While  the  saturation 
point  is  nowhere  nearly  approached,  competi- 
tion is  becoming  more  keen  in  the  city  markets 
and  the  increase  in  volume  from  year  to  year 
will  grow  out  of  the  improvement  in  broad- 
casting service  and  the  establishment  of  the 
utility  of  the  radio  set  to  the  public.    The  AC 

WANTED— SALESMEN.  RADIO  CABINETS,  PHONO- 
GRAPHS. PIANO  BENCHES.  PRELIMINARY  TO 
ANNOUNCING  OUR  APPOINTMENT  AS  NATIONAL 
FACTORY  REPRESENTATIVES  WE  WANT  TO  COM- 
MUNICATE WITH  SEVERAL  SALESMEN  WITH 
FOLLOWING.  ESPECIALLY  IN  LARGE  TRADE 
CENTERS.  COMMISSION.  BOX  1626.  TALKING 
MACHINE  WORLD,  420  LEXINGTON  AVENUE,  NEW 
YORE. 


tube  of  the  past  year  adds  greatly  to  the  sim- 
plicity from  the  operating  standpoint,  and  while 
it  is  impossible  to  forecast  possible  further 
developments,  the  public  undoubtedly  is  com- 
mencing to  recognize  the  present  radio  equip- 
ment as  an  efficient  instrument  and  one 
developed  to  the  point  worthy  of  purchase. 
The  general  business  predictions  for  the  com- 
ing year  are  all  optimistic  and  indications  point 
to  an  increased  volume  of  sales  for  1928." 


Super-Phonograph  Automatic 
Demonstrated  in  Denver 


Recent  Edison  Records 

of  Particular  Interest 


Denver,  Col.,  January  6. — The  first  demon- 
stration of  a  combination  talking  machine 
and  radio  receiver,  called  the  Superphonograph, 
invented  by  Malcolm  Ord  of  this  city,  was 
given  at  the  Brown  Palace  Hotel  on  December 
21.  The  instrument  plays  eighteen  records  in 
succession,  reverses  the  records  by  mechanical 
arm,  repeats  selections  and  is  heralded  as  "fool- 
proof." 


A  recent  Edison  release  of  particular  inter- 
est is  a  set  of  two  records  by  the  Philharmonic 
String  Quartet  with  E.  Robert  Schmitz  at  the 
piano  in  a  rendition  of  Schubert's  famous  quin- 
tet in  E-flat  major,  which  makes  a  valuable 
addition  to  the  Edison  catalog  of  classics. 

There  has  also  been  issued  the  second  record 
by  the  Two  Dark  Knights,  bearing  on  one 
side  the  "Pullman  Porters"  and  on  the  other 
"All  at  Sea."  The  success  of  the  first  record 
prompted  the  early  release  of  the  second. 


Annual  Columbia  Party  Held 

The  annual  staff  party  of  the  Columbia 
Phonograph  Co.  was  held  in  the  recording 
studios  at  the  main  office  at  1819  Broadway, 
New  York,  on  Saturday,  January  7.  Practically 
continuous  entertainment  was  provided  by 
Columbia  recording  artists.  All  of  the  execu- 
tives, heads  of  departments  and  the  entire  office 
staff  of  the  Columbia  organization  attended. 


Makes  New  Recording  Wax 

F.  W.  Matthews,  of  East  Orange,  N.  J.,  well 
known  in  talking  machine  circles  as  a  manu- 
facturer of  recording  wax,  has  evolved  a  new 
type  of  wax  which,  he  points  out,  greatly 
betters  conditions  in  the  recording  room.  This 
new  wax  has  been  designated  as  Type  M  Re- 
cording Wax,  and  is  described  as  a  very  fine, 
soft  wax,  which  does  not  require  heating  and 
works  at  70  degrees,  or  normal  room  tempera- 
ture. It  has  been  developed  for  electrical  re- 
cording. 


Frangipane  Has  Good  Year 

Andrew  P.  Frangipane  &  Co.,  Inc.,  Lynd- 
hurst,  N.  J.,  manufacturers  of  Lyrephonic 
reproducers  and  tone  arms,  report  the  new 
year  has  opened  well  with  a  bright  outlook 
for  the  balance  of  the  year.  In  addition  to 
reproducer  business,  Mr.  Frangipane  reports 
that  a  number  of  contracts  have  been  closed 
for  making  special  parts  for  radio. 


R.  H.  Canning,  special  representative  of  the 
Federal  Radio  Corp,,  has  completed  an  exten- 
sive tour  of  every  major  city  in  the  United 
States  and  Western  Canada,  gathering  informa- 
tion of  importance  to  the  radio  industry. 


Brunswick  Dividend 


The  directors  of  the  Brunswick  Co.,  Chicago, 
have  authorized  a  dividend  of  75  cents  per  share 
on  the  outstanding  common  stock,  payable  Feb- 
ruary 15,  to  holders  of  record  as  of  February  5. 


ATTENTION 
JOBBERS  and  MANUFACTURERS 

Large  radio  cabinet  manufacturer  is  now  open  for 
quantity  production  orders  for  cabinets  of  special 
design  for  jobbers  or  radio  set  manufacturers. 

SUPERIOR    CABINET  CORPORATION 
206  Broadway  New  York  City 
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The  Latest  Record  Bulletins 


Victor  Talking  Machine  Go. 

LIST  FOR  JANUARY  6 
21084  Among  My  Souvenirs — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch.  10 
What'U  You  Do?— Fox-trot, 

Johnny  Hamp's  Kentucky  Serenaders  10 
21093  Lonely  in  a  Crowd — Fox-trot, 

Jacques  Renard  and  His  Cocoanut  Grove  Orch.  10 
Beneath  Venetian   Skies — Waltz, 

Jacques  Renard  and  His  Cocoanut  Grove  Orch.  10 

21092  My  Blue  Heaven   Jesse  Crawford  10 

The   Song  Is  Ended  (But  the  Melofly  Lingers 

On)   Jesse  Crawford  10 

21081  Stay  Out  of  the  South!   (If  You  Want  to  Miss 

a  Heaven  on  Earth)  .Jim  Miller-Charlie  Farrell  10 

Joy  Bells   Jim  Miller-Charlie  Farrell  10 

21091  That  Old  Wooden  Rocker  Frank  Crumit  10 

I  Miss  You  'Lize  Frank  Crumit  10 

LIST  FOR  JANUARY  13 

21099  Wob-a-ly  Walk— Fox-trot, 

Waring's  Pennsylvanians  10 
I  Scream,  You  Scream,  We  All  Scream  For — 
Ice   Cream — Fox-trot. Waring's  Pennsylvanians  10 

21104  Miss   Annabelle   Lee   (Who's   Wonderful,  Who's 

Marvelous) ....  Paul  Whiteman's  Rhythm  Boys  10 

Everybody  Loves  My  Girl. The  Four  Aristocrats  10 
35877  Among  My  Souvenirs, 

Paul  Whiteman  and  His  Concert  Orch.  12 
Washboard  Blues, 

Paul  Whiteman  and  His  Concert  Orch.  12 

21100  Among  My  Souvenirs   The  Revelers  10 

Nola   The  Revelers  10 

21105  Did  You  Mean  It?  (From  "A  Night  in  Spain") 

— Fox-trot   The  Virginians  10 

Cobble-Stones — Fox-trot, 

Ted  Weems  and  His  Orch.  10 
LIST  FOR  JANUARY  20 

21098  The  Lonesome  Road   Gene  Austin  10 

Wake  Nicodemus   Frank  Crumit  10 

21112  I  Told  Them  All  About  You. National  Cavaliers  10 
Dear,  On  a  Night  Like  This. National  Cavaliers  10 

21103  Mary  (What  Are  You  Waiting  For?)— Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
Changes — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 

21107  Rain— Fox-trot, 

Jacques  Renard  and  His  Cocoanut  Grove  Orch.  10 
Joy  Bells — Fox-trot   The  Troubadours  10 

21114  'S  Wonderful — Fox-trot, 

Victor  Arden-Phil  Ohman  and  Their  Orch.  10 
Funny  Face — Fox-trot, 

Victor  Arden-Phil  Ohman  and  Their  Orch.  10 

LIST  FOR  JANUARY  27 

VOCAL  AND  INSTRUMENTAL 
21146  Diane  (I'm  in  Heaven  When  I  See  You  Smile), 

Jesse  Crawford  10 

Among   My    Souvenirs  Jesse  Crawford  10 

21055  Apache  Dance   (Offenbach) .  .Victor  Salon  Orch.  10 
La  Golondrina   (The   Swallow)  (Serradell), 

Victor  Salon  Orch.  10 

21109  I  Got  a  Home  in-a  Dat  Rock  Paul  Robeson  10 

Witness  Paul  Robeson-Lawrence  Brown  10 

21144  Mother  of  Mine,  I  Still  Have  You, 

The  Silver-Masked  Tenor  10 
My  Stormy  Weather  Pal, 

The  Silver-Masked  Tenor  10 

21143  What'U  You  Do?  Correll-Gosden  10 

Oh,  Look  at  That  Baby  Correll-Gosden  10 

21145  My  One  and  Only   (What  Am  I  Gonna  Do?) 

(From  "Funny  Face")   Jane  Green  10 

Mine — All   Mine   Jane  Green  10 

HUMOROUS  MONOLOG 

21115  The  Human  Chatterbox  Plays  Golf, 

Julius  Tannen  10 

More  Chatter   Julius  Tannen  10 

DANCE  RECORDS 
21097  Dawn   (From  "Golden  Dawn")— Fox-trot, 

The  Troubadours  10 
We  Two  (From  "Golden  Dawn"),  Fox  Trot, 

The  Troubadours  10 

21113  Thou  Swell   (From  "A  Connecticut  Yankee") — 

Fox-trot, 

Johnny  Johnson  and  His  Statler  Pennsylvanians  10 
My  One  and  Only  (What  Am  I   Gonna  Do?) 
(From  "Funny  Face") — Fox-trot, 
Johnny  Johnson  and  His  Statler  Pennsylvanians  10 

21101  Lovely  Lady   (From  "Lovely  Lady") — Fox-trot, 

Johnny  Johnson  and  His  Statler  Pennsylvanians  10 
Make    Believe    You're    Happy    (From  "Lovely 
Lady"), — Fox-trot, 

Johnny  Johnson  and  His  Statler  Pennsylvanians  10 

21102  Bungalow  of  Dreams — Fox-trot, 

Frankie  Masters  and  His  Orch.  10 
I'm  Wlalkin'  on  Air — Fox-trot. 

Frankie  Masters  and  His  Orch.  10 
MUSICAL  MASTERPIECES 
M-l  Symphony  No.  5.  "From  the  New  World" 
(Dvorak,  Op.  95), 

Leopold  Stokowski  Philadelphia  Symphony  Orch. 
Complete  on  5  Double-Faced  Victor  Records, 
Numbers  6565  to  6569  Inclusive 
A  Single-Faced  Lecture  Record  (6743), 

by   Leopold  Stokowski 
VICTOR  HERBERT'S  MELODIES 
In  Album  C-l.     On  5  Double-Faced  Records  (9145-9149) 

with  Explanatory  Folder 
Ah!  Sweet  Mystery  of  Life  Victor  Salon  Orch. 


Selections  from  "Naughty  Marietta"  (From  "Naughty 

Marietta")   Victor  Light  Opera  Company 

Kiss  Me  Again  (From  "Mile.  Modiste"), 

Victor  Salon  Group 

Selections  from  "The   Fortune  Teller":   "Gypsy  Love 

Song" — "Romany   Life"   Victor  Salon  Group 

Badinage   Victor  Concert  Orch. 

Air  de  Ballet  and  Al  Fresco  Victor  Concert  Orch. 

March  of  the  Toys  (From  "Babes  in  Toyland"), 

Victor  Concert  Orch. 

Selections  from  "Babes  in  Toyland," 

Victor  Light  Opera  Company 

Selections  from  "Sweetheart," 

Victor  Light  Opera  Company 
Selections  from  "The  Red  Mill," 

Victor  Light  Opera  Company 
FOR  THE  AUTOMATIC  ORTHOPHONIC 
VICTROLA 

A-7  Symphony  No.   8,  in  B   Minor  ("Unfinished") 
(Schubert), 
Invitation  to  The  Waltz  (Weber), 
Toccata  and  Fugue  (Bach), 
Nutcracker  Suite  (Tschaikowsky), 
Afternoon  of  a  Faun  (Debussy), 
Tales  from  the  Vienna  Woods  (Strauss) — Waltz, 
Blue  Danube  (Strauss) — Waltz, 

Leopold  Stokowski-Philadelphia  Symphony  Orch. 
On   10  Double-Faced  Records   (6756-6765)  in 
Unit  Program  Carrier 


Columbia  Phono.  Co.,  Inc. 


7142-M 

143-M 

2056-M 
2055-M 

7141-M 
5073-M 

7140-M 

1202-D 
1201-D 


50053-  D 

50054-  D 


1204-D 
1211-D 


1207-D 


1205-D 


1226-D 


1222-D 


1212-D 


1210-D 


1184-D 


1213-D 


CELEBRITY  SERIES 
Ay-Ay-Ay    Schlaf    ein,    mein  Blond-Engelein 
(Perez-Freire-Beda) — Tenor  Solo, 

Richard  C.  Tauber 
Song  of  India  (Sadko)    (Rimsky-Korsakov)  — 

Tenor  Solo   Richard  C.  Tauber 

Coq   D'Or:   Hymn  to  the   Sun  (Rimsky-Kor- 
sakov-Franko) — Violin  Solo.... Eddy  Brown 
Song    of    India    (Sadko)  (Rimsky-Korsakov- 

Brown) — Violin    Solo  Eddy  Brown 

Andrea  Chenier:  Improvviso — Come  un  bel  di 
(As  on  a  Fair  Spring  Day),  Parts  1  and  2 

(Giordano) — Tenor  Solo   Aroldo  Lindi 

La  Boheme:  Musetta's  Waltz  Song  (Puccini) 

— Soprano   Solo   Maria  Kurenko 

Mignon:  Connais-tu  le  pays?   (Knowest  Thou 
the  Land?)   (Thomas) — Soprano  Solo, 

Maria  Kurenko 
Mazurka  in  B  Minor  (Chopin) — Piano  Solo, 

Ignaz  Friedman 
La  Campanella  (Liszt-Busoni) — Piano  Solo, 

Ignaz  Friedman 
Tannhauser:  Song  to  the  Evening  Star  (Wag- 
ner)— Baritone  Solo   Fraser  Gange 

The  Fortune  Teller:  Gypsy  Love  Song  (Slum- 
ber   On,     My    Little    Gypsy  Sweetheart) 
(Herbert) — Baritone  Solo  ....  Fraser  Gange 
The  Little  Minister:  Overture — Parts  1  and  2 
(Mackenzie) — Instrumental. 

New  Queen's  Hall  Light  Orch. 
(Sir  Alexander  Mackenzie,  Con.) 
SACRED  MUSIC 
America  the  Beautiful, 

Columbia  Mixed  Chorus 
Battle  Hymn  of  the  Republic. 

Columbia  Mixed  Chorus 
The    Church    by    the    Side    of    the  Road- 
Vocal  Duet. Homer  A.  Rodeheaver-Doris  Doe 
Sweeter  as  the  Years  Go  By — Vocal, 

Homer  A.  Rodeheaver 
INSTRUMENTAL  MUSIC 
Poet  and  Peasant — Parts  1  and  2  (von  Suppe), 
Columbia  Symphony  Orch.  (Dir. R.H. Bowers) 
Voices  of  Spring  (Fruhlingsstimmen)  (Strauss; 
Op.  410)— Waltz, 

Johann  Strauss  and  Symphony  Orch. 
Enjoy  Your  Life  (Freuet  Euch  Des  Lebens) 
(Strauss;  Op.  340)— Waltz. 

Johann  Strauss  and  Symphony  Orch. 
Llewellyn  Waltz — Saxophone  Solo, 

Rudy  Wiedoeft 

Serenade — Saxophone  Solo  ...Rudy  Wiedoeft 
Dainty  Miss — Fox-trot;  Piano  Duet, 

Constance  MeringMuriel  Pollock 
Polly — Fox-trot;  Piano  Duet, 

Constance  MeringMuriel  Pollock 
DANCE  MUSIC 
Is   Everybody   Happy   Now?    (From  "Artists 
and     Models") — Fox-trot,    with  Incidental 
Singing  by  Ted  Lewis, 

Ted  Lewis  and  His  Band 
Down   the   Old   Church  Aisle — Fox-trot,  with 
Incidental  Singing  by  Ted  Lewis, 

Ted  Lewis  and  His  Band 
Dawn  (From  "Golden  Dawn") — Fox-trot,  with 
Vocal    Chorus.. Leo  Reisman  and  His  Orch. 
We  Two    (From   "Golden   Dawn") — Fox-trot, 
with  Vocal  Chorus, 

Leo  Reisman  and  His  Orch. 
Maybe  I'll  Baby  You  (From  "Take  the  Air") 
— Fox-trot,  with  Vocal  Chorus, 

Max  Fisher  and  His  California  Orch. 
Lullaby    (From    "Take    the    Air") — Fox-trot, 
with  Vocal   Chorus  by  Johnny  Murray, 

Max  Fisher  and  His  California  Orch. 
Dear,  on  a  Night  Like  This — Fox-trot,  with 
Vocal  Chorus  by  Lewis  James, 
Cass  Hagan  and  His  Park  Central  Hotel  Orch. 
I'll    Think    of    You— Fox-trot,    with  Vocal 

Chorus   Al  Lentz  and  His  Orch. 

What'U  You  Do? — Fox-trot,  with  Vocal  Chorus, 
Leo  Reisman  and  His  Orch. 
There's    One    Little    Girl    Who    Loves  Me— 
Fox-trot,    with    Vocal    Chorus    by  Harold 
Lambert, 

Ipana  Troubadours  (S.  C.  Lanin,  Dir.) 
Girl     of    My    Dreams— Waltz,     with  Vocal 

Chorus  by  Kenneth  Sargent), 

Eddie  Thomas'  Collegians 
Tomorrow — Waltz,    with    Vocal    Chorus  by 

Vincent  Van  Tuyl. Eddie  Thomas'  Collegians 
Somebody  Lied  About  Me — Waltz,  with  Vocal 

Chorus  by  Elliott  Shaw  ...The  Columbians 
Rose  of  the  Lane — Waltz,  with  Vocal  Chorus 

by  Elliott   Shaw  The  Columbians 

'S    Wonderful    (From   "Funny    Face") — Fox- 
trot, with  Vocal  Chorus  by  Harold  Lambert. 
Ipana  Troubadours  (S.  C.  Lanin,  Dir.) 
My  One  and  Only  (From  "Funny  Face")  — 

Fox-trot,     with     Vocal     Chorus     by  Tom 

Stacks, 

Clicquot  Club  Eskimos  (Dir.  Harry  Reser) 
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1229-D  Five  Pennies — Fox-trot, 

The  Charleston  Chasers  (Dir.  "Red"  Nichols) 
Feelin'  No  Pain — Fox-trot, 

The  Charleston  Chasers  (Dir.  "Red"  Nichols) 

1227-  D  I  Told  Them  All  About  You— Fox-trot,  with 
Vocal  Chorus   The  Four  Aristocrats 

Make    My    Cot    Where    the  Cot-Cot-Cotton 
Grows — Fox-trot,    with    Vocal    Chorus  by 

Arthur  Fields   California  Ramblers 

1209-D  The  Song  Is  Ended  (But  the  Melody  Lingers 
On) — Waltz,  with  Vocal  Chorus  by  James 

Melton   The  Columbians 

There    Must    Be    Somebody    Else — Fox-trot, 
with  Vocal  Chorus  by  Harold  Lambert, 

The  Radiolites 

1157-D  Hanohano    Hanalei — Hawaiian    Hula — Instru- 
mental and  Vocal. ....  .South  Sea  Islanders 

Liliu    E — Hawaiian    Hula — Instrumental  ana 
Vocal   South  Sea  Islanders 

1197-  D  An  Old  Guitar  and  an  Old  Refrain— Fox-trot, 
with  Vocal  Chorus  by  Ralph  Pollock, 

Ralph  Pollock  and  His  Orch. 
Why  Should  I  Say  That  I'm  Sorry— Waltz, 

Ralph  Pollock  and  His  Orch. 
VOCAL  NUMBERS 

1198-  D  Two  Black  Crows— Part  5— Comedv  Sketch, 

Moran-Mack 

Two  Black  Crows— Part  6 — Comedy  Sketch, 

Moran-Mack 

1206-D  Diane  (From  "Seventh  Heaven") — Vocal, 

James  Melton 
An  Old  Guitar  and  an  Old  Refrain— Vocal, 

James  Melton 

1208-D  Blue    River — Vocal   Ruth  Etting 

Love  Is  Just  a  Little  Bit  of  Heaven— Vocal, 
Ruth  Etting 

1221-D  There's  a  Rickety,  Rackety  Shack — Vocal  Duet, 

Van-Schenck 

12  Is   She    My   Girl    Friend?    (How-de  ow-dow! ) 

— Vocal  Duet   Van-Sclienck 

12        1199-D  Did    You    Mean    It?    (From    "A    Night  in 

Spain") — Vocal   Lee  Morse 

10  Old    Fashioned   Romance — Vocal... Lee  Morse 

1220-D  After  I've  Called  You  Sweetheart— Vocal, 
10  Charles  Kaley 

A  Shady  Tree— Vocal  Charles  Kaley 

1228-  D  Sweetheart  Memories, 

10  The  Girl  Baritone  (Kitty  O'Connor) 

Sailin'  On — Vocal  Harmonies, 
10  Ethel  and  Dorothea  Ponce 

1203-D  My  Blue  Heaven— Male  Quintet, 

The  Singing  Sophomores 
10  When  Honey  Sings  an  Old-Time  Song, 

The  Singing  Sophomores-Vaughn  de  Leath 
12        1215-D  Wherever  You  Are  (From  "Sidewalks  of  New 

York") — Vocal  Duet, 
12  Vaughn  de  Leath-Franklyn  Baur 

Play-Ground  in  the  Sky  (From  "Sidewalks  of 
12  New  York") — Vocal  Duet, 

Vaughn  de  Leath-Frank  Harris 
1200-D  Oshkosh— Vocal, 
12  Dale  Wimbrow,  the  Del-Mar-Va  Songster 

and  His  Rubeville  Tuners 
Roll  Right  Off-a  My  Green— Vocal, 

The  Del-Mar-Va  Songster 
12  and  His  Rubeville  Tuners 

FAMILIAR  TUNES— OLD  AND  NEW 

15201-  D  A  Corn  Licker  Still  in  Georgia — Parts  1  and 
12  2 — Featuring     Clayton     McMichen,  Riley 

Puckett,    Gid    Tanner,    Lowe    Stokes,  Fate 
12  Norris,  Bob  Nichols  and  Bill  Brown 

15204-  D  Big  Ball  in  Town, 

10  Gid  Tanner  and  His  Skillet-Lickers.  with 

Riley  Puckett  and  Clayton  McMichen 
10  Old  McDonald  Had  a  Farm, 

Gid  Tanner  and  His  Skillet-Lickers.  with 
Riley  Puckett  and  Clayton  McMichen 
12      15207-D  When  the  Roll  Is  Called  Up  Yonder, 

Rev.  M.  L.  Thrasher  and  His  Gospel  Singers 
What  Shall  We  Do  With  Mother?, 
12  Rev.  M.  L.  Thrasher  and  His  Gospel  Singers 

15202-  D  Aloha  Oe  (Farewell  to  Thee), 

McMichen's  Melody  Men 
12  The  Missouri  Waltz. McMichen's  Melody  Men 

15203-  D  He  Pardoned  Me — Sacred  Music, 

10  Bush  Brothers 

10  Saved  by  His  Sweet  Grace — Sacred  Music, 

Bush  Brothers 
10      15209-D  Ladies  on  the  Steamboat — Dance, 

Burnett-Rutherford 
10  Billy  in  the  Low  Ground — Dance, 

Burnett-Rutherford 

15205-  D  The  Old  Hat   Leake  County  Revelers 

Monkey  in  the  Dog  Cart, 

Leake  County  Revelers 

10      15210-D  Old  Aunt  Betsy, 

Frank  Blevins  and  His  Tar  Heel  Rattlers 
Fly  Around,  My  Pretty  Little  Miss, 
10  Frank  Blevins  and  His  Tar  Heel  Ratllers 

15208-D  Gospel    Waves   Smith's  Sacred  Singers 

He  Bore  It  All  Smith's  Sacred  Singers 

15206-  D  Red  River  Valley— Vocal  Duet, 

Hugh  Cross-Riley  Puckett 
10  When  You  Wore  a  Tulip — Vocal  Duet, 

Hugh  Cross-Riley  Puckett 
IRISH  RECORDS 
10      33214-F  Danny  Boy;  Come  Back  to  Erin — Waltz, 

Dublin  Orch. 

Believe   Me   If  All   Those   Endearing  Young 
10  Charms;  Wearin'  of  the  Green — Waltz, 

Dublin  Orch. 

33215-  F  Heathery  Breeze — Reel. 

10  Sullivan's  Shamrock  Band 

The  Mouse  in  the  Cupboard — Jig, 
10  Sullivan's  Shamrock  Band 

33216-  F  The  Maid  of  Ballintra — Reel;  Violin,  with 
10  Lilting   George  Halpin-M.  Stanford 

The  Thrush  on  the  Hedge — Jig;  Violin,  with 
Lilting   George  Halpin-M.  Stanford 

33217-  F  Open  the  Door  Softly;  Kitty,  My  Love,  Will 
10  You  Marry  Me? — Baritone  Solo, 

Walter  McNally 
Kathleen  Mavourneen — Baritone  Solo, 
10  Walter  McNally 

33218-  F  Ireland  Is  Ireland  to  Me — Tenor  Solo, 

Michael  Ahern 

The  Dear  Little  Shamrock — Tenor  Solo, 

Michael  Ahern 

33219-  F  The  Darlin'  Girl  From  Clare — Tenor  Solo, 

Seamus  O'Doherty 

The  Glen  of  Aherlow — Tenor  Solo, 

Seamus  O'Doherty 

33220-  F  The  Old  Side  Car— Flute  Solo, 
John  Griffin  (The  Fifth  Ave.  Bus  Man) 

Three  Little  Leaves  of  Irish  Green — Flute  Solo, 
John  Griffin  (The  Fifth  Ave.  Bus  Man) 
(Continued  on  page  120) 
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Harry  Von  Tilzer's 

3  Big  Hits 


WHETHER  IT  RAINS 
WHETHER  IT  SHINES 


ALL  I  WANT  IS 

JUST  YOUR  LOVE 


WHEN  ITS  NECKING 

TIME  IN  GREAT  NECK 

HARRY  VON  TILZER  MUSIC 
PUBLISHING  CO. 

1587  Broadway  New  York  City 


33221-  F  Ceoch    O'Leary— Vocal   Shaun  O'Nolan 

The  Irish   Fiddler — Vocal  Shaun  O'Nolan 

33222-  F  On   the   Road  to  the   Fair — Jew's  Harp  and 

Guitar   Duet   Flanagan  Brothers 

The  Lietrim  Thrush — Reel ..  Flanagan  Brothers 

33223-  F  Cadden's  Fancy— Jig  Set;  Violin  Duet, 

Frank  Quinn-Joe  Maguire 
Donovan's  Reel — Reel  Set;  Violin  Duet, 

Frank  Quinn-Joe  Maguire 

Edison  Disc  Records 


SPECIALS 

52141  The   Song  Is  Ended   (But  the  Melody  Lingers 

On)    (Berlin)   J.  Donald  Parker 

Together,  We  Two   (Berlin)  J.  Donald  Parker 

52145  Rhapsody  in  Blue— Part  1  (Gershwin), 

The  Edisonians 
Rhapsody  in  Blue — Part  2  (Gershwin), 

The  Edisonians 
52144  The.  Whole  World  Is  Waiting  (For  Dreams  to 

Come  True)  (Harrison-Moore)  ...  .Vernon  Dalhart 
Where   the  Coosa   River   Flows  (Johnson-Sher- 
man-Craver)   Vernon  Dalhart 

52150  Among  My  Souvenirs  (Leslie-Nicholls), 

Charles  Harrison 
I'm  in  Heaven  When  I  See  You  Smile,  Diane 
(Rapee-Pollack)   The  Rollickers 

52151  Pullman  Porters — A  Darky  Sketch, 

Two  Dark  Knights 
All  at  Sea — A  Darky  Sketch  Two  Dark  Knights 

52146  Moonlight   Lane    (Green-Francis-Glogau) — Violin 

Solo   Rae  Eleanor  Ball 

Yesterday   (Harrison- Wilhite) — Violin  Solo, 

Rae  Eleanor  Ball 
52149  Go  Home  and  Tell  Your  Mother  (That  I  Love 
You)    (Baer-Russell-Schuster) —  Dave  Kaplan 
at  the  Piano, 

The  Happiness  Boys  (Billy  Jones-Ernest  Hare) 
Get   'Em   in   a   Rumble   Seat  (Davidson-Lampl- 
Marshall) — Dave  Kaplan  at  the  Piano, 

The  Happiness  Boys  (Billy  Jones-Ernest  Hare) 

52152  Mine — All  Mine  (Ruby-Cowan-Stept), 

Frank  Braidwood  (The  Cowboy  Baritone) 
It  All  Belongs  to  Me  (From  "Ziegfeld  Follies 
of   1927")  (Berlin), 

F.  Braidwood  (The  Cowboy  Baritone)  and  His  Uke 

52157  Dear,  On  a  Night  Like  This  (Caesar-Conrad), 

Jack  Parker-Will  Donaldson 
Nothin'  (Turk-Handman), 

Jack  Parker-Will  Donaldson 

52158  (I    Scream — You    Scream — We    All    Scream  (for 

Ice  Cream)   (Johnson-Moll-King)  The  Rollickers 

We  (My  Honey  and  Me)  (Woods-Tobias-Sher- 
man)  The  Rollickers 

52159  There  Must   Be   Somebody  Else  (Gottler-Clare- 

Pinkard)   Vaughn  de  Leath  (The  Radio  Girl) 

What'll  You  Do?  (Miller-Cohn), 

Vaughn  de  Leath  (The  Radio  Girl) 

52163  Old  Man  Noah — Male  Voice  Ritz  Quartet 

Old  Time  Song  Medley — Male  Voice.,. Ritz  Quartet 

52161  Where  in  the  World   (Is  There  Someone  for 

Me)    (Lewis-Marks-Gill-Lombardo) — Tenor, 

Charles  Harrison 
My  Melancholy  Baby  (Norton-Burnett) — Tenor, 

Victor  Hall 

52153  When   Shadows   Fall    (O'er   the  Canyon  Wall) 

(Applegarth-Loth)   Ernest  Davis 

Brown    October    Ale    (From    "Robin  Hood") 

(Smith-DeKoven)   J.  Lester  Haberkorn 

FLASHES 

52148  Dream    Kisses    (Yellen-Jerome) — Fox-trot,  with 
Vocal  Refrain  by  Vaughn  de  Leath, 

Irwin  Abrams  with  His  Orch. 
I'm  Telling  the  World  (That  I  Love  You)  (Ash- 
more-Clarke-Polla)   —  Fox-trot,     with  Vocal 
Chorus  by  J.  Donald  Parker, 

Al  Lynn's  Music  Masters 

52147  My   New   York    (Berlin) — Fox-trot,   with  Vocal 

Chorus  by  Billy  Jones, 

Dave  Kaplan  with  His  Happiness  Orch. 
Five  Pennies  (Nichols) — Fox-trot, 

Phil  Napoleon  and  His  Orch. 

52154  Mollv   Malon»    (From    "The   Merry  Malones") 

(Cohan) — Waltz,  with  Incidental  Singing  by 

the  Rollickers   Jack  Stillman's  Orch. 

Moonlight  Lane   (Green-Francis-Glogau) — Waltz, 
with  Incidental  Singing  by  the  Rollickers, 

Jack  Stillman's  Orch. 

52155  Among  My  Souvenirs  (Leslie-Nicholls) — Fox-trot, 

B.A.Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
Rain    (Ford) — Fox-trot,   with   Vocal   Chorus  by 
Ernest  Hare, 

Al  Friedman  and  His  "Yoeng's"  Orch 

52156  Did  You  Mean  It?  (Baker-Silver-Lyman) — Fox- 

trot, with  Vocal  Chorus  by  Arthur  Fields, 

Joe  Green  and  His  Novelty  Orch. 
So  Tired  (Little-Sizemore) — Fox-trot,  with  Vocal 

Chorus  by  Arthur  Fields, 

Joe  Green  and  His  Novelty  Orch. 

52162  Blue  Baby  (Why  Are  You  Blue)  (Klages  Green- 

Haid) — Fox-trot,  with  Vocal  Chorus  by  Ernest 

Hare  Al  Friedman  and  His  "  Voeng's"  Orch 

Tell   Me   Little   Daisy — Fox-trot  (Lombardo-Miles) 
Golden  Gate  Orchestra  with  Vocal  Chorus 

52164  Make  My  Cot  Where  the  Cot-Cot  Cotton  Grows 

(Le   Soir-Doll-Klein)— Fox-trot.  .Golden  Gate  Orch. 
For    My    Baby    (Kahal-Wheeler-Snyder)  —  Fox- 
trot, with  Vocal  Chorus  Golden  Gate  Orch. 

52166  Singapore    Sorrows     (Le     Soir-Doll) — Fox-trot, 
with  Incidental  Singing, 

B.   A.   Rolfe    (Trumpet   Virtuoso)    and  Palais 

d'Or  Orch. 

Dawn   (From   "Golden   Dawn")  (Harbach-Ham- 
merstein   Il-Stolz-Stothart) — Fox-trot. 

Frank  Cornwell  and  His  Orch. 
GERMAN 

57026  Spielleut',  spielfs  auf  (Play,  People,  Play)  (Ed. 
Hoenes,  Op.  44) — Walzer. 

Gottsmann's  Zither  Trio 
Die    lustigen    Dorfmusikanten  —  Landler  (The 
Happy  Peasant  Musician)    (Hans  Dondl.  Op. 
197)  Gottsmann's  Zither  Trio 


Okeh  Records 


LIST  FOR  DECEMBER  25 
DANCE  MUSIC 

40939  Dream    Kisses    (Yellen-Jerome) — Fox-trot,  with 

Vocal  Refrain   The  Gotham  Troubadours 

In  a  Shady  Nook  by  a  Babbling  Brook  (Pease- 
Nelson) — Fox-trot,  with  Vocal  Refrain, 

The  Gotham  Troubadours 

40940  Blue  Baby  Why  Are  You  Blue?  (Klages-Green- 

Haid) — Fox-trot,  with  Vocal  Refrain, 

The  Goofus  Five 
Is  She  My  Girl  Friend?  (How-de-ow-dow!) 

(Yellen-Ager)— Fox-trot   The  Goofus  Five 

40941  The    Beggar    (Kahal-Wheeler-Snyder) — Fox-trot, 

with  Vocal  Duet   The  Okeh  Melodians 

How  Long  Has  This  Been  Goin'  On?  (Davis- 


Wendling) — Fox-trot,  with  Vocal  Refrain, 

The  Okeh  Melodians 

40945  Among    My    Souvenirs    (Leslie-Nicholls) — Fox- 

trot, with  Vocal  Refrain  .Justin  Ring's  Okeh  Orch. 
Away  Down  South  in  Heaven  (Green-Warren) 
— Fox-trot,  with  Vocal  Refrain, 

Justin  Ring's  Okeh  Orch. 
VOCAL  RECORDS 
40942  After  I've  Called  You   Sweetheart   (How  Can 
I    Call    You     Friend?)     (Grossman-Little)  — 
Vocal,   with   Piano...  Joe  Davis  (The  Melody  Man) 
The  Hours  I  Spent  With  You   (Lewis- Young- 
Little) — Vocal,  with  Piano, 

Joe  Davis  (The  Melody  Man) 

40946  Oh!     My    Operation     (Rose-McDonald-Greer) — 

Vocal,  with  Piano   Jack  Lynch 

Where  Is  My  Meyer?  (Where's  Himalaya?) 
(From  Balieff's  "Chauve-Souris")  (Gilbert- 
Prof  es) — Vocal,  with  Piano  Jack  Lynch 

INSTRUMENTAL  MUSIC 

40943  Charmaine!    (Rapee-Pollack)  —  Hawaiian  Instru- 

mental  Ferera-Paaluhi 

La  Golondrina — Hawaiian  Instrumental, 

Ferera-Paaluhi 

40944  Yesterday  (Harrison- Wilhite) — Pipe  Orean  Solo, 

with  Vocal  Refrain  by  Seger  E'lis, 

Sigmund  Krumgold 
My  Blue  Heaven  (Donaldson) — Pipe  Organ  Solo, 

Sigmund  Krumgold 

OLD  TIME  TUNES 

45170  Don't  Love  a  Smiling  Sweetheart— Singing,  with 

Banjo   Mountain  Dew  Dare 

Courtin'  the  Widow — Singing,  with  Banjo, 

Mountain  Dew  Dare 

45171  I've   Got   a   Woman   on   Sourwood   Mountain — 

Instrumental,   with  Singing, 

Earl  Johnson  and  His  Clodhoppers 
Johnnie,    Get    Your    Gun — Vocal,    with  Instru- 
mental  Earl  Johnson  and  His  Clodhoppers 

45172  I'll   Be   Ready — Vocal  Murphy  Sacred  S'ngers 

That  Beautiful  Home — Vocal. Murphy  Sacred  Singers 

RACE  RECORDS 

8525  (Norfolk)   Church   Street   Sobbin'.  Blues  (Lada- 

Cawley-Nunez) — Fox-trot, 

Clarence  Williams'  Washboard  Four 
Yama  Yama  Blues  (Williams-Williams) — Fox-trot, 

Clarence  Williams'  Washboard  Four 

8526  Range  in  My  Kitchen  Blues  (Alexander) — • 

Singing,  with  Guitar  "Texas"  Alexander 

Farm  Hand  Blues  (Alexander) — Singing,  with 
Piano   "Texas"  Alexander 

8527  Deacon's  Prayer  Service — Sermon, 

Deacon  Leon  Davis,  assisted 
by  Sisters  Jordan  and  Norman 
Experience  Meeting — Sermon, 

Deacon  Leon  Davis,  assisted 
by  Sisters  Jordan  and  Norman 
LIST  FOR  JANUARY  5 
DANCE  MUSIC 

40947  Four  String  Joe  (Venuti-Lang) — Fox-trot, 

Joe  Venuti's  Blue  Four 
Penn   Beach   Blues    (Venuti-Lang) — Fox-trot, 

Joe  Venuti's  Blue  Four 

40948  My  Heart   Stood   Still    (From  "A  Connecticut 

Yankee")      (Hart-Rodgers)  —  Fox-trot,  with 
Vocal  Refrain, 

Irwin  Abrams  and  His  Hotel  Manger  Orch. 
I  Feel  at  Home  With  You  (From  "A  Connecti- 
cut Yankee")    (Hart-Rodgers) — Fox-trot,  with 
Vocal  Refrain, 

Irwin  Abrams  and  His  Hotel  Manger  Orch. 

40950  Girl  of  My  Dreams  (Clapp)— Waltz,  with  Vocal 

Refrain   Southern  Melody  Artists 

The  Hours  I  Spent  With  You  (Lewis-Young- 
Little) — Waltz,  with  Vocal  Refrain, 

Southern  Melody  Artists 
VOCAL  RECORDS 

40951  A  Shady  Tree  (Donaldson)— Vocal,  with  Violin, 

'Cello   and   Piano   Mark  Fisher 

Everywhere  You  Go  (Shay-Goodwin-Fisher) — 
Vocal,  with  Violin,  'Cello  and  Piano. Mark  Fisher 

40952  Among  My  Souvenirs   (Leslie-Nicholls) — Vocal, 

with  Justin  Ring's  Salon  Orch  Seger  Ellis 

It  Was  Only  a  Sun  Shower  (Kahal-Wheeler- 
Snyder) — Vocal,    with    Justin    Ring's  Salon 

Orch  Seger  Ellis 

INSTRUMENTAL 

40949  Wabash  Blues  (Meinken) — Clarinet,  with  Piano; 

Guitar  by  Ed  Lang  Boyd  Senter 

The    Boss    of    the    Stomps    (Russell) — Clarinet, 

with  Piano;  Guitar  by  Ed  Lang  Boyd  Senter 

OLD  TIME  TUNE  RECORDS 

45173  Scottdale  Stomp — Instrumental. 

Scottdale  String  Band 
Old  Folks  Better  Go  to  Bed — Instrumental, 

Scottdale  String  Band 

45174  Daniel  in  the  Den  of  Lions — Vocal  Duet,  with 

Instrumental  Accomp., 

North  Carolina  Cooper  Boys 
Red   Rose   of   Texas — Vocal,   with  Instrumental 
Accomp  North  Carolina  Cooper  Boys 

45175  Is  It  Well  With  Your  Soul  ?— Vocal  Quartet, 

Carolina  Quartet 
Saved  by  His  Sweet  Grace — Vocal  Quartet, 

Carolina  Quartet 

RACE  RECORDS 

8528  Blackbird  Blues — Vocal,  with  Piano  and  Guitar, 

Raymond  Boyd 
Unkind  Mama  (Harris) — Vocal,  with  Piano  and 
Guitar   Raymond  Boyd 

8529  Alligator  Blues  (Williams)— Vocal,  with  Guitars, 

Helen  Humes 
Everybody  Does  It  Now  (Hughes) — Vocal,  with 
Piano   Helen  Humes 

8530  St.  Louis  Blues  (Handy)— Guitar  Duet. 

Weaver-Beasley 
Bottle   Neck  Blues   (Weaver) — Guitar  Duet, 

Weaver-Beasley 
EUROPEAN  RECORDINGS 
(Odeon  Label) 

3214  Forget-Me-Not  (Vergissmeinnicht)  Parts  1  and  2 

(Waldteufel) — Orchestra, 

Edith  Lorand  and  Her  Orch. 

3215  Minuet    in     G     (Beethoven);     Fair  Rosemary 

(Kreisler)— Violin    Solo   Edith  Lorand 

Trio  in  G — Finale  (Beethoven) — Instrumental 
Trio,  with  Violin,  'Cello  and  Piano, 

Edith  Lorand  Trio 
5132  Lohengrin — Selections  Parts  1  and  2  (Wagner) 
— Symphony  Orchestra, 

Eduard  Moerike  and  the  Orchestra 
of  the  State  Opera  House,  Berlin 
LIST  FOR  JANUARY  15 
DANCE  MUSIC 

40953  Mari  anette       (  Nay  lor- Hays- Alexander-Heracher) 

— Waltz,  with  Vocal  Duet  Refrain, 

Billy  Hays  and  His  Orch. 
There's  a  Rickety  Rackety  Shack  (By  a  Rickety 
Rackety    Road)     (Tobias-Turk) — Fox-trot,  with 
Vocal  Duet  Refrain.  .Billy  Hays  and  His  Orch. 

40954  'S    Wonderful    (From    "Funny   Face")  (Gersh- 

win-Gershwin)— Fox-trot,  with  Vocal  Refrain, 

Tom  Stacks  and  His  Orch. 


Maybe  I'll  Baby  You   (From  "Take  the  Air") 
(Buck-Stamper) — Fox-trot,  with  Vocal  Refrain, 

Tom  Stacks    and  His  Orch. 

40955  Black  and  Tan  Fantasy  (Miley-Ellington) — Fox- 

trot  Duke  Ellington  and  His  Orch. 

What    Can    a    Poor     Fellow    Do?  (Meyers- 
Schoebel) — Fox-trot, 

.Duke  Ellington  and  His  Orch. 

40956  After    We    Kiss     (Britt-Fiorito)— Waltz,  with 

Vocal  Refrain  by  Seger  Ellis, 

The  Royal  Music  Makers 
The  Sweetheart  of  Sigma  Chi  (Stokes-Vernor) 
— Waltz,  with  Vocal  Refrain  by  Seger  Ellis, 

The  Royal  Music  Makers 
VOCAL  RECORDS 

40957  I    Nikiniki    Malie     (Hawaiian    Yodel) — Vocal, 

with  Hawaiian  Guitars  Kalama's  Quartet 

Medley  of  Hulas — Vocal,  with  Hawaiian  Guitars, 

Kalama's  Quartet 

40958  The     Beggar     (Kahal-Wheeler-Snyder)  —  Vocal, 

with   Violin,   Guitar  and   Piano  Noel  Taylor 

Girl  of  My  Dreams  (Clapp) — Vocal,  with  Orch., 

Noel  Taylor 

OLD  TIME  TUNE  RECORDS 

45176  Did  He  Ever  Return? — Vocal,  with  Instrumental, 

Fiddlin'  John  Carson  and  His  Virginia  Reelers 
Engineer   on  the   Mogull — Vocal,   with  Instru- 
mental, 

Fiddlin'  John  Carson  and  His  Virginia  Reelers 

45177  Little  Maud — Vocal,  with  Guitar  and  Banjo, 

Bela  Lam  and  His  Greene  County  Singers 
Sweet  Bye  and  Bye — Vocal,  with  Guitar  and  Banjo, 

Bela  Lam  and  His  Greene  County  Singers 

45178  Kansas  City  Railroad  Blues — Instrumental, 

George  Walburn-Emmett  Hethcox 
Polecat  Blues — Instrumental, 

George  Walburn-Emmett  Hethcox 
RACE  RECORDS 

8531  Dope  Head  Blues  (Spivey) — Vocal,  with  Piano 

and  Guitar   Victoria  Spivey 

Blood    Thirsty    Blues    (Spivey)  —  Vocal,  with 
Piano   and   Guitar   Victoria  Spivey 

8532  White  Horse  and  His  Rider — Sermon, 

Rev.  J;  M.  Gates,  Assisted  by  Deacon  Leon 
Davis  and  Sisters  Jordan  and  Norman 
Hell  Bound  Express  Train — Sermon, 

Rev.  J;  M.  Gates,  Assisted  by  Deacon  Leon 
Davis  and  Sisters  Jordan  and  Norman 

8533  Ballin'  the  Jack  (Clark)— Fox-trot, 

The  Chicago  Footwarmers 
Grandma's  Ball  (Blythe) — Fox-trot, 

The  Chicago  Footwarmers 


8454 

8455 
8456 

8457 

8458 

8459 
8460 

8461 

8462 
8463 

8464 

8465 

8466 


8468 


Regal  Dance  Records 

DANCE  RECORDS 
Mary  (What  Are  You  Waiting  For?) — Fox-trot, 

The  Rounders 

Down   South — Fox-trot  Markel's  Society  Favorites 

Dream  Kisses — Fox-trot. ...  Fred  Rich's  Dance  Orch. 

Sorry — Fox-trot   Fletcher  Henderson's  Collegians 

I  Fell  Head  Over  Heels  in  Love — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

Who   Knows — Fox-trot  Sam  Lanin's  Dance  Orch. 

Away  Down  South  in  Heaven — Fox-trot, 

Sam  Lanin's  Dance  Orcn. 

Rain — Fox-trot   Sam  Lanin's  Dance  Orch. 

The  Hours  I  Spent  With  You— Waltz, 

Adrian  Schubert's  Salon  Orch 
My  Ohio  Lullaby — Waltz, 

Adrian  Schubert's  Salon  Orch. 

Normandy — Fox-trot  Markel's  Society  Favorites 

So  Tired — Fox-trot   Fred  Rich's  Dance  Orch. 

Without  You  Sweetheart — Fox-trot. ..  .The  Rounders 
Our  Bungalow  of  Dreams — Fox-trot, 

Fred  Rich's  Dance  Or:h. 
Girl  of  My  Dreams — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Where   in   the  World    (Is  There   Someone  for 

Me) — Waltz  Adrian  Schubert's  Salon  Orch. 

My  Heart  Stood   Still    (From   "A  Connecticut 

Yankee') — Fox-trot    ....Markel's  Society  Favorites 

Tin   Pan   Parade — Fox-trot  The  Rounder.' 

Let  a  Smile  Be  Your  Umbrella — Fox-trot, 

Markel's  Society  Favorites 
Candied    Sweets — Fox-trot .  Jack  Pettis  and  His  Band 

VOCAL  RECORDS 
Among    My  Souvenirs — Baritone    Solo,  with 

Orch.  Accomp   Harold  Lambert 

My     Melancholy     Baby — Baritone     Solo,  with 

Orch.  Accomp  Harold  Lambert 

I'm  in  Heaven  When  I  See  You  Smile,  Diane — 

Tenor  Solo,  with  Orch.  Accomp ..  Charles  Hariison 
My  Dreams  Are  Dreams  of  You — Tenor  Solo, 

with   Orch.    Accomp  Charles  Harrison 

Away  Down  South  in  Heaven — Male  Duet,  with 

Novelty    Accomp  Radio  Eddie-Harold  Lambert 

Did  You  Mean   It? — Male   Duet,  with  Novelty 

Accomp  Radio  Eddie-Harold  Lambert 

Go  Home  and  Tell  Your  Mother — Tenor  So'.o, 

with   Orch.   Accomp  Irving  Kaufman 

You  Can't  Walk  Back  From  an  Aeroplane — 

Tenor  Solo,  with  Orch.  Accomp. .  Irving  Kaufman 
A  PAIR  OF  BLACK  ACES 
A    Pair    of    Black    Aces — Part    3 — "Gwine  to 

Africa"- — Comedy  Dialogue   Miller-Lyles 
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A   Pair  of  Black  Aces  —  Part   4  —  "Moneyless 

Debts" — Comedy    Dialogue   Miller-Lyles 

NOVELTY  RECORDS 

8469  The  Old  Grey  Mare— Tenor  Solo,  with  Novelty 

Accomp  Vernon  Dalhart 

The  Wreck  of  the  C.   &  O.  No.  5— Tenor  Solo, 
with  Novelty  Accomp  Vernon  Dalhart 

8470  When  the  Sun  Goes  Down  Again — Male  Duet, 

with    Novelty    Accomp  Dalhart-Robison 

Hear    Dem    Bells — Male    Duet,    with  Novelty 
Accomp  Dalhart-Robison 

8471  Weeping   Willow  Lane — Hawaiian  Guitars,  with 

Vocal    Refrain   Frank  Ferera's  Hawaiians 

My    Hawaiian     Star — Hawaian     Guitars  with 
Vocal    Refrain   Frank  Ferera's  Hawaiians 

8472  My     Blue     Heaven — Hawaiian     Guitars,  with 

Vocal  Refrain   Frank  Ferera's  Hawaiians 

Hawaiian   Eyes — Hawaiian   Guitars,   with  Vocal 

Refrain   ,  Frank  Ferera's  Hawaiians 

RACE  RECORD 

8473  Police  Blues — Comedienne,  with  Novelty  Accomp., 

Lizzie  Miles 

You  Can't  Have  It  Unless  I  Give  It  to  You — 
Comedienne,   with  Novelty  Accomp. ..  Lizzie  Miles 

Gennett  Records 


ELECTROBEAM  (BLACK  LABEL)  RECORDS 
LIST  FOR  JANUARY  1 
POPULAR  DANCE  RECORDS 

6309  The    Hours   I    Spent    With    You— Waltz,  with 

Vocal  Chorus   Emil  Seidel  and  His  Orel). 

Down  South — Fox-trot,   with  Vocal  Ensemble, 

Emil  Seidel  and  His  Orch. 

6310  I'll  Think  of  You— Fox-trot,  with  Vocal  Chorus, 

Bob  Deikman  and  His  Orch. 
Dancing  Tambourine — Fox-trot, 

Bob  Deikman  and  His  Orch. 

6311  One  Night  in  Havana, 

Hoagy  Carmichael  and  His  Pals 
Stardust — Stomp    ...Hoagy  Carmichael  and  His  Pals 
POPULAR  VOCAL 

6312  Where   the   Cot-Cot-Cotton   Grows — Accomp.  by 

Fred  Roehr, 

The  Monitor  Boys  of  Crosley  Radio  WLW 
Gee!  But  I'm  Lonesome  To-night — Accomp.  by 
Fred  Roehr, 

The  Monitor  Boys  of  Crosley  Radio  WLW 

6313  I  Ain't  Got  Nobody   (And  Nobody  Cares  for 

Me) — Piano  Accomp., 

Bailey-Barnum  (The  Banjo-ker  and  the  Songster) 
I  Told  Them  All  About  You— Piano  Accomp., 

Bailey-Barnum  (The  Banjo-ker  and  the  Songster) 

6314  White    Wings     (Carry    Me    Home) — Baritone, 

with  Orch.   Accomp  Edgar  Welch 

Lonely  in  a  Crowd — Tenor,  with  Orch.  Accomp., 

Elliott  Stewart 

6315  Beneath  Venetian  Skies  (With  You), 

Radcliffe  Brothers 
Are  You  Thinking  of  Me  To-night?, 

Radcliffe  Brothers 

STANDARD  VOCAL 

6316  When    You're    Gone    I    Won't    Forget — Piano 

Accomp  Woodlawn  Quartet 

Darling  Nellie  Gray — Piano  Accomp., 

Woodlawn  Quartet 

YODEL 

6317  In  the  Mountains  High — Accomp.  by  Walt  An- 

derson and   Orch  Les  Backer 


Sleep    Baby    Sleep — Accomp.    by    Piano,  Steel 

Hawaiian  Guitar  and  Tenor  Guitar  Les  Backer 

OLD  TIME  PLAYIN' 

6318  The  Old  Fashioned   Square   Dance— Old  Time 

Harmonica  and  Guitar  Playin', 

Billy  Milton  and  His  One  Man  Band 
Dill  Pickles — Old   Time  Harmonica  and  Guitar 

Playin'   Billy  Milton  and  His  One  Man  Band 

OLD  TIME  SINGIN'  AND  PLAYIN' 

6319  My   Little   Old    Sod    Shanty    on    the  Claim- 

Banjo  Accomp  Chubby  Parker 

His  Parents  Haven't  Seen  Him   Since — Banjo 
Accomp  Chubby  Parker 

6320  You  Never  Miss  Your  Mother  Until  She's  Gone, 

Henry  Whitter-G.  B.  Grayson 

Train  No.  45  Henry  Whitter-G.  B.  Grayson 

RACE  RECORDS 

6321  Mistreated   Blues — Vocal    Blues,    with  Accomp. 

by  Celeste  and  Violin  Katherine  Baker 

Brick    Flat    Blues — Vocal    Blues,    with  Accomp, 

by  Piano  and  Violin   Lizzie  Washington 

6322  Mean  Dog  Blues — Instrumental;  Drag  Blues, 

Dunk  Rendleman  and  the  Alabamians 
Canned  Heat  Blues — Instrumental;  Drag  Blues, 

Triangle  Harmony  Boys 

6323  Funeral  Sermon — Sermon,  with  Singing, 

Rev.  J.  F.  Forest 
Prayer    Meeting    and    Sermon — Sermon,  with 
Singing   Rev.  J.  F.  Forest 

6324  Together,  We  Two   Emil  Seidel  and  His  Orch. 

Did  You  Mean  It?  Emil  Seidel  and  His  Orch 

LIST  FOR  JANUARY  15 
POPULAR  DANCE  RECORDS 

6324  Together,  We  Two— Fox-trot, 

Emil  Seidel  and  His  Orch. 
Did  You  Mean  It? — Fox-trot, 

Emil  Seidel  and  His  Orch. 

6325  Among  My  Souvenirs — Fox-trot, 

Bob  Deikman  and  His  Orch. 

Cobble-Stones — Fox-trot, 

Bob  Deikman  and  His  Orch. 

6326  Bugs — Fox-trot  Willie  Jones  and  His  Orch. 

Michigan   Stomp  (Stomp) 

Willie  Jones  and  His  Orch. 

6327  The  Song  Is  Ended   (But  the  Melody  Lingers 

On)— Waltz   Emil  Seidel  and  His  Orch. 

For  My  Baby — Fox-trot. . Emil  Seidel  and  His  Orch. 
POPULAR  VOCAL  RECORDS 

6328  Among  My   Souvenirs — Vocal  Les  Backer 

Mother,  I  Still  Have  You — Vocal  Les  Backer 

6329  Got  No  Time — Vocal   Grace  Wilson 

Grass  Is  Always  Greener — Vocal  Grace  Wilson 

6330  Down  Our  Way— Vocal  Duet, 

The  Monitor  Boys  of  Crosley  Radio  WLW 
The  Hours  I  Spent  With  You— Vocal  Duet, 

The  Monitor  Boys  of  Crosley  Radio  WLW 
NOVELTY  RECORDS 

6331  Hawaiian  Waltz  Medley — Hawaiian, 

Lei's  Royal  Hawaiians 
Kilima   Waltz — Hawaiian  Lei's  Royal  Hawaiians 

6332  Massa's  in  De  Cold,  Cold  Ground.  .Banjo  Novelty. 

Albert  Bellson 

Scotch  Patrol — Banjo  Novelty   Albert  Bellson 

OLD  TIME  SINGIN'  AND  PLAYIN' 

6333  Sweet   Floetta   David  Miller 

Many  Times  With  You  I've  Wandered.  David  Miller 

6334  He  Keeps  Me  Singing.  .John  McGhee-Frank  Welling 
I've  Been   Redeemed ..  .John  McGhee-Frank  Welling 

6335  They  Crucified  My  Savior  The  Eva  Quartet 

Bringing  in  the  Sheaves  The  Eva  Quartet 


6336  Cripple  Creek — Old  Time  Fiddlin', 

Fiddlin'  Doc  Roberts 
Old  Buzzard— Old  Time  Fiddlin' 

Fiddlin'  Doc  Roberts 

6337  Barrel  House  Blues — Race  Record;  Vocal  Blues, 

Sammy  Brown 
The  Jockey  Blues — Descriptive  Piano  Novelty, 

Sammy  Brown 

6338  You    Must    Have    That    True    Religion — Race 

Record;  Spiritual   Mt.  Sinai  Jubilee  Quartet 

Live-a-Humble — Race  Record;  Spiritual, 

Brooklyn  Male  Choral  Club 


Domino  Records 


4073 

4075 
4076 

4074 

4077 

4071 
4078 

4072 

4079 
4080 

4082 

4081 

4083 


0207 


DANCE  RECORDS 
Mary  (What  Are  You  Waiting  For?) — Fox-trot. 

The  Rounders 

Down  South — Fox-trot. .  ..Markel's  Society  Favorites 
Dream  Kisses — Fox-trot.. .  .Fred  Rich's  Dance  Orch. 
Sorry — Fox-trot  ....Fletcher  Henderson's  Collegians 
I  Fell  Head  Over  Heels  in  Love — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Who  Knows — Fox-trot.  ...  Sam  Lanin's  Dance  Orch. 
Away  Down  South  in  Heaven — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

Rain — Fox-trot   Sam  Lanin's  Dance  Orch. 

The  Hours  I  Spent  With  You — Waltz, 

Adrian  Schubert's  Salon  Orch. 
My  Ohio  Lullaby— Waltz, 

Adrian  Schubert's  Salon  Orcn. 

Normandy — Fox-trot   Markel's  Society  Favorites 

So  Tired — Fox-trot   Fred  Rich's  Dance  Orch. 

Without  You  Sweetheart — Fox-trot. .  .The  Rounders 
Our  Bungalow  of  Dreams — Fox-trot, 

Fred  Rich's  Dance  Orch. 
Girl  of  My  Dreams — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Where  in  the   World    (Is   There   Someone  for 

Me) — Waltz   Adrian  Schubert's  Salon  Orch. 

Mv  Heart   Stood   Still    (From   "A  Connecticut 

Yankee') — Fox-trot    ....Markel's  Society  Favorites 

Tin   Pan  Parade — Fox-trot  The  Rounders 

Let  a  Smile  Be  Your  Umbrella — Fox-trot, 

Markel's  Society  Favorites 

Candied  Sweets — Fox-trot   The  Rounders 

VOCAL  RECORDS 
Among    My  Souvenirs — Baritone    Solo,  with 

Orch.  Accomp   Harold  Lambert 

My     Melancholy     Baby — Baritone     Solo,  with 

Orch.   Accomp  Harold  Lambeit 

I'm  in  Heaven  When  I  See  You  Smile,  Diane — 

Tenor  Solo,  with  Orch.  Accomp.  .Charles  Harrison 
My  Dreams  Are  Dreams  of  You — Tenor  Solo, 

with   Orch.    Accomp  Charles  Harrison 

Away  Down  South  in  Heaven — Male  Duet,  with 

Novelty   Accomp  Radio  Eddie-Harold  Lambert 

Did  You  Mean  It? — Male  Duet,  with  Novelty 

Accomp  Radio  Eddie-Harold  Lambert 

Go  Home  and  Tell  Your  Mother — Tenor  Solo, 

with   Orch.   Accomp  Irving  Kaufman 

You   Can't  Walk  Back  From   an   Aeroplane — 

Tenor  Solo,  with  Orch.  Accomp. .Irving  Kaufman 
A  PAIR  OF  BLACK  ACES 
A    Pair    of    Black  Aces — Part    3 — "Gwine  to 

Africa" — Comedy  Dialogue   Miller-Lyles 

A   Pair  of  Black  Aces  —  Part   4  —  "Moneyless 

Debts" — Comedy    Dialogue   Miller-Lyles 

(Continued  on  page  122) 
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NOVELTY  RECORDS 

0209  The  Old  Grey  Mare— Tenor  Solo,  with  Novelty 

Accomp  Vernon  Dalhart 

The  Wreck  of  the  C  &  O  No.  5— Tenor  Solo, 

with  Novelty  Accomp  Vernon  Dalhart 

0208  When  the  Sun  Goes  Down  Again — Male  Duet, 

with    Novelty    Accomp  ..Dalhart-Robison 

Hear    Dem    Bells — Male    Duet,    with  Novelty 
Accomp  Dalhart-Robison 

0210  Weeping  Willow   Lane — Hawaiian   Guitars,  with 

Vocal    Refrain   Frank  Ferera's  Hawaiians 

My    Hawaiian  Star — Hawaiian    Guitars,  with 
Vocal    Refrain   Frank  Ferera's  Hawaiians 

0211  My     Blue     Heaven — Hawaiian     Guitars,  with 

Vocal  Refrain   Frank  Ferera's  Hawaiians 

Hawaiian   Eyes — Hawaiian   Guitars,   with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

RACE  RECORD 
4085  Police  Blues — Comedienne,  with  Novelty  Accomp., 

Lizzie  Miles 

You  Can't  Have  It  Unless  I  Give  It  to  You — 
Comedienne,   with  Novelty  Accomp. ..  Lizzie  Miles 


Banner  Records 


DANCE  RECORDS 

6142  Away  Down  South  in  Heaven — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Am  I  Happy  (Yes  I'm  Happy) — Fox-trot, 

Hollywood  Dance  Orch. 

6143  Mary  (What  Are  You  Waiting  For?) — Fox-trot, 

Campus  Boys 

Skies  of   Gray — Fox-trot  Imperial  Dance  Orch. 

6144  The  Hours  I  Spent  With  You — Waltz, 

Majestic  Dance  Orch. 
I'd  Rather  Be  Blue — Waltz. .  .Majestic  Dance  Orch. 

6145  Dream  Kisses — Fox-trot   ...Fred  Rich's  Dance  Orch. 
I've  Never  Forgotten  That  I  Love  You — Fox- 
trot  Hollywood  Dance  Orch. 

6146  Let  a  Smile  Be  Your  Umbrella — Fox-trot. 

Gotham  Society  Orch. 
Let's  Try  All  Over  Again — Fox-trot, 

Hollywood  Dance  Orch. 

6147  Who    Knows — Fox-trot.  ...  Sam  Lanin's  Dance  Orch. 
Nobody  Loves  Me — Fox-trot.  .Imperial  Dance  Orch. 

6148  Our  Bungalow  of  Dreams — Fox-trot, 

Fred  Rich's  Dance  Orch. 
Rain — Fox-trot   Sam  Lanin's  Dance  Orch. 

6149  I  Fell  Head  Over  Heels  in  Love — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
I'gi  Gonna  March  in  April  With  May — Fox-trot, 

Al  Lynch's  Dance  Orch. 

6150  Sweetheart  Memories — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Love  Comes  But  Once  in  a  Lifetime — Waltz, 

Adrian  Schubert's  Salon  Orch. 

6151  Without  You   Sweetheart — Fox-trot.  ..  .Campus  Boys 
Sweet  Mandy — Fox-trot    ...Al  Lynch's  Dance  Orch. 

6152  Tin  Pan  Parade — Fox-trot   Campus  Boys 

Down  South — Foxtrot  Al.  Lynch's  Dance  Orch. 

6153  Where  in   the  World    (Is   There   Someone  for 

Me) — Waltz   Majestic  Dance  Orch. 

My  Ohio   Lullaby — Waltz  Majestic  Dance  Orch. 

6154  So  Tired — Fox-trot   Fred  Rich's  Dance  Orch. 

Sorry — .Fox-trot   Roseland  Dance  Orch. 

6155  Normandy — Fox-trot   Gotham  Society  Orch. 

I'm  Just  Wondering — Fox-trot, 

Al  Lynch's  Dance  Orch. 
VOCAL  RECORDS 

6156  I'm  in  Heaven  When  I  See  You  Smile,  Diane 

— Tenor  Solo,  with  Orch.  Accomp., 

Charles  Harrison 
My     Melancholy     Baby — Baritone     Solo,  with 

Orch.   Accomp  Scrappy  Lambert  - 

6157  Away  Down  South  in  Heaven — Male  Duet,  with 

Novelty  Accomp  Radio  Ed-Scrappy  Lambert 

Good  Night,  I'll  See  You  in  Dreamland — Bari- 
tone Solo,  with  Orch.  Accomp. ..  Scrappy  Lambert 

6158  Among    My  Souvenirs — Baritone     Solo,  -with 

Orch.   Accomp  Scrappy  Lambert 

My  Dreams  Are  Dreams  of  You — Tenor  Solo, 
with  Orch.  Accomp  Irving  Kaufman 

6159  You   Can't   Walk  Back   From   an   Aeroplane — 

Tenor  Solo,  with  Orch.  Accomp. ..  Irving  Kaufman 
You    Can't   Blame   Me   for   That— Tenor  Solo, 
with  Orch.  Accomp  Irving  Kaufman 

6160  Did  You  Mean  It? — Male  Duet,  with  Novelty 

Accomp  Radio  Ed-Scrappy  Lambert 

I  Didn't  Think  She'd  Do  It— But  She  Did— 
Baritone  Solo,  with  Orch.  Accomp.  .Arthur  Fields 

6161  Go  Home  and  Tell  Your  Mother— Tenor  Solo. 

with  Orch.  Accomp  Irving  Kaufman 

I'm  in  Love  With  Daddy's   Sweetheart — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

NOVELTY  RECORDS 

2178  The    Charcoal    Twins — "Gwine    to    Africa" — 

— Comedy  Dialogue   Miller-Lyles 

Two  Licorice  Drops — "Two  Dark  Knights"  (All 
at  Sea) — Comedy  Dialogue   ...Cook-Fleming 

2179  The     Charcoal     Twins — "Moneyless  Debts" — 

Comedy  Dialogue   Miller-Lyles 

Two     Licorice     Drops — "Pullman     Porters" — 
Comedy   Dialogue  Cook-Fleming 

2180  The  Old   Grey  Mare— Tenor    Solo,    with  Nov- 

elty Accomp  Vernon  Dalhart 

When  the  Sun  Goes  Down  Again — Male  Duet, 
with  Noveltv  Accomp  Dalhart-Robison 

2181  Hear    Dem    Bells— Male    Duet,    with  Novelty 

Accomp  Dalhart-Robison 

Shine    On,    Harvest    Moon — Male    Duet,  with 
Novelty   Accomp  Dalhart-Robison 

2182  My  Blue  Heaven — Hawaiian  Guitars,  with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

By  the  Calm  Hawaiian  Sea — Hawaiian  Guitars, 
with  Vocal  Refrain  Frank  Ferera's  Hawaiians 


2183  Weeping  Willow  Lane — Hawaiian  Guitars,  with 

Vocal    Refrain   Frank  Ferera's  Hawaiians 

Hawaiian  Eyes — Hawaiian   Guitars,  with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

RACE  RECORD 
6162  Peepin'   Jim    Blues — Comedienne,   with  Novelty 

Accomp  Miss  Frankie 

When  You  Get  Tired  of  Your  New  Sweetie- — 
Comedienne,  with  Novelty  Accomp. ...  Lizzie  Miles 

Harmony  Records 

DANCE  SELECTIONS 

556-  H  Mary   (What  Are   You  Waiting  For?)— Fox- 

trot, with  Vocal  Chorus, 

Lou  Gold  and  His  Orch.  10 
I've  Been  Longing  for  a  Girl  Like  You  (For 
a  Long,  Long  Time) — Fox-trot,  with  Vocal 

Chorus  Lou  Gold  and  His  Orch.  10 

552-H  Sweet  Stranger — Fox-trot,  with  Vocal  Chorus, 

Manhattan  Dance  Makers  10 
Yep!  'Long  About  June — Fox-trot,  with  Vocal 

Chorus   Manhattan  Dance  Makers  10 

551-H  Changes — Fox-trot,  with  Vocal  Chorus, 

University  Six  10 
There's   Something   Spanish   in   Your  Eyes — 
Fox-trot,  with  Vocal  Chorus, 

University  Six  10 

557-  H  Tell    Me    Little   Daisy— Fox-trot,    with  Vocal 

Chorus   Newport  Society  Orch.  10 

Blue   Baby    (Why  Are   You   Blue) — Fox-trot, 

with  Vocal  Chorus   University  Six  10 

560-H  Keep   Sweeping  the   Cobwebs   Off   the  Moon 
— Fox-trot,  with  Vocal  Chorus, 

The  Harmonians  10 
The   Sunrise    (Will    Bring   Another   Day  for 
You) — Fox-trot,  with  Vocal  Chorus, 

The  Harmonians  10 
550-H  Dear,   on  a  Night  Like   This — Fox-trot,  with 

Vocal  Chorus   WMCA  Broadcasters  10 

An  Old  Guitar  and  an  Old  Refrain — Fox-trot, 
with  Vocal  Chorus. ..  .WMCA  Broadcasters  10 
549-H  Plenty    of    Sunshine — Fox-trot,     with  Vocal 

Chorus   Lou  Gold  and  His  Orch.  10 


Rain — Fox-trot,  with  Vocal  Chorus, 
rT  WMCA  Broadcasters  11) 

559-H  Sweetheart     Memories — Waltz,     with  Vocal 

Chorus   Bar  Harbor  Society  Orch.  10 

Where  in  the  World  (Is  There  Someone  For 
Me)— Waltz,  with  Vocal  Chorus, 

Lou  Gold  and  His  Orch.  1Q 

546-  H  For  My  Baby — Fox-trot,  with  Vocal  Chorus, 

Broadway  Bell-Hops  10 
Summertime  Sweethearts  (Where  Do  They  Go 
in  the  Fall?) — Fox-trot,  with  Vocal  Chorus, 

Broadway  Bell-Hops  10 
545-H  Goose  Pimples — Fox-trot ..  The  Dixie  Stompers  10 
Cornfed! — Fox-trot   The  Dixie  Stompers  10 

547-  H  Away  Down  South  in  Heaven — Fox-trot,  with 

Vocal   Chorus   The  Westerners  10 

There's  a   Rickety,    Rackety   Shack — Fox  trot, 
with  Vocal  Chorus. .  Newport  Society  Orch.  10 

553-  H  The   Sweetheart   of   Sigma  Chi — Waltz,  with 

Vocal  Chorus   ...Bar  Harbor  Society  Orch.  10 
The   Hours  I   Spent  With  You — Waltz,  with 

Vocal  Chorus   ..Bar  Harbor  Society  Orch.  10 
VOCAL  SELECTIONS 
544-H  The  Hours  I  Spent  With  You— Vocal, 

Irving  Kaufman  10 
My  Heart  Is  Calling — Vocal.  ...  Colin  O'More  10 

554-  H  Girl  of  My  Dreams — Vocal .. Irving  Kaufman  10 

Mother  of  Mine,  I  Still  Have  You — Vocal, 

Irving  Kaufman  10 

548-  H  He's  Tall  and  Dark  and  Handsome — Vocal, 

Jane  Gray  10 
A  Good  Man  Is  Hard  to  Find — Vocal, 

Jane  Gray  10 

555-  H  Is  She  My  Girl  Friend?  (How-de-ow-dow! )— 

Vocal   Duet   Harmony  Brothers  10 

I   Scream — You  Scream — We  All  Scream  for 
Ice  Cream — Vocal  Duet.  .  Harmony  Brothers  10 
561-H  You'd  Rather  Forget  Than  Forgive — Vocal, 

The  Melody  Man  (Joe  Davis)  10 
Tomorrow — Vocal, 

The  Melody  Man  (Joe  Davis)  10 
558-H  A  Day  in  Court — Comedy  Dialogue, 

Jones-Crawford  10 
The  New  Recruit — Comedy  Dialogue, 

Jones-Crawford  10 


Gimbel  Bros,  to  Operate  in  Pittsburgh, 

Taking  Over  the  Kaufmann  &  Baer  Store 

Will  Continue  to  Operate  Large  Talking  Machine  and  Radio  Department — New  Model  Atwater 
Kent  Receiver  Impresses  Trade — Dealers  Facing  New  Year  with  Utmost  Confidence 


Pittsburgh,  Pa.,  January  7. — Talking  machine 
merchants  and  radio  dealers  in  the  Pittsburgh 
district  are  facing  the  new  year  with  the  ut- 
most confidence  and  are  of  the  opinion  that 
the  next  twelve  months  hold  much  of  good 
in  a  business  way  for  the  trade  here.  A  resume 
of  the  past  year  indicates  that  the  total  volume 
of  sales  for  1927  compared  very  favorably  with 
that  of  the  preceding  year. 

Wallace  Russell,  of  the  Standard  Talking 
Machine  Co.,  Victor  distributor,  stated  that 
the  year  closed  for  the  company  in  a  most 
satisfactory  manner  and  that  sales  were  de- 
cidedly brisk,  especially  of  the  higher-priced 
styles  of  the  Victor  line.  The  Standard  com- 
pany is  also  distributor  for  the  Sparton  radio 
and  found  that  the  demand  for  this  product 
far  exceeded  the  supply. 

George  H.  Rewbridge,  manager  of  the 
wholesale  Victor  department  of  the  W.  F. 
Frederick  Co.,  stated  that  business  was  excep- 
tionally brisk  and  that  he  felt  sure  that  the 
new  year  would  be  a  very  profitable  one  for 
the  Victor  dealers  who  seek  business  in  a  sys- 
tematic and  progressive  manner.  The  W.  F. 
Frederick  Co.,  according  to  E.  B.  Heyser,  vice- 
president,  had  a  very  large  sale  of  the  Zenith 
radio,  the  firm  being  distributor  here. 

"Sales  of  Brunswick  Panatropes  and  records 
were  very  satisfactory  the  last  quarter  of  the 
year,"  said  Manager  Lewis  of  the  local  Bruns- 
wick offices. 

The  introduction  of  the  new  style  Atwater 
Kent  radio  receiving  set  here  produced  quite 
an  impression  in  radio  circles  and  the  local 
distributor,  the  Esenbe  Co.,  according  to  H. 
M.  Swartz,  one  of  the  officials  of  the  company, 
was  highly  pleased  with  the  volume  of  busi- 
ness handled  within  a  few  hours  after  the  new 
model  was  placed  on  the  market. 

Gimbel  Bros.,  of  New  York  and  Philadel- 
phia, on  January  2  took  over  the  Kaufmann 
&  Baer  department  store  and  hereafter  the 
store  will  be  known  as  "Gimbel  Bros."  The 
firm  will  continue  to  operate  the  large  talking 
machine  and  radio  department.  Victor,  Colum- 
bia and  Brunswick  lines  are  featured. 

J.  H.  Troup,  the  well-known  music  dealer 
of  Harrisburg,  was  host  at  the  Harrisburg 
Country  Club  to  the  members  of  the  sales 
force  of  the  J.  H.  Troup  Music  House,  at 
which  an  elaborate  turkey  dinner  was  served. 


The  Superior  Auto  Accessories  Co.,  of  5117 
Baura  Boulevard,  Pittsburgh,  has  been  ap- 
pointed distributor  for  the  Kolster  radio  sets. 

New  Zenith  radio  dealers  recently  appointed 
by  the  W.  F.  Frederick  Piano  Co.,  sole  dis- 
tributor in  this  territory,  are:  Henderson  & 
Steele,  Youngwood,  Pa.;  James  G.  John, 
Beallsville,  Pa.;  Harold  E.  Frederick,  Bridge- 
ville,  Pa.;  McKnight  &  Sons,  Brookville,  Pa.; 
Joseph  Funari,  California,  Pa.;  W.  F.  Rossman, 
Franklin,  Pa.;  Silas  C.  Streams,  Indiana,  Pa.; 
B.  F.  Leitenberger  Piano  Co.,  and  James  Ger- 
ber,  Johnstown;  Veiock  Music  Co.,  New 
Brighton,  Pa.;  Curran  Music  Co.,  Sharon,  Pa.; 
D.  C.  Beatty,  Waynesburg,  Pa.;  M.  Karl 
Smith,  New  Bethlehem;  H.  F.  Albert  Music 
Co.,  Millvale,  Pa.,  and  F.  C.  Wampler  &  Son, 
McKeesport,  Pa. 


Dr.  Miller  Preceded  Prof. 
Theremin  in  His  Invention 


It  appears  from  an  article  by  E.  S.  Bisbee  in 
the  New  York  Sun  that  Prof.  Leo  Theremin, 
who  recently  arrived  in  New  York  from  Russia 
via  Paris,  to  announce  his  discovery  and  inven- 
tion of  producing  musical  sounds  by  waving  his 
hands  about  an  electrically  energized  appa- 
ratus, is  not  the  original  inventor  of  this  prin- 
ciple, for  Dr.  F.  E.  Miller,  who  for  more  than 
forty  years  has  made  a  study  of  acoustic  and 
electrical  phenomena,  secured  U.  S.  Patent 
No.  1,376,288  on  April  26,  1921,  for  an  "electrical 
system  for  producing  musical  tones."  It  is  es- 
sential to  note  that  the  apparatus  does  not 
reproduce,  but  produces,  originates,  creates  mu- 
sical tones;  it  is  not  dependent  upon  creative 
music  but  creates  its  own,  thus  differing  from 
the  broadcasting  by  radio  of  sounds  that  have 
been  created  by  other  devices. 


Make  8-Inch  Records 


Through  an  error  in  the  advertisement  of 
the  Talk  Back  Phonographic  Recording  Co.  of 
Los  Angeles,  which  ran  in  the  December  issue 
of  this  publication,  the  records  manufactured 
by  this  company  were  listed  as  6"  records 
whereas  Talk  Back  records  are  8"  double-faced 
records. 


The  Talking  Machine  World,  New  York,  January,  1928 
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Latest  Summary  of  Exports 
and  Imports  of  "Talkers" 

Figures  on  Exports  and  Imports  of  Talking 
Machines  and  Records  for  November — Gen- 
eral Increase  Over  the  Year  Previous 


Washington,  D.  C,  January  8. — In  the  sum- 
mary of  exports  and  imports  of  the  com- 
merce of  the  United  States  for  the  month  of 
November,  1927,  the  following  are  the  figures 
bearing  on  talking  machines  and  records. 

The  dutiable  imports  of  talking  machines  and 
parts  during  November,  1927,  amounted  in  value 
to  $58,220,  as  compared  with  $80,126  worth 
which  were  imported  during  the  same  period 
of  1926.  The  eleven  months'  total  ended  No- 
vember, 1927,  showed  importations,  valued  at 
$602,528;  in  the  same  period  of  1926,  $596,731, 
a  very  substantial  increase. 

Talking  machines  to  the  number  of  11,596, 
valued  at  $439,750,  were  exported  in  November, 
1927,  as  compared  with  8,657  talking  machines, 
valued  at  $272,152,  sent  abroad  in  the  same 
period  of  1926.  The  eleven  months'  total 
showed  that  we  exported  127,972  talking  ma- 
chines, valued  at  $4,691,292,  as  against  92,822 
lalking  machines,  valued  at  $2,863,984,  in  1926. 

The  total  exports  of  records  and  supplies  for 
November,  1927,  were  valued  at  $315,142,  as 
compared  with  $204,153  in  November,  1926.  The 
eleven  months  ending  November,  1927,  show 
records  and  accessories  exported  valued  at 
$2,757,718,  as  compared  with  $1,992,450  in  1926. 

The  countries  to  which  these  machines  were 
sent  during  November,  and  their  values  were 
as  follows:  Europe,  $15,353;  Canada,  $17,189; 
Central  America,  $27,945;  Mexico,  $35,888; 
Cuba,  $18,928;  Argentina,  $54,083;  Brazil,  $25,- 
191;  Chile,  $48,906;  Colombia,  $59,094;  Peru, 
$7,901;  Other  South  America,  $39,619;  British 
India,  $310;  China,  Hong  Kong  and  Kwantung, 
$14,222;  Philippine  Islands,  $20,580;  Australia, 
$19,896;  New  Zealand,  $2,237;  British  South 
Africa,  $3,581;  other  countries,  $28,827. 

Past  Year  One  of  the  Best 
Says  Salt  Lake  City  Trade 

Salt  Lake  City,  Utah,  January  4. — The  year 
that  has  just  come  to  a  close  will  go  down  as 
one  of  the  best,  if  not  the  best,  in  local  phono- 
graph sales  history.  Nearly  every  one  in  the 
business  reported  a  big  increase  over  last  year's 
volume  of  business.  Extra  heavy  gains  were 
made  in  December.  The  Christmas  shopping  in 
Salt  Lake  City  this  year  is  reported  by  authorities 
to  have  been  the  heaviest  for  many  years. 

The  popularity  of  combination  radio  and  phono- 
graphs is  growing.  This,  local  phonograph  au- 
thorities say,  is  because  of  the  fact  that  the  two 
instruments  or  pieces  of  equipment  occupy  no 
more  space  when  put  together  than  the  console 
phonograph,  which  is  an  item  worth  considering 
in  these  days  of  small  bungalows  and  apartment 
houses. 

John  Elliot  Clark,  president  and  manager  of  the 
John  Elliot  Clark  Co.,  Victor  distributor,  said: 
"As  far  as  we  have  been  able  to  check  up  we  had 
a  wonderful  Christmas  business.  All  indications 
point  to  a  big  year  in  1928.  Every  one  feels 
optimistic.  I  think  in  most  places  business  was 
considerably  better  than  last  year."  Mr.  Clark 
said  1927  was  the  biggest  year  they  ever  had.  He 
spoke  of  "a  growing  demand  for  the  combination 
radios  and  Victrolas."  Mr.  Clark  reported  a 
great  deal  of  interest  in  music  on  the  part  of  the 
schools,  and  said  they  were  getting  quite  a  lot  of 
school  business. 

At  the  Columbia  Stores  Co.,  distributor  of  the 
Columbia,  the  Christmas  business  was  described 
as  "beyond  expectations.  Better  than  last  year's." 
This  was  said  to  apply  to  both  instruments  and 
records 

Manager  G.  C.  Spratt,  of  the  Salt  Lake  City 
division  of  the  Brunswick-Balke-Collender  Co., 
Brunswick  distributor,  said:  "Have  had  a  splendid 
Christmas   business.    The    record   business  was 


exceptionally  good."  Mr.  Spratt  said  they  have 
just  received  samples  of  the  new  electrically  oper- 
ated instrument,  and  that  they  hoped  to  make 
deliveries  early  in  January. 

Salt  Lake  City  music  stores  with  big  phono- 
graph departments  generally  reported  a  fine  talk- 
ing machine  business.  The  Consolidated  Music 
Co.  reported  a  run  on  combination  phonographs 
and  radios  and  a  big  record  business.  The  phono- 
graph department  was  one  of  the  leading  depart- 
ments in  this  outstanding  music  house  of  the  city. 
The  Daynes-Beebe  Music  Co.  reported  a  heavy  de- 
mand for  radios  and  higher  priced  phonographs, 
and  a  big  record  busines.  The  Glen  Bros. -Roberts 
Piano  Co.  said  sales  of  phonographs  and  records 
were  "heavy." 

Local  visitors  include,  O.  G.  Bates  of  the  Wilson 
Bates  Furniture  Co.,  phonograph  dealer,  of  Ely, 
Nev.,  and  Lester  Taylor,  phonograph  department 
manager  of  the  Taylor  Bros.  Co.,  department  store 
operators  of  Prove 

About  two  and  one-half  feet  of  snow  has  fallen 
in  the  valleys  of  the  Salt  Lake  City  territory  dur- 
ing the  past  month,  and  authorities  on  irrigation 
matters  say  that  this  means  that  there  will  be  an 
abundant  supply  of  moisture  for  the  crops  in 
1928,  something  vital  to  agricultural  prosperity  in 
the  Rocky  Mountain  territory.  Other  industries 
are  in  splendid  shape.  The  Columbia  Steel  Corp. 
will  enlarge  its  output  materially  in  January.  A 
big  building  year  for  Salt  Lake  City  is  assured. 
Banks  report  plenty  of  money  with  interest  rates 
steadv. 


Atwater  Kent  Foreign  Sales 
Representative  Returns 

William  J.  Avery,  foreign  sales  representa- 
tive of  the  Atwater  Kent  Mfg.  Co.,  Philadel- 
phia, Pa.,  returned  home  just  before  Christmas 
from  his  around-the-world  trip  with  a  vastly 
interesting  story  of  radio  conditions. 

New  Columbia  Race  Artists 


Four  new  Race  artists  were  signed  to  record 
exclusively  for  the  Columbia  Phonograph  Co. 
during  the  recent  Southern  trip  of  Frank 
Walker,  Columbia  recording  executive. 

They  are  Blind  Willie  Johnson,  who  sings 
sacred  songs  to  a  guitar  accompaniment;  Lillian 
Glinn,  singer  of  blues;  Washington  Phillips 
presents  gospel  records;  and  Laughing  Charley 
who  sings  blues  with  a  laugh. 

The  first  releases  of  all  these  artists  have  just 
been  listed  for  Columbia's  next  supplement. 

Otto  Frankfort  Bereaved 


The  many  friends  of  Otto  N.  Frankfort,  vice- 
president  and  sales  manager  of  the  Mohawk 
Corp.,  of  Illinois,  tender  their  sympathy  to  him 
for  the  loss  of  his  mother,  aged  74,  who  died 
recently  in  Boston.  Interment  was  in  Flushing, 
N.  Y. 
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Black  Label — Seventy-five  Cents 

The  improved  Gennett  Sales  Plan  eliminates  all  possibility 
of  dead  stock.    New  quotations  guarantee  larger  profits. 

GENNETT  RECORDS 

RICHMOND,  INDIANA 


1 


1 


1 


1 
I 


I 


Close-up  Music"  for  All- Year  Prosperity! 

Already  amazing  success  has  coine  to  the  new  Edisonic.    Already  discerning  music- 
lovers  have  pronounced  "close-up"  music  matchless  in  purity  of  tone,  and 
room-filling  volume.    Already  impartial  tests  have  demonstrated  that  Mr. 
Edison's  new  invention  re-creates  soloist  and  orchestra  with  surpassing 
realism!    Your  1928  Success  Plans  should  include  thorough  in- 
vestigation of  the  new  Edisonic — the  product  of  world-famous 
research  laboratories,  backed  by  the  greatest  name  in  the 


O 


o 


phonograph  industry,  advertised  extensively  in  a 
manner  that  is  new,  refreshing,  and  already 
evoking  much  favorable  comment  and  action  ! 
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Patented  Features 


Duraluminum  dia- 
phragm— four  times  as 
thick  as  the  ordinary 
metal  diaphragm. 


|HESE  new  products  bring  you  im- 
provements in  construction  which 
can  be  found  only  under  the  Toman 
name.  Patented  features — they  be- 
long exclusively  to  the  E.  Toman  Company, 
and  cannot  be  duplicated. 

The  No.  3  is  the  only  reproducer  made 
with  a  positive  locking  back— without  a  single 
screw  to  come  loose  and  cause  blasting.  One 
of  the  most  important  advances  in  reproducer 
construction  made  in  recent  years.  The  No. 
3  uses  a  triple  suspended  duraluminum  dia- 
phragm 10/1000  thick — four  times  as  sub- 
stantial as  the  ordinary  2  I//1000  diaphragm. 
It  is  hand  lacquered  to  protect  it  against 
climatic  changes.  Special  double  grip  screws 
securely  hold  the  reproducer  to  tone  arm, 
always  in  proper  position.  These  features 
combine  to  produce  a  reproducer  with  full, 
deep,  rich  tone  quality  as  well  as  great  beauty 
of  design. 

The  Model  E.  Tone  Arm  embodies  all  of 
the  best  features  of  the  Toman -Helical  Arm. 
A  full  exponential  taper  with  a  full  S  curve. 
It  does  not  infringe  upon  any  existing  patent. 
With  the  No.  3  reproducer,  and  the  Model 
E  tone  arm,  you  have  the  finest  possible  com- 
bination from  all  standards  of  beauty  or 
performance. 


No.  3 

Most  beautiful 
reproducer  ever 
designed. 


Model  E-3 
Showing  the  finest 
possible  combination. 

Th  ese  excellent  neiv  products  are 
most  favorably  priced.  'I  onian  guar- 
anteed quality  inside  and  out.  We 
invite  inquiry  from  Manufacturers, 
Jobbers  and  Dealers.  Samples  sen  I 
promptly  upon  request. 
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Introduction  of  the  AC  receivers  and  devices  for 
converting  battery  operated  sets  into  AC  receivers 
will  make  the  next  year  a  profitable  one  for  the 
trade.    Battery  set  market  should  not  be  neglected 


xpanded  Sales  Field  Should 
Boost  Trade  Volume 


THE  introduction  of  the  AC  radio  receiv- 
ing set  has  brought  about  a  condition  in 
retail  trade  circles  that  should  insure  a 
satisfactory  sales  volume  during  the  year.  The 
strong  demand  for  the  all-electric  radio,  accord- 
ing to  reports  from  dealers  throughout  the 
country,  is  an  indication  of  the  popularity  of 
•these  products.  However,  competition  is  just 
as  keen  as  it  was  three  or  four  or  six  months 
ago,  and  the  dealer  who  expects  to  get  volume 
business  must  hustle  for  it.  The  all-electric 
radio  certainly  will  bring  people  into  the  store 
without  any  great  effort  on  the  part  of  the 
dealer.  The  only  fly  in  the  ointment  is  the  fact 
that  there  are  so  many  dealers.  Naturally,  a 
too  great  division  of  sales  among  these  dealers 
will  shorten,  the  profit  for  each  individual  en- 
gaged in  the  business.  There  is  only  one  solu- 
tion as  far  as  the  talking  machine-radio  dealer 
is  concerned,  and  that  is  he  must  work  hard  to 
get  not  only  the  business  that  would  naturally 
come  to  him,  but  also  cash  in  on  the  extra  sales 
that  can  only  be  developed  by  merchandising 
along  modern  and  intelligent  lines. 

A  Broad  Market 
The  market  is  there.  Every  home  that  is 
equipped  with  electricity,  and  where  there  is 
now  no  radio  set,  is  of  course  a  live  prospect. 
How  quickly  and  effectively  the  dealer  sells 
this  type  of  individual  depends  entirely  upon  the 
circumstances  and  the  effort  put  forth.  Then, 
too,  a  fair  trade  in  replacement  sales  can  be 
made  without  too  much  trouble.  Many  people 
who  bought  radio  sets  two  or  three  years  ago 
may  be  considered  as  prospects.  There  is  no 
question  about  it;  the  performance  of  the  mod- 
ern radio  set  is  far  superior  to  those  constructed 
a  few  years  ago,  and  it  is  performance  and  ease 
of  operation  that  the  dealer  must  sell. 

What  every  dealer  wants  when  he  is  trying  to 
put  over  a  product  is  a  good  convincing  "talking 
point,"  and  this  he  has  in  the  all-electric  set. 
There  can  be  no  stronger  argument  to  the  man 
or  woman  interested  in  radio  and  not  especially 
interested  in  fooling  around  with  the  mechanics 
of  a  set  than  to  make  clear  the  fact  that  all 
that  is  necessary  to  get  reception  is  to  simply 
plug  in  on  the  house  current — a  simple  action 
that  will  appeal  to  most  people.  The  market 
is  there,  and  there  is  profit  in  this  business.. 
Profits  From  Battery  Operated  Sets 
In  spite  of  the  widespread  popularity  of  the 
new  all-electric  set,  battery  operated  sets  will 
still  be  sold.  Throughout  the  country  there 
are  thousands  of  homes  without  electricity,  and 
these  are  the  logical  battery  operated  set  pros- 
pects. Perhaps  the  demand  for  battery  sets 
may  be  smaller  but  nevertheless  it  is  a  foolish 
dealer  who  will  overlook  this  source  of  busi- 
ness. The  manager  of  one  of  the  leading  retail 
concerns  in  the  East  made  the  statement  a  short 


time  ago  that  sales  of  battery  operated  sets 
were  consistently  good,  although  sales  of  all- 
electric  receivers  were  more  numerous. 

Analysis  of  the  Field 
It  is  not  a  question  of  throwing  out  battery 
operated  sets  and  concentrating  on  the  line  of 
least  resistance,  but  it  is  more  a  question  of 
careful  analysis  of  the  market  for  each  of  these 


The  talking  machine  dealer 
who  handles  radio  now  has  a 
three-fold  market  in  that  de- 
partment of  his  business.  New 
products  now  being  distributed 
give  the  merchant  a  well-de- 
veloped line  of  radio  that  is 
designed  to  meet  every  con- 
ceivable demand  on  the  part 
of  the  public.  Competition  for 
sales  makes  necessary  consist- 
ent promotion  efforts  if  the  re- 
tail merchant  expects  to  cash 
in  on  his  radio  department.  .  . 


products.  If  investigation  shows  that  the  dealer 
may  expect  a  fair  amount  of  business  in  battery 
sets  he  should  get  behind  them  strong,  and  the 
dealer  who  does  this  will  find  that  it  will  pay 
him  handsomely,  for  the  very  simple  reason  that 
many  of  his  competitors  will  undoubtedly  be 
neglecting  this  market  for  radio.  Nor  should 
this  statement  be  misconstrued  to  mean  that  the 
all-electric  set  should  be  neglected.  On  the  con- 
trary the  retail  sales  promotion  campaign 
should  include  all  the  products  the  dealer  han- 
dles. If  the  line  of  merchandise  is  not  impor- 
tant enough  to  warrant  sales  effort,  certainly  it  is 
not  important  enough  to  take  space  in  the  store. 
.  Modern  methods  must  be  used  to  get  profit- 
able sales  volume  to-day.  The  department 
stores  realize  this.  So  do  the  chain  stores,  and 
they  get  behind  every  department  of  their  busi- 
ness and  make  each  department  pay,  otherwise 
out  it  goes,  and  it  is  certain  that  where  there 
is  a  market  for  a  certain  line  of  goods  the  de- 
partment is  not  thrown  out,  but  it  is  forced  to 
pay.  If  the  man  in  charge  is  unable  to  cope 
with  the  situation  they  get  a  new  man  who  can. 
The  one  point  in  all  this  is  that  in  so  far  as 
battery  sets  are  concerned,  the  dealer  must  de- 
termine his  market,  base  his  buying  accordingly, 
and  then  go  out  and  sell.  On  the  other  hand 
what  about  the  thousands  of  radio  sets  in  the 
homes  to-day?  All  of  these  people  certainly 
are  not  prospects  for  all-electric  sets.  While 
some  may  buy  new  sets,  the  vast  majority  will 


not  do  so,  however  much  they  would  like  to 
for  the  convenience  of  all-electric  operation. 
New  Opportunity  for  Sales 

New  devices  designed  to  convert  the  bat- 
tery-operated set  into  an  AC  receiver,  are  being 
introduced  to  the  trade  by  various  manufac- 
turers. These  devices  are  already  arousing  the 
interest  of  the  trade  because  retailers  realize 
that  many  people  who  now  own  battery- 
operated  sets  are  live  prospects  for  them. 

All  of  these  developments  combined  make  the 
retail  outlook  for  the  next  year  eminently  sat- 
isfactory. In  radio  alone  the  retailer  now  has 
three  markets.  First,  there  is  the  market  for 
i lie  new  all-electric  sets.  Second,  the  market 
for  battery  sets.  Third,  the  sales  field  for  the 
devices  for  converting  battery  sets  into  AC 
receivers.  In  addition,  the  coming  months 
should  witness  an  excellent  demand  for  loud 
speakers,  AC  tubes  and  eliminators.  Another 
factor  that  should  react  to  the  profit  of  the 
dealer  is  the  growing  tendency  of  people  who 
own  table  sets  to  house  them  in  the  attractive 
console  and  highboy  cabinets  now  being  placed 
on  the  market  by  leading  cabinet  makers. 

Because  of  these  facts  more  than  ever  is  it 
necessary  for  merchants  to  analyze  their  im- 
mediate markets.  Buying  the  merchandise  that 
can  be  sold  quickly  enough  to  give  the  retailer 
a  profitable  turnover  will  play  an  important 
part  in  the  success  of  talking  machine-radio 
merchants  in  the  year  to  come — in  fact,  more 
so  than  at  any  other  time  in  the  history  of  the 
industry. 

Certainly,  the  dealer  has  diversity  of  mer- 
chandise with  a  wide  appeal.  He  has  the  goods 
and  it  only  is  necessary  that  he  present  them 
in  a  manner  calculated  to  create  the  desire  on 
the  part  of  the  public.  More  intensive  sales 
promotion  campaigns,  wider  in  scope,  to  in- 
clude all  the  products  featured,  is  the  answer 
to  more  frequent  turnover  in  the  various  de- 
partments of  the  business.  Consistent  effort 
must  be  made  by  the  merchant,  not  only  be- 
cause modern  merchandising  and  competition 
demand  it,  but  because  only  in  this  way  can 
he  profit  to  the  fullest  extent. 

The  Battle  for  Business 

In  every  community  there  can  be  only  so 
much  business.  There  may  actually  be  only 
enough  radio  business  to  give  adequate  profits 
to  two  or  three  stores.  On  the  other  hand  six 
or  seven  stores  may  be  fighting  for  sales,  and 
the  result  is  that  the  dealer  who  fights  the  hard- 
est and  most  effectively  is  bound  to  profit  most, 
and  the  more  the  individual  gets  above  his  quota 
by  just  so  much  more  does  some  competitor  fall 
down.  The  time  is  coming  when  the  strongest, 
most  intelligent  dealers  will  be  the  survivors  in 
the  struggle  for  sales — an  elimination  that  can 
only  be  of  benefit  to  the  trade. 
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Promises  Don 't  Sell  Radio 

Quality  Line  Is  Best  Sales  Builder 


Petersen's,  of  Chicago,  Have  Won  Confidence 
of  Public  Because  Their  Policy  Is  to  Satisfy 


"  r  |  HE  best  way  to  make  a  dissat- 
isfied customer  is  to  promise 
too  much  for  a  radio  set  when 
it  is  being  sold,"  said  W.  F.  McCarthy, 
manager  of  the  radio  department  of 
Petersen's,  Chicago.  "We  make  a  policy 
of  promising  much  less  for  a  radio  re- 
ceiving set  than  it  is  capable  of  accomplishing. 

"When  a  customer  asks  how  far  a  set  will 
receive,  we  tell  them  we  do  not  know,  but  that 
we  guarantee  the  set  will  be  entirely  satisfac- 
tory, and  if  it  isn't  we  will  cheerfully  refund  the 
entire  purchase  price.  We  do  not  make  a  single 
claim  for  a  set  except  that  we  guarantee  it  to 
give  satisfaction.  This  guarantee  has  no  strings 
to  it  whatsoever.  We  let  the  customer  decide 
what  we  mean  by  'satisfaction.'  As  a  result, 
the  customer  tunes  in  his  set  the  first  night  and 
more  than  likely  receives  a  dozen  or  more  dif- 
ferent distant  stations.  He  finds  that  his  set 
will  do  much  more  than  we  had  led  him  to 
expect,  and  consequently  he  is  thoroughly  sat- 
isfied with  it.  On  the  other  hand  if  we  promised 
all  we  knew  the  set  would  do,  he  would  not  feel 
that  same  sense  of  delighted  satisfaction.  Owing 
to  our  conservative  statements  many  of  our 
patrons  believe  firmly  that  they  have  the  best 
set  the  manufacturer  ever  turned  out." 
Importance  of  Careful  Selection  of  Line 

Four  years  ago,  when  radio  was  first  sweep- 
ing the  country,  Petersen's  decided  to  take  on 
radio  as  a  new  department.  Other  firms  were 
jumping  into  the  radio  business  haphazardly, 
and  were  selling  the  first  radios  on  which  they 
could  get  their  hands.  Many  of  the  types  of 
radio  were  almost  worthless,  but  the  public  was 
ignorant  and  could  be  sold  almost  anything  in 
the  shape  of  a  radio  set.  "We,  however,  did 
not  want  easy  sales  and  easy  profits,"  said  Mr. 
McCarthy.  "The  store's  motto  is  'What  Petersen 
Promises,  Petersen  Does"  and  we  had  no  in- 
tention of  making  an  exception  of  radio.  We 
did  not  want  to  sell  a  single  set  that  would 
make  a  dissatisfied  customer,  for  we  knew  that 
satisfied  patrons  are  the  best  advertising  a  man 
can  have.  We  also  felt  that  the  first  100  sets 
sold  by  us  would  determine  the  future  success 
of  our  radio  department. 


By  W.  B.  Stoddard 

"To  satisfy  our  old  customers  who  were  de- 
manding radio  from  us  we  had  a  small  two-tube 
set  designed  under  our  own  specifications.  This 
little  set  was  remarkable  for  its  simplicity  and 
clearness,  and  it  thoroughly  satisfied  all  of  the 
purchasers.  We  then  made  a  thorough  investi- 
gation of  radio,  to  find  a  set  that  would  ful- 
fil all  our  requirements,  which  were:  The  set 
must  give  satisfaction  with  a  minimum  of  serv- 
ice from  us;  it  must  give  perfect  reception;  it 
must  sell  at  a  price  suited  to  the  bulk  of  our 
trade;  and  it  must  be  manufactured  by  a  well 
established,  reliable  manufacturer  who  would 
stand  back  of  every  set  we  purchased.  We 
tested  every  set  on  the  market  that  we  thought 
would  suit  our  requirements,  and  after  a  year's 
search  we  found  one  that  satisfied  us. 

"When  we  had  chosen  our  set  and  were  ready 
to  sell  it,  the  customers  who  had  bought  the 
small  set  of  our  own  design  were  ready  for  the 
new  one.  They  were  so  well  sold  on  their  first 
set  they  wanted  to  buy  their  new  set  from  us. 
Had  we  rushed  into  the  radio  business  with  the 
first  set  we  could  buy,  and  sold  it  to  our  cus- 
tomers with  no  thought  of  future  business,  the 
chances  are  we  would  never  have  developed  a 
good  radio  business.  But  our  customers  knew 
we  had  refused  to  sell  radio  on  a  big  scale  until 
we  had  the  proper  set,  so  when  we  were  ready 
to  begin  in  a  big  way,  our  customers  had  con- 
fidence in  us  and  the  set  we  had  chosen  to  sell. 
Satisfying  the  Customer 

"The  only  way  you  can  have  a  satisfied  cus- 
tomer is  first,  to  sell  good  -merchandise,  and 
then  render  real  service  on  every  set  sold.  Our 
only  charge  is  $6.00  for  installing  the  set  when 
it  is  bought.  All  other  service  calls  are  ren- 
dered free.  Many  radio  dealers  say  this  is  bad 
business.  But  we  can  afford  to  do  it  because 
the  sale  of  accessories  and  renewal  supplies, 
such  as  batteries  and  tubes,  amply  pays  for 


the  service  calls.  And  because  we 
were  careful  to  pick  out  sets  that  re- 
quire a  minimum  of  service,  we  have 
to  make  very  few  calls.  Had  we  been 
content  to  sell  any  kind  of  a  radio 
set,  we  could  not  render  free  service, 
as  the  repair  work  and  'trouble  calls' 
would  very  seriously  eat  into  our  profits." 

The  success  this  firm  has  had  with  the  sale 
of  battery  eliminators  illustrates  the  importance 
of  selling  only  the  best  equipment.  When  elim- 
inators first  came  on  the  market  the  firm  made 
as  thorough  an  investigation  of  them  as  they 
had  of  radio  sets.  When  they  had  finally  chosen 
what  they  considered  the  best  on  the  market 
they  tested  out  their  customers.  The  names  of 
100  of  the  best  customers  that  had  bought  radios 
of  them  were  selected,  and  Mr.  McCarthy  called 
each  of  them  on  the  telephone  and  explained 
the  battery  eliminator.  The  customers  were  so 
satisfied  with  their  sets  that  the  great  majority 
of  them  bought  eliminators  simply  on  his  sug- 
gestion. 

Features  Three  Lines  of  Radio 

At  present  the  radio  department  carries  only 
three  makes  of  radio  sets.  "It  increases  the 
merchandising  problem  to  sell  more  than  three 
types  and  there  is  no  real  advantage  to  be 
gained  by  stocking  an  indefinite  number  of 
lines.  The  three  we  carry  cover  every  pocket- 
book,  and  each  in  its  way  is  the  best  we  were 
able  to  find,"  said  Mr.  McCarthy. 

"We  have  also  found  that  it  does  not  pay  to 
make  trial  demonstrations.  When  we  first  en- 
tered the  radio  field  we  sent  out  letters  to  500 
of  our  best  customers  asking  permission  to 
make  trial  demonstrations  in  their  homes.  We 
received  very  few  requests,  and  in  most  cases 
had  to  take  back  the  sets  after  the  demonstra- 
tion. We  now  refuse  to  give  them  at  all.  We 
know  that  as  long  as  we  sell  good  sets  and 
render  good  service,  we  will  have  no  trouble 
in  selling  our  radio  sets  right  off  the  floor." 


The  Taylor  Music  Co.,  Moberly,  Mo.,  has 
been  purchased  by  J.  B.  Ralston,  formerly  man- 
ager of  the  store,  who  will  reorganize  the  busi- 
ness under  the  name  of  J.  B.  Ralston  Music  Co. 


"NYACCO"  Manufactured  Products 


NYACCO  Record  Albums 
NYACCO  Radio  Sets 
NYACCO  Portable  Phonographs 
NYACCO  Photograph  Albums 
NYACCO  Autograph  Albums 

Twenty  years'  manufacturing  experience  enables  us  to  offer  the  trade  a  line  that  is  tried  and  proven. 
Jobbers  and  Dealers:    Write  us  for  full  information. 

NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

Note  New  Address    -    -    *   -    64*68  Wooster  Street,  New  York 
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Electrical  Heproduction 

at  Lower  'Prices 


BRUNSWICK  it  was  who  first 
offered  the  world  music  elec- 
trically reproduced  and  th  us  opened 
up  a  new  avenue  of  profit  to  the 
Brunswick  dealer. 

Brunswick  now  leads  again  with 
new  low  prices  for  1928  on  Bruns- 
wick Panatropes  of  both  electrical 
and  exponential  types. 

Coming  at  the  outset  of  the  year, 
these  new  prices  will  stimulate  early- 
year  sales.  Obviously,  they  greatly 
broaden  the  market  for  Brunswick 
instruments.  And  that  means  more 
business  for  the  Brunswick  dealer! 


Brunswick  Panatrope  (electrical  type),  Model  P-ll.  Former  price  $700.   Noiv  $550. 
Another  Brnnsivick  Panatrope  (electrical  type)  is  also  noiv  offered 
at  a  lower  price:  Model  P-14.    Former  price  $450.    Nozv  $365. 
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Opportunity  for  Victor 

Dealers  to  Get  Farm  Trade 


Annual  Pacific  Radio  Ex-         Radio  in  Education  Is 

position  August  18  to  25      Urged  by  A.  Atwater  Kent 


The  American  Farm  Bureau  Federation,  with 
a  membership  of  about  3,000,000,  is  circulating 
a  six-reel  film,  entitled,  "The  Romance  of 
Sleepy  Valley"  in  which  many  effective  means 
of  making  farm  life  congenial  are  presented. 
One  section  of  the  picture  has  been  devoted  to 
an  interesting  presentation  of  the  pleasures  of 
an  Orthophonic  Victrola.  The  film  will  be 
shown  at  hundreds  of  meetings.  The  Farm  Bu- 
reau has  consented  to  permit  Victor  dealers  to 
take  charge  of  the  musical  entertainment  when- 
ever the  picture  is  shown,  thus  affording  deal- 
ers with  a  gr.'at  sales  opportunity  provided  ef- 
fective tie-ups  are  arranged. 


The  Fifth  Annual  Pacific  Radio  Exposition, 
conducted  by  the  Pacific  Radio  Trade  Associa- 
tion, will  be  held  in  the  Civic  Auditorium,  San 
Francisco,  August  18  to  25,  inclusive.  W.  E. 
Darden  has  been  appointed  chairman  of  the 
1928  Show  Committee,  the  other  members  be- 
ing Hal  King,  C.  L.  McWhorter  and  C.  S.  Shar- 
rah.  W.  J.  Aschenbrenner,  secretary  of  the 
Association,  was  appointed  manager  of  this 
year's  exposition. 


The  National  Association  of  Music  Mer- 
chants recently  issued  an  interesting  booklet 
to  members  and  prospective  members  setting 
forth  the  history,  achievements  and  aims  of  the 
organization. 


Long-Distance  Reception 

Broadcasts  from  Australia  and  Japan  are 
received  regularly  on  the  Kolster  radio  receiver 
operated  by  E.  F.  Bauer  of  Nome,  Alaska,  ac- 
cording to  reports  reaching  the  headquarters  of 
Federal-Brandes,  Inc.,  Newark,  N.  J.  Honolulu, 
Hawaii,  is  also  listed  as  one  of  Mr.  Bauer's 
regulars.    Reception  in  Alaska  is  excellent. 


Definite  organization  for  the  general  use  of 
radio  in  schools  and  colleges  may  be  effected 
in  the  near  future,  as  the  result  of  a  suggestion 
made  to  the  Federal  Radio  Commission  by 
A.  Atwater  Kent,  Philadelphia  manufacturer 
and  broadcaster.  In  a  letter  dealing  with  ex- 
tension of  the  use  of  radio  in  education,  Mr. 
Kent  urges  the  Commission  to  bring  together 
leaders  in  the  radio  and  educational  fields,  for 
the  purpose  of  working  out  a  practical 
program.  He  also  sounds  a  note  of  warning 
that  the  interests  of  education  should  be  effec- 
tively considered  before  all  the  broadcasting 
hours  are  taken  for  entertainment. 


Senator  Arthur  Capper  and  Representative 
Clyde  Kelly  recently  introduced  in  the  House 
and  Senate  at  Washington  the  revised  Fair 
Trade  Bill  to  prevent  misleading  price  manip- 
ulation and  to  bring  about  price  maintenance. 
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Peerless  Master-phonic  the 
Extraordinary  Portable  for  1928 


The  Ultimate  in  Portables 
at  $25*00  List 

A  4-foot  concealed  tone  chamber 

Serpentine  tone-arm 

Special  matched  reproducer 

Covered  with  genuine  DuPont  Fabrikoid  of 

the  heaviest  quality 
Elaborately  decorated  in  multi-color  effects 
Genuine  Heineman  motor 


Peerless  Master-Phonic  Portable 


Appearance— Quality— Tone 


Peerless  Vanity  Portable 

List  Price  $12.00 

In  Attractive  Colors 
2>l/2  inches  high 


Peerless  Vanity  -  -  - 
Peerless  Junior  -  -  - 
Peerless  Master-phonic 
Peerless  All  Leather  - 


-  $12.00  List 

-  $15-00  List 

-  $25-00  List 

-  $30.00  List 


ALL  LEADERS  IN  THEIR  FIELD 

Write  for  Samples  and  Prices 


Two  Sales  Winning  Styles  of  Record  Albums 
Peerless  Artkraf t  Album 

Beautiful  Gold-embossed  Cover — Heavy  Brown  Kraft  Pockets 

Peerless  Loose  Leaf  Album 

Removable  Pockets  for  Records 

PEERLESS  ALBUM  CO. 


PHIL.  RAVIS,  President 
636-638  BROADWAY,  NEW  YORK 
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Still  the  Big  News 

In  Music! 


Brunswick's  One-Price- 
for-All  Policy  on  Records 
Gives  New  Impetus  to 
Record  Sales 


T7ROM  every  section  of  the  country  con- 
tinues  to  come  dollars-and-cents  approval 
of  Brunswick's  new  policy  on  records,  which 
has  been  widely  advertised  in  the  country's 
leading  newspapers. 

Some  Brunswick  dealers  are  realizing  the 
opportunities  of  this  new  policy  more  than 
others.  They  are  displaying  and  advertising 
such  wonderful  music  values  as  Brunswick's 
New  Hall  of  Fame  Symphony  Series. 

Here  is  classic  music  by  great  symphony 
orchestras,  under  noted  conductors,  available 
at  prices  50%  less  in  many  cases  than  similar  music  can 
be  obtained  for  elsewhere. 

Have  you  stopped  to  consider  what  this  new  Bruns- 
wick policy  means  to  you  in  profits?  The  increased  turn- 
over in  Gold  and  Purple  Label  Records,  as  well  as  the 
greater  interest  in  popular  records,  makes  Brunswick  the 
most  desirable  line  to  promote. 

Not  only  has  this  new  policy  induced  a  remarkable 
response  in  the  sale  of  symphonic  and  other  classical 
numbers,  but  it  has  also  served  to  emphasize  Brunswick's 
prestige  in  the  field  of  Popular  Music. 

Are  you,  Mr.  Brunswick 
Dealer,  cashing  in  to  the 
utmost  on  this  new  price 
policy?  Remember,it  is  now 
Big  News  to  the  public. 
Get  busy.  Boost  your  sales 
of  all  Gold,  Purple  or  Black 
Label  Brunswick  Records 
at  the  new  prices. 


Just  a  Few  of  the  Rare  Values  Now 
Available  on  Brunsivick  Records 


Symphony  Album  Sets 

12-inch  electrical  recordings  of 
symphony  classics  and  other  ex- 
tended works  played  by  State 
Opera,  Berlin,  and  Berlin  Phil- 
harmonic Orchestra;  direction 
Richard  Strauss,  W'illem  Furt- 
waengler,  etc.  Formerly  $1.50 
each.  Now  $1  each.  Demonstrate 
these  to  music  lovers,  music  clubs, 
schools  and  other  prospects! 
*    *  * 

New  Hall  of  Fame 

Electrical    recordings    by  such 


10-inch  Gold,  Purple  and  Black 
Label  Records,  formerly  $1.50, 
$1.25  and  $1,  now  75c 

12-inch  Gold,  Purple  and  Black 
Label  Records,  formerly  $2, 
$1.75,  $1.50  and  $1.25,  now  $1 


world-famous  artists  as  Leopold 
Godowsky,  Elisabeth  Rethberg, 
Mario  Chamlee,  Edith  Mason, 
New  York  Philharmonic  Orches- 
tra, Cleveland  Orchestra,  Minne- 
apolis Symphony  Orchestra  and 
others,  many  of  which  formerly 
sold  for  $2,  are  now  only  $1  each 
(10-inch  records,  75c).  Certainly 
music's  most  amazing  bargain. 


Songs,  Ballads,  etc. 

The  pieces  that  never  grow  old — 
such  as  The  Rosary,  Schubert's 
Serenade,  Traumerei,  At  Dawn- 
ing. Lost  Chord — and  dozens  of 
others  are  now  available  on 
Brunswick  Electrical  Records  at 
only  75c  each.  Each  sung  or  played 
by  an  artist  of  national  renown! 


There  are  many  dollars'  profit  for 
the  Brunswick  dealer  who  points 
out  the  enormous  savings  now 
possible  through  Brunswick's  new 
prices  on  Gold,  Purple  and  Black 
Label  Electrical  Records. 
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Profit  Wnrai^  Sales  Wrinkles 

Let  the  Non-Selling  Staff  Aid  in  Building  Volume— Increasing  the  Record  Sales  Unit— Galperin 
Music  Shop  Builds  Mail  Order  Record  Business— Disposing  of  Radios  Taken  in 
Trade— Tell  Passers-by  What  Record  Is  Being  Played— Other  Stunts 


Although  a  man  or  woman  may  be  employed 
as  a  bookkeeper  or  stenographer  or  doorman  or 
delivery  clerk,  it  does  not  follow  that  he  or  she 
has  not  the  capabilities  of  a  good  salesman  or 
saleswoman.  Every  employe  of  a  music-radio 
store  should  be  given  an  opportunity  to  become 
one  of  the  selling  staff  in  making  either  direct 
sales  or  furnishing  prospects,  and  should  be  re- 
warded for  his  efforts.  Occasionally  dealers 
solicit  the  help  of  their  employes  outside  of 
the  regular  staff  by  sponsoring  competitions 
with  extra  awards  to  those  who  secure  the 
greatest  volume  of  sales.  In  the  current  issue 
of  The  Voice  of  the  Victor  such  a  competition, 
as  developed  and  used  by  the  J.  W.  Jenkins' 
Sons  Music  Co.,  of  Kansas  City,  is  described  as 
follows:  "This  sales  plan  does  not  interfere 
with  regular  business.  It  is  designed  to  employ 
the  interest  and  ability  of  those  in  the  store 
organization  who  do  not  regularly  sell  musical 
instruments.  The  piano  and  Victrola  salesmen 
make  sales  as  usual  .  .  .  but  do  not  compete 
in  the  contest.  Thus  it  is  entirely  fair  .  .  .  each 
employe  has  the  same  chance.  The  plan  is  run 
on  a  system  of  points.  A  sale  amounting  to 
between  $100  and  $200  counts  1  point;  $200  to 
$500,  2  points;  $500  to  $1,000,  3  points;  $1,000  or 
over,  4  points.  The  awards,  after  the  campaign 
has  been  in  operation  for  twelve  months,  are  as 
follows:  First  prize,  baby  grand  piano;  second 
prize,  Victrola  8-30;  third  prize,  Radiola."  It 
might  be  interesting  to  note  here  that  at  the 
present  time  the  leader  in  the  contest  is  a  mem- 
ber of  the  sheet  music  department  and  those 
occupying  second  and  third  places  are  both 
doormen. 

Increasing  Unit  of  Sales 

Are  your  record  salesmen  or  saleswomen 
really  selling  or  are  they  content  to  fill  the 
orders  of  customers  entering  the  store  because 
of  advertising  or  a  window  display  or  because 
some  friend  has  told  them  of  a  certain  record? 
A  short  time  ago  Parham  Werlein,  president 
of  the  Philip  Werlein  Co.,  New  Orleans,  La., 
found  that  although  the  store  was  doing  a  good 
record  business  the  average  unit  of  sale  seemed 


to  be  low.  Investigation  showed  that  the  aver- 
age unit  of  sale  had  never  been  over  $2  per  sales 
girl.  He  decided  to  keep  a  definite  record  of 
the  average  unit  sales  each  week  and  inform 
the  salespeople  of  the  result.  This  was  what 
happened  in  the  first  two  weeks: 

First  Second 

Week  Week 

Record  Salesperson  No.  1   $2.50  $3  03  l-These  are 

Record  Salesperson  No.  2   3. OS  3.24 

Record  Salesperson  No.  3   3.06  4.04faV?rage 

Record  Salesperson  No.  4   3.05       3.S3  J unit  sales- 

These  figures  prove  conclusively  that  the 
sales  force  was  not  selling  to  the  best  of  its 
ability  and  that  when  real  efforts  were  put  into 
record  selling  a  big  improvement  was  noticed. 
Details,  such  as  average  unit  sales  in  records 
or  other  small  items,  often  escape  the  attention 
of  the  dealer,  but  careful  supervision  of  all  de- 
partments of  the  business,  regardless  of  the 
price  of  the  items  of  merchandise,  is  necessary 
if  all  possible  profits  are  to  be  made. 

Pushing  Soundboxes 

Many  dealers  are  more  or  less  actively  pro- 
moting the  sale  of  the  new  soundboxes  designed 
to  improve  the  tone  of  the  old  model  phono- 
graphs. A  New  York  dealer  has  secured  ex- 
cellent sales  results  by  placing  a  small  placard 
in  each  of  the  record  demonstrating  booths, 
reading  as  follows:  "Tone!  The  new  soundbox 
on  your  old  Victrola  will  make  a  marvelous 
difference  in  the  tone  of  it.  Plays  your  old 
records  better  and  gives  that  wonderful  new 
tone  to  the  Orthophonic  recordings.  Ask  to 
hear  it." 

Sell  Them  by  Mail 

It  will  be  conceded  by  most  dealers  that  if 
talking  machine  owners  could  have  the  new 
record  releases  brought  to  their  attention  regu- 
larly without  the  necessity  of  making  a  visit  to 
the  store,  they  would  buy  more  records.  It 
sometimes  happens  that  a  record  customer  lives 
at  an  inconvenient  distance  from  the  dealer's 
quarters  and  by  the  time  he  or  she  is  in  the 
vicinity  of  the  store  several  releases  have  gone 
by  and  many  possible  record  sales  lost.  The 


Galperin  Music  Shop,  of  Charleston,  W.  Va., 
has  quite  a  number  of  these  customers.  In  order 
that  they  continue  as  regular  record  buyers 
despite  their  inability  to  visit  the  store,  or  dis- 
inclination to  do  so  at  frequent  intervals,  the 
Galperin  Music  Shop  has  built  up  a  mail  order 
business  through  frequent  advertisements.  A 
list  of  record  releases  is  published  with  the  fol- 
lowing order  blank  attached: 

Out-of-town  patrons  may  clip  this  ad,  mark  the  numbers 
you  want,  mail  to  us  with  name  and  address,  and  we'll 
mail  them  to  you — C.  O.  D.  if  you  wish.  (You  save,  how- 
ever, by  enclosing  money  order  and  adding  15c,  for  post' 
age.) 

Name  

Address   '.  ,  

Dealers,  especially  in  the  smaller  cities  and 
towns,  will  find  that  mail  delivery  will  more 
than  pay  for  the  time  and  money  expended  in 

increasing  sales  by  this  means. 

Trade-in  Bargains 

What  are  you  doing  with  radio  receivers 
taken  in  trade?  In  most  cases  the  out-of-date 
instruments,  because  of  their  age  or  design,  have 
but  little  value,  and  have  no  place  on  your  store 
floor  with  the  new  and  up-to-date  receivers,  yet 
they  have  some  value,  and  the  dealer  should 
realize  whatever  profit  there  is  in  each  set.  Why 
not  set  aside  a  corner  of  the  store  as  a  bar- 
gain counter  and  display  the  traded-in  sets? 
Display  the  price  prominently  and  many  people 
who  would  not  be  interested  in  buying  a  regu- 
lar new  set  will  be  attracted  by  the  low  price. 
Incidentally,  accessories  will  be  sold  and  the  re- 
sale of  the  old  set  will  offset  whatever  was 
given  in  the  trade-in  purchase.  Should  the 
number  of  sets  so  received  reach  a  quantity  it 
would  be  well  every  three  or  four  months  to 
advertise  a  sale  of  used  receivers  at  low  prices, 
for  many  would  be  attracted  by  the  price  who, 
having  entered  the  store,  might  prove  good 
prospects  for  the  latest  model  receivers. 

Letting  Them  Know 
The  Independent  Radio  &  Electric  Co.,  2386 
Broadway,  New  York  City,  Brunswick  and  Co- 
lumbia dealer,  depends  to  some  extent  upon  at- 
tracting record  customers  by  playing  an  instru- 
ment immediately  inside  the  store-door.  In 
warm  weather  this  instrument  is  so  placed  that 
it  is  visible  to  passers-by  and  can  be  depended 
upon  to  stop  a  certain  percentage  who,  attracted 
by  the  selection  being  played,  enter  and  pur- 
chase the  record  or  records.  With  the  coming 
of  cold  weather,  when  it  became  necessary  to 
keep  the  store-door  closed,  a  new  stunt  was 
tried  and  has  proved  successful.  This  consists 
of  an  attractive  hanger  which  is  attached  to  the 
inside  of  the  door  and  is  plainly  visible  from  the 
street  and  which  reads:  "Columbia  (or  Bruns- 
wick) record  now  being  played"  and  in  an  insert 
the  record  is  placed.  In  order  to  secure  the 
maximum  results  from  store-door  playing  lis- 
teners should  be  informed  of  the  number  to 
which  they  are  listening.  The  idea  being  used 
by  the  Independent  store  is  good,  as  is  the  one 
used  by  another  New  York  dealer,  consisting  of 
displaying  a  copy  of  the  sheet  music  of  the 
selection  being  played  on  the  phonograph. 

Album  Set  Follow-ups 

There  is  perhaps  no  better  example  of  the 
benefits  which  can  be  received  by  an  intelligent 
and  aggressive  follow-up  of  a  customer  than 
that  of  securing  orders  for  new  album  record 
sets  from  those  who  have  already  purchased 
this  class  of  merchandise.  Record  buyers  who 
are  interested  in  music  of  the  better  class  and 
gratify  this  interest  by  buying  sets  of  sym- 
phonic works  will  welcome  a  reminder  from 
the  dealer  when  a  new  album  set  is  placed  on 
the  market.  A  metropolitan  dealer  who  does 
a  large  record  business,  including  many  sales 
of  Victor,  Columbia  and  Brunswick  album  sets, 
makes  it  a  point  to  drop  a  line  to  each  of 
these  customers  upon  the  introduction  of  a 
new  series  of  records  and  does,  as  a  conse- 
quence, a  large  amount  of  repeat  business. 
Special  attention  to  sales  promotion  of  these 
recordings  is  certain  to  be  profitable. 


Dulce-Con 

Radio  Talking  Machine  Speaker 


Get  In  On  These 
RADIO  PROFITS 

WITH  radio  almost  universal,  it's  easy 
to  include  a  Dulce-Tone  in  every 
talking  machine  sale — and  you  might  as  well 
get  that  extra  profit.  Or  sell  Dulce-Tone  to 
former  talking  machine  buyers. 

Dulce-Tone  makes  an  ideal  loud  speaker  of 
any  phonograph,  and  it  fits  any  make  and 
any  radio  set.  Simply  set  the  talking  machine 
needle  in  the  Dulce-Tone  reed,  plug  in, 
and  you  have  the  full  volume,  the  beauti- 
ful clear  tone  that  only  Dulce-Tone  and  a 
talking  machine  can  give. 

The  General  Industries  Co. 

Dulce-Tone  Division 
Formerly  named 
The  General  Phonocraph  Mfc.  Co. 
Elyria.  Ohio 
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/^e  distinguished 
6fromberg<6arlson 


Broadcasting  that 
helps  the  dealer 

Stromberg-Carlson  broadcasting  every 
Tuesday  night  at  8  o'clock  over  Stations 
of  the  Blue  Network  is  definitely  de- 
signed to  aid  the  dealer  in  selling 
Stromberg-Carlson  Receivers. 


The  Distinguished  Service  Medal  of 
the  United  States.  Awarded  to  those 
who  have  distinguished  themselves 
by  deeds  of  valor  on  the  field. 


one 


Quality  Sells  it ,  O) 


The  broadest  appeal  to  the  radio  buyer  and  one  to  which  most  people 
respond,  is  the  Quality  of  Tone  which  the  receiver  possesses. 

As  broadcast  programs  grow  in  splendor,  Tone  becomes  more  and  more 
important.  For  true  fidelity  of  tone  only,  can  faithfully  interpret  these 
programs  so  that  they  may  be  fully  appreciated  to  their  fullest  extent. 

This  is  the  reason  why  many  buyers  who  want  finer  radio  reception 
select  the  Stromberg-Carlson,  and  the  growing  demand  among  people  of 
musical  discrimination  for  these  receivers  is  indisputable  evidence  of  the 
tone  quality  every  Stromberg-Carlson  possesses. 


1 


i_A.  C.  Stromberg-Carlsons  range  in  -price:  Sast  of  Rockies,  Radio  Sets, 
equipped  with  phonograph  input  jack,  Szg  j  to  $jj Radio  and  Phonograph 
Combined  S124;;  Rockies  and  West  $31;  to  Sugg;  Canada  $}go  to  Si6so. 

Stromberg-Carlson  Telephone  Mfg.  Co.,  Rochester,  N.  Y. 


SMakers  of  voice  transmission  and  "voice  reception  apparatus  for  more  than  30  years 


Open  and  Lease  Accounts  in 
Phono.-Radio  Stores 

Increasing  the  Efficiency  of  the  Credit  De- 
partment— Collecting  Past  Due  Accounts 

By  R.  J.  Cassell 


R.  J.  Cassell,  formerly  collection  manager  of  Grinnell 
Bros.,  Detroit,  the  author  of  this  interesting  article  on 
handling  of  open  accounts,  is  the  author  of  "The  Art  of 
Collecting".  Other  articles  by  him  on  various  phases  ot 
the  music  business  will  appear  in  forthcoming  issues  of  The 
Talking  Machine  World. — Editor. 

IN  the  radio  and  talking  machine  business  we 
find  two  classes  of  accounts,  namely,  open 
accounts  and  lease  accounts.  The  first  of 
these,  open  accounts,  is  unsecured,  while  the 
second  class  is  protected  by  a  lien  on  the  goods 
until  fully  paid.  While  the  lease  accounts  will 
make  up  the  bulk  of  the  business,  every  dealer 
will  find  it  necessary  to  open  accounts  with  cus- 
tomers and  extend  the  usual  thirty  days  for 
payment. 

As  the  open  account  part  of  the  business  is 
not  the  largest  part  it  is  apt  to  be  neglected, 
and  it  is  for  this  reason  that  it  is  worthy  of 
careful  consideration  to  the  end  that  this  branch 
of  the  work  may  be  kept  up  to  the  standard. 

When  goods  are  sold  in  this  manner  they 
are  sold  without  security,  and  a  good  rule  when 
collecting  from  customers  who  may  have  both 
kinds  of  accounts  is:  Open  accounts  first,  in- 
terest on  contracts  second,  and  lease  accounts 
last.  Many  customers  prefer  to  reverse  this 
order,  but  if  my  advice  is  followed  it  will  insure 
the  collection  of  the  unsecured  accounts  first, 
which  is  obviously  the  only  safe  method.  See 
that  your  cashier  and  collector  are  so  instructed. 
Monthly  Statements 

It  is  the  almost  invariable  rule  to  send  the 
customer  a  statement  on  the  first  of  the  month 
following  the  purchase  of  the  goods,  and  right 
here  let  me  state  that  it  is  .very  important  that 
these  statements  on  open  accounts  be  sent  out 
so  they  reach  the  customer  on  the  first  day  of 
each  month  to  insure  prompt  payment.  Many 
customers  will  pay  the  first  bills  that  come  in, 
and  then,  if  they  have  used  up  all  the  available 
cash,  they  will  put  the  other  over  until  a  future 
date.  Let  me  therefore  urge  you  to  realize  the 
importance  of  getting  statements  on  open 
accounts  out  on  the  first  of  the  month  follow- 
ing purchase. 

Second  Statement 

We  will  suppose  that  the  first  statement  gives 
the  terms  as  cash,  which  usually  means  that 
payment  is  due  on  the  mailing  of  the  first  state- 
ment where  credit  has  been  extended.  Some 
houses  do  not  send  out  another  statement  until 
the  first  of  the  following  month.  It  is  to  be 
noted  that  the  particular  customer  and  his  gen- 
eral standing  will  influence  the  method  by  which 
the  account  is  handled.  Many  customers  will 
call  or  remit  on  receipt  of  the  first  statement. 
To  those  who  do  not  pay  by  the  15th  of  the 
month  a  second  statement  is  sent  out.  The 
second  statement  is  not  itemized  but  gives 
merely  the  amount  "as  per  statement  rendered," 
thus  referring  to  the  itemized  first  statement. 

The  fact  that  a  good  many  houses  do  not 
send  out  a  second  statement  will  show  the  cus- 
tomer that  you  expect  him  to  pay  according 
to.  the  terms  under  which  he  purchased  the 
goods,  but  at  the  same  time  he  cannot  take 
exception,  as,  you  have  said  nothing  that  could 
be  criticized.  Try  out  the  second  statement  on 
your  open  accounts. 

Nature  of  the  Follow-up 

At  this  point,  that  is  thirty  days  after  sending 
out  the  first  statement,  put  the  account  in  the 
hands  of  your  collector  or  write  a  personal  let- 


ter. Some  houses  follow  the  practice,  which 
used  to  obtain  quite  generally,  of  placing  the 
account  in  the  hands  of  their  collector  soon  after 
the  first  statement  was  sent  out.  The  practice 
is,  however,  nearly  obsolete,  and  as  a  rule  is 
neither  economical  nor  advisable.  Many  busi- 
ness men  of  the  present  day  are  accustomed  to 
receive  statements  and  remit  in  payment  by 
mail,  and  as  long  as  they  pay  up  promptly  they 
are  inclined  to  resent  personal  collections. 

Where  collections  can  be  made  by  mail,  the 
economy  is  obvious.  The  letter — usually  a  form 
letter  even  though  written  to  the  individual,  and 
signed — costs  but  a  few  cents  to  prepare  and 
deliver  to  the  recipient.  A  collection  in  per- 
son, on  the  other  hand,  requires  the  time  of  a 
collector,  and  in  most  cases,  carfare,  and  save 
in  the  case  of  near-at-hand  accounts,  the  ex- 
pense is  material.  Nor  are  the  results  produced 
such  as  to  justify  the  extra  cost.  Indeed,  in 
many  cases  better  results  are  produced  by  the 
use  of  letters. 

Follow-up  Letters 

The  nature  and  number  of  the  letters  sent  to 
delinquent  debtors  will  be  governed  by  the 
condition  of  the  particular  account.  Form  let- 
ters are  sometimes  used  for  this  purpose,  with 
blank  spaces  left  for  the  insertion  of  the  name, 
amount  due,  and  any  other  special  data.  Where, 
however,  an  account  is  material  in  amount,  or 
the  customer  is  a  regular  or  important  one,  it 
is  much  better  to  have  each  letter  written  on  the 
typewriter,  even  though  the  wording  is  taken 
from  form  letters,  and  to  sign  it  either  with  the 
name  of  the  collection  manager  or  the  name  of 
the  house.  When  this  is  done  the  letter  be- 
comes in  fact  a  personal  letter,  and  it  will  re- 
ceive far  more  consideration  than  would  be  ac- 
corded a  form  letter,  no  matter  how  excellent. 
Operation  of  the  Follow-up 

When  the  time  for  an  active  follow-up  is 
reached,  two  statements  have  already  been  sent 
to  the  delinquent  debtor;  his  account  is,  nomi- 
nally at  least,  thirty  days  overdue;  and  the  first 
of  the  month  has  been  reached.  On  this  day 
the  first  letter  is  sent  to  him,  and  if  the  follow- 
up  is  to  be  close,  this  is  followed  on  the  fifth 
and  tenth  of  the  month,  or,  in  other  words, 
the  letters  go  out  five  days  apart.  The  number 
of  letters  will  depend  on  the  nature  of  the  ac- 
count. The  matter  is  then  allowed  to  rest  un- 
til the  first  of  the  following  month.  The  debtor 
has  now  been  given  sixty  days  from  the  date  of 
sending  the  first  statement,  and  if  neither  pay- 
ment nor  any  word  of  explanation  has  been  re- 
ceived, the  statement  should  be  given  to  a  col- 
lector with  instructions  to  see  the  debtor  and 
bring  personal  pressure  to  bear.  The  number 
of  delinquents  for  the  collector  to  look  after 
will  usually  be  small,  as  the  statements,  to- 
gether with  the  follow-up  letters,  are  effective 
with  all  but  the  most  difficult  cases. 

The  collector  must  use  every  effort  to  see 
the  delinquent  customer,  and  by  direct  request, 
argument,  persuasion,  and  any  other  lawful 
methods,  try  to  secure  payment.  If  the  custom- 
er succeeds  in  eluding  the  collector,  or  the  con- 
ditions are  such  that  the  collector  cannot  see 
him,  a  special  delivery  or  registered  letter  will 
generally  impress  him  with  the  importance  of 
settling  up  or  explaining  why  he  cannot  settle, 
or,  better  still,  induce  him  to  call  at  the  store 
and  thus  give  an  opportunity  for  a  personal 
interview.    The  latter  is  most  satisfactory. 


R.  J.  Cassell 

If  the  debtor  can  be  influenced  to  call  at  the 
store,  the  collection  manager  has  him  on  his 
own  ground,  and  before  he  gets  away,  should 
be  able  to  make  some  adjustment  of  his  ac- 
count. It  is  obvious  that  the  debtor  has  some 
income  at  least,  that  this  will  be  spent,  and 
that  some  one  is  going  to  get  it;  and  the  ques- 
tion is  whether  that  some  one  will  be  your  col- 
lection manager.  He  should  keep  firmly  in 
mind  the  fact  that  the  money  is  due;  that  the 
debtor  is  unjustly  keeping  it  from  your  house, 
and  he  should  not  allow  the  debtor  to  take  an 
injured  air  or  in  any  other  way  place  him  at  a 
disadvantage.  The  collection  manager  has  a 
strong  advantage  in  his  surroundings  and  the 
conditions,  and  he  should  make  the  best  of  it. 

In  any  such  case  the  debtor  is  almost  sure  to 
start  out  with  the  usual  hard-luck  story,  which 
may  or  may  not  be  true.  Whether  it  is  true 
or  not,  the  collection  manager  should  take  an 
interest  in  it,  and  let  the  debtor  feel  that  he  is 
sympathetic  and  disposed  to  be  friendly.  This 
will  frequently  lead  the  debtor  to  tell  more 
than  he  had  originally  intended  and  will  thus 
give  a  better  idea  of  the  actual  conditions,  and 
show  whether  these  really  stand  in  the  way  of 
payment. 

It  is  usually  good  policy  to  make  no  offers 
of  compromise  or  adjustments,  but  to  take  it 
for  granted  that  the  debtor  will  pay  the  full 
amount.  There  is  a  moral  effect  in  this,  for 
the  debtor,  feeling  that  the  entire  amount  is 
expected,  will  frequently  of  his  own  accord 
suggest  payment  of  a  part.  In  such  case  he 
should  be  allowed  to  state  just  what  he  can  do, 
and  then  such  action  should  be  taken  as  the 
conditions  seem  to  indicate. 

Keeping  in  Touch  With  Delinquents 

Another  point  to  be  impressed  on  the  debtor 
is  the  importance  of  keeping  the  house  fully  in- 
formed of  his  exact  address,  street  and  number, 
as  much  valuable  time  is  lost  in  tracing  debtors 
who  have  moved  and  who — though  perhaps  with 
no  intention  of  evading  payment — have  failed  to 
send  their  new  address.  It  is  a  good  plan  to 
stamp  on  receipts,  letters,  and  statements  the 
following  notice: 

IMPORTANT! 

Pleaso  do  not  move  without  noti- 
fying  us   of   your    new  address. 

This  suggestion  may  seem  simple,  but  in 
practice  it  will  be  found  a  great  aid  in  keeping 
in  touch  with  small  debtors  of  the  "moving" 
class.  You  want  all  the  business  you  can  get 
but  you  must  have  the  money  for  the  goods 
sold;  so  see  to  it  that  your  credit  man  is  care- 
ful to  whom  he  extends  credit  and  that  your  col- 
lection department  follows-up  the  open  ac- 
counts consistently  and  without  loss  of  time. 
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A  Radiotron 
for  every  purpose 


RADIOTRON  UX-201-A 

Detector  Amplifier 

RADIOTRON  UV-199 

Detector  Amplifier 

RADIOTRON  UX-199 

Detector  Amplifier 

RADIOTRON  WD-11 

Detector  Amplifier 

RADIOTRON  WX-12 

Detector  Amplifier 

RADIOTRON  UX-200-A 

DeUdOr  OtUtt 

RADIOTRON  UX-120 

Power  Amplifier  Last 
Audio  Stage  Only 

RADIOTRON  UX-222 

Screen  Grid  Railio 
Frequency  Amplifier 

RADIOTRON  UX-112-A 

Ptni'tr  Amplifier 

RADIOTRON  UX-171 

Powrr  Amplifier  Last 
Audio  .Stage  Otiln 

RADIOTRON  UX-210 

Power  Amplifier  Oscillator 

RADIOTRON  UX-240 

Detector  Amplifier  fiir 
Rcsistanee-rmiphd 
Amplification 

RADIOTRON  UX-213 

Pull-Wart  Rectifier 

RADIOTRON  UX-226 

A.C.  Filament 

RADIOTRON  UY-227 

A.C.  Heater 

RADIOTRON  UX-280 

Full- Ware  Rectifier 

RADIOTRON  UX-281 

Half-Ware  Rectifier 

RADIOTRON  UX-874 

Voltage  Regulator  TuU 

RADIOTRON  UV-876 

Ballast  Tube 

RADIOTRON  UV-886 

Ballast  Tube 


The  standard  by 
which  other  vacuum 
tubes  are  rated 


HADKJTRON  UX-201-, 
'RADIOTRCld  UV-1B9 
RADIOTRON  UX-199 
RADIOTRON  WD-II 
RADIOTRON  WX-12 
RADIOTRON  UX-HO-j 
RADIOTRON  UX-120 
RADIOTRON  ut-ra 

RADIOTRON  OX-IIZ-i 
RADIOTRON  UX-171 
RADIOTRON  UX-210 


UX-213 
RADIOTRON  UX-H6 
RADIOTRON  UY-22T 
RADIOTRON  UX-280 
RADIOTRON  UX-281 
RADIOTRON  UX.H71 

RADIOTRON  UV-886 


The  standard  by 
tubes  arc  taud 


Every  Radiotron  is  tested 

and  inspected  in  41  different 

ways  before  it  is  approved  ^f™ 

in  the  laboratories  and  fac-  S§s 

tories  of  RCA,  General  |§i 

Electric  and  Westinghouse. 

The  Radiotron  is  (he  joint  product  of  RCA,  Westinghouse  d»m^j 

and  General  Electric,  developed  and  perfected  in  the  same  uS™» 

great  laboratories  which  give  you  the  Mazda  limp.  They  auimui 

ate  the  creation  of  (he  skilled  radio  engineers  who  made  »>u»ii' 

modern  broadcasting  possible.  Equip  your  set  wich  genuine  strap.  ■ 

RCA  Radioirons.  Never  use  new  rubes  with  old  ones  that  o 

have  been  in  use  t  year  or  more.  See  rhat  your  set  is  com-  tSA^S 
plctely  equipped  with  RCA  Radiodons  once  ■  year  at  leasr. 

FvCA  Radiotron 

MADE      BY      THE      MAKER.S      OF      THE      K.  A  D  I   0  L  A 


Ml 


KADI  0       COKPOR  AT  ION-     OF  AMERICA 


FR.ANC1SCO 


The  better  the  tube  the  bigger  your 
sales.  That's  why  it  is  good  busi- 
ness to  offer  your  customers  RCA 
Radiotrons.  Manufacturers  of  qual- 
ity receiving  sets  specify  them  for 
preliminary  tests,  for  initial  equip- 
ment and  for  replacement.  And 
there  is  an  RCA  Radiotron  for 
every  purpose.  It  will  pay  you  to 
carry  the  complete  line. 


RADIO  CORPORATION  OF  AMERICA 


NEW  YORK 


CHICAGO 


The  public  knows  the  qual- 
ity of  RCA  Radiotrons  be- 
cause more  Radiotrons  have 
been  sold  and  are  in  use 
than  any  other  make  of  vac- 
uum tube.  In  addition  to 
the  largest  national  maga- 
zine and  newspaper  cam- 
paign ever  put  behind  a 
vacuum  tube,  RCA  Radio- 
trons offer  you  powerful 
window  and  counter  dis- 
plays and  other  novel  sell- 
ing helps. 


SAN  FRANCISCO 


RCA  Radiotron 


A       MADE  BY 


MAKERS     OF     THE  RADIOLA 
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Announcin, 
another  great  RCA  achievement 
The  new  RCA  "B"  Eliminator 


It's  foohproof — 

1.  Requires  no  attention  or  replace- 
ments. 

2 .  Mechanism  sealed  in  steel  containers. 
3-  Very  rugged  construction. 

4.  Very  low  operating  cost — less  than 


a  cent  a  day  under  average  load. 

5.  Very  compact — 6V2  in.  high,  1V2  in. 
wide,  10%  in.  long. 

6.  Very  long  life. 

7.  Sufficient  current  for  practically  any 
type  of  radio  receiver  up  to  8  tubes 
with  a  power  tube  in  last  audio  stage. 


DeaJcrN 


1 1 


This 


sign  marks  the 
leading  dealer 
every  community 


^^^/Z  Terminals  of  RCA-B-Eliminator  ^^^^^ 

w   (^)     Q     (^p     (+i>°)  (3 


RCA  "B"  Eliminator.    Socket  Power  Unit.    Model  AP-1080.    105  to  125  volts,  50  to  60  cycles.    $48  list. 
RADIO  CORPORATION  OF  AMERICA  NEW   YORK  CHICAGO         SAN  FRANCISCO 


RCA  "B"  Eli  minator 


i 


MADE     BY    THE     MAKERS     OF     THE     RADIO  LA 
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The  "  great  advances 
in  radio  design 
are  pioneered  by  RCA 


The  four  great  weeklies— Collier's, 
Liberty,  Literary  Digest  and  Satur- 
day Evening  Post — will  carry 
page  and  double  page  RCA  sales 
advertising  through  1928. 


RCA  RADIOLA  17     Equipped  with  Radtotrons     $157.50  LIST 
RADIO  CORPORATION  OF  AMERICA       NEW  YORK     CHICAGO     SAN  FRANCISCO 


MADE    BY    THE     MAKERS     OF    THE  RADIOTRON 
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The  reproducer 
that  is  the 
standard  of 


♦ 


comparison  in 
the  radio  industry 


■ 


^M^t*********-^  n,„li<Wl  (ll  >  ■■  „,„a— -r  


RCA  LOUDSPEAKER  100A.    $35  LIST. 


This  sign  marks  the  leading  ' 
RADIO      CORPORATION      OF  AMERICA 


dealer  in  every  community 
NEW  YORK    CHICAGO    SAN  FRANCISCO 


RCA  Loudspeaker 


MADE     BY    THE     MAKERS     OF     THE  RADIOLA 
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Maria  Kurenko  and  Toscha 
Seidel  on  Columbia  Hour 

Russian  Coloratura  Soprano  and  World-Famous 
Violinist,  Exclusive  Columbia  Recording 
Artists,  Heard  in  Company's  Celebrity  Hour 


Maria  Kurenko,  the  "Russian  Nightingale," 
coloratura  soprano,  and  Toscha  Seidel,  Rus- 
sian-born violinist,  both  exclusive  Columbia 
record  artists,  were  the  soloists  in  the  Colum- 


Maria  Kurenko 

bia  Phonograph  Co.'s  Celebrity  Hour  on  Feb- 
ruary 1  which  was  broadcast  over  the  network 
of  the  Columbia  Broadcasting  System. 

Mme.  Kurenko,  born  at  Omsk,  Siberia,  has 
been  prima  donna  at  the  Moscow  and  Chicago 
operas,  and  is  at- present  a  favorite  with  a  large 
following  among  concert-goers  and  is  accepted 


Toscha  Seidel 

as  one  of  the  leading  sopranos  before  the  Amer- 
ican public  to-day. 

Toscha  Seidel,  world-famous  violinist,  was 
born  at  Odessa  twenty-seven  years  ago  and  was 
brought  to  the  United  States  by  his  teacher,  Un- 
celebrated Auer.  He  achieved  instant  success 
and  has  since  ranked  as  one  of  the  foremost 
violinists  on  the  concert  platform.  Mr.  Seidel 
is  now  an  American  citizen. 

The  Russian  artist  hour  was  in  line  with  the 
policy  of  the  Columbia  Phonograph  Co.  to  main- 
tain a  cosmopolitan  interest  in  its  programs 
and  to  offer  a  diversity  of  entertainment  to  the 
army  of  listeners-in. 

Music  Store  Has  Advantages 
as  Radio  Outlet,  Says  Survey 

Lawrence,  Kan.,  February  7. — The  Bureau  of 
Business  Research  of  the  University  of  Kansas 
in  its  recent  study  of  radio  credit  sales  in  Kan- 
sas summarizes  the  arguments  favoring  music 
and  furniture  stores  as  the  main  types  of  out- 
lets for  radio  sets  and  accessories,  saying: 

"The  receiving  set  is  a  drawing-room  fixture 
and  the  expert  advice  of  the  furniture  or  music 
dealer  as  to  the  external  appearance  and  models 
is  necessary. 

"The  musical  instrument  dealers  have  shown 
success  in  handling  high-priced  quality  products 
and  have  been  trained  by  the  manufacturers  for 
the  greatest  efficiency  in  demonstrations." 

Open  Chicago  Studio 

The  Chicago  studios  of  the  National  Broad- 
casting Co.  were  opened  recently  as  a  pick-up 
point  for  the  Blue  Network  of  which  WJZ,  New 
York,  is  the  kev  station.  Engineering  difficulties 


delayed  the  opening  of  this  studio  since  last 
November,  according  to  M.  H.  Aylesworth, 
president  of  N.  B.  C. 

The  formal  opening  of  the  studios  will  mark 
the  first  utilization  of  the  company's  entire  Blue 
Network  facilities  with  a  studio  program  orig- 
inating in  Chicago.  The  program  will  be  spon- 
sored by  Montgomery  Ward  &  Co.,  of  Chicago. 

Cashing  in  on  St.  Patrick's 
Day  by  Staging  a  Tie- Up 

It  goes  without  saying  that  music  should  be 
featured  on  St.  Patrick's  Day,  or  rather  a  week 
in  advance,  and  an  excellent  sale  of  records  for 
the  phonograph  can  be  achieved  if  appropriate 
selections  are  featured. 

A  good  example  of  publicity  along  this  line 
was  the  two-column  ad  ox  the  Southern  Cali- 
fornia Music  Co.,  Los  Angeles.  It  showed  at  the 
top  a  cut  of  an  Irishman  and  his  donkey,  and 
also  that  o.  a  Victrola.  The  ad  was  captioned: 
Old  Irish  Melodies.  Songs  that  never  grow  old 
— -Hear  them  now  on  your  Victrola. 

Then  followed  a  list  from  which  to  make  se- 
lections; the  name,  the  composer,  price  and 
record  number  all  being  given:  "Old  Irish 
Mother  of  Mine,"  "Just  Like  a  Gipsy,"  "My 
Wild  Irish  Rose,"  "In  the  Garden  of  My 
Heart,"  "Where  the  River  Shannon  Flows," 
"I'll  Take  You  Home  Again,  Kathleen,"  "Kil- 
larney,"  "Kathleen  Mavourneen,"  "Mother  Ma- 
chree,"  "A  Little  Bit  of  Heaven,"  "Macushla," 
"Come  Back  to  Erin,"  "The  Low  Back  Car," 
and  "Wearing  o'  the  Green." 

An  Irish  harp  was  the  valued  possession  of 
an  Irish  colleen  of  the  city,  and  she  brought  it 
to  the  store  and  gave  two  concerts  on  the  Satur- 
day preceding  St.  Patricks  Day.  All  of  the 
selections  rendered  by  her  could  be  had  in 
lecord  form,  and  copies  of  same  were  hung  on 
racks  in  the  concert  room  for  the  inspection 
of  all  wishing  to  procure  Irish  music.  The 
concert  called  anew  attention  to  the  haunting 
melodies,  and  many  sales  resulted  therefrom. 


Pay  Tribute  to  Berlin 

On  January  18,  the  Columbia  Phonograph 
Co.  during  its  Radio  Hour  paid  tribute  to  Irv- 
ing Berlin.  A  brief  sketch  of  the  composer 
started  the  presentation  and  was  followed  by 
the  playing  and  singing  of  famous  Berlin  num- 
bers from  "Alexander's  Ragtime  Band"  up  to 
the  present  song  success,  "The  Song  Is  Ended." 


Husk  O'Hare  to  Record 

for  the  Vocalion  Catalog 

Jack  Kapp,  in  Charge  of  Vocalion  Division  of 
Brunswick  Co.,  Announces  That  Popular 
Leader  Has  Recorded  "Hot"  Numbers 


Chicago,  III.,  February  7.— Jack  Kapp,  in 
charge  of  the  Vocalion  department  of  the 
Brunswick-Balke-Collender    Co.,    recently  an- 


Husk  O'Hare 


nounced  that  Husk  O'Hare  and  His  Stage  Band, 
now  playing  at  the  Capitol  Theatre  in  this  city, 
have  just  recorded  a  number  of  "hot"  records 
for  early  release  on  Vocalion  records. 

Husk  O'Hare  has  been  a  popular  favorite  for 
the  past  eight  years  for  his  introduction  of  ex- 
cellent music  of  the  "hot"  type,  and  the  an- 
nouncement of  his  engagement  as  a  Vocalion 
artist  is  being  well  received  by  Vocalion  job- 
bers and  dealers  throughout  the  country  who 
anticipate  a  good  demand  for  his  records. 


Engineers  Visit  Fada  Plant 


Members  of  the  Institute  of  Radio  Engineers, 
attending  the  third  annual  convention  in  New 
York,  recently  were  guests  of  F.  A.  D.  Andrea, 
Inc.,  at  the  Fada  Radio  plant  in  Long  Island 
City.  The  visiting  engineers  were  conducted 
through  the  factory  in  groups,  and  were  in- 
terested in  the  evolution  of  Fada  Radio  from 
the  raw  material  to  the  finished  product. 
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Sonora  Phonograph  Go. 
Occupies  Chicago  Quarters 

Sonora  Organization  and  Acoustic  Products  Co. 
Located  in  "Music  Row"  on  East  Jackson 
Boulevard — Convenient  to  the  Trade 


A.  J.  Kendrick,  vice-president  and  general  sales 
manager  of  the  Sonora  Phonograph  Co.,  Inc., 
announces  that  space  in  the  splendidly  located 


New  Home  of  Sonora  Phonograph  Co. 

office  building  at  64  East  Jackson  boulevard, 
Chicago,  widely  known  as  the  Lyon  &  Healy 
building,  is  now  being  occupied  by  the  Sonora 
Phonograph  Co.  It  is  admittedly  one  of  the 
most  accessible  business  locations  in  the  "Loop" 
and  is  especially  convenient  for  the  visiting 
trade  as  it  is  in  the  center  of  the  district  famil- 
iarly known  as  "Music  Row." 

The  offices  are  on  the  seventh  floor  and  are 
served  by  two  batteries  of  passenger  elevators 
as  well  as  freight  elevators.  The  reception  hall 
of  the  office  facing  on  Wabash  avenue  is  paneled 
in  white  marble  and  furnished  in  walnut.  Here 
Sonora  products,  both  the  present  AC  radio  line 
and  the  mechanical  phonograph  line,  are  on  dis- 
play. Off  this  foyer  are  the  Chicago  offices  of 
P.  L.  Deutsch,  president  of  the  Acoustic  Prod- 
ucts Co.,  Inc.,  and  the  Sonora  Phonograph  Co., 
Inc.,  the  offices  of  Mr.  Kendrick,  vice-president 
and  general  sales  manager  of  the  Sonora  Phono- 

PHONOGRAPH 
«  MOTORS 

i        ^o-  I 

WIDE  variety  of 
Motors  made  by 
Hermann  Thorens, 
Ste.  Croix,  Switzer- 
land, Manufacturer 
of  Europe's  most 
celebrated  phono- 
graph motor. 

High  quality  —  rea- 
sonably priced.  In 
different  capacities, 
playing  up  to  10 
records. 

THORENS,  Inc. 

Sole  Distributors  for  U.  S.  A. 
450  Fourth  Ave.      New  York  City 


graph  Co.,  Inc.,  and  C.  T.  McKelvy,  sales  pro- 
motion manager.  There  will  also  be  large,  at- 
tractive demonstrating  rooms  where  the  new 
product  which  Sonora  will  soon  announce  can 
be  seen  and  heard,  as  well  as  offices  for  the  con- 
venience of  out-of-town  customers. 

Off  the  foyer  will  be  quarters  for  the  audit- 
ing department  and  general  offices,  and  behind 
these  the  offices  of  the  advertising  and  dealer 
service  departments  and  the  Midwest  sales  di- 
visions. Other  executives  of  the  company,  in 
addition  to  above,  having  offices  on  the  floor 
are  L.  O.  Coulter,  assistant  sales  manager,  hav- 
ing supervision  of  advertising;  D.  C.  McKinnon, 
record  sales  manager;  H.  D.  Bibbs,  in  charge  of 
Midwest  sales,  and  Ray  Reilly,  district  sales 
manager. 

Passing  of  Wm.  E.  Gilmore 
Is  Regretted  by  the  Trade 

Members  of  the  phonograph  industry,  par- 
ticularly those  associated  with  its  pioneer  days, 
learned  with  great  regret  of  the  death  recently 
of  Wm.  E.  Gilmore,  who  for  many  years  was 
general  manager  of  Thomas  A.  Edison,  Inc., 
and  who  had  also  been  president  and  general 
manager  of  the  National  Phonograph  Co.  Mr. 
Gilmore  died  on  January  19,  at  St.  Mary's 
Hospital,  in  Orange,  N.  J.,  after  a  two  weeks' 
illness  of  pneumonia,  aged  sixty-five  years. 
The  funeral  services  were  held  at  his  home, 
132  South  Mountain  avenue,  Montclair,  N.  J. 
Mr.  Gilmore  is  survived  by  his  widow,  a 
son,  J.  D.  Gilmore,  and  two  daughters.  He 
was  also  a  brother-in-law  of  Frank  K.  Dol- 
beer,  at  one  time  general  sales  manager  of  the 
Victor  Talking  Machine  Co.,  Camden,  N.  J. 

Mr.  Gilmore  entered  the  Edison  Electric 
Light  field  when  he  was  eighteen  years  of  age 
and  later  graduated  into  the  phonograph  field, 
where  for  many  years  he  was  a  vigorous  figure 
in  the  upbuilding  of  the  industry.  When  he 
retired  from  the  Edison  business  he  became 
president  of  the  Essex  Press,  a  well-known  pub- 
lishing concern. 

Rigoletto  Quartet  and  Lucia 
Sextette  on  Victor  Record 

The  Victor  Talking  Machine  Co.  recently  re- 
leased to  its  dealers  a  coupling  of  the  Rigoletto 
Quartet  and  the  Sextette  from  Lucia  on  record 
No.  10012.  The  selections  are  sung  by  a  group 
of  the  greatest  Victor  artists:  Galli-Curci, 
Homer,  Gigli,  De  Luca,  Bada  and  Pinza. 

The  Victor  Co.  feels  that  the  sales  possibili- 
ties of  this  record,  which  lists  at  $3.50,  are 
enormous.  It  will  be  featured  in  the  company's 
national  magazine  advertising,  will  be  given 
special  treatment  in  the  March  record  supple- 
ment, and  window  posters  featuring  it  will  be 
supplied  all  dealers. 


New  Fada  Distributor 


The  Southern  New  York  Electrical  Supply 
Corp.,  Binghamton,  N.  Y.,  with  a  branch  at 
Elmira,  N.  Y.,  has  been  appointed  a  Fada 
radio  distributor  for  certain  portions  of  New 
York  and  Pennsylvania,  according  to  an  an- 
nouncement by  L.  J.  Chatten,  general  sales 
manager  of  F.  A.  D.  Andrea,  Inc.  This  jobbing 
house  was  established  in  1873  and  is  one  of 
the  best-known  organizations  of  its  kind  in  the 
entire  Eastern  territory. 


J.  Cameron  Now  General 
Manager  of  Freshman  Go. 

Announcement  Made  to  Trade  in  Letter  by 
Charles  Freshman — Company  Did  Largest 
Volume  of  Business  in  Its  History  in  1927 


The  year  1927  brought  to  the  Charles  Fresh- 
man Co.,  Inc.,  the  largest  volume  of  business 
in  its  history,  Charles  Freshman,  president, 
stated  in  a  recent  letter  to  the  trade. 

"We  look  for  a  busy  and  profitable  year  in 
1928  and  are  strengthening  every  department 
of  the  company,"  Mr.  Freshman's  letter  reads. 
"In  this  connection  the  executive  and  ad- 
ministrative division  is  augmented  by  James 
Cameron,  of  New  York,  as  general  manager. 
Mr.  Cameron  has  been  active  in  specialty  mer- 
chandising for  years-  and  is  a  student  of 
economics  and  finance.  Other  than  the  resigna- 
tion of  Mr.  Myron  Goldsoll  as  vice-president, 
there  have  been  no  further  changes  in  our 
company.  It  will  be  the  policy  of  the  company 
to  continue  its  efforts  to  serve  you,  to  keep 
abreast  with  the  achievements  of  the  hour,  and 
to  pass  on  to  you  and  through  you  to  the 
public  the  results  of  such  achievement." 

Mr.  Freshman  also  declared  that  the  radio 
business,  as  viewed  by  the  Freshman  organiza- 
tion, will  reach  the  stabilization  period  much 
earlier  in  its  life  than  has  been  ordinarily  char- 
acteristic of  a  new  industry. 

National  Carbon  Go.  Host 
at  "Radio  Round  Table" 

Metropolitan  Newspaper  Radio  Critics  Attend 
Dinner  at  Sherry-Netherland  Hotel  to  Dis- 
cuss the  Bettering  of  Radio  Programs 


The  National  Carbon  Co.,  sponsor  of  the 
Eveready  Hour,  which  is  broadcast  each  week 
over  a  wide  network  of  stations,  was  the  host 
to  Metropolitan  newspaper  radio  critics  at  a 
dinner  held  the  latter  part  of  last  month  at 
the  Sherry-Netherland  Hotel,  New  York.  The 
event  was  styled  a  "Radio  Round  Table"  and 
was  devoted  to  a  broadcast  program  discussion. 
George  Furness,  director  of  the  Eveready 
Hour,  presided  and  stated  that  a  similar  "Radio 
Round  Table"  would  be  held  each  year  and 
that  directors  of  other  prominent  broadcast 
programs  would  be  invited  for  an  interchange 
of  opinion  on  the  all-important  subject  of  radio 
entertainment. 

Mr.  Furness  spoke  and  sounded  the  keynote 
of  the  Eveready  Hour  idea  for  imparting  a 
stimulus  to  the  discussion  of  program  contents. 
Other  speakers  included  Douglas  Coulter,  pro- 
gram director  of  the  Eveready  Hour;  Paul 
Huffard,  vice-president  and  general  manager 
of  the  National  Carbon  Co.;  Orrin  Dunlap, 
of  the  New  York  Times,  and  Eric  Palmer,  of 
the  Brooklyn  Times. 

The  consensus  of  opinion  seemed  to  be  that 
the  radio  program  is  most  successful  which 
does  not  strive  to  please  all  of  its  hearers  at 
the  same  time.  Specialized  programs  for 
specialized  audiences,  it  was  indicated,  are  the 
need  of  to-day. 


RCA  Dividend 


At  a  meeting  of  the  board  of  directors  of 
the  Radio  Corp.  of  America,  held  on  January 
20,  a  dividend  of  1J4  Per  cent  Ior  tne  nrst 
quarter  of  the  year  1928  was  declared.  The 
dividend  is  payable  April  1,  1928,  to  stock- 
holders of  record  of  the  A  preferred  stock  as 
of  March  1,  1928. 

ATTENTION 
JOBBERS  and  MANUFACTURERS 

Large  radio  cabinet  manufacturer  is  now  open  for 
quantity  production  orders  for  cabinets  of  special 
design  for  jobbers  or  radio  set  manufacturers. 

SUPERIOR  CABINET  CORPORATION 

of  New  York  City 
206  Broadway  Manhattan 
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MADE  COMPLETE 
UNDER  ONE  ROOF 
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VERY  Oro-Tone  Product  is  distinc- 
tive. Distinctive  in  appearance  —  in 
character  and  grace  of  design  —  in 
high  performance  standards  —  su- 
perior tone  quality  —  definition  and  volume. 

And  every  Oro-Tone  unit  is  made  in  our  own 
plant.  From  the  fabrication  of  raw  materials 
to  the  last  testing,  Oro-Tone  products  are 
made  in  one  factory  —  under  one  roof  —  our 
own.  This  means  undivided  responsibility 
which  is  your  insurance  of  quality. 

By  reason  of  manufacturing  economies  re- 
sulting from  quantity  production  and  by  elimi- 
nating extra  profits,  Oro-Tone  reproducers 
and  tone  arms  offer  greater  value  at  no  higher 
price  than  assembled  products. 

We  cheerfully  cater  to  manufacturers,  jobbers, 
and  selected  dealers.  Send  now  for  complete 
free  catalogue. 


Oro-T one  Factory — Home  of  World's  Largest  Exclusive  Makers 
of  Tone  Arms,  Reproducers,  and  Amplifiers. 


MODEL  101 

Our  newest  reproducer,  with 
all  brass  face  guard,  dia- 
phragm of  Duro-Aluminum 
specially  processed.  The 
Model  101  renders  excellent 
volume,  and  finest  tone 
quality.  List  Prices — Nickel 
$3.50,  Statuary  $4.00,  Old 
Copper  $4.00,  Gold  or  Oxi- 
dized $4.50. 


MODEL  M-l 

Full  curved  &'/2  inch 
tone  arm,  special  brass 
and  copper  alloy. 
Highly  sensitive 
swinging  action  per- 
mits reproducer  to  fol- 
low record  grooves 
without  resistance. 
List  Prices — N  i  c  k  e  I 
$4.00,  Statuary  $5.00, 
Old  Copper  $5.00,  Gold 
or  Oxidized  $6.00. 


CHICAGO,  ILL. 


Specialize  and  Profit 

Fulton  Bowman 's  Merchandising 
Policy  Has  Made  Him  a  Success 


FULTON  BOWMAN,  of  the  F.  Bowman  & 
Sons'  store,  has  won  trade  from  a  wide 
territory  in  eastern  Pennsylvania  because 
he  has  won  his  customers  when  they  entered 
his  store  by  judiciously  placing  his  specialties, 
and  developing  them  and  he  has  become  The 
Edison  phonograph  and  radio  man  in  this  par- 
ticular territory. 

Fulton  Bowman  began  by  carrying  many  lines 
of  musical  instruments,  together  with  a  sideline 
of  art  mantels,  but  an  analysis  of  his  trade  soon 


By  D.  Allen  DeLong 

Bowman.  "Consequently,  displays  of  phono- 
graphs and  radios,  I  contend,  are  always  well 
framed  in  such  a  background." 

The  full  depth  of  the  Bowman  store  is 
finished  in  a  soft  ivory  color.  To  a  height  of 
eight  feet  from  the  floor  are  wood  panels  of 
the  same  color,  one  of  the  cleverest  ideas  in 
the  store's  layout.    These  panels  act  as  perfect 


Another  noticeable  feature  is  the  absence  of 
too  many  advertising  placards  and  sales  ap- 
peals. Mr.  Bowman  contends  that  a  finely 
created  instrument,  such  as  a  radio,  or  a  phono- 
graph, has  enough  sales  appeal  in  itself  if  it  is 
properly  displayed. 

To  the  rear  of  the  neat  display  of  cabinet 
models  are  the  record  and  radio  audition  booths. 
Part  of  the  booth  space  is  occupied  by  the  of- 
fices, so  that  the  general  decorative  scheme  is 
not  interfered  with. 

Workroom  in  the  Rear 

There  is  a  workroom  in  the  extreme  rear 
which  customers  do  not  see.  Here  are  made 
the  phonograph  and  radio  repairs.  Tubes  and 
radio  equipment  are  kept  there.  The  Bowman 
store  does  replacement  radio  work  for  its  cus- 
tomers, but  does  not  make  any  particular  effort 
to  deal  in  accessories. 

They  have  striven  to  make  the  establishment 
a  friendly  one,  in  which  they  can  adequately  and 
quickly  handle  the  needs  of  their  patrons.  By 
devoting  their  space  and  time  and  effort  to  the 
sales  and  upkeep  of  the  Radiola  and  Atwater 
Kent  radio,  and  Pooley  cabinets,  and  the  Edison 
phonograph,  they  have  made  an  outstanding 
success  of  it- 


Attractive  Interior  of  F.  Bowman 

brought  out  the  fact  that  the  trend  was  mostly 
leading  toward  the  phonograph  and  radio. 

The  store  organization  was  re-aligned  into  a 
specialized  group  on  the  Edison  phonograph 
and  radio  and  upon  that  foundation  has  been 
built  one  of  the  outstandingly  successful  music 
businesses  for  a  third-class  city. 

Artistic  Interior  as  a  Sales  Aid 

Bowman's  operates  under  the  salesman  plan, 
as  well  as  through  its  store  at  938  Hamilton 
street,  Allentown,  Pa.  It  is  the  store,  however, 
which  commands  attention  for  neatness,  sales 
appeal  and  comfort.  Customers  come  because 
they  like  to. 

"Nothing  brings  out  the  striking  beauty  of  a 
wonderful  mahogany  cabinet  as  does  a  light 
shade  of  wall,  and  particularly  ivory,"  says  Mr. 


&  Sons'  Store  in  Allentown,  Pa. 

sounding  boards  for  public  demonstrations  of 
talking  machine  and  radio  receiving  sets. 
Avoid  Crowding  Floor  With  Models 

The  F.  Bowman  establishment  is  noted  for 
the  fact  that  it  makes  much  out  of  little.  There 
is  no  crowding  of  models  on  the  floor.  The 
doorway  leads  into  a  display  section,  in  which 
there  is  one  group  of  phonographs  to  the  right, 
and  a  small  group  of  radio  models  to  the  left. 

The  center  is  left  bare.  With  a  soft  rug 
underfoot,  and  a  wicker  table  and  chair  set  in- 
vitingly in  the  center,  the  effect  of  mass  is  nil, 
while  there  is  a  certain  elegance  about  it  that 
kindles  a  chord  in  every  neat  woman's  heart. 
And  women  are,  after  all,  the  buyers  of  home 
furnishings,  although  Friend  Husband  pays  for 
them. 


Victor  Announces  the 

Orthophonic  Model  4-20 

The  Victor  Talking  Machine  Co.  recently 
placed  on  the  market  a  new  attractive  and  com- 
pact Orthophonic  Victrola,  styled  4-20.  The  in- 
strument is  of  Classical  English  design  with 
blended  antique  mahogany  finish,  mahogany 
knobs,  antique  brass  winding  key  and  escutch- 
eon with  the  inside  finish  in  antique  brass.  It  is 
thirty-six  and  one-half  inches  high,  twenty-five 
and  three-quarter  inches  wide  and  eighteen  and 
a  quarter  inches  deep. 

The  usual  features  found  in  all  Orthophonic 
Victrolas  are  incorporated  in  this  instrument, 
with  a  non-set  automatic  eccentric  groove 
brake,  a  spiral  drive,  long  running  motor,  and 
a  twelve-inch  turntable. 


The  formal  opening  of  the  Del  Mar  Music 
Shop,  5112  Market  street,  Hillyard,  Wash., 
was  held  recently.  A  complete  line  of  musical 
instruments,  records  and  sheet  music  is  carried. 
Marie  Shellman  and  Howard  Carr  are  the  pro- 
prietors. 


AN  IMPROVED  RECORD  ALBUM 


FOR  the  past  few  years  little  improvement  has 
been  made  in  the  design  of  albums  to  hold 
talking  machine  records. 

NOW  A  NEW  LOOSE  LEAF  ALBUM  that 
will  lie  absolutely  flat  when  opened,  that  has  an 


all-metal  back  with  protecting  end  pieces,  making 
it  more  durable  than  any  album  heretofore  made. 
It  is  handsome  in  appearance  and  will  add  to  the 
beauty  of  any  cabinet. 

Made  in  durable  cloth  or  in  Dupont  Fabrikoid 
binding  with  super-finish  design. 


PATENT  APPLIED  FOR 

Write  for  detailed  information  regarding  this  new  loose-leaf  album  and  other  1928  designs. 

NATIONAL  PUBLISHING  CO. 


Factory  and  Main  Office 

239-245  S.  American  Street 
Philadelphia,  Pa. 


Sales  Room 

225  Fifth  Avenue 
New  York  City 
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FRESHMAN  ffiMffVZ  RADIO 

Endorsed  and  Recommended  by 
Outstanding  Music  Dealers! 


FOSTER&WALDO 


Today  We're 
Unveiling — 


•A 


— A  New  Radio 
That  Plays  Your 
Phonograph  Records! 


No  Batteries 
No  Liquids 
No  Trouble 

No  Excuses 


Licensed  under  patents 
RCA,  General  Electric 
Co.,  Westinghouse  Elec. 
&  Mfg.  Co.,  and  Amer- 
Tel.  &  Tel.  Co. 


The  entire  line  of  Freshman  Electric  Radios  complete  with 
new  AC  Tubes  and  built-in  cone  speaker,  ranging  in  price 
from  $15300  to  ®50000  complete,  are  sold  only  to  Authorized 
Freshman  Dealers.  Battery  operated  receivers  from  $54-50  up. 

Complete  Information  on  request 

Chas.  Freshman  Co.,  Inc. 

Freshman  Building,  New  York  2626  W.  Washington  Blvd.,  Chicago 
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The  Last  Word 

in  Acoustical 

AUDACHROME 

The  Qhromatic  "Reproducer 


BUILT  ON  A  NEW  PRINCIPLE 


This  is  the  1928 

AUDAK 

Line  of  Reproducers 


...a... 

XT 


AUDACHROME 

to  retail  at  $10 

.-CJ-... 
■tr 

POLYPHASE 

to  retail  at  $8.^2 


tr 


Also  the 
SINGLEPHASE 

and  our  special  low-priced 
REVELATION 


t  I UST  as  surely  as  results  speak  for 
I  themselves,  so  surely  has  the  unprece- 
^9  dented  volume  of  orders  received  from 
the  trade  for  the  wonderful  new 
AUDACHROME  Reproducer  registered  its 
unmistakable  evidence — the  revolutionary  new 
AUDAK  headliner  has  gone  "over  the  top" 
with  impetus  beyond  our  most  confident  pre- 
dictions. 

It  was  a  simple  case  of  testing  and  proving,  of 
listening,  layman-like,  to  ordinary  repro- 
duction—then listening  to  AUDACHROME— 
and  comparing  the  difference.  AUDAK  repre- 
sentatives took  the  new  product  direct  to 
leading  members  of  the  retail  and  wholesale 
trade,  and,  without  wasting  time  in  extravagant 
description,  got  right  down  to  a  "brass  tacks" 
demonstration,  showing  how  even  the  won- 
derful new  records  are  interpreted  as  never 
before  by  AUDACHROME.  The  effect  was 
eye-opening.  Veteran,  dyed-in-the-wool  talking 


J 


The  Demonstration  with  AUDACHROME 
is  the  Final  Argument — 
Line  Up  with  the  Progressives  for  a 
Bigger  Volume  and  Profit  in  1928 


r 


See  another 
AUDAK  announcement 
on  page  41 


ACCEPT  NO  IMITATIONS 

Every  Audachrome  and  every 
other  Audak  instrument  bears 
a   protective   tag   like   this  — 
your  guarantee  ! 


The  AUDAK 

565  Fifth  Avenue 

Makers  of  Acoustical  and  Electrical 
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Reproduction 


"Another 

AUDAK 

Achievement " 
AUDACHROME 

List  Price 


10 


machine  men  expressed  the  liveliest  praise  of 
AUDACHROME— and  followed  through  with 
quantity  orders*  Seldom  has  an  acoustical 
improvement  made  its  mark  with  the  trade 
so  swiftly,  so  completely,  so  convincingly  as 
has  AUDACHROME. 

Now  for  the  public!  Wise  jobbers  are  already 
booked  for  AUDACHROME.  So  are  hundreds 
of  wide-awake  retailers.  Aided  by  the  illumin- 
ating consumer  advertising  prepared  for  this 
splendid  new  "interpreter  of  quality,"  dealers 
everywhere  are  beginning  their  drive  on  Mr. 
and  Mrs.  Public.  Selling  AUDACHROME 
will  enable  these  dealers  to  sell  more  new 
electrical  records.  That  means  fuller  appreci- 
ation of  the  best  in  modern  music — which, 
gratifyingly,  will  lead  to  additional  sales  of 
new,  scientific  talking  machines.  Yes,  there's 
a  plot  to  it! 


COMPANY 

New  York,  N.  Y. 

Apparatus  for  More  Than  10  Years 


"One  is  a  good  sound  box — the 
other  is  a  wonderful  instrument," 
said  the  head  of  one  of  the  prin- 
cipal talking  machine  distributing 
companies,  after  comparing  his 
previous  equipment  with  AUDA- 
CHROME. 

"Marvelous!"  exclaimed  the  execu- 
tive of  a  very  large  national  or- 
ganization. After  this  company 
saw  what  AUDACHROME  has  ac- 
complished, they  not  only  ordered 
a  large  number  of  units,  but  actu- 
ally set  about  reorganizing  their 
sales  policy  to  include  the  basic 
principles  on  which  AUDA- 
CHROME itself  has  been  built! 

Dealers,  jobbers  and  manufac- 
turers have  handed  up  some 
mighty  fine  bouquets  to  AUDA- 
CHROME. Perhaps  the  most  elo- 
quent of  all  these  spontaneous  tes- 
timonials was  that  contributed  by 
a  prominent  retailer  in  New  Eng- 
land. After  listening  to  a  difficult 
orchestral  selection  played  two 
different  ways — the  second  time 
with  AUDACHROME— he  said  sim- 
ply: "Thanks!  You  Audak  people 
have  doubled  my  1928  record  busi- 
ness." 

And  thus  we  move  on,  from  good 
to  better — beating  the  best  pre- 
vious AUDAK  accomplishments; 
employing  almost  unlimited  engi- 
neering and  inventive  resources  to 
advance  the  interests  of  the  music 
industry.  All  the  splendid  success 
the  trade  has  enjoyed  with  AUDAK 
Reproducers,  acknowledged  leaders 
in  their  field  by  sheer  merit,  is  as 
nothing  compared  with  the  flood 
of  increased  business  which  AUDA- 
CHROME will  bring  you.  Old 
talking  machines  will  be  brought 
down  from  musty  attics  in  thou- 
sands; shining  new  electrically  cut 
records  will  be  sold  by  tens  of 
thousands;  new  appreciation  of 
talking  machine  entertainment 
will  result  in  vastly  stimulated 
sales  of  new,  higher  priced  ma- 
chines— thanks  to  the  wonderful 
realism  of  AUDACHROME.  "faith- 
ful to  the  echo." 

To  dealers,  wholesalers  and  talking 
machine  and  record  producers 
alike.  AUDACHROME  brings  the 
big,  inspiring  message  of  1928. 
Yours  to  profit — by  simply  relay- 
ing the  message  to  Mr.  and  Mrs. 
Public. 

We  are  helping  with  strong  selling 
literature  that  aims  at  the  average 
man  and  woman — tells  them  what 
good  reproduction  means — shows 
them  why  AUDACHROME  is  the 
instrument  they  have  been  waiting 
for — directs  them  to  the  trade  for 
a  demonstration. 

As  for  your  part — it_is  that  of  dis- 
tributor— no  more,  no  less.  You 
make  your  money  buying  and  sell- 
ing ENTERTAINMENT.  In  AUDA- 
CHROME we  have  given  you  one 
of  the  mightiest  single  selling 
forces  in  the  history  of  talking 
machines.  All  you  have  to  do  to 
CASH  IN  is  to  co-operate.  The 
demonstration's  the  thing! 
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Splitdorf  Radio  Corp. 

Issues  Service  Manual 


First  of  Series  of  Articles  on  Servicing  the  All- 
Electric  Set  Lists  Necessary  Meters  and 
Tools — Retail  Dealers  Instructed 


The  Splitdorf  Radio  Corp.,  of  Newark,  N.  J., 
which  has  issued  a  service  manual  for  the  all- 
electric  receiver,  in  the  first  of  a  series  of  ar- 
ticles dealing  with  the  servicing  of  these  sets 
lists  the  necessary  meters  and  tools  for  the  serv- 
ice kit,  as  follows: 

Meters:  Voltmeter  0-3  A.  C,  Voltmeter  0-10 
A.  C,  Voltmeter  0-150  A.  C,  Ammeter  0-1  A.  C, 
Milliammeter  0-2S  D.  C,  Milliammeter  0-5  D.  C. 
and  Voltmeter  0-250  D.  C.  800  to  1,000  ohms 
per  volt;  tools:  10-inch  Yankee  screwdriver, 
54  inch  bit,  4-inch  Yankee  screwdriver,  Y&  inch 
bit,  pair  side  cutting  flat  nose  pliers,  pair  diag- 
onal cutters,  *4  inch  tip  soldering  iron,  bake- 
lite  tuning  rod  and  wrench,  screws,  nuts,  fric- 
tion tape,  amberoid,  etc. 


"In  presenting  the  information,  of  which  the 
list  of  tools  and  meters  is  but  a  part — the  rest 
to  follow  in  subsequent  articles — we  feel  that 
Splitdorf  is  performing  a  service  for  dealers  and 
service  men  everywhere,"  said  Hal  P.  Shearer, 
general  manager  of  Splitdorf  Radio  Corp. 

"Occasions  may  arise  when  it  is  desirable  to 
know  the  methods  of  servicing  and  maintaining 
the  product,  and  for  this  reason  we  have  made 
available  the  service  information  in  complete 
form.  Before  the  first  of  the  new  year  we  had 
sent  ten  men  to  various  parts  of  the  country  to 
instruct  dealers,  jobbers  and  the  service  men 
employed  by  them  in  the  proper  method  of 
servicing  the  new  type  of  radio  set — the  all- 
electric.  It  was  stated  at  the  time,  and  we  be- 
lieve it  to  be  true,  that  this  is  the  first  service 
school  available  for  the  new  electric  receivers." 


The  Columbia  Music  Shop,  Buffalo,  N.  Y., 
was  recently  incorporated  with  a  capital  stock 
of  $25,000.  The  incorporators  are  Nathan 
Rovner,  Buelah  C.  Clifford  and  Ralph  N. 
Kendall. 


Here's  the  Simplest  Way 


To  Change  DC  Receivers  to  AC 

Absolutely  No  Rewiring  Necessary  On  Standard  Sets 

The  Eby  AC  Adaptor  Harness  can  be  used  in  practically  any  standard  five 
or  six  tube  set  equipped  with  separate  B  battery  and  C  bias  feeders  for  the 
last  AF  stage  without  changing  the  wiring  in  any  way. 

EBY  AC  ADAPTOR  HARNESS  Cable  Has  Only  Eight  Leads 

And  six  of  them  go  to  the  transformer.  It  is  as  easy  to  hook  up  the  Eby  AC 
Adaptor  Harness  as  it  is  to  connect  the  set  cable.  The  whole  installation  can 
be  made  in  less  than  ten  minutes. 


Made  in  Two  Universal  Models — Only  Two  Stocks  to  Carry 

The  Eby  AC  Adapter  Harness  is  made  in  one  universal  five  and  one  universal 
six  tube  model.  The  five  tube  model  lists  for  nine  dollars  and  the  six  tube 
model  for  ten  dollars. 


Designed  for  Use  With  Standard  Tubes  and  Transformers 

The  Eby  Harness  is  designed  for  use  with  R.  C.  A.  Radiotrons  UX  226, 
UY  227,  UX  171  and  UX  112-A  or  with  tubes  having  the  same  characteristics. 
Standard  filament  supply  transformers  made  by  Acme,  Bremer-Tully,  Jeffer- 
son, Karas,  Silver-Marshall,  Thordarson,  and  other  manufacturers  can  be 
used  with  the  harness. 

Improves  Reception  Without  Changing  Characteristics  of  Set 

The  harness  automatically  rewires  the  set  for  AC  tubes  without  changing  its 
characteristics  in  any  way.    The  new  tubes  improve  reception. 

Complete,  Simple  Instructions  Packed  With  Each  Harness 

Our  instruction  booklet  gives  complete  directions  and  tells  the  whole  story. 
Write  for  it. 


The  H.  H.  EBY  MFG.  CO.,  Inc. 

(W'^    4710  Stenton  Avenue  Philadelphia 

fir  Makers  oj  EBY  Binding  Posts  and  Sockets 


Long  Cord  for  Gone  Speaker 
Enables  Its  Proper  Placing 

Ray  H.  Manson,  Chief  Engineer  of  the  Strom- 
berg-Carlson  Tel.  Mfg.  Co.,  Discusses  the 
Merits  of  a  Long  Cord  on  the  Cone  Speaker 

"An  unusually  long  cord  on  a  cone  speaker 
has  many  advantages  that  are  at  first  not  appar- 
ent," said  Ray  H.  Manson,  chief  engineer  Strom- 
berg-Carlson  Tel.  Mfg.  Co.,  of  Rochester,  N.  Y. 
"Every  purchaser  of  a  radio  receiver  knows  that 
the  receiver  cannot  be  placed  at  any  point  in  a 
living  room,  either  because  of  its  lack  of  har- 
mony with  the  other  furnishings  of  a  room  in 
some  locations,  or  because  of  the  impossibility 
of  bringing  antenna  and  ground  wires  to  that 
location.  As  a  rule,  the  receiver  must  be  placed 
where  antenna  and  ground  wires  can  be  easily 
brought  into  the  room,  whereas  the  loud  speaker 
is  not  dependent  upon  these  limitations. 

"Thus,  a  loud  speaker  that  can  be  easily 
moved  to  whatever  position  produces  the  best 
entertainment  is  to  be  desired.  Stromberg- 
Carlson  engineers  provide  their  loud  speakers 
with  thirty-foot  cords  for  this  purpose.  Whether 
best  acoustical  reception  comes  from  the  corner 
of  a  room  or  when  the  loud  speaker  is  placed 
in  front  of  tapestries  or  window  draperies,  a 
Ihirty-foot  cord  allows  the  speaker  to  be  placed 
in  that  location.  In  addition  to  this  advantage, 
it  is  sometimes  desirable  to  move  the  loud 
speaker  out  to  the  sun  porch  or  to  another 
room.    A  long  cord  enables  this  to  be  done. 

"Not  the  least  important  of  the  arguments 
advanced  by  the  engineers  in  favor  of  a  sep- 
arate loud  speaker  is  the  fact  that  a  cone 
speaker  can  be  more  correctly  designed  when  it 
is  not  embodied  within  the  cabinet  of  the  re- 
ceiver. A  cone  speaker  in  order  to  reproduce 
faithfully  all  the  tones  of  the  musical  scale 
should  be  at  least  twenty  to  twenty-two  inches 
in  diameter.  Obviously,  a  speaker  of  such  pro- 
portions would  require  too  large  a  cabinet  to 
inclose  not  only  the  speaker  itself,  but  also  the 
receiving  mechanism  and  power  equipment." 

Announces  Promotions  at 
Buffalo  Sales  Conference 

New  Field  Supervisors  Named  at  Annual  Mid- 
Winter  Meeting  of  Federal  Ortho-sonic 
Representatives  at  Factory  in  Buffalo 


The  annual  mid-Winter  conference  of  sales 
representatives  of  the  Federal  Radio  Corp., 
Buffalo,  N.  Y.,  was  held  at  the  factory  during 
the  week  between  Christmas  and  New  Year's 
day.  The  entire  week  was  devoted  to  open  dis- 
cussions of  field  problems  in  meetings  con- 
ducted by  K.  E.  Reed,  sales  manager,  and  C.  J. 
Jones,  assistant  sales  manager. 

At  the  close  of  the  conference  Mr.  Reed  an- 
nounced the  promotion  of  the  following  repre- 
sentatives to  the  position  of  Field  Supervisor: 
R.  H.  Canning,  R.  F.  Lovelee,  E.  C.  Hill,  P.  J. 
Rundle,  and  W.  R.  McAllister.  These  men  will 
undertake  special  missions  for  the  Federal 
Radio  Corp.  in  all  parts  of  the  United  States 
and  Canada,  and  will  assist  Federal  wholesalers 
in  solving  unusual  problems  of  sales  and  dis- 
tribution. 


Growth  of  Radio  Industry 

The  amazing  growth  of  the  radio  industry 
in  the  past  seven  years  was  the  subject  of  an 
interesting  address  recently  by  J.  L.  Limes, 
assistant  sales  manager  of  the  Crosley  Radio 
Corp.,  to  the  Rotary  Club  at  Covington,  Ken- 
tucky. In  seven  years  the  radio  business  went 
from  practically  nothing  to  sixth  position 
among  industries  of  the  United  States,  he  said. 
In  1921  the  total  volume  of  business  in  the  en- 
tire industry  was  $2,000,000  and  in  1927  the  es- 
timated volume  was  $550,000,000,  concrete  evi- 
dence of  the  industry's  development. 
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Columbia 

Glance  at  the  three  pages  following.  Examine  the 
wide  range  of  selections  and  artists  represented  in 
Columbia's  electrical  recordings  on  Columbia  New 
Process  Records.  Note  the  appeal  made  to  every 
taste  and  every  purse  by  the  Viva-tonal  Columbia 
Phonographs  and  the  Columbia-Kolster  Viva-tonal, 
The  Electric  Reproducing  Phonograph,  "like  life 
itself." 

Then  you  will  understand  some  of  the  reasons  why 
more  and  more  of  your  customers  and  potential 
customers  say  "  Columbia. " 


Columbia 

Phonographs  and  Records 
Schubert  Centennial*  Organized  bq  Columbia  Phonograph  Compani] 
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Columbia 


The  Library  of  Masterworks* 

Pioneering  in  the  field  of  the  world's 
greatest  music,  completely  recorded  and 
bound  in  albums, 

THE  COLUMBIA  FINE  ARTS 
LIBRARY  OF 
MUSICAL  MASTERWORKS 

now  comprises  SEVENTY-FIVE  albums, 
representing  major  compositions  of  the 
masters — from  Bach,  Mozart,  Beethoven, 
Schubert,  Wagner,  to  the  greatest  living 
Composers. 

Columbia's  nearest  competitor  in  the  field 
has  a  catalogue  of  TWENTY-THREE 
albums. 

Columbia's  second  nearest  competitor 
has  a  catalogue  of  SEVEN  albums. 

In  scope,  variety,  and  smoothness  of 
recording  the  Columbia  Library  of  Mas- 
terworks* records  is  also  pre-eminent. 
Played  on  the  marvelous  new  Columbia- 
Kolster  Viva-tonal,  The  Electric  Repro- 
ducing Phonograph,  these  reproductions 
are  on  a  par  with  concert  performances. 


eadership 


The  Beethoven  Celebration 

Columbia  Leadership  is  likewise  evidenced 
through  the  sponsorship  of  the  recent  Bee- 
thoven Week — a  community  enterprise  in  more 
than  five  hundred  cities — establishing  contacts 
for  the  dealer,  not  otherwise  possible. 

And  Now — Schubert  Year 

Again  Columbia  Leadership  is  shown  in  the 
sponsorship  and  organization  of  the  SCHUBERT 
CENTENNIAL,  centering  in  the  United  States, 
but  extending  its  influence  over  twenty-six  coun- 
tries throughout  the  world,  where  committees 
have  been  formed,  supplementing  the  American 
Advisory  Body,  of  which  Mr.  Otto  H.  Kahn  is 
Chairman. 

Again  the  dealer  plays  the  dominant  role  in 
bringing  the  best  music  to  the  buyer. 

The  program  of  Schubert  Year  will  be  carried 
out  in  one  thousand  American  cities  and  has 
already  contributed  the  greatest  news  item  in  the 
history  of  music — the  International  Composers 
Contest,  organized  by  the  Columbia  Phonograph 
Company,  for  symphonic  works  that  will  cap- 
ture the  spirit  of  Schubert's  Unfinished  Sym- 
phony. 


Write  for  full  details 
educational  material,  and  sales  helps 

Columbia  Phonograph  Company,  1819  Broadway,  New  York  City 
Canada:  Columbia  Phonograph  Company,  Ltd.,  Toronto 

Columbia  ^Records 

Made  the  New  Way  -  Electrically  -  Viva-tonal  Recording  -  The  Records  without  Scratch 

Schubert  Centennial -Organized  bq  Columbia  Phonograph  Company. 


•Reg.  U.S.  Put.  Otf. 
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Leading  Eastern  Wholesalers 
Feature  the  Garryola  Line 

Regular  Shipments  of  Portables  and  Pick-up 
Devices  Going  Forward  to  Recently  Ap- 
pointed Distributors  in  Eastern  Territory 


The  rapidly  growing  popularity  of  the 
Carryola  line  of  portables  is  indicated  by  the 
fact  that  some  of  the  leading  jobbers  of  the 
East  have  recently  taken  on  the  complete  line 
and  are  featuring  it  in  a  large  way,  according 
to  A.  F.  Carter,  Eastern  sales  representative 
of  the  Carryola  Co.  of  America,  Milwaukee, 
Wis. 

Mr.  Carter,  who  has  been  covering  the  entire 
Eastern  district  for  some  time,  announced  that 
the  following  wholesalers  are  now  Carryola 
distributors:  Columbia  Wholesalers,  Inc.,  of 
Baltimore,  Md.,  who  will  cover  the  Virginia 
and  North  and  South  Carolina  territory;  Girard 
Phonograph  Co.,  of  Philadelphia,  Pa.,  which 
has  as  its  territory  the  City  of  Philadelphia, 
eastern  Pennsylvania  and  southern  New  Jer- 
sey; Richmond  Hardware  Co.,  one  of  the 
largest  distributing  organizations  of  the  South, 
which  has  twenty-one  men  in  the  field,  will 
operate  from  the  headquarters  in  Richmond, 
Va.,  covering  Virginia,  West  Virginia,  North 
and  South  Carolina  and  eastern  Kentucky; 
Van  Zandt  &  Leftwich,  Huntington,  W.  Va., 
will  cover  the  State  of  West  Virginia;  Iroquois 
Sales  Co.,  Buffalo,  N.  Y.,  one  of  the  best-known 
wholesalers  in  New  York,  will  cover  New 
York  State,  north  and  west  of  Albany;  Dray- 
ton-Erisman  Co.,  of  Boston,  Mass.,  has  the 
New  England  territory. 

All  of  these  distributors  have  recently  taken 
on  the  line  and  are  now  receiving  regular  ship- 
ments, according  to  Mr.  Carter,  and  the  extent 
to  which  they  are  featuring  the  Carryola  line 
is  indicated  by  the  fact  that  an  extensive  tie-up 
is  now  under  way  with  the  national  advertising 
of  the  Carryola  Co.  of  America,  in  the  Saturday 
Evening  Post  and  Liberty  Magazine  of  this 
month.  Dealers  are  being  circularized  and  the 
advantages  of  co-operative  effort  in  this  tie-up 
are  being  strongly  emphasized. 

The  Carryola  line,  which  consists  of  the 
Carryola  Master  Portable,  the  Carryola  Lassie, 
Carryola  Porto-Pick-up  and  the  Carryola  Elec- 
tric Pick-up,  has  been  enjoying  tremendous 
sales  throughout  the  Eastern  territory,  and  re- 
ports from  distributors  and  dealers  point  to  a 
continuation  of  this  excellent  business  during 
the  remainder  of  the  Winter  and  Spring  sea- 
sons. 


"What  We  Hear  in  Music" 

Issued  by  the  Victor  Go. 

( 

The  Victor  Talking  Machine  Co.  recently  an- 
nounced to  its  dealers  a  completely  revised  edi- 
tion of  "What  We  Hear  in  Music,"  the  book 
which  is  widely  used  in  the  teaching  of  Music 
Appreciation  and  Music  History.  Because  of 
the  many  changes  which  have  taken  place  it 
was  necessary  to  make  six  additional  lessons  in 
each  of  the  four  parts  of  the  book,  bringing  the 
size  up  to  640  pages  with  984  selections  on  714 
Victor  Orthophonic  records,  all  annotated  and 
analyzed.  The  book  is  printed  on  heavy  paper 
and  is  bound  in  an  attractive  red  cloth  cover 
with  gold  lettering.  It  lists  at  $2.75.  Dealers 
are  urged  to  bring  the  new  edition  before  the 
authorities  of  High  Schools,  Colleges,  Universi- 
ties, Conservatories,  club  women  and  Red  Seal 
customers. 


Abox  Go.  Moves  Service  Dept. 

The  Abox  Co.,  of  Chicago,  111.,  manufacturer 
of  the  Abox  eliminator,  recently  moved  its  New 
York  service  station  from  142  Liberty  street  to 
109  Lafayette  street.  The  new  telephone  num- 
ber is  Canal  3530.  The  station  is  under  the  su- 
pervision of  M.  J.  Powers. 


FERRYMAN 


FERRYMAN  RADIO  TUBES 

Distance  Without  Distortion 

If  the 
responsibility 

is  yours— 
why  not  the 
profit 
too? 


Why  not  make  a  profit  on  radio  tubes  large 
enough  to  compensate  for  the  responsibility 
of  stocking  them,  selling  them  and  making  ad- 
justments when  necessary? 

When  a  tube  goes  wrong,  the  customer  doesn't 
take  it  back  to  the  manufacturer.  He  brings 
it  to  you.  You,  in  his  mind,  are  the  responsible 
party  and  you  must  make  good  if  the  tube 
doesn't. 

Consequently  if  you  tell  the  truth,  you  can 
sell  just  as  many  Perryman  tubes  as  you  can 
sell  less  profitable  tubes.  Just  say  to  your  cus- 
tomers, "This  Perryman  tube  is  as  good  as 
or  better  than  any  other  tube  you  can  buy 
anywhere  else  at  any  price.  1  stand  squarely 
behind  this  tube  and  if  it  doesn't  satisfy  you 
in  every  respect,  I  will  make  good." 

There  are  no  better  tubes  than  Perryman 
tubes.  The  guarantee  you  have  is  unlimited. 
And  the  extra  profit  for  selling  them  is  easily 
earned.  Write  in  today  for  further  information. 


Perryman  Electric  Company,  Inc. 


35  West  60th  Street 


New  York,  N.  Y. 


Plant:  North  Bergen,  New  Jersey 


PERRYMAN  RADIO  TUBES 

A  Complete  Line,  of  Standard  Equipment  for  every  Radio  Purpose 
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Tke  Revelers  :  ^ 
VICTOR  DEALERS  <^/2 

world's  most  promt- 

In  every  field  of  music,  whether  it  as  being  almost  one  and  the  same, 
be  popular  or  classic,  Victor  admit-  As  a  result,  the  Victor  Record 
tedly  has  the  artists.  So  consistently  stock  in  your  store  has  great  draw- 
has  this  policy  been  followed,  and  ing-power.  People  go  to  their  Vie- 
so  well  has  it  been  advertised,  that  the  tor  dealer  whenever  they  want  musi- 
public  has  come  to  think  of  Victor  cal  entertainment  for  the  home. 
Records  and  the  world's  greatest  artists  Many  dealers  have  found  the  Victor 

VICTOR  TALKING  MACHINE  COMPANY 
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sotv  Casals    r  <\  Av0<^ 


j/^V  customers  the 
nent  musical  artists 

ready-made  advertisements  very  The  fact  that  Victor  Records  are 
profitable.  Each  new  release  of  Vic-  the  world's  best  music  in  permanent 
tor  Records  has  strong  news-value,  form  is  a  powerful  magnet  for  your 
Another  attention-getter  is  the  giant  store.  By  bringing  it  to  the  atten- 
Victor  Record.  Changeable  labels  for  tion  of  your  customers  in  every  way 
this  big  record  permit  you  to  feature  possible,  you  can  make  this  sales- 
each  hit  while  it  is  still  hot.  point  pay  big  dividends. 

CAMDEN,    NEW  JERSEY,    U.   S.  A. 


Maintaining  Sales  Enthusiasm 


Sales  Manager  Is  Responsible 
for  the  Efficiency  of  the  Organization 


ri^HE  concern  of  the  sales  manager  is  not 
only  to  keep  his  organization  intact,  but 
also  to  keep  each  individual  working  at 
the  highest  point  of  efficiency.  That,  of  course, 
is  where  the  real  worth  of  the  sales  manager  is 
proved  in  a  manner  leaving  no  room  for  doubt. 

To  keep  the  enthusiasm  of  the  organization 
up  to  the  highest  point  of  efficiency  there  should 
be  a  short,  snappy,  ten  or  fifteen  minute  sales 
meeting  every  morning.  There  should  never  be 
any  deviation  from  this  rule  and  attendance 
should  be  compulsory.  You  can  help  to  create 
interest  in  these  meetings  by  making  them  brief 
and  by  giving  the  organization  at  each  one  some 
new  idea  or  selling  argument.  The  sales  man- 
ager should  point  out  the  outstanding  programs 
on  the  air  that  evening  so  that  the  salesmen 
may  go  out  and  talk  about  these  events  to  their 
prospects  and  create  desire  for  radios  or  com- 
binations. There  should  also  be  described  and 
played  at  least  a  part  of  some  outstanding 
record,  so  that  the  salesmen  may  become  more 
familiar  with  the  recorded  music,  and  thus  be  in 
a  better  position  to  sell  the  record  idea. 
Getting  the  Salesmen  Out  Early 

I  believe  that  this  early  morning  meeting  is 
the  most  important  part  in  the  successful  hand- 
ling of  a  large  organization — for  if  your  men 
all  report  in  a  body  at  this  meeting  you  are 
sure  that  they  are  ready  to  go  to  work — whereas 
if  you  do  not  require  such  a  meeting  ofttimes 
the  less  energetic  salesman  will  be  sleeping 
through  the  morning  hours  when  he  should  be 
working.  Of  course,  he  may  telephone  to  you 
at  about  8.30  that  he  must  go  direct  to  a  pros- 
pect's home  before  coming  to  the  store.  In 
many  cases  said  salesman,  after  hanging  up  the 
telephone  receiver,  crawls  right  back  into  bed 
and  finishes  his  sleep.  I  know  these  things  to 
be  so,  because  I,  too,  was  a  phonograph  sales- 
man for  a  number  of  years. 


By  Clarence  H.  Mansfield 

Fitzgerald  Music  Co.,  Los  Angeles 

Of  course,  you  will  have  a  difficult  time  get- 
ting 100  per  cent  attendance  on  time  at  these 
morning  meetings,  particularly  at  first,  but  roll 


C.  H.  Mansfield 
should  be  called  each  morning  and  a  record 
kept.  Some  reward  should  be  held  up  for  the 
salesmen  who  are  punctual  regularly  to  give 
them  an  incentive.  In  our  organization  we  have 
four  men  on  the  floor  each  day — these  floor 
days  are  valuable — so  they  are  given  to  the 
salesmen  each  week  who  are  highest  in  point  of 
sales  volume  for  the  preceding  week,  the  high- 


est man  getting  first  choice,  next  highest  man 

mm  i  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiliiiiiliiiii  i  mini  minium  mi  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniii  iiiiiiiiiiiiiiiiinii  iiiiiiiiiiiiiiiiiiiiiiiiiniiii  i  mum  nil  iiiiiiiiiiiiiiiiiinmj 


.   

i 

M.>4el  A 


Dealers ! 

Understand  this — 


The  Hyatt  Utility  receiver  is  not  competing  with 
your  line  of  larger  receivers. 

Your  best  prospects  for  Hyatts  are  those  to 
whom  you  have  sold  larger  sets. 

A  Hyatt  six  will  provide — bed-time  stories  for 
children  in  the  nursery — a  lecture  for  father  in 
his  study — genuine  entertainment  for  those  con- 
fined by  illness  in  their  bedrooms. 

Sell  Hyatt  on  this  basis  to  old  customers 
and,  when  price  or  home  conditions  are 
a  factor,  sell  Hyatts  to  new  customers. 
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second  choice,  etc.  However,  if  there  are,  out 
of  the  organization  of  25  salesmen,  only  twelve 
or  fourteen  men  who  have  accomplished  busi- 
ness the  preceding  week,  then  the  balance  of 
floor  positions  are  distributed  or  rather  drawn 
for  by  the  men  who  were  "on  time"  at  every 
morning  meeting  the  previous  week.  Thus  a 
salesman,  who  has  earned  a  floor  day  through 
business  consummated,  has  an  opportunity  of 
getting  an  additional  day  on  the  floor,  provided 
he  has  been  punctual  every  morning  during  the 
week  and  the  man  who  has  not  been  fortunate 
enough  to  consummate  business  also  has  an 
opportunity  to  win  a  floor  day.  Thus  interest 
in  punctuality  is  greatly  increased. 

Keeping  up  the  Enthusiasm 
Creating  and  keeping  up  enthusiasm  among 
the  salesmen  is  entirely  up  to  the  sales  man- 
ager. He  must  continually  praise  and  enthuse 
over  the  merchandise.  At  the  morning  meeting, 
especially,  is  the  time  to  do  this,  when  the 
minds  of  all  are  fresh.  These  meetings  do 
more  to  eliminate  turnover  of  salesmen  than 
any  other  one  thing.  Salesmen  realize  they  are 
actually  part  of  an  organization.  They  are  made 
to  feel  a  greater  sense  of  responsibility  and 
loyalty. 

No  meeting  should  last  over  fifteen  minutes- 
otherwise  it  loses  much  of  its  effect.  A  long- 
drawn-out  meeting  takes  too  much  of  the  sales- 
man's valuable  time  and  puts  him  in  a  bad  hu- 
mor. The  importance  of  keeping  him  in  a  good 
humor  is  great.  A  disgruntled  salesman  never 
can  sell  as  efficiently  as  when  he  is  in  good 
humor,  so  it  is  a  matter  of  good  business  to 
keep  him  as  happy  as  possible.  Most  men  get 
up  in  the  morning  in  a  bad  humor.  By  creat- 
ing a  cheerful  atmosphere  at  the  morning  meet- 
ing—with a  funny  story— or  the  unbounded  en- 
thusiasm of  the  sales  manager,  or  a  pat  on  the 
back  either  actually  or  verbally— the  salesman 
is  put  in  the  proper  frame  of  mind.  This  all 
helps  build  up  that  valuable  asset  to  an  organ- 
ization— "Esprit  de  corps." 

Encouragement  Helps 

All  men  are  more  or  less  vain.  All  of  us  like 
applause.  The  average  salesman  is  probably 
more  that  way  than  anyone  else,  in  any  other 
line  of  endeavor  with  the  possible  exception  of 
actors.  So  when  he  puts  over  a  good  deal — 
when  he  accomplishes  an  unusual  amount  of 
business — or  does  anything  else  outstanding — 
compliment  him  in  front  of  the  entire  organiza- 
tion. You'll  be  surprised  to  see  how  this  will 
encourage  him  to  do  better  work,  and  the  desire 
for  this  appreciation  and  applause  will  also  spur 
the  other  men  to  greater  efforts. 

Here  is  a  suggested  outline  for  the  regular 
morning  meeting  as  used  in  our  organization. 
8. IS.    Roll  call. 

Sales  manager  points  out  high  lights  of  evening 
radio  programs. 

Sales  manager  plays  and  describes  some  outstanding 
record. 

Honorable  mention  for  those  who  consummated 
business  day  before. 

Sales  manager  gives  three-minute  enthusiastic  talk 
on  merchandise  and  its  advantages  or  gives  some 
selling  idea  or  argument. 
Adjourn. 

Weekly  General  Meetings 

In  addition  to  morning  meetings  there  should 
be  held  once  a  week,  regularly,  a  general  sales 
meeting  lasting  from  one  to  one  and  a  half 
hours.    The  merchandise,  sales  promotion  plans, 
(Continued  on  baae  241 


|  8.17. 

|  8.20. 

f  8.25. 
| 

|  8.28. 

1  3.30. 
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An'accoustical  gem  in  a  magnificent  setting — 
Each  SYMPHONIC  and  LOW-LOSS  REPRO- 
DUCER is  beautifully  encased  in  a  gold  em- 
bossed silken  container  commanding  attention 
and  bespeaking  its  quality. 


There  can  be  no  substitute  for  SYMPHONIC 
REPRODUCERS.  If  your  jobber  does  not 
stock  genuine  SYMPHONIC  REPRODUCERS, 
write  us. 


SYMPHONIC 

qA 

STANDARD 
PRODUCT 


NICKEL 
PLATED 
$1Q00 


GOLD 
PLATED 
$1200 


LOW  (J  LOSS 

iimnuunnir 

mnmrn  reproducer 


I REPRODDCER  Nickel  Plated  $8.00 
Gold  Plated     .  10.00 


This  is  the  $8.00  number  ihat 
has  been  so  popular  with  phono- 
graph dealers  everywhere.  A 
wonderful  reproducer  whose 
performance  is  so  unusual  that 
it  sells  immediately  on  demon- 
stration. 


iveirtmiir©  „T. ,  ,  ■      .  „ 

phonograph  reproducer  Nickel  Plated  $5.00 
Gold  Plated  .  .  7.00 


A  remarkable  reproducer  ac  a 
remarkable  price.  Beautifully 
finished  in  polished  nickel  or 
gold  plate.   A  great  seller. 


RADIO  REPRODUCER 


$6.50 


Try  [his  on  your  Orthoplionic 
Victrola  or  other  new  type  pho- 
nograph, and  you  will  be  amazed. 
Booming  basses, — highest  treb- 
les,— marvelous  detail 


Bushings  to  fit  SYMPHONIC  RADIO  REPRODUCER 
to  the  old  style  Victrola,  or  to  the  Orthophonic  Victrola. 

List  price,  50c. 

(All  prices  slightly  higher  West  of  the  Rockies.) 


/    .  \ 

It  is  safer  to  BUY  a  stan- 
dard product. 

It  is  safer  to  SELL  a  stan- 
dard product. 


That  is  why  the  ^pmpljoniC 
trade  mark  on  a  repro- 
ducer is  of  more  importance 


than  the  price  tag. 


SYMPHONIC  SALES  CORPORATION 


370  SEVENTH  AVE. 


Pioneers  and  Leaders  in  the 
Independent  Reproducer  Industry 


NEW  YORK 
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L.  H.  White  Made  Managing 
Director  Nipponophone  Go. 

Comptroller  of  Columbia  Phonograph  Co.  and 
Supervisor  of  Seven  Departments  in  Bridge- 
port Factories  Promoted — Other  Changes 


Lester  H.  White,  comptroller  of  the  Columbia 
Phonograph  Co.,  and  supervisor  of  seven  de- 
partments in  Columbia's  Bridgeport  factories, 


farewell  dinner  in  the  State  Apartment  of  the 
Waldorf  Astoria. 

J.  W.  Murray,  treasurer  of  the  Okeh  Phono- 
graph Corp.,  also  owned  by  the  Columbia  in- 
terests, has  been  appointed  assistant  comptroller 
of  Columbia,  and  has  assumed  charge  of  Mr. 
White's  work  at  Bridgeport.  Eli  Oberstein, 
who  has  been  connected  with  the  treasurer's 
department  of  Columbia,  succeeded  Mr.  Murray 
as  treasurer  of  Okeh. 


Maintaining  Sales  En- 
thusiasm in  Music  Store 


Clark  Music  Go.  Sponors 

Unusual  Radio  Program 

Presentation  of  Syracuse  Composers'  Series  by 
Large  Central  New  York  Music  House 
Aroused  Wide  Interest  Among  Music  Lovers 


L.  H.  White 

has  been  appointed  managing  director  of  the 
Nipponophone  Co.  of  Japan,  recently  acquired 
by  the  Columbia  interests.  Mr.  White  left 
America  in  mid-January,  for  an  ad  interim 
absence  in  his  new  position,  from  which  it  is 
hoped  he  can  be  recalled  to  the  American  field 
after  a  year. 

Mr.  White,  who  is  still  in  his  mid-thirties,  is 
one  of  Columbia's  ablest  executives,  with  a 
remarkable  record  for  so  young  a  man.  A  grad- 
uate of  New  York  University,  he  was  at  first 
in  the  banking  business,  then  with  a  leading 
firm  of  industrial  engineers,  and  entered  Co- 
lumbia's service  in  1919,  since  which  time  his  ac- 
tivities in  the  interest  of  the  company  have  been 
countless  and  highly  valued. 

As  a  testimonial  of  their  regard  and  esteem 
the  officers  of  the  company  and  representatives 
of  the  various  departments  gave  Mr.  White  a 


Syracuse,  N.  Y.,  February  6. — One  of  the  most 
unique  things  which  has  been  done  in  this  city 
in  recent  months  is  the  presentation  of  the 
Syracuse  Composers'  Series  of  programs,  given 
via  radio,  and  arranged  and  sponsored  by  the 
Clark  Music  Co.,  the  largest  music  house  in 
Central  New  York.  The  programs  were  pre- 
sented each  Tuesday  evening  at  7.30  p.  m.  direct 
from  the  Clark  Music  Co.  studio,  by  remote 
control,  through  station  WSYR  on  the  Hotel 
Syracuse  and  have  been  given  over  a  period  of 
three  months.  The  studio  is  a  large  room  on 
the  main  floor  of  the  Clark  Music  Bldg.,  which 
is  the  phonograph  and  radio  department  of  the 
store,  and  friends  and  customers  are  invited  in 
to  witness  the  actual  broadcasting  programs  and 
the  store  is  generally  open  to  guests  on  that 
evening. 

In  many  instances  the  composers  themselves 
actually  took  part  in  the  presentation  which 
made  it  possible  for  the  radio  audience  to  hear 
the  true  interpretation  of  their  works.  Also 
many  of  the  selections  presented  were  given 
from  original  manuscript  and  would  never  have 
been  presented  had  it  not  been  for  this  oppor- 
tunity. Hundreds  of  fine  comments  have  come 
to  the  Clark  Music  Co.  about  the  Composers' 
Series,  thus  showing  an  unusual  interest  in  the 
fine  music  presented,  and  no  doubt  the  series 
has  been  to  the  listening  audience  an  aid  in 
understanding  and  appreciating  better  music, 
which  was  the  real  object  of  the  plan.  It  is 
the  idea  of  the  Clark  Music  Co.  to  endorse  and 
encourage  at  all  times  the  study,  appreciation 
and  advancement  of  fine  music  and  the  Compos- 
ers' Series  was  arranged  in  the  hope  that  those 
who  followed  it  would  be  much  benefited  by  it. 
The  Series  was  concluded  on  January  24. 


IN  WIDE  DEMAND 


Model 
489 
1,000 
ohms 
per  vol) 


WHAT  about  instruments  for 
B-Eliminator  operated  sets? 
D.  C.  set  owners,  using  battery 
substitutes,  today  form  a  large  part  of 
your  market.  A  voltmeter  that  will  ac- 
curately check  the  output  of  the  Elim- 
inator is  an  absolutely  essential  require- 
ment for  the  best  performance  of  such 
sets. 

Weston  furnishes  the  ideal  instrument 
for  this  service  in  the  Model  489  Battery 
Eliminator  Voltmeter.  Its  high  internal 
resistance  of  1,000  ohms  per  volt  means  that 
only  0.001  ampere  is  required  for  full 
scale  deflection.  Moderately  priced  for 
an  instrument  of  such  high  quality  and 
reliability,  and  in  great  demand  every- 
where. 

WESTON    ELECTRICAL  INSTRUMENT 
CORPORATION 

190  Frelinghuysen  Ave. 
Newark,  N.  J. 

WESTON 

RADIO 
INSTRUMENTS 


(Continued  from  page  22) 
and  actual  selling  methods  should  be  discussed 
and  intensively  studied.  I  believe  also  that  at 
every  one  of  these  sales  meetings  some  sales- 
man should  be  called  upon  to  actually  go 
through  the  demonstration  and  selling  of  one 
of  the  instruments.  These  demonstrations 
should  be  freely  criticized  by  the  rest  of  the 
organization.  It  is  often  a  "bitter  pill"  for  the 
salesman  to  get  up  in  front  of  the  entire  organ- 
ization and  make  such  a  demonstration,  know- 
ing that  he  is  to  be  severely  criticized.  But, 
nothing  will  help  him  more — and  the  rest  of 
the  organization  as  well. 

This,  too,  will  do  much  to  get  all  salesmen  on 
the  same  selling  track.  It  means  that  if  this 
is  done  consistently  one  man  will  not  be  telling 
a  prospect  one  thing  and  another  salesman  an- 
other thing.  It  makes  for  unity  of  selling  and 
helps  to  eliminate  objectionable  remarks,  man- 
nerisms, etc.,  of  which  the  salesman  himself 
may  not  have  been  conscious.  It  aids  the  sales 
manager  in  determining  the  sales  ability  of  each 
man.  Of  course,  you  cannot  expect  a  salesman, 
under  the  circumstances,  to  give  as  good  a 
sales  talk  or  demonstration  as  he  would  alone 
in  the  room  with  the  customer,  and  allowance 
at  first  must  be"  made  for  that;  but  when  the 
salesman  learns  to  retain  his  poise  and  put  over 
an  effective  demonstration  in  front  of  the  organ- 
ization, then  he  can  certainly  put  over  an  even 
more  effective  one  alone  with  the  customer. 
Exchanging  Ideas 

There  should  be  a  period  set  aside  at  the 
weekly  meetings  for  open  forum — where  ideas 
and  criticisms  of  operating  and  sales  promo- 
tion methods  are  presented  and  discussed.  Many 
fine  ideas  will  come  from  this.  For  the  benefit 
of  those  who  may  be  timid  about  making  criti- 
cisms or  suggestions,  a  suggestion  box  should 
be  installed  in  which  written  suggestions  may 
be  dropped,  either  signed  or  unsigned,  and  read 
in  the  meeting  by  the  sales  manager.  This  last 
plan  will  bring  out  many  things  that  may  not 
come  to  light  otherwise. 

Many  sales  managers  say  that  one  sales 
meeting  a  week  is  sufficient,  but  I  contend  that 
the  short  morning  meeting,  in  addition  to  the 
long  weekly  sales  meeting  will  give  greater  en- 
thusiasm and  better  co-ordination  of  effort  to 
the  entire  organization.  A  salesman  can  run 
down  to  a  pretty  low  ebb  of  enthusiasm  be- 
tween the  weekly  meetings,  but  the  morning 
meeting  keeps  him  constantly  pepped  up  to  the 
highest  point  of  efficiency.  I  liken  the  salesman 
to  a  battery — and  the  morning  meeting  to  a 
trickle  charger  that  keep  him  constantly  charged 
to  the  highest  point  of  enthusiasm. 


Leo  Reisman  to  Give  Concert 


Leo  Reisman  and  His  Orchestra,  exclusive 
Columbia  artists,  will  give  their  first  concert  of 
modern  jazz  compositions  at  Symphony  Hall 
on  Sunday  evening,  February  19.  The  orches- 
tra will  be  augmented  to  forty  musicians  for 
the  occasion.  The  program  will  be  a  varied  one 
with  special  compositions,  current  hit  numbers 
and  a  group  of  dance  tunes  recently  recorded 
for  the  Columbia  catalog. 


Hazeltine  Patent  Suit 


The  Hazeltine.  Corp.  announces  that  an  order 
has  been  signed  by  Judge  Henry  W.  Goddard, 
of  the  United  States  Southern  District  Court, 
to  show  cause  why  the  Electric  Service  En- 
gineering Corp.  should  not  be  enjoined  pending 
final  hearing  from  transferring  or  selling  its 
rights  in  United  States  Patent  No.  1,605,411. 
The  patent  covers  certain  inventions  in  radio 
receiving  apparatus  and  the  order  was  issued 
in  an  action  brought  by  the  Hazeltine  Corp. 
against  the  Electric  Service  Engineering  Corp. 
wherein  plaintiff  seeks  to  have  it  declared  void. 
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UTAH  RADIO  PRODUCTS  CO. 
1615  S.  Michigan  Ave.,  CHICAGO 

The  only  complete  line — 
ranging  from  $10  to  $100 


Coordination  of  Policy 
Factor  in  Success  of  Edgar  Music  Co. 

Tulsa,  Okla.,  Dealer  Has  Built  a  Big  Business  on  Principle  That 
Woolworth  Front  and  Tiffany  Merchandise  Don't  Go  Together 


YOU  can't  put  up  a  Woolworth  front  and 
expect  to  sell  Tiffany  merchandise;  you 
can't  behave  in  a  manner  befitting  a 
Sweeney  and  expect  to  sell  to  Mrs.  Van  der 
Sniff,  of  wealth  and  discrimination. 

That  is  the  basic  principle  back  of  the  rapid 
growth  of  the  business  of  the  Edgar  Music  Co., 
Tulsa,  Okla.  As  the  truth  is  applied  in  the 
firm,  it  is  interpreted  to  mean  that  you  can't 
expect  to  aim  at  one  policy  of  merchandising, 
permit  the  employes  to  aim  at  another — or  aim 
not  at  all — and  hit  the  same  spot.  The  firm  has 
been  built  up  around  the  owner's  plan  of  hiring 
and  handling  his  employes. 

"If  a  chain  is  no  stronger  than  its  weakest 
link,"  says  Tom  Edgar,  founder  and  head  of 
the  concern  bearing  his  name,  "then  a  musical 
merchandising  organization  is  no  better  than 
the  men  who  represent  it  to  the  public.  Re- 
gardless of  what  our  aims  may  be,  the  conduct 
of  the  men  who  come  in  contact  with  the  pub- 
lic most  frequently  is  taken  as  the  standard  of 
our  worth.  The  employes  of  the  firm  are  to  the 
firm  itself,  from  the  viewpoint  of  the  public, 
what  the  front  of  the  store  is  to  the  store  itself. 
Each  creates  the  first  and  most  lasting  impres- 
sion of  the  whole  upon  the  prospective  buyer." 

Believing  explicitly"  in  the  truthfulness  of 
these  ideas,  Mr.  Edgar  has  constantly  borne 
them  in  mind  in  hiring  and  training  the  men 
and  women  who  constitute  the  present  force  of 
eighteen  employes.  The  favorable  results  from 
this  care  crop  out  in  a  number  of  ways. 
Employes  Aid  in  Direct  Mail 
For  example,  the  company  uses  a  personal 
letter  now  and  then  to  send  to  a  list  of  pros- 
pective customers;  and  Mr.  Edgar  believes  that 
the  reason  that  such  letters  generally  have  more 
than  average  pulling  power  is  because  they  are 
prepared  by  the  employes.    The  average  such 


By  Ruel  McDaniel 

letter  is  a  composite  of  what  each  employe,  and 
Mr.  Edgar  himself,  considers  his  best  selling 
letter  and  this  plan  has  proved  practical. 

When  Mr.  Edgar  is  ready  to  send  out  a  let- 
ter featuring  a  certain  line  of  phonographs,  or 


There  is  much  valuable  mer- 
chandising information  in  the 
accompanying  article.  The  Ed- 
gar Music  Co.  has  achieved  a 
marked  success  by  reason  of 
its  sound  policies,  not  the  least 
important  of  which  is  the  man- 
ner in  which  the  firm  gets  the 
co-operation  of  its  employes  in 
planning  sales  campaigns  that 
accomplish  their  object  —  to 
sell  the  carefully  selected  line 
of  instruments  featured.  .  .  . 


playing  up  the  record  department,  he  notifies 
every  employe  of  the  fact,  outlines  the  general 
purpose  of  the  advertising  and  asks  each  man 
and  woman  to  write  what  he  or  she  considers  a 
good  sales  letter  featuring  the  merchandise  to 
be  advertised. 

As  a  result,,  a  variety  of  letters  are  handed  in. 
Some  are  bad,  some  are  fair,  and  some  are 
good.  Even  though  none  of  them  may  be  suit- 
able for  a  letter  as  it  is,  including  the  one  Mr. 
Edgar  prepares  and  hands  in  with  the  rest  of 
them,  almost  always  each  letter  contains  at  least 
one  good  selling  idea. 


At  a  given  time  the  employes  meet  with  Mr. 
Edgar  and  each  letter  is  read,  certain  sentences, 
paragraphs  or  selling  arguments  are  marked, 
discussed,  digested,  and  segregated.  The  let- 
ter Mr.  Edgar  prepares  undergoes  the  same 
critical  dissection  as  those  of  the  employes. 
How  Ideas  Are  Utilized 

"Out  of  this  mass  of  data  and  the  scores  of 
selling  points  advanced,  one  composite  letter 
is  prepared  that  usually  carries  a  full  load  of 
selling  punch,"  says  Mr.  Edgar.  "It  is  only 
natural  that  such  a  letter  is  usually  more  ap- 
propriate than  one  that  any  one  man  could  pre- 
pare. Every  person  thinks  primarily  along  cer- 
tain well-defined  lines.  He  thinks  of  good  sell- 
ing ideas  in  line  with  his  type  of  thinking,  but 
he  overlooks  entirely  good  ideas  that  are  not 
in  keeping  with  his  line  of  thinking.  Thus,  in 
having  all  employes  write  a  sales  letter,  we  get 
all  lines  of  thought  developed.  The  mechanical- 
minded  person  dwells  upon  the  mechanical  su- 
periority of  the  machine.  The  things  he  says 
are  interesting  to  some  prospects;  but  not  to  all. 
Some  people  don't  know  or  care  about  the  me- 
chanical features  of  an  instrument.  They  think 
of  the  beauty,  tone  or  utility  of  the  thing.  So 
do  some  of  our  employes.  Just  as  one  thing 
appeals  to  one  customer  and  something  else 
entirely  different  catches  the  fancy  of  another, 
so  runs  the  tone  of  the  different  letters  written 
by  employes. 

"Obviously  it  is  impossible  to  put  in  all  the 
good  points  found  in  each  letter.  That  would 
make  the  composite  letter  too  heavy.  But 
with  all  this  selling  material  massed,  it  is  pos- 
sible to  form  a  letter  out  of  it  that  is  not  too 
long,  not  too  heavy,  and  at  the  same  time 
broad  enough  and  convincing  enough  in  its 
appeal  to  catch  the  fancy  of  a  wide  circle  of 
prospects. 

"But  in  order  to  induce  employes  to  co- 
operate in  this  manner,  it  is  necessary  to  con- 
vince them  that  their  services  are  really  ap- 
preciated and  to  work  with  them  as  one  of 
them.  I  believe  that  one  of  the  biggest  factors 
in  their  willingness  to  help  in  the  preparation 
of  sales  letters  is  my  preparing  a  letter  and 
making  it  go  through  the  same  process  of  criti- 
cal slashing  and  bisecting  as  the  rest  of  the 
letters.  They  have  come  to  know  that  I  do 
not  want  them  to  hesitate  to  criticize  a  letter 
just  because  it  happens  to  be  mine,  through  my 
continual  insistence  that  they  consider  it  in 
exactly  the  same  light  that  they  do  those  of 
the  other  employes." 

Some  of  the  best  merchandising  ideas  used  in 
the  store  to-day  are  those  suggested  by  em- 
ployes; and  they  make  such  suggestions  be- 
cause they  were  hired  and  trained  to  do  so. 
Training  in  Constructive  Thinking 

"The  first  stage  in  such  training,"  declares 
Mr.  Edgar,  "is  in  breaking  down  the  first  timid- 
ity of  the  employe  and  inducing  him  to  think 
independently,  then  to  express  his  thoughts  to 
us.  But  that  is  only  a  starter.  We  found  it 
comparatively  easy  to  get  employes  to  make 
half-baked  suggestions  after  we  had  conquered 
their  timidity;  but  a  suggestion  for  the  adop- 
tion of  a  certain  plan  is  of  little  value  without 
a  complete  plan  for  its  adoption. 

"The  average  of  our  employes  to-day  does  not 
come  to  us  with  a  suggestion  for  the  improve- 
ment of  the  business  unless  he  also  has  with 
him  a  plan  for  adopting  the  suggestion.  To-day 
{Continued  on  page  27) 


BEAUTY 

is  selling  radio 
today 


THE  Splitdorf  line  alone  meets  the  re- 
quirements of  the  new  market  in  radio 
which  demands  a  radio  receiver  as  good  to 
look  at  as  it  is  to  listen  to. 

The  new  Splitdorf  Receivers  are  designed 
from  the  most  beautiful  models  of  period 
furniture  and  are  the  only  receivers  offered 
today  that  combine  decorative  value  with 
superlative  radio  performance. 

Twelve  models  priced  from 

$45  to  $800 

Splitdorf  Radio  Corporation 

Subsidiary  of  Splitdorf-Bethlehem  Electrical  Company 


Newark, 


New  Jersey 


THE  LORENZO — A  magnificent  Italian  Renais- 
sance model — equipped  with  the  new  Splitdorf 
all-electric  receiver,  operating  directly  from  a  light 
socket  without  batteries.  No  acids  or  eliminators. 
List  price,  with  built-in  loud  speaker,  $350. 
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REMAND  the  Improved  VAL-PHQNIC  Re< 
lueer  for  amy  machine  at 
's  eye !  A  safe  and  sere  aim,  with  astound* 
ingly  pleasing  results* 

Since  its  evolution,  the  Improved  VAL^PHONIC 
Reproducer  has  been  very  carefully  watched,  and 
every  little  improvement  possible  added.  Result, 
the  most  perfect  reproducer  ever  yet  produced. 
Reasons  can  be  listed  endlessly,  why  this  and  none 
other  should  be  featured,  but  all  we  ask  is  that 
you  give  this  product  its  merited  test,  and  you  will 
soon  vision  it,  praise  it,  push  it,  display  it,  sell  it ! 

We  are  willing  to  convince  you.  Just  afford  us  the  opportunity 


All  the  world  knows  a  genuine  VALLEY  FORGE  main 
spring.  This  is  a  branch  of  our  line  of  which  our  organ- 
ization is  justly  proud.  Have  you  ordered  your  require- 
ments of  this  non-jump,  double  polished,  special  wrapped, 
individually  boxed  product? 


A.FISCHER,  COMPANY 


PHILADELPHIA  •  USA 


Jill 
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"Follow  the 
Leaders" 


The  leading  manufacturers,  the  leading  dealers — and 
the  leading  distributor.  Here's  a  combination  hard  to 
beat. 

Right  here,  in  and  about  New  York  City,  over  2,000 
dealers,  among  them  many  of  the  leaders  in  the  indus- 
try, are  using  the  Blackman  Distributing  Company  as 
a  source  of  supply  for  their  radio  products  and  acces- 
sories, because  they  know  that  the  manufacturers  of  the 
Blackman  products  are  thoroughly  reliable,  that  Black- 
man  as  a  distributing  organization  is  dependable. 

The  Blackman  dealers  are  in  practically  every  corner  of 
the  metropolitan  district — in  the  tenement  neighbor- 
hood, the  apartment  house  localities  and  in  the  sections 
in  which  private  homes  of  the  better  class  abound, — 
dealers  who  find  in  the  Blackman  line  the  requirements 
of  their  individual  localities  their  individual  customers. 

If  you  would  be  safe  in  establishing  a 
source  of  supply  for  your  business, 
follow  the  leaders. 


WHOLESALE  DISTRIBUTORS 
VICTROLAS    -    RADIO   —  ACCESSORIES 


DISTRIBUTING  CO.,  inc. 

28-30  W.  23rd  St..  New  York,  N.  Y. 


"Follow  the  Leaders"  is  an  excerpt 
from  a  very  important  mailing 
campaign  we  have  just  inaugu- 
rated. Are  you  on  our  mailing 
list? 
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Model  110 
35"  wide— 34"  high 
22"  deep 


makes  them  the  greatest 
Phonograph  "buy"  on 
the  market  today. 

QUALITY  that  can  be 
sold  at  a  PRICE!  Posi- 
tive turnover.  Positive 
PROFIT! 

15  POPULAR  SELLING  MODELS. 
Consoles,  Consolettes,  Uprights. 
Beautifully  designed,  splendidly 
finished. 

The  New  Phonic  principle  of  tone 
creation  at  its  BEST.  Every  tone 
frequency  marvelously  reproduced. 


Many  models 
equipped  with 
New  Type 

UNITED  MOTOR 

smooth  running 

and  noiseless; 
playing  capacity 
5  records 


AQENTS  WANTED 
for  choice  territory 
still  available. 

WRITE  FOR 
BOOKLET  AND 
PRICE  LIST. 


Model  75 

36"  high,  20"  wide,  21"  deep 


Player-Tone  Talking  Machine  Company 

Office  and  Sales  Rooms:  632  Grant  St. 
PITTSBURGH,  PA. 


Model  90 
41"  high,  21"  wide,  21"  deep 
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What  Sells  Portables? 

and 

What  Keeps  Them  Sold? 


PRICE  REDUCTION 

Pal    De   Luxe  —  the  popular 
model  pictured  here — has  been 
reduced  in  price  ^amqq 
so  as  to  retail  at 

A  De  Luxe  machine  in  every  sense 

of    the    word  rich   in  appearance, 

with  a  tone  quality  that  is  unusually 
fine,  due  to  the  forty-inch  tone 
chamber. 


Fine  Appearance? 

Pal  has  it! 

Rugged  Construction? 

Pal  has  it! 

Perfect  Performance? 

Pal  has  it! 

Excellent  Tone  Quality? 

Pal  has  it! 

Exceptional  Mechanism? 

Pal  has  it! 

Enviable  Reputation? 

Pal  has  it! 


Most  Important  of  All 

Will  it  stand  the  "Gaff" 
after  your  customer  takes 
it  home  and  uses  it — and 
uses  it — and  uses  it?  PAL 
WILL!  That's  why  PALS 
are  so  popular  and  easy  to 
sell!  Eight  years  of  severe 
test  have  proved  it! 


8  Models  for  You  to 
Choose  From 

Ranging  in  price  from  the 
smallest  real  phonograph 
made.  Pal  Kompact  which 
retails  at  $10.00,  to  Pal 
Supreme,  the  sensational 
new  model  which  retails 
at  $30.00 


Write  for  Complete  Details 
of  Our  New  Line! 


Plaza  Music  Co. 


10  West  20th  Street 


New  York,  N.  Y. 
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Factor  in  the  Success 

of  the  Edgar  Music  Go. 

{Continued  from  page  26) 
a  man  comes  to  us  with  the  assertion  that  he 
believes  it  would  help  if  we  would  so-and-so. 
Then  he  tells  exactly  why  he  thinks  it  would  be 
a  good  plan,  and  how  he  would  put  it  into  prac- 
tice. Requiring  the  men  to  do  that  eliminates 
a  lot  of  idle  talk  just  to  try  to  prove  that  the 
talker  has  the  interest  of  the  firm  in  mind,  and 
it  encourages  really  constructive  thinking.  Any 
average  person  can  find  flaws  with  a  merchan- 
dising program;  but  it  requires  constructive 
thinking  to  find  practical  remedies  for  the  flaws 
thus  found." 

Employes  Taken  From  Other  Fields 

The  reason  that  it  is  possible  for  the  firm  to 
have  such  an  organization  is  because  most  of 
the  men  and  women  were  employed  from  other 
fields  of  selling  or  endeavor  and  trained  to 
function  in  line  with  the  company's  policy. 

The  assistant  manager  of  the  company  was 
formerly  a  tool  dresser  in  the  oil  fields.  He 
liked  musical  instruments  much  better  than 
wrenches  and  files  and  hack-saws.  One  day 
when  Mr.  Edgar  mentioned  to  the  young  man's 
employer  that  he  was  looking  for  a  man  who 
could  be  developed  into  a  good  salesman,  the 
employer  recommended  this  chap.  When  he 
came  in  to  see  Mr.  Edgar  about  the  job  they 
talked  about  nearly  everything  else  but  selling 
phonographs.  Mr.  Edgar  liked  the  prospective 
salesman,  but  he  was  not  certain  whether  or 
not  he  had  as  much  determination  as  he  wanted 
him  to  have.  Finally  he  offered  the  young  man 
a  ridiculously  low  salary,  to  see  what  reaction 
it  would  create.  The  applicant  considered  the 
offer  nothing  less  than  an  insult  to  his  ability 
and  intelligence,  and  he  did  not  hesitate  to  say 
so.    He  got  the  job  forthwith. 

Another  youngster  who  has  turned  out  to 
be  a  good  salesman  formerly  worked  in  an  au- 
tomotive jobbing  house;  but  he  liked  musical 
merchandise  and  applied  for  a  job.  He  got  it 
because  he  seemed  willing  to  learn  the  business. 
Form  of  Compensation 

The  men  work  on  salary,  whether  they  sell 
on  the  floor,  follow  up  leads,  or  do  straight 
canvassing,  as  some  of  them  do  occasionally. 
They  are  offered  no  bonuses  or  commissions 
except  occasionally  when  Mr.  Edgar  has  a  cer- 
tain type  of  machine  which  he  wishes  to  dis- 
pose of  quickly;  then  he  offers  a  special  bonus 
to  every  man  who  sells  one  of  the  machines. 


Reynold's  Music  House,  21  South  Palafox 
street,  Pensacola,  Fla.,  which  until  recently 
carried  the  Victor  line  exclusively,  has  added 
leading  makes  of  radio  receivers  and  phono- 
graphs to  its  merchandise.  


THE  INSIDE 
BACK  COVER 

OF 

This  issue  of 
The  WORLD 

has  a  very  important 
message  for  phonograph 
manufacturers  and 
dealers. 

Read  it 
Carefully 


Crosley  Station  Celebrates 

Its  Seventh  Anniversary 

Sixty-tv/o  Hours  of  Continuous  Broadcasting 
Mark  the  Seventh  Birthday  Anniversary  of 
Station  WLW — Powel  Crosley  Speaks 


Cincinnati,  O.,  February  6. — The  seventh  birth- 
day anniversary  of  broadcasting  station  WLW, 
owned  and  operated  by  the  Crosley  Radio  Corp., 
of  this  city,  was  fittingly  celebrated  by  sixty- 
two  hours  of  continuous  broadcasting,  which, 
it  is  believed,  established  a  world's  record. 
WLW  went  on  the  air  on  Friday,  January  27, 
at  8  a.  m.  and  there  was  no  break  in  the  broad- 
casting until  Sunday,  January  29,  at  10  p.  m. 

More  than  230  musicians  and  entertainers 
were  heard  from  the  studios  of  WLW  during 
the  celebration  and  150  more  were  heard  by  re- 
mote control  in  chain  programs.  The  Cincinnati 
Symphony  Orchestra,  under  the  direction  of 
Fritz  Reiner,  was  heard  during  the  celebration 
program,  as  were  representatives  of  all  other 
of  the  city's  musical  institutions. 

Powel  Crosley,  Jr.,  president  of  the  Crosley 
Radio  Corp.,  officially  dedicated  the  birthday 
program  after  the  station  had  been  on  the  air 
for  twelve  hours.  He  made  a  brief  address 
from  his  home  where  WLW  first  went  on  the 
air  seven  years  ago  as  an  experimental  sta- 
tion. He  also  spoke  during  the  Bandbox  hour 
on  Sunday,  January  29,  when  he  reviewed  the 
history  of  WLW  and  of  broadcasting. 


Possible  Reception  Disturb- 
ances Are  Listed  by  Fada 

Fada  Service  Department  Gives  Five  Possible 
Causes  of  Reception  Disturbances  From  Farm 
Lighting  and  Isolated  Stations 


Five  possible  causes  of  reception  disturbances 
from  farm  lighting  and  isolated  gasoline  electric 
generating  stations  are  given  by  the  service  de- 
partment of  Fada  Radio  as  follows:  Spark  at 
spark  plug  of  engine;  spark  at  distributor; 
sparks  in  relays  and  governing  mechanisms; 
sparking  at  commutator  of  generator  and 
motors  or  other  appliances  connected  to  the 
load.  These  disturbances  affect  the  receiver  by 
producing  noises,  and  the  proper  methods  of 
eliminating  this  sort  of  interference  are  ex- 
plained in  a  bulletin  which  is  available  to  all 
Fada  dealers. 


Gramophone  Exhibit 

One  of  the  most  interesting  sections  of  the 
National  Museum,  Washington,  D.  C,  is  that 
devoted  to  an  historical  exhibit  of  His  Master's 
Voice  gramophones,  invented,  designed  and  pre- 
sented by  Emile  Berliner,  inventor  of  the  first 
disc  gramophone.  The  exhibit  contains  first 
records  and  first  instruments  complete  from 
1887  to  1904,  each  instrument  and  each  record 
showing  a  distinct  step  forward  in  the  talking 
machine  art. 


Enjoyed  Vacation  in  South 

Paul  B.  Klugh,  vice-president  and  general 
manager  of  the  Zenith  Radio  Corp.,  accom- 
panied by  his  family,  is  back  in  Chicago,  fol- 
lowing a  two  weeks'  vacation  in  Florida.  The 
Zenith  Radio  Corp.  has  enjoyed  remarkable 
success  under  Mr.  Klugh's  direction,  and  this 
well-earned  vacation,  the  first  in  three  years, 
gave  this  popular  and  busy  executive  a  much 
needed  rest. 


Suffered  Fire  Loss 


The  Conn-Portland  Music  Store,  Portland, 
Ore.,  suffered  recently  from  a  fire  that  caused 
almost  a  complete  loss  of  stock. 


I928's  Fastest  Selling 
Radio  Combination 


with 


Atwater  Kent 

37  A.  C, 


Big  sales  of  Red  Lion-Atwater 
Kent  combinations  in  1927 
proved  the  popularity  of  medi- 
um priced  sets.  And  1928  will 
be  even  better. 

The  unusual  combination  of  a 
handsome,  useful  Red  Lion 
Cabinet  and  a  famous  Atwater 
Kent  A.  C.  Set  makes  a  real 
business-getter. 

Your  Atwater  Kent  Distribu- 
tor can  supply  you  with  Red 
Lion  Cabinets  in  desk,  console 
chest  types  for  the  new  At- 
water Kent  Model  37  A.C. 
Radio. 

But  this  will  in  no  way  inter- 
fere with  the  regular  line  of 
cabinets  for  Atwater  Kent 
Models  35,  30,  33. 

One  of  these  ideal  combina- 
tions is  shown  above — Red 
Lion  Cabinet  with  Red  Lion 
Built-in  Speaker  using  the 
Atwater  Kent  Unit  and  an 
Atwater  Kent  Model  37  A.C. 
Set— retails  for  $133. 


Write  for  full  particulars 
of  our  new  models  and  our 
new  merchandising  program 


RED  LION 
CABINET  COMPANY 

Red  Lion,  Pa. 


Money-Making  Suggestions 
(or  Ambitious  Merchants 

Owners  of  Battery  Sets  Are  Prospects  for  A.C.  Receivers — Do  Your  Record  Clerks  Know  What 
They  Are  Selling? — What  One  Dealer  Suggests — Make  Your  Store  a  Community 
Center — Do  You  Co-operate  With  the  Manufacturers  You  Represent? 


There  is  much  discussion  in  radio  circles  at 
the  present  time  as  to  the  future  of  the  battery- 
operated  radio  receiver.  There  can  be  no  doubt 
that  sets  operated  from  the  lighting  current 
are  steadily  winning  more  favor,  and  with  new 
models  of  A.C.  operated  receivers  being  an- 
nounced by  the  manufacturers  almost  daily, 
dealers  are  wondering  what  will  happen  to  those 
sets  requiring  batteries  which  they  have  in 
stock.  Reflection  will  show,  however,  that  the 
market  for  battery  units  is  far  from  being  satu- 
rated. The  same  story  was  told  some  few  years 
ago  when  the  new-type  phonograph  was  intro- 
duced and  dealers  put  themselves  to  a  lot  of 


useless  worry.  Nevertheless  the  instruments 
were  disposed  of.  There  are  still  many  homes 
that  are  not  wired  for  electricity.  There  are 
many  homes  the  house  current  of  which  is  D.C. 
and  not  A.C,  and  there  are  many  people  who 
will  continue  to  buy  battery  sets  for  reasons  of 
their  own.  Forget  the  pessimistic  angle  and 
look  on  the  brighter  side.  Think  of  what  the 
new  power-operated  sets  will  mean.  Not  only 
new  customers  but  resales  to  those  who  now 
own  battery  sets.  These  customers  know  the 
appeal  of  radio;  they  will  not  be  without  one, 
and  with  them  the  dealer's  problem  is  half 
solved.  He  does  not  have  to  picture  the  de- 
lights of  radio;  that  they  already  know.  He  must 
simply  point  out  the  desirable  features  of  the 
electric  set  and  the  job  is  done.  Just  remember: 
there  will  still  be  a  demand  for  the  battery  sets 
and  the  electric  sets  will  appeal  to  new  custom- 
ers and  to  the  old.  There  is  nothing  dismal 
about  the  outlook,  it  is,  instead,  bright  and 
shining  for  the  aggressive  dealer. 

Know  Your  Record  Stock 

A  leaflet  was  recently  sent  Victor  dealers  by 
the  Victor  Talking  Machine  Co.,  captioned  "Is 
your  head  in  the  catalog  or  the  catalog  in  your 
head?"  The  writer  then  went  on  to  tell  of  two 
instances  of  record  sales  girls  typifying  the  two 
classes,  one  who  recognized  musical  titles  and 
could  supply  the  needs  of  a  customer  and  the 
other  who  has  immediate  recourse  to  a  catalog 
upon  practically  every  request  for  a  record. 
There  can  be  no  doubt  but  that  the  record 
salesman  or  saleswoman  who  has  a  knowledge 
of  what  he  or  she  is  selling  has  a  decided  ad- 
vantage over  the  one  who  can  merely  fill  an 
order.  This  does  not  mean  that  every  record 
clerk  must  be  a  musician  and  have  an  exhaustive 
knowledge  of  the  great  composers,  their  lives 
and  works.  Everyone  should,  however,  be  able 
to  classify  the  different  types  of  music  and  if  a 
customer  asks  for  a  certain  record  the  clerk 
should  be  able  to  suggest  other  records  of  a 
similar  nature;  record  clerks  should  also  be  fa- 
miliar with  the  titles  of  classical  and  standard 
selections,  and  with  the  variations  of  the  titles. 
A  saleswoman  who  inquires  if  the  customer 
wants  anything  else  has  the  right  intentions  in 
trying  to  increase  the  sale,  but  how  much  better 
if  instead  she  were  able  to  suggest  merchandise 
which  would  have  an  appeal.  Clerks  in  other 
lines  of  trade  do  so  at  all  times,  why  not  the 
record  clerk? 

A  Dealer  Suggests 

A  prominent  Western  music  dealer  of  many 
years'  experience  recently  made  some  sugges- 
tions for  his  fellow  dealers  which  are  well- 
worth  reproducing  here.  They  are:  "Limit  your 
trade-in  allowance  on  phonographs  and  radio 
from  5  per  cent  to  10  per  cent  of  the  marked 
price  of  the  new  instrument.  Pay  salesmen  on 
a  fair  plan  that  rewards  for  good  service  and 
penalizes  for  mediocre  or  poor  service.  With 
present  "overhead"  dealers  selling  nationally 
priced  phonographs  and  radios  cannot  afford  to 
pay  over  8  per  cent  commission  for  first  class  or 
"par  sales."  Each  step  below  a  par  sale  should 
cost  the  salesman  1  per  cent,  and  where  two 
salesmen  work  together  on  a  sale  it  should  be 
split  fifty-fifty.  A  "par  sale"  is  one  closed  by 
the  salesman  without  assistance  at  regularly 
marked  prices,  for  cash  within  thirty  days,  noth- 
ing to  be  taken  in  trade,  no  discounts,  credits, 
premiums  or  expenses  allowed,  no  outside  com- 
missions to  be  paid.  A  "below  par  sale"  is 
one  where  (a)  a  time  sale  runs  over  thirty  days, 
(b)  over-time  sales  are  those  exceeding  fifteen 
months  on  phonographs  and  combination  units 
and  ten  months  on  radios,  (c)  trade-in  or  spe- 


cial credit  allowance  sales,  (d)  over-trade-in  or 
over-credit  allowance  sales  are  those  where  the 
amount  allowed  exceeds  maximum  trade-in  per- 
centages of  10  per  cent  for  used  phonographs, 
provided  the  allowance  figure  does  not  exceed 
one-half  the  resale  price  of  the  trade-in.  The 
weekly  drawing  account  of  a  salesman  should 
be  fair  and  liberal,  but  not  exceed  one-half  to 
two-thirds  of  his  probable  earning  capacity,  be- 
cause surplus  earnings  should  always  be  pay- 
able the  tenth  of  the  month." 

Service  Pays 

It  will  be  readily  admitted  that  the  public 
appreciates  service,  so  it  naturally  follows  that 
the  merchant  who  gives  the  best  service  will 
prosper  the  most  through  the  public's  apprecia- 
tion. How  does  your  store  rate  in  the  manner 
of  giving  service  to  the  customers  and  prospec- 
tive customers  in  your  vicinity?  Not  service 
as  regarded  only  with  reference  to  caring  for 
an  instrument  that  has  been  sold,  but  service  of 
all  kinds.  If  two  people  are  to  meet  in  the  vicin- 
ity of  your  store,  will  they  select  vour  establish- 
ment as  a  place  of  meeting?  If  a  lecture  or 
musical  event  is  to  take  place  does  your  store 
act  as  a  ticket  agency?  If  a  customer  desires 
some  information  regarding  where  to  purchase 
an  item  of  merchandise  other  than  musical  in- 
struments, are  your  salespeople  capable  and  will- 
ing to  give  the  desired  information?  The  music 
store,  because  of  the  very  nature  of  the  mer- 
chandise it  sells,  should  be  more  than  a  mere 
establishment  where  goods  are  bought  and  sold. 
It  should  be  a  neighborhood  center  where  the 
public  is  always  welcome,  whether  the  customer 
intends  to  purchase  anything  at  the  moment  or 
not,  for,  rest  assured,  if  the  prospective  buyer 
feels  at  home  in  your  store  he  will  come  there 
when  the  need  arises  for  purchasing  anything 
musical. 

Co-operate  and  Benefit 

Practically  every  talking  machine  and  radio 
dealer  carries  anywhere  from  six  to  a  dozen 
products  made  by  different  manufacturers  and, 
as  a  consequence,  receives  a  large  amount  of 
mail  matter,  designed  to  inform  him  of  new 
products,  or  of  methods  and  means  to  help  him 
sell  the  merchandise  on  his  shelves.  This  ma- 
terial, if  prepared  by  skilled  experts — and  the 
preparation  of  it  costs  many  thousands  of  dol- 
lars— should  merit  the  attention  of  the  dealer 
for  whom  it  is  designed.  That  many  dealers  do 
not  bother  to  read  this  material  is  well  known, 
and  proof  of  it  is  given  in  an  item  which  re- 
cently appeared  in  the  Voice  of  the  Victor,  the 
house  organ  of  the  Victor  Talking  Machine 
Co.,  which  told  how  three  organizations  han- 
dling Victor  products  had  returned  consignments 
of  a  certain  record  to  the  factory  with  the  pro- 
test that  the  records  were  defective.  It  seems 
that  the  portion  of  the  record  they  thought  de- 
fective was  a  novelty  arrangement  part  of  the 
selection  and  really  heightens  the  record's  ef- 
fectiveness. The  advance  record  bulletin  and 
the  regular  record  supplement  both  made  spe- 
cial note  of  this  effect.  This  is  but  one  instance. 

Tie-ups  Bring  Profits 

Are  you  enjoying  the  maximum  benefits  from 
visits  of  recording  artists  to  your  local  thea- 
tres? A  glance  at  the  news  letters  in  The  Talk- 
ing Machine  World  each  month  usually  shows 
that  in  more  than  one  city  live  dealers  are 
profiting  from  having  vaudeville  artists  make 
personal  appearances  at  their  stores,  autograph- 
ing records  and  perhaps  singing  a  selection  or 
two  that  they  recently  recorded.  How  about 
your  store?  Have  you  arranged  for  any  such 
personal  appearances?  When  a  popular  artist 
appears  at  the  theatre  in  your  vicinity,  do  you 
send  an  announcement  to  your  mailing  list  that 
the  records  of  the  artist  are  available  at  your 
store?  Do  you  arrange  your  window  display 
with  a  photograph  of  the  artist  and  an  an- 
nouncement concerning  his  latest  recordings? 
Opportunities  such  as  these  should  be  utilized 
by  every  dealer,  for  it  is  by  taking  advantage 
of  every  effective  avenue  for  increasing  sales 
that  the  volume  reaches  a  satisfactory  total. 


"Here's  the  best 
aerial  to  use 
with  that  set 
you've  bought 

Just  connect  it  to  your  set  and  plug  into  the 
nearest  light  socket.  This  little  device  uses 
absolutely  no  current,  requires  no  lightning 
arrester,  and  cuts  static  down  to  almost  zero. 
You  will  get  the  same  perfect  reception  as 
you've  just  listened  to  here — because  we  always 
demonstrate  with  the  Dubilier  Light  Socket 
Aerial.    Expensive?   No,  sir!    Only  $1.50." 

More  dealers  than  you  can  count  are  show- 
ing off  their  receivers  to  best  advantage  with 
this  unique  aerial,  and  then  selling  them  at 
good  profit  with  every  set.  Others  are  in- 
cluding the  Dubilier  Light  Socket  Aerial  in 
the  purchase  price  of  equipped  sets  as  an 
added  inducement.  Have  you  tried  out  either 
of  these  plans?  If  you're  not  equipped  to 
collect  on  this  nationally  advertised  aerial, 
phone  your  jobber  today  for  a  trial  supply. 
Packed  individually  in  attractive  counter  dis- 
play cartons  of  ten.  They  are  available 
through  any  good  radio  distributor. 

Dubilier  Condenser  Corp. 

4377   Bronx   Blvd.  New  York 

Dubilier 

LIGHT-  SOCKET  AERIAL 
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Radio   is  better   with   Battery  Power 


W^hy 

pay  for  waste 
space  ? 

Buy  the 

EvEREAWY 

Layerbilt 

-it's  every  inch  a  battery 


lhti    Evrreatty    Layvrbtlt,  ffie 


l/r«    nils;    //■••  In 


IN  DRY  cell  "B"  batteries  made  up  of  cylin- 
drical cells  more  than  one-third  of  llie  space 
is  wasted.  That's  inevitable.  No  matter 
how  closely  you  pack  a  group  of  cylinders, 
there  always  will  be  spaces  between  them. 
Usually  these  spaces  are  filled  in  with  pitch  or 
other  substances,  to  prevent  movement  of  the 
cells  during  shipment  and  breakage  of  the 
wires  connecting  cell  to  cell. 


Think  of  it  —  over  a  third  of  the  space 
inside  the  ordinary  battery  is  filled  with  inert 
packing  material! 

In  the  Eveready  Layerbilt  "B"  Battery  No. 
486  there  are  no  waste  spaces  between  the 
cells  and  no  useless  materials.  Instead  of 
cylindrical  cells,  this  extraordinary  battery 
uses  flat  cell-..  It  is  built  in  layers  and  as- 
sembled under  pressure  into  a  solid  block. 

Electrical  connection  between 
cell  and  cell  is  automatic,  by 
pressure  of  the  entire  side  of 
each  cell  against  it>  neighbor. 

The  most  surprising  thing 
about  this  construction  is  that 
it  actually  makes  the  active  ma- 
terials more  efficient.  A  given 
weight  of  them  produces  more 
current,  and  lasts  longer,  than 
the  same  amount  when  put  in 
the  cylindrical  cell  form.  This 
was  the  unexpected  result  of 
researches  into  methods  of 
utilizing  the  hitherto  waste 
spaces.  Scientists  now  know 
that  the  flat  shape  is  the  most 
efficient  form  for  the  cells  in 


a  "B"  battery.  No  wonder  the  Layerbilt  is 
the  longest  lasting  and  therefore  most  conve- 
nient and  economical  of  all  the  Eveieadys. 

Only  Eveready  makes  the  Layerbilt.  Its 
exclusive,  patented  construction  is  Eveready's 
greatest  contribution  to  radio  enjoyment, 
giving  new  economy  and  convenience  to  bat- 
tery users.  The  Layerbilt.  of  course,  prov  ides 
Battery  Power — silent,  reliable,  independent, 
guarantor  of  the  best  reception  of  which  your 
receiver  is  capable.  For  modern  sets,  use 
the  Eveready  Layerbilt. 
NATIONAL  CARBON  COMPANY,  Inc. 
New  York  San  Francisco 


»hl  i>  Eveready  Hour  .Night 


The    air    is    full  of 


Ertil  <>/  the  Rockies 
9  P.  81.,  Easicrn  Standard  Time 
Through  W"EAF  and  associated  N.  B.  C.  stations 

On  the  Pacific  Count 
8  P.  M..  Pacific  Standard  Time 
Through  N.  B.  C.  Pacific  Coa^t  network 

Radio  Batteries 

■■■■HHHMb*  -they  last  longer 

things    you    shouldn't  miss 


This  is  the  February  consumer  advertisement,  appearing  in  The 
Saturday  Evening  Post,  February  4th,  and  in  many  other  national 
publications,  to  assist  you  in  selling  Eveready  Radio  Batteries. 
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William  L.  Jacoby  Discusses  Selection  of 

Personnel  for  a  Business  Organization 

President  of  the  Kellogg  Switchboard  &  Supply  Co.,  of  Chicago,  111.,  Outlines  Methods  of  Select- 
ing Men  in  the  Interests  of  Harmony  and  Efficiency  of  Operation 

sought  than  individual  brilliance,"  said  Mr. 
Jacoby.  "A  company  may  have,  as  the  heads 
of  its  various  departments,  men  who  are  leaders 
in  their  respective  fields,  but  unless  they  are 
working  together  for  a  common  cause,  they  are 
less  valuable  than  a  closely  knit  organization  of 
more  mediocre  men." 

Mr.  Jacoby  then  explained  that  in  building 
an  organization  he  sought  men  who  regard  the 
progress  of  a  business  above  personal  gain, 
men  who  would  "mesh  in"  with  other  depart- 
ment heads  and  with  members  of  their  own 
departments.  Because  of  this  his  judgment  in 
selecting  a  man  is  affected  by  the  other  men  in 
the  department  in  which  he  is  to  work. 

Character  and  force  are  the  qualities,  in  addi- 
tion to  a  desire  to  co-operate  which  Mr.  Jacoby 
considers  most  important  in  selecting  a  man. 
Character,  while  a  general  term  in  this  instance, 
means  reliability  and  the  keeping  of  one's  word 
and  countless  other  traits  which,  while  not 
easily  defined,  leave  a  deep  impression.  By 
force,  Mr.  Jacoby  means  aggressiveness,  di- 
rected in  the  right  channels. 

In  his  business  career,  Mr.  Jacoby  has  been 
connected  with  eight  different  companies, 
seven  of  which  he  has  served  as  president. 
These  include  the  Inter-Ocean  Steel  Co., 
American  District  Telegraph  Co.  and  seventy 
other  subsidiaries  of  the  Western  Union  Tele- 
graph Co.  and  the  Mitchell  Motors  Co.  He  has 
been  directing  head  of  the  Kellogg  organization 
for  less  than  a  year  but  the  soundness  of  his 
policies  has  been  concretely  demonstrated. 

Praise  Unit  Construction 

of  Federal  Ortho-sonic 

The  Federal  Radio  Corp.,  Buffalo,  N.  Y.,  has 
received  many  letters  of  commendation  on  the 
so-called  "unit  construction"  method  practiced 
in  the  manufacture  of  Federal  Ortho-sonic  re- 
ceivers. In  these  sets  each  R.  F.,  A.  F.,  and 
input  unit  is  assembled  separately,  complete 
except  for  the  bus  system,  and  they  are  indi- 
vidually tested. 
It  is  therefore  a  simple  matter,  where  any 

We  take  pleasure  in  announcing  that 

FRANK  V.  GOODMAN 

has  joined  our  company  as 

General  Sales  Manager 

Radio  Division 

For  many  years  he  has  been  associated  with  the  Sonora  Phonograph  Co. 
as  General  Sales  Manager  and  Director  and  has  established  a  reputation 
for  sound  and  well-organized  merchandising  methods. 

We  feel  sure  that  this  announcement  will  not  only  be  welcome  news  to 
his  friends  in  the  industry  but  also  an  indication  of  our  intentions  to 
still  further  strengthen  our  mutually  profitable  relationship  with  the 
thousands  of  successful  dealers  already  associated  with  Bosch  Quality 
Radio  Products. 

AMERICAN  BOSCH  MAGNETO  CORP. 

Springfield,  Mass.  •  New  York,  N.  Y.  -  Chicago,  111.  -  San  Francisco,  Cal.  -  Detroit,  Mich. 


The  selection  of  a  personnel  for  an  organiza- 
tion is,  beyond  a  doubt,  one  of  the  most  im- 
portant factors  in  the  success  of  a  concern, 
whether  retail,  wholesale  or  manufacturing. 
The  men  who  represent  a  product,  whether 
they  are  in  the  production  end,  in  the  office  or 
on  the  selling  line,  can  to  a  great  degree  make 


W.  L.  Jacoby 

or  break  the  merchandise  they  represent.  It  is 
important,  then,  that  in  selecting  men,  attention 
should  be  given  to  ascertaining  whether  or  not 
the  applicants  possess  the  proper  qualifications 
to  make  them  valuable  members  of  the  organi- 
zation. 

William  L.  Jacoby,  president  of  the  Kellogg 
Switchboard  &  Supply  Co.,  of  Chicago,  111., 
makers  of  Kellogg  radio,  has  decided  opinions 
on  this  important  phase  of  business  which  he 
has  put  in  effect  in  his  organization.  In  an 
article  entitled  "Tests  for  Selecting  Men,"  writ- 
ten by  John  L.  Scott  and  appearing  in  a  recent 
issue  of  Sales  Management,  Mr.  Jacoby  out- 
lined his  views. 

"It  has  been  one  of  my  cardinal  rules  of  busi- 
ness that  harmony  and  co-operation  between 
members  of  an  organization  are  more  to  be 


one  stage  requires  service,  to  replace  it  by  an- 
other single-stage  unit  of  similar  characteris- 
tics, keeping  the  set  in  use  while  the  defective 
stage  is  repaired.  In  addition,  the  liability  of 
these  sets  to  defects  is  greatly  reduced  by  the 
fact  that  each  stage  is  exhaustively  tested  be- 
fore the  complete  chassis  is  assembled.  After 
assembly  the  complete  receiver  is  again  tested, 
giving  a  double  check  on  each  unit.  The  re- 
sulting immunity  of  Federal  Ortho-sonic  radio 
to  subsequent  weaknesses  has  been  praised  by 
many  well-known  radio  men.  The  following 
letter  from  Robert  R.  Nordstrom,  service  man- 
ager of  Silas  E.  Pearsall  Co.,  New  York  Federal 
wholesaler,  is  typical: 

Gentlemen : 

You  will  no  doubt  be  pleased  to  know  of  the  ease  we 
are  enjoying  in  our  servicing  of  Federal  Ortho-sonic 
receivers. 

Although  we  are  maintaining  a  surprisingly  small  force 
of  service  men,  we  have  no  difficulty  in  keeping  the  great 
number  of  Ortho-sonic  receivers  in  our  territory  in  good 
working  order. 

I  must  confess  I  was  quite  surprised  to  find  the  new 
Electric  sets  required  service  on  less  than  3  per  cent  of 
all  those  shipped. 

Allow  me  to  congratulate  you  on  the  good  engineering, 
sturdy  construction  and  excellent  performance  of  the 
Ortho-sonic  receivers. 

Cliff  Edwards  Is  Latest 

Exclusive  Columbia  Artist 

The  Columbia  Phonograph  Co.  recently  an- 
nounced its  newest  exclusive  artist  in  the  per- 
son of  Cliff  Edwards,  the  "Ukulele  Ike"  of 
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Cliff  Edwards 

radio,  record,  vaudeville  and  musical  comedy 
fame.  „Mtv  Edwards,  who  was  featured  in  the 
latest  Ziegfeld  "Follies,"  is  now  making  a 
twenty-six-week  tour  of  the  Orpheum. circuit  on 
the  Pacific  Coast.  He  is  unexcelled  as  a  singer 
of  novelty  songs  and  ballads  to  his  own  clever 
ukulele  accompaniment.  His  first  Columbia  re- 
leases are  "After  My  Laughter  Came  Tears" 
and  "I'm  Cryin'  'Cause  I  Know  I'm  Losing 
You." 

Testimonial  Dinner  Given 
to  Col.  Henry  A.  Bellows 

Minneapolis,  Minn.,  February  1. — A  testi- 
monial dinner  in  recognition  of  the  work  ac- 
complished by  Col.  Henry  A.  Bellows  as  a 
former  member  of  the  Federal  Radio  Commis- 
sion was  given  Tuesday,  January  24,  at  the 
Nicollet  Hotel  by  the  Northwest  Radio  Trade 
Association.  Three  hundred  members  of  the 
Association  and  friends  of  Mr.  Bellows  at- 
tended. Addresses  were  made  by  prominent 
citizens  and  public  officials,  and  R.  M.  Laird 
presented  a  scroll  from  the  Northwest  Radio 
Trade  Association. 


G.  P.  Hough  on  Trip 

G.  P.  Hough,  official  of  the  Allen-Hough 
Manufacturing  Co.,  is  now  making  an  extensive 
trip  into  the  Eastern  territories.  He  will  spend 
some  time  in  the  Lifton  Manufacturing  Co.'s 
plant,  which  is  now  used  for  the  exclusive  pro- 
duction of  Allen  portables.  Mr.  Hough  will  also 
visit  the  Eastern  trade  with  the  increasingly 
popular  line  of  Allen  portable  phonographs. 
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5  Inches  Counter  Space 

JOBBERS! 

Write  today  for  our  Free  Examination 
Offer.  Line  up  with  the  fastest  selling 
needle  on  the  market. 


DEALERS:  Order  from  your 
Jobber  I 


NEW 


NEEDLES 


Electro-phonic  Needles  Made  Especially  for 
Flaying  New  Electrical  Records 

"Electro-Phonic"  needles  are  made  of  special  composition  to  carry  the 
tremendous  volume  of  the  new  electrical  recordings  without  the  slightest 
suggestion  of  a  blast  or  shiver. 

"Electro-Phonic"  needles  produce  a  tone  rich — full — carry  the  shrillest 
high  notes,  the  deepest  bass  tones. 

"Electro-Phonic"  needles  fill  an  overwhelming  public  demand  for  new 
needles  for  the  new  records.  That's  why  "Electro-Phonic"  needles  are  a 
sensation — the  fastest  selling  needle  on  the  market! 

Beautiful  Colored  Metal  Revolving 
Display  Stand  Sells  Needles  Fast 

The  Revolving  "Electro-Phonic"  Needle  Display  Stand  keeps  these  new 
needles  before  the  eyes  of  the  public.  It  is  a  permanent  sales  stimulator — 
the  finest  needle  display  stand  ever  offered  to  the  music  trades.  Revolves. 
Made  of  attractively  colored  heavy  metal.  Very  compact — occupies  only 
5  inches  of  counter  space.  Measures  16}%  inches  high,  4%  inches  wide, 
4)4  inches  deep.  Each  stand  contains  complete  assortment  of  three  tones. 
Electro-Phonic  Needles  are  packed  in  envelopes  (50  needles),  each  envelope 
in  a  separate  box,  differently  colored  for  each  tone. 


Complete  Stand 
Outsit 


LOUD— EXTRA  LOUD— MEDIUM 


Refill  Carbons 
lOO  Pkgs. 

OO.  PER, 
CABION 


ELECTRO-PHONIC  NEEDLE  COMPANY 


506  SOUTH  WABASH  AVENUE 


CHICAGO,  ILLINOIS 


Carrying  Charge  Method  of 

Financing  Instalment  Sales 

Adding  to  Dealers'  Profits 


THE  carrying  charge  as  a  means  of  financ- 
ing instalment  sales  on  a  profitable  basis 
was  introduced  to  the  music  trade  several 
years  ago  but  it  was  not  until  a  year  or  so  ago 
that  the  system  was  adopted  by  dealers  gen- 
erally. There  are  many  dealers  who  oppose 
this  method  of  having  the  customer  pay  a 
definite  fixed  charge  for  the  privilege  of  buying 
on  time,  but  it  is  significant  that  the  dealers 
who  have  adopted  the  plan  are  enthusiastic  over 
the  results  secured.  The  following  statements 
from  music  dealers  situated  in  leading  cities  in 
different  parts  of  the  country,  can  be  taken  as 
typical  of  the  manner  in  which  the  carrying 
charge  is  operated  and  of  the  results  which 
followed  the  adoption  of  the  plan. 

Association's  Carrying  Charge  Schedule 
The  talking  machine  and  radio  trade  in  San 
Francisco  and  Northern  California  generally  is 
using  the  carrying  charge,  following  a  recom- 
mendation by  the  Music  Trades  Association  of 
Northern  California.  The  schedule  drawn  up 
by  the  Association  reads: 

Five  per  cent  to  be  added  to  the  balance  of  account 
after  first  payment  is  deducted  if  the  contract  is  to 
run  ten  months  or  less. 

Six  per  cent  to  be  added  to  the  balance  of  account 
after  first  payment  is  deducted  if  the  contract  is  to 
run  eleven  or  twelve  months. 

Seven  per  cent  to  be  added  to  the  balance  of  account 
after  first  payment  is  deducted  if  the  contract  is  to 
run   thirteen   or  fourteen  months. 

Eight  per  cent  to  be  added  to  the  balance  if  account 
after  first  payment  is  deducted  if  the  contract  is  to  run 
fifteen  months. 

Carrying  charge  to  be  canceled  if  account  is  paid  up 
in  full  within  sixty  days  from  date  of  sale. 

Interest  at  8  per  cent  per  annum  to  be  charged  from 
date  of  maturity  of  contract  on  any  balance  remaining 
unpaid  at  that  time. 

How  the  Plan  Is  Used 

James  J.  Black,  treasurer  of  the  Wiley  B. 
Allen  Co.,  San  Francisco,  in  speaking  of  how 
this  company  regards  the  success  of  the  carry- 
ing charge  said: 

"We  have  discovered  it  works  very  satisfac- 


torily, and  the  old  argument  which  the  salesmen 
were  obliged  to  overcome  when  the  word  in- 
terest was  mentioned  has  now  become  a  thing 
of  the  past.  The  attitude  of  the  public  as  a 
whole  is  now  entirely  different  toward  a  small 
carrying  charge  when  the  instrument  is  bought 


The  accompanying  article  tells 
how  dealers  throughout  the 
country  utilize  the  carrying 
charge  on  instalment  sales. 
The  practice  is  rapidly  becom- 
ing more  popular  with  the  re- 
tailers for  the  reason  that  this 
plan  of  charging  for  the  privi- 
lege of  making  a  purchase  of 
an  expensive  instrument  on  the 
time-payment  basis  is  giving 
the  dealer  the  profit  he  should 
make  on  each  sale. 


on  time  from  the  public's  attitude  toward  the 
salesman's  statement,  'Yes,  we  charge  interest 
at  the  rate  of  8  per  cent  per  annum.' 

"People  expect  to  pay  more  when  they  buy 
on  time  and  have  no  objection  whatever  to  a 
carrying  charge.  In  fact,  it  seems  to  be  under- 
stood and  expected  on  the  part  of  the  pur- 
chaser. It  simplifies  the  keeping  of  the  instal- 
ment account  and  is  more  easily  understood  by 
the  customers,  who  know  exactly  the  amount 
each  must  pay,  whereas  the  computing  of  the 
interest  was  something  that  many  people  did 
not  understand. 

"All  houses  selling  household  appliances  on 
time  add  a  carrying  charge  and  the  Music 
Trades  Association  of  Northern  California  in 
adopting  the  carrying  charge  on  talking  ma- 


chines and  small  goods  has  merely  joined  the 
rank  and  file  of  the  progressive  interests,  han- 
dling and  selling  their  merchandise  on  monthly 
instalments. 

"The  talking  machine  departments  of  north- 
ern California  dealers  who  are  using  this 
method  have  the  carrying  charge  computed  and 
added  to  the  balance  of  the  account  after  a  first 
payment  is  made,  as  a  part  of  the  contract. 
The  monthly  instalments  are  then  divided  into 
the  number  of  months  required  to  complete  the 
contract.  Should  the  contract  not  be  completed 
within  the  specified  number  of  months,  interest 
at  8  per  cent'  per  annum  is  charged  on  any  bal- 
ance remaining." 

The  H.  C.  Hanson  Music  House  has  adopted 
the  carrying  charge  method  and  gives  it  whole- 
hearted endorsement.  W.  M.  Ringen,  general 
manager  of  the  H.  C.  Hanson  Music  House, 
said: 

"We  have  been  operating  the  carrying  charge 
system  since  February,  1927.  We  are  more 
than  pleased  with  the  results.  Our  office  force 
likes  it  as  it  eliminates  figuring  interest.  Our 
customers  like  it.  Salesmen  at  first  objected, 
particularly  the  men  who  had  been  in  the  busi- 
ness for  many  years. 

"We  charge  5  per  cent  x>l  the  full  amount  on 
band  and  string  instruments  for  nine  months 
and  1  per.  cent  per  month  thereafter.  For  in- 
stance, a  customer  buys  a  saxophone  for  cash 
priced  at  $100.  The  term  price  is:  $105  for  nine 
months,  $106  for  ten  months,  $107  for  eleven 
months,  $108  for  twelve  months,  and  so  on  to 
$114  for  eighteen  months,  plus  one-half  of  1 
per  cent  on  payments  not  made  when  due.  We 
now  mark  our  band  and  string  instruments 
with  the  term  price  for  nine  months. 

"In  talking  to  the  customer  we  say:  'That 
instrument  will  cost  you  $105;  no  interest  or 
extra  charges,  providing  you  make  the  pay- 
ments as  agreed.'  It  makes  selling  easier.  For 
instance,  one  has  a  saxophone  customer.  First 
a  salesman  gives  him  the  price  of  the  saxo- 
phone, then  sells  him  a  case,  and  after  that 
adds  an  interest  charge,  which  means  selling 
the  same  instrument  over  again  to  the  customer 
and  very  often  loses  the  deal.  Carrying  charge 
plan  does  not  lose  a  customer.  On  radios, 
phonographs  and  pianos  we  charge  one-half  of 
1  per  cent  per  month  after  deducting  the  first 
payment  and  any  trade-in. 

"We  have  found  that  the  carrying  charge 
eliminates  the  old  argument,  which  is  that  the 
customer  (on  the  old  plan),  after  he  has  re- 
ceived the  first  month's  statement,  calls  at  the 
store  and  says  he  was  not  informed  that  there 
was  interest  to  be  charged,  that  the  salesman 
told  him  he  had  not  to  pay  any  interest.  Then 
it  becomes  necessary  for  the  salesman  to  ex- 
plain the  whole  transaction." 

Sh  erman,  Clay  &  Co.  also  have  found  the 
carrying  charge  to  be  successful.  George  W. 
Bates,  comptroller  of  the  company,  explained 
that  a  carrying  charge  was  always  made  on 
instalment  sales  of  band  and  orchestra  instru- 
ments and  that  two  years  ago,  a  similar  charge 
was  made  on  instalment  sales  of  radio  and  talk- 
ing machines.  He  said:  "We  find  that  it  works 
very  well  and  we  have  practically  no  trouble." 
Ohio  Dealers  Adopt  Carrying  Charge 

The  Ohio  Music  Merchants'  Association  some 
lime  ago  recommended  the  adoption  of  a  carry- 
ing charge  by  its  members  and  scores  of  deal- 
ers throughout  the  State  are  using  the  method. 
(Continued  on  page  34) 


You  Take  Pride  in  Your  Quality 

But— What  About  That  Shipping  Case  ? 

You  have  spared  no  expense  or  effort  to  make  your  goods  the  finest  of  their  kind  that  the 
market  affords.  You  do  this  from  pride  and  for  the  business  reason  of  making  them  so 
attractive  to  your  customers  that  they  will  buy  and  continue  to  buy. 

liUT — what  about  that  important  first  impression  on  the  buyer  when  he  opens  your  shipping 

case? 


We  Take  Pride  in  Our  Quality 

Birch  and  Maple  plywood  cases  with  Spruce  cleats 

carry  your  product  to  destination  with  complete  protection.  There  is  no  weaving,  all  rough 
handling  shocks  are  absorbed,  and  the  smooth  one  piece  panels  protect  your  goods  from  chafing, 
dust  and  moisture.  And  in  addition  there  is  neatness  in  appearance  and  a  distinct  saving 
in  weight. 

Our  excellent  timber  resources,  new  machinery  equipment  throughout  and  18  years'  experience 
in  the  manufacture  of  plywood  cases  enable  us  to  produce  a  container  of  outstanding  quality. 

And  these  quality  cases  cost  no  more.    A  trial  car  will  convince  you. 

Northern  J§Maixie 
WwoodJRjCp. 

 ^  ,  ^  iiMBBlyifciil 

Statler  Building  Boston,  Mass. 
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COVER  SNAPS  DOWN 

— AND  STAYS  CLOSED 


NONSPILL 

 NEEDLE  CUP 

Patent  Pending 

is  now  going  into  even  the  lowest  priced 

Portable  Phonographs 

because 

manufacturers,  dealers  and  the  buying  public 
demand  the  best  when  the  best  can  be  had  at 
the  lowest  price; 

and  because 

they  want  a  cup  that  stays  closed  and  absolutely  prevents 
spilling  of  needles  when  the  portable's  traveling,  and  when 
it's  time  to  play,  is  ready  for  instant  use — and  stays  open. 

Then  besides 

they  approve  of  its  matchless,  sturdy  three-piece  construc- 
tion and  simplicity  of  design,  compact  yet  ample  size,  and 
its  beautiful,  durable  nickel  finish. 

Finally 

they  know  that  a  cup  which  meets  the  exacting  requirements 
of  such  leaders  as  the  Western  Electric  Co.  and  the  Bell  Tele- 
phone Laboratories  must  be  the  best. 

Why  shouldn't  you  offer  the  best,  too,  now  that 
it  is  available  at  the  lowest  price? 


orentzen. 


COVER  SNAPS  UP 
—AND  STAYS  OPEN 


Mfr.  Phonograph  Hardware 


155  LEONARD  ST. 


NEW  YORK,  N.  Y. 


PHONOGRAPH  DEALERS  EVERYWHERE 

are  profiting  by  the  large  public  demand  for  these  cups  for  re- 
placement in  phonographs. 

Packed  in  neat,  individual  boxes,  and  24  of  these  to  an  at- 
tractive, self-demonstrating  display  container,  NONSPILL  Needle 
Cups  sell  on  sight — at  a  popular  price  which  nets  you  a  long 
margin  of  profit.     Get  a  display  container  for  your  counter. 

EVERYBODY  WANTS  THIS  BETTER  CUP 
Your  jobber  can  supply  you  promptly 
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Order  Assembled  Cases 


The  Atlas  Plywood  Corporation 
maintains  six  assembling  plants 
for  the  convenience  of  their  cus- 
tomers who  prefer  truck  deliveries 
of  nailed-up  cases  as  they  need 
them. 

You  can  be  promptly  serviced  with 
assembled  Atlas  Plywood  Cases 
from  Camden,  N.  J.;  Lawrence, 
Mass.;  Lowell,  Mass.;  New  Bed- 
ford,  Mass.;   Phillipsdale,   R.  I.; 


North  Adams,  Mass.,  or  with  cases 
in  shook  form  direct  from  any  of 
five  large  plywood  case  manufac- 
tories. 

It  is  this  unexcelled  delivery  serv- 
ice and  the  genuine  economy  ef- 
fected by  the  use  of  Atlas  Cases 
which  have  made  them  the  stand- 
ard shipping  containers  of  so  many 
phonograph  and  radio  manufac- 
turers. 


CARRY  THE  WEIGHT  ~ FREIGHT 


ATLAS    PLYWOOD  CORPORATION 


PARK  SQUARE  BUILDING,  BOSTON,  MASS. 
New  York  Office  Chicago  Office 

90  West  Broadway  649  McCormick  Building 
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Carrying  Charge  on  In- 
stalment Sales  a  Boon 


{Continued  from  page  32) 
Fred  N.  Goosman,  president  of  the  Goosman 
Piano  Co.,  and  a  member  of  the  committee 
which  framed  the  carrying  charge  recommenda- 
tions, outlined  them  as  follows:  a  charge  of 
approximately  1^4  per  cent  a  month,  which  on 
a  $300  sale  would  amount  to  $45.  This  sum  is 
added  to  the  cost  of  the  instrument  when  the 
contract  is  made  out  and  applies  to  contracts 
which  have  thirty  months  to  run.  Another 
method  is  to  add  $1  per  month.  The  system 
suggested  by  the  Ohio  Association  is  in  many 
respects  similar  to  the  plan  used  by  automobile 
dealers.  Auto  dealers  add  all  of  the  costs 
entering  into  the  safeguarding  of  an  auto  dur- 
ing the  lifetime  of  the  contract,  and  the  pur- 
chaser signs  this  agreement  or  note.  People 
who  have  purchased  an  automobile  are  much 
easier  to  convert  to  the  carrying  charge  than 
others  who  have  not  met  this  situation. 
100  Per  Cent  for  Carrying  Charge 

Seattle  music  dealers  are  practically  100  per 
cent  standardized  on  the  carrying  charge  sys- 
tem in  selling  phonographs  and  radio  receivers 
on  instalments.  They  report  that  the  carrying 
charge  is  working  out  well,  and  they  believe 
that  the  term  itself  is  an  asset  and  preferable 
to  the  word  interest  which  seems  to  invoke  dis- 
trust and  argument.  The  financing  of  automo- 
biles has  had  a  great  deal  to  do  with  teaching 
the  public  and  they  accept  the  charge  as  a 
necessary  part  of  a  contract.  The  big  feature 
which  seems  to  hold  the  greatest  appeal  for 
the  average  customer  is  that  the  carrying  charge 
is  a  fixed  rate,  one-half  of  1  per  cent  per  month, 
and  they  accept  the  fact  that  it  is  an  accom- 
modation charge  and  pay  it  willingly. 

Some  dealers  in  Seattle  write  a  flat  5  per 
cent  carrying  charge  into  the  contract,  doing 
away  with  the  monthly  charge  as  the  charge 
is  taken  into  consideration  with  the  principal. 

The  method  used  by  the  Kansas  City  Power 
&  Light  Co.,  Kansas  City,  Mo.,  which  handles 
radios  and  phonographs,  is  to  require  a  certain 
per  cent  as  a  cash  payment  and  then  charge  6 
per  cent  on  the  balance  to  be  paid  in  twelve 
months.  This  is  figured  out  for  the  customer 
on  the  basis  of  so  much  as  a  cash  payment  and 
so  much  a  month  for  twelve  months,  this 
monthly  amount  including  the  interest  charge. 
Thus  there  is  no  possibility  of  the  customer 
misunderstanding  just  what  he  is  to  pay  for 
his  machine.  For  example,  the  price  is  quoted 
thus:  the  cash  price  is  $205;  the  time  price  is 
$214.18;  the  down  payment  is  $52,  and  the 
monthly  payment  is  $13.52.  In  case  the  cus- 
tomer pays  up  before  the  end  of  the  twelve 
months  the  firm  refunds  the  interest  for  the 
months  during  which  the  account  does  not  run. 

According  to  H.  A.  Spokesfield,  manager  of 
the  department,  they  have  had  great  success 
with  this  method  of  handling  time  payments. 


It  leaves  no  doubt  in  the  mind  of  the  customer 
as  to  just  what  the  price  of  his  machine  is 
going  to  be,  and  the  firm  believes  it  is  the 
only  satisfactory  way  of  handling  the  situation. 
They  encounter  no  objections  to  this  method. 

In  the  case  of  radios  the  Kansas  City  Power 
&  Light  Co.  requires  a  25  per  cent  cash  pay- 
ment. However,  in  selling  Brunswicks,  a  line 
which  it  has  added  this  Fall,  it  does  not  re- 
quire as  large  a  down  payment  and  it  lets  the 
payments  run  for  eighteen  months  in  some 
cases.  When  the  payments  last  a  year  and  a 
half  it  charges  on  the  basis  of  6  per  cent  per 
year,  which  makes  the  charge  9  per  cent  for  a 
year  and  a  half.  The  customer  is  told  that  he 
is  paying  9  per  cent,  and  it  is  explained  to  him 
that  it  is  6  per  cent  for  the  first  year  and  3 
per  cent  for  the  second  six  months. 

This  system  is  one  devised  by  the  Kansas 
City  Power  &  Light  Co.  to  meet  the  time  pay- 
ment problem,  and  it  has  found  it  especially 
satisfactory  because  it  is  definite  and  easy  to 
explain. 

Sound  Business,  Says  Milwaukee  Dealer 

A  majority  of  the  leading  dealers  in  Milwau- 
kee are  using  the  carrying  charge  although  in 
a  few  instances  there  are  some  objections  to  its 
operation.  Hugh  M.  Holmes,  vice-president 
and  sales  manager  of  the  J.  B.  Bradford  Piano 
Co.,  which  uses  the  system  with  success,  says: 
"It  is  a  sound  business  proposition  and  we  can- 
not trace  a  single  sale  which  was  lost  because 
of  the  carrying  charge.  We  are  well  satisfied 
with  the  success  of  its  operation  and  we  have 
been  enforcing  it  regularly. 

"Our  selling  force  is  well  instructed  on  the 
carrying  charge,  and  we  operate  it  according 
to  the  general  plan,  charging  one-half  of  one 
per  cent  on  the  balance  due.  The  great  ad- 
vantage of  the  carrying  charge  over  the  regu- 
lar interest  charge  lies,  to  my  mind,  in  the 
fact  that  paying  only  the  regular  interest 
charge,  the  customer  is  in  no  great  hurry  to 
get  through  with  his  payments  before  the  ap- 
pointed time,  but  with  the  carrying  charge  he 
sees  that  it  is  to  his  great  advantage  to  clean 
up  the  account  as  soon  as  he  can  possibly  do 
so  and  this  brings  in  the  money  more  quickly." 

The  Luebtow  Music  Co.,  Milwaukee,  has  a 
carrying  charge  of  one-half  of  one  per  cent  on 
the  balance  between  the  down  payment  and  the 
cost  of  the  instrument.  The  great  advantage 
of  the  carrying  charge  over  the  interest  charge, 
it  was  stated,  is  that  if  a  person  realizes  that 
he  is  paying  10  to  12  per  cent  interest  he  will 
come  in  and  want  to  settle  up. 

Henry  M.  Steussy,  vice-president  and  gen- 
eral manager  of  the  Kesselman-O'Driscoll  Co., 
says:  "There  is  no  question  of  the  success  of 
the  carrying  charge,  and  if  I  had  to  be  in 
business  without  it  I'd  quit  business.  The  carry- 
ing charge  can  be  sold  to  the  public  beyond 
any  reasonable  question  of  doubt,  and  in  a 
successful  and  satisfactory  manner  if  the  cus- 
tomer is  thoroughly  posted  and  informed  of 
its  existence  at  the  time  of  purchase. 


Crosley  Radio  Corp.  Makes 
the  "Icyball"  Refrigerator 

Portable  Hand-Operated  Refrigerating  Unit 
Placed  on  Market  as  Sideline  of  Crosley 
Organization — Lists  for  Very  Low  Price 


Cincinnati,  O.,  February  6. — The  Crosley  Radio 
Corp.,  manufacturer  of  Crosley  radio  receivers 
and  other  radio  products,  recently  placed  on  the 
market  a  new  sideline,  the  "Icyball"  refrigerator, 
which  it  is  claimed,  operates  for  two  cents  a 
day,  keeps  a  refrigerator  cold  from  24  to  36 
hours  and  provides  ice  cubes.  "Icyball"  is  a 
portable,  hand-operated  refrigerating  unit  which 
was  given  a  service  test  of  nearly  two  years 
before  being  placed  on  the  market. 

The  unit  consists  of  two  spheres,  approxi- 
mately ten  inches  in  diameter,  connected  by  a 
U-shaped  tube.  Once  a  day  one  sphere  is 
heated  over  the  stove,  then  the  unit  is  placed 
in  the  icebox  with  the  heated  end  projecting 
and  the  refrigerator  is  kept  cool  all  day.  A 
volatile  liquefied  gas  is  compressed  within  the 
spheres,  and  when  the  outside  sphere  is  heated 
the  liquid  is  gasefied  and  forced  into  the  refrig- 
erator sphere  which  has  been  placed  in  cold 
water;  here  it  condenses  into  liquid  again.  It 
is  this  ball  which  chills  the  icebox. 

The  Icyball  unit,  including  an  ice  tray  and  a 
galvanized  cooling  tub,  lists  for  $40.  A  cabinet 
finished  in  white  enamel  and  fully  insulated  with 
two  wire  shelves  for  food  and  with  a  capacity  of 
more  than  four  cubic  feet  of  food  space  may  be 
purchased  for  $35. 


Conditions  in  Sacramento 

Reported  as  Satisfactory 

Sacramento,  Cal.,  February  3. — Music  dealers 
of  this  section  are  looking  forward  to  a  year  of 
prosperity,  judging  from  the  public's  demand 
for  musical  instruments  and  radio  receivers  and 
from  the  statements  of  officials  of  financial  in- 
stitutions. Ellas  Marx,-  of  the  music  company 
bearing  his  name,  gave  some  opinions  on  the 
outlook  for  the  coming  year  from  officials  of 
the  leading  banks  which  bear  out  the  opinions 
of  the  dealers.  They  read:  Clarence  E.  Jarvis, 
of  the  Capital  National  Bank:  "The  West  will 
show  more  activity  than  the  East  for  1928.  In- 
dications point  toward  a  prosperous  year  for 
1928.  Sacramento  and  the  Valley  should  pros- 
per above  normal  for  1928."  E.  C.  Peck,  vice- 
president  and  manager  of  the  United  Bank  & 
Trust  Co.:  "There  is  no  reason  why  Sacra- 
mento's business  and  Sacramento  farmers 
should  not  prosper  in  1928.  Plenty  of  rain  and 
snow  in  the  mountains.  Banks  have  plenty  of 
money  to  bolster  up  the  needy  merchants.  In 
fact,  they  prefer  the  average  merchants'  paper 
to  realty."  George  W.  Peltier,  president  of  the 
Farmers  and  Mechanics  Bank:  "Conditions  in 
California  are  very  satisfactory." 
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Tucy  KNOW  THEIR  JAZZ 

AND  /©  CHCC/E 

modernistic  splash 

in  harmony  and  dance  rhythm 


40966  Frankie  Trumbauer  &  His  Orch. 
"Crying  All  Day"— Fox  Trot 
"A  Good  Man  Is  Hard  To  Find"— Fox  Trot 

40972  Justin  Ring's  Okeh  Orchestra 
"The  Sunrise"— Fox  Trot 
"My  Ohio  Home"— Fox  Trot 

40977  Sam  Lanin  &  His  Famous  Player j 
"The  Man  I  Love"— Fox  Trot 
"Let  A  Smile  Be  Your  Umbrella"— Fox  Trot 


LATEST 


10  INCH 


Seger  Ellis 
sings 

40952 

"Among  My  Souvenirs' 
"It  Was  Only  A  Sun- 
Shower" 

40974 

"After  We  Kiss" 
"Tomorrow" 


RECORDS 


ELECIRIC 


75c 
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Giuseppe 
Verdi 


The  Great  Masters  on 


QDEQN 


ELECTRIC 


RECORDS 


3217 
12  Inch 
$1.25 


RIGOLETTO  (Verdi)  Selections,  Part  1  and  2 

Edith  Lorand  and  Her  Orchestra 


5127 
12  inch 
$1.50 


AIDA  (Verdi)  2nd  Act,  2nd  Scene: 
"Gloria  all'  Egitto,  ad  Iside,"  Part  1 
and  2,  Berlin  State  Opera  Chorus  and 
Orchestra,  conducted  by  EDUARD 
MOERIKE, 

Emmy  Bettendorf,  Leading  Soprano 


5134 
12  inch 
SI. 50 


DANSE  MACABRE,  Dance  of  Death 
(C.  Saint Saens )  Part  1  and  2, 
EnuARD  Moerike  and  the  Orchestra  of 
the  State  Opera  House,  Berlin 


5135 
12  inch 
$1.50 


DANSE  MACABRE,  Dance  of  Death 
(C.  Saint-Saens)  Part  3,  Finale.  Eduard 
Moerike  and  the  Orchestra  of  the  State 
Opera  House,  Berlin 

ALLEGRO  APPASSIONATA  (C.  Saint- 
Saens)  Emanuel  Feuermann,  Cello 
Solo  with  Piano  accompaniment 


3218 
12  inch 
$1.25 


r  MIKADO  (Gilbert  &  Sullivan) 
j     Selections  Part  1  and  2, 

Dajos  Bela  and  His  Orchestra 


3204 
12  inch 
$1.25 


LIGHT  CAVALRY  (Suppe) 
Overture  Part  1  and  2, 

Grand  Symphony  Orchestra 
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We  have  put  to  work  the  best 
steel  ...  the  result  is  a 
perfected  needle ...  a 
needle  that  keeps 
faith  with 
music. 
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Last-Minute  News  of  the  Trade 


A.  Stein,  Jr.,  Production  Mgr. 
of  Acoustic  Products  Co. 

New  Executive  Has  Been  Managing  Engineer 
of  Radio  Department  of  General  Electric  Co. 
— Formerly  With  Marconi  Co. 


P.  L.  Deutsch,  president  of  the  Acoustic 
Products  Co.,  Inc.,  controlling  the  Sonora 
Phonograph  Co.,  announced  this  week  the  ap- 


A.  Stein,  Jr. 

pointment  of  A.  Stein,  Jr.,  as  general  produc- 
tion manager  of  the  organization.  Mr.  Stein 
will  be  in  complete  charge  of  all  production 
and  all  engineering  activities  in  connection  with 
the  various  products  to  be  manufactured  by 
the  organizations  identified  with  the  Acoustic 
Products  Co.  and  he  is  ideally  qualified  to  fill 
adequately  this  very  important  executive  post. 

For  the  past  eight  years  Mr.  Stein  has  been 
identified  with  the  General  Electric  Co.  as 
managing  engineer  of  its  radio  department, 
with  headquarters  at  the  company's  mammoth 
plant  in  Schenectady,  N.  Y.  He  was  in  com- 
plete charge  of  all  engineering  and  manufac- 
turing in  the  General  Electric  Co.'s  radio 
division  and  he  is  recognized  nationally  as  one 
of  the  foremost  radio  engineers  in  the  country. 
Prior  to  joining  the  General  Electric  organiza- 
tion, Mr.  Stein  was  associated  with  the  Marconi 
Co.  as  works  manager  and  assistant  chief  en- 
gineer, contributing  materially  to  the  inventive 
and  experimental  activities  of  this  company. 
The  Sonora  organization  is  to  be  congratulated 
upon  securing  Mr.  Stein's  services,  for  during 
the  past  twelve  years  he  has  been  an  important 
factor  in  the  tremendous  growth  of  radio  along 
engineering  and  scientific  lines.  Mr.  Stein  is 
a  member  of  the  American  Institute  of  Elec- 
trical Engineers  and  of  the  Institute  of  Radio 
Engineers. 

Open  Three  New  Brunswick 
Branches  in  Middle  West 

W.  C.  Hutchings,  assistant  general  sales  man- 
ager of  the  Panatrope  Division  of  The  Bruns- 
wick-Balke-Collender  Co.,  has  just  completed 
a  trip  to  the  new  Middle  Western  branch  of- 
fices of  the  Brunswick  Co.,  which  have  been 
opened  in  the  territory  formerly  covered  by  the 
Chicago  branch  office.  In  the  cities  of  Indi- 
anapolis, Milwaukee  and  Detroit  Mr.  Hutchings 
built  new  organizations  and  started  these 
branches  in  operation.  In  all  three  cases 
the  salesman  who  covered  the  particular  ter- 
ritory for  the  Chicago  branch  has  been  made 
district  manager  of  that  branch  and  the  various 


branch  organizations  will  be  under  these  heads: 
Indianapolis,  Ind. :  J.  P.  Booker,  branch  man- 
ager; W.  C.  Mossbarger,  district  manager. 
Milwaukee,  Wis.:  T.  I.  Kidd,  branch  manager; 
Carl  Lovejoy,  district  manager.  Detroit,  Mich.: 
B.  Gostin,  branch  manager;  H.  P.  Fitzpatrick, 
district  manager. 

Mr.  Hutchings  reports  that  all  three  branches 
have  started  operation  under  the  most  aus- 
picious circumstances  and  give  indication  of 
much  activity  in  the  Middle  West.  The  three 
district  managers  know  the  territories  thor- 
oughly, are  conversant  with  local  conditions 
and  are  in  excellent  position  to  direct  the  sales 
from  the  branch  office. 

Fred  W.  Piper  Joins 

the  United  Radio  Corp. 

Is  Now  Sales  Manager  in  Charge  of  Western 
District  of  United  Radio  Corp.,  of  Rochester. 
N.  Y.,  Maker  of  Peerless  Radio  Speakers 


Rochester,  N.  Y.,  February  7. — Arthur  T. 
Haugh,  general  sales  manager  of  the  United 
Radio  Corp.,  of  this  city,  manufacturer  of  Peer- 
less radio  speaker  products,  has  announced  the 
appointment  of  Fred  W.  Piper  as  sales  manager 
in  charge  of  the  Western  district,  with  tem- 
porary headquarters  at  the  Webster  Hotel,  in 
Chicago.  Radio  trade  in  the  Middle  West  will 
be  glad  to  know  of  Mr.  Piper's  connection  with 
Peerless  speakers,  for  he  is  well  known 
throughout  the  radio  industry  and  has  worked 
in  close  co-operation  with  every  factor  of  the 
trade  in  the  Middle  West. 

In  1922  Mr.  Piper  joined  the  Amplion  Corp. 
of  America  as  sales  engineer  and  in  this  post 


Fred  W.  Piper 

covered  the  entire  country,  being  in  charge 
of  speaker  installations  and  Amplion  sales  to 
radio  receiver  manufacturers.  During  the  past 
year  he  has  concentrated  his  activities  in  the 
Middle  Western  territory,  where  he  will  now 
sponsor  the  development  of  Peerless  activities. 

J.  G.  Hodge  Appointed 

Okeh  Sales  Manager 

Otto  Heineman,  president  of  the  Okeh 
Phonograph  Corp.  of  New  York,  stated  this 
week  that  his  company  had  appointed  J.  C. 
Hodge  as  sales  manager  of  the  company,  devot- 
ing his  time  to  the  promotion  of  Okeh  record 
sales  in  the  field.  Mr.  Hodge  was  formerly  asso- 
ciated with  the  Columbia  Phonograph  Co., 
where  he  was  very  successful  in  the  Beethoven 
campaign,  and  he  is  now  working  in  close  co- 
operation with  Okeh  wholesalers  and  retailers. 


Carl  D.  Boyd  Now  With 

the  Metal  Specialties  Go. 

Widely  Known  Executive  in  the  Radio  Industry 
Made  Vice-President  in  Charge  of  Sales  of 
Chicago  Manufacturing  Concern 


Carl  D.  Boyd,  for  many  years  a  prominent 
figure  in  the  radio  industry,  has  been  appointed 
vice-president  in  charge  of  sales  of  the  Metal 


Carl  D.  Boyd 

Specialties  Co.,  338  North  Kedzie  avenue,  Chi- 
cago. Mr.  Boyd  was  formerly  vice-president 
and  general  sales  manager  of  the  United  States 
Electric  Corp.,  and  tendered  his  resignation  to 
that  organization  late  in  January,  the  resigna- 
tion taking  effect  February  1.  He  is  widely 
known  in  the  radio  field,  where  he  was  a  direc- 
tor and  officer  of  the  Radio  Manufacturers' 
Association,  from  which  he  has  also  resigned. 
For  twenty  years  prior  to  his  entering  the  radio 
industry  Mr.  Boyd  was  prominent  in  telephone 
and  electrical  goods  merchandising. 

The  Metal  Specialties  Co.  manufactures  in 
its  model  plant  automotive  and  electrical  prod- 
ucts, and  Mr.  Boyd  has  announced  the  inten- 
tion of  the  company  to  make  aeronautic  parts 
and  radio  accessories  and  parts. 

Peirce-Phelps,  Inc.,  Now 

Fada  Radio  Distributor 

Peirce-Phelps,  Inc.,  one  of  the  leading  dis- 
tributing houses  of  Philadelphia,  located  at  224 
North  Thirteenth  street,  has  been  appointed  a 
distributor  for  Fada  Radio,  manufactured  by 
F.  A.  D.  Andrea,  Inc.,  Long  Island  City. 

Fifteen  members  of  the  Peirce-Phelps  or- 
ganization paid  a  visit  to  the  Fada  plant  a 
short  time  ago  and  inspected  the  manufactur- 
ing processes  involved  in  the  production  of 
Fada  receivers  and  speakers.  The  delegation 
was  headed  by  W.  G.  Peirce,  Jr.,  president; 
J.  T.  Peirce,  vice-president  and  general  man- 
ager, and  Charles  M.  Phelps,  secretary  and 
treasurer. 

M.  H.  Glick  Now  Player- 
Tone  Field  Sales  Manager 

I.  Goldsmith,  president  of  the  Player-Tone 
Talking  Machine  Co.,  Pittsburgh,  Pa.,  an- 
nounced this  week  the  appointment  of  M.  H. 
Glick  as  field  sales  manager.  Mr.  Goldsmith 
is  now  visiting  the  trade  in  the  South,  and,  as 
a  result  of  his  first  month's  activities,  a  number 
of  important  Player-Tone  accounts  have  been 
established  in  this  territory. 
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Getting  Refunds  on  Jewelry  Tax 

ACCORDING  to  a  report  made  by  General  Manager  Smith,  of 
the  Music  Industries  Chamber  of  Commerce,  the  music  mer- 
chants of  the  country  are  a  generous  lot.  They  are  more  or  less 
quick  to  protest  against  the  levying  and  collection  of  taxes  that  are 
deemed  illegal,  but  when  the  Government  officials  agree  with  them, 
they  hesitate  about  demanding  the  rebate  of  money  that  has  been 
paid  illegally  and  under  duress. 

This  idea  of  the  music  merchant's  generosity  may  be  a  little  ex- 
aggerated, but  the  fact  remains  that  many  of  them  apparently  are 
unaware  of  the  results  of  the  recent  test  case  of  C.  G.  Conn,  Ltd., 
vs.  the  United  States  in  the  matter  of  a  so-called  jewelry  tax  as  ap- 
plied to  band  instruments  decorated  with  precious  metals  where  it 
was  held  that  the  collection  of  such  taxes  on  musical  instruments 
was  unlawful  and  not  in  keeping  with  the  intentions  of  the  Revenue 
Act.  It  is  understood  that  the  same  ruling  will  apply  to  taxes  paid 
some  years  ago  on  various  types  of  high  class  talking  machines 
wherein  the  exposed  metal  parts  were  gold  plated,  although  manu- 
facturers and  dealers  in  collaboration  managed  to  have  such  instru- 
ments exempted  from  the  jewelry  tax  after  a  hard  fight. 

As  a  result  of  the  Conn  decision  it  is  held  that  some  thousands 
of  music  merchants  handling  band  instruments  are  entitled  to  a  re- 
fund of  taxes  paid  on  such  instruments  under  the  jewelry  clause  of 
the  Radio  Act  and  they  are  urged  by  Mr.  Smith  to  take  immediate 
steps  to  have  their  attorneys  act  to  the  end  of  recovering  such 
money.  The  Chamber  of  Commerce  will  be  very  glad  to  advise 
with  the  accountants  or  the  attorneys  of  those  who  seek  to  make  such 
tax  recovery. 


An  All-Embracing  Market 

T^HE  man  who  orders  one  of  the  $1,000  or  $1,500  models  of 
combined  talking  machine  and  radio  instruments  is  likely  to 
wait  a  week  or  two  more  for  delivery,  not  that  he  may  be  im- 
pressed with  the  importance  of  the  deal,  but  because  the  demand 
for  such  instruments  is  keeping  up  with  the  supply  and  in  some 
cases  a  little  bit  ahead  of  it.    At  the  same  time  one  manufacturer 
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of  portable  phonographs  is  credited  with  having  manufactured  and 
sold  over  a  quarter  of  a  million  of  those  instruments  last  year. 

These  facts  are  significant  because  they  emphasize  the  wide- 
spread character  of  the  present  market  for  the  modern  phonographs 
of  various  types,  wherein  the  dealer  has  the  opportunity  for  de- 
veloping a  big  unit  business  and  rapid  turnover. 

The  dealer  who  looks  upon  his  talking  machine  business  in 
the  same  light  he  did  ten  or  even  five  years  ago  cannot  have  the 
proper  conception  of  the  opportunities  that  are  his  to-day.  Then 
sales  averaged  something  like  $100  or  less,  while  to-day  instru- 
ments ranging  in  retail  price  from  $500  to  $1,500  or  more  can 
be  sold  with  surprising  ease  if  the  market  is  properly  studied  and 
suitable  effort  made.  The  public  is  evidently  educated  to  paying 
substantial  sums  for  what  it  really  desires,  and  for  those  not  in 
a  position  naturally  to  gratify  their  desires  in  $500  or  $1,000  chunks 
there  still  remains  the  large  assortment  of  models  ranging  above 
and  below  $100.  5 

The  sale  of  the  big  units  is  in  no  sense  automatic.  It  requires 
first,  as  a  well-known  sales  manager  puts  it,  the  confidence  of  the 
dealer  m  the  value  of  a  product  and  in  his  ability  to  demonstrate 
it  before  the  right  people  and  to  sell  it.  If  he  thinks  in  terms  of 
$50  and  $100  sales  he  is  not  going  to  force  factory  production  on 
the  $1,000  models,  but  if  he  thinks  in  terms  of  $500  or  $1  000 
and  devotes  himself  to  the  field  that  can  absorb  those  instruments, 
he  is  going  to  be  rewarded  in  like  proportion. 

Big  unit  sales  represent  the  cream  of  the  business  and  there 
still  remain  the  thousands  and  hundreds  of  thousands  'of  sales  of 
the  more  moderate  priced  models  that  appeal  to  the  man  on  the 
street,  so  to  speak.  Never  in  the  history  of  the  industry  has  there 
been  such  an  opportunity  to  get  in  for  big  money  in  the  talking 
machine  business,  while  still  profiting  in  the  general  market. 

Strengthening  Public  Confidence 

T-HK  move  of  the  Engineering  Division  of  the  Radio  Manu- 
1  factum's'  Association  in  defining  the  terms  "socket  power" 
and  "electric"  as  applied  to  radio  receivers  for  the  information  and 
protection  of  both  the  trade  and  the  public,  is  distinctly  in  the  right 
direction,  for  within  the  past  year  or  so  there  has  developed  much 
general  confusion  relative  to  the  actual  meaning  of  these  terms. 

In  defining  what  may  be  referred  to  as  a  "socket"  power  set 
or  "electric"  set  the  manufacturers  have  not  only  given  the  legiti- 
mate dealer  a  sound  basis  upon  which  to  work,  but  have  also 
opened  the  way  for  checking  the  activities  of  that  element  of  the 
trade  which  is  inclined  to  be  a  bit  careless,  to  say  the  least,  in 
advertised  statements.  The  definitions  offered  by  the  engineers 
may  be  accepted  as  authoritative  and  final,  and  in  the  hands  of 
the  authorities  should  prove  effective  weapons  in  the  prosecution 
of  misleading  advertisers.  It  represents  another  step  in  the  de- 
velopment of  public  confidence  in  radio. 


Specializing  in  Home  Entertainment 

THE  announcement  made  recently  by  Sherman,  Clay  &  Co., 
the  prominent  music  house  of  the  Pacific  Coast,  of  the  establish- 
ment of  motion  picture  camera  departments  in  all  the  stores  of 
the  company's  extensive  chain,  is  particularly  significant,  for  the 
reason  that  the  company  explains  the  move  as  being  logical  from 
the  standpoint  that  it  is  in  the  business  of  providing  home  enter- 
tainment, and  that  the  motion  picture  camera  and  projector  for 
the  use  of  the  amateur  comes  under  that  general  head.  In  short, 
the  new  departments  have  not  been  installed  to  offset  deficiencies 
in  the  music  business,  but  rather  as  a  means  for  extending  the 
company's  sphere  of  usefulness  and  service. 

If  the  new  policy  is  carried  out  by  the  music  dealers  generally, 
or  even  by  a  fair  percentage  of  them,  it  should  lead  to  the  develop- 
ment of  a  new  type  of  emporium  handling  all  those  things  which 
have  to  do  with  entertainment  in  the  home.  We  have  seen  the 
original  piano  store  branch  out  and  handle  phonographs,  with  the 
majority  of  them  going  further  and  installing  stocks  of  wind  and 
stringed  instruments  and  sheet  music.  Then  came  radio  and  a  ma- 
jority of  the  so-called  general  music  stores  began  the  retailing  of 
radio  apparatus,  which  at  the  present  time  represents  the  last  word 
in  musical  entertainment  in  the  home.  The  amateur  motion  pic- 
ture outfit  distinctly  fits  into  the  family  circle  as  a  means  of  enter- 
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tainment  quite  as  much  in  a  sense  as  a  musical  instrument,  and 
there  are  likely  to  be  found  other  products  of  similar  character. 

In  expanding  the  scope  of  the  music  store  it  is  much  more 
logical  and  desirable  to  confine  the  new  lines  to  those  that  may  be 
classed  as  entertainment  media  in  the  home  than  to  branch  out  into 
other  fields,  such  as  the  handling  of  electric  refrigerators,  wash- 
ing machines  and  vacuum  cleaners,  as  has  been  advocated  by  cer- 
tain individuals.  There  is  a  wide  difference  between  the  financial 
and  selling  problems  connected  with  an  establishment  confined  to 
the  handling  of  home  entertainment  media  and  one  that  attempts 
to  embrace  a  variety  of  home-furnishing  items.  One  represents 
specialization  in  a  definite  field,  the  other  represents  generalization 
and  the  varied  responsibilities  that  it  entails. 


Wisdom  of  Co-operative  Effort 

ALTHOUGH  the  radio  industry  is  an  infant  comparatively,  al- 
though a  lusty  one,  forsooth,  its  members  have  seen  the 
wisdom  of  co-operative  effort  to  the  extent  that  there  exists  an 
active  and  functioning  national  association  of  manufacturers  and 
likewise  a  representative  national  federation  of  dealers,  made  up 
of  representatives  of  numerous  local  dealer  associations  throughout 
the  country.  Yet  we  find  the  talking  machine  trade,  although  well 
past  the  quarter  of  a  century  mark  in  age,  still  without  any  na- 
tional, and  for  that  matter  any  sectional,  organization. 

It  is  unfortunate  that  there  exists  no  association  of  talking 
machine  manufacturers  or  of  retailers  to  represent  the  industry  in 
those  matters  where  an  organized  opinion  or  protest  carries  weight, 
and  to  bring  about  a  better  understanding  wherever  possible  on 
matters  of  trade  practice  and  problems. 

The  time  has  arrived  in  American  business  when  members  of 
a  specific  industry,  such  as  the  talking  machine  trade,  have  as  their 
competitors  not  men  in  the  same  line  of  business,  but  those  in  a 
hundred  other  lines  of  trade,  all  of  them  energetically  seeking  to 
get  a  share  of  the  American  dollar  upon  which  there  are  at  present 
so  many  demands. 

The  time  that  is  often  wasted  in  competition  within  an  in- 
dustry can  be  put  to  much  better  and  more  profitable  use  in  de- 
veloping ways  and  means  for  keeping  that  industry  strongly  before 
the  public  to  the  general  advantage  of  all  concerned. 

The  idea  of  a  national  association  in  the  talking  machine  trade 
is  not  in  any  sense  a  new  one.  It  has  been  advocated  on  numerous 
occasions  and  tentative  but  unsuccessful  attempts  have  been  made 
to  organize.  With  the  majority  of  the  other  industries  presenting 
a  united  front  to  the  country  in  the  fight  for  business  it  seems 
that  the  time  has  arrived  to  give  this  matter  of  talking  machine 
trade  organizations  further  thought. 


Regulation  of  Convention  Exhibits 

MEMBERS  of  the  talking  machine  and  radio  industries  who 
contemplate  exhibiting  at  the  Hotel  Commodore  for  the 
conventions  of  the  National  Music  Industries  during  the  week  of 
June  4,  and  who  are  not  now  affiliated  with  the  Music  Industries 
Chamber  of  Commerce,  ma)'  well  give  heed  to  the  restrictions  that 
are  placed  against  exhibits  by  non-members.  It  has  been  the  prac- 
tice in  the  past  of  some  concerns  to  take  membership  in  the  Cham- 


ber at  the  last  moment  in  order  to  secure  exhibit  privileges  and 
then  to  withdraw  that  membership  shortly  after  the  close  of  the 
convention,  and  in  order  to  check  this  practice  it  was  decreed  at 
the  mid-Winter  meeting  of  the  Board  of  Directors  of  the  Cham- 
ber that  only  concerns  who  were  members  as  of  March  1,  1928, 
would  be  permitted  to  exhibit.  It  will  be  well  for  those  who  dis- 
tribute through  the  music  dealers  and  are  desirous  of  displaying 
their  wares  at  the  June  convention  to  take  cognizance  of  the  new 
regulations  and  govern  themselves  accordingly. 


Double  Tax  on  Instalment  Sales 

THE  talking  machine  dealer  who  sells  on  instalments,  and  that 
may  be  taken  to  mean  every  dealer,  is  or  should  be  vitally 
interested  in  the  attempts  that  are  being  made  in  various  quarters 
to  have  changed  that  provision  of  the  new  Revenue  Bill,  which 
as  at  present  interpreted,  is  calculated  to  place  a  double  tax  upon 
income  from  instalment  sales. 

The  Music  Industries  Chamber  of  Commerce  has  been  active 
in  the  fight  to  have  this  provision  either  eliminated  from  the  bill 
or  at  least  so  changed  as  to  lift  the  burden  from  the  shoulders  of 
thousands  of  dealers  throughout  the  country,  and  that  organization 
urges  that  dealers,  either  individually  or  in  co-operation  with  it, 
enter  the  fight  to  have  the  Senate  Finance  Committee  change  the 
reading  of  the  law.  It  is  a  matter  that  represents  millions  of  dol- 
lars to  the  music  industry  and  to  others,  and  organizations  in  vari- 
ous lines  of  trade  have  moved  to  place  their  protests  before  the 
Finance  Committee  of  the  Senate. 

Protests  were  first  made  when  the  measure  was  under  con- 
sideration by  the  House  Committee,  but  owing  to  protests  of  the 
Treasury  Department,  it  is  said,  the  provisions  covering  double 
taxes  on  instalment  sales  returns  were  placed  in  the  bill  after  hav- 
ing once  been  eliminated.  Now  the  matter  rests  with  the  Senate, 
and  strong  pressure  is  being  brought  to  bear  on  the  Finance  Com- 
mittee of  that  body.  Among  the  organizations  lined  up  in  opposi- 
tion to  the  taxing  of  profits  on  instalment  sales  is  the  National  Re- 
tail Drygoods  Association  with  a  national  membership  of  some 
3,000,  and  every  branch  of  the  music  industry  is  vitally  interested 
in  the  fight.  The  time  is  short  for  effective  action,  and  those  mem- 
bers not  thoroughlv  familiar  with  the  drastic  provisions  of  the  law 
should  get  in  touch  with  the  Music  Industries  Chamber  of  Com- 
merce or  some  other  authoritative  body  in  order  that  the}'  may  par- 
ticipate in  organized  protests  or  be  able  to  take  up  the  matter  in- 
telligently with  the  Senators  from  their  respective  States. 


Meeting  Trade  Problems  Fairly 

MUCH  of  practical  value  to  the  industry  in  the  handling  of  its 
problems  is  expected  to  result  from  the  two-day  session  of 
the  Federated  Radio  Trade  Association  being  held  in  Milwaukee 
as  this  issue  of  The  World  goes  to  press.  Dealers  who  make  up 
the  organization  are  earnest  in  their  efforts  to  help  solve  the  trade- 
in  problem,  to  improve  the  character  of  advertising  and  to  develop 
closer  relationship  between  the  various  branches  of  the  industry, 
and  there  is  no  question  but  that  much  good  must  develop  from 
any  movement  designed  to  that  end.  for  the  problems  are  of  the 
industry  and  not  of  the  individual. 
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Last-Minute  News  of  the  Trade 


Harry  L.  Spencer  Now  New 
England  Manager  of  Sonora 

Popular  Executive  Has  Assumed  New  Duties 
as  District  Manager  for  the  Sonora  Phono- 
graph Co.,  Inc — Widely  Known  in  the  Trade 


A.  J.  Kendrick,  vice-president  and  general 
manager  of  the  Sonora  Phonograph  Co.,  Inc., 
has  announced  the  appointment  of  Harry  L. 


Harry  L.  Spencer 


Spencer  as  New  England  district  manager  of 
the  company.  Mr.  Spencer  assumed  his  new 
duties  this  week  and  his  appointment  will  be 
welcome  news  to  Sonora  dealers  throughout 
New  England,  for  he  is  one  of  the  most  popu- 


lar members  of  the  New  England  sales  fra- 
ternity. The  J.  H.  Burke  Co.,  Sonora 
distributor,  with  headquarters  in  Boston,  Mass., 
will  continue  to  function  in  this  capacity,  as 
heretofore. 

Harry  L.  Spencer  has  been  identified  with 
phonograph  activities  in  New  England  for 
many  years,  having  been  one  of  the  members 
of  the  firm  of  Kraft,  Bates  &  Spencer,  Bruns- 
wick jobbers,  and,  more  recently,  Brunswick 
branch  manager  at  Boston,  Mass.  During  his 
activities  in  the  phonograph  industry  since 
1909  Mr.  Spencer  has  served  as  president  of 
the  New  England  Music  Trades  Association 
and  has  always  taken  an  important  part  in 
the  activities  of  this  organization. 

Prior  to  his  departure  from  the  Brunswick 
Co.,  in  Boston,  Mr.  Spencer  was  the  guest  of 
honor  at  a  dinner  given  to  him  by  the  mem- 
bers of  his  former  organization,  and  during  the 
course  of  the  evening  was  presented  with  a 
very  beautiful  desk  pen  set  as  a  token  of  esteem 
and  affection. 

Indiana  Electric  &  Mfg. 

Go.  Acquires  New  Plant 

Marion,  Ind.,  February  7. — Arthur  E.  Case, 
president  of  the  Indiana  Electric  &  Mfg.  Co., 
of  this  city,  manufacturer  of  Case  receiving- 
sets,  has  acquired  an  efficient  and  up-to-date 
plant  to  replace  the  factory  which  was  burned 
down  recently.  The  new  plant  gives  the  com- 
pany the  same  facilities  as  in  the  past  and  the 
manufacture  of  Case  radio  products  was  re- 
sumed without  delay.  The  fire  caused  damage 
estimated  at  $300,000,  but  Mr.  Case  lost  no 
time  in  re-establishing  manufacturing  facilities. 


A.  W.  Fritzsche  Resigns 

as  Okeh  Vice-President 

Will  Devote  Entire  Time  to  His  Duties  as 
Vice-President  of  General  Phonograph  Corp. 
and  General  Phonograph  Mfg.  Co. 

Allan  W.  Fritzsche,  one  of  the  most  popular 
executives  in  the  phonograph  industry,  has 
resigned  as  vice-president  of  the  Okeh  Phono- 
graph Corp.  and  will  devote  all  of  his  activities 
in  the  future  to  his  duties  as  vice-president 
of  the  General  Phonograph  Corp.  and  the  Gen- 
eral Phonograph  Mfg.  Co.  Mr.  Fritzsche's 
family  and  he  personally  have  extensive 
financial  interests  in  these  two  organizations 
and  according  to  his  present  plans  Mr. 
Fritzsche  will  concentrate  his  activities  on  the 
sale  of  Heineman  motors  and  needles.  He  is 
well  known  throughout  the  trade,  having  spent 
considerable  time  in  the  field,  and  numbers 
among  his  friends  manufacturers  and  whole- 
salers from  coast  to  coast. 

Acme  Electric  &  Mfg.  Go. 
Announces  Price  Reduction 

Cleveland,  O.,  February  8.— R.  A.  Lais,  sales 
manager  of  the  Acme  Electric  &  Mfg.  Co.,  of 
this  city,  manufacturer  of  Acme  power  unit 
products,  has  announced  a  reduction  in  price 
of  the  type  A  B  C-5  converter  from  $34.50  to 
$32.50  and  the  harness  for  the  six-tube  set  has 
been  priced  at  $7.  The  reduction  in  price  of 
the  A  B  C-5  converter  was  made  after  the 
company's  advertisement  for  this  issue  of  The 
Talking  Machine  World  went  to  press. 


Grigsby-Grunow-Hinds  Go. 
Takes  Over  a  Huge  Plant 

Addition  of  Large  Plant  of  Yellow  Truck  & 
Coach  Co.  in  Chicago  Gives  G.-G.-H.  Co. 
Nearly  Half-Million  Square  Feet  of  Space 


With  the  acquisition,  a  short  time  ago,  of 
the  enormous  plant  of  the  Yellow  Truck  & 
Coach  Mfg.  Co.,  in  Chicago,  the  Grigsby- 
Grunow-Hinds  Co.,  maker  of  the  famous  Majes- 


ing  purposes  now  totals  nearly  a  half-million 
square  feet. 

The  accompanying  photograph  shows  the 
Majestic  plants  Nos.  3,  4.  5  and  6,  and  gives 
a  graphic  idea  of  the  tremendous  facilities 
available  for  manufacturing  purposes.  These 
facilities,  formerly  occupied  by  the  Yellow 
Coach  organization,  constitute  an  up-to-date 
property  with  every  convenience  and  modern 
arrangement  with  which  present-day  factories 
are  equipped.  As  will  be  noted,  the  plant 
stretches  over  many  city  blocks,  all  departments 


Sonora  Executive  Headquar- 
ters Now  in  New  York 

Executive  Offices  to  Be  Transferred  From 
Chicago  to  New  Sonora  Building  at  50  West 
Fifty-seventh  Street,  New  York  City 


Large  Plant  of  Yellow  Truck  &  Coach 

tic  line  of  radio  products,  has  automatically 
become  one  of  the  largest  radio  manufacturing 
institutions  in  the  world. 

A  long-time  lease  on  the  Yellow  Coach  prop- 
erty has  been  taken  by  G.-G.-H.  Co.,  the  deal 
involving  nearly  a  million  dollars.  The  com- 
pany has  just  completed  an  addition  to  its 
original  plant  at  4540  Armitage  avenue,  which 
doubles  the  facilities  of  this  plant.  The  two 
Armitage  avenue  plants  will  be  known  as 
Plants  Nos.  1  and  2,  and  the  Yellow  Coach 
plants  will  be  known  as  Majestic  Plants  Nos. 
3,  4,  5  and  6.  The  total  floor  space  of  the 
Majestic  organization  available  for  manufactur- 


Co.,  Chicago,  Now  Owned  by  the  Grigsby-Grunow-Hinds  Co 

being  on  one  floor,  so  that  speed  and  efficiency 
in  operations  are  always  possible. 

The  acquisition  of  this  immense  new  plant 
and  the  completion  of  the  Armitage  avenue 
addition  tells  far  better  than  words  the 
enormous  popularity  which  Majestic  radio  prod- 
ucts have  enjoyed  during  the  past  several  years. 
It  also  gives  a  hint  as  to  the  activities  to  be 
engaged  in  in  the  near  future  by  G.-G.-H.  Co. 


The  executive  headquarters  of  the  Sonora 
Phonograph  Co.,  Inc.,  which  heretofore  have 
been  located  at  64  East  Jackson  boulevard, 
Chicago,  will  in  the  future  be  established  in 

 New    York    City.  The 

company  is  maintaining 
temporary  headquarters 
at  16  East  Fortieth 
street,  New  York,  but 
within  the  next  few 
weeks  will  move  to  the 
handsome  Sonora  Build- 
ing, at  50  West  Fifty- 
seventh  street,  New 
York,  in  the  heart  of 
the  city's  finest  busi- 
ness section. 

A.  J.  Kendrick,  vice- 
president     and  general 
manager  of  the  Sonora 
Phonograph     Co.,  will 
make    his    headquarters  in  New  York,  while 
Harry  Bibbs,  whose  appointment  as  a  member 
of  the  Sonora  organization  is  announced  in  the 
Chicago  section  of  this  issue  of  The  Talking 
Machine  World,  will  be  in  charge  of  the  Sonora 
Chicago  offices  in  the  capacity  of  Middle  West 
division  sales  manager.    The  Sonora  Chicago 
offices  will  continue  to  be  located  at  64  East 


JKajestic  W%: 


Jackson  boulevard. 


A  new  feature  of  The  Talking  Machine  World  each  month  is  a  section  devoted  to  "The  Newest 
in  Radio."  which  appears  on  pages  89-90  in  this  issue.  Latest  products  introduced  by  radio 
manufacturers  are  illustrated  and  described.    This  is  a  valuable  directory  for  retail  dealers. 
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Your  Customers 

are  waiting  for 


with 


A 

HUGE 
VOLUME 
OF  ORDERS 
HAS  MADE 
POSSIBLE 
THIS  NEW 
LOW  LIST 
PRICE  OF 

$8-75 

for 


TYPE  12 

Supplies  filament  potential 
for  12  tubes,  as  follows: 
8  Hi  volts  Type  226  or 
326  tubes,  2  2%-volt  type 
227  or  327  tubes,  and  2 
5-volt  Type  171  tubes. 

TYPE  13 

Supplies  filament  potential 
for  10  tubes,  as  follows: 
S  Type  227  or  327.  2M. 
volt  tubes,  and  2  Type 
171  5  (olt  tubes,  or  2  Type 
210  tubes. 

$13.50 
List  Price 


Sell  it 
to  them 

and  CASH  IN 


on  1928 *s  Qreatest  Opportunity 

A-C-  Former 

in  conjunction  with  the  Carter,  Eby  and 
other  Cable  Harnesses 


?The  big  news  of  the  day  is  conversion  of  battery  sets  to  AC  operation!  You  can  sell  the  sensational 
new  Karas  A-C-Former,  together  with  cable  harness  and  tubes  to  every  man  to  whom  you  have  ever 
sold  a  battery  set — and  many  more  besides!  Folks  don't  want  to  sacrifice  their  pet  sets  to  get  AC 
operation — and  they  don't  have  to!  Thousands  of  consumer  inquiries  which  have  filled  our  mail  since 
our  announcement  of  this  new  product,  indicate  the  strong  influence  which  it  will  have  on  radio 
throughout  the  year.  The  Karas  A-C-Former  will  be  backed  by  a  strong,  consistent  advertising  cam- 
paign in  magazines  and  newspapers  which  will  bring  you  quick,  profitable  sales! 

QOOD  BUSINESS  ALL  SPRINQ  AND  SUMMER/ 

A  new  source  of  business!  No  slump  this  summer  for  wide  awake  dealers  who  will  carry  a  stock  of 
Karas  A  C-Formers  to  meet  the  tremendous  demand!  Don't  delay  another  moment!  Get  in  touch  with 
your  jobber  at  once,  and  write  us  to-day,  using  the  coupon  below  to  obtain  further  details. 

KARAS  ELECTRIC  COMPANY 

4040  N.  Rockwell  St.,  Dept.  B,  Chicago 


SALES 
BOOM! 


The  new  Karas  A-C-Former  delivers 
]  the  correct  voltage  for  the  new 
J  standard  AC  Tubes,  types  X-226  or 
CX-326  and  Y-227  and  CX-327.  It  does 
not  permit  the  excessive  voltage  and 
current  fluctuations  which  are  ruinous  to 
AC  tubes,  which  is  vitally  important  be- 
cause the  slightest  variation  in  building 
or  wiring,  or  any  appreciable  surge  or 
overload  in  the  AC  supply  line  will  cause 
trouble.  The  Karas  A-C-Former  protects 
AC  tubes  and  insures  long  life — and 
there  is  not  a  hum  in  a  trainload. 

The  A-C-Former  needs  no  separate  device 
for  center  tap.  It  has  a  convenient  extra 
loop  of  wire  for  connection  to  the  panel 
controlled  switch.  It  is  designed  for 
mounting  all  connections  beneath  sub- 
panel  or  may  be  mounted  on  separable 
feet  as  shown  above.  It  is  sturdy,  com- 
pact, powerful,  silent,  never  heats  up  and 
always  delivers  an  unvarying,  absolutely 
correct  filament  voltage.  It  has  plug-in 
connection  for  "B"  eliminator. 


Convert  Your  Battery  Sets,  Too! 

fj[  There  is  no  longer  any  reason  to  carry  a  dead  stock  of 
]  battery  operated  receivers  when  you  can  quickly  convert 
J  them  to  AC  operation  with  the  Karas  A-C-Former  fila- 
ment supply  and  a  converting  cable  harness!  Then  watch 
them  sell — and  watch  the  profits  roll  in!  No  rewiring;  har- 
ness connections  are  available  for  any  4,  5,  6,  or  7  tube  set. 
So  simple,  a  boy  can  make  the  change. 


Mail  this  Coupon ! 


KARAS  ELECTRIC  COMPANY, 
4040  N.  Rockwell  Street,  Dept.  B., 
Chicago,  Illinois. 

Send  me  complete  details  and  further  information  regarding  the 
conversion  of  my  customer's  battery  sets  to  AC  operation  with 
KARAS  A-C-FORMER. 

My  Name   

Address   

City   State  

Jobber's  Name   

All  orders  will  Lie  shipped  through  your  jobber. 


1 


r 
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Carryola  Master 

A  fine  phonograph  —  portable  —  with 
features  usually  found  only  on  expensive 
cabinet  models.  Audak  JJltra  (phonic) 
reproducer  —  curved,  throw-back  tone 
arm  of  Bakelite—~tone  chamber  of  im' 
proved  design ,  fitted  with  new-type  metal 
grill,  carrying  case  for  15  records. 
Motor  designed,  built  and  backed  by  the 
Carryola  Company  of  America — theonly 
Portable  manufacturers  to  make  their 
own  motors.  The  master  is  furnished  in 
black,  brown,  blue,  green  or  red  Fabri' 
koid  with  embossing  and  air  brushing  to 
harmonize — handsome  nickeled  fittings. 

$25-00  List 

East  of  the  Rockies 


Carryola  Porto  Pick-Up 

To  attach,  simply  replace  the  detector  tube  of 
radio  set  with  adaptor  plug.  That*s  all.  Play 
records  in  usual  way — hear  them  from  the 
loud  speaker  with  all  the  added  volume  and 
richness  of  tone  that  is  characteristic  of  elec- 
tric  reproduction. 

The  pick'Up  or  electric  reproducer  is  attached 
to  a  curved,  throw'back  arm  which  makes  it 
easy  to  change  needles.  Volume  control  con' 
veniently  located  on  motor  board  enables 
operator  to  regulate  volume  anywhere  within 
limits  of  receiving  set  and  speaker.  Box  is 
beautifully  finished  in  neat,  durable  Fabrikoid 
with  nickel-plated  fittings.  Made  for  use  with 
either  D.  C.  or  A.  C.  radio  sets. 

$23-50  East  of  the  Rockies 


Carryola  Electric  Pick-Up 

The  pick-up  itself  replaces  the  reproducer  of  the 
phonograph.  Then  by  simply  removing  the  detector 
tube  of  the  radio  set  and  inserting  adaptor  plug  in  its 
place,  records  may  be  played  on  the  phonograph  and 
electrically  amplified.  Volume  may  be  controlled  by 
merely  turning  the  volume  control  knob.  Packed  in 
an  attractive  and  colorful  counter  display  box. 

$10-50  List  East  of  the  Rockies 


Carryola  Lassie 


Flat-type  portable,  furnished  in  black,  blue  or  brown  Fabrikoid. 
Both  case  and  record  album  are  embossed  and  air-brushed, 
latest  design  curved,  throw-back,  die-cast  tone  arm.  Equipped 
with  Audak  reproducer.  This  Carryola  model  is  the  only  port- 
able phonograph  in  its  price  class  that  has  all  these  exclusive 
quality  features. 

$15'00  List  East  of  the  Rockies 


WORLD'S         LARGEST  MAKERS 
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Trade  Mark 

Best  and  Fastest -Selling  Line 
Ever  Built 


I 


T'S  a  new  trade  mark,  but  it  represents  the  world's  largest 
manufacturer  of  portable  phonographs.  It  identifies  a  line  of 
products  that  are  fast-moving  and  highly  profitable  to  you  as  a 
music  or  radio  dealer. 

See  a  Carryola  Master  or  a  Carryola  Lassie.  They  look  like  real 
musical  instruments.  Hear  them  and  you  know  they're  even 
better  than  they  look.  Even  the  most  casual  inspection  will 
prove  to  you  that  no  portables  in  the  price  class  can  compare 
with  these  Carryolas. 


Quick  Sales  to  Radio  Fans 

Then  see  the  new  Carryola  Porto  Pick-Up.  Try 
it  out  with  any  radio  set.  Play  a  record  on  it  and 
see  if  you  don't  agree  with  us  that  every  radio  owner 
will  want  one  of  them  on  sight. 

And  the  Carryola  Electric  Pick-Up — what  a  market 
there  is  for  it!  Thousands  of  music  lovers  have 
allowed  radio  to  replace  the  phonograph  in  their 
homes  although  they  still  have  their  old  phono- 
graphs. Show  them  how  easily  this  electric  pick-up 
enables  them  to  use  their  phonograph  to  reproduce 
records  electrically  and  the  sale  is  practically  made. 

A  World  of  Ne  w  Record  Business 

We  don't  need  to  tell  you  the  effect  the  Carryola 
line  will  have  on  your  sales  in  the  record  depart- 
ment. Every  time  you  sell  an  item  bearing  the 
Carryola  name  plate  you  have  made  a  new  customer 
for  records.    More  sales.    More  profits. 


National  Advertising  on  a  Big  Scale 

But  we  are  not  content  merely  to  offer  you  a  fast- 
selling,  profitable  line  of  merchandise  and  let  it 
go  at  that.  We  help  you  sell  it.  We're  backing  you 
up  with  the  biggest  national  advertising  campaign 
the  industry  has  ever  seen.  We're  telling  the  world 
about  Carryola  portables  and  Carryola  Pick-Ups. 
We're  telling  your  customers  to  look  for  this 
Carryola  trade  mark  and  hear  a  Carryola  Demon- 
stration in  the  store  that  displays  it.  In  short,  we 
are  doing  everything  possible  to  help  you  make 
more  sales,  quick  sales,  more  profitable  sales. 

Get  the  Details  Today 

Learn  the  name  of  the  nearest  Carryola  distributor 
and  details  of  our  selling  plan.  The  sooner  you  get 
in  touch  with  us,  the  sooner  you'll  be  in  line  for 
big  profits.   Write  or  wire  us  today. 


THE  CARRYOLA  COMPANY  OF  AMERICA 

647  Clinton  Street  ...  Milwaukee,  Wisconsin 


ARRU DLA 


beyond  tnis  you  Imy  furniture 
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A  BATTERY  ELIMINATOR 


Now  Ready  ^ 
The  4 -Volt 

for  Radiola  Sets 

Replaces  Dry  Cells  or 
Storage  Battery  and  Charger 

Contains  No  Battery 


This  new  model  for  Radiola  superheterodyne 
receivers  and  all.  sets  using  4-volt  tubes  now 
makes  it  possible  to  do  away  with  all  batteries. 

It  accommodates  itself  perfectly  to  the  special 
needs  of  this  type  of  set  with  the  utmost  simplicity, 
efficiency  and  satisfaction — without  change  in 
wiring  or  tubes  and  at  about  one-half  the  cost  of 
other  methods  of  A.  C.  conversion. 

Extremely  compact.  Ideal  size  for  any  Radiola 
battery  compartment,  including  table  models. 
Will  not  interfere  with  the  operation  of  any  set 
regardless  of  how  close  it  may  be  placed  to  the 
integral  working  parts. 

This  newest  ABOX  development  is  the  only  one 
of  its  kind  in  this  rich,  virgin  market.  It  deserves 
your  unqualified  endorsement  and  will  prove  to 
be  one  of  the  feature  profit  articles  in  your  stock. 

ABOX  is  a  nationally  advertised  name  and  every 
ABOX  dealer  is  given  intensive  merchandising 
cooperation.  Send  for  display  material  and  cir- 
culars free  to  ABOX  dealers. 


The  /{box  Compani] 

215  North  Michigan  Avenue 
Chicago,  Illinois 


Model 


4-Volt  ABOX  Eliminator 

A  new  model  for  sets  using  4-volt  tubes. 
Fits  Radiola  battery  compartment.  Size 
8%  inches  long,  4  inches  wide,  6%  inches 
high.  Output — .6  amperes,  4  volts  D.  C. 


$ 


275o 


6- Volt  ABOX  Eliminator 

This  model  will  operate  any  set  using 
eight  or  less  standard  6-volt  tubes.  Not 
necessary  to  change  set  wiring.  Over 
100,000  of  this  type  in  use. 


$ 


32so 
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Roy  S.  Dunn  Appointed  to 
Important  Splitdorf  Post 

Popular  Executive  Is  Now  Western  Sales 
Manager  of  Splitdorf  Radio  Corp. — Hal  P. 
Shearer  Discusses  the  Business  Outlook. 


Hal  P.  Shearer,  general  manager  of  the  Split- 
dorf Radio  Corp.,  Newark,  N.  J.,  has  announced 
the  appointment  of  Roy  S.  Dunn  as  Western 


cured  an  extensive  knowledge  of  radio  mer- 
chandising. On  January  1,  1927,  he  joined  the 
Brinkerhoff  Piano  Co.  of  Chicago  as  sales 
manager,  and  it  was  from  this  organization 
that  Mr.  Dunn  resigned  to  become  associated 
with  Splitdorf. 

The  appointment  of  Roy  Dunn  to  cover  the 
Western  division  of  Splitdorf's  activities  is  in 
line  with  Mr.  Shearer's  conviction  that  the 
music  industry  is  going  to  "take  up"  radio  on 
a  scale  hitherto  undreamed  of  even  by  the 
most  ardent  advocates  of  the  music  store  as 
the  most  logical  outlet.  Mr.  Shearer  has  de- 
voted himself  to  special  analysis  of  the  situa- 
tion from  a  countrywide  angle  and  states  that 
the  hour  has  struck  for  the  music  dealer  to 
push  radio  to  the  limit. 

"It  is  not  my  idea  that  just  because  we 
manufacturers  want  as  many  good  outlets  as 
possible  to  handle  radio  that  I  am  primarily 
interested  in  the  music  store,"  said  Mr. 
Shearer  announcing  Mr.  Dunn's  appointment. 
"Having  been  a  piano  man  myself  I  realize 
fully  the  problems  of  the  music  store.  The 
time  has  come  when  the  music  store  can  make 
real  money  out  of  radio." 


F.  A.  D.  Andrea  Comments 
on  New  Fada  AG  Models 


States  That  New  Sets  Are  the  Result  of  Two 
Years  Laboratory  Work — Feels  That  Present 
Models  Require  a  Minimum  of  Service 


Enterprise  Mfg.  Go.  Starts 
Production  of  Radio  Kits 


Roy  S.  Dunn 

radio  sales  manager  handling  all  radio  sales  for 
that  company  in  the  North  Central  States.  Roy 
Dunn,  as  he  is  familiarly  known,  has  been  iden- 
tified with  the  wholesale  piano  business  for  18 
years.  During  that  period  he  gained  a  tre- 
mendous amount  of  goodwill  and  a  wide  circle 
of  acquaintances  in  the  Western  territory. 

For  four  years  Mr.  Dunn  was  with  the 
Zenith  Radio  Corp.  of  Chicago  where  he  se- 


Philadelphia,  Pa.,  February  6.— The  Enterprise 
Mfg.  Co.,  of  this  city,  which  recently  was 
granted  an  RCA  license,  has  engaged  in  the 
production  of  a  complete  kit  of  adapters,  har- 
ness and  transformers  designed  to  convert  bat- 
tery radio  sets  to  AC  operation.  The  Enter- 
prise Mfg.  Co.  is  an  old  established  hardware 
manufacturing  house  and  has  well  equipped 
manufacturing  facilities  and  an  established  sales 
organization. 


Commenting  upon  the  three  new  models  of 
Fada  radio  receivers  using  alternating  current 
tubes,  F.  A.  D.  Andrea,  president  of  F.  A.  D. 
Andrea,  Inc.,  states  that  these  new  sets  are  the 
result  of  two  years  of  laboratory  work  behind 
closed  doors. 

"The  so-called  electric  receiver  is  by  no  means 
a  novelty  with  Fada  radio,"  said  Mr.  Andrea. 
"As  far  back  as  January,  1926,  we  had  built  a 
laboratory  model  for  the  now  well-known  Fada 
Eight,  and  that  was  an  all-electric  job.  But 
we  were  not  ready  then,  nor  did  we  become 
ready  until  now  to  market  apparatus  of  this 
type.  The  two-year  period  between  the  building 
of  the  first  all-electric  receiver  by  Fada  en- 
gineers and  the  entering  into  production  of  our 
latest  models  has  been  occupied  with  much 
study,  research,  testing  and  development  work 
to  the  end  that  the  product  might  be,  in  trade 
vernacular,  right.  In  announcing  the  Fada  AC 
Seven  table,  the  Fada  AC  Seven  console,  and 
the  Fada  AC  Special,  we  believe  we  are  offering 
receivers  that  not  only  require  an  absolute 
minimum  of  service,  but  live  up  fully  to  the 
standards  set  in  our  receivers  through  which 
harmonated  reception  was  given  to  the  world." 


Alice  Catherine  Kester  Born 


The  William  R.  Galleger  Co.,  Canton,  O., 
recently  added  the  Atwater  Kent  line  and  is 
featuring  Model  37  in  a  sales  drive. 


E.  H.  Kester,  statistician  of  the  Atwater  Kent 
Mfg.  Co.,  Philadelphia,  Pa.,  paused  long  enough 
from  estimating  Atwater  Kent  1928  sales  to  re- 
ceive the  hearty  congratulations  of  all  his  friends 
both  in  the  Atwater  Kent  organization  and  in 
the  trade  upon  the  arrival  on  January  7  of  a 
daughter,  Alice  Catherine  Kester. 


The  Full  Automatic  With  Electric  Amplification 


45"  high,  23"  wide,  22"  deep. 


The  only  automatic  phonograph,  fool-proof 
and  satisfactory,  for  either  home  use  or  pub- 
lic entertainment. 

By  turning  on  the  switch,  it  plays  continu- 
ously.   No  reloading  necessary. 

Simple  and  compact,  nothing  to  get  out  of 
order,  and  the  cabinet  is  no  larger  than  those 
playing  only  one  record,  contains  a  complete 
amplifying  unit,  loud  speaker  and  electric  pick- 
up. 

The  panel  in  front  contains  a  volume  control, 
reject  button,  stop  and  start  switch,  also  a 
switch  to  predetermine  a  definite  number  of 
records  and  stop  automatically,  should  you  de- 
sire to  use  it. 

Price  practically  the  same  as  others  playing 
only  one  record. 

Jobbers  and  Dealers  Should  Write 
for  Information 

Manufactured  by 

Deca-Disc  Phonograph  Co* 

Waynesboro,  Pa. 


sr. 
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necessary 

to  Successful  Radio 
Merchandising  in 

Increased  production  for  1928  enables  us  to  offer  real  profit 
opportunities  to  distributors  and  dealers  in  new  territories. 

Applications  are  now  being  considered 


Full 

Natural 

Tone 
Quality 

,  °s 

Concert 
Caliber 


Music  Store  Steadily  Gaining  in  Im- 
portance as  Logical  Outlet  for  Radio 

Bond  P.  Geddes,  Executive  Vice-President  of  the  RMA,  Gives  Some  Thought-Provoking  Facts 
Regarding  Merchandising  Radio  Receiving  Sets  at  Retail 


The  increasing  recognition  of  the  music  mer- 
chant as  the  logical  outlet  for  radio  receiving 
sets  by  the  radio  manufacturer  and  the  reasons 
for  this  attitude,  which  in  some  cases  is  a  re- 
versal of  opinion,  and  the  tendency  on  the  part 
of  dealers  to  devote  their  attention  to  radio  as 
a  staple  item  of  merchandise,  formed  the  basis 
of  an  interesting  and  instructive  article  by  B. 
I'.  Geddes,  executive  vice-president  of  the 
RMA,  in  the  RMA  News  under  the  caption 
"Selling  Radio  Through  Music  Merchants." 

Radio  is  synonymous  with  music,  at  least  in 
the  public  consciousness.  While  something 
more  than  a  mere  musical  instrument,  it  has 
that  classification  in  the  mind  of  the  buying 
public.  This  is  a  fundamental  fact  which  neither 
the  music  merchant  nor  the  radio  manufacturer, 
jobber  or  dealer  can  ignore. 

Therefore,  in  approaching  a  discussion  of  the 
question  of  music  dealer  merchandising  of  radio 
this  primary  consideration,  so  often  lost  sight 
of,  both  by  the  radio  manufacturer  and  the 
music  merchant,  should  be  kept  firmly  in  mind. 

No  oracular  statements  coming  from  the 
radio  industry  or,  by  the  same  token,  from  the 
music  industry,  can  do  more  than  accelerate  a 
condition  in  both  trades  which,  even  the  most 
casual  analyst  of  the  two  industries  must  recog- 
nize, is  now  in  progress.  This  is,  that  the  radio 
manufacturer  is  availing  himself  more  and  more 
during  each  seasonal  business  cycle  of  the  music 
merchant  as  an  outlet  for  radio,  and  that  the 
music  merchant,  in  increasing  numbers,  is  turn- 
ing, either  again  or  for  the  first  time,  to  radio. 
This  movement  is  more  than  perceptible.  True, 
it  has  not  taken  on  the  proportions  of  a  land- 
slide, possibly,  on  either  side  of  the  fence,  but 


it  is  an  economic  development  whose  force  is 
increasingly  evident.  .The  results,  I  believe,  will 
be  beneficial,  as  they  should  be,  mutually. 

Water  which  has  gone  over  the  dam  carries 
much  debris  but  still  contains  a  potential  source 
of  power  and  profit  if  utilized  down  stream. 
Any  discussion  of  the  many  reasons  in  the  early 
stages  of  the  radio  industry  which  caused  the 
music  merchant  to  reject  or  discard  the  radio 
before  or  after  taking,  causing  the  manu- 
facturer to  place  the  music  merchant  on  his 
"N.  G."  list  as  a  merchandising  outlet,  and 
vice  versa,  is  something  of  a  post  mortem 
process.  Still  the  comparison  of  the  past  with 
the  present  and  future  of  radio  is  not  barren  of 
enlightenment. 

The  radio  industry  of  to-day  is  far  different 
from  that  of  yesterday  or  to-morrow.  In  the 
product  itself,  in  the  development  of  broadcast- 
ing, in  merchandising  methods,  trade  practices, 
and  many  other  respects  the  music  dealer  of  a 
few  years  ago  who  placed  radio  on  his  "N.  G." 
list  would  do  well  to  study  the  new  day  in 
radio.  Undoubtedly,  the  music  dealer  anti-radio 
•  prejudice,  developed  to  a  considerable  extent  a 
few  years  ago,  has  not  been  altogether  broken 
down.  Neither  has  the  manufacturer  prejudice 
against  the  music  merchant  as  a  radio  distribu- 
tor. But  it  is  well  to  remember  that  prejudices 
obscure  vision;  also  they  cost  money.  And 
the  circumstances  which  kept  the  radio  manu- 
facturer and  the  music  merchant  at  arm's  length 
(or  more)  in  the  past  have  changed  vastly. 

In  the  early  stages  of  radio  distribution  there 
were  the  attendant  evils  of  uncertain  price 
maintenance,  of  "gyp"  merchandise  and  "gyp" 
competition.    Also  there  was  the  serious  ques- 


tion of  servicing  the  radio  sets.  The  problem 
of  service  still  remains,  much  less  acute,  how- 
ever, while  the  worst  evils,  naturally  attendant 
upon  a  new  industry  and  which  caused  the 
music  merchant  to  "lay  off"  the  radio,  have 
largely  disappeared. 

To-day,  at  least  partially  through  the  efforts 
of  the  Radio  Manufacturers  Association,  the 
trade  discounts  and  merchandising  methods 
have  been  conservatively  stabilized,  as  the 
whole  industry  has  progressed  to  a  position  of 
permanency  in  stronger  hands,  and,  therefore, 
with  greater  facilities  for  exercising  responsibil- 
ity. No  longer  is  the  radio  industry  one  for 
the  fly-by-night  and  get-rich-quick  profiteer. 
That  stage,  fortunately,  has  passed  almost  en- 
tirely as  to  the  manufacturer,  and  to  a  minimum 
point,  is  gradually  growing  smaller,  in  the  re- 
tail trade. 

The  discounts  of  the  radio  manufacturer, 
smaller  than  usually  enjoyed  by  the  dealer  in 
pianos  and  some  other  musical  lines,  also  have 
become  well  stabilized.  Many  music  merchants 
argue  that  they  cannot  show  an  adequate  profit 
at  the  ruling  discount  rate  of  40  per  cent.  On 
the  other  hand,  it  is  certain  that  the  manufac- 
turers' profits,  considering  invested  capital,  and 
some  of  it  in  past  costly  experiments  from  which 
the  radio  public  is  now  benefiting,  are  not  creat- 
ing a  multitude  of  millionaires  overnight.  More 
music  dealers  are  beginning  to  realize  that  the 
radio,  with  its  quick  turnover,  can  be  made  to 
show  an  adequate  and  sizable  margin. 

The  question  of  service  largely  is  responsible 
for  the  increase,  among  the  ranks  of  music 
and  other  radio  retailers,  in  profitable  mer- 
chandising of  radio  receiving  sets.  Drains  for 
service  charges  upon  radio  derlers  in  the  earlier 
years  of  development  no  longer  exist.  Servic- 
ing does  not  constitute  a  danger  to  the  music 
or  other  merchant  in  marketing  receiving  sets. 
These  have  been  perfected  to  a  point  even 
called  "fool-proof."  Conceding,  for  the  pur- 
pose of  argument  only,  of  course,  that  this  term 
may  carry  a  slight  tinge  of  poetic  license,  it  is 
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nevertheless  undeniably  true  that  the  question 
of  service  should  no  longer  deter  the  music 
merchant  in  placing  the  radio  receiving  set 
before  his  public.  The  receiver,  complicated 
and  delicately  adjusted  as  it  is,  probably  always 
will  need  some  slight  degree  of  servicing,  but 
development  has  reached  the  stage  where  the 
service  problem  should  not  bar  the  radio  from 
the  music  store.  It  is  a  problem  with  which 
the  manufacturer  has  dealt  and  is  dealing  with 
as  his  primary  responsibility.  For  the  com- 
paratively little  servicing  and  gradually  dimin- 
ishing adjustment  required  of  the  radio  receiv- 
ing set  of  the  new  day,  the  music  merchant  can 
cope,  with  every  reasonable  assurance  of  avoid- 
ing the  losses  which  it  formerly  caused.  One 
practice  widely  advocated  is  that  of  engaging 
an  outside  company  for  the  service  work  of  the 
music  merchant.  This  practice  has  been  de- 
veloped particularly  among  department  stores. 

The  field  of  radio  distribution  also  is  narrow- 
ing as  some  retail  agencies — unnatural  and  un- 
economic ones  in  many  instances — are  falling 
by  the  wayside.  In  the  writer's  opinion  the 
future  holds  the  promise  that  the  exclusive 
radio  dealer  and  the  music  merchant  will  be  the 
big  competitive  forces  in  retail  distribution. 
There  is  much  foundation  for  the  opinion  widely 
held  that  the  music  merchant  to-day  could 
occupy  the  dominant  position  in  the  retailing  of 
radio,  certainly  receiving  sets,  if  the  opportu- 
nity to  preempt  the  radio  field  had  been  seized 
a  few  years  ago.  Possibly  as  widely  held  is  the 
opinion  that  the  radio  manufacturer  failed  to 
utilize  the  music  merchant,  in  the  early  stages 
of  the  industry,  to  the  fullest  advantage.  Re- 
gardless of  the  responsibility  and  without  use- 
less recriminations  about  conditions  in  the  past, 
it  seems  certain  now  that  the  exclusive  radio 
dealer  and  the  music  merchant  are  entering 
upon  a  new  era  of  dual  leadership  in  the  retail 
market.  In  this  predicted  competition  and  in 
spite  of  the  exclusive  radio  dealer's  evident  ad- 
vantage in  having  technical  experience  behind 
him  and  experts  on  his  staff,  the  music  mer- 


chant has  many  natural  offsetting  advantages 
on  his  side  in  the  distribution  of  receiving  sets. 
Among  these,  as  is  well  recognized,  is  his 
experience  in  selling  tonal  quality  of  musical  in 
struments.  No  longer  are  receiving  sets  sold 
extensively  by  long-winded  and  technical  dis- 
sertations on  their  interior  mechanism,  but  in- 
stead there  is  increasingly  persuasive  sales  ap- 
peal in  tonal  performance.  Also  the  piano  dealer 
is  accustomed  to  meeting  problems  of  acoustics 
in  home  installation,  which  have  very  parallel 
problems  in  radio  installation.  The  piano  dealer 
especially  is  backed  furthermore  by  long  expe- 
rience in  selling  high-class  merchandise  which 
becomes  a  cherished  furnishing  of  the  home. 
In  this  respect,  too,  the  radio  is  taking  its  place 
in  the  development  of  rich  cabinet  housings. 
Furthermore,  the  music  merchant  is  accustomed 
to  instalment  selling,  which  is  becoming  more 
prevalent  in  the  marketing  of  radio  as  the  qual- 
ity and  price  of  receiving  instruments  are  increas- 
ing to  meet  the  public  demand  for  beauty  as 
well  as  utility  in  their  family  radio.  The  music 
merchant  has  an  established  and  trained  organ- 
ization. He  has  a  list  of  prospects  in  every 
customer  of  the  past  for  a  piano  or  other  musi- 
cal instrument — each  one  to-day  being  a  pros- 
pect for  the  sale  of  a  radio  receiving  set.  The 
music  merchant  also  has  established  credit  lines 
and  financing  system.  He,  above  all,  is  the 
musical  merchandise  mentor  in  his  community. 

It  will  be  noticed  that  emphasis  has  been 
placed  on  the  advantage  which  music  merchants 
might  find  in  the  marketing  of  radio  receiving 
sets.  It  seems  to  be  the  better  opinion  among 
radio  manufactu  rers  that  the  music  merchant 
should  confine  himself  to  the  handling  of  re- 
ceiving sets.  It  seems  to  be  the  consensus  of 
opinion  that  the  handling  of  radio  parts  has  too 
many  complications.  It  entails  the  carrying  of 
a  considerable  inventory  of  varied  lines,  requir- 
ing technical  knowledge  of  radio  circuits  and 
apparatus,  as  well  as  calling  for  different 
methods  of  merchandising.  Therefore,  it  ap- 
pears that  the  music  dealer  should  handle  radio 


accessories  only  in  a  limited  way  and  to  such 
an  extent  as  will  enable  him  to  sell  a  complete 
equipment.  An  exception  might  be  the  han- 
dling of  a  line  of  tubes.  This  has  been  found 
by  many  music  dealers  to  be  a  successful  ad- 
junct to  a  receiving  set  business.  But  in  the 
distribution  of  complete  sets  with  built-in  re- 
producers and  socket  power  equipment  (which 
looms  as  the  ultimate  radio  product)  the  music 
merchant  is  well  equipped  to  function  efficiently. 

The  development  and  improvement  of  broad- 
casting has  not  only  established  the  radio  in- 
dustry but  insures  its  future.  Farsighted  lead- 
ers among  the  manufacturers  and  broadcasters 
have  laid  well  the  foundation  for  a  new  and 
greater  industry,  which  already  is  too  big  to  be 
a  mere  adjunct  of  the  electrical  industry  and 
also  too  vast  for  the  marketing  of  its  products 
under  control  of  any  one  distribution  agency 
or  any  one  manufacturing  group. 

While  the  inevitable  competition  of  radio 
with  other  musical  instruments  has  caused  re- 
alignments and  readjustments  in  the  music  in- 
dustry, the  radio  is  not  an  element  of  injury 
to  the  music  merchant — except  to  that  music 
merchant  who  refuses  to  recognize  the  changed 
conditions  in  the  radio  industry. 

Plaza  Music  Go.  Aids 

Dealers  With  Advertising 

The  Plaza  Music  Co.,  10  West  Twentieth 
street,  New  York  City,  manufacturer  of  "Pal" 
portable  phonographs,  is  co-operating  with 
dealers  in  planning  advertising  designed  to 
build  sales.  Some  of  the  advertising  very 
cleverly  ties  up  with  important  sectional  events. 
For  example,  the  newspaper  ad  for  January  19 
tied  up  with  the  birthday  of  Robert  E.  Lee, 
of  Civil  War  fame.  This  ad  is,  of  course,  of 
particular  interest  in  the  South.  This  is  the 
kind  of  co-operation  that  is  aiding  dealers  who 
handle  the  "Pal"  line  to  build  up  a  profitable 
sales  volume. 
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Creating  a  Record 
Demand  for  Finest  Music 


A SHORT  time  ago,  the  Victor  Talking 
Machine  Co.  announced  that  it  was  pub- 
lishing a  recording  of  the  C  minor  Sym- 
phony of  Johannes  Brahms,  by  the  world-fa- 
mous Philadelphia  Symphony  Orchestra,  whose 
conductor  is  Leopold  Stokowski,  known 
throughout  the  country  as  one  of  the  most  in- 
teresting and  skilful  orchestral  directors  of  the 
day.  In  fact  it  is  not  too  much  to  say  that  the 
Philadelphia  Orchestra  is  at  this  moment  the 
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finest  body  of  players  in  the  United  States,  quite 
probably  equal  to  any  similar  body  to  be  found 
anywhere.  I  shall  not  indulge  in  a  lot  of  silly 
loose  talk  about  "world's  best,"  because  nobody 
knows  just  which  orchestra  is  entitled  to  that 
distinction.  Nor  does  it  matter.  What  does 
matter  is  that  the  Philadelphia  Orchestra  is  to- 
day generally  regarded  as  the  best  in  the  U.  S. 
A.,  which  means  in  comparison  with  the  New 
York,  Boston,  Chicago  and  Cleveland  orchestras, 
all  of  which  are  very  fine. 

What  makes  a  symphony  orchestra  very  fine? 
First,  permanence;  and  second,  a  good  con- 
ductor. It  is  not  enough  to  get  together  a 
nucleus  of  players,  whose  numbers  must  be 
swelled  for  every  unusual  piece  of  work  by  the 
addition  of  outsiders  hired  for  the  occasion. 
The  players  must  be  hired  by  the  year  and  held 
exclusively  to  this  one  work.  Then  also  the 
conductor  must  be  the  same  man  year  in  and 
year  out,  at  least  so  long  as  he  can  produce  re- 
sults. Conditions  of  this  kind  are  not  easily 
managed,  and  much  money  is  called  for  if  they 
are  to  be  realized;  but  in  Philadelphia,  in  Bos- 
ton and  in  Chicago,  as  well  as  in  New  York,  the 
ideal,  to  a  greater  or  lesser  extent,  has  been 
translated  into  fact.  That  is  why  these  orches- 
tras are  so  good. 

Stokowski 

What  makes  the  Philadelphia  the  best  of  all 
is  probably  the  personality  and  skill  of  the  con- 
ductor, Leopold  Stokowski,  a  man  still  young, 
of  remarkable  ability,  who  began  life  as  a  pianist 
and  has  become  one  of  the  small  company  of 
great  orchestral  conductors.  Stokowski  is  of 
mixed  English  and  Polish  ancestry,  combining 
fire  and  practical  wisdom  to  an  astonishing  ex- 
tent. When  he  took  hold  of  the  Philadelphia 
Orchestra,  it  ranked  last  among  the  great 
American  bands.  To-day  it  ranks  first  without 
a  doubt. 

I  say  all  this  in  order  to  make  readers  under- 
stand that  it  is  not  a  small  or  a  simple  thing 
which  the  Victor  Talking  Machine  Co.  has  done 
in  thus  obtaining  the  co-operation  of  the  great- 
est American  Orchestra  in  order  to  record  so 
stupendous  a  work  as  Brahms'  First  Symphony. 
So  accustomed  are  we  in  these  days  to  the  mar- 
velous that  it  is  hard  to  awaken  a  sense  of  en- 
thusiasm even  for  a  really  big  achievement.  But 
I  think  it  easy  to  show  that  here  is  something 
worthy  the  enthusiasm  of  even  the  most  blase 
mind. 

The  Music  Maker 

Brahms  died  in  1897  at  the  age  of  64.  He 
had  been  composing  since  he  was  17  years  old, 
but  he  did  not  hasten  to  sound  the  trumpets  and 
the  drums.  His  first  symphony  was  published 
and  had  its  first  performance  only  in  1876,  when 
Brahms  was  already  43  years  of  age  and  had 
an  European  reputation.  It  is  thus  a  quite  ma- 
ture work,  in  which  Brahms  may  be  said  to  have 
put  everything  which  he  felt,  thought  and  knew. 
Accepted  at  first  with  much  reserve,  and  even 
attacked  in  some  quarters  as  unduly  austere  and 
obscure,  it  has  steadily  made  its  way  into  public 
favor  and  is  now  the  favorite  (or  one  of  the 
few  real  favorite)  war-horses  of  great  virtuoso 
American  conductors  like  Frederick  Stock  of 
Chicago,  Walter  Damrosch  of  New  York  and 
Leopold  Stokowski  of  Philadelphia.  Chicago  is 
said  to  be  a  hard-boiled  town,  but  the  audiences 
who  for  years  have  thronged  Orchestra  Hall 
during  the  nearly  one  hundred  orchestral  con- 
certs given  each  year  under  Stock's  baton  have 
learned  to  love  this  symphony  so  much  that  it 
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is  usually  impossible  to  buy  a  seat  on  a  Brahms 
First  Symphony  night,  unless  one  goes  to  the 
box  office  a  day  or  two  ahead. 

Composer  and  Orchestra 

A  great  orchestral  symphony  represents  an 
amount  of  thought,  inspiration,  labor  and  down- 
right skill  simply  incredible  to  the  outsider. 
Consider  that  the  composer  must  first  think  out 
his  musical  thoughts,  then  rough  them  out  on 
paper,  then  distribute  the  musical  ideas  among 
first  violins,  second  violins,  violas,  cellos,  con- 
trabasses, flutes,  piccolos,  clarinets,  oboes,  Eng- 
lish horns,  bassoons,  contra-bassoons,  French 
horns,  trumpets,  trombones,  tuba,  kettle  drums; 
and  even,  if  he  wishes,  harps,  cornets,  bass 
drums,  snare  drums,  celesta,  tam-tam,  bells  and 
so  on.  Of  course  a  composer,  even  a  very 
modern  young  wild  man  of  music,  need  not  use 
every  instrument  named  above.  But  in  any 
case  he  will  have  his  choir  of  four  kinds  of 
stringed  instruments,  his  wood-winds,  his  brass, 
and  his  percussions.  The  task  before  him  will 
be  to  distribute  his  musical  sounds  among  these 
instruments  so  as  to  produce  from  moment  to 
moment  the  precise  desired  effect  of  tone-color, 
tone  volume,  emphasis,  suspense,  or  whatever 
it  may  be.  This  distributing  of  the  parts  among 
the  instruments  is  comparable  tQ  the  art  of  the 
orator,  who  has  to  clothe  his  thoughts  in  appro- 
priate words.  So,  the  restrained  passion  of  Lin- 
coln's Gettysburg  address,  compared  with  the 
purple  patches  of  Bryan's  Cross  of  Gold  Speech 
is  like  the  quiet  but  penetrating  and  soul-mov- 
ing ardor  of  Brahms  compared  with  the  glit- 
tering verbosity  of  Berlioz.  Brahms  and  Lin- 
coln, the  names  fit  into  each  other  as  one  con- 
templates the  two  personalities.  Each  was  slow 
to  speak,  and  rough  outwardly,  but  within  was 
gentler  than  a  woman.  Each  was  gifted  with 
that  supreme  power  of  expressing  in  the  most 
direct  and  straightforward  language  the  deepest 
and  most  moving  thoughts.  Each  was  sneered 
at  as  uncouth,  and  each  has  come  to  be  an  im- 
mortal. Lincoln  used  words,  Brahms  tones, 
but  the  analogy  is  extraordinarily  close. 
The  Great  Architect 

Brahms  was  above  all  a  musical  architect. 
His  music  has  all  the  perfection  of  design,  all 
the  exquisite  beauty  and  the  unbounded  wealth 
of  detail  which  we  find  in  great  masterpieces  of 
building,  such  as  the  Cathedral  of  Chartres,  or 
the  Basilica  of  Santa  Sophia  as  it  once  was. 
He  can  no  more  be  comprehended  at  a  single 
hearing  than  the  west  front  of  Rheims  at  a 
single  glance.  Knowing  this,  the  Victor  Talk- 
ing Machine  Co.  hit  upon  the  happy  idea  of 
providing  upon  a  separate  record  a  short  talk 
by  Mr.  Stokowski,  outlining  the  themes  or 
melodies  on  which  the  symphony  is  built,  and 
playing  these  upon  the  piano  so  that  the  hearer 
may  have  them  "in  his  ear"  when  the  symphony 
begins.  Carrying  on  the  same  principle  of  ex- 
planation, they  have  provided  a  folder  to  go 
in  the  special  record  album,  containing  a  short 
and  clear  description  of  the  course  of  the  music. 

A  symphony  is  architecture  in  tone.  All 
music  is  this  more  or  less;  but  music  has  the 
disadvantage  of  coming  to  the  percipient  bit  by 
bit,  like  a  stream  flowing  past.  It  is  as  if  one 
had  to  look  at  a  picture  through  a  narrow  slit 
moving  across  the  field  of  vision.  Music,  then, 
must  be  heard  over  and  over  again,  but  that  in 
turn  has  the  enormous  advantage  of  fastening  it 
upon  the  memory  so  firmly  that,  if  it  be  in  truth 
the  tonal  expression  of  a  great  man's  thoughts, 
(Continued  on  page  40) 
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D-40 

D-40   $175.00 

D-40-60    260.00 

D-40-25    260.00 


D-10 

D-10   $  75.00 

D- 10-60    160.00 

D-10-25   160.00 

D-5  Console    30.00 


Federal  Ortho-  sonic  line  length* 
ened,  strengthened  and  made 
more  attractive  than  ever 

Prices  *75°°  to  $1250°° 


Federal  Announces 


—  in  effect  at  once,  a  longer  price  range  — 
prices  from  $75  to  $1250  (higher  in  Canada) 

—  instead  of  $100  to  $1250  as  heretofore. 

—  a  sharp  price-reduction  on  the  D-10  and 
D-40  sets  as  here  illustrated  and  priced. 

Here  is  fresh  incentive  for  the  designated 
Federal  retailer  to  renew  his  efforts  —  and 
for  the  retailers  not  handling  Federal  to  in- 
vestigate the  line. 

A  sales  potential  that  has  been  greatly  in- 
creased. A  product  that  is  exclusive  —  the 
only  Ortho-sonic  radio.  A  quality  of  radio  per- 
formance that  is  absolutely  non-competitive 

—  with  a  price  for  every  purse  and  satisfaction 
for  every  purchaser.  The  foundation  for  a 
flourishing  retail  trade  and  a  permanently  suc- 
cessful business  .  .  .  All  this  is  offered  — 

But  get  the  whole  story.  Find  out  about  the 
good  profit  margin,  the  protection,  the  freedom 
from  red  tape,  the  many  other  features  going 
with  the  Federal  designation.  You'll  say  there's 
nothing  in  the  industry  like  it  —  that  it's  just 
what  you  want.  Get  details  at  once  from  your 
wholesaler.  If  you  don't  know  him,  write  us. 

FEDERAL  RADIO  CORPORATION,  Buffalo,  N.  Y. 

(Division  of  the  Federal  Telephone  Manufacturing  Corp.) 
Operating  Broadcast  Station  W'GR  at  Buffalo 

Federal  Ortho-sonic  Radio.  Ltd..  Bridgeburg,  Ont. 


The  sign  of  the 
Designated  Federal  Retailer 


FEDERAL 

led  by 

RADIO 


Reg.  U.  S.  Pat.  Off. 

Licensed  under  patents  owned  and/or  controlled  by  Radio  Corporation  of  America,  and  in  Canada  by  Canadian.  Radio  Patents,  Ltd 


BUILT    TO    EXCEED    YOUR  EXPECTATION 
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Creating  a  Demand  for 

Finest  Recorded  Music 


(Continued  from  page  38) 
it  will  take  possession  of  the  sympathetic  hearer 
with  an  authority  and  power  hard  to  describe. 
Thus  it  is  with  a  great  piece  of  musical  design 
and  execution  like  the  C  minor  Symphony  of 
Brahms. 

The  Revolution  in  Recording 

It  is  scarcely  necessary  to  say  again  how 
much  the  electrical  recording  has  altered  phono- 
graph music  for  the  better.  To-day  it  is  not  a 
condensed  "little"  orchestra  that  huddles  round 
a  horn.  The  full  band  of  performers  is  placed 
in  their  ordinary  concert  position,  and  the  sound 
waves  emanating  from  it  fall  upon  the  micro- 
phonic, receiver  after  they  have  had  the  full  ad- 
vantage of  reverberation  from  the  walls  of  the 
room.  In  consequence  the  music  is  repro- 
duced, even  on  a  small  phonograph,  with  a  sense 
of  spaciousness,  a  volume  of  sound  and  an  at- 
mosphere of  reality  never  before  attainable. 

The  playing  of  the  Philadelphia  Orchestra 
throughout  the  Symphony  is  superb.  Each 
tone-color  comes  out  with  astonishing  :fidelity 
and  power,  while  the  conductor  plays  upon  his 
great  instrument  like  Paderewski  at  his  key- 
board or  Kreisler  at  his  fiddle. 

How  to  Do  It 

I  hope,  I  hope  very  sincerely,  that  merchants 
will  make  a  special  sales  effort  on  this  wonder- 
ful Victor  album.  But  one  thing  is  sure:  the 
way  to  sell  music  of  this  sort  in  album  form, 
with  all  the  profitable  possibilities  it  holds,  is 
by  demonstration,  on  the  large  scale.  I  should 
put  on  a  store  concert,  some  evening,  inviting 
the  musicians  of  the  town,  and  should  present  to 
them  this  great  work,  taking  perhaps  as  counter- 
weight the  same  Philadelphia  Orchestra's 
recording  of  the  showy  and  brilliant  Second 
Hungarian  Rhapsody  of  Liszt,  which  is  also  a 
Victor  electrically  recorded  product.  And  if  the 
thing  were  being  done  really  right,  I  should 


wish  to  complete  the  picture  by  putting  in  the 
middle  the  Brahms'  piano  Quintet,  with  Harold 
Bauer  and  the  Flonzaley  Quartet  doing  the  play- 
ing. There  would  be  a  program,  and  a  way  of 
doing  things. 

And  in  that  way  or  in  some  way  like  it  such 
things  will  have  to  be  done.  For  the  high-class 
record  will  be  the  profit  maker  of  the  future. 


Canadian  and  British  Radio 
Men  Visit  Kolster  Plant 


Four  representatives  of  Canadian  and  British 
radio  interests  were  recently  entertained  at  the 
Kolster  Radio  plant,  in  Newark,  N.  J.  They 
were  J.  B.  Byers,  vice-president  and  general 
manager,  and  J.  Bacon  Brodie,  sales  manager, 
of  Canadian  Brandes,  Ltd.,  Toronto;  W.  A. 
Bartlett,  managing  director,  and  S.  Wilding 
Cole,  director  of  sales,  of  Brandes,  Ltd.,  of 
London.  They  reported  a  rapidly  growing 
radio  market  in  both  countries. 


New  Columbia  Artist 


Richard  Tauber,  German  tenor,  will  record 
exclusively  for  the  Columbia  Phonograph  Co. 
catalog.  Mr.  Tauber  is  a  member  of  the  Ber- 
lin, Dresden  and  Vienna  State  operas  and  has 
sung  throughout  Europe  with  increasing  suc- 
cess. In  addition  to  his  vocal  capabilities,  Mr. 
Tauber  is  an  orchestral  conductor  and  com- 
poser. His  first  coupling  for  Columbia  is,  "Ay- 
Ay-Ay!  Mein  Blond-Engelein"  and  "Song  of 
India." 


A  Real  Loud  Speaker 

A  demonstration  of  the  latest  developments 
in  loud  speakers  was  given  last  month  when 
the  Bell  Telephone  Co.  sponsored  a  program 
in  which  the  human  voice  was  heard  from 
Hoboken  in  New  York. 


The 

TALK- 
BACK 


Anyone  can  make 

PHONOGRAPH 

RECORDS 


Makes  Full-Volume,  Permanent  Records    can    be    Made  and 

Phonograph     Records.       Will  Played  on  any  standard  phono- 

even  record  a  whisper.  graph,  including   electrical  re- 

producing phonographs. 

Here  at  last  is  a  practical  record-making  outfit  for  home  use.  With  a  TALK- 
BACK,  anyone  can  make  full-volume,  double-faced  records  that  can  be  played 
indefinitely  without  losing  original  volume.  The  TALK-BACK  can  be 
attached  to  any  standard  or  portable  phonograph  in  two  minutes,  and,  after 
recording,  simply  loosen  thumbscrew  and  remove  recording  equipment,  leav- 
ing phonograph  ready  for  regular  use.  TALK-BACK  Records  are  ready  to 
play  as  soon  as  cut — they  require  no  processing.  Method  of  recording  is 
scientifically  correct.  Users  marvel  at  the  simplicity  of  unit  and  especially 
the  results  obtained. 

It's  a  HIT! — Everybody  is  Buying 

The  TALK-BACK  is  a  Hit  wherever  introduced.  Everybody  wants  one. 
With  it,  one  can  keep  in  permanent  form  "sound  pictures"  of  themselves,  mem- 
bers of  the  family,  parties  of  friends,  or  any  program  broadcast  over  the 
radio.  Artists,  musicians,  students,  teachers  and  laymen  everywhere  are  build- 
ing extensive  TALK-BACK  Record  libraries. 

Blank  Double-faced 
TALK-BACK  Talk-Back 

Complete  RECORDS 
$*»SO  ^roR$l<>0 

£    LIST  LIST 

Dealers- — //  your  Jobber  can't  supply  you,  write  factory.    Jobbers — Write  for  our  proposition. 

Talk-Back  Phonographic  Recorder  Co. 

4703  East  50th  Street  Los  Angeles,  Cal. 


Attractive  Stromberg- 
Garlson  Window  at  McCoy's 

No.  744  Stromberg-Carlson  Combination  Is 
Shown  in  Homelike  Setting  in  Display  of 
McCoy's,  Inc.,  Authorized  Hartford  Dealer 


Hartford,  Conn.,  February  6. — Displaying  the 
No.  744  Stromberg-Carlson  combination  instru- 
ment in  <i  homelike  setting  in  its  window  at- 
tracted considerable  attention  and  brought  a 


How  McCoy's  Featured  Stromberg-Carlson 


large  amount  of  business  to  McCoy's;  Inc.,  au- 
thorized Stromberg-Carlson  dealer  of  this  city. 

The  instrument  occupied  the  center  back  of 
the  display  with  a  ship  model  gracing  its  top. 
Two  floor  lamps  flanked  the  sides  and  to  one 
side  in  the  foreground  a  comfortable  chair  was 
seen  with  a  book  resting  on  an  end  table  at 
one  side  and  an  ash  receiver  at  hand  on  the 
other  side.  Attractive  draperies  aided  in  giving 
a  true  atmosphere  and  permitted  prospective 
customers  to  visualize  the  instrument  as  it 
would  appear  in  their  own  homes. 

M.  G.  Rypinski  Discusses 

International  Broadcasting 

The  big  advance  that  should  take  place  in 
radio  in  1928  is  in  the  establishment  of  inter- 
national broadcasting  on  a  definite,  organized 
basis,  according  to  M.  C.  Rypinski,  vice-presi- 
dent of  Federal- Brandes,  Tp-c.,  and  member  of 
the  board  of  governors  oT  the  National  Elec- 
trical Manufacturers'  Association.  The  new 
year  should  also  see  more  complete  recognition 
on  the  part  of  everyone  that  radio  is  as  much 
a  necessity  in  the  home  as  the  daily  newspaper, 
in  Mr.  Rypinski's  opinion. 


Viva-Tonal  Used  in  Act 


Dale  Wimbrow,  Columbia  recording  artist,  is 
using  the  Columbia  Viva-tonal  phonograph  as 
a  regular  feature  of  his  act,  which  is  being 
played  in  the  Keith  Theatres  throughout  the 
country.  The  popular  comedian,  who  is  appear- 
ing with  Blanche  Franklin,  song  writer  and 
singer,  finds  the  Columbia  instrument  a  wel- 
come addition  which  is  well  received  by  audi- 
ences wherever  he  appears. 


E.  R.  Johnson  Offers  Gift 


Eldridge  R.  Johnson,  former  president  of  the 
Victor  Talking  Machine  Co.,  recently  offered 
the  Camden,  N.  J.,  Park  Commission  substantial 
financial  aid  in  creating  a  recreation  center 
along  the  Cooper  River.  He  also  offered  to 
pay  the  salary  of  a  consulting  engineer  recently 
dropped  for  reasons  of  economy. 


RGA  Subsidiary  Formed 

The  Radiomarine  Corp.  has  been  organized 
as  a  subsidiary  of  the  Radio  Corp.  of  America 
to  handle  the  RCA  wireless  business  with  ships 
at  sea  and  on  the  Great  Lakes. 
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Science  +  Science . . . .  Quality  +  Quality 


A  R  R  L|  □ L  A  -j- 


AUDAK 

REPRODUCER 


"The  Champion  Combination  of  the  Entire  Field" 


Z  New  Carryolas 

(AUDAK- Equipped) 

The  two  new  Carry- 
ola models  shown 
here  are  equipped 
with  AUDAK  Re- 
producers—  for  bet- 
ter,  truer,  more  life- 
like  rendition ! 


See  2-Page 
AUDAK 
Announcement 
on 

Pages  16  and  17 
This  Issue 


hen  Cai 

forth  on  its  new 
expansion  program,  deter- 
mined to  add  new  meaning  to  the  term  "portable 
talking  machine,"  it  was  fitting  that  much  thought 
should  be  given  to  Carryola's  new  reproducing 
unit.  They  wanted  the  best  reproducer  on  the  market — proven 
over  a  period  of  time  to  excel  in  acoustical  merit  and  actual  per- 
formance. They  wanted  a  reproducer  that  would  help  lift  Carryola 
out  of  the  class  of  ordinary  "portables."  So  Carryola  experimented, 
in  detail  and  at  great  length.  Hundreds  of  tests  were  made,  under 
all  sorts  of  conditions.  From  several  reproducers  at  first  considered, 
the  choice  narrowed  and  narrowed.  The  testimony  of  the  trade,  also 
earnestly  considered,  was  overwhelmingly  in  favor  of  AUDAK. 
And  finally  AUDAK,  leader  by  sheer  merit,  won  another  sensa- 
tional victory  over  the  whole  field!  Carryola  is  now  AUDAK- 
equipped  !  For  this  progressive  company  with  a  great  portable 
and  a  vigorous  new  policy,  only  AUDAK  Reproducers  will  do  ! 


DEALERS 

Your  confidence  in 
AUDAK  is  once  more 
justified  by  the  exhaus- 
tiveinvestigationswhich 
Carryola  prosecuted  in- 
dependently  and  impar- 
tially-resulting in  their 
adoption  of  AUDAK 
for  their  tremendous 
output ! 


It  Is  Qratifying,  Yet  Only  Fitting,  That  Carryola  Portable  Talking 
Machines  Should  Be  Equipped  With  Audak  Reproducers — the  Best  hy  Test 


The  AUDAK  COMPANY,  565  Fifth  Ave.,  New  York,  N.  Y. 

"Makers  of  Acoustical  and  Electrical  Apparatus  for  more  than  10  Years" 


R  M  A  Meetings  Held  in  New  York 

Important  Trade  Matters  Considered  at  Three-Day  Sessions  at 
the  Hotel  Pennsylvania,  New  York  —  Reports  of  the  Committees 


THE    Radio    Manufacturers'  Association 
held  a  three-day  series  of  meetings  at  the 
Hotel  Pennsylvania  on  January  24,  25  and 
26,  for  the  consideration  of  various  problems 
of  the  industry. 

Discuss  Patent  Interchange 

At  the  opening  session  200  members  of  the 
Association  attended  and  discussed  important 
matters,  including  broadcasting,  technical  en- 
gineering problems  and  the  radio  patent  situa- 
tion. Chief  among  the  matters  discussed  was 
that  of  plans  for  a  patent  interchange  system 
among  manufacturers.  A  J.  Carter,  of  Chicago, 
chairman  of  the  RMA  Patent  Interchange  Com- 
mittee, has  been  working  with  his  fellow  com- 
mitteemen and  C.  C.  Hanch,  father  of  the 
patent-pooling  plan  so  successful  in  the  auto- 
motive industry,  for  several  months  toward 
solution  of  the  patent  problem.  Most  of  the 
RMA  membership  have  submitted  confidential 
information  regarding  their  patent  holdings  to 
the  committee  with  a  view  to  the  ultimate  pres- 
entation of  some  plan  for  the  removal  of  the 
vexatious  patent  situation.  Mr.  Carter  sub- 
mitted his  report  regarding  the  progress  made 
by  the  committee,  and  after  discussion  by  the 
members  it  was  announced  that  the  plan  would 
be  ready  for  formal  presentation  to  the  industry, 
as  represented  by  the  RMA,  at  the  annual  con- 
vention in  June. 

Address  Features  Luncheon  Meeting 

The  regular  monthly  RMA  luncheon  followed 
the  morning  session  and  O.  H.  Caldwell,  a  mem- 
ber of  the  Federal  Radio  Commission,  was  the 
speaker.  He  explained  the  Commission's  policy 
and  detailed  how  it  had  aided  the  millions  of 
American  listeners  as  well  as  the  radio  industry. 
He  also  sketched  how  the  Commission's  work  in 
clearing  broadcasting  channels  and  the  pros- 
pective development  of  short  wave  broadcasts 
opened  wider  markets  and  promised  still  greater 
benefits  in  the  use  of  radio.  Mr.  Caldwell  ex- 
plained why  the  Commission  had  not  summarily 
closed  down  many  broadcasting  stations,  and 
also  its  opening  of  channels  to  chain  broadcast- 
ing. He  registered  himself  as  being  opposed  to 
any  taxes  on  radio  receiving  sets  or  apparatus  as 


unwise.  The  industry  has  developed,  he  said, 
because  radio  is  free. 

Committee  Meetings 

Tuesday  afternoon  and  Wednesday  was  given 
over  to  meetings  of  various  committees,  includ- 
ing a  number  of  gatherings  of  the  Engineering 
Division,  of  which  H.  B.' Richmond  is  chairman; 
the  RMA  Parts  Committee  and  the  RMA  Mer- 
chandising Committee,  of  which  L.  E.  Noble,  of 
Buffalo,  is  chairman. 

The  Engineering  Division,  in  order  to  aid  the 
public  in  purchasing  radio  receiving  sets,  and 
to  improve  advertising  and  merchandising  of 
radio  products,  prescribed  definitions  for  "socket 
power"  radio  operation.  The  definitions  for 
"socket  power"  and  "electric"  products  are: 

"  'Socket  powered'  as  applied  to  a  receiving 
set,  includes  any  set  operated  from  a  light 
socket  or  an  alternating  current,  a  direct  cur- 
rent, or  with  a  self-charging  battery  compart- 
ment." 

"The  term  'electric  set'  to  include  only  those 
sets  operated  from  a  light  socket  without  the 
use  of  'A'  or  'B'  batteries  or  wet  cells  of  any 
description." 

Merchandising  Policies  Considered 

Important  radio  merchandising  policies  were 
considered  by  the  Merchandising  Committee.  A 
survey  of  markets  for  all  radio  apparatus  was 
approved  by  the  Committee.  Information  from 
the  Department  of  Commerce,  the  U.  S. 
Chamber  of  Commerce  and  other  organizations 
will  be  distributed,  under  the  Committee's  plan, 
to  all  RMA  members  to  aid  in  the  economic 
distribution  of  radio  and  the  development  of  the 
wider  markets  opening. 

Standardization  of  manufacturers'  catalog 
sheets  and  a  movement  to  insure  orders  given 
for  radio  products  also  were  approved.  Another 
merchandising  problem,  that  of  financing  instal- 
ment sales  of  radio,  was  discussed  and  the  com- 
mittee took  steps  to  develop  a  uniform,  eco- 
nomic plan  for  the  financing  of  instalment  paper. 
Board  Plans  Wider  Activities 

Measures  to  broaden  the  activities  of  the 
Association  and  greatly  extend  its  service  to  the 
radio  public  were  adopted  at  the  meeting  of 


the  RMA  Board  of  Directors,  presided  over  by 
President  C.  C.  Colby  on  Thursday.  A  move- 
ment toward  improved  advertising  of  radio 
products,  to  prevent  confusion  on  the  part  of 
the  public  and  toward  correction  of  trade  prac- 
tices was  ordered  by  the  board,  in  co-operation 
with  the  radio  retailer  and  jobber  through  the 
Federated  Radio  Trades  Association.  The  board 
directed  the  Engineering  Division  to  present  at 
the  next  meeting  definitions  of  the  various 
"socket  power"  types  of  sets  for  the  guidance 
of  the  public,  in  advertising  and  merchandising. 
The  engineering  definitions  were  deemed  by  the 
board  to  need  further  definition  to  assist  the 
purchaser. 

The  suggestion  of  the  Merchandising  Com- 
mittee regarding  a  survey  of  markets  and  its 
plan  for  standard  catalog  sheets  were  adopted 
by  the  board.  Other  plans  adopted  included 
the  establishment  of  a  traffic  bureau  for  RMA 
members,  in  charge  of  a  traffic  expert,  with  a 
view  to  lower  freight  and  express  rates,  and  the 
establishment  throughout  the  country  of  voca- 
tional training  courses  in  public,  technical  and 
other  schools. 

Report  on  June  RMA  Trade  Show 

Marked  progress  in  plans  for  the  Second  An- 
nual Trade  Show  and  the  Fourth  Annual  Con- 
vention of  the  RMA  at  Chicago  next  June  was 
reported  by  Major  H.  H.  Frost,  Show  Com- 
mittee Chairman.  The  board  of  directors  voted 
its  full  co-operation  and  support  to  Messrs. 
Hermann  and  Irwin,  managers  of  the  Trade 
Show  and  Annual  Radio  World's  Fair.  It  was 
reported  that  more  than  half  of  the  30,000  square 
feet  of  available  space  at  the  Trade  Show  has 
already  been  taken  by  RMA  members 

The  directors  voted  to  hold  their  next  meeting 
at  Buffalo,  N.  Y.,  early  in  March. 

Fred  W.  Peabody,  Inc.,  of 
Newburyport  Incorporated 

Boston,  Mass.,  January  17. — Among  the  cor- 
porations registered  at  the  State  House  within 
the  past  few  days  is  that  of  Fred  W.  Peabody, 
Inc.,  of  Newburyport,  which  plans  to  manufac- 
ture and  import  pianos  and  phonographs.  The 
capital  is  $20,000  and  the  incorporators  William 
K.  Peabody  and  Lena  L.  Peabody,  both  of 
Haverhill,  and  Percy  J.  Simmons  of  Amesbury. 
The  name  of  Fred  W.  Peabody  has  been  iden- 
tified in  an  active  way  with  the  music  business 
for  a  number  of  years. 


United  Labs,  in  New  Home 


United  Scientific  Laboratories,  Inc.,  manu- 
facturers of  radio  apparatus,  recently  moved 
into  new  quarters  at  113-19  Fourth  avenue,  New 
York  City,  where  they  occupy  the  entire  sixth 
floor.  Their  new  home  has  a  floor  space  of 
13,500  square  feet,  about  2^2  times  the  floor 
space  occupied  in  their  old  place  of  business. 
This  move  to  enlarged  quarters  was  necessi- 
tated by  increased  demand  for  United  Scientific 
and  Pierce-Airo  products. 


Columbia  Shop  Chartered 

The  Columbia  Music  Shop,  Buffalo,  N.  Y.,  has 
been  incorporated  by  N.  Rovner,  to  engage  in 
a  general  music  business  with  a  capital  stock 
of  $25,000. 


The  Flint  &  Brickett  Co.,  Springfield,  Mass., 
recently  opened  a  music  department,  carrying 
a  complete  line  of  talking  machines  and  other 
musical  instruments. 


Investigate  the  New 

ABC  CONVERTER 


J  .on  Ac  t 


Leads   the   W orld  in   Converting  Receiver 
Sets  that  Operate  from  D.  C.  Power  to  A.  C.  Poiver. 

The  Acme  ABC  Converter  enables  anyone  to  bring  their 
D.  C.  set  up-to-date  and  operate  on  ordinary  House 
current.  (A.C.)  It's  easy  to  do.  Take  out  the  present 
tubes,  inserting  the  adapters  on  the  Acme  Harness. 
Insert  the  A.C.  Tubes  and  you  have  the  latest  type  re- 
ceiver on  the  market. 

The  Acme  ABC  Converter  is  supplied  in  two  models — 
Type  ABC-5  for  R.  C.  A.  Tubes  or  Cunningham  A.  C. 
Tubes  using  a  voltage  of  U/o  —  2l/2  and  5  volts,  and  Type 
ABC-15  for  Arcturus  Tubes  which  require  15  volts. 

The  "A"  transformer  windings  of  Type  ABC-5  are 
designed  to  carry  the  required  load.  The  "B"  Unit 
delivers  40  milliamperes  at  180  volts  and  the  filter  circuit 
employed  is  the  double  brute  force  type  which  gives 
maximum  filtration  with  the  lowest  possible  losses. 
A  "C"  voltage  of  45  volts  is  furnished  in  this  unit.  If 
required,  a  converter  cable  or  harness  is  supplied  to 
make  a  quick  and  easy  changeover. 

Mounted  in  an  attractive  steel  container,  lY^"  high, 
11"  long  and  5"  wide.  Designed  to  operate  on  50-60 
cycles  at  110  volts,  any  other  frequency  may  be  had 
upon  request. 

Order  through  your  Jobber  today  and  bring 


TYPE  ABC-5 

List  Price  534.50 

List  Price  Tube  (Additional)   5.00 

Western  Price  Slightly  Higher 
Harness    will    be    furnished    if  required. 
This  unit  is  for  226  and  227  Tubes. 

TYPE  ABC-15 

List  Price  $34.50 

List  Price  Tube  (Additional)   5.00 

Western  Price  Slightly  Higher 
This    unit    is    for    Arcturus  Tubes — no 
harness  required. 

your  Receiving  Sets  up-to-date 


THE  ACME  ELECTRIC  and  MANUFACTURING  COMPANY. 
1438  Hamilton  Avenue  Cleveland,  Ohio 
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Interesting  Events  of 
the  Trade  in  Pictures 


Above — Ship  model  made  by   W.  G.  Cleary, 
Kolster  radio  production  department.    Is  to  be 
displayed  in  windows.     Every  detail  of  ship 
correct.    Represents  500  hours  of  labor. 

Left — Gloria  Caruso,  daughter  of  late  Victor 
artist,  cutting  Rosa  Ponselle's  birthday  cake  at 
surprise  party  to  this  famous  Victor  artist. 


Above — Emile  Berliner,  famous  inventor  of  the  disc 
talking  machine,  standing  beside  «  collection  showing 
the  development  of  the  gramophone,  now  housed  in  the 
National  Museum  at  W  ushington,  TJ.  C..  and  loaned  to 
the  museum  by  Mr.  Berliner. 


1E-C0LLENDER  HO. 

SwlsikU  SAD  FRANCISCO  W 

NlfL^A^TCS.  CANADA.  MEXICO,  FRANCE 


Above — One  of  the  weekly  shipments  of  Atwater  Kent  radio  to  Newark,  N.  J.,  and 
\<  i<    )  ork  City  distributors.     This  shipment  totaled  over  one-third  of  a  million 
dollars'  north  of  AC  sets,  concrete  illustration  of  the  popularity  of  these  models. 


Above — This  balanced  window  display  was  arranged  by  C.  L.  Ellison,  manager, 
dealers'  service  department,  Brunswick-Balke-Collender  Co.,  Chicago,  a  service 
dealers  are  finding  valuable  in  their  sales  promotion  drives. 

Right — Two  Black  Crows  and  Leo  Reisman  and  His  Orchestra  share  honors 
in  broadcast.  Left  to  right — Charles  Mack,  W.  C.  Fuhri,  Columbia  vice-presi- 
dent and  general  sales  manager;  A.  W .  Roos,  Columbia  manager  of  distribu- 
tion; George  Moran,  Ben  Selvin.  director  of  Columbia  Radio  Hour,  and  Leo 
Reisman,  who  has  achieved  fame  as  an  orchestra  leader. 


Left  —  Famous 
singers  of  the 
Metro  politan 
Opera  Company, 
together  w  i  t  h 
the  Chorus  of 
that  organiza- 
tion, assembled 
in  the  n  e  tv 
studios  of  the 
National  Broad- 
casting Co.  for 
a  recent  radio 
concert  of  the 
Victor  Talking 
Machine  Co. 
Standing,  in  the 
centre  of  the 
group  (left  to 
right)  are  Giulio 
Setti, conductor ; 
Rosa  Ponsellt, 
soprano;  Gio- 
vanni Martinelli, 
tenor,  and  Ezio 
Pinza,  basso. 
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TELLING 


Free  Trade  Service 

Attractive  business  -  getting  Win- 
dow Display,  in  seven  colors,  now 
being  sent  to  Dealers.  Be  sure  to 
get  yours!  Also,  window  posters, 
pamplets  for  mail  and  counter 
distribution,  free  mat  and  electro 
service.  If  your  supply  hasn't 
arrived,  write  or  wire  your  Jobber 
today ! 
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WORLD 


THE 

SHARPEST 
MVSIC 

i|otitverh£orc 


THERE'S  no  secret  about 
Allen  Portables.  We're 
telling  the  world  how  good 
we  had  to  make  them  in 
building  them  to  your  measure. 

The  ad  shown  here  just  ap- 
peared in  The  Saturday 
Evening  Post  and  is  the 
'  'Opening  Gun"  of  a  consist- 
ent campaign,  which  will  go 
regularly  each  month  into 
3,000,000  homes,  many  of 
them  located  right  near  you, 
in  your  city  or  town. 

Creating  actual  demand  for 
Allen  Portables  in  your  store. 
Helping  you  sell!  Bringing 
you  new  business  and  fine,  big 
additional  profits! 

Just  call  the  "Live  Wire"  jobber 
nearest  you  for  samples,  or 
write  us  for  complete  free  catalog 


ALLEN -HOUGH  MANUFACTURING  COMPANY 

MILWAUKEE,  WISCONSIN     Factories:  New  York  and  Racine 


\en  you  want  all  the  fun  and 
joy  of  music  in  your  home,  you'll 
buy  an  Allen  Portable.  There's 
nothing  like  it  for  all  'round sport 
and  entertainment.  For  Allen 
Portables  alone  have  all  the  new 
musical  features. 

They  play  all  records  perfectly, 
and  give  you  the  snappiest  music 
you've  ever  heard! 
A.llen  Portables  exactly  fit  your 
every  need.  They  are  beautiful 
enough  to  adorn  any  home,  and 
just  right  to  take  along  for  week- 
ends,  school,  or  college.  Three 
fine  models  in  attractive  colors 
from  which  to  make  your  choice ! 

o  u'n  an  Allen  Portable  and  enjoy  all 
the  world's  music,  at  trifling  cost.  As\ 
your  dealer  today  for  free  demonstra- 
tion', or  writs  for  catalog. 


HEAR  AND  SEE 


^THE  Dlff ERENCEAS 
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Psychology 

over  here  and  over  there 


It  has  been  noted  by  expert  ob- 
servers  of  the  talking  machine 
trade  abroad  that  when  one  of 
the  new  "His  Master's  Voice" 
instruments  (Orthophonic  Vic- 
trolas)  is  shown  for  the  first  time 
in  England  or  on  the  Continent, 
great  crowds  gather  as  would 
gather  here,  for  example,  to  see 
a  new  Ford  automobile  or  to 
watch  a  visiting  motion  picture 
star  enter  a  hotel. 

As  a  result  of  this  state  of  the 
public  mind — and  the  determina* 
tion  of  phonograph  dealers  abroad 
to  make  the  most  of  it — the  talking 


machine  business  in  Europe  is 
far  greater  than  ever  in  its  history. 

The  same  musical  perfection 
and  convenience  in  Victrola 
products  that  are  holding  Europe 
spellbound  can  make  America 
marvel— if  the  dealer  gives  them 
the  same  fair  chance* 

The  first  appearance  of  every 
new  Victor  model  and  each  new 
release  of  Victor  records  can  be 
made  to  look  like  either  an  event 
or  an  accident. 

It  is  up  to  you,  Mr.  Victor  Deal- 
er, to  decide  which  it  shall  be. 


C.  BRUNO  &  SON,  Inc. 

Victor  Distributors  to  the  Dealer  Only 


351  FOURTH  AVENUE  NEW  YORK,  N.  Y. 

1834 — Almost  a  Century  of  Dependable  Service  to  the  Music  Trade — 1928 
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Albert  A.  Barnes,  Pres.  of 
Udell  Works,  Passes  Away 

Prominent  in  Woodworking  Industry  for  46 
Years — Esteemed  for  Benefactions  to  Educa- 
tional Institutions — A  Leading  Citizen  of 
Indianapolis,  Was  Active  in  Civic  Affairs 


One  of  the  veterans  of  the  woodworking 
industry  in  America  passed  away  on  January 
25  in  the  person  of  Albert  A.  Barnes,  who  had 
been  president  of  the  Udell  Works,  Indi- 
anapolis, Ind.,  for  the  past  forty-six  years.  Mr. 
Barnes  had  been  confined  to  his  home  for  the 
past  two  years,  having  suffered  a  fractured  hip 
in  1925,  but  this  did  not  limit  his  interest  in 
business  and  social  affairs.  Even  in  spite  of 
his  advanced  years — having  reached  the  patri- 
archal age  of  eighty-eight — his  passing  has 
come  as  a  distinct  shock  to  his  many  friends 
in  Indianapolis  and  throughout  the  country. 

Mr.  Barnes,  who  was  born  in  Stockbridge, 
Vt.,  on  February  14,  1839,  was  a  self-made 
man  who  gained  a  reputation  in  business  circles 
for  energy  and  resourcefulness  and  aided  in  the 
establishment  of  many  institutions.  He  was 
always  active  in  every  movement  that  had  to 
do  with  civic  betterment  and  was  always  in  the 
forefront  in  any  charitable  proposition  that 
presented  itself.  He  was  a  lifelong  member 
of  the  First  Baptist  Church  of  Indianapolis 
and  was  a  large  giver  of  money  and  counsel 
to  Franklin  College,  at  Franklin,  Ind.,  and 
was  a  leader  in  the  organization  of  the  Y.  M. 
C.  A.  in  his  home  city.  His  passing  will  be 
especially  felt  by  his  associates  and  employes 
at  the  Udell  Works,  which  he  had  controlled 
since  1882.  He  knew  the  woodworking  busi- 
ness from  the  lumber  yard  to  the  crate,  and 
until  the  last  few  years  was  very  active  in  the 
management  of  the  business.  While  his  passing 
is  a  distinct  loss  to  the  community,  his  memory 
will  always  be  an  inspiration  to  those  who  had 
the  privilege  of  knowing  him  best. 

The  funeral  services  were  held  at  his  home 
on  January  27,  the  Rev.  F.  E.  Taylor,  pastor 
of  the  First  Baptist  Church,  officiating;  the 
burial  was  in  Crown  Hill  Cemetery.  The  fol- 
lowing officers  and  employes  of  the  Udell 
Works  served  as  pallbearers:  Howard  Phil- 
lips, R.  M.  Madden,  J.  B.  Peterseim,  Samuel 
Doll,  J.  U.  Myers,  C.  E.  Stalnaker,*C.  A.  Carll 
and  H.  T.  Griffith.  Honorary  pallbearers  were 
members  of  the  board  of  trustees  and  deacons 
of  the  First  Baptist  Church  and  trustees  of 
Franklin  College. 


W.  L.  Stensgaard  Now 

With  Montgomery  Ward 

W.  L.  Stensgaard,  formerly  director  of  the 
display  division  of  the  Stewart-Warner  Speed- 
ometer Corp.,  Chicago,  and  also  president  of 
the  International  Association  of  Displaymen, 
resigned  his  position,  effective  January  15,  to 
accept  a  post  with  the  Montgomery  Ward  Co. 
as  director  of  merchandise  displays*  for  their 
retail  chain  stores.  This  is  viewed  as  a  definite 
indication  that  the  Montgomery  Ward  Co.  in- 
tends to  establish  displays  above  those  usually 
seen  in  chain  store  organizations.  It  is  under- 
stood that  the  Montgomery  Ward  chain  store 
organization  is  to  see  a  rapid  growth  and  that 
they  will  establish  stores  throughout  the 
United  States.  Dan  Hines  will  succeed  Mr. 
Stensgaard  as  director  of  the  display  division 
for  the  Stewart-Warner  organization. 


A  Valuable  Bulletin 


The  Radio  Dealer  Bulletin  issued  monthly 
by  Harringtons,  Ltd.,  radio  distributors  of 
Australia  and  New  Zealand,  contains  in  each  is- 
sue a  wealth  of  information  of  value  to  the 
dealer.  In  a  recent  issue  the  leading  article 
was  an  informative  and  well-written  paper  on 
the  subject  of  "Advertising  in  Country  Papers." 


A  Full  House 


Brilliantone 
Steel  Needles 

These  quality  needles,  made  by  the  largest  and 
oldest  manufacturers  of  steel  needles  in  the  world, 
should  be  in  your  store.  When  you  stock  this 
merchandise,  every  phonograph  owner  in  your 
community  is  a  possible  customer. 

You  can  have  the  nationally  advertised  brands — 
JUMBO— GILTEDGE— REFLEXO— BRILLIAN- 
TONE— or  your  own  private  brand  at  prices  that 
leave  room  for  worthwhile  profits!  In  every  size 
and  tone  now  used. 

Write  to  us  TODAY  for  details, 
prices  and  discounts 

Brilliantone 
Steel  Needle  Co. 

of  America,  Inc. 


370  Seventh 
Avenue 


New  York 
City 
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Every  morning's  mail  contains  evidence  that  Kolster 
demand  is  growing  stronger  and  stronger. 

In  the  big  cities  the  growth  of  Kolster  popularity 
is  unprecedented. 

Reports  from  jobbers'  salesmen  indicate  that 
authorized  Kolster  dealers  are  finding  their  protected 
Kolster  franchises  more  valuable  than  ever  before. 

The  evident  fact  is  that  the  army  of  families  who 
prefer  Kolster  performance  to  that  of  all  other  radios 
have  started  talking  .... 


KOL 


Enjoy    the    KOLSTER    FAMOUS    COMPOSERS  HOUR 
over    the    nation-wide    Columbia    Broadcasting  System. 
Every    Wednesday    9    to    10    P.    M.    Eastern  Time 
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.  .  .  .  and  the  sounds  they  are 
making  mean  faster  turnover  for 
every  dealer  authorized  to  display 
the  symbol  of  prosperity  on  the 
right ! 


AIFITMRIZED 


Use  the  coupon. 


DEAL! 


TER 


FEDERAL- BRANDES,  Inc. 


200  MT.  PLEASANT  AVENUE 


NEWARK,  N.  J. 


1928,  Federal-Brandes,  Inc. 


Please  let  me  know  if  there  is  room  for  another  Kolster  dealer  in  my  locality. 
Name  


Street . 


City. 


.  State . 


Circus  Methods  Sell  Radio 
Sets  for  CD.  Cheatham 

Jamaica,  N.  Y.,  Dealer  Arouses  Interest  of 
Public  in  Radio  by  Unusual  Sales  Plan 

By  Clarence  J.  O'Neil 


WHEN  the  title  of  being  a  "big  show  man" 
is  tacked  on  to  an  individual,  we  im- 
mediately think  of  P.  T.  Barnum  and 
elephants  and  clowns.  But  when  the  residents 
of  Jamaica,  N.  Y.,  hear  of  the  big  show  man 
they  immediately  think  of  C.  D.  Cheatham  and 
his  annual  radio  show.  He  also  tells  the  com- 
munity of  his  coming  radio  exhibit  through  the 
same  ballyhoo  medium  that  Barnum  made  so 


JffkGJVAYOX 


R500  Unit 

Dynamic 
Power  Speaker 

and  power  amplifier 
combination 


THE  wonderful  Magnavox  Dynamic 
Speaker,  with  a  matched  power 
unit,  self-contained  on  steel  frame,  is 
ready  for  installation  in  any  radio  set 
or  phonograph  cabinet  having  space 
available  of  14  in.  wide  and  12  in.  high. 

Power  unit  for  105-125  volts  60- 
cycle  A.  C.  supply.  Requires  one  3163 
type  rectifying  tube  and  one  310  or  210 
type  amplifying  tube.  Can  replace  last 
audio  tube  of  set  or  use  all  tubes  of  the 
set.  For  use  with  phonograph  electrical 
pickup  head  two  additional  audio  stages 
recommended  between  pickup  and 
R500  unit. 

Only  the  dynamic  type  of  speaker 
can  bring  out  the  full  qualities  of  re- 
production demanded  today.  With  this 
carefully  matched  power  unit  the  com- 
bination is  the  highest  grade  of  radio 
device.  Price  $120  for  complete  unit 
less  tubes.    Write  for  speaker  bulletin. 


LOBOY  MODEL 
R500  Unit  in  hand- 
some  cabinet,  fin- 
ished in  rich  old 
English  brown  ma- 
hogany. $165.00,  less 
tubes. 


The  Magnavox  Company 
Oakland,  California 


popular,    posters — posters    and    more  posters; 
eye-arresting,  attention-getting  publicity. 
Posters  "Tell  The  World" 

Not  a  newspaper  in  the  city  carries  an  ad- 
vertisement of  Cheatham's,  nor  does  he  resort 
to  circularizing  through  the  mail.  He  is  a  firm 
believer  in  adding  color  to  his  appeal  and 
therefore  broadcasts  through  huge  forty-two  by 
thirty-six-inch,  yellow  and  black  posters  pasted 
on  every  elevated  station,  building  and  fence 
within  a  radius  of  five  miles.  He  pays  dearly 
for  his  poster  advertising  hobby  but  he  also 
gets  a  good  refund  through  radio  sales. 

It  is  too  soon  to  tabulate  how  much  he  will 
realize  on  his  Second  Annual  Radio  Show, 
held  in  January,  but  on  the  basis  of  last  year's 
performances,  and  broadcasting  it  through  the 
same  advertising  program,  Cheatham  expects 
to  make  it  another  success. 

Cost  of  Poster  Advertising 

The  one  outstanding  feature  of  his  adver- 
tising is  the  seemingly  expensive  angle  of  it. 
The  cost  of  posting  the  billboards  alone  aver- 
ages twenty  cents  a  poster.  He  estimates  1,000 
posters  will  be  sufficient  to  cover  every  avail- 
able blank  wall  space  for  miles  about  his  dis- 
trict. The  posters  are  printed  in  black  type 
with  an  elaborate  yellow  shade  background. 
Cheatham's  printing  bill,  exclusive  of  the  $200 
for  posting,  amounted  to  $60.  The  posters  read: 


MICA 
DIAPHRAGMS 

Immediate  delivery — all  sizes 
Send  for  free  samples  and  prices 
All  Mica  Products 

INTERNATIONAL  MICA  CO. 

Baring  535  PHILADELPHIA,  PA.  niuSS,  Vhlta. 


C.  D.  Cheatham  presents  Jamaica's  Second  An- 
nual Radio  Show  at  147-18-20  Jamaica  avenue, 
Jamaica,  N.  Y. 

Mr.  Cheatham  allotted  a  full  day  for  his 
squad  of  eight  men  to  cover  the  posting  area 
with  four  trucks. 

Uses  Barnum  Tactics 

Even  the  interior  decorations  of  the  "radio 
show"  were  done  in  Barnum  fashion.  Having 
two  separate  stores,  adjoining  each  other,  of- 
fering a  combined  floor  space  of  fifty  by  one 
hundred  feet,  Mr.  Cheatham  arranged  and 
decorated  one  store  exclusively  for  his  show. 
Yellow  and  black  were  the  uniform  colors,  used 
throughout  the  store.  The  entire  ceiling  was 
elaborately  decorated  with  streamers  to  match 
the  windows,  doors  and  wall  finish.  On  enter- 
ing, the  visitor  viewed  an  assortment  of  com- 
plete sets  occupying  the  front  half  of  the  store. 
As  he  walked  further  back  he  saw  an  assorted 
array  of  accessories  neatly  stacked  up  on  two 
shelves.  Five  salesmen  under  the  supervision 
of  E.  Spero,  manager,  were  ready  to  answer 
any  questions  asked  by  visitors. 

Mr.  Cheatham's  final  cost  for  staging  his  two 
weeks'  show  last  year,  including  printing,  post- 
ing and  labor,  was  estimated  at  about  $500.  His 
net  result,  however,  was  the  sale  of  $8,000  in 
radios  and  plenty  of  vacant  space  for  a  fresh 
stock  of  radio  merchandise. 


L.  D.  Heater  Go.  Opens  a 
Branch  in  Seattle,  Wash. 

Portland,  Ore.,  February  3. — The  L.  D.  Heater 
Co.,  jobber  of  phonographs,  records,  radios  and 
accessories,  has  opened  a  branch  department  in 
Seattle  and  has  placed  J.  E.  Brown  in  charge. 
Mr.  Heater,  who  spent  the  past  month  in  Seattle 
planning  the  opening,  quietly  purchased  the 
$12,500  bankrupt  stock  of  the  Harold  Weeks 
Brunswick  Shop  and  distributed  it  to  the  va- 
rious dealers  in  that  city.  While  there  he  also 
purchased  the  Arborphone  stock  of  the  Globe 
Electric  Co.,  and  has  taken  over  the  northwest- 
ern distribution. 

At  the  Portland  headquarters  Al  Cooney,  who 
has  been  associated  with  Mr.  Heater  for  many 
years,  has  been  placed  in  charge  of  the  Okeh 
and  Odeon  record  department. 

John  N.  Armfield  has  been  placed  in  charge 
of  the  Victrola  and  radio  department  of  Sher- 
man, Clay  &  Co.,  Portland  branch,  and  his  wife 
in  charge  of  the  record  department  of  the  firm. 
Mr.  Armfield  takes  the  place  occupied  by  R.  W. 
Newhouse  and  Mrs.  Armfield  that  of  Miss  Cora 
Richie,  both  of  whom  have  been  transferred  to 
California  houses  of  the  firm. 

C.  B.  Gilbert,  of  Seattle,  and  president  of  the 


Northwestern  Victor  Distribution  Co.,  met  the 
Victor  dealers  and  salesmen  at  a  luncheon  at 
the  Hotel  Portland,  January  11,  at  which  time 
he  gave  them  an  excellent  sales  talk  and  demon- 
strated for  them  for  the  first  time  the  new 
model  Victor  Electrola  No.  1215. 

Elmer  Hunt,  in  charge  of  the  Portland  branch 
of  the  Victor  Distribution  Co.,  announced  that 
the  J.  K.  Gill  Co.  has  added  the  Victor  line. 
When  the  department  was  opened  the  Bruns- 
wick and  Columbia  lines  were  installed. 


Winton  Balzell  Drops  Dead 

Winton  Balzell,  musician,  educator  and 
author,  of  Brooklyn,  N.  Y.,  dropped  dead  from 
heart  disease  while  visiting  with  a  friend,  H.  L. 
Hunt,  head  of  the  instrument  department  of  the 
Charles  H.  Ditson  Co.,  at  the  company's  quar- 
ters at  8  East  Thirty-fourth  street,  New  York. 

  \ 

Rappaport  Files  Schedule 

A  schedule  in  bankruptcy  was  recently  filed 
by  Morris  Rappaport,  proprietor  of  the  M.  Rap- 
paport Music  &  Radio  Shop,  880  Westchester 
avenue,  New  York  City,  Liabilities  are  listed 
at  $36,040  with  assets  at  $26,397. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3-ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Let    us    f'gure    on    your  requirements 

MADE  BY 

PLYWOOD  CORPORATION,       Goldsboro,  N.  C. 

Mills  in  Va.,  N.  C.  and  S.  C. 
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As  Silent  As  a  Fine  Watch 
^and  As  Well  Made 


JUNIOR  Motors  are  small  editions  of  the  famous 
Flyer,  with  the  same  long  life,  dependability  and 
freedom  from  noise  that  have  made  the  Flyer  the 
most  popular  and  most  widely  used  motor  for 
portables. 

The  Junior  has  a  frame  of  cast  iron,  spring  of  the 
finest  steel,  bearings  of  everlasting  bronze,  and 
specially-cut  precision  governors  and  gears.  It  is 
rigidly  inspected  at  every  stage  of  manufacture,  and 
cannot  come  to  you  in  a  portable  unless  it  is  100% 
perfect  and  ready  to  stand  up  under  long  years  of 
hard  use. 

The  greater  part  of  all  portables  sold  are  equipped 
with  Junior  or  Flyer  Motors.  Dealers  insist  on  these 
better  motors  because  they  have  found  by  experience 
that  portables  equipped  with  them  are  easier  to  sell, 
give  greater  satisfaction,  and  assure  freedom  from 
returns. 

Demand  portables  powered  by  Junior  or  Flyer 
Motors— and  play  safe. 


EMM,  INDUSTHES  CO 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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A 

Complete  List 

of 


Distribu  tor  s 


THE  ARTOPHONE  CORPORATION 
1624  Pine  St.,  St.  Louis,  Mo. 

THE  ARTOPHONE  CORPORATION 
McCall  Building 
Memphis,  Tennessee 

THE  ARTOPHONE  CORPORATION 

203  Central  Exchange  Building, 
804  Grand  Avenue,  Kansas  City,  Mo. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 

227  W.  Washington  St..  Chicago,  111. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

HAWAII  MUSIC  COMPANY 
1021  Fort  Street,  Honolulu,  Hawaii 

L.  D.  HEATER 
469T/2  Washington  St.,  Portland,  Ore. 

IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y. 

OHIO  SALES  &  SUPPLY  CO. 
1231  Superior  Ave.,  Cleveland,  Ohio 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St.,  New  York  City 

OKEH  PHONOGRAPH 
CORPORATION 

809  So.  Los  Angeles  St. 
Los  Angeles,  Cal. 

OKEH  PHONOGRAPH 
CORPORATION 

339  Bryant  St. 
San  Francisco,  Cal. 

JAMES  K.  POLK,  INC. 
217  Whitehall  St.,  S.  W.,  Atlanta,  Ga. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
803-05  West  Broad  St.,  Richmond,  Va. 

THE  Q.  R.  S.  MUSIC  CO. 
1017  Sansom  St. 
Philadelphia,  Pa. 

STERLING  ROLL  AND  RECORD 
COMPANY 
137  W.  4th  St.,  Cincinnati,  Ohio 


Satisfactory  Trade  Conditions  Reported 

Throughout  Entire  Milwaukee  Territory 

New  Panatrope-Radiola  Combination  Making  a  "Hit"  With  the  Trade  and  Public,  Brunswick 
Branch  Reports — Value  of  Regular  Attendance  at  Meetings  of  the  Association 


Milwaukee,  Wis.,  February  7. — Carl  Lovejoy, 
of  the  Brunswick-Balke-Collender  Co.,  Bruns- 
wick agent  here,  reports  that  the  concern  is  hav- 
ing exceptional  success  with  the  new  Panatrope- 
Radiola  combination.  "Our  concern  is  looking 
forward  to  a  record  business  this  year,"  said  Mr. 
Lovejoy.  "We  are  now  handling  everything  in 
the  way  of  shipments  from  our  Milwaukee  office, 
having  made  a  district  out  of  Milwaukee,  and 
we  are  more  than  satisfied  with  the  amount  of 
business  we  have  done  during  the  month  of 
January." 

Harry  Goldsmith,  of  the  Badger  Talking  Ma- 
chine Co.,  also  reports  that  he  is  well  satisfied 
with  the  conditions  in  the  field  at  this  time. 
"We  are  keeping  up  a  good  sales  volume  on  the 
higher  priced  Victrolas,"  said  Mr.  Goldsmith, 
"and  there  is  little  doubt  in  my  mind  but  that 
this  condition  will  keep  up." 

At  the  Interstate  Sales  Co.,  agent  for  the 
Freed-Eisemann,  Richard  Zinke,  manager,  re- 
ports "a  very  fine,  steady,  consistent  business." 

The  Allen-Hough  Mfg.  Co.,  at  Racine,  which 
is  producing  600  portable  phonographs,  together 
with  carriers  each  day,  is  finding  business  on 
portables  extremely  good.  The  company  came 
to  Racine  about  a  year  ago  and  began  opera- 
tions with  a  force  of  fifteen  employes.  To-day 
it  is  employing  eighty-seven,  and  the  plant  is 
being  operated  night  and  day  in  an  endeavor  to 
fill  orders. 

"The  music  store  is  the  logical  place  to  get 
radios,"  said  Henry  M.  Steussy,  vice-president 
and  general  manager  for  the  Kesselman- 
O'Driscoll  Co.  here.  "When  radio  first  came 
out  every  Tom,  Dick  and  Harry  in  business  was 
installing  a  radio  department,  but  it  is  beginning 
to  be  realized  now  that  radio  business  is  not  a  • 
sideline  but  a  specialty,  and  that  it  requires  real 
merchandising  ability  of  a  special  kind  to  sell 
radios.  That  is  why  we  find  the  large  music 
houses  and  the  exclusive  radio  shops  prospering 
in  radios — they  have  salesmen  who  are  trained 
to  sell  the  particular  article. 

"By  attending  meetings  of  the  Wisconsin 
Radio  Trade  Association  regularly,  a  dealer 
learns  from  the  experiences  of  other  men  in  the 
field,"  said  Mr.  Steussy.  "Our  Association  has 
been  active  in  combating  merchandising  evils 
which  were  prevalent  in  radio  selling,  and  it 
behooves  the  individual  merchant  to  take  ad- 
vantage of  the  opportunity  to  learn  how  to  mer- 
chandise, how  to  sell  with  a  carrying  charge, 
and  how  to  give  proper  service." 

Among  the  radio  retailers  who  are  reporting 
an  excellent  demand  for  radios  are  J.  B.  Brad- 
ford Piano  Co.,  Orth  Music  Co.,  Flanner- 
Hafsoos  Music  Shop,  Inc.,  and  the  radio  depart- 
ment of  the  Boston  Store.  The  Flanner- 
Hafsoos  Co.  is  having  an  exceptional  demand 
for  the  Kellogg  AC  set. 

The  retailers  are  planning  another  "Ask  'Era 
to  Listen"  campaign,  the  idea  back  of  which  is 
to  get  the  public  interested  in  their  home  sta- 
tions. Further  plans  with  regard  to  the  drive 
will  be  announced  at  a  later  date,  as  they  are 
completed. 

Record  business  in  the  city  is  keeping  up  at  a 
good  pitch.  The  Victor  Herbert  album  is  sell- 
ing exceptionally  well  at  the  Badger  Talking 
Machine  Co.,  according  to  Miss  Adele  Holtz. 
"Another  set  of  records  that  is  especially  popu- 
lar right  now  is  the  Paul  Whiteman's  concert 
orchestra  records,"  said  Miss  Holtz.  "We  are 
also  beginning  to  notice  a  favorable  reaction  on 
records  by  Schubert,  the  'Unfinished  Sym- 
phony' being  especially  popular." 

The  Milwaukee  Victor  Record  Girls'  Club  is 
continuing  to  meet  each  month  and  at  their 
later  meetings  have  been  inviting  girls  from 
surrounding  towns.  At  the  next  meeting  of  the 
association,  to  be  held  in  February,  it  is  planned 


to  have  a  famous  Victor  record  artist  present. 

Thirty-five  members  of  the  sales  force  of  the 
Reinhold  Bros.  Co.,  Minneapolis  distributor  of 
radio  apparatus,  attended  the  two-day  conven- 
tion of  the  French  Battery  Co.,  of  Madison. 

Plans  for  the  construction  of  a  ten-story 
building  by  the  Music  Arts  Corp.  are  going  for- 
ward here.  This  corporation  has  just  completed 
extensive  remodeling  of  the  Kesselman  Build- 
ing. The  property  just  West  of  this  building 
has  been  acquired  by  the  corporation  on  a 
ninety-nine  year  lease  and  it  is  here  that  the  new 
building  will  be  constructed. 

The  formal  opening  of  a  new  radio  shop  at 
4807  Center  street,  to  go  under  the  name  of 
Merrill  J.  Page,  Inc.,  Radio  Studio,  has  been 
announced. 

A  new  piano  and  radio  store  has  been  opened 
at  the  home  of  Henry  Lorge  at  406  South  Cedar 
street,  Marshfield,  Wis. 

A  new  idea  in  music  rooms  has  been  intro- 
duced by  the  Gitzel  Music  Shop,  961  Kinnickin- 
nic  avenue,  Milwaukee.  The  company  has  a 
new  Japanese  room  as  an  addition  to  the  store. 


Superior  Cabinet  Corp. 

Introduces  New  Models 


Spanish  Model  601  and  Grecian  501  Adapted 
for  Atwater  Kent  Model  37  and  Other  Popu- 
lar Models — Expect  to  Triple  Production 


New  models  of  radio  cabinets  are  being  in- 
troduced by  the  Superior  Cabinet  Corp.,  New 
York,  earlier  this  year  than  usual  because  of 
enlarged  manufacturing  facilities,  according  to 
George  Seiffert,  sales  manager  of  the  company. 
The  Spanish  model  601  and  the  new  Grecian 
model  501  are  adapted  for  the  new  Atwater 
Kent  model  37,  the  RCA  model  17,  Zenith  and 
other  popular  receivers,  the  announcement 
states,  and  all  of  these  cabinets  are  equipped 
with  the  RCA  100A  cone  speaker.  Other  new 
models  will  be  announced  shortly. 

Mr.  Seiffert  states  that  the  company  expects 
to  triple  its  production  during  1928,  and  is  now 
in  position  to  take  care  of  large  quantity  orders 
for  cabinets  of  special  design  desired  by  job- 
bers, distributors  or  radio  set  manufacturers. 


Atwater  Kent  AG  Set  and 
Pooley  Line  in  Show  Tie-Up 

The  Atwater  Kent  Mfg.  Co.,  Philadelphia, 
Pa.,  established  headquarters  at  the  Commodore 
Hotel  during  the  automobile  show  in  New  York 
City.  The  new  AC  receiving  set  No.  37  was  the 
feature  of  the  exhibit,  together  with  the  Model 
E  speaker  in  its  variety  of  new  finishes.  Vernon 
Collamore,  sales  manager;  T.  W.  MacDowell, 
convention  manager;  P.  A.  Ware,  merchandis- 
ing manager,  and  other  members  of  the  At- 
water Kent  staff  were  on  hand  to  demonstrate 
the  new  model  and  greet  their  many  friends. 

The  Pooley  Co.,  Philadelphia,  maker  of  cab- 
inets for  Atwater  Kent  sets,  had  an  exhibit  in 
an  adjoining  room  with  Pooley  executives,  in- 
cluding B.  R.  Stauffer  and  Russell  Hunting, 
Jr.,  in  charge. 


Maurice  Landay  Is  111 

Maurice  Landay  president  of  the  Sonora  dis- 
tributing firm,  the  Greater  City  Phonograph 
Co.,  has  been  confined  to  his  home  in  the 
Hotel  Alden,  New  York,  with  intestinal  trouble. 
Although  his  illness  is  in  no  way  critical  it  is 
expected  that  some  time  will  elapse  before  he 
will  be  able  to  return  to  his  office. 
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Increased  Business  Creates  Optimism 

Throughout  the  Kansas  City  Territory 

Dealers  and  Wholesalers  Report  Satisfactory  B  usiness  as  the  New  Year  Gets  Under  Way- 
Combination  and  Higher-Priced  Talking  Machines  and  Radio  Sets  Lead  the  Demand 


Kansas  City,  Mo.,  February  7. — January  closed 
here  with  the  talking  machine  dealers  reporting 
sales  for  the  month  ahead  of  January  a  year 
ago,  and  all  dealers  predict  a  good  year  for 
phonographs  and  radios  during  1928.  The  past 
year  was  on  the  whole  an  improvement  over 
1926  in  the  experience  of  most  of  the  retail 
houses  in  this  city. 

Paul's  Music  Shop  has  had  a  nice  increase 
in  sales  of  machines  during  January  over 
January  a  year  ago,  and  believes  that  the  vol- 
ume for  the  month  will  exceed  January,  1927,  by 
a  good  margin.  Combination  Orthophonies  and 
Radiolas  are  receiving  the  most  attention  at  this 
time  at  Paul's.  The  new  Victor  Herbert  record 
set  is  expected  by  Paul's  to  be  the  biggest  thing 
of  its  kind  of  the  year.  They  are  already  tak- 
ing advance  orders  at  $7.50  for  the  complete  set 
of  five  records. 

O.  D.  Standke,  of  Standke's  Music  Shop,  re- 
ports a  fine  Christmas  business,  with  exceptional 
activity  in  the  higher-priced  Orthophonies  and 
combinations. 

January  has  been  a  very  good  month  with 
the  Brusnwick-Balke-Collender  Co.'s  branch 
here,  according  to  T.  H.  Condon,  head  of  the 
phonograph  division.  Although  there  is  no 
large  demand  at  this  time,  Mr.  Condon  looks 
for  a  fine  year  in  the  phonograph  line  during 
1928.  The  new  PR  17-8  with  electric  operation 
is  being  well  received  in  this  territory,  as  well 
as  the  new  prices  on  the  Valencia  at  $175  and 
the  P-ll  at  $550.  Record  business  since  Christ- 
mas has  kept  up  surprisingly  well,  according  to 
H.  H.  Dickson,  of  the  Brunswick  branch. 

Radios  and  Columbia  phonographs  are  en- 
joying a  brisk  demand  at  this  time,  according 


to  the  Sterling  Radio  Co.  C.  M.  Willis,  sales 
manager,  stated  the  demand  for  radio  is  above 
normal  for  this  season  of  the  year,  and  they 
expect  a  good  volume  of  business  on  radio  un- 
til well  into  the  Spring.  The  Columbia-Kolster 
combination  is  rapidly  gaining  ground  in  this 
territory,  according  to  the  experience  of  the 
Sterling  Co.,  and  they  are  stressing  more  than 
ever  at  this  time  the  Columbia  line,  opening  up 
several  new  dealer  accounts.  The  Queen  City 
Electric  Co.,  of  Sedalia,  Mo.;  Trenton  Music 
Co.,  of  Trenton,  Mo.,  and  the  Maryville  Drug 
Co.,  of  Maryville,  Mo.,  are  three  new  Columbia 
accounts  recently  opened  by  the  Sterling  Co. 

The  Jones  Store  phonograph  department  re- 
ports a  very  good  Christmas  business,  and  brisk 
activity  in  talking  machines  and  records  since 

Sherman,  Clay  &  Go.  Buy 
Allen  Go.  Northern  Chain 

Coast  Music  House  Buys  Wiley  B.  Allen  Co. 
Branches  in  San  Francisco,  Oakland,  Sacra- 
mento, Stockton,  Fresno  and  San  Jose 


San  Francisco,  Cal.,  February  4. — The  largest 
and  most  important  deal  ever  made  in  the  mu- 
sic trades  on  the  Pacific  Coast  was  completed 
on  February  1,  when  Sherman,  Clay  &  Co. 
took  over  the  northern  California  interests  of 
the  Wiley  B.  Allen  Co.,  in  a  purchase  that  in- 
volved approximately  $1,000,000.  The  stores 
which  were  transferred  to  Sherman,  Clay  &  Co. 
include  those  in  San  Francisco,  Oakland,  Sacra- 
mento, Stockton,  San  Jose  and  Fresno.  The 
properties  were  taken  over  with  the  organiza- 


the  holiday  season.  According  to  Miss  J.  M. 
Poynter,  head  of  the  department,  they  have  en- 
joyed a  fine  demand  for  the  new  Columbia- 
Kolster  combination  instrument. 

At  the  recent  meeting  of  the  Kolster  Dealer 
Club  H.  H.  Southgate,  sales  manager  of  the 
merchandising  division  of  Federal  Brandes, 
Inc.,  was  the  principal  speaker,  talking  on  the 
future  of  Kolster  during  1928.  W.  E.  Miller,  of 
the  Butler  Music  Co.;  H.  C.  Bonfig,  of  Sterling 
Radio  Co.,  and  C.  M.  Willis,  also  of  the  Sterling 
Co.,  were  speakers  at  the  dinner  meeting.  More 
than  100  dealers  from  this  territory  were 
present. 

The  hook-up  of  the  Columbia  broadcasting 
chain  with  a  Kansas  City  broadcasting  station, 
KMBC,  on  February  1,  is  considered  an  out- 
standing radio  event  in  this  section. 

An  involuntary  petition  in  bankruptcy  was 
filed  here  in  January  against  the  American  Auto 
&  Radio  Mfg.  Co.,  which  operates  four  stores 
in  this  city,  under  the  name  of  the  Big  Radio 
Stores.  E.  L.  Foutch,  formerly  of  the  B-R 
Electric  Co.,  of  this  city,  has  been  appointed 
receiver  for  the  concern. 


tions  intact  and  are  being  run  under  the 
Sherman-Clay  name. 

Frank  Anyrs,  general  manager  of  the  Wiley 
B.  Allen  Co.,  stated  regarding  the  company's 
withdrawal  from  the  music  business  in  central 
and  northern  California:  "Our  music  business 
is  to  be  merged  with  that  of  Sherman,  Clay  & 
Co."  The  Southern  branches  of  the  Allen  Co. 
are  not  included  in  the  sale.  Sherman,  Clay  & 
Co.  have  branches  in  all  the  cities  where  they 
purchased  Allen  branches.  Sherman,  Clay  & 
Co.  will  continue  the  Allen  Co.'s  store  in  San 
Francisco  until  the  conclusion  of  the  lease,  the 
date  of  which  has  not  been  announced. 


Many  progressive  retailers  are  resorting  to 
outside  selling  to  increase  sales  volume  of  radio 
receiving  sets.  Canvassing  is  proving  a  valuable 
business  producer. 


THE  NEW  VERAPHONIC 

VINCENNES  PHONOGRAPHS 


Instruments  of  rarest  tonal 
quality,  they  incorporate  the  new 
Veraphonic  principle  and  impor- 
tant amplifying  discoveries  of 
Vincennes  engineers. 

Employing  its  own  individual 
reproducer,  entirely  developed 
in  its  own  laboratories,  the  Vera- 
phonic offers  reproduction  of 
music  that  cannot  be  approached 
by  any  other  mechanical  phono- 
graph. The  diaphragm  used  is 
specially  constructed  of  three 
concentric  layers  of  MICA,  and 
will  not  crystallize  under  vibra- 
tions. 


Model  No 


finish  : 
dimensions: 


equipment: 


erta 
110  Console 

Mahogany    or  Walnut. 
Height      35";  Width 
31  '4";  Depth 
Statuary     Bronze,  in- 
cluding automatic  stop. 


Housed  in  a  new  cabinet — first 
introduced  to  the  trade  by  Vin- 
cennes— the  Veraphonic  model 
illustrated  here  renders  lifelike 
reproduction  and  meets  the  most 
exacting  requirements  of  music 
lovers. 

The  cabinet  design  is  entirely 
new — the  doors  covering  the 
tone  chamber  slide  behind  the 
decorative  panels,  overcoming 
the  objections  sometimes  made 
to  swinging  doors. 

The  retail  price  of  this 
Model  is  only  $95.00! 


Vincennes  Phonographs — the  Rivoli  and  Veraphonic  lines — retail  from  $49.50  to  $485.00 
NINE  PEOPLE  OUT  OF  TEN  —  BLINDFOLDED  —  CHOOSE  THE  VINCENNES! 

THE  VINCENNES  PHONOGRAPH  MANUFACTURING  CO, 

VINCENNES,  INDIANA 

Your  territory  may  be  open — ivrite  for  attractive  dealer  proposition. 
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NE       —  brand  new! 

ANEW  revolutionary  invention  in  the  old  style  phonograph  field  is  ready  for  you.  It 
has  many  potential  sales  features. 

Until  now  no  device  has  been  produced  that  makes  the  old  machine  the  equal  of 
the  latest  models  in  the  desired  volume  and  tone  quality. 

The  performance  of  the 

ASTRAL  SERPENTINE 
TONE  ARM  >12" 


is  not  only  a  superb  achievement  but  a  fundamental 
advance  in  full  and  exact  phonograph  music  reproduc- 
tion of  surpassing  beauty. 

The  "Serpentine"  Tone  Arm  supplies  a  long  felt  want 
of  10,000,000  phonograph  owners  in  the  United  States. 

It  has  unique  eye  value  in  shape,  quality  of  material 
and  workmanship. 

It  is  beautifully  plated  in  colonial  bronze  with  a 
black  ball-bearing  base,  precisely  machined  and  war- 
ranted not  to  bind. 

It  is  indestructible  in  the  ordinary  course  of  usage. 

It  produces  the  heretofore  much  sought  sound  volume 
and  faithfully  and  richly  brings  forth  every  note,  high 
and  low,  on  the  phonograph  record  and  over  the  radio, 
loud  and  clear. 


It  is  unrivaled  as  a  combination  phonograph  and 
radio  attachment. 

This  Tone  Arm,  an  elongated  air  column,  approxi- 
mately 27  in.  in  length,  scientifically  proportioned  in 
Serpentine  form,  is  at  once  adapted  to  radio  with 
phonograph  attachment.  In  effect,  no  radio  loud 
speaker  is  comparable  with  the  acoustics  of  a  good, 
well  seasoned  tone  chamber  in  a  phonograph  coupled 
to  a  Serpentine  Tone  Arm.  Without  it  neither  phono- 
graph nor  radio  receivers  are  up  to  date. 

The  price,  $12.50,  meets  the  requirements  of  being 
within  reach  of  every  pocketbook.  Through  an  error 
this  price  was  announced  elsewhere  as  $17.50.  The 
correct  price  is  $12.50. 

Serpentine  Tone  Arms  can  be  shipped  promptly  in 
8  in.  and  9  in.  lengths,  in  any  quantity. 


JOBBERS  and  DEALERS 
.    Write  or  Wire  for  Prices 

ASTRAL  RADIO  CORPORATION 


1812  Chestnut  Street 


Philadelphia,  Pa. 


50b 


The  Talking  Machine  World,  New  York,  February,  1928 


Brunswick  Co.  Cleveland  Branch  Has 

Attractive  Studio  for  Panatrope  Displays 

Finished  in  Stucco  With  Stained  Glass  Windows    and    Artistic    Lighting    System — Cleveland 
Music  Trades  Association  Holds  Annual  Banquet — Business  Shows  a  Steady  Gain 


Clevf.land,  0.,  February  9. — With  employment 
on  the  increase  on  account  of  growing  produc- 
tion in  the  automobile  industry,  business  has 
shown  a  fairly  steady  gain  throughout  the 
month  and  gives  every  indication  of  continuing, 
according  to  reports  of  dealers. 

The  annual  banquet  of  the  Cleveland  Music 
Trades  Association  took  place  on  February  8, 
and  was  well  attended.  This  year  the  ladies 
were  invited  and  the  affair  proved  a  very  en- 
joyable one.  .A.  L.  Maresh  presided  and  gave  a 
short  speech  in  which  he  thanked  the  members 
for  the  honor  bestowed  upon  him  of  being 
elected  to  a  third  term  of  office.  There  were 
several  other  speakers  and  vocal  and  instru- 
mental numbers  to  round  out  the  evening. 

Morris  Mattlin,  father  of  M.  O.  Mattlin,  of 
the  Knabe  warerooms,  and  I.  J.  Mattlin,  of  the 
Reliable  Music  Co.,  passed  away  at  his  home 
after  a  short  illness.  He  had  recently  returned 
from  California  where  he  had  gone  for  his 
health.  Others  surviving  him  are  his  widow,  and 
'two  daughters,  who  are  the  wives  of  Sam  Mintz 
and  M.  Rosen,  both  in  the  music  business. 

The  Cleveland  branch  of  the  Brunswick  Co. 
has  just  completed  a  new  Panatrope  display 
studio  which  makes  a  beautiful  setting  for  the 
various  models.  The  studio  is  finished  in  stucco 
and  has  stained  glass  windows  and  a  very 
artistic  lighting  system.  Beautiful  furnishings 
add  to  the  attractiveness  of  the  room.  E.  S. 
Germain,  district  manager,  states  that  there  has 
been  an  acute  shortage  of  the  new  Panatrope- 
Radiola,  combination  model  17-8,  and,  as  a  re- 
sult, quite  a  large  number  of  back  orders  have 
accumulated.  Brunswick  record  sales  for  Janu- 
ary, 1928,  were  far  beyond  the  expectations  of 
Cleveland  branch  officials  and  show  an  increase 


of  over  100  per  cent  as  compared  to  January, 
1927,  it  is  declared. 

The  management  of  the  Euclid  Music  Co.'s 
Superior  avenue  store  has  been  placed  in  the 
hands  of  Randall  Miller,  who  came  here  from 
the  East,  where  he  was  well  known  in  talking 
machine  trade  circles. 

The  radio  and  phonograph  credit  exchange 
group  of  the  Cleveland  Retail  Merchants'  Board 
is  holding  a  meeting  every  two  weeks  for  the 
discussion  of  various  retail  accounts,  with  the 
result  that  help  is  being  extended  to  those  in 
need  of  it,  and  the  chronic  bad  account  is  being 
forced  to  reform  or  discontinue  business.  There 
has  been  a  very  marked  improvement  in  credit 
conditions  since  the  formation  of  this  group. 

The  Cleveland  Talking  Machine  Co.,  distrib- 
utor of  the  Victor  line,  reports  a  heavy  run 
on  Victor  Herbert  records  since  the  National 
Broadcasting  Co.  has  been  featuring  this  com- 
poser's operettas.  Dealers  report  a  considerable 
number  of  sales  of  album  sets  of  these  records. 
The  company  is  continuing  its  regular  monthly 
meetings  for  dealers'  sales  ladies  which  are 
proving  more  popular  than  ever. 

The  Carro  Accordion  Co.  has  been  incorpo- 
rated to  do  business  in  Cleveland  by  Jules 
Eshener  and  others. 

The  George  Worthington  Co.,  distributor  of 
Fada  radio,  has  received  the  three  new  AC 
models  and  is  receiving  quite  a  number  of 
orders   from  dealers  throughout  the  territory. 

The  new  Atwater  Kent  AC  receiver  has 
proved  very  popular  in  Cleveland  and  northern 
Ohio,  and  the  distributor,  the  Cleveland  Igni- 
tion Co.,  has  had  considerable  difficulty  in 
securing  enough  sets  to  take  care  of  the  de- 
mand for  them. 


The  Metropolitan  Grand  Opera  Company  is 
to  play  a  week's  engagement  here  from  April 
30  to  May  5,  according  to  announcement  made 
by  Robert  J.  Bulkley,  chairman  of  the  Cleve- 
land committee  of  the  opera.  The  visit  of  the 
Metropolitan  is  invariably  followed  by  a  big. 
increase  in  sales  of  operatic  records,  dealers 
featuring  them  in  both  window  displays  and 
newspaper  advertising. 

Neil  D.  Bell,  who  was  general  manager  of 
the  Wolfe  Music  Co.,  located  at  the  Prospect 
entrance  of  the  Taylor  Arcade,  has  resigned  and 
is  spending  a  few  months  in  Florida  with  Mrs. 
Bell  on  a  vacation. 

The  Columbia  branch  has  been  busy  filling 
orders  for  "Two  Black  Crows"  records 
throughout  the  month.  Moran  and  Mack,  the 
originators  of  these  dialogues,  played  a  very 
successful  engagement  at  the  Ohio  Theatre  for 
two  weeks.  The  Wflliam  Taylor  Co.  has  put 
on  several  special  demonstrations  of  these 
records,  and  so  great  have  been  the  crowds 
that  the  demonstrator  and  machine  had  to  be 
moved  into  a  specially,  prepared  space  on  the 
side  of  the  arcade  so  as  to  permit  passageway. 

A.  L.  Maresh  is  remodeling  his  store  and 
putting  in  some  demonstration  booths. 


Utah  Radio  Products  Go. 

a  Lektophone  Licensee 

.    | 

The  Utah  Radio  Products  Co.,  Chicago, 
maker  of  Utah  loud  speakers,  has  acquired  a 
Lektophone  license,  according  to  an.  announce- 
ment made  a  few  weeks  ago  by  Henry  Forster, 
treasurer  of  the  Utah  organization.  New  models 
of  the  Utah  loud  speaker  are  now  being  intro- 
duced to  the  trade,  and  among  the  featured 
products  are  speakers  equipped  with  both  a 
cone  and  an  exponential  horn. 


The  Jackson  Heights  Battery  &  Radio  Co., 
Long  Island  City,  New  York,  was  recently  in- 
corporated with  a  capital  stock  of  9,000  shares 
of  common. 


For  America's  Fastest  Selling  Sets 


RCA  Radiola  17 


Atwater  Kent  37 


No.  933 
for  Radiola  No.  17 
With  100A  Speaker 
Finished  to  Match  the  Set 


RCA  100'A 

Speaker 
Built  Into 
These 
Solid  Mahogany 
Tables 


Speakers  are  installed  in 
scientifically  designed  compart- 
ments attached  to  the  tables  to 
effectively  absorb  all  vibration. 


1?  No.  934 

1    for  Atwater  Kent  37 
With  100A  Speaker 
Beautiful  Brown  Mahogany 


Already  Stocked  by  Some  of  America's  Qreatest  Stores 

Watsontown  Table  &  Furniture  Company 

Watsontown,  Pennsylvania 

Successful  Furniture  Manufacturers  Since  1893 
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Milton  L.  Leve  High  Sales- 
man in  Fitzgerald  Contest 

Salesmanship  and  Sales  Managerial  Ability 
Both  Tested  in  Contest  Conducted  by  the 
Fitzgerald  Music  Co. — Winner  Had  Handicap 


Los  Angeles,  Cal.,  February  4. — The  Fitz- 
gerald Music  Co.,  one  of  the  leading  retail  mu- 
sic houses  on  the  Pacific  Coast,  conducted  dur- 


Milton  L.  Leve 
ing  1927  a  sales  contest  with  the  intention  of 
giving  its  sales  force  an  incentive  and  of  keep- 
ing them  up  to  their  best  efforts  throughout 
the  entire  year. 

C.  H.  Mansfield,  manager  of  the  phonograph 


and  radio  departments  of  the  Fitzgerald  Co., 
tells  of  the  reasons  for  the  contest  and  its  re- 
sults, saying:  "During  the  year  1927  we  con- 
ducted a  sales  contest  with  our  radio  and  phono- 
graph sales  organization,  offering  as  first  prize 
a  handsome  gold  watch,  suitably  inscribed. 

"Wishing  to  develop  sales  managerial  ability, 
as  well  as  sales  ability,  we  operated  the  contest 
along  the  following  lines:  The  two  salesmen 
who  were  highest  in  point  of  volume  in  De- 
cember, 1926,  automatically  became  sales  manag- 
ers for  the  month  of  January,  1927.  These  two 
sales  managers  selected  their  own  organization 
from  our  organization,  choosing  their  teams  as 
one  would  a  football  or  baseball  team. 

"At  the  end  of  the  month  the  sales  manager 
whose  team,  as  a  whole,  consummated  the 
greatest  amount  of  business  was  awarded  a 
star.  This  same  process  was  carried  out  the 
following  month  and  each  month  thereafter,  and 
the  man  having  the  greatest  number  of  stars 
credited  to  him  during  the  year  is  the  man  who 
wins  the  watch  for  the  year,  and  the  title  of 
not  only  the  outstanding  salesman  but  the  out- 
standing sales  manager  of  the  entire  Fitzgerald 
Music  Co.'s  organization. 

"The  man  to  win  the  watch  in  1927  was  Mil- 
ton L.  Leve,  who  deserves  the  utmost  com- 
mendation for  his  success,  and  all  in  the  or- 
ganization agree  that  Mr.  Leve  earned  the 
prize  with  consistent,  untiring  effort. 

"Without  taking  any  glory  away  from  Mr. 
Leve,  in  justice  to  Charles  R.  Bowen,  who  for 
five  or  six  years  has  been  high  man  in  our 
phonograph  and  radio  sales  organization  in 
point  of  volume,  we  want  to  say  that  Mr. 
Bowen,  due  to  the  fact  that  he  occupies  the  po- 
sition of  assistant  manager,  was  not  allowed  to 
enter  the  race.  He  still  reigns  supreme  as  the 
high  man  in  point  of  sales. 

"To  get  back  to  Mr.  Leve,  we  wish  to  say 
that  he  deserves  additional  praise  because  of 
the  fact  that  he  was  only  with  the  Fitzgerald 
organization  for  ten  months  during  1927,  yet 
with  this  handicap  won  the  prize." 


Whitsit  Go.  Appointed  a 

Distributor  for  Kellogg 


Prominent  Distributor  of  Columbus,  C,  to 
Cover  the  Territory  Consisting  of  Parts  of 
Ohio,  Kentucky  and  West  Virginia 


The  Kellogg  Switchboard  &  Supply  Co., 
Chicago,  recently  announced  the  appointment 
of  the  Perry  B.  Whitsit  Co.,  Columbus,  O.,  as 
a  Kellogg  radio  distributor  for  central  and 
southern  Ohio,  eastern  Kentucky  and  south- 
eastern West  Virginia. 

The  Whitsit  Co.  has  been  a  distributor  of 
Victor  products  for  many  years  and  is  a 
pioneer  in  the  music  business  in  the  Central 
West.  It  has  a  following  of  aggressive  music 
merchants  in  Columbus  and  the  adjacent  ter- 
ritory and  it  is  expected  that  Kellogg  radio 
products  will  become  even  more  popular  under 
the  direction  of  this  well-known  distributor.  The 
territory  allotted  to  the  Whitsit  Co.  is  consid- 
ered one  of  the  richest  in  the  Middle  West. 


RCA  Provides  Dealers 

With  Business  Cards 


The  advertising  department  of  the  Radio 
Corp.  of  America  has  made  arrangements 
whereby  RCA  authorized  dealers  may  obtain 
business  cards  bearing  the  Radiola  dealer  sign 
in  two  colors  and  their  own  store  name,  ad- 
dress, telephone  number,  etc.,  at  nominal  cost. 
Inquiries  should  be  addressed  to  the  nearest 
RCA  district  office. 


Stewart-Warner  Prosperity 

The  Stewart- Warner  Speedometer  Corp.  re- 
ports for  1927  a  net  income  of  $5,201,053  after 
all  charges  and  taxes,  equivalent  to  $8.67  a  share 
on  599,990  shares  of  capital  no  par  stock,  against 
$5,108,886  or  $8.51  a  share  in  1926. 


OLA  has  built  a  new  and  finer  loud- 
speaker with  a  truly  remarkable 


ROLA  TABLE  CABINET,  JVlodel  20 


%OLA  Reproducer 

Manufacturers:  The  new  Rola  Cone 
Reproducer  Unit  can  be  obtained  for 
installation  in  your  cabinets. . .  Write  or 
wire  for  samples  and  particulars. 


l$ola  Table  Cabinet 

K 

performance  ...  a  speaker  specially  en- 
gineered to  handle  the  greatest  power 
and  tone-range  of  the  new  socket- 
power  sets. 

This  new  Rola  speaker  reproduces 
all  musical  tones,  from  the  lowest  to 
the  highest,  at  full  volume  without  trace 
of  rattle  or  blasting . . .  even  when  using 
"210"  type  power  tubes  with  maximum 
plate  voltage. 

This  instrument  may  be  installed 
with  any  radio  set  with  complete  assur- 
ance of  perfect  and  permanent  satisfac- 
tion to  your  customer. 

Write  for  the  name  of  the  nearest  %ola  jobber 

THE  ROLA  COMPANY 

612  NORTH  MICHIGAN  AVENUE,  CHICAGO,  ILLINOIS 
FORTY-FIFTH  OHOLLIS  STREETS,  OAKLAND,  CALIFORNIA 
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Normal  Demand  for  All  Lines  Featured  in 
Opening  Month  of  the  New  Year  in  Toledo 

Sales  of  Combination  Instruments  Lead  at  the  Lion  Store  Music  Rooms — Sparton  Dealers  Gath- 
er at  Meeting  Sponsored  by  Toledo  Radio  Co.,  Distributor — News  of  the  Month 


II  d  FV'<i  GRAPHITE  PHONO 
1    tJ  SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good. 
Is  prepared  in  the  proper  consistency,  will  not  run 
out,  dry  up  or  become  sticky  or  rancid.    Remains  in 

its  original  form  indefinitely. 
Put  up  in  1,  S,  10,  25  and  50-pound  cans  for  dealers. 
This  lubricant  is  also  put  up  in  4-ounce  cans  to 
retail  at  25  cents  each  under  the  trade  name  of 

FITRFKA  noiseless  talking 

uunijUft  MACHINE  lubricant 

Write  for  special  proposition  to  jobbers 
ILSLE  Y  -  DOU  BLED  AY  &  CO.,  229-231  Front  St.,  N.wYork 


Toledo,  O.,  February  7. — Radio  and  talking  ma- 
chine sales  are  going  ahead  in  a  normal  man- 
ner here,  according  to  reports. 

At  the  Lion  Store  Music  Rooms  the  sale  of 
combinations  has  been  the  outstanding  feature 
of  the  month.  The  Panatrope  17-8  and  Victor 
7-25  are  sold  out  and  jobbers  report  the  short- 
age will  exist  for  a  month,  according  to  Lawson 
S.  Talbert,  manager.  A  colorful  display  booth 
featuring  Columbia  records,  with  the  Ruth  Et- 
ting  selections  as  the  center  of  "attraction,  has 
sold  many  numbers.  The  Victor  Herbert  album 
of  records  has  been  given  a  beautiful  window 
setting  and  the  several  titles  set  out  promi- 
nently through  the  use  of  separate  cards. 

In  the  radio  section,  Manager  Talbert  stated, 
sales  are  eclipsing  all  records.  The  demand  is 
towards  electric  sets  and  power  outfits.  Spar- 
ton,  RCA,  Atwater  Kent  and  Crosley  units  are 
featured  by  the  house. 

The  J.  W.  Green  Co.  for  January  experi- 
enced an  increase  in  talking  machine  sales;  ra- 
dio volume'  is  considerably  ahead  and  record 
sales  are  on  the  climb,  according  to  Robt.  C. 
Elwell,  manager.  The  10-70  and  12-15  Elec- 
trolas  as  well  as  the  37  Atwater  Kent  electric 
are  leading  sellers. 

The  Toledo  Radio  Co.'s  Sparton  meeting, 
held  in  the  middle  of  January,  brought  about  100 
Sparton  dealers  for  the  purpose  of  discussing 
the  possibilities  of  extending  the  radio  buying 
season.  All  agreed  this  could  and  should  be 
done.  E.  R.  Brower,  assistant  sales  manager 
of  the  Sparks-Withington  Co.,  Jackson,  Mich., 
makers  of  Sparton  radio  sets,  addressed  the 
group,  as  did  Mr.  Schuster  and  Mr.  Wilmont  of 
the  engineering  department  of  the  factory.  The 
visitors  were  guests  of  the  Toledo  Co.  at 
luncheon  and  dinner. 

The  Whitney-Blaine-Wildermuth  Co.,  Bruns- 
wick and  Victor  retailer,  and  Columbia  record 
dealer,  experienced  a  normal  January  trade,  ac- 
cording to  Henry  C.  Wildermuth.  Radio  sales 
are  leaning  towards  electric  sets,  he  said.  The 
Sun  reproducer  is  a  new  item  of  merchandise 
added.  Geo.  Hull  has  joined  forces  with  the 
Whitney-Blaine-Wildermuth  Co. 

At  the  Cable  Co.  Miss  Nellie  Striggow  de- 


clared that  radio  broadcasting  is  opening  many 
new  sales  approaches  for  dealers.  The  house 
finds  its  connection  with  station  WTAL,  which 
features  an  Orthophonic  hour,  conducive  to 
sales.  Peter  Averill,  formerly  of  the  Cleveland 
Talking  Machine  Co.,  is  a  new  member  of  the 
sales  staff.  Roy  Rosendaul  has  joined  forces 
with  the  house. 

At  the  United  Music  Store  Panatrope  and 
Orthophonic  sales  for  the  first  month  of  the 
year  recorded  increases.  Sparton,  RCA  and 
Atwater  Kent  radio  sales  are  also  ahead,  Victor 
Basil  stated.  Miss  Virginia  Davis,  of  the  record 
department,  stated  that  radio  broadcasting  has 
popularized  the  taste  for  lonesome  music  to 
such  an  extent  that  everybody  is  now  purchas- 
ing music  of  that  type,  whereas  formerly  merely 
a  few  persons  bought  it.  Therefore  the  negro 
spirituals  are  selling  in  increased  numbers. 

The  Grinnell  Bros,  force  and  guests,  totaling 
about  100,  were  entertained  by  the  management 
at  dinner  at  the  Hotel  Secor  the  past  week. 
This  is  an  annual  affair  at  which  officials  from 
the  Detroit  headquarters  are  present.  Harry  J. 
Reeves  is  now  in  charge  of  the  Victrola  and 
radio  departments  of  the  Toledo  Grinnell  store. 

Chas.  Hyde,  of  the  Chicago  Talking  Machine 
Co.,  met  with  the  sales  staff  of  the  Lion  Store 
Music  Rooms  on  Friday  evening  and  went  over 
with  them  the  entire  sales  process  of  the 
Victrola. 

W.  W.  Smith,  president  of  the  J.  W.  Greene 
Co.,  was  elected  a  member  of  the  executive 
board  of  the  Toledo  Retail  Merchants  Associa- 
tion.   Mr.  Smith  is  a  leader  in  local  activities. 

The  B.  S.  Porter  Son  Co.,  Lima,  O.,  re- 
cently made  a  number  of  improvements  in  the 
Victrola  department.  The  record  section  was 
rearranged  and  refinished,  and  conveniences  in- 
stalled for  the  better  serving  of  customers.  In 
the  radio  division  Radiola,  Atwater  Kent  and 
Sparton  lines  are  featured.  The  house  carries 
a  general  line  of  musical  merchandise. 

Clifford  Carl  has  been  named  receiver  for  the 
John's  Music  House,  Lima,  O. 

The  J.  W.  Rowlands  Co.,  Lima,  O.,  furniture 
and  music  house,  recently  opened  its  enlarged 
and    refinished    store    to    the    general  public. 


More  than  5,000  persons  visited  the  store  from 
the  opening  of  the  doors  at  2  p.  m.  until  long 
after  the  scheduled  closing  time.  The  remodel- 
ing has  given  the  firm  one  more  floor  and  has 
increased  facilities  for  display.  The  Victrola 
department  is  now  located  on  the  ground  floor. 

Allen-Hough  Plant  Doubles 
Its  Output  in  Sixty  Days 

Increase  of  Orders  Necessitated  Gearing  Plant 
for  Large  Scale  Production — Test  Instru- 
ments at  Four  Stages  in  Production 


The  Allen-Hough  plant,  at  Racine,  Wis.,  has 
achieved    the    impressive    record    of  actually 


North  Section  of  the  Portable  Assembling  Line, 


Allen-Hough  Plant,  Racine,  Wis. 

doubling  its  portable  output  within  a  period  of 
sixty  days,  a  record  all  the  more  notable  be- 
cause sixty  days  ago  production  was  going 
along  at  what  would  ordinarily  be  considered 
a  very  satisfactory  rate.    But  orders  kept  piling 


East   Section  of   Assembling   Line  at  Allen- 


Hough  Co.'s  Plant  in  Racine,  Wis. 

in  and  it  was  found  necessary  to  gear  the  plant 
for  large  scale  production. 

In  the  Allen-Hough  plant  the  manufacture  is 
done  progressively.  Cases  come  up  from  the 
box  shop  proceed  into  the  gluing  department, 
thence  to  the  assembly  line  and  finally  through 
the  final  inspection  department  to  the  crating 
and  shipping  room. 

Tests  and  inspection  are  made  at  each  of  the 
four  stages  in  production,  making  it  practically 
impossible  for  defective  workmanship  or  ma- 
terials to  leave  the  plant,  which  is  no  doubt  a 
considerable  factor  in  the  fine  sales  record 
Allen  portables  are  now  making. 

New  Kolster  Display  Card 

A  new  window  display  card,  executed  in 
color,  and  describing  the  Kolster  electric 
models,  has  been  added  to  the  line  of  dealer 
helps  available  to  all  Kolster  retailers.  A  cut- 
out socket  is  provided  into  which  the  cable 
from  the  AC  models  is  plugged.  This  visualizes 
to  the  observer  the  convenience  of  socket- 
power  sets. 


"Electrified" 

That's  the  magic  word  that  moves  radio  sets  today. 
You  can  electrify  every  radio  set  in  your  town  with 


"A"  and  "B" 

Electric  Power  Units 

~^T/^\  j  Acids  or  Liquids 
i-^lv-/  j  Concealed  Batteries 

Majestic  Units 

Improve  Radio  Reception 

Write  us  for  name  of  your  nearest  jobber. 

Grigsby-Grunow-Hinds  Co. 

4540  Armitage  Ave.  Chicago 
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Avalanche  of  Enthusiastic  Praise! 


|  A  few  of  hundreds  of  letters  received  J 


/    &  RAD/O  CORPORA 

325  SOUTH  BROAD  WA  l" 

We  take  pleasure  in  informing 
you  that  our  experience  with  this 
type  of  receiver  has  been  excep- 
tionally good  and  in  fact,  we  are 
not  a  bit  backward  in  placing  it 
alongside  of  any  other. 


^^^BADIO  ACCESSORY  iOVtt*  T^jf 


The  universal  comment  has  been 
the  utmost  in  satisfaction  from 
the  standpoint  of  tone  quality 
and  selectivity  and  it  being  all  in 
one  unit  has  been  one  of  the  out- 
standing features  to  the  average 
consumer.  Some  of  the  logs  that 
some  of  the  consumers  have 
turned  over  to  the  dealers  we 
would  not  hesitate  in  comment- 
ing to  prospective  dealers,  as  it 
has  been  quite  astonishing  what 
has  been  done  with  the  set. 


Sthatton  -M'aiiiik.v  Uahiiwahk  Co. 

ZSJ 


>IHM  Ml  J  "  1 1  .  -. 


The  Model  No.  60  Freed-Eise- 
mann  has  been  the  most  popular 
model  that  we  have  ever  handled 
and  all  of  our  dealers  are  very 
enthusiastic  regarding  these  sets. 


Wehavehadinnumerablecompli- 
ments  on  the  operation  of  Model 
No.  60.  In  our  estimation,  it's  op- 
erationhasbeen  mostsatisfactory. 
The  dealers  and  the  customers 
have  expressed  their  satisfaction 
in  its  operation,  and  we  have  been 
very  successful  with  the  receiver. 


Empire  Furniture  Co. 

Ctmfliu  Horn  Outftliri 


Although  this  letter  has  not  been 
solicited  in  any  way  we  feel  that 
we  must  write  you  expressing  our 
genuine  enthusiasm  and  satisfac- 
tion over  your  new  Model  No.  60 
electric  radio  receiver.  We  have 
listened  to  hundreds  of  radios  but 
know  that  we  have  never  seen 
nor  heard  a  radio  until  we  listened 
to  one  of  these.  It  is  our  intention 
to  push  the  sales  of  this  receiver 
to  the  utmost. 


Gpinncll  Urotlicps 

Victor  Distributors 

We  wish  to  advise  that  Model 
NR-60  has  proven  very  satisfac- 
tory indeed  to  our  trade,  in  fact, 
we  believe  it  to  be  so  good  and  at 
a  price  that  appeals  to  the  public 
that  it  will  be  practically  impos- 
sible in  the  future  to  do  any  vol- 
ume of  business  on  D.C.  Models. 


SPMniMijWDAniixnrfioaoa 

We  have  sold  these  sets  to  prac- 
tically all  of  our  dealers,  and  find 
that  their  reception  has  been  en- 
tirely successful  both  to  the  deal- 
ers and  to  the  consumer.  We  are 
sure  that  in  this  set  you  have  the 
nearest  approach  to  perfectradio, 
and  we  are  of  the  opinion  that 
you  will  be  rewarded  with  a  large 
volume  of  sales. 


Sljrncusi'  Auto.Supplij  Corporation 
UMHWMltmim  <\tr**t 
ayrocuA*.  N  V. 

After  two  months  of  distributing 
and  selling  we  are  in  a  definite 
position  to  accurately  give  you  the 
merits  of  this  receiver,  measured 
by  performance  and  efficiency  in 
our  laboratory,  together  with  the 
various  compliments  that  have 
been  received  from  the  olddealers, 
new  dealers  and  new  owners. 
Briefly,  in  our  opinion  it  is  as  fine 
as  any  receiver  there  is  on  the 
market. 


In  our  retail  department  we  have 
demonstrated  these  models  against 
receivers  selling  at  double  the 
price  and  we  have  never  lost  a 
sale  yet.  Our  service  has  been  cut 
down  over  fifty  percent  since  we 
have  decided  to  handle  Freed- 
Eisemann  radio  exclusively. 


COMMERCIAL  ELECTRICAL  SUPPLY  CO 

-Hf&nm  EScfltt  AmSxNCE  <? 

Replying  to  your  letter  of  Jan. 6th, 
wish  to  say  that  the  Model  60  is 
one  of  the  finest  radio  sets  we 
have  ever  had  to  offerour  dealers 
in  this  territory  and  the  dealers 
are  certainly  not  losing  any  time 
presenting  it  to  the  trade. 


(TarrulllrlfrtrirtfiiJIn 


We  think  the  Model  No.  60  is 
superior  to  any  electric  set  at  any- 
where near  the  price.  We  have 
had  the  Model  No.  60  in  compe- 
tition with  the  field  and  while  we 
have  not  always  taken  the  dealer 
away  from  his  other  connection, 
we  have  at  least  made  him  admit 
that  we  have  a  better  job. 

J  H  McCullouoh  &  Son 

e  Equiphent-RaoioScts  MD  Puri 


We  want  to  pass  a  few  words  of 
comment  to  you  on  the  operation 
and  performance  of  your  Model 
No.  60  Freed-Eisemann  Receiver. 
This  is  certainly  one  of  the  most 
wonderful  receiving  sets  we  have 
ever  heard  and  our  reports  from 
all  over  our  territory  is  that  it  far 
surpasses  any  other  make  of  radio 
set  regardless  of  price  and  we  see 
no  reason  that  with  the  continu- 
ance of  such  performance  that  we 
would  lead  them  all  before  the 
next  few  months  roll  around. 


The  Model  NR-60  is  a  "wow." 
We  have  already  sold  one  and 
have  wired  our  jobber  for  more. 
If  this  is  possible  without  intro- 
duction through  descriptive  liter- 
ature it  is  bound  to  be  much  more 
profitable  to  both  of  us  after  we 
tell  the  public  about  it  through 
descriptive  literature. 


It  is  with  pleasure  that  we  tell  you 
of  our  success  with  the  Model  60 
Freed-Eisemann  radio.  As  you 
can  tell  by  our  records,  we  have 
sold  a  large  number  and  they  have 
thus  far  given  perfect  satisfaction. 
There  is  no  hum,  and  seem  much 
quieter  than  battery  sets,  and  they 
are  certainly  station  getters  and 
deliver  quiet  and  sweet  toned 
programs. 


We  have  found  the  Model  No.  60 
Freed-Eisemann  radio  set  not 
only  a  good  radio  but  it  is  almost 
human.  The  tone  quality  of  the 
set  by  far  outclasses  anyradiothat 
we  have  ever  heard.  While  the 
selectivity  and  volume  can't  be 
beat.  The  Freed-Eisemann  fran- 
chise is  a  valuable  one  for  any 
dealer  likewise  any  jobber. 


Onidc  lo 

*-    FRANK  H.  CLAY 

from 

Kalamaioo    ...—..-....m..  —  

KALAMAZOO  MICH 


Our  customers  tell  us  that  they 
never  installed  a  radio  that  gave 
them  so  little  trouble,  in  fact,  it 
was  rare  if  they  did  not  work 
without  any  attention  whatever 
excepting  to  put  in  the  tubes  and 
connect  up  as  per  instructions  given 
with  the  set.  We,  here  at  the  store 
certainly  appreciate  the  handling 
of  such  quality  merchandise  and 
wecannot  recommend  it  too  highly. 


FREED-EISEMANN 

RADIO  CORPORATION 


BROOKLYN 


Licensed  under  patents  of  Latour,  Hazeltine  Radio  Corp, ,  Genera 
Electric.  Weatintrhouse.    American  Telephone  $  Teleirraph  Cos. 
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Active  Sales  Promotion  Is  the  Road  to 

Sales,  Says  Cincinnati  Brunswick  Manager 

Direct  the  Sales  Effort  on  Certain  Models  Toward  People  Who  Can  Afford  Them  and  Get 
the  Instrument  in  the  Home — Appointed  Carryola  Distributor — C.  J.  Rist  in  New  Post 


MICA  DIAPHRAGMS 

For  Loud  Speaker!  and  Talking  Machine* 
RADIO  MICA 

American  Mica  Works 

47  West  Street  New  York 


Cincinnati,  0.,  February  8.— "The  successful 
dealers  are  invariably  those  who  take  part  in 
the  manufacturer's  advertising  and  sales-pro- 
motion projects,"  commented  H.  H.  Sellers, 
assistant  manager  of  the  local  branch  of  the 
Brunswick-Balke-Collender  Co.  "For  instance, 
those  who  have  put  their  efforts  behind  the 
large  combination  models  of  the  electrical  Pan- 
atrope  and  Radiola  have  no  complaint  to  make 
in  regard  to  a  dull  market.  The  big  thing, 
according  to  statements  from  successful  deal- 
ers, is  to  direct  the  sales  effort  to  people  who 
can  afford  them.  Get  the  instrument  in  such  a 
home  for  demonstration,  experience  teaches, 
and  almost  invariably  it  will  stay  there." 
A  Profitable  Panatrope  Market 

Another  outlet  for  fine  instruments  suggested 
by  Mr.  Sellers  are  restaurants.  As  an  example 
of  this  he  referred  to  two  restaurants  which 
have  just  installed  Panatropes,  one  buying  a 
PR-138-C  and  the  other  a  P-13.  In  both  of 
these  places  the  music  has  increased  the  busi- 
ness 150  per  cent,  it  was  stated,  and  this  surely 
makes  the  instruments  a  worth-while  invest- 
ment. 

"We  look  for  big  things  from  our  Panatrope 
Radiola  17-8,  a  medium-price  combination  that 
has  just  been  brought  out,"  stated  E.  B.  Daul- 
ton,  local  manager  for  the  Brunswick-Balke- 
Collender  Co.  "This  is  electrically  driven  and 
has  no  batteries,  and  we  are  confident  that  the 
new  model  will  prove  to  be  very  popular."  A 
Brunswick  recording  outfit  was  brought  here 
the  last  of  the  past  month,  with  experts  from 
New  York  and  Chicago,  and  it  recorded  for 
several  days  at  the  studio  of  WSAI,  the  num- 
bers being  furnished  by  Ray  Miller's  Orchestra 
and  Ben  Bedloe.  Several  prominent  local 
musicians  were  present  on  this  occasion,  as  well 
as  several  musicians  from  Indianapolis. 

New  Carryola  Distributor 

The  M.  W.  Fantle  Co.  has  just  taken  over 
the  distribution  of  the  Carryola  Portable  in  the 
Ohio  Valley  district.  "There  has  been  an 
unusually  large  demand  for  portables  through 
the  Winter,"  explained  Morris  Fantle,  the  head 
of  the  company,  "and  the  indications  are  that 
Ihis  type  of  instrument  will  move  very  rapidly 


in  the  Spring  and  Summer.  January  was  a 
quiet  month,  but  business  is  on  the  up-grade 
now.  We  expect  a  fine  demand  for  the 
Carryola.  It  is  a  clean-cut  franchise  proposi- 
tion, and  the  price  on  all  models  will  be  main- 
tained. All  models  are  new,  and  they  are 
equipped  with  fine  tone-reproducing  units  and 
first-class  hardware." 

C.  J.  Rist  Made  Gross  Co.  Manager 

Carl  J.  Rist,  well  known  to  the  trade  of  this 
city,  has  been  made  manager  for  the  George  P. 
Gross  Co.,  which  handles  all  varieties  of  mu- 
sical merchandise  and  which  has  a  large  talking 
machine  and  record  department. 

Files  Bankruptcy  Petition 

Stanley  A.  Morsbach,  radio  dealer,  doing 
business  as  the  Stanley  A.  Morsbach  Co.,  at  132 
East  Court  street,  filed  a  voluntary  petition  in 
bankruptcy  in  the  United  States  District  Court 
on  January  17.  His  liabilities  were  scheduled 
at  $33,500  and  assets  are  $26,300. 

Columbia-Kolster  Popular 

R.  J.  Miller,  of  Cleveland,  district  manager 
for  the  Columbia  Phonograph  Co.,  paid  a  visit 
to  the  local  office  early  in  the  month,  after 
which  he  went  to  Louisville,  Ky.,  C.  E.  Kramer, 


of  the  local  sales  department  accompanying 
him.  Miss  Rose  Helberg,  manager  of  the  Cin- 
cinnati branch,  went  to  Cleveland  the  early  p- 
of  the  month  to  attend  the  company's  sales 
convention.  "The  Columbia-Kolster  is  moving 
in  a  fine  way,"  stated  Miss  Helberg,  "and  the 
demand  for  records  is  simply  splendid." 
Plans  to  Expand 

Ray    Lammers,    who    recently    moved  his 
small  goods  business  to  the  Gerke  Building, 
on  Sixth  street,  is  making  preparations  to  ex- 
tend his  line  of  talking  machines  and  records. 
New  Victor  Model  Received 

The  Ohio  Talking  Machine  Co.  has  just  re- 
ceived the  new  Victor  4-20  model,  and  a  fine 
demand  for  it  is  expected  by  A.  H.  Bates, 
secretary.  A  convenient  feature  of  this  model 
is  a  small  compartment  in  the  top,  which  will 
accommodate  about  twenty  records,  making  it 
possible  to  have  favorite  selections  easy  of 
access.  "The  AC  operated  machines  have  be- 
come very  popular,"  explained  Mr.  North.  "The 
market  for  the  more  expensive  models  is  very 
large,  and  the  dealers  who  are  pushing  these  in 
the  right  way  are  doing  a  remarkable  volume 
of  business." 


Atlanta  Brunswick  Dealers 
Hold  Series  Sales  Meetings 

Seven  Local  Retail  Sales  Organizations  Ad- 
dressed by  O.  P.  Harris  of  the  Brunswick 
Co.  on  Modern  Merchandising  Methods 


Atlanta,  Ga.,  February  7. — A  series  of  sales 
meetings,  attended  by  the  leading  local  Bruns- 
wick dealers,  was  held  here  recently  under  the 
auspices  of  Brunswick-Balke-Collender  Co.,  ar- 
ranged by  R.  Hooke,  district  manager  of  the 
Panatrope  division  of  the  company's  local 
branch.  O.  P.  Harris,  representing  the  Chicago 
headquarters  of  the  company,  was  the  principal 
speaker  and  his  talks  outlined  to  the  retail 
salesmen  and  department  managers  modern  and 
effective  methods  of  selling  musical  merchan- 
dise in  general.  Mr.  Harris  has  just  completed 
a  trip  covering  practically  all  parts  of  the  United 


States  and  Canada  and  his  discussions  were  full 
of  practical  sales  helps,  which  he  has  gathered 
through  contact  with  some  of  the  largest  music 
establishments  in  the  country.  The  salesmen 
attending  the  Brunswick  conference  included 
Crew  Piano  Co.,  M.  Rich  &  Bros.  Co.,  Ludden, 
employes  of  the  Cable  Piano  Co.,  Phillips  & 
Bates,  Southern  Music  House,  Mather  Bros., 
Robt.  F.  Brownlee  Furniture  Co.,  and  the  At- 
lanta Phonograph  Co. 


H.  H.  Southgate  Visiting 
Kolster  Radio  Distributors 


A.  C.  Filament 

Control  Meter 


Pattern  No.  190 
A.  C.  Filament  Control 
Meter 


The  advent  of  vacuum  tubes  having  fila- 
ments adaptable  for  excitation  from  alter- 
nating current  creates  the  necessity  for  an 
absolute  means  of  control  other  than  the 
filament  rheostat.  Variation  in  house  light- 
ing voltage  is  often  such  that  a  permanent 
setting  of  the  filament  rheostat  cannot  be 
made  with  any  assurance  that  it  will  be 
correct  for  more  than  a  few  minutes.  Again 
the  characteristics  of  the  radio  set  are  frequently  found  to  be  such  that  a  particu- 
lar setting  of  the  filament  rheostat  is  necessary  to  eliminate  objectional  hum. 

Because  of  the  reasons  given  above,  the  Jewell  A.  C.  Filament  Control  Volt- 
meter, Pattern  No.  190,  is  an  instrument  much  demanded  by  set  builders.  It 
has  a  body  diameter  of  2  inches  and  it  has  an  accurate  movement  of  the  moving 
vane  type,  designed  for  continuous  service  and  with  special  modifications  for 
the  small-size  case.   The  energy  consumption  is  very  small. 

The  instrument  is  available  in  ranges  of  0-1.5,  0-3,  0-8,  0-10,  0-15  and  0-150  volts. 
Write  for  Descriptive  Circular  No.  1145 

Jewell  Electrical  Instrument  Co* 

1650  Walnut  St.  Chicago 

"28  Years  Making  Good  Instruments" 


H.  H.  Southgate,  Kolster  Radio  sales  man- 
ager, is  now  on  a  six  weeks'  tour  of  the  South 
and  West,  calling  on  distributors  and  taking 
part  in  sales  meetings  in  various  cities.  His 
reports  to  the  Federal-Brandes  headquarters 
indicate  that  the  trade  expects  a  strong  market 
for  AC  operated  receivers  between  the  months 
of  January  and  June. 

H.  A.  Hutchins,  Jr.,  assistant  general  man- 
ager of  the  merchandising  division,  also  left 
Newark  recently  for  a  trip  around  the  New 
England  territory,  to  be  followed  by  a  tour 
of  the  Northwest.  He  is  attending  meetings 
of  distributors'  organizations  and  outlining 
Kolster  radio  merchandising  plans  for  the  re- 
mainder of  the  year. 


David  Sarnoff  Discusses 

the  Future  of  Television 


Radio  is  on  the  threshold  of  bringing  tele- 
vision to  the  home,  David  Sarnoff,  vice-presi- 
dent and  general  manager  of  the  Radio  Corp. 
of  America,  declared  in  a  recent  address  de- 
livered before  the  University  Club  of  Boston. 
He  expressed  confidence  that  public  interest  in 
sight  transmission  would  be  as  great  eventually 
as  it  now  is  in  sound  broadcasting,  but  he 
pointed  out  that  many  technical  broadcasting 
and  service  problems  must  be  solved  before 
the  new  art  would  become  firmly  established 
for  the  enjoyment  of  the  public. 

"Within  the  last  few  weeks,"  Mr.  Sarnoff 
said,  "we  have  seen  radio  television  emerging 
from  the  laboratory  and  preparing  to  enter  the 
home.  Its  direction  is  sure  and  its  progress  is 
inevitable.  The  mission  of  television  is  to  bring 
to  the  home  the  panorama  of  life  of  the  great 
world  outside." 
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Your  radio  profit 
for  the  rest  of  the  season 

must  come  from 
this  accessory 


RtIL  tf«  "A"  Contains  no  battery. 

oaiKite  /\  The  same  as  Bal. 

kite  "AB,"  but  for  the  "A"  circuit  only. 
Not  a  battery  and  charger  but  a  perfected 
light  socket  "A"  power  supply.  One  of 
the  most  remarkable  developments  in  the 
entire  radio  field.  Price  $35. 


Raltiro  "R"  °"e  °f  thc  longest 
uaiKiie    u    lived  devtces  in  ra_ 

dio.  The  accepted,  tried  and  proved  light 
socket  "B"  power  supply.  The  first  Ballcite 
"B,"  after  5  years,  is  still  rendering  satis- 
factory service.  Over  300,000  in  use.  Three 
models:  "B"-W,  67-90  volts,  #22.50;  "B"- 
135,*  135  volts,  #35.  "B"-i8o,  180-volts, 
#42.50.  Balkite  now  costs  no  more  than 
the  ordinary  "B"  eliminator. 


Balkite  Chargers 

Standard  for  "A"  batteries.  Noiseless.  Can 
be  used  during  reception.  Prices  drastic- 
ally reduced.  Model  "J, "*  rates  2.5  and 
.5  amperes,  for  both  rapid  and  trickle 
charging,  #17.50.  Model  "N"*  Trickle 
Charger,  rate  .5  and  .8  amperes,  #9.50. 
Model  "K"  Trickle  Charger,  #7.50. 

*  Special  models  for  25-40  cycles  at 
slightly  higher  prices 

Prices  are  higher  West  of  the 
Rockies  and  in  Canada 


After  the  first  of  the  year  the  best 
sellers  in  radio  are  accessories. 
Particularly  radio  power  units. 

This  year,  however,  the  mar- 
ket for  radio  power  units  has  been 
greatly  changed  by  the  demand 
for  AC  sets.  This  demand  has 
made  most  radio  power  units 
obsolete. 

Most,  but  not  all.  The  excep- 
tion is  Balkite  Electric  "AB." 
Containing  no  battery  in  any 
form,  Balkite  Electric  "AB"  con- 
verts any  receiver  into  an  AC  set, 
without  chargers,  without  "A" 
batteries,  with- 
out "B"  bat- 
teries, and  op- 
erating only 
during  recep- 
tion. Instead 
of  having  been 
made  obsolete 
by  the  demand 
for  AC  sets,  it 
has  been  made 
more  popular 
than  ever  be- 
fore. 

It  is  there- 


Balklte  "  AB"  Contains  no  battery 

A  complete  unit,  replacing  both  "A"  and  "B"  batteries  and 
supplying  radio  current  directly  from  the  light  socket. 
Contains  no  battery  in  any  form.  Operates  only  while  the 
set  is  in  use.  Two  models:  "AB"  6-135,*  135  volts  "B" 
curtent,  #64.50;  "AB"  6-180,  180  volts,  #74.50. 


fore  to  Balkite  Electric  "AB"  that 
you  must  look  for  your  sales 
volume  and  profit  for  the  rest  of 
the  season. 

The  demand  for  AC  reception 
is  so  enormous  that  the  volume 
of  business  Balkite  Electric  "AB" 
will  bring  you  is  entirely  a  ques- 
tion of  how  thoroughly  you  go 
after  the  market. 

Every  owner  of  a  good  battery 
set  is  a  prospect.  Get  before  him 
the  story  that  Balkite  Electric 
"AB"  will  make  his  set  a  modern, 
up-to-date  AC  receiver,  equal  in 
performance 
to  any  receiver 
on  the  mar- 
ket. Work  out 
a  systematic 
method  of  get- 
ting in  touch 
with  set  owners, 
and  put  it  into 
effect  at  once. 
It  will  produce 
sales  and  prof- 
its for  you. 

Ask  your 
jobber. 


FANSTEEL  PRODUCTS  COMPANY,  INC.,  NORTH  CHICAGO,  ILLINOIS 


Balkite 

IfydioPowerUmts- 
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Federal  Radio  Corp.,  Buffalo,  N.  Y., 

Awards  Prizes  in  Window  Display  Drive 

Photographs  of  Many  Excellent  Window  Displays  Received  by  the  Company  an  Indication  of 
the  Interest  Aroused  by  the  Contest  Among   Designated   Federal   Retail  Dealers 


Prize  winners  in  the  recent  window  display  third,  $50,  C.  W.  Sowerwine,  Huntington,  Ind.; 
contest  for  designated  Federal  retailers  have  fourth,  $25,  Radio  Service  Studio,  Washington, 
just  been  announced  by  the  Federal  Radio  Corp.,     D.   C;  fifth,  $25,  Whitney-Allison  Co.,  Terre 


Ushers  of  New  York  City.  Selections  were 
based  upon  sales  appeal,  neatness  of  arrange- 
ment and  general  artistic  excellence. 

In  addition  to  the  cash  prizes,  high  honorable 
mention  was  awarded  to  the  following  desig- 
nated Federal  retailers:  Hanson  &  Emerson, 
Sauk  Centre,  Minn.;  Kelm  Radio  Co.,  Long 
Beach,  Cal.;  Whitney  Sporting  Goods  Co.,  Den- 
ver, Col.;  Jarvis  Tull  &  Co.,  Plainview,  Tex.; 
Herbrick  &  Lawrence,  Nashville,  Tenn.;  G.  L. 
Sheppard  Winooski,  Vt. ;  Luke  Furniture  Co., 


Prize- Winning  Window  Displays  in  Campaign  Sponsored  by  Federal  Radio  Corp. 

(1)  City  Music  Co.,  (2)  James  McCreery  &  Co.,  (3)  C.  W.  Sowerwine,  (4)  Radio  Service  Studio,  (5)  Whitney- Allison  Co.,  (6)  Ralph  L.  Franklin 
Buffalo,  N.  Y.    Six  prizes  in  gold  have  been      Haute,  Ind.,  sixth,  $25,  Ralph  L.  Franklin,  Red  Oshavva,  Ontario;  Rensch  Hardware  Co.,  Madi- 
distributed  by  the  judges  as  follows:                     Oak,  la.  son,  S.  D.;  Braddock  Motor  Supply  Co.,  Brad- 
First,  $100,  City  Music  Co.,  Detroit;  second,        These  prizes  have  been  awarded  by  three  im-  dock,  Pa.,  and  the  Lighthouse  Electric  Co.,  of 
$75,  James  McCreery  &  Co.  New  York  City;     partial  judges,  all  of  whom  are  well-known  pub-  Gary,  Ind. 


Wolf  Mfg.  Industries  Open 
Division  Office  in  Dallas 


Division  Carries  Stock  for  Immediate  Deliveries 
and  Emergency  Orders — Cover  Texas,  Ark- 
ansas and  Oklahoma  Territories 


and  are  developing  business  throughout  that 
territory  from  their  Dallas  headquarters.  Of 
course  they  plan  the  bulk  of  their  shipments 
from  the  factory  at  Kokomo,  Ind.  They  are 
bringing  out  a  number  of  new  and  improved 
designs  that  are  proving  of  great  interest. 


Fada  Working  Force  Is 

Increased  to  Meet  Demand 


Novel  Columbia  Broadcast 


The  Wolf  Mfg.  Industries  have  opened  a  di- 
vision office  in  Dallas,  and  are  carrying  some 
stock  of  cabinets  for  immediate  deliveries  and 
emergency  orders.  They  have  set  out  a  divi- 
sion here  under  the  direction  of  Elmon  Arm- 
strong, factory  representative,  embracing  the 
territory  of  Texas,  Arkansas  and  Oklahoma, 


Another  of  the  Columbia  Phonograph  Co.'s 
picturesque  broadcasts  went  on  the  air  on 
February  8  in  an  hour  entitled  "Musical  Come- 
dy Memories."  Ben  Selvin,  program  director, 
chose  twenty-eight  selections,  running  the 
gamut  from  "Erminie"  to  "The  Firefly." 


Additional  workers  are  being  added  to  the 
factory  personnel  of  F.  A.  D.  Andrea,  Inc., 
Long  Island  City,  as  the  result  of  the  popular- 
ity of  the  three  new  Fada  AC  models  which 
have  just  been  announced  to  the  trade.  These 
models,  which  are  in  addition  to  the  Fada  line 
of  receivers  for  light-socket  operation  with  bat- 
tery eliminators  and  for  battery  operation,  have 
met  with  immediate  favor  in  the  trade  and  with 
the  radio  public,  according  to  reports  reaching 
the  Fada  headquarters. 


STYLE  21 
Genuine  Mahog- 
any or 
only. 


Walnut 


STYLE  21-B 
Same    with  both 
top  panels  hinged 
t  o  accommodate 
Radio  Panel. 


THE  LINE  OF  PROFIT 


PHONOGRAPHS  AND 
RADIO  CABINETS 


Excel  phonographs,  radio  cabinets 
and  combination  instruments  have 
been  designed  to  meet  every  exact- 
ing taste.  They  are  produced  in  all 
popular  finishes  and  styles,  including 
Upright,  Console  and  Wall  Cabinets 
— a  complete  line.  Our  centrally  lo- 
cated factory  and  excellent  shipping 
facilities  insure  prompt  deliveries 
and  attractive  trade  prices. 


STYLE  17 
Genuine  Mahog- 
any    or  Walnut 
Phonograph  only. 


STYLE  1 
Gum  Mahogany, 
Golden  or  Fumed 

Oak. 


STYLE  48 
Walnut  Radio  Console.    Built  in 
loud   speaker   and   battery  com- 
partment.      Accepts    7"  x  18" 
panel. 


The  models  illustrated  show  several 
products  of  the  EXCEL  line,  me- 
chanically and  acoustically  up-to-the- 
minute  in  every  detail.  The  EXCEL 
line  is  appealing  to  the  customers' 
eye,  ear  and  purse.  Your  request 
for  a  catalog  and  price  list  will  be 
given  prompt  attention.  Enterprising 
dealers  will  find  the  EXCEL,  line 
well  worth  investigating. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 
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Special 


Using  latest  type  A.  C.  Tubes 

6  tubes.  3  radio  frequency  stages. 
Detector.  2  audio  amplification 
stages.  Shielded.  Equalized  ampli- 
fication. Mahogany  cabinet. 


Tubes  Extra 

Seven  Table 

Using  latest  type  A.  C.  Tubes 

7  lubes,  t  radio  frequency  stages. 
Detector.  2  audio  amplification 
stages.  Individual  stage  shielding. 
Disappearing  loop  antenna.  Equal- 
ized amplification.  Walnut  cabinet. 

$250 

Tubes  Extra 

A.  C. 
Seven  Console 

Using  latest  type  A.  C.  Tubes 

7  tubes.  4  radio  frequency  stages. 
2  audio  amplification  stages.  Indi- 
vidual stage  shielding.  Equalized 
amplification.  Loop  or  antenna 
operation.  Movable  loop  on  swing- 
ing bracket.  Matched  walnut 
panels. 

$350 

Tubes  Extra 

Fada 
Cone  Speakers 

17"  Table  or  Wall  Type...  $25 
22"  Table  or  Wall  Type...  35 
22"  Pedestal  Type   50 

Free-floating  cone.  Permanent 
Parkerizcdmagnct.  Antiquebronze- 
finished  trifoot  or  pedestal. 


New 

Electric  Receivers 

Added  to 
prejent  Fada  line 


"J^~  an: 


II. ' 
fulfill  a  definite  promise  to  the  trade.  We  said  all  along 
that  we  would  never  offer  an  A.  C.  receiver  until  we 
KNEW  it  paralleled  in  radio  quality  and  minimum  servicing 
the  record  set  by  all  Fada  receivers. 

Now  Fada  engineers,  after  two  years  of  costly  experiments 
and  "life  tests,"  have  overcome  every  drawback  which  char- 
acterized so  many  of  the  premature  types  of  A.  C.  receivers. 
They  were  rigidly  held  to  the  requirement  that  "there  must 
be  no  sacrifice  of  Harmonated  Reception  tone  for  A.  C. 
operation,  in  order  to  satisfy  a  popular  demand." 

They  have  added  lo  the  superiority  of  Fada  radio  perform- 
ance the  convenience  and  economy  of  100%  house  current 
operation. 

In  this,  as  in  all  other  cases,  the  Fada  product  has  been 
proved  right  before  being  offered  to  you  and  to  the  public. 
The  new  additions  to  the  Harmonated  Reception  family  are 
unsurpassed  in  tone,  selectivity  and  general  dependability 
by  any  type  of  receivers  at  any  price. 

The  present  line  of  Fada  receivers  remains  unchanged  as  to 
price,  design  and  construction.  And  with  the  new  A.  C. 
Electric  Receivers  the  Fada  dealer  offers  a  complete  line  of 
high  class  receivers  for  every  possible  home  condition. 


F 


FL  a  d  i  o 


Licensed  under  Hazeltine,  Latour.  R.  C.  A.,  Gen.  Elec.  Co.,  Westinghouse  Elec.  & 
Mfg.  Co.,  Amer.  Tel.  &  Tel.  Co.  patents  only  for  Radio  Amateur, 
Experimental  and  Broadcast  Reception. 


F.   A.   D.   ANDREA,  Inc. 
Jackson  Avenue,  Orchard  and  Queens  Street 
Long  Island  City,  New  York 
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Kimball  Go.  Announces 

New  Model  Phonograph 

Instrument  Is  Unusually  Attractive — Cabinet  Is 
of  the  Louis  Sixteenth  Period,  Finished  in 
Art  Lacquer — An  Art  Product 


The  W.  W.  Kimball  Co.,  Chicago,  has  added 
to  its  line  of  Kimball  phonographs  a  model  of 
unusual  attractiveness  and  quality,  known  as 


Kimball  Louis  XVI  Period  Model  Phonograph 

Style  275.  The  cabinet  is  of  the  Louis  Sixteenth 
period  and  is  finished  in  art  lacquer,  blended 
and  highlighted.  The  top  of  the  cabinet  is  fin- 
ished in  matched  butt  walnut  and  the  phono- 
graph stands  forty-four  and  one-quarter  inches 
high,  twenty-nine  inches  wide  and  twenty-two 
and  one-half  inches  deep.  The  reproducer,  tone 
arm  and  turntable  are  gold  plated  and  the  re- 


producer, which  contains  a  metal  diaphragm  of 
special  metal  composition,  and  the  tone  arm 
embody  the  latest  developments. 

A  unique  feature  of  Style  275  is  a  hidden 
compartment  for  used  needles.  The  repro- 
ducer is  swung  to  a  position  over  a  needle  cup 
and  the  used  needle  disappears  through  a  slot 
into  the  interior  of  the  machine.  The  compart- 
ment for  old  needles  is  so  large  that  it  would 
never  become  entirely  filled  throughout  the  life 
of  the  phonograph. 

At  each  side  and  just  below  the  open  grille 
are  eight  record  albums.  Another  device  which 
makes  its  appearance  on  Style  275  is  a  volume 
control,  the  control  lever  being  situated  near 
the  motor  crank.  The  principle  used  in  this 
volume  control  is  identically  the  same  as  is  em- 
ployed in  the  best  pipe  organ  manufacture  and 
is  the  result  of  the  Kimball  Co.'s  many 
years'  experience  in  the  building  of  pipe  organs. 

The  amplifying  tone  chamber,  the  tone  arm 
and  reproducer  have  been  constructed  with  due 
regard  for  the  exact  relation  of  each  to  the 
other.  The  motor  is  of  the  double  spring  heavy 
duty  type  and  the  turntable  is  controlled  by  an 
automatic  stop.  Style  275,  as  well  as  Style  150 
and  Style  110  console  phonographs,  the  last  two 
named  being  well  known  and  widely  distributed 
products,  are  described  and  illustrated  in  an  at- 
tractive booklet  recently  published  by  the  Kim- 
ball Co.  In  this  is  found  a  new  phonograph 
slogan  adopted  by  the  Kimball  Co.,  "The  best 
in  music  whenever  you  want  it."  The  booklet 
has  been  translated  into  Spanish  and  it  will  be 
extensively  distributed  through  South  America, 
Mexico,  Cuba,  Porto  Rico  and  other  Spanish- 
speaking  countries. 


Buys  B.  H.  Gade  Store 

B.  H.  Young  has  purchased  the  B.  H.  Gade 
Music  &  Book  Store,  107-109  North  Fourth 
street,  Chickasha,  Okla.  Mr.  Gade  has  been  en- 
gaged in  business  here  for  the  past  fourteen 
years  and  has  completed  arrangements  to  retire. 


768-16.   With  panel  cut  for  Radiola  16. 


Height  37  inches.  Width  29^4  inches. 
Depth  17  inches.  Walnut  veneered. 
Finished  in  antique  walnut.  Hand- 
painted  ornaments.  The  J-4-inch  slid- 
ing wood  panel  is  9  inches  by  24 
inches  inside.  Battery  compartment 
26J/2  inches  wide,  11  inches  high,  15^4 
inches  deep.  Average  weight  crated 
98  pounds. 


Radio 
Cabinets 

By  UDELL 


A  beautiful  new  32-page 
catalog  illustrating  and  de- 
scribing the  greatest  line 
of  Radio  Cabinets  in  the 
country  is  ready. 


Write  for  your 
copy  today 


THE  UDELL  WORKS 


28th  St.  at  Barnes  Ave. 


Indianapolis,  Ind. 


Bringing  the  Panatrope  to 

Atlantic  City  Visitors 

Huge  Electric  Sign  Brings  Message,  "Bruns- 
wick Panatrope,"  Before  Thousands  of 
Visitors  to  Famous  Resort 


The  name,  "Brunswick  Panatrope,"  shines 
brilliantly  over  the  Brunswick  National  Ex- 
hibit at  Atlantic  City  through  the  medium  of 
an  enormous  electric  sign  of  the  newest  type, 
which  silently  but  effectively  keeps  the  name 
Brunswick  before  the  visitors  to  Atlantic  City. 
The  Brunswick  sign  is  one  of  the  most  brilliant 
and  attractive  in  Atlantic  City  and  stands  out 
like  the  proverbial  "sore  thumb"  as  the  wel- 
come sign  to  the  home  of  Brunswick. 

I.  H.  Brooks,  manager  of  the  exhibit,  tells 


Panatrope  Sign  in  Atlantic  City 

of  hundreds  of  Panatrope  sales  directly  trace- 
able to  the  promotion  work  done  there  by 
himself  and  his  capable  crew  of  assistants.  The 
Brunswick  Building  there  has  become  one  of 
the  most  popular  showrooms  of  Atlantic  City. 
Its  strategic  location  and  beautiful  halls  have 
made  it  the  goal  of  many  visitors  to  the  famous 
Boardwalk  City,  where  they  might  hear  the 
Panatrope  under  auspicious  circumstances. 


Trade  Activities  in  the 

Richmond,  Va.,  Territory 

Richmond,  Va.,  February  8.— Louis  Frederick 
Gruner,  formerly  manager  of  the  Biggs  Music 
Co.,  Brunswick  and  Columbia  dealer,  died  re- 
cently, aged  forty-seven,  following  a  protracted 
illness.  He  retired  from  the  business  several 
months  ago  after  a  nervous  breakdown. 

New  consolette  models  of  Goldberg  Bros, 
met  with  very  favorable  reception  at  the  semi- 
annual furniture  exposition  at  High  Point, 
N.  C.,  where  they  were  exhibited  along  with 
other  products  of  the  firm,  according  to  LeRoy 
Goldberg,  who  attended  the  show,  together 
with  Charles  G.  Newman  and  Adolphus 
Hutzler,  two  of  the  firm's  salesmen. 

Charles  J.  Rey,  manager  of  the  Richmond 
office  of  the  James  K.  Polk  Corp.,  distributor 
of  Polk-Phones,  also  had  an  exhibit  at  the 
High  Point  exposition. 

His  branch  office,  which  covers  Virginia  and 
North  Carolina,  experienced  a  substantial  in- 
crease in  business  in  January  over  the  corre- 
sponding month  of  1927,  he  says,  and  February 
gives  promise  of  hitting  equally  as  good  a  pace. 
C.  C.  Alexander,  who  formerly  traveled  Florida 
lor  the  company,  has  been  transferred  to  Vir- 
ginia and  is  now  traveling  this  territory  out 
of  Richmond.  He  succeeds  Hugh  L.  Smith, 
recently  promoted  to  manager  of  the  new 
branch  office  at  Memphis.  T.  J.  Beutell,  travel- 
ing out  of  Atlanta,  is  now  looking  after  the 
Florida  field,  in  addition  to  other  States. 

Fred  Kessnich,  wholesale  manager  for  the 
Corley  Co.,  reports  that  he  is  receiving  many 
inquiries  from  the  trade  in  regard  to  the  two 
new  styles  of  Victor  phonographs  which  are 
just  being  put  on  the  market.  One,  known  as 
the  4-20  style,  is  to  retail  at  $135.  The  other 
is  a  combination  instrument  known  as  style 
7-25,  with  spring  and  electric  equipment,  retail- 
ing at  $385.  Efforts  of  this  company  to  popu- 
larize grand  opera  in  Richmond  met  with 
unqualified  success  when  in  co-operation  with 
a  Richmond  newspaper  it  brought  the  San 
Carlos  Opera  Company  here  in  January. 
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180  volts  on  the  output  tubeplate/ 
Gigantic  UM)JSIOIlT£Dvo\\\mc  from  theBandbox/ 


NOW 


^      100  to  1J 


(Double  "Unit 


New 

401  Dry  Cell  Type 

BANDBOX 
JUNIOR 

$35 

A  new  dry  cell  receiver 
with  all  the  features  of 
the  Bandbox — selectivity, 
sensitivity,  volume  and 
appearance.  For  places 
where  AC  current  or 
storage  battery  service  is 
not  available  or  desired. 


Power!  Power!  POWER!  A  feature  of  the  Crosley  AC 
Bandbox  that  lifts  it  head  and  shoulders  above  com- 
petition! 

170  to  185  volts  on  the  plate  of  the  power  output  tube! 
Comparative  checkings  of  competitive  radios  show 
interesting  figures.    Under  identical  testing  conditions 
the  Bandbox  shows  a  full  170  to  185  volts  on  the  plate 
of  the  171  power  output  tube.  Other  radios  show  from 
100  to  110  and  130  to  140  volts  on  the  plate  of  output 
tube.    The  171  power  tube  should  have 
around  180  volts.   This  better  than  40% 
superiority  in  one  case  and  25%  in  an- 
other is  the  difference  between  today  s 
radio  and  yesterday's. 


^BANDBOX 

The  Bandboxes  are  genuine  Neutrodyne 

Single  Unit 

receivers.       Totally     and  completely 

shielded,  their  acute  sensitivity  and  ^F^^^^^^fK 
sharp  selectivity  is  amazing.  m  ^L^J^^  K 

They  have  a  single  illuminated  dial.  ^ 

Contributing  much  to  the  success  of  this  l()2U  won-  ^^^^ 
der  radio  is  the  Mershon  Condenser  in  the  power  ele- 
ment of  the  set.   Not  being  paper,  the  danger  of  its 
blowing  out  is  entirely  removed  so  that  the 
desired  heavy  voltage  can  be  used  to  produce 
the  acoustic  and  volume  results  so  greatlv  de- 
sired.   IT  IS  SELF  HEALING.    It  does  not 
have  to  be  replaced  as  is  the  case  with  paper 
condensers. 

The  capacity  of  smoothing  condensers  in  Crosley 
power  units  is  30  inf.    Other  sets  use  only  a  frac- 
tion of  that  condenser  capacity.    Undersize  con- 
densers, transformers,  etc.,  are  used  in  order  to  build  down 
to  a  price.   Crosley  builds  up  to  a  standard. 

The  AC  Bandbox  is  purposely  made  in  two  models — 
the  602  in  a  double  unit — the  704  self-contained.  This 
is  to  provide  maximum  adaptability  in  all  sorts  of  sur- 
roundings and  uses. 

The  602  double  unit  provides  console  cabinet  installa- 
tion in  ALL  kinds  of  consoles. 

The  704  is  for  those  who  want  the  entire  set  in  one 
cabinet.  The  two  sets  are  identical  in  elements,  design 
and  performance.  The  physical  difference  is  solely  to 
meet  the  human  differences  of  taste,  necessity  and  price! 
The  size  of  the  704  is  17%  inches  long  by  12%  inches 
wide  and  is  6}/s  inches  high. 

Battery  Type  Bandbox  $55 

This  celebrated  model  needs  no  picture,  for,  in  appearance 
it  is  identical  to  the  602  receiver  pictured  above.  Its 
amazing  performance  has  won  the  radio  world  this  sea- 
son and  its  value  is  as  outstanding  NOW  as  the  day  it 
was  first  presented! 


"You're  there  with  a  Crosley" 

RADIO 


MUSICONE 
Type-D 


$15 


Crosley  Musicones  are 
famous  for  their  value. 
This  new  style  is  no 
exception.  Its  low  price 
of  S15  is  in  keeping 
with  Crosley  tradi- 
tions. It  instantly 
demonstrated  its 
soundness  by  immedi- 
ate and  enormous 
sales. 


Approved  Console  Cabinets  manufactured  by 
Showers  Brothers  Co.,  of  Bloominglon.  hid.,  and 
Wolf  Mfg.  Industries.  Kokomo,  Ind..  are  sold  to 
Crosley  dealers  by  H.  T.  Roberts  Co.,  1340  S. 
Michigan  Ave.,  Chicago,  Sales  Representatives. 


The  Crosley  Radio  Corpora!  ion 


Crosley  is  licensed  only  for  Radio  Amateur. 
Experimental  and  Broadcast  Reception. 

THE  CROSLEY  RADIO  CORPORATION 
Powcl  Crosley,  Jr.,  Pres.  Cincinnati,  Ohio 

Montana,  Wyoming,  Colorado.  New  Mexico,  and 
West,  prices  slightly  higher 

Write  Dept.  26  for  descriptive  literature 
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Recapitalization  Plan  of  Crosley  Corp. 

Arouses  Widespread  Interest  in  Trade 

Corporation  Has   Issued  300,000   Shares  of  No  Par  Common  Stock — 48,000  Shares  Placed  on 
the  Market — Powel  Crosley,  President  and  Founder,  Retains  Control 


Presaging  an  era  of  even  greater  expansion  in 
the  radio  industry,  announcement  of  recapital- 
ization of  the  Crosley  Radio  Corp.,  Cincinnati, 
O.,  has  been  received  with  widespread  interest. 
Under  the  new  plan  the  company  has  issued 
300,000  shares  of  no  par  common  stock,  48,000 
shares  having  been  placed  on  the  market  at 
$25  each.  The  bulk  of  the  stock  is  retained  by 
Powel  Crosley,  Jr.,  founder  and  president  of 
the  corporation. 

Starting  modestly  some  five  years  ago,  the 
Crosley  Radio  Corp.  has  experienced  phenom- 
enal growth,  and  to-day  is  one  of  the  foremost 
radio  manufacturing  concerns  of  the  country. 
During  the  past  year  its  business  totaled  more 
than  $8,000,000. 


A  New 
Sales  Producer 

CARTER 

AC  Adapter 
Harness 


Practically  every  set  owner  will 
welcome  the  opportunity  to  change 
his  set  to  A.C.  tube  operation.  Here 
is  your  opportunity  for  new  busi- 
ness from  old  customers,  and  pros- 
pects. A  few  minutes  and  the  job 
is  done.  No  structural  change  in  the 
circuit;  simply  slip  in  the  adapter 
harness.  Not  even  a  pair  of  pliers 
required. 

Made  for  use  with  all  standard 
A.C.  Filament  Transformers. 

In  Canada: 

CARTER  RADIO  CO.,  LTD,  Toronto 


m 


Hces  in  principal  cities  of  the  world. 


garter  Radio  Qo. 

•         300.  S,  RACINE   AVENUi  ' 
CHICAGO,    ILL..  U.S.A. 


MAIL  THE  COUPON 

Please  send  illustrated  folder  to 

Name   

Address   

Our  Jobber  

Address   


During  the  peak  of  1927  production,  the  cor- 
poration employed  upwards  of  3,000  men  and 
women,  and  manufactured  more  than  4,000  radio 
sets  daily.  Its  daily  production  of  cone  loud 
speakers  was  around  2,800. 

The  corporation  operates  three  manufacturing 
plants  in  Cincinnati,  the  principal  one  being  at 
Colerain  avenue  and  Sassafras  street.  The  floor 
space  of  the  factories  totals  nearly  a  quarter 
million  square  feet. 

The  meteoric  expansion  of  the  corporation's 
business  is  credited  largely  to  quality  and  price, 
Mr.  Crosley  standing  firmly  for  the  "best  pos- 
sible product  at  the  lowest  possible  cost."  With 
this  principle  uppermost  in  mind,  various  types 
of  radios  manufactured  by  the  corporation  have 
found  an  ever-increasing  demand  at  prices 
within  the  range  of  everyone. 

The  Crosley  Radio  Corp.  owns  and  operates 
three  broadcasting  transmitters,  the  major  sta- 
tion being  located  at  Harrison,  O.,  twenty  miles 
from  Cincinnati.  This  station,  known  as  WLW, 
uses  power  of  5,000  watts  and  is  one  of  the 
most  popular  broadcasting  transmitters. 

The  corporation  is  licensed  to  manufacture 
tuned  radio  frequency  sets  under  patents  owned 
and  controlled  by  the  Radio  Corp.  of  America, 
the  American  Telegraph  &  Telephone  Co.,  the 
General  Electric  Corp.,  the  Westinghouse  Elec- 
tric &  Manufacturing  Co.,  also  under  patents 
and  applications  of  the  Radio  Frequency  Lab- 
oratories. It  also  acquired  license  under  the 
complete  list  of  patents  owned  by  the  Hazeltine 
Corp. 

The  selling  force  of  the  Crosley  Radio  Corp. 
comprises  166  distributors  and  nearly  20,000 
dealers,  covering  every  section  of  the  United 
States  and  Canada. 


Special  Victor  Herbert 

Album  Issued  by  Victor  Go. 

Large  Sale  of  Album  Set  Expected  Due  to 
Victor  Herbert's  Wide  Popularity 


The  Victor  Talking  Machine  Co.  recently  is- 
sued to  the  trade  a  new  album  of  the  works  of 
Victor  Herbert.  It  is  expected  that  because  of 
the  interest  and  popularity  of  Herbert's  compo- 
sitions the  sale  of  this  album  set  will  be  large. 
Dealers  are  being  provided  with  posters  to  dis- 
play in  their  windows  in  conjunction  with  the 
albums.  The  recordings  were  made  by  Na- 
thaniel Shilkret  and  include  selections  from 
"Naughty  Marietta,"  "The  Fortune  Teller," 
"Babes  in  Toyland,"  "The  Red  Mill"  and 
"Sweethearts."  Other  compositions  included 
are:  "Ah!  Sweet  Mystery  of  Life,"  "Kiss  Me 
Again,"  "Badinage,"  "Aire  De  Ballet  and  Al 
Fresco"  and  "March  of  the  Toys."  The  album 
contains  five  12-inch  Red  Seal  records  and  is 
listed  at  $7.50. 


Federal-Brandes,  Inc.,  to 
Issue  "The  Kolster  Dealer" 


"The  Kolster  Dealer,"  a  new  house  organ, 
which  will  be  published  monthly  in  the  inter- 
ests of  the  Kolster  dealer  organization  by  the 


TYPE  M  RECORDING  WAX 

Developed  for  Electrical 
Recording.  Works  at  70°  or 
Normal  Room  Temperature 

F.  W.  MATTHEWS  £  Sggntfft. 


merchandising  division  of  Federal-Brandes,  Inc., 
Newark,  N.  J.,  recently  made  its  bow  to  the 
radio  industry.  It  is  attractively  printed  and 
illustrated,  and  is  filled  with  news  of  Kolster 
dealer  and  distributor  accomplishments,  mer- 
chandising plans  and  personal  items.  The 
Kolster  dealer  and  jobber  organization  is  in- 
vited to  contribute  to  all  future  issues. 


Latest  Talking  Machine 
and  Radio  Patents  Granted 


Combined  Radio  and  Talking  Machine  Amplifier. 
Alfred  H.  Haag,  Baltimore,  Md.    Patent  No.  1,654,804. 

Repeating  and  Stopping  Device  for  Talking  Machines 
and  the  Like.  Frank  B.  Mitchell,  Hove,  Eng.  Patent 
No.  1,654,824. 

Repeating  and  Stopping  Attachment  for  Phono- 
graphs. Frank  H.  Adams,  Cleveland  Heights,  Ohio. 
Patent  No.  1,655,081. 

Phonograph.  Gilbert  J.  Dietrich,  Beaumont,  Texas. 
Patent  No.  1,655,360. 

Phonograph.  Berkey  E.  Cover,  Chicago,  111.  Patent 
No.  1,656,424. 

Multichannel  Radio  System.  Emery  Leon  Chaffee, 
Belmont,  Mass.,  assignor  to  John  Hays  Hammond,  Jr., 
Gloucester,  Mass.     Patent  No.  1,654,920. 

Radio  Receiving  System.  Winfred  T.  Powell,  Roches 
ter,  N.  Y.,  assignor  to  the  Stromberg-Carlson  Telephone 
Mfg.  Co.,  same  place.    Patent  No.  1,655,160. 

Radio  Apparatus.  Ambrose  H.  Rosenthal,  Brooklyn, 
N.  Y.     Patent  No.  1,655,243. 

Radio  Apparatus.  Arthur  Atwater  Kent,  Ardmore,  Pa. 
Patent  No.  1,655,372. 

Radio  Equipment.  Herman  P.  Pullwitt,  Oak  Park,  111., 
assignor  to  John  H.  Newman,  New  York,  N.  Y.  Patent 
No.  1,655,877. 

Radio  Loud  Speaker.  Leo  A.  Madson,  Elk  River, 
Minn.     Patent  No.  1,655,910. 

Radio  Amplifier  Unit.  LeRoy  King  McMullin,  St. 
Louis,  Mo.     Patent  No.  1,656,009. 

Radiophonograpii.  James  S.  Spainhour,  Hempstead. 
N.  Y.    Patent  No.  1,656,085. 

Radio  Apparatus.  Dorsey  F.  Asbury,  Broomes  Island, 
Md.     Patent   No.  1,656,092. 

Radio  Speaker  or  Horn.  Clarence  E.  Burk,  Marion, 
O.,  assignor  of  one-half  to  i he  Van  Atta  Hardware  Co., 
same  place.     Patent  No.  1,656,140. 

Radio  Control  Mechanism.  Antonio  Di  Stasio,  New 
York,  N.  Y.     Patent  No.  1,656,178. 

Transformer  for  Radiocircuits.  Stanley  D.  Livings- 
ton, Freeport,  N.  Y.    Patent  No.  1,656,209. 

Single-Dial  Control  for  Radio  Receiving  Apparatus. 
Louis  Mandel,  Chicago,  III.    Patent  No.  1,656,442. 

Frequency  Sequence  Selector  of  Frequency  Deter- 
mining Apparatus  for  Radiocircuits.  Moses  Jacobson, 
New  York,  N.  Y.,  assignor  of  one-half  to  William  A. 
Schacht,  Brooklyn,  N.  Y.    Patent  No.  1,656,520. 

Dial  Mechanism  for  Radio  Apparatus.  William  A. 
Ready,  Brookline,  Mass.     Patent  No.  1,656,532. 

Reproducer.  Harry  H.  Ide,  La  Grange,  111.,  assignor 
to  the  Kellogg  Switchboaid  &  Supply  Co.,  Chicago,  111. 
Patent  No.  1,657,124. 

Receiver.  Ernest  A.  Bohlman,  Chicago,  III.,  assignor 
to  the  Kellogg  Switchboard  &  Supply  Co.,  same  place. 
Patent  No.  1,657,145. 

Sound  Eliminator  for  Radiotubes.  Abraham  Halik- 
man,  New  York,  N.  Y.     Patent  No.  1,657,390. 


Columbia  Scotch  Catalog 

The  Columbia  Phonograph  Co.  will  release 
in  the  near  future  a  special  catalog  devoted 
exclusively  to  Scotch  record  selections.  The 
Scotch  record  lists  carry  an  imposing  and 
comprehensive  array  of  favorites,  old  and  new. 
Announcement  of  the  catalog  was  broadcast 
during  the  company's  radio  hour  on  January 
25,  which  marked  the  anniversary  of  the  birth- 
day of  Robert  Burns. 


The  Demand  for  Quality  Never  Ceases 


To  learn  the  difference  between  ordinary  Cotton  Flocks  and 
"QUALITY"  Cotton  Flocks,  order  a  sample  bale  of  our  Stand- 
ard No.  920  for  Phonograph  Record  Manufacturing. 


CLAREMONT  WASTE  MFG.  CO. 


Claremont,  N.  H. 
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For  Your  1928  Portables 

Be  sure  to  USE  the  ONLY  Motor  with  the  Easy, 
Smooth,  Noiseless  WORM  GEAR  WIND 


CUT  SPIRAL  NICKEL 

STEEL  WINDING  GEARS 


\  TWO-RECORD 


SPRING  BARREL 


\  BRONZE  GOVERNOR  BEARINGS 


TRIPLE  WORN 
INSURING  QUIET* 
RUNNING 


SPEED 
REGULATOR  PLATE 


NOISELESS  TURNTABLE 
STOP 


NINE  INCH  TURNTABLE  INCLUDED 
BUT  NOT  SHOWN 


This  year  your  product  will  meet  in  competition  in  the  field  a  new 
and  decidedly  superior  type  of  Portable  Motor.  Its  the 


New  1  UNITED  f  Portable 

A  demonstration  quickly  proves  its  greater  value.  The  prospective  purchaser  will 
recognize  instantly  its  smoother,  easier,  and  more  quiet  wind.  He  will  choose  the 
United-equipped  Motor,  whenever  he  has  an  opportunity  for  comparison  because 
there  is 

— No  Leaning  on  Motor  to  Wind 
— No  Skinning  of  Knuckles  on  Table 


The  new  cut  spiral  nickel  steel  winding  gears  glide  into  action  noiselessly  and  with 
hardly  more  than  a  touch  of  the  hand  on  the  crank.  The  Winding  Shaft  is  at  top 
of  the  motor — -giving  plenty  of  winding  room  so  the  hand  does  not  strike  the  table. 
In  fact  here  is  a  Motor  of  the  same  high  quality  as  the  Famous  United  No.  5.  It  is 
worthy  of  the  other  improvements  you  have  put  into  your  1928  product.  Order 
one  for  testing  today. 

Phonograph  Motor  Division 

UNITED  AIR  CLEANER  CO. 

9702  COTTAGE  GROVE  AVENUE 

============  CHICAGO,  ILL.  ===== 


JOHN  HAVILSON, Manager 


324- WASHINGTON  ST.,BOSTON,MASS 


iflOSTON 


ENGLAND 


Distributors  Covering  the  New  England 

Field  Report  Increased  Demand  by  Trade 

Twenty  Per  Cent  Gain  Reported  by  Columbia  Branch— Francis  D.  Pitts  Looks  for  a  Busy  Year 
— Business  Booming  at  the  J.  H.  Burke  Co. — Changes  in  the  Steinert  Co. 


Boston,  Mass.,  February  8. — The  Columbia's 
New  England  business  was  one  of  those  that 
made  as  good  a  showing  as  any,  the  increase 
lor  January  being  about  20  per  cent  over  the 
corresponding  month  last  year,  says  Manager 
Bill  Parks.  Moreover,  he  says,  the  prospects 
for  February  are  very  good.  The  company 
is  still  shipping  out  from  this  end  the  Colum- 
bia-Kolsters  as  fast  as  they  are  received. 

Assistant  Manager  Flemming,  of  the  Colum- 
bia Co.,  has  been  confined  to  his  home  in 
Milton  for  several  days  with  a  severe  cold  and, 
in  fact,  Manager  Parks  himself  was  somewhat 
under  the  weather  the  latter  part  of  January. 
Looks  for  a  Good  Year 

"A  very  substantial  year"  is  the  way  Francis 
D.  Pitts,  president  of  the  F.  D.  Pitts  Co.,  re- 
fers to  the  accomplishments  of  this  company 
for  192?,  and  he  further  expressed  himself  by 
saying  that  the  business  was  25  per  cent  over 
1926,  and  as  for  the  actual  increased  profit  he 
believed  that,  too,  was  considerably  in  excess 
of  the  year  before,  all  this,  of  course,  referring 
specifically  to  the  Kellogg  product,  which  the 
Pitts  Co.  is  handling  in  so  large  a  way.  Presi- 
dent Pitts  during  January  paid  a  flying  visit 
to  the  Kellogg  factory  in  Chicago  and  was 
much  impressed  with  the  new  goods  that  are 
to  be  put  on  the  market  this  current  season. 
J.  H.  Burke  Co.  Busy 

Business  booming — that's  what  one  learns 
from  the  J.  H.  Burke  Co.,  which  is  making 
marked  progress  with  the  Atwater  Kent  line. 
The  new  37  AC,  one  of  the  specially  popular 
models,  is  completely  wiped  out  and  though 
two  and  sometimes  three  shipments  a  week  are 
being  received  the  demand  continues  to  exceed 
the  supply.  Rather  severe  weather  of  late  on 
the  water  has  delayed  the  arrival  of  some  of 
the  boats,  which  has  meant  a  delay  in  the 
receipt  of  goods,  which  is  embarrassing  be- 
cause of  the  insistence  of  dealers. 

A  week  or  so  ago  Joe  Burke  and  his  brother, 


Philadelphia,  where  they  found  the  outlook  for 
the  Atwater  Kent  line  excellent.  A  visitor  to 
the  Burke  Co.'s  headquarters  here  a  few  days 
ago  was  Al  Araney,  the  New  England  field 
representative  for  the  Atwater  Kent  Co.,  who 
stayed  here  the  better  part  of  a  week. 

Rearranging  Its  Quarters 

Because  of  the  rapid  development  of  its  radio 
business,  as  well  as  the  expansion  of  its  Victor 
output,  the  Eastern  Talking  Machine  Co.  is 
entirely  rearranging  its  quarters  at  85  Essex 
street.  Manager  Alan  Steinert  is  having  a  new 
and  enlarged  private  office  in  the  front  corner 
especially  for  quiet  conferences  and  there  are 
to  be  new  display  rooms,  as  well  as  new  repair 
quarters  and  space  for  parts  and  accessories. 
The  record  racks  have  been  more  conveniently 
located  and  when  the  entire  interior  is  com- 
pleted it  will  take  on  an  aspect  of  newness. 
Regret  Leaving  of  Harry  L.  Spencer 

There  is  general  regret  in  the  trade  that 
Harry  L.  Spencer  is  quitting  Boston,  where 
for  a  long  time  he  has  been  the  New  England 
manager  of  the  Brunswick  Co.  More  official 
announcement  of  Harry's  change  of  company 
and  scene  will  be  found  in  another  part  of 
this  issue.  Meanwhile  there  will  be  a  welcome 
awaiting  his  successor  when  he  arrives  on  the 
scene. 

Official  Changes  at  Steinert  Co 

Because  of  the  death  of  Albert  M.  Steinert, 
at  Providence,  a  few  weeks  ago,  there  has  been 
a  rearrangement  of  officers  in  the  house  of  M. 
Steinert  &  Sons  Co.,  which  has  handled  the 
Victor  product  for  a  long  time.  Robert  S. 
Steinert,  his  nephew,  and  son  of  Alexander 
Steinert,  becomes  president,  and  Alan  Steinert, 
another  nephew  and  at  present  in  charge  of 
the  business  of  the  Eastern  Talking  Machine 
Co.  here,  becomes  secretary. 

Phonograph  Society  Concert 

The  second  Winter's  concert  of  the  Music 
Lovers'  Phonograph  Society  was  held  at  the 


attendance  numbered  about  fifty.  Adolph  Ber- 
wind  presided  and  gave  a  talk  on  the  old 
masters,  as  well  as  on  some  of  the  new  ones; 
and  appropriate  selections  were  played  on  sev- 
eral makes  of  Victor,  Columbia,  Brunswick  and 
other  records.  The  next  meeting  is  to  be  held 
at  the  same  place  and  the  date  is  Friday  eve- 
ning, February  17. 

Mr.  and  Mrs.  Steinert  Sail 
Alexander  Steinert,  of  the  M.  Steinert  Co., 
here,  sailed  a  few  days  ago  with  Mrs.  Steinert 
tor  a  several  months'  visit  abroad,  a  trip  up 
the  Nile  being  one  of  the  features  of  the 
itinerary. 

News  Brieflets 

The  concern  of  Drayton,  Erisman,  Inc.,  at 
126-128  Summer  street,  this  city,  dealers  in 
radio  and  talking  machine  supplies,  suffered  a 
$500  fire  a  few  days  ago. 

Waring,  himself,  he  of  the  Pennsylvanians, 
who  are  Victor  recording  artists,  appeared  last 
week  at  Keith's  Theatre  and  entertained  a 
large  audience  at  the  warerooms  of  the  C.  C. 
Harvey  Co. 

Winthrop  A.  Harvey,  head  of  the  C.  C.  Har- 
vey Co.,  lately  returned  from  a  hunting  trip 
into  the  Carolinas,  is  preparing  for  another 
getaway,  this  time  to  Sunny  Africa,  on  which 
trip  he  will  embark  with  friends  about  Feb- 
ruary 10. 

Partly  because  of  the  illness  of  Secretary 
Billy  Merrill,  the  annual  meeting  of  the  New 
England  Music  Trade  Association  has  been 
postponed,  but  it  is  now  likely  to  be  held  some 
time  this  month. 


Message  of  Appreciation 

The  Plaza  Music  Co.,  New  York  City,  manu- 
facturer of  Pal  portable  phonographs,  Banner, 
Domino  and  Regal  records,  and  other  mer- 
chandise, and  distributors  of  musical  mer- 
chandise and  radio,  has  mailed  this  month  to 
the  trade  "An  Appreciation"  written  in  the 
staccato  sentence  style  made  popular  by 
K.  C.  B.  This  appreciation  calls  attention  to 
the  fact  that  it  is  nineteen  years  since  the  Plaza 
Music  Co.  began  to  feature  musical  merchan- 
dise and  began  to  grow.  It  voices  appreciation 
of   the   co-operation   of   the    music  merchant 


Tom,  the  company's   sales  manager,  were  in     Fenway  School   Center  a  week  ago  and  the     which  made  this  growth  possible. 
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THE  SEASON  FOR  VICTOR  SALES 
IS  OF  THE  DEALER'S  OWN  MAKING 

Every  month  of  the  twelve  is  one  of  opportunity  for  the 
dealer  who  has  a  representative  stock  of  Orthophonic  Vic- 
tr6las,  Records  and  Combinations,  for  public  interest  and 
demand  is  constantly  on  the  increase. 


Ditson  Service  Will  Keep  Your  Stock  Complete 


Oliver  Ditson  Co. 

BOSTON 


Chas.  H.  Ditson  &  Co. 

NEW  YORK 
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Making  history 


rT^HE  smashing  radio  hit  of  the  year 
—the  new  Atwater  Kent  A.  C.  Sets. 

People  who  went  without  radio 
until  A.  C.  operation  could  be  per- 
fected are  flocking  in  to  buy  the 
new  Atwater  Kent. 

People  who  tired  of  caring  for  bat- 
teries are  buying  it  to  replace  old  sets. 

Sell  them  a  second  set 
People  who  wanted  a  second  set,  for 


Model  37  The 

price  oj  the  new, 
six-tu  be,  FULL-  VISION  Dia  I.  sel  f  con  - 
tained  A.  C.  set  includes  everything 
except  tubes  and  a  speaker.  No 
power  accessories  required — no 
batteries,  no  charger.  For  use  only 
with  110-115  volt,  60-cycle,  Alter- 
nating Current.  Lses  six  A.C.  tubes, 
and  one  rectifying  tube. 


88 


without  tubes 


Model  E 
Radio  Speaker 

®24 

Radio's  truest  voice. 
All  parts  protected 
against  moisture. 
Comes  in  a  variety  of 
beautiful  color  com- 
binations. 


another  part  of  the  house,  so  that  dif- 
ferent family  groups  could  listen  to  dif- 
ferent programs,  are  finding  the  new 
set  exactly  what  they  hoped  for. 

Here's  a  new  market— the  second 
set  idea!  It  will  pay  Atwater  Kent 
dealers  everywhere  to  exploit  it. 

The  price  is  so  low  that  your  cus- 
tomers can  have  two  sets  for  what  they 
may  have  expected  to  pay  for  one. 


Atwater  Kent  Radio  Hour  every  Sunday  tiight  on 
23  associated  stations 

One  Dial  Receivers  licensed  under  U.  S.  Patent  1,014,002 
Prices  slightly  higher  West  of  the  Rockies 

ATWATER  KENT  MANUFACTURING  COMPANY 

A.  Attvater  Kent.  President 


4725  Wissahickon  Ave. 


Philadelphia,  Pa. 
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Herbert  H.  Frost  Is  Now        RCA  Makes  Available  Direct   Takes  Charge  of  Fansteel 
With  Federal-Brandes,  Inc.        Mail  Campaign  to  Dealers  Offices  in  New  York 


Elected  Vice-President  in  Charge  of  Merchan- 
dising— To  Assume  New  Duties  on  March  1 
— Is  a  Leader  in  the  Radio  Industry 


Herbert  H.  Frost,  one  of  the  outstanding 
executives  in  the  radio  industry,  was  elected 
vice-president   in  charge  of  merchandising  of 


Herbert  H.  Frost 

Federal-Brandes,  Inc.,  manufacturer  of  Roi- 
ster Radio,  at  a  meeting  of  the  board  of  di- 
rectors held  on  January  23.  Mr.  Frost  will 
assume  his  new  responsibilities  on  March  1, 
his  resignation  as  general  sales  manager  of  E. 
T.  Cunningham,  Inc.,  taking  effect  on  the 
twenty-ninth  of  this  month. 

Mr.  Frost  has  been  one  of  the  leaders  in  the 
radio  industry  since  its  inception,  having  served 
two  terms  as  president  of  the  Radio  Manufac- 
turers' Association.  From  1921  to  1925  he  was 
president  of  Herbert  H.  Frost,  Inc.,  a  success- 
ful radio  manufacturer  in  Chicago.  He  re- 
signed in  1925  to  become  general  sales  manager 
of  E.  T.  Cunningham,  Inc. 

Under  the  leadership  of  Rudolph  Spreckels, 
chairman  of  the  board  of  directors,  Federal- 
Brandes,  Inc.,  has  built  up  the  sale  of  Kolster 
Radio  until  it  is  now  one  of  the  outstanding 
leaders  in  the  industry  and  the  acquisition  of 
Mr.  Frost  in  an  executive  capacity  is  another 
forward  step  in  building  the  organization's  mer- 
chandising activities. 

Federal-Brandes,  Inc.,  is  also  linked  with  the 
Mackay  system  through  its  subsidiary,  Federal 
Telegraph  Co.,  and  is  the  manufacturer  for  the 
Columbia  Phonograph  Co.  of  the  electrical 
equipment  for  the  Columbia-Kolster  phono- 
graph, the  combination  that  is  proving  so 
popular  with  the  trade  and  public. 


Comprises  Six  Mailings  to  Be  Sent  Out  at  the 
Rate  of  Two  Each  Month — Planned  for  the 
Purpose  of  Stimulating  Business 


An  exceptionally  effective  direct-mail  cam- 
paign designed  to  stimulate  sales  during  what 
is  usually  considered  the  dull  season  is  now 
available  to  all  RCA  authorized  dealers.  It 
comprises  six  mailings,  sent  out  at  the  rate  of 
two  a  month  for  a  period  of  three  months. 
Each  piece  of  literature  is  imprinted  with  the 
dealer's  name,  sealed,  stamped  and  addressed, 
all  ready  for  the  mails.  They  are  sent  in  reg- 
ular instalments  to  the  dealer,  so  that  he  may 
mail  from  his  own  place  of  business,  twice  a 
month,  to  the  list  of  possible  radio  buyers  in 
his  section  furnished  by  him.  The  dealer  can 
then  follow  up  the  mailings  by  salesman's  calls. 
The  Radio  Corp.  shares  the  cost  of  the  cam- 
paign with  the  dealer  on  a  fifty-fifty  basis,  the 
cost  to  the  latter  working  out  at  thirty-five 
cents  per  name,  postage  included,  for  all  six 
mailings. 

A  national  advertising  campaign  covering 
magazines,  newspapers  and  broadcasting,  as 
well  as  other  sales  promotional  activities,  will 
also  be  undertaken  by  the  advertising  depart- 
ment of  the  Radio  Corp.  during  1928,  under  the 
direction  of  Pierre  Boucheron,  advertising 
manager. 


Brunswick  Dealer  Gains 

Sales  Through  Displays 

Woodrum's,  of  Charleston,  W.  Va.,  Bruns- 
wick dealers,  are  thoroughly  convinced  that 
attractive  window  displays  are  essential  to  the 
stimulation  of  business  and  have  decided  that 
the  best  window  displays  are  those  which  at- 
tract by  motion.  Recently  they  used  a  minia- 
ture orchestra  in  action  as  the  feature  of  one 
of  their  window  displays,  and  in  this  manner 
attracted  large  crowds  to  their  store.  But 
Woodrum's  goes  further  than  attractive  win- 
dow displays.  They  have  one  of  the  most 
beautiful  record  departments  in  the  country, 
and  there,  under  conditions  and  circumstances 
cleverly  designed  to  impart  the  home  atmos- 
phere to  the  customer,  Brunswick  instruments 
and  records  are  played. 

The  actual  results  of  the  recent  window  dis- 
play cannot  be  counted,  but  it  served  to  develop 
an  unusual  amount  of  interest  in  Brunswick  in 
this  West  Virginia  town,  and  Woodrum's  have 
traced  many  prospects  and  some  sales  directly 
to  this  interest. 


The  Hershey  Music  Store,  Litchfield,  Minn., 
has  taken  new  quarters  on  the  balcony  of  the 
Whalberg  Variety  store.  This  concern  is  en- 
joying an  expanding  business. 


Chester  "Doc"  Jones,  Long  Prominent  in  Chemi- 
cal Field,  to  Look  After  Company's  Interests 
in  Eastern  Territory 


Chester  H.  ("Doc")  Jones  has  been  appointed 
to  take  charge  of  the  New  York  offices  of  the 
Fansteel  Products  Co.,  Inc.,  North  Chicago,  111., 
metallurgists    and    radio    manufacturers.  Mr. 


Chester  Jones 

Jones  will  be  in  charge  of  both  chemical,  metal- 
lurgical and  radio  Balkite  sales. 

Mr.  Jones  brings  the  most  varied  practical 
experience  to  his  position.  He  has  been  not 
only  a  chemical  engineer  but  a  salesman  all  his 
life.  His  experience  includes  two  years  in  the 
Tellurite  Gold  Mine,  two  years  with  the  me- 
chanical and  electrical  department  of  the  Santa 
Fe,  five  years  with  the  General  Electrical 
Co.  developing  their  business  with  steam  rail- 
ways, one  and  one-half  years  with  the  Western 
Chemical  Co.  as  superintendent  of  construction 
on  their  smelter  plant,  two  years  U.  S.  Army 
service  at  Fort  Sheridan  Training  Camp;  one 
year  as  a  consulting  engineer  in  New  York,  and 
six  years  with  the  McGraw  Hill  Co.,  in  both 
advertising  and  editorial  departments. 

Mr.  Jones  joined  the  Fansteel  Products  Co. 
two  years  ago,  in  charge  of  development  of  tech- 
nical sales  of  the  company's  rare  metals — tungs- 
ten, tantalum,  molybdenum,  and  caesium,  a 
position  requiring  thorough  knowledge  of  the 
chemical  and  electrical  fields  combined  with 
sales  ability.  Under  Mr.  Jones,  this  department 
of  the  Fansteel  Products  Co.  has  flourished.  His 
new  address  is  Fansteel  Products  Co.,  Inc.,  50 
Church  street,  New  York. 


Pay  Tribute  to  Schubert 

Otto  H.  Kahn,  chairman  of  the  American 
committee  which  is  sponsoring  the  celebration 
in  observance  of  the  Schubert  centenary,  sent 
a  cable  of  felicitation  to  the  Mayor  of  Vienna 
on  the  birthday  of  the  composer  on  January  31. 


Ask   for  a  copy   of  catalog  illustrating  and 

describing  motors  with  1,  2,  3  and  4  springs, 
playing  2  to  10  records  with  one  winding. 


Exclusive  Features 

which  will  increase  the  sales 
value  of  your  phonographs  are 
incorporated  in  the  superior 
line  of 

KRASCO  silent 
MOTORS 

Krasco  Phonograph  Motor  Co. 

Elkhart,  Indiana,  U.  S.  A. 
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Great  Things  are 
on  the  Road  for  SONORA 
and  SONORA  Dealers 


NEWS  about  Sonora  is  the  high-spot  of 
interest  in  every  gathering  of  music 
merchants  in  the  land. 

The  developments,  it  is  true,  are  far  reach- 
ing in  their  scope  — they  are  fundamental  — 
as  to  policies,  as  to  product,  as  to  people. 

It  is  true  that  Sonora  has  a  new  product 
to  be  offered  early  in  the  Spring — far  ex- 
ceeding in  performance  any  known  recording 
device,  either  phonograph  or  radio. 

It  is  true  that  Sonora  has  gathered  new 
and  most  modern  plants  for  the  economical 
production  of  its  new  products. 

It  is  true  that  new  policies  and  new  dis- 
counts made  possible  by  new  money  and 
resources  are  planned  to  bring  more  profits 
to  every  Sonora  dealer. 

It  is  true  that  a  wonderful  new  record  is 
soon  to  be  offered. 

It  is  true  that  a  wonderful  aggregation  of 
the  most  capable  men  in  the  industry  will 
direct  the  destinies  of  Sonora,  backed  by 
ample  capital,  by  new  research  and  production 
brains,  and  by  a  wholly  new  selling  policy. 

111 

BUT  it  is  also  true  that  Sonora's  pres- 
ent radios  —  7  great  models  —  all 
modern  A.  C.  products  —  give  the  dealer 


the  greatest  line  of  high  grade  radios 
offered  to  the  market  today. 

It  is  also  true  that  Sonora's  line  of 
Tonalic  Phonographs  gives  him  the 
highest  grade  of  present  day  phono- 
graphs, set  in  the  most  beautiful  cases 
ever  offered. 

The  new  plans  .  .  .  the  new  products  . . . 
the  new  policies  have  fired  the  imagina- 
tion of  the  music  trades. 

The  new  Sonora  will  most  profoundly 
affect  the  business  and  the  financial  success 
of  every  dealer  in  the  land.  Your  busi- 
ness will  be  affected.  You  cannot  help 
that— neither  can  we. 

111 
To  all  prospective  dealers,  we  have  at  the 
moment,  only  one  thing  to  say.  Our  old 
dealers  will  get  every  possible  advantage 
when  the  revolutionary  new  products  are 
ready  for  delivery. 

To  be  on  the  preferred  list  of  dealers  and 
to  get  the  new  products  when  ready  early 
this  Spring,  get  aboard  right  now.  Learn 
our  methods.  See  how  our  new  organization 
works  together.  Enjoy  our  new  discounts. 
Get  yourself  ready  for  the  greatest  forward 
step  ever  made  in  the  reproduction  and 
merchandising  of  music. 


^9^m:lear  as  a  bell 

^'OJ-PHONOO^' 


2 
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RCA  and  General  Electric  Co.  Stage  First 
Demonstration  of  Television  Broadcasting 

Moving  Images  and  Voices  Broadcast  From  the  Laboratories  of  the  General  Electric  Co.  in 
Schenectady,  N.  Y. — First  Television  Receiving  Set  Made  by  Dr.  E.  F.  W.  Alexanderson 


The  first  demonstration  of  television  broad- 
casting, arranged  by  the  Radio  Corp.  of  Amer- 
ica and  the  General  Electric  Co.,  was  held  re- 


Dr.  E.  F.  W.  Alexanderson  Seated  Before 


Radio  Television  Apparatus 

cently  at  Schenectady,  N.  Y.  At  three  differ- 
ent points  in  the  city,  including  the  home  of 
E.  W.  Allen,  vice-president  of  the  General  Elec- 
tric Co.,  groups  of  engineers,  scientists  and 
newspaper  men  standing  before  the  first  "home 


St.  Paul  and  Minneapolis,  Minn.,  February 
7. — The  Brunswick  branch  finished  up  1927  very 
satisfactorily,  considering  the  volume  of  busi- 
ness done  in  other  lines.  The  record  turnover 
was  remarkable,  passing  the  high  marks  of 
some  former  years,  and  this  in  spite  of  the 
heavy  buying  in  radio.  The  Brunswick  Co. 
carried  on  a  consistent  advertising  campaign. 

Eddie  Dunstedder,  the  Northwest  organist, 
has  gone  over  in  a  manner  unusual  for  a  new 
artist,  being  among  the  ten  "best  sellers." 

During  the  week  of  January  22  the  Bruns- 
wick offices  sent  the  organist  on  a  tour  through 
southern  Minnesota  in  a  series  of  personal  ap- 
pearances at  the  motion  picture  houses  of  the 
Ruben  &  Finkelstein  Co.  Record  sales  were 
greatly  stimulated  when  the  artist  autographed 
records  at  the  dealers'  stores.  Firms  assisting 
on  the  tour  were  the  Austin  Furniture  Co., 
Austin,  Minn.;  Hart  Co.,  Winona,  and  the  Bach 


No.  40  Reproducer  is  of  rigid 
construction  and  will  withstand 
abuse.  It  will  be  a  popular  seller, 
because  of  its  performance,  design 
and  price.  Enterprising  dealers, 
on  the  alert  to  increase  record 
sales,  will  carry  the  No.  40.  A 
demonstration  will  sell  it.  Fits 
any  standard  tone  arm. 


television  sets"  ever  to  be  demonstrated,  saw 
the  moving  images  and  heard  the  voices  of  a 
man  and  a  woman  transmitted  from  the  re- 
search laboratories  of  the  General  Electric  Co. 
several  miles  away. 

The  first  home  television  set  is  said  to  be  of 
very  simple  construction,  not  unlike  the  familiar 
phonograph  cabinet  in  size  and  exterior  appear- 
ance. It  was  developed  by  Dr.  E.  F.  W.  Alex- 
anderson, consulting  engineer  of  the  Radio 
Corp.  and  General  Electric  Co.,  and  his  assis- 
tants in  the  Schenectady  laboratory. 

"While  this  is  a  historical  event  comparable 
to  the  early  experiments  in  sound  broadcast- 
ing," declared  David  Sarnoff,  vice-president  and 
general  manager  of  the  RCA,  "the  greatest 
significance  of  this  demonstration  is  in  the  fact 
that  the  radio  art  has  bridged  the  gap  between 
the  laboratory  and  the  home.  With  all  that  has 
been  accomplished  there  are  still  many  experi- 
mental stages  to  be  traveled  before  a  com- 
mercial television  service  can  be  established. 
The  television  receiver  as  at  present  developed, 
will  supplement  and  not  replace  the  modern  ra- 
dio receiving  set  in  the  home.  Broadcasting  of 
television  will  develop  along  parallel  lines  with 
broadcasting  of  sound,  so  that  eventually  not 
only  sound  but  also  sight  through  radio  broad- 
casting will  be  available  to  every  home 
throughout  the  country." 


Piano  Co.,  Rochester,  all  of  whom  cashed  in. 

Maestro  Alberto  Bimboni,  composer  and  con- 
ductor, who  directs  the  Philadelphia  Civic 
Opera,  has  been  in  Minneapolis  for  a  month 
working  on  the  production  "Winona."  While 
here,  Bimboni  used  the  new  Sonora  instrument 
at  his  hotel  rooms,  and  the  Belmont  Corp., 
Northwest  distributor,  carried  a  large  ad  with 
a  cut  of  a  letter  from  Maestro  Bimboni  com- 
mending the  instrument. 

R.  C.  Coleman,  manager  of  the  radio  division 
of  the  Geo.  C.  Beckwith  Co.,  has  been  East 
for  two  weeks,  where  he  stopped  at  the  Fed- 
eral factory  in  Buffalo  and  other  points  of  in- 
terest. The  Concert  Farrand  speaker  has  been 
going  wonderfully. 

Wm.  C.  Fuhri,  vice-president  of  the  Columbia 
Phonograph  Co.,  stopped  in  Minneapolis  on  his 
way  to  Seattle  and  the  Coast.  He  visited  the 
Kern  O'Neill  Co.,  Columbia  distributor.  Four 


full  pages  of  Columbia  advertising  appeared  in 
the  St.  Paul,  Minneapolis  and  Duluth  papers 
on  January  13.  Supplemented  by  advertising 
in  the  University  "Ski-U-Mah"  and  foreign-lan- 
guage papers,  the  effect  was  very  impressive. 

Victor  headquarters  find  record  sales  splen- 
did, being  50  per  cent  greater  than  last  year. 
The  new  Automatic  Orthophonic,  with  a  unique 
coin  box  feature,  for  use  in  restaurants,  etc., 
is  proving  a  tremendous  success. 

January  found  the  Lucker  Sales  Co.  still  over- 
sold on  some  of  their  Sparton  electric  sets  and 
speakers.  The  Crosley  new  Ba,ndbox,  Jr.,  sell- 
ing at  $35,  and  the  electric  Bandbox  at  $90,  have 
made  a  tremendous  hit  with  the  trade  and  deal- 
ers are  ordering  enthusiastically  from  the 
samples.  The  Carryola  pick-up  machine  is  also 
a  drawing  card  for  order  sheet.  The  Lucker  Co. 
had  two  Crosley  dealer  meetings  in  January,  one 
in  St.  Paul  and  one  in  Minneapolis.  They 
were  held  at  the  St.  Paul  Hotel  and  the  Radis- 
son  and  were  very  well  attended.  New  models 
were  shown  and  new  policies  announced. 

William  A.  Lucker  recently  returned  from  a 
Crosley  conference  where  he  gave  one  of  the 
addresses  at  Cincinnati.  A.  L.  Toepel,  sales 
manager  of  the  Lucker  Co.,  addressed  a  gath- 
ering of  Sparton  dealers  at  Jackson,  Mich. 

R.  O.  Foster,  of  the  firm  of  Foster  &  Waldo, 
has  returned  from  a  visit  to  New  York  and 
other  Eastern  cities  where  he  visited  the 
Charles  Freshman  Co.  as  well  as  various  other 
plants. 

Mr.  Foster  reports  a  good  January  with 
radio  still  the  outstanding  mover  in  mer- 
chandise. Following  an  ad  the  company  sold 
out  in  one  hour  thirty-four  of  the  style  17  RCA, 
Brunswick  machines.  One  hundred  sets  of 
radio  were  sold  that  same  day. 

Plymouth  Elec.  Co.  Now  a 
Federal  Ortho-sonic  Jobber 

The  Federal  Radio  Corp.,  Buffalo,  N.  Y.,  an- 
nounces the  completion  of  wholesaling  arrange- 
ments with  the  Plymouth  Electric  Co.,  218 
State  street,  New  Haven,  Conn.  This  whole- 
saler will  operate  in  the  New  Haven  marketing 
area,  which  comprises  the  States  of  Connecti- 
cut, western  Massachusetts  and  a  portion  of 
Rhode  Island. 

The  Plymouth  Co.  possesses  the  distinction 
of  having  been  one  of  the  pioneer  radio  whole- 
salers in  southern  New  England,  and  since  the 
early  days  of  commercial  radio  has  enjoyed  an 
excellent  reputation  among  retailers  throughout 
the  territory. 

Radio  Engineers  Entertained 

The  Polymet  Mfg.  Corp.,  New  York,  recently 
entertained  at  the  Polymet  plant  visiting  mem- 
bers of  the  Institute  of  Radio  Engineers  who 
were  in  attendance  at  the  third  annual  conven- 
tion of  the  Institute. 


Jewel  Has  This  to  Say— 

The  Jewel  Reproducer  No.  40  is  a  Cracker  Jack  on  dance  and  other  loud 
records  when  volume  is  desired. 

We  have  never  followed  the  policy  of  making  exaggerated  claims  as  to  the  merit  of  Jewel 
reproducers  and  tone  arms,  but  Jewel  products  are  time  tried  and  proven,  over  a  period 
of  12  years.  They  are  designed  and  made  by  men  of  30  years'  experience  in  phonograph 
tone  reproduction.  The  firms  with  whom  we  have  dealt  and  supply  today,  stand  as 
witnesses  to  their  worth. 

The  thousands  of  dealers  who  have  sold  Jewel  reproducers  and  tone  arms  for  the  past 
twelve  years  appreciate  their  quality  appeal,  and  if  you  are  not  one  of  those  dealers,  you 
are  missing  a  bet  by  not  writing  to  us  for  information  on  the  highest  quality  line  of  tone 
arms  and  reproducers  in  the  industry. 

JEWEL  PHONOPARTS  CO. 

510  No.  Dearborn  St.  CHICAGO,  ILL. 


Important  Activities  Feature  the  Month 

Among  Trade  in  Twin  Cities  Territory 

Consistent  Advertising  Proved  Effective  in  Stimulating  the  Demand  for  Brunswick  Products — 
Victor  Record  Sales  Gain  50  Per  Cent — Crosley  Dealer  Meets  Staged  by  Lucker  Co. 
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JJere  are? 


j^EEPING  abreast  with  t  he  public  demand  for  high 
class  radio  furniture,  Superior  has  designed  a 
variety  of  cabinets,  tables,  spinets  and  consoles  in 
both  walnut  and  decorative  artistic  models.  Both 
models  illustrated  herewith  are  designed  to  accom- 
modate any  AC  electric  set. 

There  is  a  Superior  cabinet  for  every  purse.  Each 
model  represents  the  utmost  in  quality  at  the  price. 

The  RCA  100- A  loud  speaker,  one  of  the  fastest 
selling  radio  instruments  ever  placed  on  the  market, 
is  standard  equipment  in  all  models  of  the  Superior 
line.  It  is  justly  famous  for  its  wide  range  and  quality 
of  tone,  and  the  RCA  national  advertising  campaign 
makes  it  an  easy-selling  feature  of  the  Superior 
cabinet  line. 

Our  enlarged  production  facilities  enable  us  to 
make  prompt  deliveries  on  orders  of  any  quantity. 


Model  201 

Height  4414";  width  3414";  depth  17%".  Panel 
overall  size  30"  wide,  9"  high. 


7  £00 


New 

Superior 
Cabinets 


Model  101 
Height  32";  width  34V4";  depth  17" 


50 


00 


LIST 


Equipped  with 

Loudspeaker 


Superior  Cabinet  Corporation 

Executive  Offices  and  Showrooms 

206  Broadway  New  York  City 
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Executive  Board  of  National  Ass'n  Music 
Merchants  Holds  Its  Mid- Winter  Meeting 

Important  Matters  Come  Before  Members  at  Meeting  in  the  Hotel  Commodore  in  New  York — 
Music   Advancement   Discussed — Chamber  Directors'  Meeting — Convention  Exhibits 


The  mid-Winter  meeting  of  the  executive 
board  of  the  National  Association  of  Music 
Merchants  was  held  at  the  Hotel  Commodore, 
New  York,  on  Thursday,  January  26,  and  by 
putting  in  a  full  day's  work  the  members  man- 
aged to  handle  all  the  matters  coming  before 
it  in  a  single  day.  The  principal  discussion 
revolved  around  the  question  of  selecting  an- 
nual meeting  places,  considerable  opposition 
having  developed  through  the  practice  of  alter- 
nating the  annual  conventions  between  New 
York  and  Chicago.  The  decision  made  at  the 
last  annual  convention  to  select  some  other 
meeting  places  after  the  1928  gathering  in  New 
York  was  reaffirmed  and  the  committee,  with 
Jay  Grinnell,  of  Grinnell  Bros.,  Detroit,  as  chair- 
man, was  appointed  to  study  the  matter  and 
report  back  to  the  Association  in  June.  It  is 
believed  that  if  the  annual  convention  is  held 
in  different  parts  of  the  country  and  away  from 
the  big  manufacturing  centers  it  will  serve  to 
develop  closer  contact  with  dealers  and  build 
up  the  ranks  of  the  Association. 

Discuss  Music  Advancement  Work 

Considerable  attention  was  devoted  to  a  dis- 
cussion of  the  activities  of  the  National  Bureau 
for  the  Advancement  of  Music,  particularly 
with  reference  to  group  piano  instruction  in  the 
schools,  and  other  activities  connected  with  the 
development  of  public  interest  in  the  piano. 
Tentative  plans  regarding  the  next  annual  con- 
vention were  also  discussed  at  considerable 
length,  including  the  arrangements  for  the  an- 
nual banquet,  the  big  event  of  the  meeting. 

Between  the  morning  and  afternoon  sessions 
of  the  Board  of  Control  they  attended  a  lunch- 
eon at  the  Commodore,  where  there  was  a  sort 
of  round-table  discussion  regarding  trade  prob- 
lems, a  number  of  other  outside  guests  being 
present. 

One  of  the  speakers  was  Dr.  Paul  V.  Win- 
slow,  who  suggested  the  abandonment  of  the 
present-day  alarm  clock  as  calculated  to  shock 
the  nerves  by  its  sudden  noise  in  the  morning, 
and  the  adoption  of  some  means  for  awakening 
American  families  with  pleasing  music.  Another 
speaker  was  Alfred  L.  Smith,  general  manager 
of  the  Music  Industries  Chamber  of  Commerce, 


who  called  attention  to  the  clauses  in  the  new 
Revenue  Bill  now  before  the  Senate,  which,  if 
allowed  to  remain,  would  impose  double  taxa- 
tion on  dealers  doing  business  on  an  instalment 
basis.  He  urged  that  members  of  the  industry 
protest  strongly  to  the  Finance  Committee  of 
the  Senate  and  to  Senators  in  general  to  have 
the  bill  changed  in  a  manner  to  grant  relief. 

In  the  evening  following  the  sessions  the 
members  of  the  Board  of  Control  of  the  Mer- 
chants' Association,  together  with  the  Board  of 
Directors  of  the  Music  Industries  Chamber  of 
Commerce,  were  the  guests  of  the  local  piano 
manufacturers  and  merchants'  association  at  a 
dinner  at  the  Commodore  at  which  Theodore 
E.  Steinway,  president  of  Steinway  &  Sons,  was 
the  principal  speaker. 

Chamber  of  Commerce  Directors  Meet 
On  Friday,  January  27,  there  was  held  the 
mid-Winter  meeting  of  the  Board  of  Directors 
of  the  Music  Industries  Chamber  of  Commerce 
at  which  definite  plans  were  made  for  carrying 
on  the  work  of  the  National  Bureau  for  the  Ad- 
vancement of  Music  on  its  present  scale 
through  having  the  National  Piano  Manufac- 
turers' Association  and  the  National  Associa- 
tion of  Music  Merchants  guarantee  to  make  up 
the  anticipated  deficit  in  the  Chamber's  revenue. 
The  associations  will  make  equal  contributions 
to  cover  any  deficit,  which  is  not  expected  to 
exceed  $7,000  maximum.  The  Board  of  Di- 
rectors also  considered  plans  for  the  annual 
conventions  of  the  national  music  industry  at 
the  Hotel  Commodore,  New  York,  during  the 
week  of  June  4. 

Regulations  Covering  Exhibits 
In  connection  with  the  convention  plans  it 
was  announced  that  the  regulations  covering 
exhibits  would  be  considerably  tightened  and  ■ 
the  practice  of  non-member  manufacturers  join- 
ing the  Chamber  at  the  last  moment  for  the 
purpose  of  securing  exhibit  privileges,  only  to 
resign  soon  after  the  convention,  would  no 
longer  be  tolerated.  Only  those  concerns  who 
hold  membership  in  the  Chamber  as  of  March 
1,  1928,  will  be  recognized  as  entitled  to  exhibit, 
although  it  will  be  possible  in  certain  cases  to 
submit  applications  within  a  reasonable  time 


Gold  Seal  always 
keeps  in  front 

Customers  know  they  can  count  on  Gold 
Seal — to  get  the  finest  results  with  the 
latest  A.  C.  sets  the  answer  is  Gold  Seal 
just  as  it  has  heen  with  the  older  sets. 

Gold  Seal  keeps  abreast  in  everything 
that  builds  success  for  the  jobber  and 
dealer — with  National  and  local  Advertis- 
ing, with  the  Gold  Seal  Square  Deal 
Policy  in  all  dealings,  and  with  every  up- 
to-date  aid  for  retail  selling. 

It  will  pay  you  to  write  for  particulars 


GOLD  SEAL  ELECTRICAL  CO. 

250  Park  Ave.,  New  York 


All 
Standard 
Types 


GSX  227 

For  detection  and 
amplifier  heater 
•  type 
List    Price,  $6.00 


GSX  280 
Full  Wave 
Rectifier 
List    Price,  $5.00 


after  that  date  providing  the  necessary  pay- 
ments are  made  as  of  March  1. 

The  meeting,  which  was  presided  over  by 
Hermann  Irion,  of  Steinway  &  Sons,  president 
of  the  Chamber,  was  one  of  the  best  attended 
in  the  history  of  the  organization,  among  those 
present  being  Wm.  J.  Haussler,  C.  Bruno  & 
Son,  New  York,  Victor  wholesalers;  Walter  W. 
Clark,  of  the  Victor  Talking  Machine  Co.,  and 
Raymond  E.  Durham,  of  Lyon  &  Healy,  Chi- 
cago. Between  the  morning  and  afternoon  ses- 
sions the  directors  were  the  guests  of  Steinway 
&  Sons  at  a  concert  at  the  Steinway  factory, 
given  by  an  orchestra  made  up  of  employes  of 
the  company. 

Other  organizations  whose  executives  held 
mid-Winter  sessions  in  New  York  during  the 
same  week  were  the  National  Piano  Manufac- 
turers' Association  and  the  Musical  Supply  As- 
sociation. 


Freed-Eisemann  "9"  and  the 
"Radio  Magnatone"  Combined 

The  Freed-Eisemann  "9"  receiver  has  been 
adopted  for  the  new  "Radio  Magnatone,"  a 
combination  phonograph  and  radio  instrument 
which  is  proving  very  popular  in  homes  and 
in  theatres  in  the  British  Isles,  according  to 


The  Radio  Magnatone 

reports  received  at  the  executive  offices  of  the 
Freed-Eisemann  Radio  Corp.,  Brooklyn,  N.  Y. 

The  "Radio  Magnatone,"  illustrated  herewith, 
vvas  recently  installed  on  the  S.S.  "American 
Banker,"  and  Miss  Anne  Donahue,  of  Phila- 
delphia and  London,  a  passenger,  is  shown 
watching  Captain  Haakon  Pedersen  tune  in. 
The  phonograph  records  are  "picked  up"  by  a 
magnetic  device,  patents  for  which  have  been 
applied  for. 


Plans  to  Import  Phonographs 
and  Records  to  Honduras 


"La  Perla,"  importing  and  exporting  firm  of 
San  Pedro  Sula,  Honduras,  Central  America, 
owned  by  Miguel  J.  Canahuati,  is  planning  to 
add  phonographs  and  records  to  the  general 
line  of  merchandise  carried. 

This  firm  was  established  in  1914  and  imports 
from  the  United  States,  Europe  and  Japan. 


Gulbransen  Go.  Elects 


The  Gulbransen  Co.,  Chicago,  held  its  annual 
election  Tuesday,  January  31,  at  a  meeting  of 
stockholders  and  directors.  Officers  elected 
were  as  follows:  President,  treasurer  and  gen- 
eral manager,  A.  G.  Gulbransen;  vice-president, 
C.  Gulbransen;  secretary,  Edward  B.  Healy. 
Directors,  A.  G.  Gulbransen,  C.  Gulbransen,  Ed- 
ward B.  Healy,  A.  H.  Boettcher,  George  A. 
McDermott,  L.  W.  Peterson  and  C.  H.  Berg- 
gren.  President  A.  G.  Gulbransen,  in  his  annual 
report  to  the  stockholders,  was  able  to  present 
a  favorable  showing  by  the  Gulbransen  Co. 
The  firm  met  all  preferred  stock  and  bond 
payments  in  1927  and  paid  6  per  cent  on  its 
outstanding  common  stock. 


Gold  Seal 

u  RadioTubes  4 
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If  the  Portable  You  Sell  Has  a  Flyer  Motor 

It's  a  Qood  Portable 

A PORT  ABLE  phonograph  can  be  no  better  than 
its  motor.  A  pretty  case  won't  pacify  a  cus- 
tomer  if  the  motor  inside  goes  bad. 

That's  why  it  pays  to  handle  Flyer-equipped  port- 
ables. The  Flyer  is  the  motor  with  the  tough  ath- 
letic spring,  cast  iron  frame,  specially  cut  precision 
governors,  gears  and  bearings,  and  with  the  fibre 
used  in  the  fibre  gear  seasoned  for  over  a  year.  The 
Flyer  is  the  motor  that  must  pass  77  inspections 
before  it  can  be  used.  The  Flyer  is  the  motor  that  is 
noiseless,  free  from  all  vibration,  and  built  to  stand 
long  years  of  hard  use  and  abuse. 

That  is  why  the  majority  of  all  portables  sold  are 
equipped  with  Flyer  Motors  ^manufacturers  and 
dealers  both  know  their  business  is  safe  and  their 
profits  sure  with  the  dependable  Flyer. 


ENERAL  INDUS! 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers     Precision  Products  for  25  Years* 
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Increased  Demand  for  All  Lines  Reported 
by  the  Trade  in  the  Baltimore  Territory 


Columbia  Business  More  Than  Satisfactory,  Says  William  H.  Swartz,  Vice-President  of  the 
Columbia  Wholesalers,  Inc.— Brunswick  Record  Sales  Gain— C.  F.  Shaw  Promoted 


Baltimore,  Md.,  February  8. — Columbia  busi- 
ness in  this  territory  has  been  more  than  satis- 
factory, according  to  a  statement  by  William 
H.  Swartz,  vice-president  of  Columbia  Whole- 
salers, Inc.,  who  says: 

"The  new  Columbia-Kolster  model  900  has 
created  a  real  sensation  in  this  section.  By 
playing  this  machine  in  the  doorway  dealers 
have  greatly  increased  their  record  business. 
One  dealer  sold  over  ISO  of  a  $1.25  rec- 
ord, which  he  continually  broadcast  with 
this  machine.  Dealers  elsewhere  are  demon- 
strating this  machine  at  every  possible  public 
gathering  and  sales  are  piling  in  as  a  result.  M. 
Budacz  &  Sons,  located  in  the  eastern  section 
of  Baltimore,  and  whose  trade  is  chiefly  a  work- 
ing class  of  people,  sold  fourteen  of  these  $475 
Columbia  machines  within  six  weeks,  just  as  a 
result  of  making  demonstrations  at  dances, 
balls  and  concerts. 

"Completed  and  adjusted  figures  for  the  year 
just  past  showed  that  Columbia  Wholesalers, 
Inc.,  enjoyed  a  most  spectacular  increase  in 
Columbia  business  over  any  previous  year  in 
their  history.  Final  figures  bring  to  light  that 
the  Columbia  dealers  in  Maryland,  District  of 
Columbia,  Virginia  and  part  of  North  Carolina 
sold  well  over  one  million  dollars'  worth  more 
Columbia  phonographs  and  records  than  they 
did  in  the  big  year  of  1926,  which  had  set  the 
previous  sales  record. 

"This  fine  increase  was  equally  distributed 
between  both  machines  and  records,  although 
machine  shortage  the  last  part  of  the  year  per- 
mitted total  record  business  to  slightly  exceed 
the  year's  machine  sales. 

"Columbia  dealers  are  elated  both  over  their 
fine  business  and  also  over  the  bonuses  many 
of  them  are  drawing  down  under  Columbia's 
bonus  plan.  It  is  interesting  to  see  how  many 
dealers  in  small  towns  qualified  for  bonuses, 
several  merchants  in  towns  of  less  than  1,000 
population  earning  bonuses  whereas  some 
dealers  in  big  cities  missed  out.  The  ability 
of  the  dealer  himself,  his  aggressiveness  and 
consistent  efforts  seem  to  have  been  the  big 
factor  rather  than  either  size  of  town  or  condi- 
tion of  local  business. 


"A  great  business  stimulant  was,  of  course, 
the  'Two  Black  Crows.'  Dealers  in  this  sec- 
tion have  made  a  killing  on  these  records. 
Heavy  advertising  has  sold  not  only  tremen- 
dous quantities  of  these  particular  records  but 
thousands  of  other  dance  and  song  hits  as  well. 
Record  sales  in  Baltimore  and  Washington 
were  further  aided  by  the  personal  appearances 
of  Moran  and  Mack,  who  were  the  stars  of  the 
Vanities. 

"Dealers'  advertising  on  Columbia  has  been 
most  spectacular  not  only  in  Baltimore  but  all 
over  the  territory,  and  on  both  machines  and 
records.  It  is  interesting  to  note  that  in  the 
Baltimore  papers,  for  instance,  there  was  more 
advertising  on  Columbia  records  in  December 
alone  than  on  any  other  line  for  the  whole  year 
of  1927.  Dealers  inserted  full  page  after  full 
page,  getting  one  or  more  page  ads  in  every 
one  of  the  nine  local  papers,  including  the  race 
and  foreign  papers. 

Brunswick  record  business  continues  to  in- 
crease in  this  territory.  Sales  were  greatly 
augmented  by  the  special  release  of  a  comedy 
dialogue  by  William  LeMaire  and  John  Swor 
entitled,  "Sweet  William  and  Bad  Bill  in  New 
York."  Dealers  are  manifesting  great  interest 
in  the  new  Brunswick  Panatrope-Radiola  17-8. 
The  first  carload  of  these  instruments  was  sold 
before  its  arrival  in  Baltimore.  The  appearance 
during  the  month  of  several  Brunswick  artists 
had  the  effect  of  greatly  increasing  sales  of 
their  records.  Nick  Lucas  appeared  in  Wash- 
ington, but  unfortunately  had  to  cancel  his 
Baltimore  engagement,  due  to  a  severe  cold. 

Charles  F.  Shaw,  formerly  district  manager 
of  the  local  branch,  was  recently  appointed 
branch  manager  of  the  Brunswick  headquarters 
in  Boston.  Before  leaving  he  was  presented 
with  a  handsome  candelabra,  the  gift  of  the 
local  branch  employes. 

Harry  M.  Wagner  has  been  appointed  sales 
representative  of  the  branch's  record  depart- 
ment. 

The  radio  section  of  the  May  Co.,  large  de- 
partment store,  which  formerly  was  operated 
by  the  R.  B.  Rose  Co.,  is  now  under  the  direct 
supervision   of    the    May   officials,   who  have 


Another  Break 
for  Columbia  Dealers 


Not  every  month  gives  the 
Columbia  dealers  a  "Two 
Black  Crows"  record,  the 
demand  for  which  swamps 
their  stores  with  insistent 
customers.  But  month  in 
and  month  out,  the  Colum- 
bia Phonograph  Company 
supplies  its  dealers  with 
merchandise    that  builds 


steadily  increasing  con- 
sumer demand. 

Such  is  the  special  re- 
lease of  Hawaiian  Colum- 
bia New  Process  Records. 
These  records  are  real 
business  getters.  An  at- 
tractive folder  tells  the 
story  to  your  patrons.  Ask 
us  about  it. 


ColumkiaYVliole 

L.L.Andrews       ~      Wm.H.  Swartz  * 

Exclusively  Wholesale 

205  W  Camden  St.,    Baltimore,  Md. 
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added  the  Victor  line,  and  are  featuring  Radi- 
olas,  Atwater  Kent  and  Zenith  receivers. 

William  Braiterman,  of  the  Braiterman-Fedder 
Co.,  reports  that  the  Brafco  catalog  was  so  well 
received  by  dealers  that  a  second  edition  is 
necessary  and  it  is  now  being  prepared.  This 
catalog  is  sent  upon  request  only.  Mr.  Braiter- 
man states  that  Oriole  portables  and  Mel-O- 
Art  player  rolls  are  continuing  in  big  demand. 


Columbia  Releases  First 

Wagner  Festival  Records 

Columbia  Phonograph  Co.  Issues  Masterworks 
Set  No.  79,  Consisting  of  Eleven  Double 
Discs  of  Music  of  Famous  Bayreuth  Festival 

The  long-awaited  Columbia  records  of  the 
Bayreuth  Wagner  Festival,  the  first  records 
made  in  the  Festival's  history,  are  now  an  ac- 


Siegfried  Wagner 

complished  fact.  Eleven  double  discs,  forming 
Columbia's  Masterworks  Set  No.  79,  just  re- 
leased, constitute  an  achievement  in  the  phono- 
graph industry  of  a  distinction  beyond  any  fac- 
tional pride,  and  of  credit  to  the  entire  trade. 

The  Bayreuth  Wagner  Festival  was  founded 
m  1876  by  Richard  Wagner  himself,  at  Bay- 
reuth, Bavaria,  to  give  performances  of  his  own 
works  under  the  most  nearly  ideal  conditions 
he  could  devise.  He  built  there  his  own  audi- 
tonum,  and  directed  the  performances  which 
since  his  death  have  continued  under  his  son 
S.egfned.  At  these  performances,  which  have 
occurred  now  twenty-five  times  during  Summer 
periods,  the  world's  best  players  and  singers 
have  felt  honored  to  be  asked  to  assist. 

Columbia's  contract  with  Siegfried  Wagner 
for  exclusive  recording  of  the  Wagner  Festival 
over  a  term  of  years  is  internationally  regarded 
as  the  biggest  feat  in  phonograph-record  his- 
tory. The  cost  of  rights  for  Columbia's  ex- 
clusive recording  of  the  Wagner  Festival  is 
given  as  10,000  pounds,  sterling. 

This  is  considered  such  an  epoch-making 
event  that  Columbia  is  placing  a  special  news- 
paper campaign,  directed  not  only  toward  the 
enthusiastic  Wagnerites,  but  also  toward  the 
larger  audience  of  music  lovers  who  can  hear 
.an  authenic  introduction  to  the  Masterworks  of 
Wagner  through  these  Bayreuth  recordings. 

Prizes  for  Thos.  A.  Edison 

Thomas  A.  Edison  has  become  the  champion 
cocoanut  grower  of  Florida.  At  a  personal  ex- 
hib!t  at  the  South  Florida  Fair  held  last  week 
in  Tampa  he  was  rewarded  two  first  prizes,  one 
for  the  best  cocoanut  in  the  State,  and  one  for 
the  largest  cluster.  Mr.  Edison,  whose  Winter 
home  is  at  Fort  Myers,  is  keenly  interested 
in  fruit  and  plant  culture,  thanks  to  pointers 
received  from  the  late  Luther  Burbank. 


Hackett  Featured  on  Radio 


Charles  Hackett,  tenor  of  the  Chicago  Civic 
Opera  Co.,  was  the  featured  artist  in  the  At- 
water Kent  Hour  on  Sunday,  February  12.  He 
was  assisted  by  Nanette  Guilford,  of  the  Metro- 
politan Opera  Co.,  and  the  Atwater  Kent 
Orchestra,  under  the  leadership  of  Robert  Hood 
Bowers. 
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TALK-  BACK 

Phonographic  Recorder 


Endless  Variety  of  Uses 


Musicians 
improve  their 
technique. 


Favorite  radio 
programs  can  be 
recorded. 


Singers  and 
speakers  will  be 
greatly  helped. 


Record  the  voices  of 
the  family.  Parents' 
and  children's  voices 
preserved  for  years. 


Every 
Phonograph  Owner 

a  Prospect! 

Every  phonograph  owner  can 
make  his  own  vocal,  instrumental 
and  speaking  records  at  home. 

THAT  real  thrill  —  hearing  one's  own 
voice  or  those  of  friends  on  the  phono- 
graph—  is  furnished  by  the  TALK-BACK. 
This  sensational  instrument  is  the  essence 
of  simplicity  —  any  child  can  set  it  up. 
There  is  nothing  to  get  out  of  order.  Once 
made,  the  records  can  be  played  over  and 
over  again. 

List:  Ready  to  Make  Records  $7.50 

3  Double  Face  Records   1.00 

Cost  to  Dealer:  "TALK-BACK," 

Complete  Outfit   4.50 

Set  of  3  Records  60 


^  "TAIL  K"  IB  AC  K 

The  new  musical  sensation  for  easy  home  recording  doubles  the  pleasure  of  owning  a  phonograph 

Consolidated  Talking  Machine  Co* 

CONSOLIDATED  BUILDING 

227-229  W.  Washington  Blvd.,  Chicago 
Minneapolis:  1424  Washington  Ave.  S.  Detroit:  2949  Gratiot  Ave. 
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M.  F.  Burns  to  Become 
Cunningham  Sales  Manager 

E.  T.  Cunningham  Executive  to  Take  Over 
New  Post  on  March  1 — At  Present  Is  New 
York  District  Sales  Manager  of  Firm 


M.  F.  Burns,  at  the  present  time  New  York 
district  sales  manager  of  E.  T.  Cunningham, 
Inc.,  manufacturer  of  Cunningham  tubes,  will 


executives  in  the  radio  and  electrical  industries. 
Though  his  principal  activities  have  been  in 
the  East,  he  numbers  his  friends  from  coast  to 
coast.  His  experience  includes  sales  and  mer- 
chandising with  the  Westinghouse  Electric 
&  Mfg.  Co.  and  the  Robbins  Electric  Co.  of 
Pittsburgh.  When  E.  T.  Cunningham,  Inc., 
opened  its  New  York  office  in  1923  Mr.  Burns 
was  appointed  Eastern  district  sales  manager 
and  has  been  successful  in  that  capacity. 


Stromberg-Carlson  Set 

Installed  in  Sedan  Car 


Major  M.  K.  Lee  Has  Receiver  Built  in  Back 
of  Front  Seat  for  Entertainment  While 
Touring — Speaker  Mounted  on  Roof  of  Car 


New  Jewel  Reproducers 

Introduced  to  the  Trade 


M.  F.  Burns 

become  sales  manager  of  the  organization  on 
March  1,  according  to  an  announcement  by  E. 
T.  Cunningham,  president.  Mr.  Burns  succeeds 
Herbert  H.  Frost,  who  has  tendered  his  resig- 
nation, effective  February  29. 

Mr.   Burns  is  one  of  the  best-known  sales 


The  new  Jewel  reproducers,  No.  33  and  No. 
34,  recently  introduced  by  the  Jewel  Phono- 
parts  Co.,  Chicago,  are  practically  the  same  in 
design  and  construction  with  one  exception. 
The  No.  34  Deluxe  model  is  enhanced  by  a  two- 
carat  Saffo  brilliant,  cut  and  polished  the  same 
as  a  diamond,  which  adds  an  attractive  touch 
to  the  reproducer.  In  mechanical  construction 
the  Jewel  reproducer  contains  several  outstand- 
ing features.  The  special  aluminum  diaphragm 
is  hand-made  by  a  secret  process  which  gives 
it  certain  qualities  which  bring  forth  excep- 
tional tone  quality  and  volume.  The  diaphragm 
is  the  result  of  exhaustive  experiments,  and  it 
is  said  to  respond  to  all  frequencies  without 
exaggerating  one  more  than  another,  producing 
as  a  result  a  solidity  of  tone  and  volume  which 
music  lovers  appreciate. 

The  new  No.  40  reproducer  has  been  espe- 
cially designed  to  produce  volume  for  dance 
music.  It  is  constructed  in  a  rigid  manner  and, 
according  to  the  manufacturer,  will  stand  hard 
usage  and  abuse.  Because  of  its  performance, 
attractive  price  and  neat  design,  the  No.  40  is 
expected  to  be  a  popular  product. 


An  interesting  installation  of  a  Stromberg- 
Carlson  radio  receiver  was  recently  made  in 
the  back  of  the  front  seat  of  a  $13,000  Cunning- 
ham sedan,  owned  by  Major  M.  K.  Lee,  of  the 
United  States  Air  Service,  who  makes  his  home 
in  Baltimore  and  New  York  City. 

The  cone  speaker  has  been  mounted  on  the 
roof  of  the  car,  the  antenna  being  built  into 


Unique  Stromberg-Carlson  Installation 

the  top.  The  receiver  runs  off  the  storage  bat- 
tery of  the  car,  utilizing  dry  cell  "B"  and  "C" 
batteries.  Major  Lee  possesses  a  Stromberg- 
Carlson  receiver  in  his  home  in  New  York  City, 
and  is  so  satisfied  that  he  chose  a  similar  in- 
strument for  entertainment  while  touring. 


Ad  Men  Plan  Conclave 


Robert  N.  Watkin,  secretary  of  the  Will  A. 
Watkin  Co.,  Dallas,  Texas,  has  been  re-elected 
a  director  of  the  Retail  Merchants'  Association 
of  Dallas. 


The  annual  convention  of  the  International 
Advertising  Association  will  be  held  at  the 
Masonic  Temple  in  Detroit,  Mich.,  from  July  8 
to  12.  Retail  advertising  and  merchandising 
activities  will  occupy  a  prominent  place  on  the 
convention  program. 


Helycon  Motors 

Precision  Built 

The  use  of  the  Helycon  Motor 
has  proven  profitable  to  makers 
of  phonographs  because  of: 

— ease  of  installation 

— its  few  parts 

— the  interchangeability  of 
parts 

— absence  of  trouble  when  in- 
stalled. 

No  dimension  of  any  Helycon 
Motor  has  ever  been  changed. 
Helycon  Motors  are  precision 
built  to  furnish  smooth,  silent, 
dependable  power. 


Power ! 


Helycon  Motor  No.  102  pro- 
vides ample  power  for  the 
new  electrically  recorded 
records.  Smooth,  silent,  de- 
pendable power. 


Power ! 


Power  to  play  from  four  to 
four  and  a  half  10-inch  rec- 
ords with  unvarying  speed 
with  one  winding. 


No.  102 


Illustrated  catalogue  of  Helycon  Motors,  Tone  Anns 
and  Reproducers  sent  on  request 

POLLOCK- WELKER,  Limited 


Kitchener,  Ontario,  Canada 

Established  1907 


Cable  Address:  Polwel,  Kitchener. 


Code:  A.B.C,  5th  Edition,  Bentley's 
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Formal  Opening  of  New 
Piatt  Building  Drew  Public 

Event  Marked  by  Great  Campaign  of  Publicity 
Both  in  Newspapers  and  Over  the  Radio- 
Reception  Committee  of  More  Than  Hundred 


Los  Angeles,  January  25.— The  Piatt  Music  Co. 
which  has  occupied  its  new  limit  height  build- 
ing, 832  South  Broadway,  since  the  first  of  the 
year,  staged  its  formal  opening  on  Friday, 
January  27. 

Great  preparations  were  made  to  make 
this  one  of  the  most  noteworthy  events  in  Los 
Angeles.  A  complete  section  of  twenty  full- 
page  advertisements  were  run  in  special  sec- 
tions of  the  daily  newspapers,  an  advertising 
expenditure  and  effort  without  precedent  by 
any  mercantile  concern  in  the  West— the  near- 
est approach  being  a  sixteen-page  special  adver- 
tisement by  the  May  Co.'s  department  store. 
The  Piatt  Music  Co.  also  was  on  the  air  over 
Radio  Station  KNX  for  three  hours  on  the  eve- 
ning of  Thursday  preceding  the  opening  of 
the  store,  at  which  time  it  gave  a  travel- 
ogue of  the  world  similar  to  the  one  given  by 
them  four  years  ago  over  KHJ. 

A  reception  was  tendered  to  the  public  on  a 
scale  never  attempted  before  with  a  special  re- 
ception committee  of  a  hundred  or  more. 

W.  M.  Van  Matre,  chairman  of  the  board  of 
the  Schumann  Piano  Co.,  left  this  week  for  the 
Hawaiian  Islands.  He  will  be  away  for  a  month 
and  a  half,  which  will  give  him  a  month's  stay 
in  the  land  of  ukes  and  guitars. 

Many  of  the  leading  music  houses  of  Los 
Angeles  have  signed  up  for  space  for  booths  in 
the  Pageant  of  Music,  which  will  be  held  in 
Los  Angeles  June  18  to  30,  representing  several 
thousand  dollars. 


Trade  Changes  Feature 

Month  in  Akron-Canton 

Akron-Canton,  O.,  February  8.— Preliminary 
dismantling  of  the  radio  and  phonograph  de- 
partments of  the  M.  O'Neil  Co.  store  at  Akron 
has  been  started,  preparatory  to  moving  to  the 
new  twelve-story  department  store  building 
nearing  completion  in  South  Main  street.  The  ra- 
dio and  phonograph  departments  in  the  new 
store  will  compare  favorably  with  those  main- 
tained by  the  largest  department  stores  in  the 
East,  it  is  said.  Occupancy  of  the  new  building 
will  be  about  March  1. 

The  D.  W.  Lerch  Co.,  one  of  the  oldest  mu- 
sic houses  in  Canton,  has  concluded  a  very 
successful  sale  observing  its  thirty-three  years 
in  business.  There  was  a  large  volume  of  talk- 
ing machines  of  the  higher-priced  type  sold,  as 
well  as  a  goodly  number  of  radio  sets.  De- 
mand for  records  also  was  heavy,  executives 
of  the  store  declared. 

In  its  new  location  uptown  the  Livingston 
Co.,  home  outfitters,  Canton,  will  have  a  com- 
plete radio  and  phonograph  department,  accord- 
ing to  officials  of  the  company.  This  concern 
recently  acquired  the  former  home  of  the  David 
Zollars  &  Sons  Co.,  in  the  heart  of  the  down- 
town district,  and  will  occupy  four  floors  and 
basement  soon  after  March  1. 

Robert  Wolfe,  Ravenna,  who  formerly 
operated  a  music  store  at  Newton  Falls  for 
three  years,  has  opened  a  new  store  in  the 
new  theatre  building  at  Kent.  Phonographs 
and  records  will  have  a  large  part  of  the  floor 
space,  according  to  Mr.  Wolfe. 

The  Stowe  Piano  Co.,  Akron,  which  has  been 
in  temporary  quarters  for  several  months  pend- 
ing alterations  to  its  building  at  268  South 
Main  street,  has  moved  back  into  its  remodeled 
home. 


A.  S.  Street  has  been  made  manager  of  the 
Sioux  City,  la.,  branch  of  the  Schmoller  & 
Mueller  Piano  Co.,  and  will  be  assisted  by  An- 
drew Condron,  May  Johnson,  Margaret  Nugent 
and  Fred  Schamp, 
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Single 
Unit 


the  one  satisfactory 
AC  Power  for  Radiolas 

STERLING  was  first  to  replace  batteries  in  Radiolus  with  permanent  power 
from  the  AC  light  line.  Trickle  charged  wet  batteries,  unscientific  substi- 
tutes have  come  and  gone,  but  at  no  time  has  Sterling  Power  Team  leader- 
ship been  doubted. 

Hundreds  of  Radiola  dealers  recommend  Sterling  as  the  ideal  power  supply 
for  trouble-free  AC  operation  for  Radiolas  20-25-28,  Victor  and  Brunswick 
combinations,  Best  supers  and  other  4-volt  sets. 

The  Sterling  Power  Team  consists  of  an  "A"  and  a  "B"  power  supply  which 
plug  together  and  operate  as  a  single  unit,  controlled  from  the  single  filament 
switch.  The  units  may  be  purchased  separately  if  desired,  and  with  connector 
cable,  or  without. 

Built  to  Meet  R.  C.  A.  Standards 

— for  power  regulation  that  is  exactly  suited  to  fine  Radiola 

tone  quality. 
— for  convenient  single  switch  AC  operation. 
— for  absence  of  service  "grief." 
— for  100%  consumer  satisfaction. 

Titrn  Service  worries  into  SALES  PROFITS 

Now  is  the  time  of  year  when  batteries  in  Radiolas  are  playing  out.  Every 
service  call  is  an  opportunity  to  sell  this  never-ending  power  supply — power 
from  the  light  socket — AC  operation.  Every  owner  is  your  prospect.  Every 
set  you  Sterling  equip  will  net  you  a  handsome  profit,  and  earn  the  gratitude 
of  a  delighted  customer. 


LIST  PRICES 

R-94  4  volt  "A"  without  bulb   J25-00 

0.6  Tungar  Bulb   4-OU 

R-41  "B"  without  bulb   22.00 

UX  213  tube  (UX-280  tube  may  be  used)   5.00 

or  R-94  with 

R-81  "B"  without  tube   24.00 

Raytheon   B.   H.   Tube   4.50 

Special  Connector  Cables  (for  25  or  28  as  ordered)   2.50 


THE  STERLING  MANUFACTURING  CO. 


2831  Prospect  Avenue 


Cleveland,  Ohio 
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SYMBOL  OF  QUALITY 

Adaptable  for 
Portables  and 
Upright  Machines 


Lyrephonic 
Tone  Arm  No.  2 


Lyrephonic 
Junior 


Lyrephonic  Products 


Will  provide  increased  profits  for  1928 
Write  for  full  details 

ANDREW  P.  FRAN  GIP ANE  &  CO.,  Inc. 

Factory  and  offices:  261  Warren  St.,  Lyndhurst,  N.  J. 
Western  factory  representative:  Max  Targ,  229  W.  Randolph  St.,  Chicago.  I1L 


James  E.  Hahn  Is  Now  a 

Director  of  Grosley  Corp. 

Cincinnati,  O.,  February  3. — The  Crosley  Radio 
Corp.,  of  this  city,  has  announced  the  appoint- 
ment of  James  E.  Hahn  as  a  director.  Major 


Major  James  E.  Hahn 

Hahn  is  president  of  the  DeForest  Crosley 
Corp.  of  Canada  and  president  of  the  Amrad 
Corp.  of  Boston,  Mass.,  of  which  Powel  Cros- 
ley, Jr.,  is  chairman  of  the  board. 


Huge  Shipment  of  Steinite 
Electric  Radio  Receivers 


The  accompanying  picture  shows  the  fifth 
carload  of  Steinite  electric  radio  receivers 
shipped    to    Hamburg    Bros.,    exclusive  dis- 


Big  Steinite  Shipment 

tributors  of  Steinite  sets  in  the  Pittsburgh, 
Pa.,  territory,  during  December,  1927. 

Reading  from  left  to  right  are  Robert  Gray, 
representative  of  the  Baltimore  &  Ohio  Rail- 
road Co.;  J.  Harr,  E.  A.  Hamburg  and  L.  Ham- 


burg, of  Hamburg  Bros.,  and  W.  J.  Herlihy,  of 
the  William  R.  McElroy  Co.,  district  sales 
manager  for  the  Steinite  Laboratories  Co. 
This  attests  to  the  popularity  achieved  by 
Steinite  sets  in  the  Pittsburgh  territory  and  the 
industrial  sales  promotion  work  done  by  Ham- 
bur?  Bros. 


Death  of  Clifford  K.  Burton 


Clifford  K.  Burton,  general  sales  manager  of 
the  Carryola  Co.  of  America,  died  Friday, 
January  13,  as  a  result  of  complications  arising 
from  pneumonia  which  he  contracted  a  year 
ago.  Mr.  Burton  had  been  connected  with  the 
Carryola  Co.  since  July,  having  been  previously 
with  the  advertising  firm  of  Klau,  Van  Pieter- 
som,  Dunlap,  Younggreen,  Inc.,  where  he  was 
an  account  executive.  He  was  a  member  of 
the  Milwaukee  Advertising  Club  and  the  Alpha 
Delta  Phi  fraternity.  He  is  survived  by  his 
widow  and  two  children.  While  Mr.  Burton  had 
been  active  in  the  phonograph  industry  for  only 
a  short  period  of  time  he  had  made  the 
acquaintance  and  gained  the  friendship  of  many 
people  throughout  the  trade  who  were  shocked 
to  hear  of  his  death. 


H.  E.  Metcalf  in  New  Post 


Herbert  E.  Metcalf,  chief  engineer  of  the 
Magnavox  Co.  of  Oakland,  Cal.,  manufacturer 
of  Electro-dynamic  loud  speakers,  has  resigned 
his  position  with  that  firm  effective  February 
1,  1928,  to  become  identified  with  the  Wonder- 
lite  Co.  of  America,  Inc.,  as  president  and  chief 
engineer,  with  headquarters  in  Oakland,  Cal. 

Mr.  Metcalf  will  continue  his  teaching  of 
radio  in  the  University  of  California  extension 
division  and  will  be  available  for  consulting 
work  in  the  field  of  radio,  television,  etc.,  in 
which  fields  he  has  had  nearly  forty  patents 
granted  and  pending. 


New  Fada  Distributors 


F.  A.  D.  Andrea,  Inc.,  announces  the  appoint- 
ment of  four  distributors  in  the  West  Indies,  as 
follows:  Cuba  Electrical  Supply  Co.,  Havana; 
Dominican  Trading  Co.,  Santo  Domingo,  Do- 
minican Republic;  Compania  d'Eclairage  Elec- 
trique,  Port  au  Prince,  Haiti,  and  Gonzales 
Padin  Co.,  Inc.,  San  Juan,  Porto  Rico.  J.  W. 
deHaas,  Fada  export  representative,  reports 
considerable  interest  in  radio  in  the  West  In- 
dies following  a  recent  trip  in  that  section  of 
the  world. 


Boom  Artists  for  President 


A  columnist  in  the  New  York  Evening  Post 
has  started  a  boom  for  Moran  and  Mack  for 
President.  The  idea  has  won  the  support  of 
many  of  the  column's  readers. 


Finding  Shamrock  Line 

of  Radio  Receivers  Popular 

John  D.  Todd,  vice-president  and  secretary 
of  the  Missouri  Valley  Electric  Co.,  Kansas 
City,  Mo.,  distributor  of  Shamrock  receivers, 
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John  D.  Todd 

is  a  versatile  individual.  Witness  the  illustra- 
tion herewith.  Mr.  Todd  has  three  hobbies, 
golf,  motoring  and  selling  Shamrock  sets.  Ac- 
cording to  reports  received  by  Nate  Hast, 
general  sales  manager  of  the  Shamrock  Mfg. 
Co.,  Newark,  N.  J.,  Mr.  Todd's  organization 
is  enjoying  a  large  measure  of  success  with 
the  Shamrock  line  throughout  the  Missouri 
Valley  territory. 


Louis  Graveure  Is  Tenor 


Louis  Graveure,  exclusive  Columbia  artist, 
admired  for  thirteen  years  as  a  concert  bari- 
tone, appeared  on  Sunday,  February  5,  in  Town 
Hall,  New  York  City,  as  a  tenor  and  won  the 
unstinted  praise  of  the  press  and  public.  He 
left  shortly  after  to  make  his  debut  in  grand 
opera  in  Berlin. 


So  wide  is  the  fame  of  Moran  and  Mack, 
Columbia  recordings  stars,  that  a  letter 
addressed  to  them  as  "comedians,  New  York 
City,  the  Two  Black  Crows,"  was  promptly 
delivered  to  the  Columbia  Phonograph  Co. 
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THAT  IS  WHY 


in  1928 

Startling  Portable  News! 

You  know  that  long  horns  or  tone  chambers  produce  fine  music.  After  months  of  experimenting  and 
considerable  investment  in  special  dies  and  machines,  we  are  happy  to  announce  four  new  portables 
for  1928  with  tone  columns  varying  in  length  from  26  inches  to  44  inches!  Listen  to  their  per- 
formance and  you  will  be  amazed  that  such  fine  portables  can  be  produced  at  such  reasonable  prices. 


MODEL  NO.  S28,  $20  MODEL  NO.  228,  $25  MODEL  GRAND,  $35 

A  distinctive  model  at  Rich  appearance  and  remarkable  A  strictly  deluxe  portable 

a  popular  price.  performance,  44"  tone  column 


Two  New  Electrical  Pickup  Portables 

Interest  in  electrical  pickup  portables  is  growing  rapidly.  We  have  pro- 
duced two  models  that  serve  double  purpose.  Play  them  as  regular  portables 
or  with  the  pickup  through  the  detector  tube  on  any  good  radio  set! 

MODEL  NO.  30  $30.00  MODEL  NO.  42  $42.50 


Berg  A.  T.  &  S.  Co.  Inc.,  Long  Island  City,  N.  Y. 
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Victor  Business  Shows 


Announces  a  New  Automatic 


*You  Can't  Go  Wr<W 
With  Any  TEIST' 
Songf'* 


Gratifying  Expansion   Phonograph  for  Use  in  Home 


Earnings  of  Victor  Talking  Machine  Co.  for 
1927  Most  Satisfactory,  Thanks  to  Apprecia- 
tion of  Victor  Orthophonic  and  Electric  In- 
struments the  World  Over — Talk  of  Divi- 
dends on  Common  Stock  of  the  Company 


The  Victor  Talking  Machine  Co.  operations 
in  1927  demonstrated  return  to  a  sound  earn- 
ings basis  after  a  period  of  reverses  following 
first  wave  of  popularity  of  the  radio.    The  year 

1926  also  was  profitable,  but  it  was  in  that  year 
that  the  company  brought  out  its  new  Ortho- 
phonic  and  electric  instruments  and  a  longer 
period  was  required  to  establish  their  per- 
manent position.  The  past  year  accomplished 
this  in  a  convincing  way. 

Earnings  for  1927  are  expected  to  show  about 
$7  a  share  on  571,086  shares  of  no-par  common 
after  depreciation,  Federal  taxes  and  dividends 
on  various  classes  of  preferred  and  preference 
stocks.  For  nine  months  ended  with  Septem- 
ber net  was  $4,069,752,  equal  to  $4.26  a  share 
on  common.  Final  three  months  is  always  the 
best  period  of  the  year  in  the  talking  machine 
business,  and  last  quarter  of  1927  is  expected  to 
show  around  $3  a  share  on  common. 

These  figures  do  not  take  into  account  fully 
the  equity  in  earnings  of  foreign  subsidiaries. 
President  Shumaker  on  return  from  Europe 
was  very  optimistic  on  the  foreign  outlook  for 
Victor's  business.    The  English  subsidiary  in 

1927  had  the  best  year  on  record,-  earnings  ex- 
ceeding the  $4,000,000  net  of  1926.  Good  sales 
throughout  1928  are  expected. 

Victor's  domestic  business  was  good  through- 
out 1927,  increasing  in  volume  as  the  holiday 
season  approached.  In  earlier  months,  when 
sales  of  radio  companies  were  at  low  ebb,  there 
was  no  abatement  in  demand  for  Victor  prod- 
ucts, except  .the  combination  radio-talking  ma- 
chine instruments.  In  the  final  quarter  Victor's 
plant  was  working  at  capacity,  and  demand  for 
records  and  instruments  was  the  largest  in  his- 
tory of  the  company.  In  the  final  quarter  also 
there  was  renewed  buying  of  the  combination 
machines. 

The  year  just  passed  has  been  highly  impor- 
tant for  Victor,  as  in  that  year  the  permanency 
of  the  modern  talking  machine  was  put  to  a 
test.  When  these  new  instruments,  with 
marked  refinements  over  their  predecessor 
which  had  held  popular  favor  for  a  quarter  of 
a  century,  were  introduced  early  in  1926  there 
was  a  rush  of  buying  orders  that  set  the  Victor 
plant  into  capacity  operations.  It  required 
more  than  this  first  flush  of  buying,  however, 
to  re-establish  Victor  instruments  in  a  sound 
trade  position. 

Except  for  such  seasonal  variations  as  are 
characteristic  of  the  talking-machine  industry 
demand  for  Victor  products  has  gone  ahead 
without  interruption.  They  have  again  found 
a  permanent  place  in  the  musical  world  and 
the  threat  held  out  a  few  years'*  ago  by  radio 
appears  to  have  been  dissipated. 

Recent  sharp  advance  in  Victor  common  re- 
flects present  strong  positi-cm  of  the'  company 
and  brings  up  the  question  of  inauguration  of 
dividends,  according  to  a  prominent  financial 
writer  in  the  New  York  Times.  There  has 
been  no  official  intimation  of  the  management's 
intention  in  this  connection,  but,  in  view  of  the 
satisfactory  results  in  1927  and  present  favor- 
able prospects,  there  is  a  strong  impression  the 
question  will  be  taken  up  for  consideration 
early  this  year.  Policy  will  be  conservative,  it 
is  understood,  and  initial  payment  when  made 
is  expected  to  be  at  rate  of  about  $3  to  $4  a 
year. 


The  William  Taylor  Co.,  Cleveland,  O.,  has 
opened  a  radio  shop  in  its  arcade  for  pa- 
trons who  do  not  care  to  go  upstairs  in  the 
main  building  where  the  music  department  is 
located.  All  nationally  advertised  sets  and 
accessories  are  being  carried. 


American  Sales  Co.,  of  Chicago,  Introduces  New 
Product  in  Which  Are  Incorporated  Many 
New  and  Distinctive  Features 


The  American  Sales  Co.,  Chicago,  for  many 
years  manufacturer  of  automatic,  coin-operated 
phonographs,  introduced  several  months  ago  an 
automatic  phonograph  for  use  in  the  home. 
Since  this  product,  which  was  developed  by 
W.  H.  Daily,  of  the  American  Sales  Co.,  was 
first  placed  upon  the  market,  many  new  de- 
velopments have  taken  place  which  have  been 
incorporated  in  the  machine.    The  phonograph 


Daily  Automatic  Phonograph 

is  equipped  with  four  turntables,  and  the  tone 
arm,  revolving  in  a  complete  arc,  plays  four 
records  without  attention  from  the  user.  While 
one  record  is  being  played  the  other  records 
may  be  reversed.  When  one  record  is  finished 
the  turntable  automatically  lowers. and  the  tone 
arm  swings  forward  to  the  next  turntable, 
which  automatically  rises  within  eight  or  nine 
seconds. 

The  Daily  automatic  phonograph  is  powered 
with  an  electric  motor  which  may  be  removed 
from  the  machine  in  ten  seconds  without  re- 
moving so  much  as  a  screw.  The  latest  in 
tone  arm  and  sound  box  equipment  is  used  in 
the  Daily  automatic  phonograph  and  Mr.  Daily 
recently  developed  a  new  type  of  sound 
chamber,  upon  which  patents  are  now  pending. 
The  firm  is  also  planning  to  introduce  a  phono- 
graph with  one  turntable,  powered  with  either 
an  electric  or  spring  motor,  using  the  same  type 
walnut  cabinet  and  the  same  sound  chamber, 
and  it  is  expected  that  more  models  will  be  re- 
leased in  the  near-  future. 

The  coin-operated  phonograph  pictured  here- 
with is  enclosed  in  a  glass  case  with  a  mirror 
in  the  rear  panel.  The  interior  is  electrically 
lighted,  and  this  instrument  retails  for  $550 
complete.  The  firm  reports  that  music  dealers 
throughout  the  country  have  shown  an  eager 
response  to  the  initial  announcement  of  this 
product,  and  are  wide  awake  to  the  possibilities 
of  installing  automatic  phonographs  in  cafes, 
billiard  parlors,  soda  fountains,  drug  stores  and 
other  institutions  in  their  locality. 


W.  Curtis  Busher  and  John  F.  McDermott 
recently  purchased  the  interest  of  Harry  I. 
Spayd  in  the  Emerson  Piano  House  of  Decatur, 
111.  Both  of  the  new  owners  have  been  con- 
nected with  the  establishment  for  a  number  of 
years.  The  lines  handled  include  Victor  Ortho- 
phonics  and  records. 


LEO.  FEIST  inc 
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A  NEW 

FARRAND 
SPEAKER 

Again  a  Farrand  advancement  in  speaker  de- 
sign . . .  the  Farrand  Concert  Speaker.  Greater 
tonal  depth  than  ever  before ...  richer,  clearer 
bass  tones,  with  all  the  pleasing  treble  retained. 
Exquisite  in  design  and  finish.  Already  a 

"best  seller".  Don't  wait.  Place  your  order 

now  with  your  nearest  Farrand  distributor. 


>-  

F  A  R*R  AND  MANUFACTURING  CO 


 4 

INC.,  LONG  ISLAND  CITY,  NEW  YORK 


fflPH  IADELPNIA 
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Demand  for  Records  Outstanding  Feature 

of  Sales  in  the  Quaker  City  Territory 

Distributors  Report  Heavy  Reordering  of  Records  —  Retail  Stocks  Depleted  —  Miss  Dorothy 
Martin,  of  the  Victor  Co.,  Scheduled  to  Address  Record  Sales  Club 


Philadelphia,  Pa.,  February  6. — Though  sales 
of  talking  machines  have  run  true  to  form  in 
the  slower  pace  of  January,  there  has  been  a 
widely  distributed  demand  for  the  various  rec- 
ords of  the  leading  talking  machine  manufac- 
turers throughout  the  past  month  and  fairly 
well  maintaining  business  for  the  newer  elec- 
trical combination  radios  and  talking  machines. 
Those  dealers  featuring  the  newest  of  direct 
AC  electrical  radio  combinations  have  been 
able  to  dispose  of  all  sets  that  could  be  se- 
cured, there  being  a  scarcity  of  these  among 
the  distributors  of  the  leading  manufacturers. 

Records  have  been  continuing  their  upward 
swing  in  sales  and  as  the  second  month  of 
the  new  year  dawns  the  distributors  have  a 
long  list  of  orders  that  are  waiting  to  be 
filled  to  replace  depleted  shelves  and  counters. 
All  the  popular  numbers  continue  to  hold  public 
favor.  Supplies  for  the  accessory  and  repair 
trade  have  been  moving  fairly  well  in  view 
of  the  duller  mid-Winter  trend  customary  at 
this  season. 

Electrically  operated  radio,  for  the  house  cur- 
rent, continues  to  hold  among  the  radio  sets 
in  popular  favor  and  shortage  of  these  types 
is  the  only  bar  to  a  prosperous  season  for  the 
dealers  handling  the  new  inventions.  Dis- 
tributors are  shipping  out  all  available  factory 
shipments  just  as  soon  as  they  are  received  at 
headquarters  here  in  an  effort  to  meet  their 
customers'  needs  and  to  speed  up  deliveries. 
Service  for  Victor  Dealers 

A  special  service  has  been  arranged  for  the 
dealers  who  are  linked  with  the  Victor  talking 
machine  retail  trade  by  the  Philadelphia  Victor 
Distributors,  Inc.,  835  Arch  street,  for  the  con- 
version of  the  Orthophonic-radio  combination 
7-10  into  an  AC  set.    This  service  has  been 


arranged  under  the  direction  of  William  An- 
derson, who  now  is  prepared  to  accommodate 
the  trade  in  the  conversion  of  this  model  com- 
bination talking  machine  with  radio  into  the 
latest  popular  electrical  type  that  can  be  con- 
nected with  the  house  current.  President  Louis 
Buehn,  of  the  company,  leaves  in  mid-February 
for  a  trip  to  Florida  for  a  vacation.  Dealers 
in  the  trade  were  able  to  tie  up  with  the  per- 
sonal appearance  of  Paul  Whiteman  at  the 
Stanley  Theatre  by  broad  publicity  assured 
through  window  displays,  streamers  and  floaters 
supplied  to  the  retailers  by  the  Philadelphia 
Victor  Distributors,  Inc.,  and  the  head  of  the 
record  department,  J.  Raymond  Boldt. 

Other  artists  on  the  Victor  list  who  were 
tied  up  with  the  various  attractions  appearing 
here  in  conjunction  with  the  Sunday  concerts 
at  the  Stanley  Theatre  and  the  Academy  of 
Music  were  Feodor  Chaliapin  and  Lawrence 
Tibbett.  Publicity  was  given  to  the  Victor 
dealers  for  tie-ups  with  their  appearance  and 
the  sale  of  the  recordings  and  Orthophonies. 

With  the  transfer  of  Al  Hughes,  of  the  sales 
staff  of  the  Philadelphia  Victor  Distributors, 
from  his  former  territory  through  Pennsylvania 
to  the  central  city  department  store  section 
his  duties  have  been  assumed  by  James  Rob- 
inson, until  recently  with  the  Cohen  &  Hughes 
Co.,  of  Baltimore,  Md.  V.  Moore,  who  has 
been  covering  this  section  for  the  Victor  Co. 
in  special  work  during  the  past  year,  now  is 
connected  with  the  Cohen  &  Hughes  Co.  and 
will  cover  the  State  trade  formerly  traveled 
by  Mr.  Robinson. 

To  Address  Record  Sales  Club 

Miss  Dorothy  Martin,  engaged  in  special 
promotion  work  for  the  record  department  of 
the  Victor  Co.,  will  address  the  Record  Sales 


Guarantee 
Special 

Furnished  in 

COBRA  GRAIN  BLACK 
CROCODILE  BROWN 
SPANISH  BLUE 
SPANISH  GREEN 
SPANISH  RED 


Made  to  meet  the 
popular  demand 

COSTS  YOU  $8.00— RETAILS  FOR  $15.00 

GUARANTEE  TALKING  MACHINE  SUPPLY  CO. 

35  N.  NINTH  STREET  PHILADELPHIA,  PA. 

— ^M^sWrite  for  our  latest  Main  Spring  Chart  — 


Club  meeting  to  be  held  in  the  Philadelphia 
Chamber  of  Commerce  tomorrow. 

Plan  Victor  Meeting 

Under  the  plans  for  the  promotion  of  sales 
for  the  Victor  during  the  coming  months  the 
wholesale  Victor  department  of  H.  A.  Wey- 
mann  &  Son,  in  conjunction  with  the  factory 
officials  of  the  Victor  Co.,  will  hold  a  meeting 
at  the  end  of  the  current  month  in  a  local 
hotel.  While  only  tentative  arrangements  have 
been  made,  the  date  and  place  are  to  be  desig- 
nated within  the  coming  week.  Officials  among 
the  distributors  and  the  Victor  Co.  will  be 
the  speakers  who  will  outline  the  sales  cam- 
paign for  the  Spring. 

Aids  Sales  of  Brunswick  Products 

Sydney  Schwartz,  who  has  been  assigned  to 
co-operate  with  the  local  branch  officials  of 
the  Brunswick-Balke-Collender  Co.  in  promot- 
ing the  sales  of  the  Panatrope  and  radio 
combinations,  has  been  connected  with  the 
Philadelphia  trade  for  the  past  month,  aiding 
the  dealers  in  the  exploitation  of  the  newest 
models.  The  Brunswick  Co.  just  has  released 
the  17-8  Panatrope  combination  with  the 
Radiola  No.  17  and  the  Electrola  type  of  the 
Panatrope,  this  being  the  latest  1928  offering 
from  the  factory.  Trade  congratulations  are 
extended  to  Manager  George  A.  Lyons,  of  the 
Philadelphia  branch,  upon  the  advent  of  a  new 
member  to  his  family,  Miss  Elizabeth  Alice, 
whose  birth  increased  the  family  circle  to  three 
during  the  early  days  of  January. 

Co-operative  Drive  on  A.  K.  AC  Set 

A  vigorous  campaign  is  being  carried  out  by 
local  Atwater  Kent  dealers  on  behalf  of  the 
new  Atwater  Kent  AC  model  No.  37.  Re- 
cently some  fifty-five  dealers,  in  conjunction 
with  the  Louis  Buehn  Co.,  had  a  full  page  ad- 
vertisement in  local  newspapers,  featuring  the 
new  model  exclusively. 

The  Model  No.  37  has  also,  during  the  past 
month,  been  the  subject  of  a  great  number  of 
attractive  window  displays.  One  of  the  most 
striking  of  these  appeared  in  a  window  of  the 
John  Wanamaker  store.  This  display  has  as 
its  center  piece  the  new  Atwater  Kent  model. 
A  bass  viol  was  placed  on  one  side  and  resting 
on  a  cushion  was  a  piccolo.  Some  notes  of 
music  ranging  from  deep  bass  to  high  treble 
stood  out  against  a  dark  background.  On  a 
small  sign  in  the  foreground  the  following 
message  appeared:  ".  .  .  from  the  deepest  mel- 
low notes  of  the  bass  viol  ...  to  the  high 
treble  of  the  silvery  piccolo  .  .  .  Atwater  Kent, 
the  new  all  in  one!  A  touch  of  the  switch 
starts  the  music." 

Urge  Victor  Herbert  Album  Drive 

The  Philadelphia  Victor  Distributors,  Inc., 
are  urging  dealers  to  put  every  possible  sales 
effort  behind  the  recently  released  "Victor  Her- 
bert Memorial  Album,"  containing  ;five  records 
of  the  composer's  outstanding  compositions.  The 
distributing  organization  points  out  that  the 
Victor  Co.  in  its  series  of  radio  broadcasts  is 
giving  great  publicity  to  Herbert's  works,  and 
in  addition  the  Stanley  Theatre  orchestra,  of 
this  city,  has  agreed  to  play  an  overture  of 
Herbert's  compositions  for  a  long  period.  Photo- 
graphs of  Victor  Herbert  for  window-display 
purposes  can  be  procured  by  dealers  at  a  nomi- 
nal sum. 

Columbia-Kolster  Popular 

A  very  popular  talking  machine  and  radio 
combination  is  that  of  the  newest  addition  to 
the  Columbia  Phonograph  Co.  line — the  Colum- 
bia Viva-tonal  Kolster  electric  reproducing 
instrument,  introduced  here  last  month.  The 
new  type  has  been  so  popular  that  it  has  been 
(Continued  on  page  80) 


78 


The  Talking  Machine  World,  New  York,  February,  1928 


79 


A  Message 

to  the  dealer  who  says: 

"Show  me  one  cAy  Power  Unit  that 

stands  up  in  modern  radio  service!" 


THE  Gould  Katha- 
node  Unipower  is 
fundamentally  different 
from  any  other  auto- 
matic trickle  charging 
"A"  power  device  in  the 
market.  And  in  that 
difference  lies  the  secret 
of  a  new  record  for  re- 
liability—  long  life  — 
freedom  from  trouble. 


KATH ANODE  CONSTRUCTION 
THE  SECRET  OF  LONG  BATTERY  LIFE 

Note  how  positive  plates  are  inclosed  between  porous 
protective  retainer  walls  of  woven  glass.  This  is  the 
secret  of  remarkable  durability  and  long  life.  First 
developed  for  Goidd  submarine  batteries,  this  new  pro- 
tected plate  construction  has  proved  equally  valuable 
in  radio  and  other  constant  trickle  charge  service. 


Practically  all  of  your  "A"  power  grief  in 
the  past  has  come  from  one  cause — rapid  dis- 
integration of  the  plates  in  the  battery  ele- 
ment of  the  unit.  This  is  definitely  elim- 
inated by  Gould  Kathanode  construction. 
That  is  why  the  new  Gould  Kathanode  Uni- 
power stays  on  the  job  day  in  and  day  out, 
beyond  all  previous  expectations. 

Out  of  the  first  4000  Gould  Kathanode  Uni- 
powers  in  use,  only  4  have  ever  required  ser- 


1.  Kathanode  Neg.  Plate 

2.  Specially  treated  ribbed  wood  separator 

3.  Woven  glass  mat  retainer 

4.  Special  Kathanode  Pos.  Plate  of  high 
capacity  and  long  life 


vice.  And  these  4  were 
due  to  minor  mechanical 
defects — not  one  battery 
failure  has  been  found. 

This  remarkable  rec- 
ord is  primarily  due  to 
Gould  Kathanode  bat- 
tery construction.  Pat- 
ented glass  retainer  mats 
protect  the  plates  against  the  destructive 
effect  of  trickle  charge  operation. 

See  this  new  Unipower  and  judge  for  your- 
self. Your  nearest  Gould  jobber  will  gladly 
show  you  one — at  no  cost  and  without  obli- 
gation. If  you  have  been  having  trouble  with 
ordinary  "A"  power  devices,  write  today  for 
full  information  and  descriptive  literature. 

Gould  Storage  Battery  Co.,  Inc.,  Depew,  N.  Y. 


The  new  Gould 
Kathanode 


TJnipower 


IMPORTANT  NOTE:  Authorized  Gould  Unipower  Service  Stations  located  at 
strategic  points  are  now  equipped  to  repair  the  old  type  Goidd  Unipower  with 
the  netv  Kathanode  elements  at  special  reduced  prices.  Full  details  on  request. 
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Velvaloid  Record  Brush 

Ideal  for  advertising  purposes  or  resale.    Write  us  for  full  information. 

PHILADELPHIA  BADGE  CO. 

Manufacturers 

942  Market  Street  Philadelphia,  Pa. 


impossible  for  the  local  branch  to  keep  stocks 
on  hand,  shipments  being  made  to  the  Colum- 
bia dealers  just  as  soon  as  they  come  from 
the  factory.  The  Columbia  has  signed  up  Cliff 
Edwards,  Ukulele  Ike,  as  its  exclusive  artist. 
The  newest  of  recordings  on  the  Dempsey- 
Tunney  fight,  a  comedy  pianologue,  played  by 
Clarence  Senna,  is  likely  to  prove  a  big  seller 
because  of  its  novelty. 

H.  Royer  Smith  Expands 

H.  Royer  Smith,  head  of  the  firm  bearing 
his  name  and  general  dealer  in  talking  machines 
and  supplies,  has  extended  his  business  by  the 
addition  of  another  store  adjoining  his  old- 
established  quarters  at  Tenth  and  Walnut 
streets.  The  new  store  property  will  be  given 
over  entirely  to  display  of  Victors  and  other 
talking  machines,  while  the  old  home  will  be 
devoted  to  records  and  supplies. 

Q  R  S  Co.  Pushing  Portables 

With  the  announcement  of  the  latest  develop- 
ments in  portable  talking  machines  to  be  dis- 
tributed through  the  Philadelphia  branch  of 
the  Q  R  S  Roll  Co.,  the  Quaker  City  trade 
extended  a  rousing  welcome  to  the  new  line 
of  talking  machines  to  be  featured  by  that 
nationally  known  roll  company.  During  the 
first  three  days  of  February,  when  the  first 
stocks  of  portables  in  the  Q  R  S  line  were 
shown  here,  several  hundred  of  the  four  models 
were  immediately  disposed  of  to  the  few 
dealers  who  saw  them  on  display  at  headquar- 
ters of  the  local  distributive  branch,  1017  San- 
som  street.  They  are  made  in  three  sizes  and 
four  colors  of  leather-finished  Dupont  Fabri- 
koid. 

Add  "Icyball"  to  Line 

Trilling  &  Montague,  distributors  of  Crosley, 
Zenith  and  Kolster  radio,  have  added  to  their 
line  "Icyball,"  the  new  refrigerator  made  by  the 
Crosley  Radio  Corp.,  of  Cincinnati,  Ohio. 
Gain  in  Okeh  Record  Sales 

Okeh  record  distribution  in  the  Philadelphia 
trade  has  increased  18  per  cent  since  the  Q  R 
S  Roll  Co.  took  over  the  distribution  here  five 
months  ago.  There  have  been  especially  good 
sales  of  the  organ  recordings  and  since  the 
introduction  of  the  newest  of  artists  to  the 
Okeh,  Billy  Hayes,  popular  Quaker  City  song 
writer,  who  has  been  signed  up  exclusively  by 
the  company,  further  increases  have  been  noted 
in  the  demand  for  his  popular  numbers.  His 
first  recordings  which  have  been  listed  were 
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his  own  songs,  "Marionette,"  and  the  recent 
release,  "Rickety-Rackety  Shack,"  along  with 
"I'm  Always  Smiling." 

Issues  a  New  Catalog 

Everybody's  Talking  Machine  Co.,  810  Arch 
street,  with  the  first  days  of  this  month  sent 
out  the  newest  and  most  complete  catalog  ever 
published  by  the  company  for  its  line  of  Hon- 
est Quaker  Main  Springs  supplies  and  equip- 
ment. The  new  1928  catalog,  known  as  the 
"Forty-sixth  Catalog,"  includes  every  new  item 
that  has  been  added  to  parts  within  the  year 
and  the  most  modern  of  devices  that  have  been 
developed  for  the  improved  type  of  talking 
machines  and  accessories. 

A  visitor  to  the  Everybody's  Co.  during  the 
month  was  O.  H.  Prime,  president  of  the  Carry- 
ola  Co.  of  Chicago,  who  was  entertained  by 
the  vice-president,  treasurer  and  general  man- 
ager of  the  Everybody's  Talking  Machine  Co., 
Samuel  Fingrudt,  while  in  the  city. 

Charles  Luedeke  Transferred 

Charles  Luedeke,  who  has  been  manager  of 
the  Ludwig  Piano  Co.  talking  machine  and 
radio  departments  in  the  Philadelphia  store, 
has  been  transferred  to  the  Burlington,  N.  J., 
house  of  the  company  as  its  manager.  His 
successor  in  the  Philadelphia  store,  at  1103 
Chestnut  street,  is  Miss  Jane  Kupisz,  who  is 
taking  care  of  the  Edisonic  sales  and  the  Vic- 
tor department.  She  was  formerly  assistant  to 
Manager  Luedeke. 

Recovered  From  Illness 

Mrs.  Margaret  Macabee,  proprietor  of  the 
Macabee  Music  Co.,  of  Wilmington,  Del.,  who 
has  been  confined  to  her  home  for  several  days 
with  grippe,  is  now  able  to  be  at  her  duties. 
The  Macabee  store  features  the  Columbia  and 
other  musical  merchandise. 

Trade  associates  who  were  participants  in 
the  annual  frolic  of  the  Poor  Richard  Club,  the 
fraternity  of  advertising  men  of  the  Quaker 
City,  during  the  222nd  anniversary  of  the  birth 
of  Benjamin  Franklin,  from  January  16  to  19, 
and  held  at  the  Bellevue  Stratford  Hotel,  were 


B.  J.  Munchweiler,  buyer  of  the  piano  and 
musical  instruments  and  talking  machine  de- 
partment of  Lit  Bros.'  department  store;  Her- 
bert W.  Weymann,  advertising  manager  and 
associate  in  the  firm  of  H.  A.  Weymann  & 
Sons,  and  George  W.  Whitney,  advertising 
manager  and  secretary  of  the  C.  J.  Heppe  & 
Son  Co.  W.  H.  Marshal,  of  the  Victor  Talking 
Machine  Co.,  also  was  among  the  members 
of  the  Poor  Richard  Club  present. 

Death  of  Mrs.  Belle  S.  Bloomingdale 

Trade  sympathies  were  extended  to  Henry 
S.  Bloomingdale,  of  the  firm  of  the  Scherzer 
Piano  Co.,  539  North  Eighth  street,  upon  the 
death  during  the  month  of  his  mother,  Mrs. 
Belle  S.  Bloomingdale,  head  of  the  firm. 
Has  Added  "Talkers"  and  Radios 

The  newly  remodeled  store  of  the  Base  Piano 
Co.,  dealer  in  piano  and  talking  machines  and 
radio,  1115  West  Girard  avenue,  was  opened 
to  the  public  during  the  month.  The  firm 
renovated  the  front  portion  of  its  music  store 
into  a  modern  display  room,  while  the  window 
has  been  lowered  so  that  a  full  view  of  the 
interior  is  to  be  had  from  the  street  and  the 
instruments  are  visible  to  the  passing  public. 
The  firm  is  extending  its  business  to  the  radio 
branch  of  the  industry  and  recently  has  become 
local  representative  of  the  well-known  talking 
machines  and  radios.  The  head  of  the  firm  is 
Jacob  Rosenfeld,  who  long  has  been  linked 
with  the  music  trade  here  and  in  Atlantic 
City  and  other  Jersey  points. 

Phonograph  Records  in  Library 

For  the  purpose  of  providing  the  public  with 
practical  scores  of  the  various  classics  and  popu- 
lar musical  comedies  of  the  past  and  present  the 
Public  Library  of  Philadelphia  has  included 
in  its  files  7,800  phonograph  records  that  are 
open  to  the  patrons  in  a  specially  prepared 
music  department.  Sir  Harry  Lauder  has  con- 
tributed sixty-eight  of  these  records,  while 
Sousa's  Band  is  represented  by  thirty-one  selec- 
tions and  Conway's  Band  by  thirty-five.  These 
recordings  are  filed  in  the  Music  Room  and  are 
lined  with  the  literary  files  and  books  relating 
to  the  notables  of  the  music  world  and  their 
achievements  in  the  world  of  artists.  They 
are  housed  in  the  handsome  library  recently 
opened  in  Logan  Square  by  the  city. 

Vacationed  in  Central  America 

David  Jacob,  head  of  the  Knabe  Warerooms 
and  dealer  in  the  Victor  talking  machines,  1020 
Walnut  street,  spent  the  early  days  of  January 
on  a  vacation  tour  of  Central  America  and 
Cuba.  Accompanied  by  his  brother,  J.  Herman 
Jacob,  of  the  firm  of  S.  Jacob  &  Son,  820 
Columbia  avenue,  also  linked  with  the  piano 
and  talking  machine  trade  there,  spent  the  fort- 
night sight-seeing  in  the  Canal  Zone,  returning 
by  way  of  Havana  and  other  Cuban  resorts 
and  Florida  points  later  in  the  month. 
Association  Plans  Convention 

Talking  machine  dealers  and  music  houses 
of  the  State  will  join  in  the  annual  convention 
of  the  Pennsylvania  Music  Merchants'  Asso- 
ciation, to  be  held  this  Spring  in  this  city. 
President  G.  C.  Ramsdell,  of  the  Piano  Dealers' 
Association  of  Philadelphia,  is  now  co-operat- 
ing with  President  A.  E.  Moore,  of  the  State 
merchants'  organization,  in  promoting  the 
coming  convention,  scheduled  for  the  month  of 
May  at  a  date  not  yet  decided.  During  the 
early  days  of  the  current  month  President 
Ramsdell  offered  the  president  of  the  State 
Association  the  services  of  the  local  body  for 
the  successful  conduct  of  the  coming  conven- 
tion and  its  co-operation  for  the  benefit  of  the 
(Continued  on  page  82) 


Distributors  for  Eastern  Penna.  and  Southern  New  Jersey 


"GROW  WITH  US" 
is  our  slogan,  and  it  expresses 
two  things: 

I  That  our  business  is  developed  on  the  seeds  of  CONFIDENCE, 
planted  by  selling  RELIABLE  merchandise  of  nationally  rec- 
ognized manufacturers ;  and  by  giving  our  dealers  a  Service 
that  leaves  nothing  to  be  desired. 

O  That  Trilling  &  Montague's  dealers  subscribe  to  the  same 
business  principles  in  their  relationship  with  their  customers 
in  order  to  "grow  with  us." 

TRILLING  <c  MONTAGUE 

WHOLESALE  RADIO  MERCHANDISERS 

N.  W.  COR.  7TH  AND  ARCH  STREETS  PHILADELPHIA,  PA. 
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For  millions  of  battery-operated  sets 


The  millions  of  sets  which 
are  battery-operated  pre- 
sent a  vast  market  for 
Tungars  —  the  General 
Electric  Battery  Charger. 
You  can  give  your  cus- 
tomers freedom  from  all 


battery-charging  troubles. 

And  you  can  give  yourself 
a  generous  profit.  More 
than  one  million  Tungars 
have  been  sold.  You  can 
sell  them,  too. 


Merchandise  Department 
General  Electric  Company 
Bridgeport,  Connecticut 


ungar 

REG.  u-s- J^^PAT-  OFF. 

EATTERY  CHARGER 


New  low  prices 

East  of  the  Rockies 


2 -AM  P. 
TUNGAPv 


24 


Tungar — a  registered  trademark — is  found  only 
on  the  genuine.    Look  for  it  on  the  name  plate. 


TRICKLE 
TUNGAR 


$I4 


5 -AMP. 
TUNGAR 


*10 


AL  ELECTRIC 
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PATHEX  Cameras  and 

Projector 

and 

Radio  Accessories 

JU  FLa  d  i  o 

Penn  Phonograph  Co. 

913  Arch  St.  Philadelphia 

industry.  The  head  of  the  State  organization 
is  quartered  in  Lancaster,  Pa.,  and  the  hos- 
pitality of  the  Quaker  City  industry  was  ex- 
tended by  special  message  from  President 
Ramsdell  in  the  opening  days  of  February  so 
that  plans  may  be  carried  out  in  conformity 
with  the  arrangements  of  the  State  body  at  an 
early  date,  when  announcement  will  be  made 
of  the  details  of  the  convention  and  displays 
held  in  conjunction  with  it. 

Irish  Records  in  Effective  Tie-Up 

The  Orthophonic  tied  up  with  the  Irish  airs 
that  were  included  in  the  musical  program  of 
the  Fifty-first  Annual  Ball  of  the  A.  O.  H., 
held  during  the  month  by  the  sons  of  Erin 
in  the  Elks  Club.  Zez  Confrey  and  His  Victor 
Orchestra  were  the  features  of  the  dance  pro- 
gram, while  the  melodies  of  Ireland  were 
shared  between  O'Connell's  Orchestra  and  the 
Orthophonic  recordings,  as  the  4,000  attendants 
joined  in  the  entertainment  of  the  evening. 
William  Dunlevy,  of  H.  B.  Dunlevy  Co.,  Victor 
dealer,  supplied  the  Orthophonic  from  the  talk- 
ing machine  department  of  his  drug  store  at 
Fifty-eighth  street  and  Willow  avenue. 
Atwater  Kent  Sets  in  Hotel 

Through  the  achievements  of  V.  C.  Brown 
Hyatt,  a  local  radio  engineer,  it  has  been 
possible  for  the  Robert  Morris  Hotel,  Sixteenth 
street  near  Arch,  to  supply  all  patrons  in  the 
hostelry  with  a  choice  of  programs  from  three 
of  the  leading  broadcasting  stations  of  the 
nation  at  any  time  that  they  may  desire  to  tune 
in.  With  this  special  engineering  feat  it  is 
possible  for  the  guest  to  obtain,  by  plugging 
a  pair  of  headphones  into  one  of  the  three 
receptacles  in  fiis  rooms,  a  program  from  WJZ, 
WEAF  or  WOR  at  any  time  of  the  day.  The 
apparatus  consists  of  three  Atwater  Kent  radio 
receivers  and  a  Western  Electric  amplifier,  all 
operated  on  the  Philco  socket  power  equipment. 
There  are  several  hundred  guest  rooms  sup- 
plied with  the  radio  service. 

News  Brieflets 

Fire  in  an  adjoining  structure  caused  con- 
siderable damage  to  the  store  of  Foster  Bros., 
4359  Main  street,  in  the  Manayunk  district. 
The  firm  was  devoted  to  the  sale  of  Victor 
talking  machines  and  supplies. 

Having  discontinued  the  sale  of  talking  ma- 
chines, the  former  business  known  as  the 
Davidson  Talking  Machine  Co.,  4014  Haverford 
avenue,  is  now  being  devoted  to  the  repairing 


of  these  instruments  and  pianos.  The  business, 
since  the  death  of  Arthur  Davidson,  a  few 
months  ago,  has  been  conducted  by  J.  W. 
Jones,  who  has  disposed  of  the  merchandise 
Since  the  opening  of  the  store  earlier  in  the 
year  the  proprietor  of  the  Music  Box,  309  South 
Broad  street,  has  within  recent  weeks  added 
the  Brunswick  line  and  a  sheet  music  depart- 
ment. 

Keer  &  Sharpe,  formerly  conducting  the  two 


Pittsburgh,  Pa.,  February  10. — Awards  in  the 
display  contest  sponsored  by  the  Radio  Coun- 
cil of  the  Pittsburgh  Chamber  of  Commerce 
were  made  by  Wallace  Russell,  of  the  Standard 
Talking  Machine  Co.,  Victor  distributor. 
The  first  prize  of  $50  was  awarded  to  F.  C. 
Wampler  &  Son,  music  and  radio  dealers,  of 
McKeesport.  The  Wamplers  featured  an  at- 
tractive display  of  Sparton  and  Atwater  Kent 
radio  receiving  sets.  The  second  prize  of  $25 
was  awarded  to  the  Immel  Co.,  5602  Penn 
avenue,  East  Liberty,  who  displayed  in  one  of 
its  show  windows  a  No.  37  model  Atwater  Kent 
set  and  in  the  other  window  an  RCA  Radiola 
No.  17.  The  Mock  Electric  Co.,  of  Foreland 
street,  North  Side,  was  given  the  third  prize 
of  $15  for  its  window  display,  which  featured 
the  Arborphone  radio  receiving  set,  and  the 
fourth  cash  prize  of  $10  was  handed  to  the 
Shadyside  Electric  Co.  for  their  fine  display 


stores  at  59-61  Chelten  avenue  and  at  2126 
North  Front  street,  have  decided  to  discontinue 
the  business  at  the  Front  street  address.  The 
business  at  the  Germantown  address  will  be 
continued  under  the  name  of  Kenneth  Keer. 
Mrs.  Agnes  Sharpe,  who  formerly  was  asso- 
ciated with  the  company  and  was  manager  of 
the  Front  street  store,  is  retiring  from  the  firm 
to  return  to  the  Wurlitzer  Co.  store  on  Chest- 
nut street,  where  formerly  she  was  employed. 


of  Radiola  No.  28  and  the  104  loud  speaker. 

The  Joseph  Home  Co.,  O.  J.  Goettmann,  East 
Ohio  street,  North  Side,  and  J.  Z.  Yoest,  of 
Liberty  avenue,  won,  respectively,  the  first, 
second  and  third  prizes,  loving  cups,  offered  by 
the  three  Pittsburgh  newspapers.  The  presenta- 
tions to  the  winners  were  made  by  Mr.  Russell. 
Many  radio  dealers  in  the  city  and  suburban 
district  participated  in  the  contest  and  some 
very  fine  window  displays  of  radio  receiving 
sets  and  accessories  were  shown  to  the  public. 

Representative  dealers  in  radio  sets  and  talk- 
ing machines  attended  a  meeting  of  the 
Chamber  of  Commerce,  called  at  the  instance 
of  the  Public  Protective  Bureau  of  Pennsyl- 
vania, at  which  action  was  taken  to  define  the 
terms  "All  Electric"  and  "Electrified"  in  con- 
nection with  radio  advertising. 

For  advertising  purposes  it  was  decided  that 
under  "All  Electric"  should  be  included  all  sets 
now  using  the  new  AC  tubes  and  also  all  sets 
manufactured  as  a  unit  by  the  manufacturers 
in  which  the  necessary  converter  and  power 
elements  are  built  in  the  factory  to  operate 
the  set  direct  from  an  electric  socket. 

Under  the  term  "Electrified"  should  be  in- 
cluded all  battery-operated  sets  which  are  con- 
verted into  electrically  operated  sets  by  the 
addition  of  A  and  B  units. 

Sales  of  talking  machines  here  are  featured 
by  the  demand  for  high-grade  machines,  such 
as  the  new  Orthophonic  Victrola,  the  Bruns- 
wick Panatrope,  the  Edisonic,  the  Columbia 
Viva-tonal  and  the  Sonora.  Most  of  the  local 
dealers  are  looking  forward  with  keen  interest 
to  Easter  business  and  feel  that  with  judicious 
advertising  and  the  application  of  proper  sales 
methods  there  is  bound  to  be  an  improved  sale 
of  talking  machines,  records  and  radio  sets 
the  next  two  months. 

I.  Goldsmith,  president  of  the  Player-Tone 
Talking  Machine  Co.,  stated  that  the  outlook 
for  Spring  business  for  the  Player-Tone  line 
was  exceptionally  good.  He  stated  that  the 
new  model  consoles,  uprights  and  consolettes 
are  meeting  with  a  very  favorable  reception 
by  the  general  public.  The  demand  for  these 
well-known  products  has  been  showing  con- 
sistent gains. 

Joseph  Bumbera,  for  years  engaged  in  the 
drug  business  in  Pittsburgh  and  Swissvale,  Pa., 
and  one  of  the  best-known  Edison  phonograph 
dealers,  died  suddenly  at  his  home  here  a  few 
days  ago,  aged  thirty-eight  years. 


"Killing  Two  Birds 

With  One  Stone" 


WHEN  demonstrating  Victrolas  and  Electrolas 
to  prospective  purchasers,  play  the  records 
from  Victor  Herbert's  Melodies  and  you  will  al- 
most invariably  close  the  sale  and  secure  an  order 
for  the  album  set  at  the  same  time. 

Wide  awake  dealers  are  showing  and  demonstrating 
Electrolas.  Order  at  least  one  Model  Twelve-Fif- 
teen and  Model  Ten-Seventy  Automatic.  There  is 
a  profitable  market  for  these  instruments. 


H.A.WEYMANN  &  SONjNC. 

1108  Chestnut  Street -Philadelphia,  Pa. 
Victor  Wholesalers 


Display  Contest  Sponsored  by  Pittsburgh 
Chamber  Developed  Great  Dealer  Interest 

Many  Dealers  Participated  in  Drive  for  Better  Windows — Display  of  F.  C.  Wampler  &  Son 
Awarded  First  Prize— Define  "All-Electric"  and  "Electrified"— Others  News 
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Fada  Console  Receiving  Set  Is  Part  of 

Furnishing  the  Worcester  Model  Home 

A  Fada  8  Console  was  chosen  for  the  Sawyer  with.  The  model  home  is  complete  in  every 
Model  Home  in  Worcester,  Mass.  A  corner  of     detail  and  is  designed  to  be  helpful  to  those 


Fada  Console  in  Sawyer  Model  Home,  Worcester,  Mass. 

the  living  room  showing  the  Fada  8  installation  about  to  build  or  buy  a  house.  Radio  is  now 
with  Fada  pedestal  speaker  is  illustrated  here-     considered  essential  in  the  complete  home. 


New  Recording  Artists 

Announced  by  Victor  Go. 

.  i 

The  Victor  Talking  Machine  Co.,  through 
Walter  W.  Clark,  head  of  the  Artist  and  Reper- 
toire Department,  announces  the  following  new 
list  of  artists  who  have  recently  been  signed 
to  record  for  the  company:  Sigrid  Onegin,  con- 
tralto; Giacomo  Lauri-Volpi,  tenor  of  the  Metro- 
politan Opera  Co.;  Fanny  Brice;  Jans  and 
Whalen;  Lemaire  and  Van;  and  Johnny  John- 
son and  his  Statler  Pennsylvanians. 

Contracts  renewed  by  the  Victor  Co.  during 
the  past  three  months  include  those  with  Pablo 
Casals,  violoncellist;  Giuseppe  De  Luca,  bari- 
tone of  the  Metropolitan  Opera  Co.;  Renee 
Chemet,  violinist;  Giulio  Setti,  chorus  master  of 
the  Metropolitan  Opera  Co.;  Franklyn  Baur; 
Jack  Smith;  Waring's  Pennsylvanians;  Arden 
and  Ohman;  and  Charles  R.  Cronham,  organist. 

Message  From  Edison 

Broadcast  in  New  Zealand 

A  particularly  interesting  feature  of  the  inter- 
national observance  of  the  eighty-first  birthday 
anniversary  of  Thos.  A.  Edison  was  the  broad- 
casting of  an  "Edison  Day"  program  by  a  New 
Zealand  station  when  a  personal  message  from 
the  great  inventor  was  sent  out  through  the 
medium  of  a  record  on  which  Mr.  Edison  had 
recorded  his  message. 

Audak  Go.  Reports  Flood  of 
Orders  for  the  Audachrome 

The  detailed  announcement  and  illustration 
of  the  Audachrome,  a  chromatic  reproducer 
built  on  a  new  principle  by  the  Audak  Co.,  New 
York  City,  has  resulted  in  a  flood  of  inquiries 
and  orders.  This  announcement  was  made  on 
January  15  and  since  that  time  the  factory  has 
been  working  overtime  to  cope  with  the 
situation. 

Maximilian  Weil,  president  of  the  Audak  Co., 
in  referring  to  the  great  interest  in  his  newest 
product,  stated,  "Tremendous  interest  is  being 
manifested  in  sound  reproduction.  That  the 
trade  wants  a  reproducer  that  will  bring  out  all 
the  merits  and  hidden  qualities  in  the  new 
electrically  recorded  record  is  proved  by  the 
great  demand  for  the  Audachrome." 

Two  Black  Grows  Visit 

J.  L.  Hudson  Go.,  Detroit 


The  visit  to  Detroit  of  Charles  Mack  and 
George  Moran,  "Two  Black  Crows,"  of  record, 


Moran  and  Mack  and  Mrs.  E.  Tippin 


radio  and  vaudeville  fame,  was  responsible  for  a 
decided  increase  in  record  sales  for  all  Columbia 
dealers.  The  J.  L.  Hudson  Co.  was  particularly 
fortunate  in  having  the  artists  visit  the  phono- 
graph department  and  put  their  signatures  to  a 
great  number  of  records.  The  accompanying 
photograph  shows  Moran  and  Mack  and  Mrs. 
E.  Tippin,  record  buyer  and  head  of  the  record 
department  of  the  J.  L.  Hudson  stores. 


7,700  Statler  Hotel  Rooms 
Are  All  Radio  Equipped 

Each  of  the  7,700  rooms  in  the  six  Statler 
hotels  are  now  equipped  with  radio  receiving 
apparatus,  so  that  the  guests  will  have  at  their 
disposal  all  the  comforts  and  facilities  of  home. 
Each  of  the  suites  is  equipped  with  a  loud 
speaker  and  the  other  rooms  with  headphones. 
A  choice  of  two  programs  is  given  the  listen- 
ers-in.  The  cost  of  installing  the  system  is 
placed  at  $1,000,000. 


T.  J.  Clark  Opens  Store 

T.  J.  Clark,  formerly  with  the  McDowell  Mu- 
sic Co.,  has  opened  the  T.  J.  Clark  Music  Co., 
at  119  West  Maple  street,  Enid,  Okla. 


In  Larger  Quarters 

Witham's  Radio  Service  and  Timmons'  Music 
Shop  recently  moved  to  new  and  large  quarters 
adjoining  the  First  National  Bank,  Medford, 
Ore. 


Holds  Formal  Opening 

The  Blout  &  Marbot  Music  Store,  Sulphur 
Springs,  Tex.,  had  its  formal  opening  the  lat- 
ter part  of  last  month.  The  Victor  and  Starr 
lines  are  carried. 


New  Store  in  Wildwood 


The  Music  Shoppe,  carrying  a  full  line  of 
phonographs  and  other  musical  instruments, 
opened  in  Wildwood,  N.  J.,  on  February  1. 

New  Brilliantone  Display 

The  Brilliantone  Steel  Needle  Co.,  New  York 
City,  has  issued  a  new  counter  display  card  of 
Jumbo  needles,  which  has  met  with  much  fa- 
vor throughout  the  trade. 


P.  J.  Murphy,  Atwater  Kent  dealer  of  Ni- 
agara Falls,  N.  Y.,  recently  opened  an  elabo- 
rately fitted  demonstration  parlor  on  the  second 
floor  of  the  building  he  occupies.  The  room  is 
attractively  decorated. 


Appointed  Ad  Counselor 

for  Stewart-Warner  Co. 

It  was  announced  recently  that  the  Mcjunkin 
Advertising  Co.,  with  headquarters  at  228  North 
LaSalle  street,  Chicago,  had  been  appointed 
advertising  counselor  for  the  Stewart- Warner 
Speedometer  Corp.,  Chicago.  This  well-known 
agency  will  direct  all  of  the  Stewart-Warner 
advertising  activities,  including  the  radio  and 
automotive  divisions.  The  appointment  of  the 
Mcjunkin  Advertising  Co.  as  the  Stewart-War- 
ner advertising  agency  will  be  welcome  news 
to  Stewart- Warner  dealers  everywhere,  for  the 
Mcjunkin  organization  is  one  of  the  most  ef- 
ficient and  successful  in  the  advertising  world. 
The  appointment  was  effective  February  1  and 
plans  are  now  being  made  for  a  far-reaching 
and  extensive  advertising  campaign  on  behalf 
of  Stewart-Warner  products. 


New  Use  for  Panatrope 

The  Brunswick  Panatrope  Model  P-ll  is 
here  shown  after  having  been  the  "barker"  at 
the  Steeplechase  Pier,  Atlantic  City  Boardwalk, 
in   the   interior  of  the   Roller  Skating  Rink, 


Panatrope  in  Steeplechase  Skating  Rink 


where,  with  a  special  attachment  including  three 
external  loud  speakers,  it  plays  the  music  for 
the  skaters.  There  was  some  doubt  at  first  as 
to  the  possibility  of  hearing  the  instrument 
over  the  din  of  many  skates  on  the  wooden 
floor,  but  the  Panatrope  performed  nobly,  and 
is  now  a  part  of  the  regular  equipment 


The  Scott-Kurtzhalz  Co.,  Ashland,  Ky., 
which  carries  a  complete  line  of  Orthophonic 
Victrolas  and  records,  has  moved  to  new  quar- 
ters in  the  Camayo  Arcade. 
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Volume  of  Business  Causes  St.  Louis 

Columbia  Branch  to  Increase  Personnel 

Record  Sales  Continue  to  Be  Consistently  Good — Price  Revision  Acts  as  Boon  to  Brunswick 
Record  Sales — Rhodes-Burford   Co.   Adds  Columbia  Line  in  Three  Stores 


St.  Louis,  Mo.,  February  7. — The  volume  of 
business  transacted  by  the  St.  Louis-Kansas 
City  branch  of  the  Columbia  Phonograph  Co. 
was  well  ahead  of  the  month  of  December,  it 
was  announced  by  H.  A.  Pope,  assistant  man- 
ager. He  declared  that  the  demand  for 
Columbia  products  has  been  so  'great  that  the 
company-  has  found  it  necessary  to  reappor- 
tion its.  large  territory  and  to  enhance  its 
personnel.  In  this  connection,  it  was  an- 
nounced, C.  R.  Salmon,  who  formerly  was  in 
charge  of  the  city  of  St.  Louis,  southern  Illi- 
nois, Kentucky  and  Indiana,  has  been  given 
supervision  over  the  city  only,  while  C.  C. 
Westervelt  has  been  placed  in  charge  of  south- 
ern Illinois,  Indiana  and  Kentucky. 

The  company's  record  business  is  maintain- 


ing the  high  standard  set  during  the  previous 
months.  Ed  Lowry,  master  of  ceremonies  at 
the  Ambassador  Theatre  here,  who  made  his 
first  Columbia  recording  recently,  continues  to 
score  a  "big  hit"  in  St.  Louis. 

The  Columbia  Co.  also  announced  the  open- 
ing of  several  new  accounts,  including  the 
Rhodes-Burford  Co.,  Paducah,  Ky>;  Union 
City,  Tenn.,  and  Metropolis,  111.  The  entire 
line  has  been  installed  in  the  three  stores  of 
the  company. 

Price  Revision  Boosts  Sales 

The  new  prices  on  model  P-14  and  Valencia 
phonographs  and  the  readjustment  of  prices 
on  records,  coupled  with  the  appearance  in  the 
city  of  artists,  has  acted  as  a  boon  to  Bruns- 
wick business,  the  local  branch  reporting  that 


there  has  been  a  noticeable  increase  in  sales 
of  their  products. 

The  Yacht  Club  Boys,  Brunswick  artists,  ap- 
peared at  the  St.  Louis  Theatre  here  and  added 
to  the  interest  in  Brunswick  lines,  which  was 
accentuated  by  considerable  advertising  in  the 
newspapers  by  the  theatres  and  dealers. 
Encouraging  Demand  at  Artophone  Corp. 

January  also  has  proved  an  outstanding 
month  for  the  Artophone  Corp.,  Edwin  Schiele, 
president  of  the  company,  reporting  that  port- 
able phonographs,  cabinet  models  and  band  in- 
struments are  moving  in  encouraging  volume. 

The  company  also  announced  the  appoint- 
ment of  J.  C.  Clinkenbeard  as  manager  of  the 
newly  opened  Kansas  City  branch,  located  at 
203  Central  Exchange  Building,  804  Grand 
avenue.  Miss  Thelma  Meredith  has  been  placed 
in  charge  of  the  office  and  H.  E.  Fleming  and 
H.  F.  Mutz  have  been  assigned  as  salesmen 
to  the  territory.  F.  S.  Brown  has  also  been 
added  to  the  personnel  of  the  company's  Mem- 
phis branch,  in  which  the  Okeh  Company  is 
recording.  The  new  local  portable  plant  which 
was  recently  installed  in  St.  Louis  has  begun 
the  production  of  portables. 

Propose  to  License  Servicemen 

The  Board  of  Estimate  of  this  city  is  con- 
sidering an  ordinance  providing  for  every  radio 
serviceman  being  licensed  and  required  to  take 
an  examination  before  a  board  of  radio  authori- 
ties and  technicians  who  would  decide  on 
license  qualifications.  It  seems  this  ordinance 
is  favored  more  and  more  by  the  Safety  Coun- 
cil and  fire  underwriters  since  the  increased  in- 
terest in  AC  sets.  At  the  January  meeting  of 
the  St.  Louis  Radio  Trades  Association  a  gen- 
eral discussion  concerning  the  move  was  held 
with  a  number  of  members  expressing  opposi- 
tion because  the  ordinance  would  tend  to  in- 
crease the  cost  of  installation  to  the  customer. 
It  was  decided  to  secure  further  information  on 
the  proposed  ordinance  before  taking  any 
action. 

Report  Satisfactory  Conditions 

Meanwhile  the  local  branches  of  the  Victor 
and  Edison  companies  report  that  conditions 
are  generally  satisfactory  and  that  prospects 
for  the  coming  months  are  highly  encouraging. 
News  Gleanings 

An  innovation  in  store  display  has  been 
conceived  in  St.  Louis  by  the  Sampson  Co., 
Inc.,  which  has  incorporated  the  atmosphere 
of  a  broadcasting  station  in  its  new  branch 
store,  located  at  4909  Delmar  Boulevard. 

The  local  Radio  Trade  Association  has  gone 
on  record  as  opposing  direct  advertising  over 
the  air. 

Harold  G.  ("Hap")  Vierheller,  manager  of 
the  billiard  department  of  the  local  branch  of 
the  Brunswick-Balke-Collender  Co.,  died  at  his 
home  here  on  January  .28,  after  a  brief  illness 
from  pneumonia.  He  was  thirty-four  years  old 
and  had  been  identified  with  the  billiard  de- 
partment of  the  Brunswick  Co.  since  the  war. 

Walter  Damrosch  Instructs 
Children  by  Broadcasts 

Educating  millions  of  children  to  musical  ap- 
preciation and  a  knowledge  of  the  fundamentals 
of  music  by  radio  is  the  plan  of  Walter 
Damrosch,  who  is  giving  a  series  of  experi- 
mental broadcasts,  sponsored  by  the  National 
Broadcasting  Co.  and  the  Radio  Corp.  of  Amer- 
ica. The  first  two  broadcasts  were  given  on 
January  21  and  February  10  and  a  third  is  to 
be  given  on  February  17. 

Big  Victor  Shipment  From 

Camden  to  the  Coast 

  i 

The  first  shipment  from  the  port  of  Camden, 
N.  J.,  by  the  Victor  Talking  Machine  Co.  was 
made  recently  when  four  carloads  of  Victrolas 
and  fifty  tons  of  record  compound  were  sent  to 
Pacific  Coast  ports. 


for  the  new  A-C  harness 


Here's  a  Better  Unit 
at  a  Low  Price  —  and 
With  a  Big  Profit  for  You 

The  Scanlan  A-C  Filament  Supply  Transformer  is  just  the  thing 
for  volume  sales — along  with  the  new  A.C.  conversion  harnesses 
now  available. 

Supplies  accurate  A-C  voltages  for  six  type  226  tubes,  one  type  227 
tubes  and  two  type  171  tubes  (or  four  type  171A  tubes).  Each 
secondary  center-tapped.  Positively  no  hum.  Fully  guaranteed. 
Only  $9.00  list. 

Dealers  and  Jobbers:  Write  at  once 
for    our    better    profit  proposition. 

SCANLAN 

ELECTRIC  MANUFACTURING  CO. 

1117  N.  Franklin  St.,  Chicago,  111. 


The  Talking  Machine  World,  New  York,  February,  1928 


85 


Ghe% 


omance 


of  (Wood, 


Since  the  dawn  of  the  first  day, 
the  symphony  of  Life  has  been 
carved  on  the  hark  of  trees  .  .  . 
Wood  is  nature's  chosen  and 
unsurpassed  method  of  expres- 
sing the  universal  language  of 


MOLDED  WOOD  TONE  CHAMBERS 


LIST  $7.00 

Fidelity  Speaker  Unit 
Will  handle  output  of  largest  power  amplifier. 


1  \ 


LIST  $  1 8.00 

This  is  No  595 — Tone  Travel,  8  feet.  Over  all  dimensions: 

2V4"  High.  18"  Wide.  15"  or  13"  Deep. 
No.  570  is  identical  in  design.  Tone  Travel,  6  feet.  Over 
all  dimensions:  15"  High.  12"  Wide.  12"  Deep. 
LIST  $13.00 
A  full  line  of  tone  chambers  for  every  style  and  size  of 
cabinet.  Ready  mounted  in  sturdy  box  from  which  it  is 
not  removed.  Simply  place  in  cabinet,  block,  and  thr  job 
i  s  finished.  Takes  any  standard  size  speaker  unit. 

Progressive  dealers  add  to  their  profits  and  good  will 
by  installing  Molded  Wood  Tone  Chambers  in  new  con- 
sole cabinets  and  as  replacements  for  old  style  cone  and 
horn  loud  speakers. 


THE  responsibility  of  a  radio  cabinet  manufacturer  is  at  its 
height  when  he  chooses  for  his  product  the  voice  by  which 
it  will  be  recognized. 

Acoustic  engineers  agree  that  there  is  no  substitute  for  wood 
in  loud  speaker  construction.  And  molded  wood  is  the  most 
advanced  method  of  utilizing  this  principle  to  best  advantage. 

Molded  wood  is  non-vibrant,  and  in  our  exclusive  form  will 
reproduce  a  wider  range  of  tonal  frequencies,  will  handle  a  greater 
volume  of  sound  without  distortion— will  respond  to  the  weak- 
est impulse,  and  is  mechanically  stronger  and  more  compact  than 
any  tone  chamber  having  an  exponential  eight  feet  or  less  in  length. 

This  creation  of  molded  wood  speaks  with  an  intensity  and 
sympathy  no  other  can  produce.  Its -established  reputation  and 
its  consistent  ability  to  win  the  preference  of  the  most  critical 
professional  ear,  adds  distinction  and  prestige  to  cabinets  that 
house  it. 

Send  for  catalog  and  wire  for  full  details. 

Molded  Wood  Products,  Inc. 

219  WEST  CHICAGO  AVE.  CHICAGO,  ILLINOIS 
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RMA  Patent  Exchange  Plan 
Rapidly  Nears  Completion 

Special  Patent  Committee  Held  Meeting  at 
Buffalo  to  Perfect  Interchange  Draft — Auto- 
motive and  Aero  Pools  Followed  in  Part 


The  Radio  Manufacturers'  Association  is 
rapidly  completing  its  plan  for  the  cross-licens- 
ing of  radio  patents,  according  to  Bond  P. 
Geddes,  executive  vice-president  of  the  associa- 
tion. Radio  patents  will  be  exchanged  and 
made  available  equally  to  all  manufacturers 
joining  the  RMA  patent  interchange  plan.  At 
a  meeting  of  the  special  patent  committee  at 
Buffalo  on  February  6,  the  RMA  patent  inter- 
change draft  was  perfected. 

Broadening  of  radio  patent  cross-licensing  to 
include  future  developments,  such  as  television, 
is  provided  for  in  the  RMA  plan.  Also  it  is 
proposed  to  include  the  new  devices  for  repro- 
duction of  programs  and  pictures  via  electric 
light  and  telephone  wires.  Although  it  is  not 
probable  that  television  and  other  developments, 
now  in  the  experimental  stage,  will  be  available 
soon  to  the  public  commercially,  the  RMA 
patent  pool  is  being  broadened  to.  take  in  the 
radio  future  as  five  years'  trial  of  the  patent 
cross-license  plan  is  contemplated  under  the 
RMA  draft,  with  automatic  extension. 

As  now  being  completed  by  the  RMA  Patent 
Committee,  it  is  believed  that  the  patent  cross- 
licensing  system  proposed  will  be  acceptable  to 
the  necessary  majority  of  eligible  manufacturers 
when  it  is  presented  to  the  RMA  membership 
meeting  next  June.  Immediate  complete  cross- 
licensing  of  all  radio  manufacturers  is  not  ex- 
pected to  ensue,  but  gradual  growth  of  the 
patent  interchange  operations  is  the  aim. 

At  the  Buffalo  meeting  of  the  RMA  Patent 
Committee,  presided  over  by  Captain  William 
Sparks  of  Jackson,  Mich.,  in  the  absence  of  A. 
J.  Carter,  Chicago,  committee  chairman,  C.  C. 
Hanch,  author  of  the  automotive  patent  pool; 

C.  C.  Colby,  Canton,  Mass.,  president  of  the 
RMA;  John  W.  Van  Allen,  Buffalo,  and  Frank 

D.  Scott,  RMA  counsel,  and  other  Association 
officers  participated  in  drafting  the  patent  inter- 
change plan  and  also  in  re-drafting  the  RMA 
constitution  and  by-laws  to  extend  the  Associa- 
tion's activities. 

The  RMA  Patent  Committee  will  hold  another 
meeting  to  complete  the  patent  cross-licensing 
plan  and  present  it  to  the  RMA  Board  of  Di- 
rectors next  month,  and  Mr.  Hanch  will  dis- 
cuss the  patent  plan  at  a  meeting  of  Western 
RMA  members  on  February  16  at  Chicago. 


World's  Classified  Advertising 

Any  member  of  the  trade  may  forward  to  this  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on 
application. 


RADIO  SALES  AGENTS 

In  key  cities  who  have  outlet  and  connections 
to  place  a  well-known,  nationally  advertised 
speaker  at  a  bargain  price.  Commission  basis. 
Address  reply  to  Box  No.  1627,  Talking  Machine 
World,  420  Lexington   avenue,   New  York. 


Young  man  36  years  of  age  seeks  position  with  a  re- 
liable manufacturer  of  phonographs  or  portable  phono- 
graphs. I  have  built  and  designed  machines.  I  also 
made  reproducers,  tone  arms  and  motors  from  the  raw 
material  to  the  complete  product.  I  can  take  charge 
of  production  and  assembly,  also  develop  new  ideas. 
Have  had  12  years*  experience  in  this  field.  Address  reply 
to  Box  No.  1628,  Talking  Machine  World,  420  Lexington 
avenue,  New  York. 


Phono  and  Radio  Department  manager  wants  to  make 
connection  with  wide  awake  company.  Satisfactory  refer- 
ences. Now  employed.  V.  F.  K.,  713  North  Carroll 
avenue,  Dallas,  Texas. 


Position  Wanted,  Buyer  and  sales  manager.  Repair- 
man, 20  years'  experience  in  phonographs,  records,  radios. 
Great  knowledge  of  installment  business,  and  office  work, 
retail  or  wholesale.  Best  references.  Irving  J.  Heigh, 
402  Bushwick  avenue,  Brooklyn,  N.  Y. 

Wanted — Expert  phonograph  repair  man;  also 
able  to  do  some  selling.  Address  Box  No.  1629, 
Talking  Machine  World,  420  Lexington  avenue, 
New  York. 


Chicago  Brunswick  Dealers 
Feature  Jolson  Record 

Effect  Tie-up  With  Vitaphone  Production  of 
"The  Jazz  Singer"  Featuring  Al  Jolson — 
Photos  of  Jolson  Used  in  Window  Displays 


Chicago,  III.,  February  7. — Brunswick  dealers 
in  this  city  are  taking  full  advantage  of  the 
appearance  here  of  the  Vitaphone  production 


Lyon  &  Healy  Feature  Jolson  Records 


"The  Jazz  Singer,"  in  which  Al  Jolson  is  fea- 
tured. The  motion  picture  with  the  Vitaphone 
presentation  has  proved  to  be  one  of  the  big- 
gest box  office  attractions  of  the  screen. 

Dealers  are  dressing  their  windows  with  pic- 
tures of  Jolson  in  various  scenes  from  the  play 
and  are  distributing  consumer  literature  all  tend- 
ing to  tie  up  the  film  with  the  latest  Jolson 
Brunswick  record  release,  "Mother  of  Mine,  I 
Still  Have  You."  This  record  is  being  played 
at  store  doors  and  is  being  amplified  by  loud 
speakers  so  that  the  passers-by  are  attracted 
to  the  stores. 

The  accompanying  illustration  shows  one  of 
the  attractive  "Jolson"  window  displays  pre- 
sented by  Lyon  &  Healy  Co.,  in  the  uptown 
Chicago  shop. 

Victor  Dealers  Urged  to 

Push  "Lucia"  Recording 

The  Victor  Talking  Machine  Co.  is  provid- 
ing dealers  with  an  unusual  amount  of  material 
designed  to  aid  them  in  the  Victor  Red  Seal 
campaign.  Posters  and  other  display  material 
together  with  consumer  literature  and  a  variety 
of  miscellaneous  sales  helps.  A  recent  com- 
munication to  the  trade  was  devoted  exclusively 
to  informing  dealers  of  the  tremendous  sales 
possibilities  of  the  record  coupling  of  the  Sextet 
from  "Lucia"  and  the  Quartet  from  "Rigoletto." 
The  message  contains  an  illustration  of  the  sex- 
tet scene  and  a  brief  but  comprehensive  sum- 
mary of  the  emotions  which  actuate  the  singers. 
The  artists  heard  on  this  record  are  Galli-Curci, 
Gigli,  Homer,  Bada,  De  Luca  and  Pinza. 

The  Victor  Co.  urges  dealers  to  make  a  spe- 
cial mailing  regarding  this  record  to  reach  the 
countless  thousands  of  music  lovers  who  re- 
gard these  two  famous  arias  as  the  most  dra- 
matic of  all  operatic  selections. 

Artone  Line  Going  Over 

Big,  Says  E.  R.  Manning 

E.  R.  Manning,  sales  manager  of  the  Berg 
A.  T.  &  S.  Co.,  Long  Island  City,  has  just 
returned  from  a  trip  through  the  Middle  West 
that  proved  to  be  particularly  resultful,  and  re- 
ports that  the  new  Artone  line  of  portables  for 
1928  has  gone  over  big.  This  new  line  repre- 
sents a  decided  advancement  over  previous 
models  through  the  new  long  air  chambers, 
which  in  one  instance,  Model  228,  is  forty-four 
inches  in  length.  This  endows  the  new  models 
with  a  voluminous  tone  value. 

The  Winberg  Music  Co.,  Grand  Rapids, 
Minn.,  was  recently  purchased  by  William 
Robinson. 


Latest  Summary  of  Exports 
and  Imports  of  "Talkers" 

Figures  on  Exports  and  Imports  of  Talking 
Machines  and  Records  for  December — Gen- 
eral Increase  Over  the  Year  Previous 


Washington,  D.  C,  February  9. — In  the  sum- 
mary of  exports  and  imports  of  the  commerce 
of  the  United  States  for  the  month  of  Decem- 
ber, 1927,  the  following  are  the  figures  bearing 
on  talking  machines  and  records. 

The  dutiable  imports  of  talking  machines  and 
parts  during  December,  1927,  amounted  in  value 
to  $47,679,  as  compared  with  $44,184  worth 
which  were  imported  during  the  same  period 
of  1926.  The  twelve  months'  total  ended  De- 
cember, 1927,  showed  importations  valued  at 
$650,207;  in  the  same  period  of  1926,  $640,915, 
a  very  substantial  increase. 

Talking  machines  to  the  number  of  16,902, 
valued  at  $587,109  were  exported  in  December, 
1927,  as  compared  with  10,937  talking  machines, 
valued  at  $416,648,  sent  abroad  in  the  same 
period  of  1926.  The  twelve  months'  total 
showed  that  we  exported  144,874  talking  ma- 
chines, valued  at  $5,278,401,  as  against  103,759 
talking  machines,  valued  at  $3,280,632,  in  1926. 

The  total  exports  of  records  and  supplies  for 
December,  1927,  were  valued  at  $348,360,  as 
compared  with  $230,440  in  December,  1926.  The 
twelve  months  ending  December,  1927,  show 
records  and  accessories  exported  valued  at 
$3,106,078,  as  compared  with  $2,222,890  in  1926. 

The  countries  to  which  these  machines  were 
sent  during  December,  and  their  values  were 
as  follows:  Europe,  $12,631;  Canada,  $17,182; 
Central  America,  $33,554;  Mexico,  $64,493; 
Cuba,  $59,328;  Argentina,  $64,816;  Brazil,  $53,- 
818;  Chile,  $53,890;  Colombia,  $74,708;  Peru, 
$7,529;  other  South  America,  $74,004;  British 
India,  $1,184;  China,  Hong  Kong  and  Kwan- 
tung,  $13,226;  Philippine  Islands,  $11,815;  Aus- 
tralia, $7,805;  New  Zealand,  $3,534;  British 
South  Africa,  $1,439;  Other  Countries,  $32,153. 

Cohen  &  Hughes  Appoint 
Two  Sales  Representatives 

Baltimore,  Md.,  February  10. — Cohen  &  Hughes. 
Victor  distributors  in  this  territory,  recently 
announced  the  appointment  of  two  new  sales 
representatives.  Victor  E.  Moore,  formerly 
connected  with  the  Victor  Talking  Machine 
Co.,  succeeds  James  Robinson  and  is  covering 
the  state  of  Pennsylvania,  and  J.  T.  Hutchisson 
will  cover  the  Southern  territory. 

William  Biel  and  M.  P.  Smith,  general  mana- 
ger and  assistant  manager  of  the  firm,  have 
returned  from  a  week's  trip  through  a  portion 
of  the  Pennsylvania  area  covered  by  Cohen  & 
Hughes  and  report  that  dealers  are  enthusias- 
tic over  the  prospects  of  a  banner  year. 

Astral  Radio  Corp.  Market- 
ing "Serpentine"  Tone  Arm 

Philadelphia,  Pa.,  February  9. — The  Astral 
Radio  Corp.,  of  this  city,  has  placed  on  the 
market  a  new  tone  arm  twenty-seven  inches  in 
length.  This  new  arm  has  been  aptly  named 
the  Serpentine.  H.  Q.  C^rryl,  president  of  the 
company,  points  out  the  improved  tone  that 
this  new  arm  gives  to  the  old  type  of  phono- 
graph and  predicts  a  strong  market  among 
phonograph  owners  desiring  to  modernize  the 
tone  quality. 


Addresses  Atlanta  Dealers 


H.  H.  Murray,  consulting  engineer  of  the 
Victor  Talking  Machine  Co.  recently  addressed 
the  Victor  dealers  of  Atlanta,  Ga.,  and  sur- 
rounding territory  at  a  luncheon  given  by  the 
Elyea  Talking  Machine  Co.,  distributor. 
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For  Sale 

50,000  Standard,  lateral  cut,  disc  records 

10" — double  records — all  languages  10c 

10,000  Standard,  lateral  cut,  disc  records, 

12" — all  languages  -  15c 

5,000  10"  Hill  &  Dale  disc  records— for- 
eign and  domestic  -       -       -      -  10c 

5,000  Cylinder   records — vocal   and  in- 
strumental     -----  5c 
Standard  loud-tone  needles. 

Per  1,000  20c 

100  Portable  Phonographs — wonderful 

value — black,  green,  brown  -  Each  5.50 

HENRY  KAGIN 

3725— 18th  Ave.      Brooklyn,  N.  Y. 


New  Toman  Model  E  Tone 
Arm  Introduced  to  Trade 


E.  Toman  &  Co.,  of  Chicago,  have  just 
introduced  to  the  market  their  latest  product — 
the  Model  E  tone  arm.  The  new  Model  E  re- 
tains all  of  the  best  features  of  the  famous  To- 
man Helical  arm.    In  addition,  every  effort  has 


Toman  Model  E  Tone  Arm 

been  made  toward  producing  an  arm  which 
would  be  second  to  none  in  beauty  and  grace 
of  design.  Its  full  exponential  taper  and  full 
S  curve  combine  to  give  the  Model  E  a  pro- 
portion and  symmetry  capable  of  adding  much 
to  the  beauty  of  any  machine. 


Gold  Seal  Firms  Had  No  Con- 
nection Before  Recent  Deal 


In  connection  with  the  purchase  by  the  Gold 
Seal  Electrical  Co.,  New  York,  manufacturer 
of  Gold  Seal  radio  tubes,  of  the  entire  assets 
and  good  will  of  the  Gold  Seal  Electric  Co., 
Cleveland,  O.,  it  has  been  announced  that  the 
close  similarity  of  the  names  of  these  two 
companies  is  a  coincidence,  no  connection  or 
affiliation  having  existed  prior  to  the  recent 
deal.  The  New  York  company  has  created 
a  wide  demand  for  Gold  Seal  tubes  through 
extensive  advertising  and  merchandising  and 
operates  one  of  the  largest  factories  in  the 
country  devoted  exclusively  to  the  making  of 
radio  tubes.  The  Cleveland  company  has  built 
up  a  large  business  in  household  electric  ap- 
pliances and  will  continue  production  in  Cleve- 
land under  the  new  management,  with  many 
refinements  and  some  additions  to  the  line. 

The  direction  of  the  radio  tube  division  of 
the  combined  enterprises  will  be  conducted  by 
James  W.  DufF,  president,  in  New  York.  W. 
E.  Duff  has  assumed  charge  of  the  appliance 
division  and  will  make  his  headquarters  in 
Cleveland. 


E.  S.  Riedel  Joins  the  Evidence  of  the  Long 

Utah  Radio  Products  Go.         Life  of  Eveready  Batteries 


Brings  Out  Tables  for 

Two  Popular  Radio  Sets 

Watsontown,  Pa.,  February  9. — The  Watson- 
town  Table  &  Furniture  Co.,  which  is  an  old- 
established  house,  manufacturing  furniture 
since  1893,  has  achieved  considerable  success 
during  the  last  few  years  with  its  line  of  radio 
tables  and  cabinets.  Realizing  the  tremendous 
market  for  cabinets  created  by  the  large  sales 
volumes  of  RCA  and  Atwater  Kent  electric 
sets,  the  Watsontown  Co.  has  presented  two 
new  models  of  tables  for  the  Radiola  17  and 
Atwater  Kent  37,  the  tables  being  equipped 
with  the  RCA  100-A  speaker. 


E.  S.  Riedel  resigned  his  position  as  sales 
manager  of  the  Raytheon  Mfg.  Co.,  Cambridge, 
Mass.,  February  1,  to  take  charge  of  sales  of 
the  Utah  Radio  Products  Co.,  Chicago,  promi- 
nent loud  speaker  manufacturer.  Mr.  Riedel 
is  a  popular  figure  in  the  radio  trade,  and  be- 
fore joining  the  Raytheon  organization  he  was 
director  of  sales  for  the  Reichmann  Mfg.  Co., 
radio  receiver  and  speaker  maker  of  Chicago. 


A  set  of  Eveready  Layerbilt  "B"  batteries 
have  been  in  active  use  about  two  and  one- 
half  years,  according  to  a  letter  received  by  the 
National  Carbon  Co.,  New  York,  from  Don  C. 
Wallace,  of  Long  Beach,  Cal.  Mr.  Wallace 
operates  amateur  station  9ZT. 


Win  Decision  in  Tube  Suit 


Victor  Go.  Distributes 

Victor  Herbert  Poster 


Elsewhere  in  this  issue  of  The  Talking  Ma- 
chine World  a  detailed  description  of  the  spe- 
cial souvenir  album  of  Victor  Herbert  music 
which  has  been  placed  on  the  market  by  the 
Victor  Talking  Machine  Co.  appears.  In  order 
to  assist  dealers  in  making  sales  of  this  album 
the  Victor  Co.  has  prepared  and  distributed  an  at- 
tractive poster  for  window  and  interior  dis- 
play purposes. 


Series  of  Folders  Describe 
the  Kentone  Attachments 

W.  S.  File,  sales  manager  of  the  F.  C.  Kent 
Co.,  of  Irvington,  N.  J.,  has  prepared  a  series 
of  folders  describing  Kentone  attachments. 
These  fold«rs  include  a  price  list  and  return 
post  card.  The  first  few  mailings  are  reported 
to  have  engineered  many  responses. 


The  contention  of  several  independent  radio 
tube  manufacturers  that  the  Radio  Corp.  of 
America  had  set  up  a  $10,000,000  monopoly  in 
violation  of  the  Clayton  anti-trust  law  was  re- 
cently sustained  by  Federal  Judge  Hugh  Mor- 
ris at  Wilmington,  Del.,  in  a  decision  granting 
a  preliminary  injunction  to  the  plaintiffs. 

Judge  Morris  further  denied  the  motion  of 
the  RCA  for  a  dismissal  of  the  bill  of  com- 
plaint filed  by  the  plaintiffs,  and  issued  a  pre- 
liminary injunction  enjoining  the  defendant 
from  enforcing  Section  9  of  their  licensing 
agreement  with  radio  manufacturers. 

It  is  understood  that  the  Radio  Corp.  will 
appeal  this  decision. 

Parties  plaintiff  in  the  action  were  the  De- 
Forest  Radio  Co.,  Northern  Mfg.  Co.,  United 
Radio  &  Electric  Corp.,  Sonatron  Tube  Corp. 
and  Televocal  Corp.  Samuel  E.  Darby,  Jh, 
was  counsel  for  the  plaintiffs. 


New  Deca-Disc  Model 


Harold  J.  Power,  Inc.,  Busy 

Medford,  Mass.,  February  8. — The  converting 
of  battery  sets  to  A  C  operation  has  resulted  in 
a  heavy  rush  of  business  at  the  factory  of 
Harold  J.  Power,  Inc.,  of  this  city.  This  socket 
power  manufacturing  concern  is  placing  on  the 
market  "A  C"  tube  adapters,  cables  and  control 
boxes  in  special  combinations  for  various 
standard  makes  of  radio  sets,  the  Power  A,  B 
&  C  "A  C"  Electrifier  and  "A  C"  tube  kit 
packages  for  from  four  to  seven  tube  receiving 
sets.  Mr.  Power  also  reports  that  his  factory 
is  doing  quantity  lots  of  rewiring  work  for  dis- 
tributors as  well. 


Waynesboro,  Pa.,  February  8. —  The  Deca-Disc 
Phonograph  Co.,  of  this  city,  has  presented  a 
new  smaller  model  of  its  multiple  record  play- 
ing instrument  to  the  trade,  which  retains  the 
many  refinements  and  characteristics  of  the 
larger  cabinet. 


Gorley  Go.  to  Build 

The  Corley  Co.,  Victor  jobber,  is  accepting 
bids  for  the  erection  of  a  new  building  to  be 
located  at  213  East  Broad  street  and  to  extend 
through  to  East  Grace  street. 


Scheiner  &  Son,  Newark,  N.  J.,  Argus  radio 
dealers,  recently  added  the  floor  above  to  the 
space  occupied  by  the  store. 


Speakers 

1        have  everything 


Sturdy  ability  to  perform  brilliantly  always 
because  of  exclusive  scientific  features. 

Attractive  beauty  of  design  and  finish. 

Full  line  of  models  in  a  range  of  prices  to 
meet  the  needs  of  every  buying  prospect. 


Model  A-27 
Uy»  in. 

Seamless  Burtex  co- 
noidal  diaphragm  — 
substantial  sounding 
board— Jasper  brown 
mahogany  and  bronze 
finish  with  "Golden 
Chime" 

Price 

$18.50 


fcJL 


Made  by  the  Pioneers  in  Cone  Speakers 

STEVENS  &  COMPANY,  Inc. 

46-48  East  Houston  St.,  New  York 


88 


The  Talking  Machine  World,  New  York,  February t  1928 


Formal  Opening  of  New  Home  of  Piatt 

Music  Co.  Observed  on  January  27 

Thousands  of  Customers  and  Prospective  Customers  Attended  Event — W.  C.  Fuhri  Visits  Local 
Trade — Southern  California  Radio  Trades  Association's  Meeting  Well  Attended 


Los  Angeles,  Cal.,  February  3. — The  opening 
of  the  new  store  of  the  Piatt'  Music  Co.  on 
Broadway,  between  Eighth  and  Ninth  streets, 
was  one  of  the  most  important  events  during 
the  past  month.  The  official  opening  took  place 
on  January  27  and  was  attended  by  thousands 
of  people  during  the  day  and  evening. 

W.  C.  Fuhri,  general  sales  manager  of  the 
Columbia  Phonograph  Co.,  arrived  in  Los 
Angeles  on  the  last  day  of  January,  and  with 
W.  H.  Lawton,  local  manager,  he  met  a  number 
of  the  members  of  the  retail  trade. 

Irving  J.  Westphal,  manager  of  the  phono- 
graph and  Panatrope  division  of  the  Los 
Angeles  branch  of  the  Brunswick-Balke-Col- 
iender  Co.,  returned  this  week  from  a  trip,  to 


the  Imperial  Valley,  San  Diego,  Orange  County 
and  the  "Kite"  in  company  with  Pat  Murphy, 
traveling  representative. 

Henry  E.  Gardiner,  Pacific  Coast  repre- 
sentative of  the  Sonora  Phonograph  Co.,  left 
Los  Angeles  for  Chicago  in  the  latter  part  of 
January. 

W.  H.  Richardson,  president  of  Richardson's, 
Inc.,  reports  excellent  phonograph  business 
during  the  past  month,  including  the  sale  of  a 
number  of  the  highest-priced  phono-radio  com- 
bination instruments. 

The  general  meetings  of  the  Radio  Trades  As- 
sociation of  Southern  California  which  are  held 
on  the  first  Thursday  of  each  month  at  8  a.  m. 
at  the  famous  Breakfast  Club,  were  well  at- 


tended both  in  January  and  in  February.  The 
former  was  under  the  chairmanship  of  H.  E. 
Sherman,  Jr.,  vice-president  of  the  Leo  J.  Mey- 
berg  Co.,  Radiola  distributor,  and  a  very  at- 
tractive entertainment  was  provided  for  the 
members.  The  February  meeting,  which  took 
place  on  the  second  instant,  was  also  conducted 
by  Mr.  Sherman  with  a  wonderful  program 
provided  by  Carl  Haverlin,  famous  announcer 
of  KFI. 

Glen  Bros.-Roberts  Piano 
Go.  Has  20th  Anniversary 

Consolidated  Music  Co.  Boosts  Record  and 
Sheet  Music  Sales  by  Having  Orchestra  Play 
in  Window — Dealers  Report  Good  Sales 


Salt  Lake  City,  Utah,  February  6. — There  is 
considerable  activity  in  the  record  department 
at  this  time.  The  record  business  has  been 
pushed  rather  strenuously  during  the  past  two 
or  three  weeks  by  the  large  music  stores  of 
the  city,  including  Consolidated  Music  Co., 
Daynes-Beebe  '  Music  Co.  and  Glen  Bros.- 
Roberts. 

Wholesale  phonograph  men  report  business 
as  good  from  their  standpoint.  The  Brunswick 
Co.  branch  reports  making  deliveries  on  its  new 
electrical  model  17-18  Panatrope-Radiola. 

The  Consolidated  Music  Co.  has  been  giving 
its  record  and  sheet  music  departments  quite  a 
boost  during  the  past  week  by  broadcasting 
popular  numbers  from  its  window  with  a  10- 
piece  orchestra. 

Irving  Beesley,  in  charge  of  the  record  de- 
partment of  the  Beesley  Music  Co.,  has  ac- 
cepted a  missionary  call  from  the  Mormon  or 
Latter-day  Saint  Church  of  this  city,  and  will 
go  to  Germany. 

John  Elliot  Clark,  of  the  John  Elliot  Clark 
Co.,  Victor  distributor,  has  returned  from 
Pocatello,  Idaho,  where  he  was  present  at  a 
meeting  of  southern  Idaho  Victor  dealers. 

The  Glen  Bros.-Roberts  Piano  Co.,  operating 
stores  in  Salt  Lake  City,  Ogden  and  Pocatello, 
Idaho,  has  just  celebrated  its  twentieth 
anniversary. 

Steinite  Dealers'  Banquet 

Is  Held  in  Pittsburgh 

The  second  annual  Steinite  dealers'  banquet 
was  held  at  the  Fort  Pitt  Hotel,  Pittsburgh, 
Pa.,  with  two  hundred  and  eight  radio  dealers 
as  guests  of  Hamburg  Bros.,  distributors  of 
Steinite  radio  receivers  in  western  Pennsyl- 
vania and  northern  West  Virginia.  The  banquet 
was  opened  with  an  address  of  welcome  by 
Elmer  Hamburg,  of  Hamburg  Bros.,  who 
thanked  the  dealers  for  their  co-operation  and 
efforts  in  behalf  of  the  Steinite  products  during 
the  past  two  years. 

James  Simpson,  of  the  Pittsburgh  Radio 
Show  Association,  addressed  the  dealers  on  the 
subject  of  merchandising,  as  did  J.  H.  Phillips, 
a  local  dealer,  who  has  been  one  of  the  most 
aggressive  Steinite  retailers  during  the  past 
two  years.  The  principal  speakers  of  the  eve- 
ning were  Fred  W.  Stein,  head  of  the  Steinite 
Labs.,  Atchison,  Kans.,  and  Oscar  Getz,  sales 
manager  of  the  Steinite  organization.  Mr.  Stein 
predicted  that  the  demand  in  1928  would  be  for 
electrically  operated  radio  receivers  to  be  sold 
at  a  price  which  would  suit  the  average  con- 
sumer's pocketbook,  and  that  radio  manufac- 
turers would  give  more  attention  to  furniture 
models  during  the  coming  year  than  ever  in  the 
past.  Mr.  Getz  outlined  the  sales  policies  of 
the  company  and  the  Steinite  campaign  for  the 
coming  year.  The  new  Model  990  Steinite  re- 
ceiver, retailing  at  $85,  was  shown  for  the  first 
time  at  the  banquet  and  was  received  very  fa- 
vorably by  the  dealers.  All  other  models  of 
Steinite  receivers  were  on  display  in  the  ban- 
quet hall  as  well  as  photographs  of  the  interior 
of  the  Steinite  factory. 
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KENT 
ATTACHMENTS 


EXCELS  IN 

Value 
Quality 
Material 
Workmanship 
Simplicity 
Durability 
Practicability 


'WIN  THEIR  WAY 
BY  THEIR  PLAY." 


Reg.  U.  S.  Pot.  Off. 

Noteworthy  for 

Grace 
Beauty 
Tone  and 
Execution 


With  its  full  curved,  continuously  tapered 
goose-neck,  made  of  seamless  brass  tubing, 
correct  in  principle,  faultless  in  design,  delight- 
fully harmonized  and  carefully  assembled,  it  is 

The  Latest  and  Best  Device  for  Playing 

LATERAL  CUT  RECORDS  on  the 
EDISON  DISC  PHONOGRAPH 


Made  by 


F.  C.  KENT  COMPANY,  Irvington,  N.  J. 

Manufacturers  of  Tone  Arms  and  Sound  Boxes 


The  Newest  in  Radio 


AC  Receivers 


F.  A.  1).  Andrea,  Inc.,  Lone  Island 
City,  N.  Y.  Three  new  models  of  AC 
radio  receivers,  known  as  the  Fada 
AC  Seven  console  model,  with  seven 
tubes,  listing  at  $350,  less  tubes;  Fada 
AC  Seven  table  model,  seven  tubes, 
listing   at   .$250,    less   tubes   and  floor 


cabinet,  and  Fada  AC  Special  table 
model,  six  tubes,  listing-  at  $160,  less 
tubes  and  floor  cabinet.  The  UY-227 
or  C-327  type  tubes  are  used  in  all 
sockets  except  the  power-tube  socket 
in  which  the  UX-171A  or  CX-371A  tube 
is  used.    All  of  the  AC  receivers  have 


in  the  electric  unit  a  toggle  switch 
permitting  the  use  on  lines  as  low  as 
90  to  110  volts  in  one  position  and 
110  to  130  volts  in  the  other  position, 
making  it  a  receiver  to  be  used  in  any 
locality.  The  new  models  have  a  con- 
denser across  the  power  line  for  drain- 
ing the  line  of  interference  and  objec- 
tionable noises.  Other  features  in- 
clude: All  transformers  and  chokes 
sealed  to  prevent  moisture  attack  and 
mechanical  vibration ;  automatic  grid 
voltage  control. 


AC  Ballast 

Daven   Radio   Corp.,   Newark,  N.  J. 

Daven  AC  20  Ballast  and  Daven  AC 
27  Ballast  designed  to  prolong  life  of 
alternating  current  tubes.  They  com- 
pensate for  any  voltage  or  current 
fluctuations  due  to  inaccuracy  in  trans- 
former windings,  line  surge  or  over- 
load. Used  with  any  standard  filament 
transformer  the  Daven  AC  27  Ballast, 
operating  with  a  twenty-volt  line 
variation,  gives  total  variation  of  .17 
(17/100)  of  a  volt.  The  minimum  is 
2.2225  volts  and  the  maximum  2.4 
volts.  The  AC  26  Ballast,  operating 
from  a  transformer  normally  deliver- 
ing two  volts  and  with  a  twenty-volt 
line  overhead  gives  a  total  variation  of 
.16  (16/100)  of  a  volt  on  type  220  tubes. 
The  minimum  is  1.3  and  the  maximum 
1.46  volts. 


"ABC"  Unit 

Acme  Electric  &  Mfg.  Co.,  Cleve- 
land, O.  "ABC"  unit,  furnished 
either  to  set  manufacturer  in  kit  form 
or  to  jobber  and  dealer  mounted  in 
steel  container.  Built  in  two  models — 
one  to  operate  with  Arcturus  tubes  and 
other  to  be  used  with  new  Radiotrons 
or  Cunningham  AC  tubes.  The  "A" 
supply  when  used  with  the  Arcturus 
tubes  delivers  15  volts  and  for  RCA 
tubes  a  voltage  of  l'/j,  2V&  and  5  volts 
is  furnished.  The  "B"  eliminator  taps 
may  be  varied  if  the  requirements  of 
the  set  are  not  met  with.  A  "C" 
voltage  of  45  volts  is  furnished,  exist- 
ing between  the  center  tap  of  the  flve- 
volt  winding  and  the  negative  "B" 
eliminator  terminal.  Unit  has  six 
taps,  uses  the  UX-280  full-wave  fila- 
ment type  tube  on  the  "B"  side  and 
will  deliver  40  milliamperes  at  180 
volts. 


Tone  Clarifier 


Dubilier  Condenser  Corp.,  New  York 

City.  Tone  clarifier  containing  a  spe- 
cial choke  coil  and  a  4  mfd.  condenser 
of  400  volt  rating.  Is  employed  as  an 
output  filter  or  loud  speaker  Alter 
coupler  and  can  also  be  used  as  an 
external  filter  section  for  additional  fil- 
tering for  the  detector  plate  circuit. 


"Tri-Power"  Unit 

Sterling    Mfg.     Co.,     Cleveland,  O. 

"Tri-Power"  unit  supplies  "A,"  "B" 
and  "C"  voltages  to  six-volt  DC  sets 
and  converts  them  to  use  AC  tubes. 
Is  quickly  connected  to  set  in  place 
of  batteries  or  battery  eliminators : 
new  AC  tubes  are  inserted  and  the 
receiver  becomes  a  strictly  AC  set,  ob- 
taining its  power  direct  from  the  elec- 
tric light  socket.  Is  applicable  to 
practically  all  popular  makes  of  Ave. 
six    and    seven-tube     sets.  Special 


adapters  are  furnished  to  specification 
for  sets  which  vary  from  the  stand- 
ard circuit  layouts.  Single  switch 
operation  is  made  automatic  by  con- 
nection to  receiver  filament  switch,  or 
by  external  switch,  depending  upon 
receiver  design. 


Radio  Corp.  of  America.  Radiola 
Hi,  with  desk  cabinet  that  harmonizes 
with  the  receiving  set.  Operates  with 
batteries  or  with  lighting  socket-power 
devices.  Three  radio-frequency  coils 
are  mounted  at  right  angles  to  each 
other,  preventing  interaction  and  add- 
ing to  selectivity  and  stability.  Radio- 
tron  UX-112  is  used  in  last  audio 
stage.  List  price,  complete  with 
Radiotrons,  .$00.50. 


Cone  Speaker 

Farrand  Mfg.  Co.,  Long  Island  City, 
N.  Y.  Concert  speaker  of  cone  type 
enclosed  in  frame  finished  in  walnut 
with  richly  enameled  corner  panels. 
Height,  over  all,  22  inches.  Is  said  to 
reproduce  the  bass  tones  perfectly 
while  retaining  all  of  the  treble  notes. 
Able  to  accept  utmost  volume  without 
distortion  and  built  to  withstand  all 
necessary  high  voltage.  List  price, 
$35. 


Rubber  Plug 

Belden  Mfg.  Co.,  Chicago,  111.  Soft 
rubber  plug  furnished  attached  to  dif- 
ferent varieties  of  cords  in  10,  20  and 
50-foot  lengths.  Plug  is  rigidly  con- 
structed of  solid  soft  rubber.  Is 
shaped  to  form  a  convenient  grip  for 
the  fingers  when  plugging-in  or  pulling 
out. 


AC-Former 


Karas    Electric     Co.,     Chicago,  111. 

AC-Former  designed  to  furnish  an 
even,  unfluctuating  current  of  the  cor- 
rect voltage  to  the  new  AC  tubes,  and 
in  conjunction  with  any  of  the  stand- 
ard cable  harnesses  on  the  market. 
Said  to  offer  an  easy  method  of  con- 
verting any  battery  set  to  AC  tube 
operation. 


AC  Receiver 

Zenith    Radio    Corp.,    Chicago,  III. 

Model  18  E,  AC  six-tube  electric  re- 
ceiver, single-dial  control,  electric- 
lighted  dial.  Dial  is  calibrated  in  both 
meters  and  kilocycles.  Receiver  oper- 
ates on  110-volt  alternating  current  of 
00  cycles.  Cabinet  of  selected  walnut 
veneers,  door  panels  of  figured  maple. 
Built-in  reproducer  gives  unusual  tone 
quality  and  volume.  Price,  less  tubes, 
$272. 


Console  Speaker 

Temple,  Inc.,  Chicago,  HI.  Console 
model  No.  85,  cabinet  loud  speaker, 
contains  same  76-inch  air  column  as 
No.  18  Senior  speaker.  Contains  com- 
partment for  "A"  and  "B"  batteries 
or  power-unit  equipment.  Cabinet  fin- 
ished in  walnut,  Spanish  design.  36 
inches  high,  25  inches  wide,  15  inches 
deep.  Priced  at  $S5;  West  of  the 
Rockies,  $95. 
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The  Newest  in  Radio 


Transformer 

Silver-Marshall,  Inc.,  Chicago,  III. 
Filament  transformer.  Type  247,  for 
use  with  adaptor  harness  for  convert- 
ing battery-operated  radio  receivers  to 
AC  operation.  Equipment  needed  in- 
cludes transformer,  harness,  power 
tubes  type  112  or  171,  one  UY-227  AC 
detector   tube   and   as  many  UX-226 


with  180  and  210  type  vacuum  tubes. 
Speaker  slightly  more  than  twelve 
inches  high. 


i 


Radiola  AC  Kit 

Kingston  Products  Co.,  Kokomo, 
Ind.  Kingston  Radiola  AC  kit,  de- 
signed to  convert  a  Radiola  model  16 
DC  radio  receiver  into  art  efficient  AC 
outfit,  using  regular  AC  tubes.  By 
means  of  special  adapters  AC  tubes 
replace  the  regular  five-volt  DC  valves. 


The  power  supply,  wiring  changes, 
etc.,  are  all  previously  taken  care  of  in 
the  kit  itself,  so  that  the  actual  in- 
stallation is  simple.  The  AC  kit  is 
comprised  of  the  following  assembly, 
sold  complete,  ready  to  install :  Kings- 
ton type  2B  current  supply  unit,  spe- 
cial AC  transformer  and  C  bias  supply, 
adapters,  volume  control  rheostat  and 
cable  and  approved  AC  switch. 


Electric  Receiver 

Steinite     Radio     Co.,     Chicago,  111. 

Model  990,  electric  set  with  illuminated 


AC  amplifier  tubes  as  are  needed. 
The  filament  transformer  is  silent,  dry 
and  compact  and  can  be  placed  inside 
practically  any  receiver.  List  price, 
$5.  In  addition  this  firm  manufactures 
the  S-M  652A,  ABC  power  kit,  $36.50 
retail,  for  replacing  all  "A,"  "B"  and 
"C"  batteries. 


Cone  Speaker 


Crosley  Radio  Corp.,  Cincinnati,  O. 
Musicone  speaker,  type  D,  incorporat- 
ing baffleboard  principle  in  metal 
frame  and  grill  work  enclosing  the 
cone.  Finished  in  frosted  crystalline 
brown  and  cone  is  of  rich  orange  tint. 
New  driving  motor  is  utilized  and 
model  is  adapted  particularly  for  use 


individual  condensers  ganged  together 
by  positive-drive  metal  belts.  Re- 
ceiver housed  in  solid  Philippine  ma- 
hogany cabinet,  Duco  finished.  Set  is 
built  around  Steinite  series-filament 
circuit,  permitting  use  of  regular  direct 
current  tubes. 


the  equivalent  Cunningham  numbers. 
Receiver  is  entirely  self-contained 
with  all  power  units  compactly  built 
in.  A  new  type  of  volume  control  is 
used,  which  is  adjustable  to  variations 
in  house  current  voltage.  Push-pull 


Condenser 

Aerovox    Wireless    Corp.,  Brooklyn, 

N.  Y.  Moulded  paper  condensers,  type 
250,  are  non-inductively  wound  and 
are  sealed  in  genuine  bakelite  con- 
tainers. Designed  to  operate  at  con- 
tinuous voltages  up  to  200  D.  C.  For 
use  as  by-pass  condenser,  coupling 
condenser  or  any  purpose  where  a 
compact  unit  is  required.  List  prices 
from  70  cents  to  $1.25. 


two-dial  control.  Has  three  tuned 
stages  of  radio  frequency  using  four 


AC  Receiving  Set 

Arborphone  Division,  Consolidated 
Radio   Corp.,   Ann  Arbor,   Mich.  AC 

Model  37  Series,  using  seven  Radio- 
tron  or  Cunningham  AC  tubes  and 
rectifier  tube,  four  UX-226,  one  UY- 
227,  two  UX-171,  and  one  UX-280.  or 


amplification  is  used  in  the  output  and 
the  circuit  is  the  Loftin-White  constant 
coupling,  with  a  non-reactive  plate  cir- 
cuit. Retail  price,  with  AC  power 
unit  built  in,  is  $185,  without  tubes. 


Vita-Phonic  Products 

Corp.  in  Larger  Quarters 


The  Vita-Phonic  Products  Corp.,  formerly 
located  at  83  Greene  street,  announces  its  re- 
moval to  new  and  more  desirable  quarters  in 
New  York  City  at  43  West  Sixteenth  street, 
which  affords  larger  manufactuiing  space  and 
increased  facilities  for  service  to  distributors, 
dealers  and  manufacturers  handling  Vita- 
Phonic  tone  arms,  reproducers  and  accessories. 


Under  the  direction  of  Joseph  E.  Rudell, 
president,  the  Vita-Phonic  Products  Corp.  has 
grown  considerably  since  its  inception  and  new 
plans  and  products  for  1928  will  shortly  be 
announced  to  the  trade. 


Amrad  Corp.  Invests  Over 
$50,000  in  New  Machinery 


Medford  Hillside,  Mass.,  February  7.— The 
Amrad   Corp.  has  announced    the  immediate 


Get  That  Profit 


With  every  passing  month,  thousands  upon  thousands  of  new 
customers  are  going  into  dealers'  stores  asking  for  Columbia 
products. 

They  know  Columbia.  They  know  Columbia's  "Two  Black 
Crows."  They  know  Columbia's  long  list  of  instrumental, 
dance  and  vocal  artists.  They  know  Columbia's  Fine  Art 
Series  of  Musical  Masterworks,  the  world's  greatest  library 
of  recorded  music. 

Columbia  dealers  everywhere  are  cashing  in  on  Columbia's 
popularity,  on  Columbia's  liberal  merchandising  policies. 
Write  us  for  details. 

Qet  That  Profit 

Lincoln  Fixture  and  Supply  Company 

828-834  P  Street,  Lincoln,  Neb. 


addition  of  over  $50,000  worth  of  new  and  im- 
proved machinery  to  its  Mershon  condenser 
department.  As  sole  owners  of  exclusive 
manufacturing  rights  in  the  United  States  for 
Mershon  condensers,  Amrad  first  offered  these 
condensers  to  the  trade  less  than  a  year  ago. 
At  that  time  it  was  looked  upon  largely  as  an 
auxiliary  device  of  rather  limited  demand.  This 
opinion  rapidly  proved  erroneous,  as  the  Mer- 
shon jumped  into  popularity  almost  from  the 
start.  The  Amrad  Corp.  stated  over  100,000 
Mershons  were  delivered  on  contract  during 
1927,  with  only  a  single  condenser  having  been 
returned  for  electrical  defect.  The  Mershon 
condenser  department  is  operated  entirely  in- 
dependently, but  benefits  by  the  production 
economies  achieved  by  the  Amrad  Corp. 


L.  J.  Ghatten  Gives  Details 
of  Fada  AG  Radio  Sets 


In  a  recent  bulletin  to  the  trade  L.  J.  Chat- 
ten,  general  sales  manager  of  Fada  Radio,  gave 
full  details  on  the  new  AC  receivers,  which 
are  adapted  for  operation  on  line  service  from 
fifty  cycles  to  sixty  cycles,  and  announced  that 
certain  models  are  adapted  for  operation  from 
twenty-five  cycles  to  forty-nine  cycles.  De- 
liveries on  twenty-five-cycle  apparatus  will  be 
available  between  February  15  and  March  1, 
according  to  this  bulletin,  which  points  out 
that  the  Fada  line  is  now  complete  in  every 
respect. 


Has  Opened  More  Than  Fifty 
New  Accounts  Since  Jan.  1 


More  than  fifty  new  accounts  have  been 
opened  in  the  metropolitan  territory  since  the 
beginning  of  the  year  by  the  Auto  Hardware 
&  Equipment  Co.,  wholesale  distributors  of  New 
York  City.  The  organization's  sales  force  has 
been  enlarged,  according  to  a  recent  announce- 
ment, and  a  contest  which  is  now  under  way 
has  resulted  in  boosting  sales  records. 
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|  Is  America  going  color  mad?  $ 
|   Is  America  going  salesmanship  mad?  8 


5 


Aladdin  himself  never  dreamed  anything  like  it. 
The  rising  tide  of  color  in  merchandise  is  causing 
remarkable  transformations — people  want  color. 

Today  there  is  no  question  whatever  that  we  are  in  a  distinctly  new 
era  of  business  and  that  selling  must  be  modernized  to  the  same  de- 
gree that  production  has  been  modernized. 

It  seems  that  American  business  has  gone  "salesmanship-mad" 
in  the  last  ten  years,  due  to  increasing  economic  pressure  and  nar- 
rowing net  profits. 

A  great  horde  of  salesmen  are  overrunning  the  country,  trained  to 
the  last  notch  of  slick  salesmanship. 

The  cost  of  personal  selling  has  in  the  meanwhile  mounted,  and 
the  results  per  unit  of  effort  have  declined. 

A  great  many  business  men  have  not  yet  understood  that  we  must 
apply  to  selling  the  same  principles  of  economy  of  effort  and  cost 
that  we  have  so  successfully  applied  to  production. 


Are  Your  Salesmen  Keeping  Pace  With  the  High  Cost  of  Traveling? 
Write  for  Illustrated  Letter — "How  Did  He  Ever  Qet  in  There" 


The  SCHILLING  PRESS,  Inc. 


Direct  Mail 
Headquarters 


Printers  of  Quality 


137-139  E.  25th  St. 
New   York  City 


Gable  Piano  Go.  Features 
Allen  Portables  in  Display 

Prominent  Atlanta  Music  House  Profits  From 
Intensive  Sales  Drive  on  Portable  Instru- 
ments— Window  Display  Aids  Sales 


Atlanta,  Ga.,  February  7.— The  Cable  Piano 
Co.,  one  of  the  leading  music  stores  of  the 
South,  recently  put  on  an  intensive  sales  drive 


How  Cable  Co.  Featured  Allen  Portables 

on  Allen  portables.  E.  W.  Dahlberg,  manager 
of  the  phonograph  department,  expressed  him- 
self as  being  highly  satisfied  with  the  results 
of  the  campaign  and  stated  that  the  window 
display,  a  photograph  of  which  is  reproduced 
herewith,  was  an  important  factor  in  attract- 
ing customers  to  the  store.  The  window  in 
which  the  display  was  placed  faces  on  one  of 
the  most  prominent  streets  in  the  city  in  the 
shopping  center.  It  is  interesting  to  note  that 
the  Allen  portable  is  the  only  instrument  of 
its  type  to  which  an  entire  window  display  has 
been  devoted  exclusively  in  this  store. 

C.    M.    Jones,    manager    of    the  Aluminum 


Specialty  Co.,  Southeastern  distributor  for  the 
Allen-Hough  Mfg.  Co.,  manufacturer  of  the 
Allen  portable,  states  that  many  dealers  in  the 
territory  covered  by  his  company  are  taking 
advantage  of  the  attractive  display  material 
supplied  by  the  manufacturer. 


Chicago  Firm  Changes  Name 
to  Stewart  Industries,  Inc. 

The  Stewart  Battery  Co.,  Chicago  manu- 
facturer of  automobile  and  radio  batteries  and 
radio  power  units,  will  henceforth  be  known  as 
Stewart  Industries,  Inc.  This  change  in  firm 
name  became  effective  early  in  February  and 
the  capital  stock  of  the  company  has  been  in- 
creased from  $50,000  and  500  shares  no  par 
value  to  $120,000  and  10,000  shares  no  par  value. 
The  number  of  directors  of  the  company  has 
been  increased  from  three  to  five.  According 
to  advices  from  the  Stewart  Industries  head- 
quarters, the  firm  will  be  ready  to  announce  in 
the  near  future  new  models  of  the  Stewart 
Electric  "A"  power  units,  "B"  power  units  and 
combination  "A-B"  power  supplies,  as  well  as 
a  new  "A"  battery  eliminator  kit. 


Edison  Posters  Arouse 

Interest  in  Recordings 


The  sales  promotion  department  of  Thos.  A. 
Edison,  Inc.,  has  prepared  and  distributed  to 
Edison  dealers  special  window  streamers  14 
inches  by  36  inches  in  size  showing  on  the  upper 
poster  life-size  pictures  of  the  "Two  Dark 
Knights,"  and  on  the  lower  poster  life-sized 
views  of  their  enormous  feet.  These  artists 
have  made  several  records  for  the  Edison 
phonograph  which  have  proved  distinctly  suc- 
cessful, and  dealers  report  that  the  display  of 
the  feet  particularly  has  served  to  arouse  much 
interest  and  attract  business. 


Trade  Leaders  to  Speak  at 
Federated  Ass'n  Conclave 

Two-Day  Convention  Under  Way  at  Schroeder 
Hotel  in  Milwaukee — Comprehensive  Pro- 
gram Being  Presented  to  the  Delegates 


As  this  issue  of  The  Talking  Machine  World 
is  mailed  to  the  trade  the  Federated  Radio 
Trade  Association  is  meeting  in  a  two-day  con- 
vention in  Milwaukee,  Wis.,  with  headquarters 
at  the  new  Schroeder  Hotel.  The  dates  for 
the  Milwaukee  Convention  are  Tuesday  and 
Wednesday,  February  14  and  15,  and  among 
the  speakers  scheduled  to  address  the  dealers 
are  C.  C.  Colby,  Bond  P.  Geddes  and  Martin  F. 
Flanagan,  of  the  R.  M.  A.;  Sam  Pickard,  of  the 
Federal  Radio  Commission,  and  Richard  M,  Mc- 
Clure,  prominent  trade  association  man  of  Chi- 
cago; Louis  B.  Roycroft,  vice-president  of  the 
NEMA;  Paul  B.  Klugh,  L.  S.  Baker,  of  the 
National  Broadcasters'  Association. 

Entertainment  features  for  visiting  dealers 
and  distributors  include  a  dinner  and  theatre 
party  on  Tuesday  evening  and  on  Wednesday 
evening  a  stag  dinner. 

The  Federated  Radio  Trade  Association  is 
a  national  organization  of  dealers  and  distrib- 
utors, and  numbers  among  its  members  local 
associations  in  practically  one-third  of  the  cities 
in  the  country.  The  Association  was  organized 
three  years  ago,  and  works  in  close  co-opera- 
tion with  the  Radio  Manufacturers'  Association 
and  the  National  Broadcasters'  Association  for 
the  betterment  of  the  industry. 


Winschiff  Go.  Chartered 


The  Winschiff  Piano  Co.,  1528  West  Chicago 
avenue,  Chicago,  111.,  was  recently  incorporated 
to  deal  in  musical  instruments  with  a  capital 
stock  of  $25,000. 


< 


Metropolitan  Trade  Activities 


A.  Gibbons  Made  Manager 
of  Loeser  Music  Sections 


Has  Had  Many  Years'  Experience  in  the  Music- 
Radio  Trade — Formerly  Connected  With 
Landay  Bros.,  Ludwig  Baumann  and  Others 


A.  Gibbons  assumed  the  management  of  the 
talking  machine,  radio,  musical  merchandise  and 
sheet  music  departments  of  Fred.  Loeser  &  Co., 
Brooklyn,  N.  Y.,  recently,  succeeding  A.  R. 
Filante.  Mr.  Gibbons  has  for  the  past  two  years 
been  connected  with  Landay  Bros,  as  merchan- 
dise man  and  has  had  a  wide  and  varied  ex- 
perience which  fits  him  for  his  new  position  as 
manager  of  the  music  sections  of  the  large 
Brooklyn  department  store. 

Prior  to  his  connection  with  the  Landay  or- 
ganization Mr.  Gibbons  was  buyer  for  the  Lud- 
wig Baumann  radio  departments,  having  in- 
troduced radio  merchandise  into  that  organiza- 
tion. He  remained  with  the  Ludwig  Baumann 
Co.  for  two  and  a  half  years.  For  eight  years 
previous  he  was  connected  with  the  talking  ma- 
chine section  of  the  Abraham  &  Straus  depart- 
ment store,  Brooklyn. 

Mr.  Gibbons  is  enthusiastic  over  the  possibili- 
ties for  a  large  volume  of  sales  for  the  coming 
year.  Having  lived  in  Brooklyn  all  his  life  he 
is  well  acquainted  with  the  position  which  this 
establishment  holds  and  the  prestige  which  it 
enioys  in  the  metropolitan  area. 


Sol  Lazarus  Retires  from 
Metropolitan  Music  Trade 

Sol  Lazarus,  one  of  the  best  known  talking 
machine  and  radio  dealers  in  the  metropolitan 
territory,  retired  from  the  music-radio  trade  last 
month  to  devote  his  time  to  a  real  estate  busi- 
ness at  2147  Sixty-eighth  street,  Brooklyn,  N.  Y. 
The  music  store  at  216  East  Fifty-ninth  street 
has  been  taken  over  by  Louis  Seidman  and 
his  son  Al  who  will  continue  the  business. 

Mr.  Lazarus  entered  the  music  field  by  way 
of  the  bicycle  business  in  which  he  was  en- 
gaged since  1895.  In  1900  upon  the  occasion 
of  his  opening  a  new  store  at  1058  First  avenue, 
he  added  a  line  of  Edison  phonographs  and  in 
1904  he  took  on  the  Victor  line  which  he  has 
carried  ever  since.  Mr.  Lazarus  has  been  most 
active  in  association  work  and  has  held  a  num- 
ber of  offices  in  the  Talking  Machine  and  Radio 
Men,  Inc.,  of  New  York,  New  Jersey  and  Con- 
necticut. 


Radio  Engineers  Visit  the 

Plant  of  the  Aerovox  Go. 


Delegates  to  the  1928  convention  of  the  Insti- 
tute of  Radio  Engineers  enjoyed  a  trip  through 
the  plant  of  the  Aerovox  Mfg.  Co.,  Brooklyn, 
N.  Y.    All  equipment  in  the  Aerovox  plant  was 


Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


in  motion  while  the  visiting  engineers  were  be- 
ing conducted  through,  and  the  actual  process 
of  manufacturing  various  radio  parts  was  on 
display.  Following  the  plant  inspection  the 
guests  were  entertained  at  luncheon  by  Aero- 
vox executives. 


Stromberg-Carlson  Window 
Display  at  Gimbel  Bros. 

Three  Models  of  "Treasure  Chest"  Receivers 
Featured  With  a  Background  of  Panels  Furn- 
ished by  Stromberg-Carlson  Co. 


An  extremely  attractive  window  display  de- 
voted exclusively  to  a  showing  of  Stromberg- 
Carlson  radio  receivers  and  loud  speakers  re- 
cently   occupied   a    show   window   at  Gimbel 


Gimbel  Stromberg-Carlson  Window 

Bros.  Music  Store  on  West  Thirty-second 
street.  Two  cabinet  models  and  a  table  model 
were  shown  with  a  loud  speaker  occupying  the 
forefront  of  the  display. 

The  background  of  the  window  consisted  of 
three  panels  furnished  by  the  Stromberg-Carl- 
son Telephone  Manufacturing  Co.,  informing 
those  gazing  at  the  display  that  "Stromberg- 
Carlson  guarantees  not  to  reduce  its  prices." 
The  center  panel  bears  the  inscription  "Treasure 
Chests."  These  panels  are  being  circulated 
among  Stromberg-Carlson  dealers  by  the  com- 
pany and  they  are  being  widely  used. 


Isaac  Davega  Left  $162,639 

Isaac  Davega,  who  founded  the  Knicker- 
bocker Talking  Machine  Co.,  former  Victor  dis- 
tributor in  the  metropolitan  territory,  upon  his 
death  in  1921  left  a  gross  estate  of  $427,372 
but  only  $162,639  net,  as  shown  by  an  appraisal 
filed  recently.  The  estate  was  left  to  his  widow, 
Louise  Davega,  and  his  children,  Abram  Da- 
vega and  Mrs.  Marie  Forster. 


E.  S.  Hilber  With  Fada 


E.  S.  Hilber,  formerly  with  the  Federal 
Radio  Corp.  of  Buffalo,  is  now  connected  with 
the  sales  department  of  F.  A.  D.  Andrea,  Inc. 
Mr.  Hilber  is  covering  a  section  of  the  metro- 
politan district  of  New  York  in  the  interest  of 
Fada  Radio. 


TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  G.  STREET,  WASHINGTON,  D.  C. 
204-6-8-10  CLAY  ST.,  BALTIMORE  MD. 


Warren  F.  Scanlan  Addresses 
Talking  Machine  Men,  Inc. 

The  regular  monthly  meeting  of  the  Talking 
Machine  and  Radio  Men,  Inc.,  of  New  York, 
New  Jersey  and  Connecticut,  was  held  on 
Wednesday,  February  8,  and  was  featured  by 
an  interesting  talk  by  Warren  F.  Scanlan,  radio 
engineer,  who  spoke  of  the  "Trend  of  AC  Radio 
and  its  Application  to  Existing  Battery 
Equipped  Sets." 

A.  D.  Geissler,  head  of  the  Standard  Home 
Utilities,  Inc.,  spoke  briefly  and  displayed  and 
demonstrated  the  Crosley  Icyball  refrigerator. 

Irwin  Kurtz,  president  of  the  association,  re- 
ported that  he  and  Al  Galuchie,  treasurer, 
would  represent  the  organization  at  the  annual 
convention  of  the  Federated  Radio  Trades  As- 
sociation which  is  being  held  in  Milwaukee  on 
February  14  and  IS. 

Ray  L.  Speicher,  advertising  manager  of 
Freed-Eisemann  Radio  Corp.,  who  is  working 
with  the  entertainment  committee  in  preparing 
the  Association's  annual  journal,  which  is  to  be 
distributed  at  the  banquet  at  the  Hotel  Com- 
modore, New  York,  on  April  23,  reported  that 
satisfactory  progress  is  being  made. 

The  members  were  entertained  by  represent- 
atives of  Irving  Berlin,  Inc.,  who  sang  Irving 
Berlin's  latest  "hit"  "Sunshine,"  and  other  big 
sellers,  including  "Golden  Gate"  and  "At 
Dawning."  The  next  meeting  will  be  held  on 
March  7. 


Sailed  for  England 

K.  L.  Allardyce-Arnott,  managing  director  of 
Freed-Eisemann  Radio,  Ltd.,  of  Great  Britain, 
recently  sailed  for  home  after  spending  three 
weeks  in  conference  with  executives  at  the 
main  offices  of  the  Freed-Eisemann  Radio 
Corp.  in  Brooklyn,  N.  Y.  Mr.  Allardyce- 
Arnott  expressed  great  enthusiasm  over  the 
prospect  for  continued  success  of  the  Freed- 
Eisemann  radio  products  in  the  British  Isles. 


Recovering  From  Illness 

Charles  Freshman,  president  of  the  Charles 
Freshman  Co.,  Inc.,  who  has  been  ill  for  sev- 
eral weeks  with  a  severe  attack  of  pleurisy,  is 
now  well  on  the  road  to  a  complete  recovery. 
Mr.  Freshman's  office  in  New  York  announced 
that  he  expects  to  be  back  at  his  desk  early  in 
February. 


Extend  Schubert  Contest  Date 


The  closing  date  for  entries  in  the  $20,000 
International  Prize  Contest  for  the  Schubert 
Centennial,  celebrated  this  year,  has  been  ad- 
vanced from  March  31,  1928,  to  April  30,  1928, 
in  response  to  a  number  of  requests  from 
American  composers.  This  contest  is  being 
sponsored  by  the  Columbia  Phonograph  Co. 


Suffers  Fire  Loss 


The  Horton-Gallo-Creamer  building  on  State 
street,  New  Haven,  Conn.,  occupied  by  the 
Victor  distributing  firm  of  that  name,  was  de- 
stroyed by  a  fire  which  did  a  total  damage  of 
at  least  $150,000. 


COTTON  FLOCKS 

Air  floated,  all  injurious  foreign  matter  eliminated 
for 

Record  and  Radio  Manofactnring 

THE  PECKHAM  MFG.  CO.  'ftES&SJr* 
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Brunswick  Branch  Managers 
Make  Survey  of  the  Trade 

Optimism  Regarding  the  Outlook  for  the  Year 
Is  Keynote  of  Symposium  of  Expressions 
of  Managers  From  Coast  to  Coast 


An  interesting  survey  of  conditions  through- 
out the  country  was  recently  compiled  by  the 
Brunswick-Balke-Collender  Co.,  from  the  ex- 
pressions of  its  branch  managers.  Ralph  Hooke, 
manager  of  the  Atlanta  branch,  which  serves 
South  Carolina,  Alabama,  Georgia  and  Florida, 
states  that  in  the  first  three  sfates,  business  for 

1927  was  most  satisfactory  and  with  farmers 
prospering  from  exceptionally  good  cotton  and 
tobacco  crops  1928  is  most  promising.  Because 
of  the  unfortunate  conditions  in  Florida  this 
state  did  not  show  an  increase  in  1927  but  con- 
ditions there  are  gradually  being  adjusted.  R. 
J.  Bowell,  manager  of  the  Baltimore  branch, 
reports  a  sixty-five  per  cent  increase  for  1927 
in  the  Panatrope  and  record  division  and  antici- 
pates a  substantial  increase  in  1928. 

L.  E.  Germain,  Cleveland  branch  manager, 
feels  that  the  production  plans  announced  by 
the  automotive  industry,  affecting  his  district 
as  it  does,  will  assure  a  most  prosperous  1928. 
The  operation  of  a  broadcasting  station  has 
stimulated  the  sale  of  Brunswick  instruments 
and  records  in  the  Cincinnati  territory,  states 
E.  B.  Daulton,  and  with  the  unemployment  sit- 
uation being  bettered,  conditions  for  1928  are 
regarded  as  being  bright.  The  results  of  a  per- 
sonal survey  made  by  W.  H.  Humphries,  mana- 
ger of  the  Dallas,  Tex.,  branch,  point  to  a  good 
year. 

W.  A.  Haeflinger,  Denver  branch  manager, 
feels  that  the  market  is  bigger  and  better  than 
ever  but  the  dealer  must  be  on  the  alert  to  se- 
cure his  share  of  the  business.  T.  H.  Condon, 
Kansas  City,  Mo.,  manager,  states  that  unsea- 
sonable weather  and  low  crop  prices  retarded 
business  in  1927  but  conditions  for  1928  are 
much  brighter.  I.  J.  Westphal,  newly  appointed 
manager  of  the  Los  Angeles  branch,  has  made 
a  searching  survey  of  the  territory,  and  says: 
"We  will  have  the  biggest  and  best  year  in  his- 
tory in  1928."  Sellman  C.  Schultz,  Minne- 
apolis manager,  after  summing  up  conditions  af- 
fecting the  Northwest,  says:  "Should  agricul- 
tural conditions  be  at  all  favorable  in  1928  we 
will  not  be  far  wrong  in  saying  now  that  next 
year  will  bring  about  a  greater  music  year. 

C.  C.  Spratt,  of  Salt  Lake  City,  reports  that 
due  to  the  fact  that  farmers  did  not  receive 
cash  for  products  now  being  held  in  storage, 
and  with  the  mining  industry  not  in  the  best 
condition  business  for  1927  was  not  as  good 
as  it  might  be.  The  outlook  for  1928  is  good, 
depending,  however,  on  the  conditions  referred 
to.  C.  P.  MacGregor,  of  the  San  Francisco 
branch,  states  that  conditions  in  Northern  Cali- 
fornia look  brighter  for  the  coming  year  than 
in  any  year  of  the  branch's  history,  with  high- 
priced  instruments  in  greatest  demand. 

After  reviewing  general  business  conditions 
as  they  affect  the  Northwestern  section  of  the 
country,  A.  S.  Cobb,  manager  of  the  Seattle 
branch,  states  that  the  general  outlook  for  1928 
is  gratifying.  J.  H.  Bennett,  of  the  St.  Louis 
branch,  states  that  business  conditions  in  the 
Mississippi  Valley  point  to  a  most  prosperous 
business  for  some  time  to  come.  George  A. 
Lyons,  Philadelphia  branch  manager,  feels  that 

1928  will  be  even  better  than  the  good  year  en- 
joyed in  1927  because  of  new  policies  of  the 
Brunswick  Co.,  particularly  that  regarding  re- 
vision of  record  prices.  E.  C.  Nelson,  of  the 
Boston  headquarters,  in  discussing  the  outlook 
for  1928,  says  that  too  much  stress  cannot  be 
placed  on  the  fact  that  the  present  type  instru- 
ments have  passed  the  experimental  stage  and 
are  now  standard.  He  feels  that  the  dealer  in 
1928  will  sell  more  high-priced  units  than  ever. 

The  Okeh  Phonograph  Co.,  wholesale  of- 
fices, New  York,  has  added  the  Talk-Back  re- 
corder. 


Zenith  Dealer  Features 

Reception  Quality  of  Line 

"Come  in  and  enjoy  the  music  from  the  Pacific 
Coast,"  is  the  effective  advertising  slogan 
adopted  by  Nace  Hopple,  Zenith  dealer  located 
at  Forty-seventh  and  Cedar  avenue^  Philadel- 
phia. Mr.  Hopple  has  been  particularly  success- 
ful in  bringing  in  station  KFI,  Los  Angeles, 
nightly  on  a  Zenith  model  16  EP.  His  invitation 
to  listen  in  with  him  has  resulted  in  sales. 


Diamond  Electric  Gorp.'s 
Lively  Little  House  Organ 

The  Diary  of  Diamond  Dick  is  a  lively 
little  house  organ  being  published  monthly  by 
the  Diamond  Electric  Corp.,  Newark,  N.  J.,  in 
the  interest  of  Diamond  batteries.  It  is  filled 
with  timely  sales  and  merchandising  sugges- 
tions, window  displays  and  other  material 
which  are  proving  to  be  very  popular  with 
Diamond  dealers. 


"Cabinet 
Adler-Royal" 


No.  102  Closed.  Showing  burl  walnut 
panels  and  maple  overlay.  Write  to-day 
for  the  complete  Adler-Royal  A.  C.  line. 


No.  100  Open.    Showing  Atwater  Kent 
37  installed 


for  ATWATER  KENT  37 

and  other  A*  C*  Sets 

You  will  gain  in  sales  and  prestige  every  day 
with  these  and  other  fast-selling  Adler-Royal 
cabinets  on  your  display  floor.  Designed  spe- 
cially to  accommodate  A.C.  Sets.  Radio  prefer- 
ence crystallizes  remarkably  fast  —  These  are 
SELLING  NOW!  Write  or  wire  today  for 
particulars. 


Ai 


/  JjL  Mdtiu; 

M  Louisville 


DLER 

Mdtiij/acturing  Co. 


Write     us     for  the 
name  of  your  nearest 
distributor 


Incorporated. 

[adler-rowl] 

I  RADIO  I 
L     CABINETS  J 


KENTUCKY 


94 


The  Talking  Machine  World,  New  York,  February,  1928 


Jack  Kapp,  Vocalion  Sales  and  Recording 

Director,  Inaugurates  New  Policies 

Newly  Appointed  Executive  Makes  Complete  Change  in  Development  of  Vocalion  Line— Rec- 
ords to  Be  Merchandised  in  Specific  Classes  Which  Will  Be  Released  Separately 


J.  E.  Henderson,  record  sales  manager  of  the 
Brunswick-Balke-Collender  Co.,  recently  an- 
nounced that  Jack  Kapp  has  been  placed  in 
complete  charge  of  the  sales  and  recording  of 


Jack  Kapp 

Vocalion  records.  Mr.  Kapp  is  known  through- 
out the  industry  and  is  one  of  the  most  en- 
thusiastic and  energetic  young  executives  in  the 
business  to-day.  He  is  thoroughly  conversant 
with  the  record  business  from  every  angle  and 
his  appointment  to  this  responsible  position  is 
the  logical  result  of  the  unusual  success  he  has 
had  with  the  Vocalion  line  since  he  became  as- 
sociated with  the  Brunswick  Co.  some  time  ago. 

One  of  the  first  moves  made  by  Mr.  Kapp 
since  his  appointment  has  been  the  inauguration 
of  a  complete  change  in  the  development  of 
the  Vocalion  line.  The  new  plan  is  original 
with  Mr.  Kapp  and  is  designed  to  meet  exist- 
ing conditions  in  the  record  industry.  Vocalion 
records  will  be  merchandised  in  specific  classes. 
For  example,  he  will  separate  the  race  records, 
the  old-time  tunes  and  the  popular  records  into 
individual  classes.  These  records  will  be  re- 
leased separately  and  special  dealer  helps  and 
merchandising  literature  will  be  prepared  for 
each  individual  class.  In  that  way  the  dealer 
whose  business  is  concentrated  on  any  one  or 
two  of  these  classes  can  devote  his  activity 
to  the  type  of  records  which  he  finds  to  be  in 
greatest  demand.  Mr.  Kapp  is  also  developing 
new  talent  for  the  Vocalion  catalog,  among 
them,  the  "Tear  Voiced  Tenor  from  the  South" 
Elmo  Tanner,  and  Dick  Powell,  another  tenor 
who  is  very,  popular  in  Indiana. 

Mr.  Kapp's  new  plan  of  having  but  one 
monthly  release  of  individual  groups  of  records 


has  already  been  announced  to  the  trade  and 
has  met  with  enthusiastic  reception,  and  his  new 
artists  have  been  immediately  accepted.  One 
of  the  "finds"  of  Mr.  Kapp  has  been  "The 
Original  Kansas  City  Jim  Jackson,"  whose  first 
record  of  the  "Kansas  City  Blues"  has  been  one 
of  the  quickest  and  biggest  selling  "blues" 
records  released  in  years.  Another  popular  Vo- 
calion record  has  been  the  well-known  "When 
the  Roses  Bloom  Again"  by  McFarland  & 
Gardner,  of  which  one  Chicago  State  street 
dealer  sold  over  20,000. 

Mr.  Kapp,  in  addition  to  his  qualification  as  a 
record  executive,  has  a  full  knowledge  of  music, 
so  that  he  is  able  to  direct  and  arrange  the 
routine  for  an  orchestra  in  a  manner  that  will 
appeal  to  his  trade.  He  is  responsible  for  the 
enormous  popularity  of  "Someday  Sweetheart," 
which  he  discovered  and  arranged,  after  the 
tune  had  been  definitely  consigned  to  the  scrap 
heap,  and  through  Mr.  Kapp's  arrangement,  as 
it  was  recorded,  "Someday  Sweetheart"  became 
a  national  hit.  One  of  the  biggest-selling 
record  dance  organizations  in  the  country  to- 
day, Red  Nichols  and  His  Five  Pennies,  was 
brought  to  Brunswick  by  Mr.  Kapp. 

Mr.  Kapp  will  direct  the  supervision  of  re- 
leasing, development  of  talent,  directing  of 
recording,  merchandising  of  records  and  the 
planning  of  sales  campaigns.  Associated  with 
him  in  this  work  is  Charles  Biesel,  who  was 
appointed  some  time  ago  to  maintain  contact 
with  the  jobbers.  In  contrast  to  Bruns- 
wick's method  of  distributing  records  through 
branches,  Vocalion  will  be  handled  exclusively 
through  jobbers.  Thus  far,  under  Mr.  Kapp's 
direction,  an  imposing  list  of  jobbers  has  al- 
ready been  developed  and  he  is  confident  that 
before  very  long  this  list  will  have  increased  to 
a  much  greater  length.  The  present  Vocalion 
jobber  organization  includes  the  Cleveland 
Phonograph  Co.,  Cleveland,  O.;  Davitt  &  Han- 
ser  Music  Co.,  Cincinnati,  O.;  Elion  Bros.  Fur- 
niture Co.,  El  Paso,  Tex.;  Hassler  Texas  Co., 
Dallas,  Tex.;  Harbison  Mfg.  Co.,  Kansas  City, 
Mo.;  Heeb  Co.,  Dubuque,  la.;  Northwestern 
Phonograph  Supply  Co.,  St.  Paul,  Minn.;  Stew- 
art Sales  Co.,  Indianapolis,  Ind. ;  Jas.  K.  Polk 
Co.,  Memphis,  Tenn.;  Forbes  Piano  Co.,  Birm- 
ingham, Ala.;  Phonograph  Repair  &  Accessory 
Co.,  St.  Louis,  Mo.;  Sterchi  Bros.,  Bristol, 
Tenn.;  Sterchi  Bros.,  Knoxville,  Tenn.;  Sterchi 
Furniture  &  Carpet  Co.,  Atlanta,  Ga.,  and  Ster- 
chi Bros.,  Jacksonville,  Fla. 


A  photograph  was  broadcast  from  Kearny, 
N.  J.,  to  New  York  City  recently,  in  four 
minutes,  by  means  of  the  Cooley  Rayfoto  Sys- 
tem, which  was  inaugurated  at  Station  WOR. 


ffloadeasi 

The  new  idea  for  a  Radio  party 

Everybody  likes  the  idea  of  fooling  a 
group  of  friends  that  have  gathered  for 
the  purpose  of  listening  in  to  a  special 
program.  Just  the  thought  of  putting 
over  an  imitation  program  undetected 
sells  them!    List  price  $7.50  complete. 

BROOKLYN  METAL  STAMPING  CORP., 
720  Atlantic  Ave.,  -:-  Brooklyn,  N.  Y. 


Radio  Cabinet  for  Manu- 
facturers and  Distributors 


In  connection  with  a  new  line  of  high-class 
radio  furniture  which  has  just  been  announced 
to  the  trade,  the  Superior  Cabinet  Corp.,  New 


Superior  Cabinet  Model  401 

York,  has  designed  a  special  model,  illustrated 
herewith,  for  manufacturers  and  distributors 
only.  This  is  model  401,  in  maple  overlays  on 
genuine  butt  walnut.  The  dimensions  are,  height 
inches,  width  30^  inches,  depth  17j4 
inches,  panel  overall  size  25^4  inches  wide,  lfJMs 
inches  high.  It  is  equipped  with  the  RCA  100A 
loud  speaker,  and  is  on  exhibition  at  the  Su- 
perior Cabinet  Corp.'s  New  York  showrooms. 

The  general  Superior  line  includes  a  variety 
of  cabinets,  tables,  spinets  and  consoles  in 
both  walnut  and  decorative  artistic  models,  de- 
signed to  accommodate  any  AC  electric  set. 
The  RCA  100A  loud  speaker  is  standard  equip- 
ment in  all  Superior  models. 

The  Superior  factory  and  production  facilities 
were  recently  enlarged,  according  to  B.  J. 
Greenbaum,  executive  head  of  the  organization, 
who  states  that  prompt  deliveries  can  be  made 
on  orders  of  any  quantity. 


Hartzell  Sales  Go.  Main 
Offices  Are  Now  in  Chicago 

The  Hartzell  Sales  Co.,  through  its  president, 
C.  C.  Hartzell,  recently  announced  that  the 
principal  office  of  the  company  is  now  located 
at  508  South  Dearborn  street,  Chicago,  111.  The 
Hartzell  organization  has  for  the  past  several 
years  maintained  its  headquarters  in  New  York 
with  a  branch  office  in  Chicago  and  sales  repre- 
sentatives in  twenty-one  cities  throughout  the 
country. 


Montomery  Ward  &  Co. 

to  Extend  Chain  Stores 

Chicago,  III.,  February  10. — Plans  for  one  of 
the  largest  retail  chain  store  developments  ever 
undertaken,  were  announced  recently  by  Mont- 
gomery Ward  &  Co.,  mail  order  house  of  this 
city.  The  stores  will  carry  radio  receivers,  fur- 
niture, house  furnishings,  and  other  lines.  The 
Montgomery  Ward  organization  has  been  ex- 
perimenting in  the  chain  store  field  for  the  past 
eighteen  months  and  now  operates  fifty  stores. 
It  expects  to  have  150  by  the  end  of  1928. 
President  George  B.  Everitt  states  that  the  com- 
pany plans  to  establish  stores  in  the  1500  towns 
above  5,000  population  in  the  United  States. 
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Recording  Artists  in 

Concert  Appearances 
Invite  Record  Tie-Ups 


The  following  list  of  concert  dates  of  a  num- 
ber of  recording  artists  has  been  compiled  for 
the  benefit  of  dealers  who  wish  to  stimulate  the 
sale  of  records  of  artists  appearing  in  their 
cities  or  towns.  Tie-ups  can  be  effected  through 
the  mediums  of  window  displays  or  by  direct 
mail,  calling  the  attention  of  customers  to  the 
scheduled  appearances  and  a  mention  that  the 
artist's  recordings  are  available. 

VICTOR  ARTISTS 

Harold  Bauer — February  16,  New  York,  N.  Y. ;  February 
18,  Brooklyn,  N.  Y-;  February  19,  New  York,  N.  Y.; 
February  21,  Ithaca,  N.  Y.;  February  23,  Detroit.  Mich.; 
February  24,  Detroit,  Mich.;  February  28,  Chicago,  111.; 
March  6,  San  Francisco,  Cal.;  March  8,  Palo  Alto,  Cal.; 
March  9,  Pomona,  Cal.;  March  13,  Riverside,  Cal.;  March 
15,  Los  Angeles,  Cal. 

Pablo  Casals — February  16,  Boston,  Mass.;  February  17, 
South  Hadley,  Mass.;  February  21,  Orange,  N.  J.;  Feb- 
ruary 24,  Montclair,  N.  J.;  February  26,  New  York,  N.  Y. 

Feodoe  Chaliapin — February  20,  Detroit,  Mich.;  Febru- 
ary 23,  Ann  Arbor,  Mich.;  February  26,  Indianapolis, 
Ind.;  February  28,  Des  Moines,  Iowa;  March  1,  Madison, 
Wis.;  March  4,  Chicago,  111.;  March  7,  New  York,  N.  Y. ; 
March  11,  Boston,  Mass. 

Richard  Crooks — February   19,   New   York,  N.  Y. 

Galli-Curci — February  15,  Clarksburg,  W.  Va. ;  Febru- 
ary 17,  Charleston,  W.  Va. ;  February  19.  Indianapolis. 
Ind.;  February  22,  Appleton,  Wis.;  February  24,  St. 
Paul,  Minn.;  February  27,  Eau  Claire,  Wis.;  February 
29,  Peoria,  111. 

Jascha  Heifetz — March  4,  Miami  Beach,  Fla.;  March 
9,  Atlanta,  Ga. ;  March   14,  San  Antonio,  Tex. 

Maria  Jeritza — February  19,  Boston,  Mass.;  February 
25,  Charlotte,  N.  C;  February  28,  Richmond,  Va. ;  Marcli 
1,  Brooklyn,  N.  Y. ;  March  3,  New  Haven,  Conn.;  March 
5,  Baltimore,  Md. ;  March  7,  Washington,  D.  C. 

Fritz  Kreisler — February  15,  Lexington,  Ky. ;  Febru- 
ary 16,  Huntington,  W.  Va.;  February  20,  Baltimore,  Md. : 
February  21,  Washington,  D.  C. ;  February  22,  Norfolk. 
Va.;  February  23,  Lynchburg,  Va.;  February  26,  Boston, 
Mass.;  March  2,  Milwaukee,  Wis.;  March  4,  Chicago,  111.; 
March  8,  Sheboygan,  Wis. 

Mary  Lewis — February  19,  Miami  Beach,  Fla. ; 
February  21,  Augusta,  Ga.;  February  23,  Greenville,  N. 
C;  February  25,  Danbury,  Conn.;  March  8,  Waterbury, 
Conn. 

John  McCormack — February  16,  Houston,  Tex.;  Febru- 
ary 19,  New  Orleans,  La.;  February  21,  Birmingham, 
Ala.;  February  24,  Nashville,  Tenn.;  February  29,  Pine 
Bluff,  Ark. 

Paderewski — February  17,  St.  Louis,  Mo.;  February 
20,  Kansas  City.  Mo.;  February  21,  Wichita,  Kans.:  Feb- 
ruary 23,  Pittsburg,  Kans.;  February  27,  Des  Moines, 
Iowa;  February  29,  Minneapolis,  Minn.;  March  4,  Mil- 
waukee, Wis.;  March  6,  Green  Bay,  Wis.;  March  8,  Madi- 
son, Wis.;  March  11,  Chicago.  III.;  March  12,  Detroit, 
Mich.;  March  14,  Lansing,  Mich. 

Rosa  Ponselle — February  16,  Schenectady,  N.  Y. ;  Feb- 
ruary   18,    New    York,    N.    Y.;    February    19,  Hartford. 


Portland,  Ore.,  February  4. — After  a  protracted 
period  of  inactivity  the  Oregon  Music  Trades 
Association  met  January  27  at  the  Elks  Club. 
Members  present  decided  to  hold  the  annual 
meeting  in  the  near  future  for  the  election  of 
officers.  A  resolution  was  passed  to  send  in  a 
petition  to  the  manufacturers  of  phonographs 
and  radios  for  a  better  trade  discount. 

E.  Avery,  of  Los  Angeles,  in  charge  of  the 
Brunswick  recording  laboratories  and  in  charge 
of  the  Los  Angeles  Brunswick  record  factory, 
stopped  off  in  Portland  several  days  .on  his  re- 
turn from  Seattle,  where  he  made  a  group  of 
recordings  of  the  Herb  Wiedoeft  Orchestra. 

The  recent  Victor  release  of  the  new  concert 
series,  consisting  of  the  better-known  popular 
selections  of  Victor  Herbert,  are  meeting  with 
the  approval  of  the  dealers,  according  to  the 
Portland  Victor  headquarters  of  the  Pacific 
Northwest  Distributing  Co. 

"Columbia  Nite"  was  a  feature  of  the  Cole 
McElroy  Spanish  Ballroom,  when  Columbia 
dealers  and  Columbia  sales  people  of  Portland 
were  entertained  by  the  Cole  McElroy  Spanish 
Ballroom  Orchestra,  Columbia  artists,  in  honor 
of  the  release  of  the  new  Columbia  records  of 
this  orchestra. 

The  room  was  decorated  with  Columbia 
records,  Columbia  window  trims  and  other 
Columbia  material,  making  the  whole  a  very 
attractive  setting  for  the  famous  Columbia 
recording  organization.  One  of  the  big  features 


Conn.;  February  21,  Williamsport,  Pa.;  February  24, 
Baltimore,  Md.;  February  26,  Waterbury,  Conn.;  February 
28,  Akron,  Ohio;  March  2,  Toledo,  Ohio;  March  9, 
Duluth,  Minn. ;  March  14,  Warrensburg,  Mo. 

Rachmaninoef — February  15,  Buffalo,  N.  Y.;  February 

16,  Northampton,  Mass.;  February  18,  New  York,  N.  Y.; 
February  27,  Brooklyn,  N.  Y.;  February  29,  Philadel- 
phia, Pa.;  March  2,  Washington,  D.  C. ;  March  5,  Palm 
Beach,  Fla.;  March  7,  St.  Petersburg,  Fla.;  March  9. 
Sanford,  Fla.;  March  12,  Tampa,  Fla.;  March  15,  Miami, 
Fla. 

Tito  Schipa — February  20,  Evanston,  111.;  February  22, 
Youngstown,  Ohio;  February  24,  Cleveland,  Ohio;  Febru- 
ary 26,  New  York,  N.  Y. 

Madame  Schumann-Heink — February  17,  San  Jose,  Cal.; 
February  19,  San  Francisco,  Cal.;  February  21,  Sacra- 
mento, Cai.;  February  24,  Los  Angeles,  Cal.;  February 
27,  Ventura,  Cal.;  March  5,  Denver,  Colo.;  March  7. 
Amarillo,  Tex.;  March  9,  Wichita,  Kans.;  March  11,  Kan- 
sas City,  Kans.;  March  15,  Bowling  Green,  Ky. 

Lawrence  Tibbett — February  16,  New  York,  N.  Y. 

Reinald  Werrenrath — March  3,  Atlantic  City,  N.  J.; 
March  6,  Chicago,  111. 

COLUMBIA  ARTISTS 

Elsa  Alsen — February  16,  Washington,  D.  C. ;  February 
23,  Washington,  D.  C;  March  9,  St.  Louis,  Mo.;  March 
10,  St.  Louis,  Mo. 

Sophie  Braslau — February  19,  Philadelphia,  Pa.;  Feb- 
ruary 21,  Chicago,  111.;  February  25,  Detroit,  Mich.; 
March  11,  New  York  City,  N.  Y. 

Fraser  Gauge — February  17,  Philadelphia,  Pa.;  February 
18,  Philadelphia,  Pa. 

Percy  Grainger — February  16,  Corning,  N.  Y.;  February 

17,  Albany,  N.  Y.;  February  20,  New  London,  Conn.; 
February,  21,  Montclair,  N.  J.;  February  22,  Lancaster, 
Pa.;   February  28,  Lincoln,  Neb. 

London  String  Quartet — February  19,  Philadelphia,  Pa.; 
February  28,  Milwaukee,  Wis.;  March  4,  Chicago,  111.; 
March  5,  Springfield,  111. 

Musical  Art  Quartet — February  17,  Baltimore,  Md.; 
February  19,  New  York  City,  N.  Y. ;  February  23,  Pots- 
dam, N.  Y.;  February  24,  Clinton,  N.  Y. ;  February  26, 
New  York  City,  N.  Y. 

New  York  Symphony  Orchestra — February  24,  Pough- 
keeusie,  N.  Y. 

Felix  Salmond — March  11,  New  York  City,  N.  Y. 
BRUNSWICK  ARTISTS 

New  York  String  Ouartet — February  14,  Bluefield,  W. 
Va.;  February  17,  Westfield,  N.  J.;  February  19,  New 
York  City,  N.  Y.;  February  23,  Peoria,  111.;  February  25. 
Lake  Forest,  111.;  February  24,  Racine,  Wis.;  February  26, 
Dixon,  111.;  February  27,  Aurora,  111.;  February  28,  Keo- 
kuk, Iowa;  March  1,  St.  Paul,  Minn.;  March  2,  Rochester, 
Minn.;  March  5,  Kenosha,  Wis.;  March  6,  Ann  Arbor, 
Mich.;  March  7,  Ashtabula,  Ohio;  March  8,  Painesville, 
Ohio;  March  9.  East  Liverpool,  Ohio;  March  11,  Boston, 
Mass.;  March  13,  Hartford,  Conn. 

Sigrid  Onegin — February  17,  Washington,  D.  C. ;  Feb- 
ruary 21,  Atlanta,  Ga. ;  February  29,  Redlands,  Cal.; 
March  2,  Sacramento,  Cal.;  March  5,  San  Francisco,  Cal.; 
March  7,  Oakland,  Cal.;  March  9,  Fresno,  Cal.;  March  12, 
Tucson,  Ariz.;  March  14,  San  Diego,  Cal. 

Max  Rosen — February  16,  Arlington,  Tex. ;  February 
17,  Waco,  Texas. 

Albert  Spalding — February  27,  New  Orleans,  La. 


of  the  evening  and  which  brought  forth  a  great 
deal  of  comment  was  the  playing  of  the  new 
Cole  McElroy  recording  on  the  Columbia- 
Kolster. 

Herman  Kenin's  Multnomah  Hotel  Band, 
probably  the  best-known  dance  band  in  the 
West,  Victor  recording  artists,  and  very  popu- 
lar in  Portland,  will  appear  as  a  regular  feature 
Monday  nights  at  the  Broadway  Theatre,  ac- 
cording to  announcement  of  the  Broadway 
management. 

The  Northwestern  Victor  Distribution  Co.  en- 
tertained the  Victor  dealers  and  salesmen  of 
Portland  and  vicinity  at  a  luncheon  held  at  the 
Hotel  Portland  January  11,  at  which  time  they 
were  addressed  by  C.  B.  Gilbert,  of  Seattle,  and 
president  of  the  Northwestern  Co.  The  new 
model  Victor-Electrola  No.  1215  was  demon- 
strated to  them  for  the  first  time. 

Elmer  Hunt,  in  charge  of  the  Portland  office, 
announced  that  they  had  added  the  J.  K.  Gill 
Co.  to  their  agencies. 

Harold  L.  LaFount,  Pacific  Coast  representa- 
tive of  the  Federal  Radio  Commission,  who 
was  recently  appointed  by  the  president  to  suc- 
ceed the  late  Colonel  John  Dillon,  was  a  visitor 
to  Portland  last  month,  and  spent  two  days  in 
conference  with  the  local  broadcasting  people. 

L.  D.  Heater,  Portland  jobber  of  phono- 
graphs, records  and  radios,  was  visited  recently 
by  Bill  Ockonden,  who  was  recently  appointed 
Pacific  Coast  representative  for  Okeh  records. 


Frank  V.  Goodman  Bosch 

Radio  Sales  Manager 

Connected  With  the  Sonora  Phonograph  Co. 
for  Nine  Years,  Occupying  Executive  Posts 
— Has  Had  Wide  Advertising  Experience 

Frank  V.  Goodman,  for  the  past  nine  years 
associated  with  the  Sonora  Phonograph  Co 
and  for  the  past  several  years  vice-president 
and  Eastern  sales  manager  of  that  organiza- 


Frank  V.  Goodman 


lion,  has  been  appointed  general  sales  manager 
of  the  radio  division  of  the  American  Bosch 
Magneto  Corp.,  Springfield,  Mass.  Mr.  Good- 
man assumed  his  new  duties  on  February  6  and 
is  now  becoming  acquainted  with  the  Bosch 
sales  and  factory  executives  in  the  different 
parts  of  the  country. 

Bosch  wholesalers  and  retailers  have  evinced 
the  keenest  pleasure  in  the  appointment  of  Mr. 
Goodman  as  radio  general  sales  manager,  for 
he  is  recognized  as  one  of  the  foremost  mer- 
chandising executives  in  the  phonograph  and 
radio  industries.  During  his  nine  years  with 
the  Sonora  Co.  he  earned  and  retained  the 
respect  and  esteem  of  wholesalers  and  dealers 
throughout  the  country  because  of  his  intimate 
familiarity  with  their  sales  problems  and  his 
practical  experience  in  every  phase  of  selling. 

In  addition  to  his  general  sales  knowledge, 
Mr.  Goodman  has  the  advantage  of  being  a 
keen  student  of  advertising  in  all  its  ramifica- 
tions, having  been  associated  with  O.  J.  Gude 
in  outdoor  work,  the  Frank  A.  Munsey  pub- 
lications and  with  several  prominent  advertis- 
ing agencies. 

The  American  Bosch  Magneto  Co.  is  making 
plans  for  a  very  interesting  sales  and  merchan- 
dising campaign  the  coming  year  and  Mr. 
Goodman's  many  years  of  experience  in  sales 
activities  will  undoubtedly  be  reflected  in  the 
success  of  this  campaign.  In  addition  to  his 
recognition  as  a  sales  executive,  Mr.  Goodman 
has  won  a  host  of  personal  friends  in  the  radio 
and  phonograph  industries,  who  have  sent  him 
letters  and  telegrams  of  congratulation  upon 
his  new  activities. 

Tentative  Show  Dates  Named 


The  directors  of  the  St.  Louis  Radio  Trades 
Association  recently  voted  to  tentatively  set 
the  dates  for  the  Fourth  Annual  Southwest  Na- 
tional Radio  Show  for  September  17  to  22  in 
this  city.  The  final  decision  on  these  dates  will 
be  made  by  the  1928  directorate,  who  will  take 
office  on  March  1. 


The  Hyde  Music  Co.,  Jersey  City,  N.  J.,  was 
recently  incorporated  at  Trenton  with  a  capital 
stock  of  $125,000. 


Portland  Columbia  Dealers  and  Staffs 

Entertained  by  Cole  McElroy  Orchestra 

Celebrate  Release  of  Orchestra's  First  Columbia  Recordings  by  Holding  "Columbia  Nite"  in 
Ballroom — Oregon    Music    Trades   Association  Holds  Meeting — Other  News  of  the  Trade 
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MM,  RECORDS 

Do  YOU  Dream? 


"Your  ship  will  never  come  in"  .  .  .  until  you 

send  one  to  sea.  You  may  dream  on  and  on 
of  your  argosy  of  wealth  coming  true. 


But  ♦  ♦  ♦ 


If  you  are  a  dealer  in  records,  it  is  clear 
headed  planning  that  will  carry  you  straight  to 
the  goal  of  more  profits  and  still  more  profits! 

Miss  no  opportunity  ♦  ♦  ♦ 

It  may  be  you  do  not  carry  Okeh  Records.  If 
so,  that  is  missing  an  opportunity!  There  is 
such  music  on  Okeh  Records  that  other  com- 
panies envy  and  try  to  copy  .  .  .  for  instance — 


Music  by: 


Frankie  Trumbauer  and  His  Orchestra 

Miff  Mole  and  His  Little  Molers 
Boyd  Senter       Ed  Lang       Joe  Venuti 


Consolidated  Talking  Machine  Co* 
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LEONARD  P.  CANTY 


Home  Entertainment  Products  Enjoying 

Good  Demand  in  Middle  Western  Area 

Radio  Sales  During  January  and  Early  February  Were  Gratifying — Portable  Demand  Heavy  and 
Cabinet  Phonographs  Selling  Well — Record  Sales  Continue  Consistently  Good 


Chicago,  III.,  February  9. — The  music-radio 
trade  throughout  the  Middle  West  is  experi- 
encing good  business  in  home-entertainment 
products.  Record  sales  continue  to  be  good, 
and  one  of  the  reasons  advanced  for  this  con- 
dition is  the  fact  that  there  are  now  on  the 
market  so  many  songs  and  ballads  of  the  popu- 
lar type,  "which  one  may  whistle,"  instead  of 
the  jazz  composition  with  little  or  no  melody. 
A  dozen  songs  have  caught  the  popular  fancy 
in  a  way  which  has  not  been  witnessed  for 
a  long  period,  and  as  a  result  the  recordings 
are  in  heavy  demand.  Heavy  portable  phono- 
graph sales  are  another  underlying  cause,  for 
the  sale  of  a  portable  machine  means,  in  nine 
cases  out  of  ten,  an  enthusiastic  record  buyer 
of  dance  and  popular  selections. 

The  demand  for  cabinet  phonographs  is  fair 
in  the  larger  centers  with  greater  interest  in 
the  smaller  communities  and  farming  sections. 
The  interest  in  electrical  reproducing  instru- 
ments is  increasing,  and  it  is  predicted  that  in 
1928  there  will  be  a  far  greater  number  of  com- 
bination radio-phonographs  on  the  market 
bidding  for  public  favor. 

Radio  sales  during  January  and  the  early  part 
of  February  were  very  gratifying  at  a  season 
when  excessive  dumping  and  a  sharp  decrease 
in  business  have  been  experienced  in  the  past. 
Many  radio  manufacturers,  whose  plants  ceased 
producing  late  in  December,  experienced  heavy 
demands  from  the  trade  for  radio  receivers 
early  in  January,  with  the  result  that  their  fac- 
tories are  again  operating.  The  demand  for 
AC  receivers  continues,  with  a  shortage  of  sev- 
eral popular  makes,  and  in  the  smaller  and  un- 
wired  communities  battery-operated  sets  con- 
tinue in  good  demand.  A  development  of  in- 
terest to  distributors  and  dealers  during  the  last 
few  weeks  was  the  introduction  of  transformers 
and  power  packs,  which,  when  used  with  an 
adaptor  harness,  convert  the  battery-operated 
set  to  AC  operation.  This  device  has  opened 
up  new  avenues  of  sales  for  converting  the  sets 
now  in  stock  and  furnishing  a  new  product  to 
sell  old  customers  having  battery  operated  sets 
in  their  homes. 

Becker  Bros.  Pushing  Kellogg  Radio 

Becker  Bros.  Electrical  Corp.,  Chicago,  ex- 
clusive Kellogg  radio  distributors  in  northern 
Illinois  and  northern  Indiana,  report  that  the 
company  is  in  the  midst  of  a  very  successful 
radio  season.  B.  F.  Wallace,  secretary  of  the 
company,  and  W.  F.  Becker,  president  and 
treasurer,  after  checking  over  results  for  1927 
have  reported  a  very  satisfactory  year  from  the 
profit  standpoint.  Under  the  leadership  of  W. 
L.  Neil,  sales  manager  of  the  company,  Becker 
Bros,  have  organized  a  very  efficient  sales 
force  which  covers  the  territory  very  effectively. 
W.  C.  Fuhri  a  Visitor 

W.  C.  Fuhri,  vice-president  and  general  sales 
manager  of  the  Columbia  Phonograph  Co., 
spent  a  few  days  at  the  Chicago  office  of  the 
Columbia  organization  late  in  January  on  his 
way  to  the  Pacific  Coast. 

The  Chicago  branch  office  of  the  Columbia 
Phonograph  Co.  reports  that  record  sales  in 
this  territory  for  the  month  of  January  were 
greater  than  in  any  January  for  the  past  six  or 
seven  years.    The  three  releases  of  "The  Two 


Black  Crows"  recordings  were  given  added  im- 
petus with  the  opening  at  the  Illinois  Theatre 
of  Earl  Carroll's  "Vanities."  A  few  days  after 
the  show  opened  the  Chicago  Evening  Ameri- 
can carried  a  page  of  Columbia  tie-up  advertis- 


ing. Several  feature  stories  dealt  with  George 
Moran  and  Charles  Mack,  the  "Two  Black 
Crows,"  and  among  the  Chicago  establishments 
which  co-operated  in  the  advertisement  were 
the  W.  W.  Kimball  Co.,  Columbia  record  dis- 
tributor, Adam  Schaaf,  the  Broadway  Sheridan 
Radio  Music  Co.,  the  Rialto  Music  House  and 
about  fifteen  other  Columbia  dealers. 

Unusual  Exhibit  of  Atwater  Kent  Radio 
The  process  of  manufacture  of  Atwater  Kent 
alternating  current  radio  receivers  was  recently 
on  exhibition  in  Chicago.     Beginning  January 
(Continued  on  page  98) 


KIMBALL 


Phonographs 


The  Latest 
Announcement 

New  1928 
Model  275 

An  Outstanding 
Value 


STYLE  275  WALNUT 
Beautifully  Blended  High-light  Finish. 
44J4  in.  High— 29  in.  Wide— 22]/2  in.  Deep. 

IF  YOU  CAN  SELL  PHONOGRAPHS 
THIS  WILL  INTEREST  YOU 

"The  Best  in  Music  Whenever  You  Want  It" 

■  . 

Write  or  wire  for  particulars 

W.  W.  KIMBALL  COMPANY 

Established  1857 


306  So.  Wabash  Ave. 


Kimball  Bldg.,  Chicago 
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16,  Marshall  Electric  Utilities,  Inc.,  staged  one 
of  the  most  unusual  exhibits  of  an  exclusive 
line  of  radio  sets  and  speakers  ever  held  in  the 

industry. 

The  entire  sixth  floor  of  Mandel  Bros,  de- 
partment store,  totaling  over  20,000  square  feet 
of  floor  space,  located  at  State  and  Madison 
streets,  Chicago,  was  devoted  to  displaying  the 
new  Atwater  Kent  all-in-one  AC  set  and  the 
Model  "E"  speakers  with  their  variety  of  color 
combinations.  Process  of  assembly  of  these  sets 
conveyed  at  least  a  faint  idea  of  how  mass 
production  combined  with  accuracy  is  carried 
on  in  the  fifteen-and-one-half-acre  factory  at 
Philadelphia. 

George  Jaud,  territory  manager  of  the  At- 
water Kent  Mfg.  Co.,  together  with  H.  B. 
Wolper,  of  Marshall  Electric  Utilities,  Inc.,  and 
the  Sampson  Electric  Co.,  Chicago  distributor, 
were  responsible  for  this  interesting  and  color- 
ful exhibit. 

P.  A.  Ware,  merchandising  manager  of  the 
Atwater  Kent  organization,  provided  a  series 
of  motion  picture  and  slide  films  of  consider- 
able news  value  which  were  shown  during  the 
exhibition. 

Temple  Representative  Entertained 

Harold  Moynelo,  of  Borden  &  Moynelo,  New 
York  and  Washington,  Eastern  Central  repre- 
sentative; Irving  Schubot,  Detroit;  Franklin 
McDermott,  St.  Louis;  J.  L.  Leban,  Cleveland 
representative,  and  Frank  Guppy,  Minneapolis 
i  epresentative,  were  recent  guests  of  Addison 
Brown,  sales  manager  of  Temple,  Inc.,  at  the 
company's  new  factory  in  Chicago. 

These  gentlemen,  who  are  all  experienced 
radio  men,  complimented  Fred  Temple,  vice- 
president  and  general  superintendent  of  Tem- 
ple, Inc.,  on  the  new  factory  which  was 
recently  completed  and  into  which  Temple, 
Inc.,  moved  late  in  1927.  Mr.  Temple  has  built 
into  the  Temple  plant  a  most  up-to-date  ex- 
perimental and  testing  laboratory  and  made 
special  tests  and  demonstrations  that  were  of 
considerable  interest  to  all  present. 

Growing  Sales  of  Steinite  AC  Sets 

The  Campbell  Iron  Co.,  St.  Louis,  Mo.,  which 
took  over  the  distribution  of  Steinite  electric 
sets  in  the  St.  Louis  territory  November  1,  up 
to  January  1  had  disposed  of  over  1,200  sets 
in  that  territory,  according  to  reports  from 
the  Steinite  headquarters  in  Chicago.  The 
Steinite  Laboratories   recently  announced  the 


appointment  of  H.  J.  Gorke,  Syracuse,  N.  Y., 
and  the  Crescent  Electric  Supply  Co.,  Dubuque, 
la.,  as  exclusive  distributors  of  Steinite  re- 
ceivers. H.  J.  Gorke  will  cover  the  entire 
central  New  York  State  territory  for  the 
Steinite  Laboratories. 

Opens  Chicago  Sales  Office 

The  Julian  M.  White  Mfg.  Co.,  power  unit 
manufacturer,  of  Sioux  City,  la.,  recently 
opened  a  Chicago  sales  office  in  the  Burnham 
Building,  160  North  LaSalle  street.  N.  D. 
Patti,  sales  manager  of  the  company,  makes 
his  headquarters  at  the  Chicago  office,  and  the 
firm  is  maintaining  a  close  contact  with  manu- 
facturers of  AC  radio  receivers,  for  which  the 
White  organization  supplies  an  AC-B  power 
pack,  built  to  manufacturers'  specifications. 
Chicago  Dealers  Visit  A.  K.  Plant 

The  Sampson  Electric  Co.,  Atwater  Kent 
distributor  of  Chicago,  recently  brought  fifty 
chosen  dealers  for  a  two-day  visit  to  the  At- 
water Kent  plant  in  Philadelphia.  The  dealers 
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I Accurate! 
The  Alto 

Automatic  Stop 
For  Phonographs 

Accuracy  at  low  cost  means 
satisfied  customers.  Fits  un- 
deT  the  turntable.  Simple  to 
attach.  With  a  record  of 
ten  years  satisfactory  serv- 
ice   in    the    phonograph  in- 


Alto  Mfg.  Co.,  1647  Wolfram  St.,  Chicago,  111. 

Canadian    Distributor:    Universal    Supply   Co..   Toronto,  Ont. 


a  contract  with  the  National  Broadcasting  Co. 
for  radio  broadcasting  over  the  entire  "Blue 
Network"  of  18  stations  on  a  scale  never  before 
attempted  by  any  merchandising  organization. 
It  is  estimated  that  fully  75  per  cent  of  the 
entire  population  of  the  United  States,  east  of 
the  Rocky  Mountains,  lives  within  the  areas 


Chicago  Dealers  of  Sampson  Electric 

were  welcomed  to  the  factory  by  A.  Atwater 
Kent,  who  gave  a  short  address  after  which  a 
tour  of  inspection  was  taken.  The  Bellevue 
Stratford  Hotel  was  the  headquarters,  and  the 
dealers  were  entertained  there  during  the  after- 
noon and  evening.  Boxing  matches  at  the 
Arena  were  part  of  the  entertainment  program. 
On  Tuesday  the  Chicago  visitors  took  a  sight- 
seeing trip  and  left  for  Chicago  at  3.05  p.  m. 
To  Broadcast  Over  "Blue  Network" 
As  further  evidence  of  the  increasing  popular- 
ity of  nationwide  broadcasting  of  select  musical 
programs,  Montgomery  Ward  &  Co.,  America's 
oldest  mail-order  house,  with  distributing 
branches  covering  the  entire  country,  has  closed 


Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


fNCO/tPORA  TED  UNDER  THE 
LA  WS  OF  ILLINOIS 


succcssons  -TO  — 

Standard  Talking  Machine  Co. 
Vniied  Talking  Machine  Co. 
Harmony  Talking  Machine  Co. 
O'Neill. Jamee  Co. 
4  retina  Co. 


High.  GradeTilkinoMuriiines.  Disc  Records. 
Talking  Machine  Supplies,  Etc 


TRAOC  MARK 

•CONSOLA' 


227-229  W.  WASHINGTON  ST.  CHICAGO  ILL. 
Branches:  t»S7  Gratiot  Are.,  Detroit,  Mich.         14M  Washing-ton  A  to..  Booth,  Minneapolis,  Minn. 


Co.,  Who  Visited  Atwater  Kent  Plant 

covered  by  all  the  stations  included  in  the  Ward 
broadcasting  schedule. 

At  8  o'clock  p.  m.,  Central  Standard  time, 
every  Monday,  the  Ward  program,  known  as 
the  "Riverside  Hour,"  a  name  suggested  by  the 
firm's  well-known  line  of  tires  and  automotive 
equipment,  goes  on  the  air.  A  special  Ward 
orchestra,  known  as  the  "Riverside  Trail  Blaz- 
ers," and  directed  by  Jules  Herbuveaux,  director 
of  the  world-famous  Brunswick  recording  dance 
orchestras,  who  has  made  an  extensive  study  of 
the  presentation  of  popular  music  by  radio,  pro- 
vides the  music. 

Lazar  &  Son  Open  Radio  Departments 

Lazar  &  Son,  proprietors  of  three  prominent 
music-radio  stores  on  the  northwest  side  of 
Chicago,  recently  opened  radio  departments  in 
the  stores  of  the  Amber  Furniture  Co.,  at  3108 
Lincoln  avenue,  1620  West  Chicago  avenue  and 
2036  Milwaukee  avenue.  In  both  the  Lazar  & 
Son  music  stores  and  the  Amber  Furniture  es- 
tablishments Radiola,  Atwater  Kent,  Freshman 
and  Zenith  receivers  are  handled,  and  in  the 
music  stores  proper,  in  addition  to  the  radio 
products,  Columbia  phonographs  and  records 
are  featured. 

Battery  Manufacturers  to  Meet 

The  Winter  meeting  of  the  National  Battery 
Manufacturers'  Association  will  be  held  Feb- 
ruary 23  and  24  at  the  Edgewater  Beach  Hotel, 
Chicago.  Alvin  E.  Dodd,  of  the  United  States 
Chamber  of  Commerce,  Washington,  D.  C. ;  E. 
L.  Green,  of  the  National  Better  Business  Bu- 
reau of  New  York,  and  George  Woodruff,  vice- 
chairman  of  the  National  Bank  of  the  Republic, 
Chicago,  will  deliver  addresses  during  the  con- 
vention. The  rest  of  the  program  will  be  de- 
voted to  general  and  technical  subjects  pertain- 
ing to  the  battery  industry. 

R.  D.  Mowry,  of  the  Universal  Battery  Co., 
Chicago,  is  chairman  of  the  entertainment 
committee,  whose  plans  include  a  dinner  party 
at  the  Rainbow  Gardens  and  a  banquet  at  the 
Edgewater  Beach  Hotel.  D.  H.  Kelly,  of  the 
U.  S.  L.  Battery  Corp.  is  president  of  the  Asso- 
ciation, and  W.  J.  Parker  was  recently  ap- 
pointed commissioner. 

Wiswell  Co.  Sponsors  Sparton  Meeting 

A  sales  and  service  meeting  for  Sparton  radio 
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dealers,  held  by  the  Wiswell  Radio  Co.,  Chicago 
distributor,  on  January  26  and  27,  was  attended 
by  one  hundred  forty-four  retailers  from  this 
territory.  On  Thursday  service  problems  were 
discussed  and  on  Friday  a  sales  meeting  was 
held.  The  two-day  session  was  climaxed  by  a 
banquet  on  Friday  evening  at  the  Stevens 
Hotel,  a  most  enjoyable  affair. 

Leslie  C.  Wiswell,  head  of  the  firm  which 
bears  his  name;  Harry  Sparks,  sales  manager  of 
the  Sparks-Withington  Co.,  Jackson,  Mich., 
manufacturer  of  Sparton  radio  receivers;  Earl 
Brower,  assistant  to  Mr.  Sparks;  W.  L.  Krause, 
central  manager,  and  other  representatives  of 
the  Sparton  organization  addressed  the  gather- 
ing. Frank  Justin,  of  Justin  Bros.,  Spar- 
ton dealers  of  this  city,  outlined  for  the  benefit 
of  his  fellow  merchants  the  plan  of  merchandis- 
ing which  had  developed  so  many  Sparton  sales 
for  his  store,  and  J.  T.  Bristol,  of  the  Bristol 
Finance  Co.,  discussed  the  problem  of  financing 
dealer  sales.  Representatives  of  national  maga- 
zines also  addressed  the  dealers  on  the  subject 
of  advertising. 

L.  C.  Wiswell  on  Vacation 

Leslie  C.  Wiswell,  head  of  the  Wiswell  Radio 
Co.,  Chicago,  Sparton  distributor,  accompanied 
by  Mrs.  Wiswell,  left  Chicago  February  11  on 
a  three  weeks'  cruise  to  the  West  Indies.  They 
sailed  from  New  York  City  on  the  White  Star 
liner  "Megantic." 

H.  D.  Schoenwald  in  New  Post 

Harry  D.  Schoenwald,  a  well-known  figure  in 
Middle  West  music-radio  circles,  and  a  past- 
president  of  the  Chicago  Piano  Club,  was  ap- 
pointed a  few  weeks  ago  as  record  sales  pro- 
motion manager  of  the  Consolidated  Talking 
Machine  Co.,  Chicago,  distributor  of  Okeh- 
Odeon  records,  and  manufacturer  of  the  Swan- 
son  portable  phonograph. 

Karas  Sales  Manager  Urges 
Dealers  to  Convert  Sets 

Robert  Egalston  States  That  Dealers  Will 
Find  Conversion  of  Battery-Operated  Sets 
to  AC  Operation  Will  Bring  Profits 


Chicago,  III.,  February  7. — Robert  Egalston, 
sales  manager  of  the  Karas  Electric  Co.,  4040 
North  Rockwell  street,  this  city,  in  discussing 
the   new   Karas   AC-Former  which   offers  an 


easy  method  of  converting  any  battery  set  to 
AC-tube  operation  said:  "Conversion  is  the 
keynote  to  good  business  throughout  Spring 
and  Summer  as  well  as  the  regular  Fall  season. 
Dealers  who  have  been  accustomed  to  taking 
a  poor  Summer  for  granted  will  find  in  con- 
version the  key  to  prosperity. 

"Since  our  first  announcement  of  the  AC- 
Former  we  have  been  flooded  with  thousands 
upon  thousands  of  inquiries.  Orders  piled  up 
so  fast  that  we  have  been  able  in  a  short  time 


Harry  Bibb's  host  of  friends  throughout  the 
country  will  welcome  the  news  of  his  appoint- 
ment to  the  important  post  of  sales  manager 


Harry  Bibb 

of  the  mid-West  division  of  the  Sonora  Phono- 
graph Co.,  Inc.,  with  territory  reaching  from 
Ohio  to  Colorado,  inclusive,  and  from  Canada 
to  the  Gulf,  and  headquarters  at  the  general 
sales  offices  of  the  company,  64  East  Jackson 
Boulevard,  Chicago. 
The  Sonora  Phonograph   Co.   is  presenting 


to  cut  our  list  price  on  our  Type  12  from 
$13.50  to  $8.75.  We  plan  an  aggressive  news- 
paper and  magazine  campaign  to  take  the  news 
of  our  product  to  the  public. 

"In  building  our  product  we  have  recognized 
the  importance  of  protecting  the  AC  tubes  so 
as  to  assure  them  long  life.  Surges  and  over- 
loads are  not  transmitted  to  the  tubes  to  ruin 
them  prematurely.  A  smooth,  steady  flow  is 
supplied  and  safeguarded  by  our  methods  of 
manufacture." 


new  plans  to  music  dealers,  and  is  in  the  midst 
of  a  comprehensive  program  for  rebuilding  the 
Sonora  dealer  organization.  The  new  policy 
of  appointing  dealers  will  be  directed  toward 
the  representative  and  more  aggressive  type  of 
music  merchant. 

Mr.  Bibb  is  president  of  the  Piano  Club  of 
Chicago,  and  is  an  active  figure  in  all  organ- 
ization work  in  the  promotion  of  music.  One 
of  the  veterans  of  the  phonograph  trade,  he 
brings  to  his  new  position  a  wealth  of  experi- 
ence and  the  benefit  of  many  years  of  close 
contact  with  the  trade. 

Brunswick  Go.  Broadcasts 

Polish  Hours  of  Music 

E.  J.  Ackerman  and  M.  Ritter,  of  Brunswick 
Chicago  Office,  Supervising  Weekly  Broad- 
casts of  Brunswick  Polish  Hour  of  Music 


Something  new  in  radio  programs  was  pre- 
pared by  E.  J.  Ackerman  and  M.  Ritter,  of  the 
Chicago  office  of  the  Brunswick-Balke-Collender 
Co.,  who  are  supervising  the  broadcast  of  the 
Brunswick  Polish  Hour  of  Music  over  radio 
station  WCFL  of  the  Chicago  Federation  of 
Labor,  and  the  Brunswick  recording  studios. 

This  hour  is  broadcast  every  Friday  night  be- 
tween the  hours  of  eight  and  nine,  central 
standard  time,  and  constitutes  mainly  a  program 
of  artists  who  have  recorded  for  Brunswick  in 
their  Polish  record  catalog,  and  other  prominent 
Polish  singers,  musicians  of  the  city  of  Chicago 
and  surrounding  territory. 

From  the  time  of  the  very  first  Brunswick 
Polish  Hour,  Mr.  Ackerman  has  been  receiving 
numerous  commendatory  letters  from  Polish 
people  who  are  now  having  regular  radio  par- 
ties every  week,  to  hear  this  hour,  and  most 
important  of  all,  from  the  commercial  angle,  the 
sale  of  Polish  records  in  Chicago  has  increased 
enormously  since  the  inauguration  of  these 
broadcasts,  and  as  it  is  announced  that  the 
records  can  be  procured  from  any  Brunswick 
dealer,  it  has  created  a  very  definite  demand  for 
Brunswick  Polish  records  in  Chicago,  and  con- 
sequently has  caused  the  opening  of  several  new 
accounts. 

The  announcements  for  this  hour  are  made 
both  in  English  and  in  Polish.  The  singing,  of 
course,  is  entirely  in  Polish  and  naturally  the 
vast  Polish  population  of  the  Chicago  territory 
tunes  in  every  week  for  the  concert.  The  pro- 
grams are  sponsored  by  the  Polish  Daily  News, 
which  is  the  most  influential  Polish  newspaper 
in  that  locality. 


Enters  Field  in  Chicago 

The  Kapp  Music  Co.,  Inc.,  2308  West  Madi- 
son street,  Chicago,  has  been  incorporated  with 
a  capital  stock  of  $30,000  to  engage  locally  in 
the  manufacture  and  sale  of  all  kinds  of  musi- 
cal instruments.  The  incorporators  are  Jacob 
Kapp,  Frieda,  Ruth  and  David  Kapp. 


Model  R17DD 

FOR 

Radiola  17  Receiver 

AND 

100A  Speaker 


R17DD— $42.50  List 


Model  K37 

FOR 

Atwater  Kent  37  Receiver 

AND 

New  Cone  Speaker 


All  models 
built  of 
walnut 

veneer  and 
cabinet 

hardwoods 

beautifully 
finished 


K37— $30.00  List 


Other  models  for  other  receivers 

PLYMOUTH  FURNITURE  CO. 

25  East  Juneau  Ave.  Milwaukee,  Wis. 


Harry  Bibb  Appointed  Mid- West  Sales 

Manager  of  Sonora  Phonograph  Co.,  Inc. 

Territory  Extends  From  Ohio  to  Colorado  and  From  Canada  to  the  Gulf — Will  Make  Head- 
quarters at  Chicago — Has  Had  Many  Years  of  Experience  in  Phonograph  Field 
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Brunswick  Hour  of  Music  Features 

Company's  Records  in  Weekly  Broadcasts 

Latest  Record  Releases  to  Be  Broadcast  Every  Wednesday  From  Station  WGN,  Chicago — 
Brunswick  Hour  Orchestra  Engaged — Series  of  Programs  Started  on  February  8 


Vincent  Lopez,  Ben  Bernie,  Nick  Lucas,  Al 
Jolson,  Lee  Sims,  and  other  popular  recording 
artists,  will  be  featured  through  Brunswick 
records,  on  the  Brunswick  Hour  of  Music  to  be 
broadcast  over  station  WGN,  Chicago,  every 
Wednesday  night  beginning  February  8,  at  8.00 
o'clock,  Central  Standard  time. 

That  this  program  will  be  popular  with  radio 
listeners  is  obvious,  for  with  the  musical 
wealth  of  the  Brunswick  record  catalog  at  their 
disposal,  the  program  directors  will  be  able  to 
maintain  an  unusually  high  standard  of  enter- 
tainment. The  programs  will  be  essentially  di- 
versified and  will  bring  to  the  radio  audience 
the  absolute  latest  things  in  music  as  they  are 
played  or  sung  by  the  recognized  stars  of  the 
entertainment  world. 

Another  interesting  feature  of  the  program 
is  that,  because  Brunswick  records  are  released 
each  Thursday  of  the  week,  the  broadcast  pro- 
gram on  the  preceding  night  will  feature  the 
next  day's  release.  In  this  way  record  fans  will 
be  able  to  hear  all  the  newest  records  in  ad- 
vance, and  at  the  same  time  the  listeners  are 
assured  of  a  program  that  is  up  to  the  latest 
minute. 

Even  though  the  records  alone  could  form  an 
unusually  interesting  program,  the  Brunswick- 
Balke-Collender  Co.,  sponsors  of  the  Brunswick 

Efficient  Device  to  Convert 
DC  Sets  Into  AG  Receivers 

Carter  AC  Harness  and  Karas  "A-C-Former" 
for  Converting  Battery-Operated  Sets  Is  Now 
Available  for  the  Retail  Trade 


Any  set  originally  designed  for  standard  201-A 
DC  tubes  can  be  converted  into  an  AC  set 
in  a  few  minutes,  without  a  single  change  of 
wiring  in  the  set  or  any  technical  knowledge  of 


Carter  AC  Harness 


radio  by  the  use  of  the  new  Carter  AC  Harness 
and  the  Karas  "A-C-Former." 

The  Carter  AC  Harness  consists  of  a  series 
of  adapters  that  are  inserted  in  the  tube  sockets 
of  the  radio  set  and  into  which,  in  turn,  are  in- 
serted the  AC  tubes.  They  are  attached  to 
one  another  by  the  filament  leads  which  are  an 
integral  part  of  the  Harness,  and  through  which 
the  alternating  current  is  conducted,  supplying 
the  filament  voltages  of  the  new  AC  tubes. 

The  Carter  AC  Harness  is  also  equipped 
with  the  necessary  resistances  to  create  the  re- 
quired grid  voltages  or  biases  for  the  AC  tubes 
as  well  as  for  whatever  power  tube  or  tubes 
are  used,  of  the  112  or  171  type,  either  of  which 
can  be  illuminated  with  alternating  current. 

The  Karas  "A-C-Former"  supplies  the  neces- 
sary voltages  for  AC  tubes  in  conjunction  with 
the  harness,  direct  from  the  light  socket.  It  will 
operate  eight  226  or  227  type  AC  tubes  and  two 
power  tubes  of  the  112  or  171  types.  No  extra 
connections  or  center  taps  are  required  and  it 
is  said  to  be  absolutely  silent,  with  no  hum. 

This  is  accomplished  by  scientific  transformer 
construction  based  upon  extensive  experience 
and  knowledge  of  the  requirements  for  a  de- 
vice of  this  kind.  It  is  small  and  compact,  and 
sturdily  built.  The  terminals  are  conveniently 
located  to  attach  to  any  AC  set  and  particu- 
larly the  Carter  AC  Harness. 

These  two  units  and  a  set  of  AC  tubes  are 


Hour,  have  engaged  an  orchestra  to  be  directed 
by  Mr.  Sellinger,  WGN  musical  director,  to 
play  various  numbers  during  the  introduction, 
the  finale,  and  at  intervals  during  the  hour. 
Whenever  possible,  Brunswick  artists  who  are 
available  will  be  featured  as  guest  artists. 

The  record  broadcast  is  an  innovation  for 
Chicago,  and  is  expected  to  become  one  of 
the  most  popular  hours  on  the  WGN  programs. 
The  first  week's  program  is  a  criterion  of  the 
high  standard  of  entertainment  that  will  feature 
this  Brunswick  Hour  of  Music  each  week.  The 
program  follows: 

Introduction  —  Merry  Widow  Waltz  —  Brunswick 
Hour  Orchestra.    Under  direction  of  Mr.  Sellinger. 

Mine.  All  Mine — Ben  Bernie  and  his  Orchestra. 

Fascination — Ben  Bernie  and  his  Orchestra. 

Memory  Lane — Brunswick  Hour  Orchestra.  Under 
direction  of  Mr.  Sellinger. 

Milenberg  Joys — Rodney  Rogers'  Red  Peppers. 

O  Sole  Mio — Galla-Rini — accordionist. 

Funiculi-Funicula — Galla-Rini — accordionist 

Tin  Pan  Parade — Vaughn  De  Leath — contralto. 

Selection — Brunswick  Hour  Orchestra.  Under  di- 
rection of  Mr.  Sellinger. 

Say  It  With  a  Red  Red  Rose — Bernie  Cummins 
and  his  Orchestra. 

Diane — Blackstone  Trio. 

Mother  of  Mine,  I  Still  Have  You — Al  Jolson. 
Blue  River — Al  Jolson. 

Kiss  Me  Again — Brunswick  Hour  Orchestra — ■ 
under  direction  of  Mr.  Sellinger. 

Keep  Sweeping  the  Cobwebs  Off  the  Moon — Abe 
Lyman  and  his  Orchestra. 

Lovey  Lee — The  Original  Memphis  Five. 

The  Song  is  Ended — Lee  Sims — pianist. 

Some  of  These  Days — Lee  Sims — pianist. 

absolutely  the  only  equipment  necessary  to  con- 
vert any  tuned  radio  frequency  set  to  an  AC 
receiver.  The  process,  of  conversion  is  simply 
to  remove  the  201-A  tubes,  disconnect  and  dis- 
card the  "A"  supply,  insert  the  Carter  adapters, 
into  which  in  turn  are  inserted  the  AC  tubes, 
connect  all  former  C  negative  leads  to  A  nega- 
tive or  C  positive  terminal,  attach  the  Carter 
Harness  to  the  Karas  "A-C-Former"  and  plug 
in  the  light  socket.  The  "B"  eliminator  or  "B" 
powerpack  is  left  connected  exactly  as  before. 
The  tuning  of  the  set  may  be  slightly  altered, 
although  the  dials  will  log  just  as  accurately  as 
before.  An  efficient  DC  set  by  this  conversion 
is  made  into  an  efficient  AC  set. 

Thorens,  Inc.,  of  New  York 
in  More  Commodious  Home 

The  large  and  constantly  growing  business 
of  Thorens,  Inc.,  distributor  in  the  United 
States  for  the  well-known  musical  products 
firm  of  Hermann  Thorens,  Ste.  Croix,  Switzer- 
land, has  made  necessary  its  removal  to  more 
commodious  quarters  at  450  Fourth  avenue, 
New  York  City.  The  organization  now  occu- 
pies an  entire  floor  at  that  address,  which  has 
been  attractively  and  efficiently  remodeled  to 
provide  the  best  facilities  for  service  to  Thorens 
customers. 

R.  K.  Kind,  general  manager,  under  whose 
direction  the  Thorens  products  are  enjoying  a 
steadily  increasing  volume  of  business  in  this 
country,  states  that  the  Excelda  Gramophone, 
a  camera-shaped  portable  which  was  introduced 
in  1927,  has  become  very  popular.  Thorens, 
Inc.,  handle  a  wide  variety  of  specialties 
manufactured  at  the  Ste.  Croix,  Switzerland, 
plant,  including  cigar  lighters,  musical  novel- 
ties, etc. 

Frederic  Hermann  Thorens,  son  of  Hermann 
Thorens  and  an  executive  at  headquarters  in 
Ste.  Croix,  is  planning  a  visit  to  the  United 
States  in  April,  according  to  Mr.  Kind. 


Since  the  death  of  Joseph  Feinblum,  founder 
of  the  Feinblum  Music  Co.,  71  Windsor  street, 
Hartford,  Conn.,  the  business  has  been  carried 
on  under  the  management  of  Jack  Kravitz,  who 
has  had  a  wide  experience  in  talking  machine 
trade  circles. 


Ellery  W.  Stone  to  Make 

Home  in  New  York  City 

President  of  Federal-Brandes  and  Federal 
Telegraph  Co.  of  California  Arrives  in  East 
— Move  Made  Because  of  Kolster  Demand 

Lieutenant  Commander  Ellery  W.  Stone, 
president  of  Federal-Brandes,  Inc.,  and  of  Fed- 
eral Telegraph  Co.  of  California,  recently 
closed  his  residence  in  Oakland,  Calif.,  and  has 
arrived  in  the  East  with  Mrs.  Stone  and  their 


Ellery  W.  Stone 


infant  daughter,  Patricia.  They  will  make  their 
home  in  New  York  City. 

Commander  Stone  is  one  of  the  most  prom- 
inent figures  in  the  radio  industry^,  well  known 
as  a  radio  engineer,  executive  and  author  of 
radio  text  books.  His  move  to  New  York  was 
occasioned  by  the  increased  activities  of  Kol- 
ster Radio  products,  manufactured  in  Newark, 
N.  J.,  by  Federal-Brandes,  Inc.  He  will  keep 
in  touch  with  the  manufacturing  operations  of 
Federal  Telegraph  Co.,  at  Palo  Alto,  Cal., 
where  Marine  radio  equipment  and  Kolster 
radio  compasses  are  manufactured,  and  with  the 
radio  communication  system  now  joined  with 
Postal  Telegraph,  through  Augustus  Taylor, 
secretary  of  the  company,  who  is  in  charge  of 
the  Western  office. 

Commander  Stone  studied  radio  engineering 
at  the  University  of  California,  and  in  1914  was 
appointed  U.  S.  supervisor  of  radio  of  the  sixth 
radio  district.  Three  years  later,  at  the  out- 
break of  war,  he  was  commissioned  in  the  Navy 
and  served  as  district  communication  superin- 
tendent. He  was  in  command  of  the  U.  S. 
Naval  Station  at  San  Diego,  Calif.,  built  by  the 
company  which  later  made  him  its  president. 
After  the  war  he  became  general  manager  of 
the  Moorhead  Laboratories  in  San  Francisco, 
made  a  survey  of  the  radio  situation  in  South- 
ern China  and  returned  to  San  Francisco  to  be- 
come manager  of  the  radio  department  of  the 
Pacific  States  Electric  Co.  In  June,  1924,  he 
became  president  of  Federal  Telegraph  Co.,  and 
when  Federal  merged  with  Brandes  Products 
Corp.  he  was  also  made  president  of  the  new 
company.  With  Rudolph  Spreckels,  chairman 
of  the  board,  he  played  an  important  part  in 
negotiations  which  linked  the  radio  communi- 
cation system  of  Federal  Telegraph  with  the 
Mackay  Postal  Telegraph  System. 

Commander  Stone  is  the  author  of  two  books 
on  radio  and  is  a  Fellow  of  the  Institute  of 
Radio  Engineers  and  of  the  Royal  Society  of 
Arts  of  England. 

The  Southern  Music  Publishing  Co.  has  been 
incorporated  at  Albany,  N.  Y.,  by  J.  P.  Brush, 
115  Broadway,  New  York  City. 


The  Discount  Hound  Is  Ever  Present — 
How  One  Manager  Handled  Such  a  Request 

Professional  Musicians  Who  Request  an  Instrument  for  Nothing  and  Promise  to  Advertise  It 
or  Who  Ask  a  Big  "Cut"  Are  Regular  Problems — E.  J.  Delano  Answers  One 


One  of  the  situations  which  every  musical 
merchandise  and  band  instrument  dealer  must 
iace  at  some  time  or  another  is  the  proposition 
from  the  professional  musician  who  wishes  to 
secure  one  of  the  instruments  which  you  are 
felling,  but  who,  instead  of  paying  for  it,  makes 
the  offer  to  reimburse  by  giving  the  instrument 
and  your  store  advertising  through  playing  in 
public  places  and  by  passing  the  good  word 
hlong  of  how  wonderful  he  finds  the  instru- 
ment. Some  of  the  more  timid  professionals 
do  not  ask  for  an  outright  gift,  they  would 
be  satisfied  with  a  good  discount. 

Most  dealers  have  encountered  this  situation 
so  often  that  they  have  devised  their  own 
methods  of  handling  the  matter,  but  the  fol- 
lowing letter,  which  was  written  by  E.  J. 
Delano,  manager  of  the  retail  band  instrument 
department  of  Sherman,  Clay  &  Co.,  San  Fran- 
cisco, Cal.,  to  a  traveling  musician  who  made 
such  a  proposition  in  answering  an  advertise- 
ment, covers  the  matter  so  well  that  it  is  well 
worth  printing.  It  reads: 
"Dear  Sir: — 

"Our  ad  in  sure  was  a  success.  It 

got  us  four  bonafide  cash  sales  of  the  new 
guitar  from  the  benighted  individuals  who  still 
believe  that  a  good  article  is  worth  a  fair  price 
and  have  not  become  sophisticated  enough  to 


attempt  to  chisel  us  out  of  our  property  in 
return  for  a  greater  or  less  amount  of  prob- 
lematical advertising.  In  addition  to  these 
bonafide  sales,  we  had,  by  actual  count,  thirty- 
one  propositions  similar  to  yours,  all  offering 
to  'advertise'  the  new  guitar. 

"Now  this  guitar  is  being  well  advertised 
by  Henry  Santry  and  his  orchestra,  who 
bought  and  paid  real  money  for  the  instru- 
ment; also  by  Sol  Hoopii  and  his  Hawaiians, 
Columbia  record  artists,  who  also  bought 
'his'n';  and  by  Dave  Kane  and  his  Hawaiians, 
Victor  recording  artists.  And  I  want  to  assure 
you  that  the  writer  personally  separated  David 
from  the  full  amount  nominated  in  the  bond, 
$125. 

"I  don't  know  whether  we  shall  give  away 
any  of  these  silver  guitars  for  advertising. 
Certainly  it  is  not  necessary  at  the  present 
time,  since  we  have  difficulty  in  getting  enough 
of  them  to  sell.  However,  I  don't  say  I  won't 
do  it,  and  in  order  to  be  perfectly  fair  with 
you  I  hereby  give  you  No.  32  in  line,  same 
as  in  a  barber  shop,  and  promise  you  the 
thirty-second  steel  guitar  that  we  decide  to 
give  out  for  advertising  purposes. 

"However,  it  is  likely  to  be  about  three  years 
before  we  get  around  to  you.  Meanwhile,  don't 
you  think  it  would  be  a  wonderful  thing  for 


you  and  your  work  to  possess  one  of  these 
instruments,  even  if  we  had  to  talk  about  such 
sordid  details  as  money  in  connection  with  it? 
Pleasantries  aside,  and  I  assure  you  that  no 
bitterness  or  sarcasm  is  meant  by  my  preced- 
ing preliminary  remarks,  your  purchase  of  one 
of  these  new  steel  guitars  would  result  in  the 
following  pleasant  sensations  and  your  enjoy- 
ment: 

"No.  1 — You  would  have  the  warm,  comfort- 
able feeling  around  the  heart  of  having  pur- 
chased a  good  article  from  a  reliable  firm  and 
paid  them  in  the  same  kind  of  money  they 
use  to  pay  their  clerks,  department  managers 
and  other  low-grade  help. 

"2 — You  would  have  pride  of  possession,  and 
1  believe  you  would  be  so  chesty  and  pleased 
with  yourself  that  you  actually  paid  out  real 
money  for  the  instrument  that  you  would  find 
your  money's  worth  in  explaining  to  people 
that  you  had  to  do  it,  because  the  instrument 
is  such  a  good  one. 

"3 — Having  provided  yourself  with  the  latest 
things  in  tools,  your  work,  which  is  now  good, 
would  become  immediately  outstanding  and 
superlatively  good,  so  that  theatres,  radio  sta- 
tions, concert  halls,  political  conventions  and 
all  other  bodies  that  call  people  together  and 
entertain  them  with  music  would  bid  for  your 
services,  and  your  daily  or  weekly  stipend, 
salary  or  honorarium  would  mount  as  high  as 
you  care  to  put  it  without  blushing. 

"Now,  if  you  would  like  to  try  one  of  these 
instruments,  please  disconnect  from  your  roll, 
which  I  know  is  an  ample  one,  one  small,  un- 
lucky, pitiful  $2  bill,  and  send  it  to  us.  We 
(Continued  on  page  102) 


Protecting 
Your  Profit 


SELLING  musical  merchandise  demands  time 
and  energy.  The  dealer  must  go  out  and  create 
business.  He  invests  many  dollars  in  developing 
prospects. 

Are  you  getting  a  full  and  fair  return  on  your 
selling  effort? 

The  King  Exclusive  Franchise  dealer  receives 
absolute  protection.  Every  inquiry  is  referred  to 
him.  He  knows  that  he  will  get  full  profit  on  every 
sale  in  his  territory.  The  complete  protection  of  the  King  plan  and  the  high 

quality  of  King  instruments  make  a  good  combination.  Sales 

are  easier  and  profits  more  certain. 

Full  information  is  yours  for  the  asking.  There  are  enough 
rich  territories  still  open  to  make  your  immediate  inquiry 
well  worth  while. 

Write  for  our  booklet  on  "The  Advantages  of  Becoming  a  'King'  Dealer." 

THE  H.  N.  WHITE  CO. 

5215-96  Superior  Avenue,  Cleveland,  Ohio 


Manufacturers 
°f 


BAND 

INSTRUMENTS 


101 


102 


The  Talking  Machine  World,  New  York,  February,  1928 


B  &  D 

Silver  Bell" 

BANJO  ARTISTS 

MONTANA 

Cowboy  Banjoist 


ROY  SMECK 

Wizard    ol   the  Strings 


FRANK  REINO 

Ha n joist,  Ben  Black's  Orchestra 
Paramount  Theatre,  N.  Y.  City 


STEVE  FRANGIPANE 

Banjoist,  levitow's  Commodore 
Hotel  Grill  Orchestra 


SLEEPY  HALL 

With  His  Orchestra  at 
Castillian  Royal  Pelham  Parkway 


New  1027-28  Illustrated  48  Page 
Combined  Catalog  and  Silver 
News — Free. 

THE  BACON  BANJO  CO.,  Inc. 

Groton,  Connecticut 


IN  THE  MUSICAL  MERCHANDISE  FIELD— (Continued  from  page  101) 


How  Manager  Handled 

the  Discount  Seeker 

{Continued  from  page  101) 
will  then  send  the  instrument  to  you  with 
instruction  for  the  expressman  to  accept  from 
you  the  balance  of  the  purchase  price,  plus 
the  small  express  charges,  and  allow  you  five 
days  to  make  up  your  mind  as  to  whether  you 
would  rather  have  the  money  back  or  the 
guitar.  In  this  instance  we  are  betting  on 
rather  a  sure  thing,  as  we  have  not  had  any 
return  where  the  artist  had  tried  them. 

"Thanking  you  kindly  for  your  proposition, 
and  regretting  that  we  cannot  snap  at  it,  owing 
to  circumstances  over  which  we  have  no  con- 
trol, we  are, 

"Yours  very  kindly  and  sincerely, 

"E.  J.  DELANO, 

"Manager,  Retail  Band  Instrument  Dept., 
Sherman,  Clay  &  Co." 

Loeser  Small  Goods  Manager 
Heard  in  Radio  Broadcast 

William  A.  Rider,  manager  of  the  musical 
merchandise  department  of  Frederick  Loeser 
&  Co.,  Brooklyn,  N.  Y.,  presented  a  half-hour 
of  entertainment  over  station  WLTH,  Brook- 
lyn, N.  Y.,  on  Sunday,  February  5.  Known  as 
"Ukulele"  Bill  Rider,  he  and  his  singing  trio, 
with  whom  he  generally  appears,  have  become 
popular  entertainers  throughout  the  metro- 
politan district.  Mr.  Rider  naturally  brings  his 
talent  as  a  ukulele  artist  to  the  Loeser  small 
goods  department  every  day,  which  is  in  great 
part  responsible  for  the  splendid  sales  volume 
done  by  his  department  in  these  instruments. 

Interesting  Issue  of  H.  N. 

White  Go.  House  Organ 

The  Winter  number  of  "The  White  Way," 
recently  issued  by  the  H.  N.  White  Co.,  Cleve- 
land, O.,  manufacturer  of  King  band  instru- 
ments, contains  a  number  of  interesting  and 
instructive  articles.  The  opening  story  is  cap- 
tioned "The  Illusion  of  the  Near"  and  stresses 
the  fact  that  although  an  observer  can  readily 


tell  the  difference  between  two  articles,  one 
made  fifty  years  ago  and  the  other  of  the  pres- 
ent day,  yet  the  same  observer  will  be  unable 
to  detect  at  a  glance  the  improvements  in 
models  made  within  a  few  years  of  each  other. 
Yet,  it  points  out,  improvements  have  been 
made  and  the  H.  N.  White  Co.  prides  itself 
upon  the  part  it  has  had  in  leading  in  the  de- 
velopment of  musical  instruments.  The  article 
concludes:  "The  musician  who  allows  the  'illu- 
sion of  the  near'  to  deprive  him  of  the  newer 
and  better  means  to  musical  expression  is  bur- 
dening himself  with  a  useless  handicap." 

Another  interesting  article  is:  "The  Progress 
of  Music,"  in  which  is  discussed  the  tremendous 
musical  development  that  is  going  on,  particu- 
larly in  the  field  of  self-created  music.  The 
tendency  to  consider  music  as  an  educational 
necessity  and  the  growth  of  school  bands  and 
orchestras  are  also  treated  in  this  article.  In 
"Thirty-six  Years  of  Progress"  is  traced  the 
growth  of  the  White  organization  from  the  time 
H.  N.  White  built  his  first  trombone,  touching 
on  the  policies  and  ideals  which  actuate  the 
organization. 

"Forget  Your  Saxophone,"  "Goldman  Is  on 
the  Air,"  "Exhaustus  Labium"  and  "Building 
Eye  Appeal"  are  all  written  in  interesting  fash- 
ion and  contain  material  of  great  interest  and 
value  to  both  the  dealer  and  musician.  Edi- 
torial and  news  notes  together  with  illustra- 
tions of  King  products  with  an  opportunity 
column  of  situations  wanted. 

M.  M.  Manufacturers  and 
New  York  Dealers  Meet 

The  Musical  Merchandise  Manufacturers' 
Association  (Eastern  Zone)  and  the  Asso- 
ciated Musical  Instrument  Dealers  of  New 
York  held  a  joint  meeting  at  the  Fifth  Avenue 
Hotel,  New  York,  the  latter  part  of  last  month 
and  a  number  of  plans  for  closer  co-operation 
between  the  manufacturers  and  dealers  were 
discussed,  particularly  those  along  promotional 
lines.  One  of  the  features  of  the  meeting 
was  an  address  by  Kenneth  Clark,  of  the  Civic 
Music  Division  of  the  National  Bureau  for 
the  Advancement  of  Music,  who  stressed  the 
importance  and  advantages  of  fretted  musical 
instruments  in  the  development  of  musical  ap- 


preciation throughout  the  country. 

The  Associated  Musical  Instrument  Dealers 
also  held  their  annual  election  of  officers  at  the 
meeting.  Arthur  J.  Neumann,  of  the  New  York 
Band  Instrument  Co.,  who  has  served  for  two 
years  as  vice-president,  was  elected  president, 
with  L.  H.  McQueston,  of  Landay  Bros.,  vice- 
president;  Fred  Gretsch,  of  the  Fred  Gretsch 
Manufacturing  Co.,  treasurer,  and  Harry  I.. 
Hunt,  of  Chas.  H.  Ditson  &  Co.,  secretary. 
Messrs.  Gretsch  and  Hunt  were  re-elected. 

A  Young  Rooter  for 

the  Bacon  in  Pittsburgh 

Pittsburgh,  Pa.,  February  6.— One  of  the 
youngest  Pittsburgh  rooters  for  Bacon  banjos  is 
little  Fritz  Goerner,  Jr.,  son  of  Fritz  Goerner,  Sr., 
'cellist  and  banjoist  with  Dan's  Theatre  Orches- 
tra, Pittsburgh,  Pa.  The  youngster  can  not 
help  but  make  splendid  progress  under  his  in- 
structor, M.  J.  Scheidlmeier,  who  is  the  local 
agent  for  the  Bacon  Banjo  Co.,  Groton,  Conn. 

H.  N.  White  Go.  Announces 
New  Silvertone  Trombones 

Cleveland,  O.,  February  6.— The  H.  N.  White 
Co.,  manufacturer  of  King  band  instruments, 
recently  announced  the  new  King  Silvertone 
trombone,  made  in  three  models,  covering  every 
playing  taste  and  need.  Among  the  features 
of  the  new  instrument,  as  described  by  the  H. 
N.  White  Co.,  are  "a  new  bell  of  purest  sterling 
silver,  a  new  proportion  in  slide  bore  that  elimi- 
nates any  chance  of  wolfy  notes  and  makes 
tones  in  the  upper  register  exceptionally  easy 
to  get,  a  mouthpiece  to  give  an  easier  attack 
and  quicker  response,  a  bell  branch  and  bell 
design  to  give  absolute  expotential  taper 
throughout,  a  slide  design  and  bell  brace  giving 
a  more  comfortable  grip  and  greater  ease  in 
holding,  a  proportioning  of  weight  giving  a  more 
accurate  balance,  a  design  in  mouthpiece  that 
permits  deeper  seating  of  the  mouthpiece,  a  de- 
sign in  the  outer  sleeve  that  prevents  splashing 
of  oil,  a  design  in  pistons  that  gives  greater 
riding  surface  and  easier  action  and  a  new  prin- 
ciple of  double  grinding  to  give  absolute  pre- 
cision and  sureness  in  slide  action." 

The  models  are  styled  "Artist,"  "Utility"  and 
"Symphony"  Silvertone  trombones.  Each  model 
is  distinctly  different  from  the  others  in  bore, 
bell  size  and  slide  width. 
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New  Stores  and  Changes 

Among  Dealers  During  Past  Month 

New  Stores  Opened  Recently  Throughout  Country  and  Changes  in 
Management  Compiled  for  the  Benefit  of  Manufacturers  and  Jobbers 


Arkansas 

Paris — The  Parrot  Music  Co.,  formerly  of  Van 
Buren,  has  moved  to  new  quarters  in  the  Commercial 
Hotel  Building,  this  city. 

California 

Durango — The  M.  &  M.  Music  Shop,  formerly 
located  in  the  Hunter  Piano  Co.  Building,  has  taken 
new  quarters  in  the  Maytag  Building,  this  city. 

San  Francisco — Waters  &  Ross  have  moved  their 
music  business  from  19  Stockton  street  to  new, 
larger  quarters  at  1155  Market  street. 

Willowbrook — A.  P.  Zimmerman  has  opened  a  new 
music  store,  featuring  small  goods,  in  the  Theatre 
Building,  this  city. 

San  Francisco — Irene  Norton  has  taken  over  the 
music  and  furniture  business  of  Charles  W.  Thomas, 
and  has  opened  for  business  at  177  Post  street. 

San  Francisco — The  Rainbow  Music  Co.  has  been 
incorporated  with  a  capital  stock  of  .1520,000  to  en- 
gage in  a  general  music  business  here. 

Illinois 

Chicago — The  branch  store  of  Lyon  &  Healy  at 
1569  Milwaukee  avenue  has  suffered  a  severe  Are 
loss,  and  has  taken  temporary  quarters  a  few  doors 
from  the  old  address. 

Chicago — The  Woodlawn  branch  of  Lyon  &  Healy, 
located  in  the  South  Side  of  the  city,  has  moved  to 
new  quarters  and  has  installed  a  new  musical  mer- 
chandise department. 

Park  Ridge — George  &  Edward  Hill  have  taken 
over  the  business  formerly  known  as  the  Music  Shop, 
at  51  Summit  avenue,  this  city,  and  will  conduct 
same  in  the  future. 

Chicago — The  Knapp  Music  Co.,  Inc.,  2308  West 
Madison  street,  has  been  incorporated  with  a  capi- 
tal stock  of  .$30,000  to  engage  in  a  general  music 
business. 

Frccport — A   new    music  department,    handling  a 
full  stock  of  instruments,  has  been  opened  in  the 
Stukenberg  &'Berchers  department  store  here. 
Indiana 

Washington — The  Johnson  Music  Store,  formerly 
located  on  Main  street,  has  moved  to  new  quarters 
here. 

Massachusetts 

North  Adams — Wood  Bros.,  dealing  in  musical  in- 
struments in  the  Richmond  Hotel  Building,  have 
taken  new  quarters  in  Martin  block  on  Bank  street. 

Plymouth — Maurice  Feldman,  formerly  manager 
of  the  local  branch  of  the  United  Music  Co.,  has 
resumed  the  position  and  will  also  supervise  the 
Taunton  branch. 

Springfield — The  Flint  &  Brickett  Co.  has  opened 
a  music  salon,  handling  pianos,  phonographs  and 
accessories,  which  is  under  the  management  of  A. 
E.  Flint. 

Michigan 

Detroit — The  Michigan  Music  Corp.,  10050  Aurora 
avenue,  has  been  incorporated  with  a  capital  stock 
of  $30,000  and  20,000  shares,  no  par,  to  conduct  a 
general  musical  instrument  and  repair  business. 

Benton  Harbor — The  L.  B.  Gorton  Music  Store, 
operating  stores  here  and  in  Paw  Paw,  has  discon- 
tinued the  latter  branch,  moving  all  the  merchandise 
to  the  Benton  Harbor  store. 

Minnesota 

Wells — The  C.    M.    Rentz  music  department  has 
suffered  considerable  damage  in  a  recent  Are. 
Missouri 

Mobcrly — The  Taylor  Music  Co.,  of  this  city,  has 
been  purchased  by  J.  B.  Ralston,  former  manager 
of  the  store,  who  has  reorganized  the  business  under 
the  name  of  the  J.  B.  Ralston  Music  Co. 

St.  Louis — As  a  result  of  its  disastrous  Are,  the 
Aeolian  Co.  of  Missouri  has  established  temporary 
quarters  at  1117-19  Locust  street,  until  its  warerooms 
at  1004  Olive  street  are  renovated. 

Montana 

Butte — Louis  Dreibelbis,  proprietor  of  the  Dreibel- 
bis  Music  Co.,  77  West  Park  street,  has  announced 
plans  for  moving  his  music  store  to  the  Baltimore 
Block  on  West  Park  street,  which  he  has  purchased. 
Nebraska 

Omaha — Clarence  E.  Weissner  has  been  appointed 
manager  of  the  musical  merchandise  department 
of  the  Schmoller  &  Mueller  Piano  Co. 

Grand  Island — The  Jones  Music  Co.  has  opened 
elaborate,  new  warerooms  here,  handling  the  Kim- 
ball line  of  pianos  and  other  instruments. 

New  Jersey 

Jersey  City — The  retail  store  of  Wissner  &  Sons, 
this  city,  has  moved  to  new  quarters  at  2071  New- 


ark avenue,  and  will  retain  William  A.  Lawton  as 
manager,  assisted  by  Jack  McGovern. 

Palisades — The  Dragner  Music  Shop,  Inc.,  has  been 
incorporated  with  a  capital  stock  of  $25,000  to  en- 
gage in  a  general  music  business;  the  officers  are: 
Henry,  Philip  A.  and  May  V.  Dragner. 

Plainfleld — W.  Ernest  Robinson  has  been  appointed 
manager  of  the  Mathushek  Piano  Co.  store  at  218 
West  Front  street. 

New  York 

Buffalo — The  Columbia  Music  Shop,  this  city,  has 
been  incorporated  by  N.  Rovner  to  engage  in  a  gen- 
eral music  business  with  a  capital  stock  of  $25,000. 

Brooklyn — The  Silver  Music  Shop  has  filed  an 
amendment  to  its  charter,  increasing  its  capital 
stock  from  $1,000  to  $10,000. 

Patchogue — The  Smith  &  Lull  Corp.,  of  this  city 
and  Bay  Shore,  has  purchased  the  business  of  Lind- 
enberger-Smith,  Inc.,  local  music  house,  and  the  two 
firms  have  consolidated  their  showrooms  here. 

Buffalo — Evans  &  Eiss,  this  city,  have  been  in- 
corporated with  a  capital  stock  of  $25,000  to  deal  in 
musical  instruments. 

New  York  City — The  Interallied  Musical  Corp.  has 
been  incorporated  to  engage  in  a  general  music  busi- 
ness with  a  capital  stock  of  GOO  shares  of  common,  no 
par  value. 

Ohio 

Columbus — Otto  B.  Heaton  has  acquired  the  in- 
terest of  C.  Wert  Heaton  in  Heaton's  Music  Store, 
this  city,  and  will  operate  the  business  as  sole  pro- 
prietor. 

Cleveland — The  Muehlhauser  Bros.  Co.  has  opened 
a  radio  department  as  a  result  of  the  Insistent  de- 
mand of  its  patrons  and  will  handle  the  Stromberg- 
Carlson  line. 

Cleveland — A.  L.  Maresh  has  assumed  control  of 
the  Maresh  Piano  Co.  again  after  an  absence  of 
nearly  a  year,  and  will  operate  the  business  assisted 
by  his  brother,  Charles  Maresh. 

Alliance — Schochs  Studio,  well-known  local  music 
house,  has  closed  out  its  musical  merchandise  depart- 
ment and  will  increase  its  other  departments. 

Kent — Robert  Wolfe,  who  operated  a  music  store 
in  Newton  Falls  for  three  years,  has  opened  a  new 
general  music  store  here  in  the  New  Theatre  Build- 
ing. 

Dayton — The  Meredith  Music  Store,  109  South  Lud- 
low street,  has  suffered  a  severe  fire  loss,  when 
musical  merchandise  valued  at  more  than  .$1,500  was 
destroyed. 

Dayton — The  Anderson-Soward  Co.  has  opened  a 
branch  music  store  in  the  new  Riverdale  Theatre 
Building  on  North  Main  street,  handling  pianos, 
phonographs  and  radio. 

Oklahoma 

Chickasha — B.  H.  Young  has  purchased  the  B.  H. 
Gade  Music  &  Book  Store,  107-109  North  Fourth 
street,  this  city,  with  Mr.  Gade's  retirement  from 
active  business. 

Oregon 

Portland — S.  J.  McCormick,  one  of  the  oldest  music 
merchants  here,  has  moved  the  McCormick  Music 
Co.  business  to  new  quarters. 

Portland — Louis  Mack,  who  operated  a  sheet  music 
department  in  the  McCormick  store,  has  moved  his 
stock  to  363  Morrison  street,  where  he  occupies  the 
entire  store. 

Portland — A  voluntary  petition  in  bankruptcy  has 
been  filed  by  H.  H.  Barbour  on  behalf  of  the  Port- 
land Music  Co.,  227  Sixth  street,  this  city. 

Pennsylvania 

Philadelphia — Joseph  Weinberg,  who  operates  mu- 
sic stores  at  S30  South  street  and  1307  Point  Breeze 
avenue,  has  acquired  a  third  store  at  2166  Ridge 
avenue  with  Joseph  Friedman  in  charge. 

Philadelphia — Louis  Dubrow,  who  conducts  a  gen- 
eral music  store  at  420  South  street,  has  opened  a 
new  branch  store  at  635  South  street  with  Miss  D. 
Dubrow  as  manager. 

Harrisbuig — The  Chas.  M.  Stieff,  Inc.,  retail  store 
here,  of  which  I.  L.  Chilcoat  was  manager,  has  been 
closed. 

Lebanon — Oscar  Booker  has  taken  over  the  busi- 
ness of  the  Reifsnyder  Music  &  Furniture  Store  and' 
is  now  located  on  Market  Square. 

Tennessee 

Knoxvillc — Gus'    Phonograph   &   Radio  Shop. 
South    Gay    street,    has   been    incorporated    with  a 
capital  stock  of  $15,000. 

Lebanon — R.  E.  Johnson's  Music  &  Radio  Shoppe 
has  consolidated  with  the  H.  Baird  Radio  Shop  of 
this  city. 


Texas 

Plainview — Jesse  Jones  and  his  son,  Maxwell,  have 
opened  a  new  music  store  here,  called  the  Plainview 
Music  Co.,  handling  Starr  pianos,  phonographs  and 
musical  merchandise. 

Washington 

Seattle — C.  H.  Rose,  who  operated  a  music  store 
here  some  years  ago,  has  opened  a  new  establish- 
ment, called  the  Rose  Music  Co.,  at  404  Union 
street. 

West  Virginia 

Huntington — The  two  music  stores  of  the  Kenney 
Music  Co.,  here,  have  been  consolidated  into  one 
large  store  at  319  Ninth  street,  where  three  large 
floors  will  be  devoted  to  the  display  of  pianos,  phon- 
ographs and  other  instruments. 

Wisconsin 

Milwaukee — The  Gitzel  Music  Shop  has  completed 
enlargement  of  its  quarters  at  961  Kinnickinnic  ave- 
nue and  now  has  a  new  Japanese  display  room. 

Marshfield — Henry  Lorge  has  opened  a  new  music 
business,  handling  pianos,  phonographs  and  radios 
in  his  home  at  406  South  Cedar  street. 

J.  O.  Smith,  of  RCA,  Talks 
on  Causes  of  Interference 

The  principal  cause  of  inductive  interference, 
or  so-called  man-made  static,  is  the  electrical 
equipment  owned  and  operated  by  industrial 
concerns  and  by  the  average  household,  ac- 
cording to  J.  O.  Smith,  of  the  Radio  Corp. 
of  America,  who  recently  addressed  the  Iowa 
section  of  the  National  Electric  Light  Asso- 
ciation at  Cedar  Rapids,  la.  Mr.  Smith  told 
of  the  nation-wide  campaign  to  suppress  in- 
ductive interference,  in  co-operation  with  local 
organizations  and  individuals.  He  stated  that 
the  Radio  Corp.  of  America  has  for  a  number 
of  years  employed  a  highly  trained  staff  of 
men  for  the  purpose  of  studying  and  correcting 
causes  of  broadcast  interference  in  collabora- 
tion with  power  companies,  railways,  telephone 
and  telegraph  companies,  radio  clubs,  broadcast 
associations  and  others,  and  the  extent  of  the 
campaign  may  be  judged  by  the  fact  that  dur- 
ing 1927  some  five  hundred  investigations  of 
reported  cases  of  interference  were  conducted. 

Radio  Jobbers  Ask 

for  Rebate  Information 

At  the  monthly  meeting  of  the  Radio  Jobbers' 
Division  of  the  St.  Louis  Radio  Trades  Asso- 
ciation the  matter  of  RCA  licensed  manufac- 
turers being  rebated  on  changing  tube  prices 
by  tube  manufacturers,  yet  refusing  to  rebate 
the  jobbers  of  the  sets,  was  discussed.  It  was  re- 
solved that  the  matter  be  referred  to  the  R.  M. 
A.  through  the  Federated  Radio  Trades  Asso- 
ciation merchandising  committee. 


Senate  Passes  Radio  Bill 


The  Senate  on  February  6  passed  the  Wat- 
son Bill  (S.  2317),  extending  the  administra- 
tive life  of  the  Radio  Commission  until  March 
16,  1929,  when,  thereafter,  commissioners  must 
be  reappointed.  It  is  also  provided  in  this  Bill 
that  no  broadcasting  license,  or  license  renewal, 
shall  be  issued  by  the  Commission  for  a  period 
of  more  than  six  months  until  1930.  Other  li- 
censes may  be  issued  up  to  one  year.  Coinci- 
dent with  the  passing  of  this  Bill  a  favorable 
report  was  made  confirming  O.  H.  Caldwell, 
Sam  Pickard  and  H.  A.  Lafount  as  members  of 
the  Federal  Radio  Commission. 
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»  OUR  SONG  HITS  * 


DID  YOU  MEAN  IT  ? 

The  country's  biggest  hit  —  Whistled  everywhere 


I  SCREAM— YOU  SCREAM  —  WE  ALL  SCREAM  FOR 

ICE  CREAM 

A  great  new  novelty  that  is  sweeping  the  country 


AFTER  MY  LAUGHTER  CAME  TEARS 

Wonder  ballad  —  By  the  writers  of  "Just  Another  Day  Wasted  Away** 


AWAY  DOWN  SOUTH  IN  HEAVEN 

A  Southern  ballad  with  the  deep  touch  of  the  Spiritual 


Two  big  hits  from  Messrs.  Sh 

LOVELY  LADY 

uberfs  success  "Lovely  Lady'* 

MAKE  RELIEYE 
YOU'RE  HAPPY 

WOB-A-LY  WALK 

New  novelty  dance  by  the  writers  of  "I  Love  My  Baby'* 

MOONLIGHT  LANE 

Our  wonder  waltz 

MISSISSIPPI  MUD 

Qreat  hot  novelty 

WHERE  IN  THE  WORLD  (Is  There  Someone  for  Me) 

A  beautiful  waltz  ballad 


I'VE  GOT  NOTHINH— YOU'VE  GOT  NOTHIN' 

WE  AIN'T  GOT  NOTHIN'  TO  LOSE 

A  new  song  of  the  same  type  as  our  "Side  by  Side" 


HERE  COMES  THE  SHOW  ROAT 

Fast  novelty  song  —  A  sure  winner 


Published  by 

SHAPIRO,  BERNSTEIN  &  CO.  Inc. 

Music  Publishers 

Cor.  Broadway  and  47th  St.  NEW  YORK  CITY 


LE\NIN<BWORLMIIBI 


Artists,  Theatres,  Radio  Stations  and 

Dealer  Tie  Up  With  Irving  Berlin  Week 

"Together  We  Two"  and  "The  Song  Is  Ended  (But  the  Melody  Lingers  On)"  Featured  During 
Week  From  Coast  to  Coast — Dealers  Feature  Numbers  in  Window  Displays 


The  week  of  January  14  to  21  was  designated 
by  Irving  Berlin,  Inc.,  as  its  special  Irving  Ber- 
lin Week,  and  every  factor  and  every  avenue 


How  McCrory's  Featured  Hits 

of  exploitation  was  used  during  that  period  to 
bring  before  the  public  the  products  of  the  Ber- 
lin organization  with  Mr.  Berlin's  two  latest 
songs,  "Together  We  Two"  and  "The  Song  Is 
Ended  (But  the  Melody  Lingers  on)"  as  the 
numbers  especially  featured. 

During  the  week  a  tie-up  was  effected  with 
practically  every  leading  theatre,  motion  picture 
house,  dance  orchestra,  singer,  vaudeville  act 
and  radio  station  from  coast  to  coast,  and  the 
Berlin  hits  were  played  and  sung  by  almost 
every  possible  combination. 

Talking  machine  record  companies  took  ad 
vantage  of  the  unusual  tie-up  to  prepare  and 
supply  their  dealers  with  window  display  ma- 
terial stressing  the  two  Berlin  numbers,  and 
that  the  dealers  were  only  too  willing  and 
anxious  to  co-operate  was  evidenced  by  the 
large  number  of  photographs  which  have  been 
received  at  the  Berlin  headquarters  in  New- 
York.  The  Columbia  Phonograph  Co.  paid 
especial  tribute  to  Irving  Berlin  by  broadcast- 
ing during  the  Columbia  Hour  on  January  20 
a  solid  sixty  minutes  of  compositions  by  Mr. 
Berlin.  This  hour  of  music  was  broadcast  from 
station  WOR,  Newark,  N.  J.,  and  linked  up 
with  this  station  were  the  other  sixteen  sta- 
tions which  comprise  the  nation-wide  network 
of  the  Columbia  Broadcasting  System.  The 
program  started  with  an  instrumental  presenta- 


tion of  "Alexander's  Ragtime  Band"  and  in- 
cluded all  of  the  biggest  Berlin  hits,  such  as 
"Oh,  How  I  Hate  to  Get  Up  in  the  Morning," 
"Everybody  Step,"  "Say  It  With  Music,"  "Blue 
Skies"  and  many  others,  concluding  with  the 
late  compositions,  "Together  We  Two"  and 
"The  Song  Is  Ended  (But  the  Melody  Lingers 
on)." 

The  above  example  is  typical  of  the  splendid 
co-operation  accorded  by  the  radio  broadcast- 
ing stations.  Dancing  and  singing  acts  in  the 
vaudeville  and  motion  picture  houses  through- 
out the  country  were  similarly  disposed  to  put 
their  best  efforts  forward  to  bring  to  everyone 
of  the  listening  public  the  current  Berlin  offer- 
ings. 

The  branch  offices  of  Irving  Berlin,  Inc.,  are 
enthusiastic  in  their  reports  of  the  manner  in 
which  sheet  music  dealers  tied  up  with  the  ex- 
ploitation and  display  material  put  forward  by 
the  publishing  house.  On  this  page  are  repro- 
duced three  photographs  of  displays  seen  in 
the  windows  of  McCrory's  store,  No.  63,  H.  A. 


Silver's  Special  Berlin  Display 

Weymann  &  Sons  and  Silver's.  In  each  instance 
"The  Song  Is  Ended  (But  the  Melody  Lingers 
on)"  and  "Together  We  Two"  are  shown  with 
copies  of  the  sheet  music  pictured  in  attractive 
settings.  In  practically  every  instance  the  deal- 
ers used  talking  machine  records  of  the  two 
featured  numbers  to  add  to  the  effectiveness  of 
their  displays. 

The  results  of  the  week's  campaign  in  sales 
of  sheet  music  should  bring  home  to  every 
dealer  the  benefits  which  can  be  secured  from 
steady  consistent  efforts  and  individual  tie-ups 


with  local  exploitation.  It  is  not  necessary 
that  such  an  event  be  national  in  character  for 
the  dealer  to  secure  profits  from  it.  Every  week 
in  every  city  and  town  the  local  theatres  fea- 
ture several  numbers  either  by  the  movie-house 
organist  or  by  the  headliner  at  the  vaudeville 
theatre,  whether  singer  or  orchestra,  yet  deal- 
ers wait  until  the  publisher  prepares  a  campaign 
before  their  start  to  realize  on  what  are  ad- 
vantages every  day  of  the  365  days  of  the  year. 


WE  I*0 

-outlier 


H.  A.  Weymann  Window  Display 

Use  your  window  displays  every  day.  Change 
them  frequently.  Tie  up  with  visiting  artists. 
Put  photographs  of  visiting  musicians  in  your 
windows  and  when  featuring  records  either  in 
your  windows  or  by  playing  them  on  a  demon- 
strating talking  machine  at  your  store-door 
feature  the  sheet  music  of  the  recorded  selec- 
tion. 


Triangle  Music  Go.  Hits 
on  Recent  Record  Releases 


During  the  past  few  weeks  a  number  of  the 
leading  recording  companies  have  released 
records  of  selections  from  the  catalog  of  the 
Triangle  Music  Co.  Among  them  are:  Victor 
records,  "Dallas  Blues"  and  "Mean  Old  Bed 
Bug  Blues";  Okeh  records,  "Ev'rybody  Does  It 
Now"  and  "Alligator  Blues";  Columbia  records 
by  Art  Gillham,  the  "Whispering  Pianist," 
"You'd  Rather  Forget  Than  Forgive,"  "In  My 
Sweetheart's  Arms"  and  "I'm  Just  a  Rollin' 
Stone."  Joe  Davis,  head  of  the  Triangle  Music 
Co.,  recently  recorded  the  new  ballad  which  he 
wrote  in  collaboration  with  Howard  Johnson, 
"You'd  Rather  Forget  Than  Forgive,"  for  the 
Harmony  catalog. 


FIVE  RECORD  RECORD  BREAKERS 
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ABOVE  SONGS  FEATURED  BY  ORCHESTRA  AND  VAUDEVILLE  ACTS  FROM  COAST  TO  COAST 

IRVING  BERLIN  INC.,  1607  Broadway,  New  York 
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Sam  Fojf  Hits 

Ate 


Starlight 
and  Tulips 

The  Sweet  Irresistible 
MelodV  Sons  Hit 


Leo  Feist,  Inc.,  Publishes 
Sketch  of  Walter  Donaldson 

Wherever  popular  music  is  played  there  is 
one  writer  and  composer  sure  to  be  represent- 
ed, and  wherever  the  subject  of  writing  "hits" 
is  discussed  this  same  young  men  is  certain 
to  be  one  of  the  topics  of  conversation.  He 
is  Walter  Donaldson,  who  has  had  an  almost 
unbelievable  success 
in    producing  num- 
bers that  "click"  with  the 
public.    During   the  past 
year  "At   Sundown"  and 
"My  Blue  Heaven"  were 
among  the  most  popular 
of   the   great   number  of 
songs  that  were  placed  on 
the  market  and  both  were 
from    the    pen    of  this 
prolific  writer. 

Recently  Leo  Feist, 
Inc.,  published  a  brief 
sketch  of  the  career  of 
Walter  Donaldson,  listing 
his  outstanding  successes. 
In  part,  this  interesting 
article  reads: 

"He  was  born  and  bred 
in  Brooklyn  and  still 
makes  his  home  there. 
His  first  job  was  in  a 
broker's  office,  marking  up 
the  stock  quotations  from 
the  ticker  on  a  big  black- 
board, but  a  prosaic  job 
of  this  kind  to  a  boy 
whose  head  was  full  of 
tunes  held  no  charms,  and 
before  long  he  was  en- 
gaged as  a  pianist  in  a 
music  publishing  estab- 
lishment. Once  in  the  at- 
mosphere of  song  writing, 
his  rise,  while  not  sensa- 
tional, has  been  a  steady 
one,  and  a  span  of  seven-  Zelma  O'Neill 

teen  years  has  brought  him  from  the  ranks  of 
an  ordinary  pianist  to  the  peak  of  popularity  in 
popular  music  writing. 

"The  recent  sensational  success  of  Mr.  Don- 
aldson's 'My  Blue  Heaven'  has  started  his 
friends  reminiscing  over  some  of  his  past  hits 
and  in  addition  to  his  famous  'Mammy'  song 
he  has  to  his  credit  some  of  the  outstanding 
hits  of  recent  years.  Among  them  are  'My 
Buddy,'  'She's  the  Daughter  of  Rosie  O'Grady,' 
'How  Are  You  Gonna  Keep  'Em  Down  on  the 
Farm?'  'Carolina  in  the  Morning,'  'Beside  a 
Babbling  Brook,'  'Yes  Sir,  That's  My  Baby,' 
'That  Certain  Party,'  'After  I  Say  I'm  Sorry,' 
'Let's  Talk  About  My  Sweetie,'  'It  Made  You 
Happy  When  You  Made  Me  Cry,'  'Where'd 
You  Get  Those  Eyes?'  'In  the  Middle  of  the 
Night,'  'Sam,  the  Old  Accordion  Man,'  'At 
Sundown'  and  dozens  of  others,  which  have 
been  sung  and  played  all  over  the  country. 

"From  the  above  titles  it  is  apparent  that 
versatility  is  one  of  his  astounding  qualities. 
He  writes  'hot'  numbers,  novelties  and  ballads 
with  equal  facility,  and  far  from  being  'written 
out,'  he  seems  to  be  just  now  getting  his  stride, 
and  his  melodies  are  fresher  than  ever.  Among 
his  new  songs  are  'A  Shady  Tree,'  'That  Mel- 
ody of  Love,'  'What  Are  You  Waiting  for, 
Mary?'  'Changes,'  'My  Ohio  Home'  and  'There 
Must  Be  a  Silver  Lining,'  all  in  the  present 
Feist  catalog." 
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Stage  Star  Sings  Ford 

Song  in  Auto  Showrooms 

The  novelty  song,  "Henry's  Made  a  Lady 
Out  of  Lizzie,"  published  by  De  Sylva,  Brown 
&  Henderson,  Inc.,  has  proven  popular  not 
only  with  the  public  at  large  but  with  the  Ford 
organization  and  the  composition  has  been 
used  by  various  Ford  agencies  throughout  the 


Singing  Ford  Song  in  Ford  Showrooms 

country  to  attract  the  public  into  the  display 
rooms. 

A  unique  piece  of  publicity  was  recently 
enacted  at  the  Ford  Motor  Co.  showrooms  at 
1710  Broadway,  New  York  City,  when  Zelma 
O'Neill,  one  of  the  stars  of  the  musical  comedy, 
"Good  News,"  entertained  a  gathering  of  Ford 
prospects  by  singing  the  new  Ford  song.  She 
received  an  enthusiastic  reception  and  hundreds 
of  passers-by  were  attracted  into  the  show- 
room. Attention  was  drawn  not  only  to  the 
models  of  Ford  cars  but  to  the  song  as  well. 

A  general  order  is  rumored  to  have  issued 
recently  from  the  headquarters  of  Henry  Ford, 
himself,  calling  on  the  various  agencies  to  in- 
troduce musical  entertainment  in  their  ware- 
rooms,  and  most  of  the  leading  Ford  dealers 
have  secured  radios  and  phonographs  This  is 
said  to  have  been  suggested  by  the  Ford  song 
as  being  a  suitable  means  of  entertaining  the 
hundreds  standing  in  line  to  get  a  view  of  the 
new  car.  In  the  meantime,  the  song  is  being 
sung  and  played  by  leading  acts  and  orches- 
tras, among  them  Harry  Rose  at  the  Para- 
mount in  New  York,  Walt  Roesner  and  his 
orchestra  in  their  second  week  at  the  Capitol 
Theatre,  and  a  special  slide  version  at  Loew's. 


Plays  "Nola"  on  His  Teeth 

"Poley"  McClintock,  drummer,  with  Waring's 
Pennsylvanians,  is  offering  something  new  to 
vaudeville  audiences.  He  plays  "Nola"  on  his 
teeth.  How  he  does  it  is  a  mystery,  but  it  is 
perfect  and  is  going  over  very  big  on  the 
present  tour  of  Waring's  Pennsylvanians  over 
the  Keith  circuit. 


Triangle  Has  Three  Hits 

Joe  Davis,  head  of  the  Triangle  Music  Co., 
reports  that  three  of  the  numbers  in  his  catalog 
are  going  over  in  a  most  satisfactory  fashion. 
They  are  "My  Blue  Ridge  Mountain  Home,"  "I 
Ain't  Got  Nobody  and  Nobody  Cares  for  Me" 
snd  "My  Carolina  Home."  The  new  waltz  ballad, 
"You'd  Rather  Forget  Than  Forgive,"  is  an- 
other Triangle  number  that  gives  great  promise. 
"Serenata,"  by  Rube  Bloom,  and  the  "Valse 
Jewel,"  a  saxophone  solo  by  Eugene  Stanley, 
are  also  doing  nicely. 
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The  Dealers'  Jobber 

Middle  West  Music  Jobbers 

228  So.  Wabash  Ave.,  Chicago 
Service  With  Right  Price* 
Everything  Published  in  Sheet  Music 


Orchestra  Leaders  Acclaim 
Fox  Hit  "Humoreskimo' 


Victor  Revelers  Introduce 

Song  Version  of  "Nola" 

What  can  be  termed  musical  history  is  being 
written  with  the  introduction  of  the  song  ver- 
sion of  the  already  internationally  famous 
instrumental  "Nola."    The  opening  shot  of  re- 


"The  Revelers" 

awakened  interest  in  this  musical  masterpiece 
was  set  on  the  date  of  the  special  release  of 
the  Victor  record  of  the  song. 

The  equally  famous  nationally  known  radio 
entertainers  and  exclusive  Victor  record  artists, 
"The  Revelers,"  introduce  "Nola"  as  a  song. 
This  action  in  itself  stamps  the  vocal  version 
as  most  worthy  of  its  instrumental  twin.  In- 
deed, it  may  be  said  that  such  recognized  artists 
would  not  so  eagerly  present  this  offering  if 
its  wide  acceptance  were  not  assured. 

"Nola"  won  its  first  response  as  a  piano  sil- 
houette, later  to  duplicate  and  add  to  its  favor 
as  a  fox-trot  and  feature  for  pianists.  Now, 
under  the  plans  for  "Nola,"  the  song,  we  see 
a  composition  setting  a  new  record  for  popu- 
larity over  a  long  period. 


Walter  Donaldson  Denies 

He  Is  Leaving  Leo  Feist 

In  the  January  11  issue  of  "Variety"  a  story 
was  printed  to  the  effect  that  Walter  Donald- 
son was  to  go  into  business  for  himself  as 
a  part  of  a  new  organization  being  formed  by 
Walter  Douglas,  formerly  general  manager  of 
Waterson,  Berlin  &  Snyder.  Leo  Feist,  Inc., 
for  and  in  behalf  of  Walter  Donaldson,  denied 
the  story,  and  Donaldson  himself  repudiated 
the  rumor  in  the  next  issue  of  Variety.  He 
stated  that  he  has  never  been  happier  or  more 
contented  than  he  is  at  the  present  time  and 
expects  to  continue  indefinitely  his  present  re- 
lations with  Leo  Feist,  Inc. 


Robbins  Printing  Scores 
for  Feature  Moving  Pictures 

As  successors  to  the  numerous  scores  which 
Robbins  Music  Corp.  has  put  out  at  various 
times,  it  now  is  printing  the  complete  scores  ot 
"The  King  of  Kings"  and  "Uncle  Tom's  Cabin." 
These  two  feature  photoplays  are  among  the 
very  biggest  of  the  season.  "The  King  of 
Kings"  ran  for  over  six  months  at  the  Gaiety 
Theatre,  New  York,  and  "Uncle  Tom's  Cabin" 
is  now  in  the  midst  of  a  protracted  run  at  the 
Central  Theatre,  New  York. 

The  scores  to  both  of  these  films  were  com- 
piled by  Hugo  Riesenfeld,  and  all  the  impor- 
tant themes  in  both  scores  are  individual  num- 
bers from  the  catalog  of  the  Robbins  Music 
Corp. 


The  enlarged  popular  song  department  of  the 
Sam  Fox  Publishing  Co.,  of  New  York  and 
Cleveland,  O.,  has  received  over  fifty  favor- 
able and  enthusiastic  comments  from  orchestra 
leaders  in  New  York  on  the  release  of  its  new 
song  fox-trot  "Humoreskimo." 

The  signatures  of  these  best-known  orches- 
tra leaders  were  gathered  together  and  used 
in  an  advertisement  in  one  of  the  orchestra 
papers,  substantiating  the  Fox  caption,  "New 
York  Acclaims  'Humoreskimo,'"  the  sub-title 
going  further  in  saying,  "Biggest  Leaders  Pre- 
dict Quick  Nation-Wide  Success  for  Outstand- 
ing Fox-Trot  Novelty." 

Besides  "Humoreskimo,"  which  is  well  on 
its  way  to  great  popularity,  the  popular  depart- 
ment of  the  Sam  Fox  organization  is  also 
energetically  behind  three  other  new  numbers. 
These  are  "Starlight  and  Tulips,"  "Blueberry 
Lane"  and  "Fascinatin'  Vamp." 

Such  songs  as  "Wings,"  the  theme  song  of 
the  Paramount  photoplay  of  the  same  name; 
"Polly,"  the  instrumental  successor  to  "Nola," 
and  the  renewed  activity  of  "Neapolitan 
Nights,"  now  issued  in  popular  edition,  and 
the  old  favorite,  "Rosita,"  are  all  included  in 
the  early  year  Fox  activities. 


Jascha  Gurewich  Pleases 

in  Saxophone  Recital 

Jascha  Gurewich,  the  saxophone  virtuoso,  in 
his  recital  Sunday  evening,  January  29,  at  the 
John  Golden  Theatre,  New  York,  introduced 
for  the  first  time  his  "Saxophone  Sonata."  The 
"Sonata"  was  easily  the  most  interesting  fea- 
iure  of  his  varied  program,  due  partly  to  the 
fact  that  it  was  the  first  time  any  such  composi- 
tion has  been  exclusively  prepared  for  this  in- 
strument. It  was  in  four  movements,  namely, 
Allegro  Moderato,  Romanza,  Scherzo  and 
Rondo. 

The  balance  of  the  Gurewich  program  was 
made  up  of  Brahms,  Bizet,  Rimsky-Korsakoff, 
the  rendition  of  his  new  "Ilona"  (Hungarian 
Dance)  and  several  popular  offerings,  "Jazz- 
ima,"  "One  Minute  Waltz,"  and  "Italian  Sere- 
nade." 

The  critics,  as  usual,  were  not  only  favorable 
but  enthusiastic  in  reporting  Mr.  Gurewich's 
performance.  The  Morning  World  said:  "When 
all  was  said  and  done,  an  opinion  endured  that 
the  saxophone  has  a  melancholy  dignity  which 
seems  to  have  been  misunderstood.  Mr.  Gure- 
wich proved  at  least  that  this  errant  instru- 
ment is  worthy  of  art  in  its  highest  sense." 

The  Tribune  said:  "Gurewich  was,  as  before, 
successful  in  showing  that  the  saxophone  need 
not  be  necessarily  associated  with  jazz." 

Mr.  Gurewich's  "Saxophone  Sonata"  is  pub- 
lished by  the  Sam  Fox  Publishing  Co.,  also 
publisher  of  his  popular  solos,  "Jazzima"  and 
"Twilight  Romance,"  and  a  large  number  of 
saxophone  transcriptions. 


Five  New  Publications 

Listed  in  Feist  Glass  "A" 

Leo  Feist,  Inc.,  in  a  recent  announcement  to 
the  trade  listed  five  new  publications  in  class 
"A"  which,  up  until  February  29,  1928,  will  be 
available  at  twenty  cents  per  copy.  On  and 
after  March  1  they  are  listed  as  Class  "B"  or 
twenty-two  cents  per  copy.  The  new  songs  are: 
"My  Ohio  Home,"  by  Walter  Donaldson  and 
Gus  Kahn;  "When  You're  With  Somebody 
Else,"  featured  by  Ruth  Etting;  "Romona,"  a 
beautiful  waltz  ballad  by  the  writer  of  "In  a 
Little  Spanish  Town,"  "If  I  Can't  Have  You" 
(I  Want  to  Be  Lonesome— I  Want  to  Be  Blue) 
and  "There  Must  Be  a  Silver  Lining,"  Walter 
Donaldson's  successor  to  "My  Blue  Heaven," 
with  lyrics  by  Dolly  Morse. 
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A  Line  or  Two— of  a  Song  or 
Two— of  a  Publisher  or  Two 


Irving  Berlin,  Inc.,  recently  published  a  new 
song  by  Benny  Davis  entitled  "Mary  Ann"  and 
predicts  that  it  will  sweep  the  country.  The 
song  is  of  the  type  of  Benny  Davis'  previous 
successes,  "Margie,"  "Dearest"  and  "Here  or 
There."  Another  song  in  the  Berlin  catalog 
which  is  showing  up  well  is  "Havin'  My  Ups 
and  Downs,"  a  follow-up  song  of  the  recent 
hit,  "Miss  Annabelle  Lee." 

«J 

Several  of  the  numbers  published  by  the  A. 
J.  Stasny  Music  Co.,  Inc.,  are  proving  popular 
with  radio  entertainers  and  are  being  heard 
many  times  nightly.  Among  them  are  "Dan- 
ger, Look  Out  for  That  Gal,"  "I'm  Always 
Smiling,"  "Sweetheart  Lane,"  "What'll  I  Do 
If  the  Mississippi  Goes  Dry?"  and  "I  Wonder 
If  You  Miss  Me  To-night."  Among  the  artists 
who  are  featuring  these  songs  are  Nat  Martin 
and  His  Orchestra,  Wright  and  Wrong  and 
Billy  Hays  and  His  Orchestra. 

$S  % 

A  check  of  the  number  of  requests  for  re- 
peat performances  from  listeners-in  to  the 
Maxwell  House  Coffee  Radio  Hours  revealed 
the  fact  that  "Down  South,"  published  by  the 
Edward  B.  Marks  Music  Co.,  was  second  on 
the  list,  having  been  requested  1,792  times. 
«r  «t 

"There  Must  Be  a  Silver  Lining,"  one  of 
Walter  Donaldson's  latest  hits,  published  by 
Leo  Feist,  Inc.,  was  first  introduced  by  the 
composer  himself,  who  sang  it  over  a  wide 
radio  network  during  the  Broadway  Night  of 
the  Maxwell  House  Hour  last  month. 

V£   V&  *g 

The  first  two  editions  of  "Piano  Recreations," 
published  by  the  Irving  Berlin  Standard  Music 
Corp.  have  been  entirely  sold  out  and  the 
third  is  now  in  work.  This  edition  contains 
all  classes  of  music  for  motion  picture  and 
concert  use. 

fe'   «  VS 

The  first  production  on  this  side  of  the  At- 
lantic of  Paul  Lincke's  operetta,  "Gri  Gri," 
took  place  on  January  26  at  the  Yorkville  The- 
atre, New  York.  The  Edward  B.  Marks  Music 
Co.,  publisher  of  Lincke's  compositions,  expects 


that  several  of  the  hits  of  the  production  will 
win  wide  and  enduring  popularity. 

8f    %  % 

"Out  of  a  Clear  Blue  Sky,"  the  latest  com- 
position from  the  pen  of  Harry  Von  Tilzer, 
was  recently  placed  on  music  counters  and  was 
accorded  a  hearty  welcome  by  both  dealers 
and  the  public. 

&    K?  Kr' 

"Sunshine,"  Irving  Berlin's  latest  song, 
which  he  sang  over  the  radio  recently  while 
in  California,  is  now  the  No.  1  song  of  the 
Berlin  catalog.  This  song  was  featured  at  the 
Roxy  Theatre,  New  York,  .for  the  first  time 
on  any  stage  and  was  given  an  elaborate 
presentation. 

"With  Flags  Aloft,"  used  as  the  theme  of 
the  Metro-Goldwyn  film,  "West  Point,"  is  from 
the  catalog  of  the  Edward  B.  Marks  Music  Co. 
This  stirring  march  tune  is  the  work  of  Her- 
man Heller  and  Joseph  B.  Strauss. 

VZ  V£ 

"Together,"  by  De  Sylva,  Brown  &  Hender- 
son, is  the  latest  offering  of  the  publishing 
house  of  the  same  name,  and  in  the  opinion  of 
Danny  Winkler,  sales  manager  of  the  firm, 
will  prove  as  great  a  success  as  the  present- 
day  big  "hit,"  "Among  My  Souvenirs,"  which 
is  also  published  by  De  Sylva,  Brown  &  Hen- 
derson. The  song  is  being  made  two  or  three 
ways  on  all  mechanicals. 

«J    «<  % 

The  Irving  Berlin  Standard  Music  Corp. 
announces  that  the  No.  4  Tenor  Banjo  folio 
of  popular  hits  and  the  No.  3  Saxophone  folio 
of  popular  hits  are  now  off  the  press.  Orders 
will  be  filled  as  received. 

V£    «  «« 

Harry  Von  Tilzer  reports  that  recordings 
of  several  of  his  former  hits  are  being  made 
by  leading  record  companies.  Among  the  old- 
time  favorites  to  be  released  in  new  form  with 
new  arrangements  are  "Cubanola  Glide," 
"When  the  Harvest  Moon  Is  Shining"  and 
"Last  Night  Was  the  End  of  the  World." 
%    «  « 

The  Edward  B.  Marks  Music  Co.  has  chosen 
two  typical  Chicago  songs  for  plug  numbers. 


More  Profits  in  Your 
Sheet  Music  Department 
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conscientious  attention  as 
though  you  were  here  in 
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bers yourself. 


Quick  Delivery — the  same 
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PLAZA  MUSIC  COMPANY 
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THAT  HIT  THE  MARK! 


TOGETHER  (New) 


AMONG  MI  SOUVENIRS 


ONE  MORE  NIGHT 


WITHOUT  YOU  SWEETHEART 
HERE  AM  I— BROKEN  HEARTED 
TIN  PAN  PARADE 


PLENTY  OP  SUNSHINE 


THERE'S   ONE  LITTLE   GIRL   WHO  LOVES 
ME 


GEE!  I'M  GLAD  I'M  HOME 


CHURCH  BELLS  ARE  RINGING  FOR  MARY 
THERE  AIN'T  NO  SWEET  MAN 

WORTH  THE  SALT  OF  MY  TEARS 

SWEETHEART  MEMORIES 


BABY  FEET  GO  FITTER  PATTER 


DIDN'T   I   TELL  YOU? 


Song:  Hits  from  the  Collegiate  Musical 
Comedy 
"GOOD  NEWS" 


GOOD  NEWS 


THE  VARSITY  DRAG 


LUCKY  IN  LOVE 


THE  BEST  THINGS  IN  LIFE  ARE  FREE 


BIG  SELLERS  IN  FOLIOS 
SUPREME  DANCE  FOLIO  (New) 


SAXOPHOLIO 


TENOR  BANJO  FOLIO  (2nd  Edition) 

(Each  containing;  fifteen  great  songs) 


]>E  SraaJft 


DESYiyA.BI>OWN'»MENDEB50N  BUILDING 


!WN  and  Bwerson.IIng 

sic  Publishers 


7X5  SEVENTH  AVENUE  NEW  YOBK 


They  are  "To-morrow's  To-morrow,  To-day  Is 
To-day,"  written  by  Bernie  Grossman,  Paul  Ash 
and  Sam  Kaufman,  and  "I'm  Playing  Hide  and 
Go  Seek"  (Wondering  Where  You  Are),  by 
Bernie  Grossman,  Billy  Moll  and  Arthur  Size- 
more. 

The  popularity  of  "Just  Whisper,"  Bobbie 
Shoemaker's  latest  fox-trot  song,  is  spreading 
rapidly,  according  to  Miller  &  Shoemaker,  Inc., 
New  York,  publishers  of  the  number,  who  have 
just  released  a  special  orchestra  arrangement 
of  it. 


Feist  Features  Its  Hits 

on  Unusual  Order  Blank 


An  unusual  and  attractive  order  blank  was 
recently  sent  dealers  by  Leo  Feist,  Inc.  Under 
the  caption,  "There's  Some  'Good  Pickin's  on 
This  'Shady  Tree,'  "  appeared  a  reproduction  of 
a  large  shade  tree  with  eleven  current  Feist 
hits  hanging  from  it  in  the  form  of  luscious 
fruit.  The  numbers  listed  were:  "A  Shady 
Tree,"  "My  Blue  Heaven,"  "I  Fell  Head  Over 
Heels  in  Love,"  "Baby  Your  Mother,"  "What'll 
You  Do?"  "What  Are  You  Waiting  For, 
Mary?"  "Kiss  and  Make  Up,"  "Go  Home  and 
Tell  Your  Mother,"  "That  Melody  of  Love," 
"My  Ohio  Home"  and  "Are  You  Thinking  of 
Me  To-night?" 


Robbins  Music  Corp.  Has 
"When  Love  Comes  Stealing" 

One  of  the  biggest  finds  of  the  year  has 
recently  been  made  by  the  Robbins  Music 
Corp.  in  "When  Love  Comes  Stealing,"  a  song 
which  they  have  acquired  from  Erno  Rapee  and 
Lew  Pollack,  the  writers  of  "Charmaine"  and 
"Diane."  This  number  bears  every  indication 
of  attaining  as  great  popularity  as  its  forerun- 
ners. 

Robbins  Music  Corp.  is  going  after  the  song 
in  a  big  way.  Every  avenue  of  exploitation  is 
being  used  and  the  song  is  fast  getting  into 
its  stride.  It  was  lately  staged  at  the  Roxy 
Theatre  in  a  very  spectacular  way  and  made 
an  instantaneous  hit  with  the  audience  which 
accorded  it  a  hearty  welcome. 
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R.  F.  Schelling  Elected  President  of 

Radio  Listeners  of  Western  New  York 

Business  in  Talking  Machines  and  Radio  Full))  Up  to  Expectations — Buffalo  Radio  Association 
Elects  New  Directors — 2,000  Compete  in  Federal  Ortho-sonic  Slogan  Contest 


Finds  E.  B.  Marks'  Hits 
Popular  in  Cuban  Capital 

Returning  the  middle  of  January  from  a  wed- 
ding trip  to  Havana,  Herbert  E.  Marks,  of 
the  Edward  B.  Marks  Music  Co.,  expressed 
himself  as  well  pleased  with  the  showing  made 
in  the  Cuban  capital  by  his  firm's  numbers. 
Wherever  he  went  he  heard  the  Marks'  fea- 
ture songs,  "Down  South"  and  "A  Kiss  Before 
(he  Dawn,"  played  constantly,  while  "Slow 
River"  was  one  of  several  other  older  tunes 
that  had  been  riding  the  crest  of  Cuban  popu- 
larity for  some  time. 

The  most  prominent  Havana  orchestra 
leaders,  including  Naddi  of  the  Jockey  Club 
and  Simon  of  the  Plaza,  enthusiastically  praised 
the  firm's  catalog  to  Mr.  Marks  and  declared 
that  Marks  music  was  always  among  their  most 
popular  requests. 

Mr.  Marks  was  interviewed  by  the  Havana 
Post,  the  leading  English  newspaper,  which 
stressed  the  fact  that  his  father,  E.  B.  Marks, 
is  the  publisher  of  the  world-famous  "Hot  Time 
in  the  Old  Town  To-night,"  the  marching  song 
of  the  Spanish-American  War  and  a  number 
that  is  naturally  of  paramount  interest  to  all 
Cubans  and  Americans  living  there.  The 
article  also  brought  out  the  information  that 
both  Mr.  and  Mrs.  Marks  were  delighted  with 
the  native  music,  and  particularly  the  Danzon, 
a  national  Cuban  dance,  which  is  not  only  a 
graceful  step  but  also  utilizes  the  most  en- 
trancing and  unique  melodies. 

As  a  result  of  this  interview  Mr.  Marks 
was  swamped  by  invitations  from  Cuban  com- 
posers to  listen  to  their  music  with  an  eye 
toward  American  publication.  While  some  of 
it  is  not  particularly  commercial,  according  to 
Mr.  Marks,  a  good  percentage  of  it  has  excel- 
lent potentialities. 

Robbins  Music  Corp.  Issues 
Song  to  Tie-up  With  Film 

The  Harold  Lloyd  Corp.,  which  is  releasing 
Harold  Lloyd's  new  picture,  "Speedy,"  has  sent 
the  following  news  release  to  all  motion  picture 
papers : 

"With  the  release  of  Harold  Lloyd's  new 
comedy  production,  'Speedy,'  by  Paramount, 
exhibitors  will  be  offered  a  song  tie-up  with 
the  Lloyd  picture  as  a  part  of  their  exploitation 
campaign. 

"Coincident  with  the  release  of  the  picture, 
Robbins  Music  Corp.,  which  maintains  an  in- 
ternational reputation  in  the  music  world,  is 
publishing  a  song  called  'Speedy  Boy,'  based 
on  the  story  of  'Speedy'  and  the  character 
portrayed  by  Lloyd.  The  song  will  have  a 
distribution  throughout  the  country,  not  only 
in  music  stores  but  in  department  stores,  drug 
stores  and  other  establishments  handling  songs 
as  a  sideline.  The  publisher  has  representatives 
in  several  of  the  large  cities  in  the  United 
States,  who  will  be  glad  to  co-operate  with 
exhibitors  of  'Speedy'  in  regard  to  window  dis- 
plays and  other  hook-ups. 

"Incidentally,  the  'Speed;  song  will  be  the 
third  to  be  published  on  a  larold  Lloyd  pro- 
duction by  the  Robbins  Music  Corp.  Its 
number  'Freshie,'  which  was  published  in  con- 
junction with  'The  Freshman,'  prr  ved  one  of 
the  leading  song  hits  of  the  1925  reason.  The 
Robbins  Music  Corp.  has  the  exr.usive  rights 
to  all  Paul  Whiteman  publications  " 

F.  A.  D.  Andrea  on  Vacation 


Frank  A.  D.  Andrea,  president  of  Fada  Radio, 
with  Mrs.  Andrea  and  a  party  of  friends,  are 
on  a  three  weeks'  trip  in  the  West  Indies. 
While  it  is  primarily  a  pleasure  jaunt,  Mr.  An- 
drea will  make  a  personal  inquiry  into  radio 
conditions  in  that  section,  Fada  having  recently 
established  new  distributing  connections  in  sev- 
eral cities  to  be  visited. 


Buffalo,  N.  Y.,  February  8. — Business  in  both 
talking  machines  and  radio  has  been  fully  up 
to  expectations  of  the  local  trade  during  the 
first  six  weeks  of  the  new  year.  This  is  true 
alike  from  the  wholesale  and  retail  standpoint, 
judging  from  interviews  with  representative 
members  of  each  line. 

R.  F.  Schelling  was  elected  president  of  the 
Radio  Listeners'  League  of  Western  New 
York  at  its  annual  meeting  held  here.  Other 
new  officers  for  1928  are  J.  J.  Johnson,  vice- 
president;  John  R.  Breim,  secretary,  and  E.  J. 
Johnston,  treasurer. 

The  Buffalo  Radio  Trades  Association  held  a 
smoker  and  social  in  connection  with  its  recent 
annual  meeting.  The  following  directors  were 
elected  for  two-year  terms:  Edward  Young, 
Elmer  Metzger  and  Benjamin  Neal.  The  re- 
tiring directors,  Edward  T.  Ball,  Emil  Sommer 
and  Thomas  A.  White,  were  given  a  vote  of 
thanks  for  their  successful  administrations. 

H.  G.  Erstrom,  executive  secretary  of  the 
Federated  Radio  Trade  Association,  held  a  con- 
ference with  directors  of  the  Rochester  Radio 
Trades,  Inc.,  in  that  city.  He  congratulated 
the  group  on  its  plan  to  draw  up  a  code  of 
ethics  and  set  of  standards  which  all  radio 
dealers  in  that  city  will  be  asked  to  endorse. 

Charles  F.  Stewart,  one  of  the  most  widely 
known  men  of  the  talking  machine  industry  in 
this  part  of  the  State,  died  in  his  home  in  Ken- 


Detroit,  Mich.,  February  9. — The  personal  ap- 
pearance in  town  of  Moran  and  Mack,  in  con- 
nection with  the  Earl  Carroll  Vanities  at  a 
local  playhouse,  certainly  stimulated  the  sale 
of  their  records  for  Columbia  dealers.  In  fact, 
the  local  wholesale  branch  had  prepared  for 
the  anticipated  rush,  but  even  then  it  was 
necessary  to  phone  to  Cleveland  to  send  more 
records  to  supply  the  demand.  While  in  the 
city  Moran  and  Mack  appeared  in  person  at 
the  stores  of  the  People's  Outfitting  Co.  and 
the  talking  machine  department  of  Crowley, 
Milner  Co.  Every  buyer  of  one  of  their  rec- 
ords went  away  with  the  personal  autographs 
of  Moran  and  Mack  on  the  records. 

Thomas  Device,  manager  of  the  Detroit 
branch  of  the  Columbia  Phonogarph  Co., 
smiles  all  over  when  you  ask  him  about  busi- 
ness. "We  certainly  cannot  complain,"  he 
remarked.  "Last  year  was  a  very  splendid  one 
for  us  in  the  State  of  Michigan.  We  added 
many  new  accounts  and  found  a  steady  increase 
in  the  demand  for  both  our  new  phonographs, 
as  well  as  our  New  Process  records." 

Talking  machine  business  from  the  retail 
sales  viewpoint  was  discussed  at  the  annual 
convention  of  Grinnell  Bros,  branch  managers, 
held  in  Detroit  during  the  month  of  January. 
The  convention  lasted  five  days  and  consider- 
able time  was  given  to  discussing  the  various 
methods  of  increasing  talking  machine  sales, 
advertising,  window  displays,  etc. 

Sam  Lind,  at  one  time  manager  of  the 
Columbia  Phonograph  Co.  wholesale  branch  in 
Detroit,  a  position  he  held  for  many  years,  and 
later  in  business  for  himself  in  the  wholesale 
end,  is  now  in  the  retail  business  for  himself 
at  9660  Grand  River  avenue,  where  he  is  en- 
joying a  very  good  trade,  handling  talking 
machines  and  radios  and  jewelry. 

There  is  considerable  talk  that  when  the  new 
additions  to  the  J.  L.  Hudson  Co.'s  main  build- 


more,  a  Buffalo  suburb,  after  an  illness  of  only 
a  few  days.  Pneumonia  caused  his  death  at  the 
age  of  forty-two. 

Two  thousand  replies  were  received  in  the 
Federal  Ortho-sonic  slogan  contest  held  during 
the  holiday  season  to  obtain  a  sales  slogan  for 
the  radio  sets  of  this  Buffalo  company.  Russell 
J.  Stone,  of  Niagara  Falls,  finally  was  adjudged 
the  winner  after  the  judges  had  waded  through 
the  hundreds  of  replies.  The  winning  slogan, 
"Built  to  Exceed  Your  Expectations,"  will  be 
used  in  Federal  advertising.  A  $600  Federal 
set  was  the  major  prize  given  to  Mr.  Stone. 

The  Laurens  Enos  Co.  has  just  opened  a  new 
talking  machine  and  radio  department  under 
ihe  direction  of  Charles  King.  Talking  ma- 
chines and  Federal  receiving  sets  are  featured. 

Frank  A.  Arnold,  director  of  development  of 
the  National  Broadcasting  Co.,  was  the  speaker 
at  a  meeting  of  the  Greater  Buffalo  Advertising 
Club  on  January  31. 

R.  J.  Murphy,  515  Erie  avenue,  Niagara  Falls, 
has  just  opened  an  especially  attractive  At- 
water  Kent  department  in  his  music  store. 

Buffalo  newspaper  proprietors  and  other 
prominent  citizens  were  guests  of  E.  C.  Green, 
manager  of  the  Hotel  Statler,  prior  to  the  first 
reception  of  radio  in  the  Statler  Hotel  in  this 
city.  The  guests  were  given  a  demonstration 
of  the  new  apparatus  and  were  warm  in  its 
praises. 


ing  arc  completed,  covering  the  entire  square 
block  between  Gratiot  and  Grand  River  ave- 
nues, the  talking  machine  and  radio  depart- 
ments will  be  moved  to  the  new  building,  where 
both  departments  will  have  more  space  for 
displays. 

Grinnell  Bros.,  with  retail  stores  in  forty 
cities  in  Michigan,  Ohio  and  Canada,  started 
on  Sunday,  February  5,  to  broadcast  an  elab- 
orate musical  program  over  Station  WJR 
This  is  to  be  a  weekly  event  from  now  on,  cov- 
ering the  hour  from  5:30  to  6:30. 

Local  dealers  handling  the  Atwater  Kent 
radio  line  report  that  the  new  AC  $88  model 
is  the  best  seller  they  have  ever  had.  Not 
only  are  retailers  pushing  this  new  model,  but 
the  local  and  national  advertising  is  helping 
immensely  to  popularize  it. 

The  J.  L.  Hudson  Music  Store,  through  its 
manager,  E.  K.  Andrew,  reports  that  the  high- 
priced  combination  outfits  selling  around  $1,100 
are  extremely  popular  with  the  elite  of  the 
city,  while  in  the  lower-priced  models  the 
Credenza,  is  the  most  popular. 

Benjamin  Gross  Talks  on 
Radio  Sales  and  Publicity 

At  a  luncheon  meeting  of  the  Radio  Trade 
Group  Division,  in  the  Advertising  Club.  23 
Park  avenue,  recently,  Benjamin  Gross,  presi- 
dent of  Gross-Brennan,  Inc.,  Stromberg-Carl- 
son  radio  representatives  in  New  York  and 
New  England,  speaking  on  "Radio  Merchan- 
dising and  Advertising,"  urged  his  hearers  to 
co-operate  with  manufacturers  and  jobbers  in 
making  radio  advertising  "clean."  He  expressed 
the  opinion  that  the  sales  volume  could  be  in- 
creased 100  per  cent,  through  proper  co-opera- 
tion. Stephen  Czukor,  general  manager  of 
WRNY,  presided. 
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LIST  FOR  FEBRUARY  3 
Chloe  (A  Song  of  the  Swamp) — Fox-trot, 

All  Star  Orch. 

Tin  Pan  Parade — Fox-trot  The  Troubadours 

What  Are  We  Waiting  For? — Fox-trot, 

Edwin  J.  McEnelly's  Orch. 
Who  Gives  You  All  Your  Kisses? — Fox-trot, 

The  Troubadours 
Mine — All  Mine — Fox-trot. ..  Coon-Sanders  Orch. 
Is  She  My  Girl  Friend? — Fox-trot, 

Coon-Sanders  Orch. 
Keep  Sweeping  the  Cobwebs  Off  the  Moon, 


Tohnny  Marvin 
. Johnn 


Is  She  My  Girl-Friend?  Johnny  Marvin 

Did  You  Mean  It?  Marion  Harris 

The  Man  I  Love  Marion  Harris 

LIST  FOR  FEBRUARY  10 
Lucia — Sextette, 

Galli-Curci,  Homer,  Gigli,  De  Luca,  Pinza,  Bada 
Rigoletto — Quartet, 

Galli-Curci,  Homer,  Gigli,  De  Luca 

Away  Down  South  in  Heaven  Tom  Waring 

A  Shady  Tree  Tom  Waring 

My  Man  (Mon  Homme)  Fannie  Brice 

The  Song  of  the  Sewing  Machine.  .Fannie  Brice 
Keep  Sweeping  the  Cobwebs  Off  the  Moon — Fox- 
trot  Waring's  Pennsylvanians 

Four  Walls — Fox-trot, 

Johnny  Johnson  and  His  Statler  Pennsylvanians 
My  Ohio  Home — Fox-trot, 

Jean  Goldkette  and  His  Orch. 
Here  Comes  the  Show  Boat — Fox-trot, 

Jean  Goldkette  and  His  Orch. 
LIST  FOR  FEBRUARY  17 
Mary  (What  Are  You  Waiting  For?), 

Jesse  Crawford 

Dancing  Tambourine   Jesse  Crawford 

By  the  Waters  of  Minnetonka — Fox-trot, 

Eddie  South  and  His  Alabamians 
La  Rosita — Fox-trot, 

Eddie  South  and  His  Alabamians 
Kiss  and  Make  Up — Fox-trot, 

Jack  Crawford  and  His  Orch. 
Everybody  Loves  My  Girl — Fox-trot, 

Ted  Weems  and  His  Orch. 
After  My  Laughter  Came  Tears, 

Johnny  Marvin-Ed  Smalle 

Rain   Johnny  Marvin-Ed  Smalle 

Henry's  Made  a  Lady  Out  of  Lizzie, 

The  Happiness  Boys 

It's  in  the  Bag  The  Happiness  Boys 

LIST  FOR  FEBRUARY  24 
VOCAL  AND  INSTRUMENTAL 

Marilyn — Waltz   Rudy  Wiedoeft 

Saxema   Rudy  Wiedoeft 

Oh!  Susanna, 

Vernon  Dalhart-C'arson  Robison-Adelyne  Hood 
When  the  Sun  Goes  Down  Again, 

Vernon  Dalhart-Carson  Robison 
Aloha  Oe  (Farewell  to  Thee). Edwin  H.  Lemare 
Chant  de  Bonheur  (Song  of  Happiness), 

Edwin  H.  Lemare 

Songs  of  Ireland   Victor  Mixed  Chorus 

Songs  of  Scotland   Victor  Mixed  Chorus 

Traviata — Prelude   Victor  Symphony  Orch. 

Sylvia  Ballet — Cortege  de  Bacchus  (March  and 
Procession  of  Bacchus), 

Victor  Symphony  Orch. 

DANCE  RECORDS 
Whiteman  Stomp. Paul  Whiteman  and  His  Orch. 
Sensation   Stomp. Paul  Whiteman  and  His  Orch. 
To-morrow — Waltz, 

Johnny  Hamp's  Kentucky  Serenaders 
Where  in  the  World   (Is  There  Someone  for 
Me)— Waltz, 

B.  F.  Goodrich  Silvertown  Cord  Orch. 
So  Tired — Fox-trot, 

jean  Goldkette  and  His  Orch. 
Just  a  Little  Kiss  From  a  Little  Miss — Fox-trot, 
Jean  Goldkette  and  His  Orch. 
The  Whip  (From  "Golden  Dawn") — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 
We'll   Have  a   New   Home    (From   "Take  the 
Air") — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 
Honolulu  Stomp  (Pilipo)  ..  Honolulu  Serenaders 
Mele  of  Hawaii  (Noble-Pilipo), 

Honolulu  Serenaders 
I'm  Drifting  Back  to  Dreamland — Waltz, 

Blue  Steele  and  His  Orch. 
Let's  Forgive  and  Forget — Waltz, 

Blue  Steele  and  His  Orch. 
RED  SEAL 
Song  of  the  Flea  (Moussorgsky), 

Feodor  Chaliapin 
Barbiere    di    Siviglia — La    Calunnia  (Slander's 

Whisper)   (Rossini)   Feodor  Chaliapin 

Serenade    (Toselli)   Renee  Chemet 

Serenade    (Pierne)   Renee  Chemet 

Prodi's  Air  and  Variations.  .Amelita  Galli-Curci 
Zemire  et  Azor — La  Fauvette  (The  Warbler), 

Amelita  Galli-Curci 

Bird  Songs  at  Eventide  John  McCormack 

The  Little  Silver  King  John  McCormack 

Pagliacci — Son  qua!    (Opening  Chorus — They're 
Here)   Metropolitan  Opera  Chorus 
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Pagliacci — Andiam!   (Bell  Chorus), 

Metropolitan  Opera  Chorus 

6753  Largo   (Handel)   Tito  Schipa 

Ave  Maria  (Hail,  Mary!)  (Mascagni). 

Tito  Schipa 

9160  Meistersiuger — Kirchenchor  (Church  Scene), 

State  Opera  Chorus  and  Orchestra,  Berlin 
Meistersinger — Wach'  auf!  es  nahet  gen  den  tag 
(Awake!  the  Dawn  of  Day  Draws  Near), 

State  Opera  Chorus  and  Orchestra,  Berlin 
MUSICAL  MASTERPIECES 
Concerto  in  A  Minor  (Grieg,  Op.  16), 

Arthur  de  Greef  Piano  and  the  Royal  Albert  Hall  Orch. 
Complete  on  4  Double-Faced  Victor  Records  in  Album  M-24 

(Numbers  9151  to  9154)  with  Descriptive  Folder 
Symphony  No.  5,  in  E  Minor  (Tschaikowsky,  Op.  64) 

Frederick  Stock  and  the  Chicago  Symphony  Orchestra 
Complete  on  6  Double-Faced  Victor  Records  in  Album  M-25 

(Numbers  6777  to  6782)  with  Explanatory  Folder 

6773  The  Fire  Bird — Part  1  (Introduction — Dance  of 

the  Fire-Bird)  (Strawinsky), 
Leopold  Stokowski-Philadelphia  Symphony  Orch. 
The  Fire-Bird — Part  2  (Dance  of  the  Princesses 
(Strawinsky), 

Leopold  Stokowski-Philadelphia  Symphony  Orch. 

6774  The  Fire-Bird — Part  3  (Dance  of  the  Princesses 

— Concluded)      (Dance     of     King  Kastchei) 
(Strawinsky), 

Leopold  Stokowski-Philadelphia  Symphony  Orch. 
The  Fire-Bird — Part  4  (Dance  of  King  Kastchei 
— Concluded)     (Berceuse  —  Lullaby)  (Stra- 
winsky), 

Leopold  Stokowski-Philadelphia  Symphony  Orch. 

6775  The  Fire-Bird — Part  5  (Berceuse — Lullaby — Con- 

cluded)   (Finale)  (Strawinsky), 
Leopold  Stokowski-Philadelphia  Symphony  Orch. 
Khowantchina — Entr'acte  (Moussorgsky), 
Leopold  Stokowski-Philadelphia  Symphony  Orch. 
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Columbia  Phono.  Co.,  Inc. 

CELEBRITY  SERIES 
9034-MManon:  Le  reve  (The  Dream)   (Massenet) — 

Tenor  Solo   Charles  Hackett  12 

Elisir  D'Amore:  Una  furtiva  lagrima  (A  Fur- 
tive Tear)    (Donizetti) — Tenor  Solo, 

Charles  Hackett  12 

7143-  M  Eili,  Eili   (Traditional  Jewish   Melody) — Con- 

tralto Solo   Sophie  Braslau  12 

Romance    (La    Nuit)     (Night)  (Rubinstein; 
Op.  44,  No.  1) — Contralto  Solo, 

Sophie  Braslau  12 
2057-M  Molly  on  the  Shore  (Irish  Reel)  (Grainger)— 

Piano  Solo   Percy  Grainger  10 

Cradle   Song   (Brahms-Grainger) — Piano  Solo 

Percy  Grainger  10 
5074-M  Polonaise    (Chopin;    Op.    40,   No.    1) — Piano 

Solo   Ethel  Leginska  12 

Prelude  (Chopin;  Op.  28,  No.  15)— Piano  Solo, 

Ethel  Leginska  12 

7144-  M  Tambourin  Chinois   (Kreisler) — Violin  Solo, 

Joseph  Szigeti  12 
Slavonic  Dance  No.  1,  in  G  Minor  (Dvorak- 
Kreisler) — Violin   Solo   Joseph  Szigeti  12 

7145-  M  Lucia:    Sextet — Chi    raffrena    il    mio  furore 

(Why   Do  I   My   Arm   Restrain?)  (Doni- 
zetti)— Vocal, 

M.  Gentile,  D.  Borgioli,  G.  Vanelli,  S.  Bac- 
claoni,  G.  Nessi,  I.  Mannarini  and  Chorus  12 
Sonnambula:  D'un  pensiero  (No  Thought  but 
for  Thee)  (Bellini)— Vocal, 

M.  Gentile,  D.  Borgioli,  I.  Mannarini, 

G.  Pedroni  and  Chorus   12 

SACRED  MUSIC 
1224-D  Holy,  Holy,  Holy! ..  .Columbia  Mixed  Chorus  10 

Abide  With  Me!  Columbia  Mixed  Chorus  10 

STANDARD  AND  INSTRUMENTAL  MUSIC 
1223-D  (a)  From  the  Land  of  the  Sky-Blue  Water; 
(b)  At  Dawning — Pipe  Organ, 

Milton  Charles  10 
Love's  Old  Sweet  Song — Pipe  Organ, 

Milton  Charles  10 
50055-D  March  of  the  Bojaren  (Halvorsen), 

Columbia  Symphony  Orch.(R.H.Bowers,Dir.)  12 
Bridal   Procession    (Grieg;   Op.    19,  No.  2) 

Columbia  Symphony  Orch.(R.H.Bowers,Dir.)  12 

1234-  D  Mignon:  Gavotte  (Thomas), 

J.  H.  Squire's  Octette  10 

Poeme   (Fibisch)   J.  H.  Squire's  Octette  10 

1246-D  My    Blue    Heaven  The  Artist  Ensemble  10 

The  Song  Is  Ended  (But  the  Melody  Lingers 

On))   The  Artist  Ensemble  10 

DANCE  MUSIC 

1242-  D  Keep  Sweeping  the  Cobwebs  Off  the  Moon — 

Fox-trot, 

Ted  Lewis  and  His  Band,  with  Ruth  Etting  10 
Away  Down  South  in  Heaven — Fox-trot,  with 
Incidental  Singing. Ted  Lewis  and  His  Band  10 
1241-D  For  My  Baby — Fox-trot,  with  Vocal  Chorus, 

Leo  Reisman  and  His  Orch.  10 
The    Man   I    Love    (From   "Strike    Up  the 
Band") — Fox-trot,  with  Vaughn  de  Leath, 

Fred  Rich  and  His  Orch.  10 

1243-  D  I've  Been  Longing  for  a  Girl  Like  You — Fox- 

trot, with  Vocal  Chorus  by  Frank  Harris, 

Paul  Ash  and  His  Orch.  10 
Everywhere    You    Go — Fox-trot,    with  Vocal 

Chorus  by  Seger  Ellis, 

Paul  Ash  and  His  Orch.  10 

1274-  D  We'll  Have  a  New  Home  (In  the  Mornin') 

(From    "Take    the    Air") — Fox-trot,  with 
Vocal  Chorus  by  Crescent  Trio, 

Ben  Selvin  and  His  Orch.  10 
When  You're  With  Somebody  Else — Fox-trot, 
with  Vocal  Chorus  by  Lewis  James, 

Ben  Selvin  and  His  Orch.  10 

1244-  D  I  Scream — You  Scream — We  All  Scream  for 

Ice  Cream — Fox-trot,  with  Vocal  Chorus, 

Harry  Reser's  Syncopators  10 
When  the  Robert  E.  Lee  Comes  to  Town — 
Fox-trot,  with  Vocal  Chorus, 

Harry  Reser's  Syncopators  10 

1275-  D  Mine — All  Mine — Fox-trot,  with  Vocal  Trio, 

California  Ramblers  10 
Changes — Fox-trot,  with  Vocal  Trio, 

California  Ramblers  10 
1273-D  Let  a.  Smile  Be  Your  Umbrella  on  a  Rainy 
Day — Fox-trot,  with  Vocal  Chorus, 

Paul  Specht  and  His  Orch.  10 
The     Grass    Grows    Greener     ('Way  Down 
Home) — Fox-trot,  with  Vocal  Chorus, 

Paul  Specht  and  His  Orch.  10 

1235-  D  I  Fell  Head  Over  Heels  in  Love — Fox-trot, 

with  Vocal  Chorus  by  Harold  Lambert, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 
Is    She    My    Girl    Friend? — Fox-trot,  with 
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Vocal  Chorus, 

Max  Fisher  and  His  California  Orch. 

1252-  D  Waiting    for     the     Rainbow — Fox-trot,  with 

Vocal  Chorus  by  Lewis  James, 

The  Knickerbockers 
Back  Where  the  Daisies  Grow — Fox-trot,  with 
Vocal  Chorus  by  Robert  Benjamin, 

The  Knickerbockers 
1214-D  Rose     of     Monterey — Fox-trot,     with  Vocal 

Chorus  by   Billy   Day  The  Columbians 

Maybe    You'll    Be    the    One — Fox-trot,  with 
Vocal  Chorus  by  Vaughn  de  Leath, 

The  Columbians 

1225-D  Where  in  the  World  (Is  There  Someone  for 
Me) — Waltz,   with   Vocal   Chorus  by  Seger 

Ellis   The  Cavaliers  (Waltz  Artists) 

Worryin' — Waltz,  with  Vocal  Chorus  by  Nor- 
man Clark.... Don  Voorhees  and  His  Orch. 
VOCAL  NUMBERS 
1254-D  After  My  Laughter  Came  Tears— Vocal, 

Ukulele  Ike  (Cliff  Edwards) 
(I'm  Cryin'  'Cause  I  Know  I'm)  Losing  You 
— Vocal   Ukulele  Ike  (Cliff  Edwards) 

1276-  D  Keep   Sweeping  the   Cobwebs   Off  the  Moon 

— Vocal, 

Lee  Morse  and  Her  Southern  Serenaders 
Give  Me  a  Good  Night  Kiss — Vocal, 

Lee  Morse  and  Her  Southern  Serenaders 

1253-  D  Now  I  Won't  Be  Blue— Vocal, 

Art  Gillham  and  His  Southland  Syncopators 
What  a  Wonderful  Night  This  Would  Be— 
Vocal. The  Whispering  Pianist  (Art  Gillham) 

1238-  D  Among  My  Souvenirs — Vocal. .  .James  Melton 

Dear,  On  a  Night  Like  This — Vocal, 

James  Melton 

1237-D  The   Varsity    Drag    (From    "Good    News")  — 

Vocal   Ruth  Etting 

Good    News     (From    "Good    News") — Male 
Quintet   The  Singing  Sophomores 

1239-  D  Girl  of  My  Dreams— Vocal  Seger  Ellis 

I'll  Think  of  You— Vocal  Seger  Ellis 

1240-  D  Tin  Pan  Parade— Vocal  Duet  Ford-Glenn 

I  Told  Them  All  About  You— Vocal  Duet, 

Ford-Glenn 

1231-  D  Cobble-Stones— Vocal   Ed  Lowry 

Waiting  for  the  Rainbow — Vocal... Ed  Lowry 
1236-D  Up  in  the  Clouds  (From  "The  Five  O'Clock 
Girl")— Vocal  Duet, 

Vaughn  de  Leath-Franklyn  Baur 
Thinking  of  You  (From  "The  Five  O'Clock 
Girl")— Vocal  Duet, 

Vaughn  de  Leath-Franklyn  Baur 
1245-D  Poor  Lizzie — Vocal  Duet, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys) 
I  Love  to  Catch  Brass  Rings  on  a  Merry-Go- 
Round — Vocal  Duet, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys) 

1232-  D  The  Minstrel  Boy— Tenor  Solo, 

William  A.  Kennedy 
The  Harp  That  Once  Through  Tara's  Halls 
— Tenor  Solo   William  A.  Kennedy 

1233-  D  Little  Mother  of  Mine— Tenor  Solo, 

William  A.  Kennedy 
That  Tumble-Down  Shack  in  Athlone — Tenor 

Solo   William  A.  Kennedy 

NOVELTY  NUMBERS 
1230-D  I  Thought  I'd  Die— Parts  1  and  2  Comedy 
Monologue   Al  Herman 

1277-  D  The    Dempsey-Tunney    Fight — Comedy  Piano- 

logue   Clarence  Senna 

How  to  Write  a  Popular  Song — Comedy  Piano- 

logue   Clarence  Senna 

HAWAIIAN  MUSIC 
124S-D  Kaala  Medley  Waltz.. Royal  Palolo  Hawaiians 
Hawaiian  Love  Waltz  Medley, 

Royal  Palolo  Hawaiians 
1247-D  That's  What  the  Lei  Said  to  Me— Waltz,  with 

Vocal   Chorus   South  Sea  Islanders 

The  Call  of  Aloha— Waltz,  with  Vocal  Chorus, 
South  Sea  Islanders 
1166-D  Honolulu  Blues — Fox-trot,  with  Vocal  Chorus, 
Cole  McEIroy's  Spanish  Ball  Room  Band 
Lonely  Nights  in  Hawaii — Waltz,  with  Vocal 
Chorus  by  Jimmie  Davis, 

Cole  McEIroy's  Spanish  Ball  Room  Band 

1249-  D  Tropical    Hulas — Medley    Fox-trot,  with 

Incidental  Singing  ....South  Sea  Islanders 
On   the  Dreamy  Moana  Shore — Waltz,  with 

Incidental  Singing  ....  South  Sea  Islanders 
125 1-D  Aloha  Oe  Blues— Fox-trot,  with  Vocal  Chorus 

by  Vaughn  de  Leath  Moana  Orch. 

On    the    Shores    of  Honolulu — 'Waltz,  with 

Vocal  Chorus  by  Lewis  James. Moana  Orch. 

1250-  D  Meleana  E — Incidental  Singing, 

Sol  Hoopii's  Novelty  Trio 
Sweet  Lei  Lehua — Incidental  Singing;  A  Slow 

Hula   Sol  Hoopii's  Novelty  Trio 

FAMILIAR  TUNES— OLD  AND  NEW 

15216-  D  My  Blue  Ridge  Mountain  Queen — Vocal  Duet, 

Bob  Nichols-Riley  Puckett 
In  the  Shade  of  the  Old  Apple  Tree — Vocal 
Duet   Bob  Nichols-Riley  Puckett 

15213-  D  A  Bull  Fight  in  Mexico— Talking, 

Chris  Bouchillon 
Chris  Visits  the  Barber  Shop — Talking, 

Chris  Bouchillon 

15212-D  Birmingham  Jail — Vocal   Duet. .  Darby-Tarlton 
Columbus  Stockade  Blues — Vocal  Duet, 

Darby-Tarlton 

15217-  D  Please  Do  Not  Get  Offended— Vocal, 

Gid  Tanner-Fate  Norris 
Everyday    Will    Be    Sunday    Bye    and  Bye- 
Vocal   Gid  Tanner-Fate  Norris 

15218-  D  Little  Marian  Parker — Vocal  Al  Craver 

Where  Is  My  Mama? — Vocal  Duet, 

Al  Craver-Charlie  Wells 

15211-D  Uncle  Joe — Vocal   Macon  Quartet 

Yodel — Vocal   Macon  Quartet 

15219-  D  Are  You  From  Dixie?, 

Young  Brothers'  Tennessee  Band 
Bill  Bailey,  Won't  You  Please  Come  Home?, 
Young  Brothers'  Tennessee  Band 
1521S-D  If  I  Lose,  I  Don't  Care— Vocal, 

Charlie  Poole,  with  the  North  Carolina  Ramblers 

C«on  F"rom  Tennessee — -Vocal, 

Charlie  Poole,  with  the  North  Carolina  Ramblers 

15214-  D  He's  Coming  Again — Sacred  Music, 

The  Deal  Family 
Beautiful  Home  Somewhere — Sacred  Music, 

The  Deal  Family 

IRISH  RECORDS 

33224-  F  The  Suit  of  Corduroy— Jib, 

Sullivan's  Shamrock  Band 
Irish  Mary. — Reel;  Violin  Solo. Martin  Mullin 

33225-  F  The  Fields  o'  Ballyclare— Baritone  Solo, 

Michael  Ahcrn 
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Old  Ireland  Shall  Be  Free — Baritone  Solo, 

Michael  Ahem  10 

33226-  F  United  Ireland — Song   Shaun  O'Nolan  10 

My  Rose  of  Killarney — Song.. Shaun  O'Nolan  10 

33227-  F  Irish  Washerwoman  Medley— Jig  Set, 

Flanagan  Brothers  10 
The  Old  School  Master— Reel, 

Flanagan  Brotiers  10 

33228-  F  The  Irishman— Baritone  Solo. Walter  McNally  10 

Come  to  the  Fair — Baritone  Solo, 

Walter  McNally  10 

33229-  F  The  Cluckin'  Hen  and  Duck— Song, 

Frank  Quinn-Joe  Maguire  10 
The  Mist  on  the  Mountain — Jig;  Violin  Duet, 

Frank  Quinn-Joe  Maguire  10 


Edison  Disc  Records 


52165 


52160 


52171 


52173 


52174 


52178 


52179 


52177 


52185 


52182 
52192 


52193 


52189 


52167 


52168 


52169 


52170 


52175 


52176 


52180 


SPECIALS 

Mother,    I    Still    Have    You  (Clarke-Jolson-Sil- 

vers)   J.  Donald  Parker 

The   Hours  I   Spent   With  You  (Lewis-Young- 
Little)   J.  Donald  Parker 

Nobody  Knows  the  Trouble  I've  Seen, 

Elks'  Male  Quartet  No.  863 
I'm  a  Soldier  of  the  Cross, 

Elks'  Male  Quartet  No.  863 
Quintet  in  E  Flat  Major,  Part  1   (First  Move- 
ment), Allegro  brillante  (Schumann,  Op.  44), 

E.  R.  Schmitz,  with  Philharmonic  String  Quartet 
Quintet  in  E  Flat  Major,  Part  2  (Second  Move- 
ment),  in    modo   d'una   Marcia  (Schumann, 
Op.  44), 

E.  R.  Schmitz,  with  Philharmonic  String  Quartet 
Quintet  in  E  Flat  Major,  Part  3  (Third  Move- 
ment),    Scherzo    molto    vivace  (Schumann, 
Op.  44), 

E.  R.  Schmitz,  with  Philharmonic  String  Quartet 
Quintet    in    E    Flat    Major,    Part    4  (Finale), 
Allegro  ma  non  troppo  (Schumann,  Op.  44), 

E.  R.  Schmitz,  with  Philharmonic  String  Quartet 
Chl»e    (Song   of   the   Swamp)    (Kahn-Moret)  — 

Baritone   Ernest  Hare 

Away  Down  South  in  Heaven  (Green- Warren) 

— Baritone   Ernest  Hare 

Four  Walls  (Jolson-Rose-Dreyer) — Tenor, 

J.  Donald  Parker 
I'm  Making  Believe  That  I  Don't  Care  (Dubin- 

Raskin-Marr) — Tenor   J.  Donald  Parker 

O!  Dem  Golden  Slippers  (Bland), 

Vernon  Dalhart  and  Company 
My   Carolina    Home  (Clayton-McMichen-Layne- 

Stokes)   Vernon  Dalhart  and  Company 

Carry  Thy  Burden  to  Jesus  (King-Bowers), 

Homer  Rodeheaver  and  Chorus 
You  Can  Smile  (Ackley), 

Homer  Rodeheaver  and  Chorus 
Why  Adam  Sinned  (Rogers) — Male  Voices, 

The  American  Singers 
When     the     Little     Ones     Say  "Good-Night" 

(Parks) — Male  Voices   The  American  Singers 

There's  Always   a   Way   to   Remember    (But  I 
Can't  Find  a  Way  to  Forget)  (Fain-Pollack), 

Jack  Parker-Will  Donaldson 
Mamma's  Little  Baby  (Schuster-Tucker), 

Jack  Parker-Will  Donaldson 
Flaming  Ruth  (Lyn-Bryan-Axt-Mendoza), 

Arthur  Fields 
Wait  a  Little  Longer,  Love  Bird  (Dixon-Greer), 

The  Rollickers 
Me  Neenyah  (My  Little  One)  (Brown-Spencer) 
— Violin,  Hawaiian  Guitar  and  Piano, 

Von  Hallberg  Trio 
Hawaiian  Airs — Medley  Waltz — Violin,  Hawaiian 

Guitar  and  Piano   Von  Hallberg  Trio 

In  a  Shady  Nook  by  a  Babbling  Brook  (Pease- 
Nelson)   Helen  Clark-Charles  Harrison 

Wife  o'  Mine  (Wimbrow)   Charles  Harrison 

My  Blue  Heaven  (Whiting-Donaldson), 

Vaughn  de  Leath  (The  Radio  Girl)  and  Her  Buddies 
Keep    Sweeping   the    Cobwebs    Off    the  Moon 
(Lewis-Young-Levant) , 

Vaughn  de  Leath  (The  Radio  Girl)  and  Her  Buddies 
Serenade  (Toselli,  Op.  6) — Violin  Solo, 

Arcadie  Birkenholz 
Tango  ( Albeniz-Elman) — Violin  Solo, 

Arcadie  Birkenholz 
Soldiers'  Chorus  (From  Faust)  (Gounod) — Male 

Voices   Edison  Male  Chorus 

Pilgrim's  Chorus  (From  Tannhauser)  (Wagner) 

— Male    Voices   Edison  Male  Chorus 

March  of  the  Marionettes  (Savino-DeRose), 

Murray  Kellner's  Dinner  Music  Ensemble 
Melody  of  Love  (Engelmann), 

Murray  Kellner's  Dinner  Music  Ensemble 
Honolulu  Moon  (Lawrence), 

Waikiki  Hawaiian  Orch. 
Puna  Waltz  (Ferera-Paaluhi), 

Waikiki  Hawaiian  Orch. 

FLASHES 
Someday  Sweetheart  (Spikes) — Fox-trot, 

Piccadilly  Players  and  Singers  (Dir.  M.  Morrii) 
I'm  Walkin'  on  Air    (Tracey-Dougherty) — Fox- 
trot, with  Vocal  Chorus  by  Happy  Jack, 

Oreste  and  His  Queensland  Orch. 
When    the    Robert    E.    Lee    Comes    to  Town 
(Kenny) — Fox-trot,  with  Vocal  Chorus. 
B.A.Rolfe,  Trumpet  Virtuoso,  and  Palais  d'Or  Orch. 
Moon  of  Japan  (McKenna-Haid) — Fox-trot, 

Irwin  Abrams,  with  His  Orch.  and 
the  Manger  Musical  Messenger 
She  Don't  Wanna  ( Yellen-Ager) — Fox-trot, 

Piccadilly  Players  and  Singers  (Dir.  M.  Morrii) 
When  the  Morning  Glories  VVake  Up  in  the 
Morning  (Then  I'll  Kiss  Your  Two  Lips  Good- 
Night)    (Rose-Fisher)  —  Fox-trot,  with  Vocal 
Chorus  by  Happy  Jack, 

Oreste  and  His  Queensland  Orch. 
Up  in  the  Clouds  (From  "The   Five  O'Clock 
Girl")  (Kalmar-Ruby)  —  Fox-trot,  with  Vocal 
Chorus  by  Billy  Tones, 

Dave  Kaplan,  with  His  Happiness  Orch. 
Lady   of  Havana    (Bernie-Val-Van  Loan) — Fox- 
trot, with  Vocal  Chorus  by  Billy  Jones, 

Dave  Kaplan,  with  His  Happiness  Orch. 
Aht    Sweet    Mystery    of    Life — Intro.:    To  the 
Land  of  My  Own  Romance  (Herbert) — Waltz, 
with  Vocal  Refrain  by  Victor  Hall, 

Jack  Stillman's  Orch. 
"N"  You  (Schafer-Wayne-Klickmann) — Waltz, 

Jack   Stillman's   Orch.,  Intro.: 
The  Songsters,  Ken  and  Vic 
Normandy   (Price-Silver) — Fox-trot,  with  Vocal 
Chorus  by  Theo.  Alban, 

Louis  Lilienfeld,  with  His  Hotel  Biltmore  Orch. 
Dear,  On  a  Night  Like  This  (Caesar-Conrad) — 
Fox-trot,  with  Vocal  Chorus  by  Theo.  Alban, 

Louis  Lilienfeld,  with  His  Hotel  Biltmore  Orch. 
Plenty  of  Sunshine  (DeSylva-Brown-Henderson) 
— Fox-trot. .  .Arthur  Fields  and  His  Assassinator! 


Look  in  the  Mirror  (And  See  Just  Who  I 
Love)   (Goetz-Stept) — Fox-trot, 

Arthur  Fields  and  His  Assassinators 
52181  Mine — All  Mine  (Ruby-Cowan-Stept) — Fox-trot, 

Golden  Gate  Orch. 
The  Pay  Off  (Quicksell)— Fox-trot, 

Golden  Gate  Orch. 
52184  Highways  Are  Happy  Ways  (When  They  Lead 
the    Way    to    Home)     (Harris-Malie-Shay) — 
Fox-trot,  with  Singing. ...  Harry  Reser's  Rounders 
Our     Bungalow     of     Dreams  (Malie-Newman- 
Verges) — Fox-trot,  with  Vocal  Chorus, 

Harry  Reser's  Rounders 
52191  An   Old    Guitar   and    an    Old    Refrain  (Kahn- 
Black-Moret) — Fox-trot,  with  Vocal  Duet, 

Ernie  Golden  and  His  Hotel  McAlpin  Orch. 
Hooray — Hooray  It's  Ray  Ray  Raining  (Johns- 
Tobias-Sherman) — Fox-trot,  with  Duet  Chorus, 

Ernie  Golden  and  His  Hotel  McAlpin  Orch. 
52190  He    Loves    and    She    Loves    (From  "Funny 
Face")     (Gershwin-Gershwin) — Fox-trot,  with 
Incidental  Singing  by  The  Rollickers. 

Al  Friedman  and  His  "Yoeng's"  Orch. 
Four     Walls      (Jolson-Rose-Dreyer)  —  Fox-trot, 
with  Incidental  Singing  by  The  Rollickers, 

Al  Friedman  and  His  "Yoeng's"  Orch. 
LONG-PLAYING  RECORDS 
3004  Tannhauser  Overture:  Lohengrin,  Introduction  to 
the   Third   Act;    Die   Meistersinger  Overture 

(Wagner)   American  Symphony  Orch. 

Casse-Noisette  Suite  (Nut  Cracker  Suite); 
Overture  Miniature;  Danse  Chinoise;  Danse 
de  la  Fee  Dragee;  Danse  des  Mirlitons;  Danse 
Arabe;  Danse  Russe  (Trepak) ;  Valse  des 
Fleurs  (Tchaikowsky)  ..  American  Symphony  Orch. 


Bell  Records 


( 

580  Kiss  and  Make  Up — Vocal  Solo. ..  .Chris  Patterson 
Life    Without    You    Is   Just    a    Bubble — Vocal 

Solo   Arthur  Fields 

579  For  My  Baby — Vocal  Solo  Horace  Winters 

I  Know  We'll  Meet  Again — Vocal  Solo, 

Arthur  Fields 

578  Everybody  Loves  My  Girl — Fox-trot, 

Imperial  Dance  Orch. 

Sueno  China — Fox-trot   Imperial  Dance  Orch. 

577  Lady  of  Havana — Fox-trot, 

Arlington  Garden  Orch. 

Carnival — Fox-trot   Arlington  Garden  Orch. 

576  Down  South — Fox-trot. ..  Dick  Burton  and  His  Orch. 
Mother  of  the  Volga — Fox-trot, 

Dick  Burton  and  His  Orch. 

575  Cobble-Stones— Fox-trot   Club  Folly  Orch. 

When  We're  Together — Fox-trot. .  .Club  Folly  Orch. 
574  Among   My   Souvenirs — Fox-trot ...  Club  Folly  Orch. 

One  Golden  Hour — Fox-trot. ..  .Hill  Top  Inn  Orch. 
573  The  Hours  I  Spent  With  You — Fox-trot, 

Dick  Burton  and  His  Orch. 
I  Dream  About  You — Fox-trot, 

Dick  Burton  and  His  Orch. 
572  The  Song  Is  Ended— Waltz, 

Dick  Burton  and  His  Orch. 
Sweet    Violets — Fox-trot.  Dick  Burton  and  His  Orch. 
571  My  Blue  Heaven — Specialty  Solo. ..  .Chris  Patterson 
In  Mountains  High — Specialty  Solo. Chris  Patterson 

570  Magnolia — Specialty    Solo  Chris  Patterson 

Here  We  Are  Again,  Boys — Duet  Carrol-Grady 

569  Rain — Fox-trot   Bruce  Bray's  Orch. 

Sweetheart  of  Sigma  Chi — Fox  trot, 

Bruce  Bray's  Orch. 
568  After  I've  Called  You  Sweetheart — Fox-trot, 

The  Melody  Men 
By  the  Waters  of  Minnetonka — Fox-trot, 

The  Melody  Men 
567  I  Can't  Believe  You're  in  Love  With  Me — Fox- 
trot  Marlborough  Dance  Orch. 

Let's  Make  Love  in  the  Moonlight — Fox-trot, 

Marlborough  Dance  Orch. 
566  I'm  in  Heaven  When  I   See  You  Smile — Fox- 
trot  Club  Folly  Orch. 

You're  My  Rainbow — Fox-trot  Club  Folly  Orch. 

565  My   Blue   Heaven — Fox-trot. ..  California  Syncopators 

Charming — -Fox-trot   California  Syncopators 

564  Highways  Are  Happy  Ways — Fox-trot, 

Imperial  Orch. 

Sick  and  Tired — Fox-trot  Imperial  Orch. 

563  Dawning — Fox-trot   Bell  Record  Boys 

Gorgeous — Fox-trot   Bell  Record  Boys 

562  Ain't  That  a  Grand  and  Glorious  Feeling — Fox- 
trot  Club  Folly  Orch. 

Who  Do  You  Suppose — Fox-trot.  .  .Club  Folly  Orch. 
561  Baby  Your  Mother — Fox-trot  Florida  Aces 

Marvelous — Fox-trot   Florida  Aces 


Brunswick  Records 


LIST  FOR  FEBRUARY  2 
3725  Did    You    Mean    It?    (Baker-Silver-Lyman) — 

Tenor,  with   Orch  Eddy  Thomas 

Are    You    Thinking   of   Me   To-night?  (Davis- 

Akst-Gilbert) — Tenor,   with   Orch  Eddy  Thomas 

3747  Mine  —  All     Mine     (Ruby-Cowan-Stept)  —  Fox- 
trot, with  Vocal  Duet, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
Fascination     (Mills-Bernie)   —   Fox-trot,  with 
Vocal  Duet, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
3720  My   Heart   Stood   Still   (From   "A  Connecticut 
Yankee")      (Hart-Rodgers)  —  Fox-trot,  with 

Vocal    Effects   Harry  Archer  and  His  Orch. 

I  Feel  at  Home  With  You  (From  "A  Connec- 
ticut Yankee")  (Hart-Rodgers) — Fox-trot,  with 

Vocal  Effects   Harry  Archer  and  His  Orch. 

3744  Millenberg  Joys  (Mayers-Rappolo-Morton) — Fox- 
trot, with  Vocal  Chorus, 

Rodney  Rogers'  Red  Peppers 
Chili     Blues     (Rogers) — Fox-trot,    with  Vocal 

Chorus   Rodney  Rogers'  Red  Peppers 

3742  Old    Plantation    Melody    (Hall)— Vocal  Duet, 
with  Whistling,  Fiddles  and  Guitar, 

Vernon   Dalhart-Carson  Robison 
When  the  Sun  Goes  Down  Again  (Robison) — 
Vocal    Duet,    with    Whistling,    Fiddles  and 

Guitar   Vernon  Dalhart-Carson  Robison 

3710  Sweet    William    and    Bad    Bill    in    New  York 
(LeMaire) — Dialog  Comedy, 

Sweet  William-Bad  Bill  (W.  LeMaire- Tohn  Swor) 
Sweet  William  and  Bad  Bill  Still  in  New  York 
(LeMaire) — Dialog  Comedy, 

Sweet  William-Bad  Bill  (W.  LeMaire-John  Swor) 
3731  Diane  (I'm  in  Heaven  When  I  See  You  Smile) 

(Rapee-Pollack) — Popular  Concert. Blackstone  Trio 
Dawn  of  To-morrow  (Gravelle-Green) — Popular 

Concert   Blackstone  Trio 

150  On    the    Hills    Over    There    (Vaughan)— Male 
Voices  with  Violin,  Guitar  and  Piano, 

Blue  Ridge  Gospel  Singers 


3630 


3546 


3645 
3753 

3677 

3748 

20058 
15155 

15166 

50118 

160 


179 


3756 


3761 


3752 


'Twill  Be  Glory  Bye  and  Bye — Male  Voices,  with 
Violin,  Guitar  and  Piano, 

Blue  Ridge  Gospel  Singers 
What  a  Friend  We  Have  in  Jesus  (Bonar-Con- 
verse) — Male  Voices,  with  Organ, 

Old  Southern  Sacred  Singers 
The    Home    Over    There  (Huntington-O'Kane) 
— Male  Voices,  with  Organ, 

Old  Southern  Sacred  Singers 
LIST  FOR  FEBRUARY  9 
The  Song  Is  Ended   (But  the  Melody  Lingers 

On)   (Berlin) — Piano  Solo   Lee  Sims 

Among   My    Souvenirs    (Leslie-Nicholls) — Piano 

Solo   Lee  Sims 

Say  It  With  a  Red,  Red  Rose  (Rose-Greer)— 
Fox-trot,  with  Vocal  Trio, 

Bernie  Cummins  and  His  Orch. 
In  a  Shady  Nook  by  a  Babbling  Brook  (Pease- 
Nelson) — Fox-trot,  with  Vocal  Chorus, 

Bernie  Cummins  and  His  Orch. 
Lovely  Lee   (Signorelli-Napoleon) — Fox-trot, 

The  Original  Memphis  Five 
How  Come  You  Do  Me  Like  You  Do  (Austin- 

Bergere) — Fox-trot  ...The  Original  Memphis  Five 
Down  in   the  Old  Neighborhood    (McKenna) — 

Male  Quartet,  with  Piano  Ritz  Quartet 

That's  What  I  Call  a  Pal  (Pease-Johnson- 
Nelson) — Male  Quartet,   with   Piano  by  Will 

Wirges   Ritz  Quartet 

Out  of  the  Dusk  to  You  (Lamb-Lee) — Popular 

Concert. Brunswick  Hour  Orch.  (Dir.  W.  F.  Wirges) 
Moonlight  and  Roses  (Bring  Mem'ries  of  You) 
(Black-Moret) — Popular  Concert, 

Brunswick  Hour  Orch.  (Dir.  W.  F.  Wirges) 

0  Sole  Mio  (My  Sun)  (DiCapua) — Accordion 
Solo   Galla-Rini 

Funiculi — Funicula  (Denza) — Accordion  Solo, 

Galla-Rini 

LIST  FOR  FEBRUARY  16 
Among    My    Souvenirs     (Leslie-Nichols) — Fox- 
trot, with  Vocal  Chorus, 

Abbe  Lyman's  California  Orch. 
Keep    Sweeping    the    Cobwebs    Off    the  Moon 
(Lewis-Young-Ahlert) — Fox-trot,    with  Vocal 
Chorus   Abe  Lyman's  California  Orch. 

1  Ain't  Got  Nobody  (And  Nobody  Cares  for  Me) 
(Graham- Williams)  —  Fox-trot,  with  Vocal 
Chorus... Ray  Miller  and  His  Gibson  Hotel  Orch. 

Weary  Blues  (Matthews) — Fox-trot, 

Ray  Miller  and  His  Hotel  Gibson  Orch. 
The     Man     I     Love      (Gershwin-Gershwin) — 

Comedienne,   with   Orch  Vaughn  de  Leath 

Linger  Longer  Lane  (Lyons) — Comedienne,  with 

Orch  Vaughn  de  Leath 

Rhapsody  in  Blue  (Gershwin) — Parts  1  and  2 — 

Popular   Concert,   with   Piano  Solo  by  Oscar 

Levant  Frank  Black  and  His  Orch. 

The  Blind  Ploughman   (Radclyffe-Hall-Clarke) — 

Contralto,  with  Orch  Sigrid  Onegin 

The  Fairy  Pipers  (Weatherly-Brewer) — Con- 
tralto,  with   Orch  SigTid  Onegin 

My  Message   (Gade-d'Hardelot) — Baritone,  with 

Orch  John  Charles  Thomai 

Nocturne  (Curran) — Baritone,  with  Orch., 

John  Charles  Thomas 
Would  God  I  Were  the  Tender  Apple  Blossom 

(County      Derrv      Air)      (Hinkson-Fisher) — 

Soprano,  with  Orch  Elisabeth  Rethberg 

Snowy-Breasted  Pearl  (Old  Irish  Air)  (DeVere) 

— Soprano,   with    Orch  Elisabeth  Rethberu 

I    Will    Sing    of    My    Redeemer — Vocal  Duet, 

with  Mandolin  and  Guitar, 

Lester  McFarland-Rohert  A.  Gardner 
When  Our  Lord  Shall  Come  Again — Vocal  Duet. 

with  Mandolin  and  Guitar, 

Lester  McFarland-Robert  A.  Gardner 
Down  to  the  Club. 

Al  Hopkins  and  His  Buckle  Busters 
The  Feller  That  Looked  Like  Me, 

Al  Hopkins  and  His  Buckle  Busters 
Whoa,  Mule — Ukulele  bv  John  Hopkins, 

Al  Hopkins  and  His  Buckle  Busters 
Johnson  Boys — Banjos  bv  Charles  Bowman  and 

Jack  Reedy... Al  Hopkins  and  His  Buckle  Butters 
LIST  FOR  FEBRUARY  23 
Away  Down  South  in  Heaven  (Green-Warren) 

— Fox-trot,  with  Vocal  Chorus. 

Frank  Black  and  His  Orch. 
There's  a  Rickety,  Rackety  Shack  (By  a  Rickety, 

Rackety  Road)    (Tobias-Turk)— Fox-trot,  with 

Vocal   Chorus   Frank  Black  and  His  Orch. 

Let's  Misbehave  (Porter) — Fox-trot,  with  Vocal 

Duet, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
Changes    (Donaldson)  —  Fox-trot,    with  Vocal 
Chorus, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 

To-morrow  (Hirsch-Spitalny -Wilhite)  —  Waltz, 
with  Vocal  Chorus  Colonial  Club  Orch. 

I'm  Making  Believe  That  I  Don't  Care  (Dubin- 
Rasking-Marr) — Waltz,  with  Vocal  Chorus, 

Colonial  Club  Orch. 

Mine — All  Mine  (Rubr-Cowin-Stept)— Come- 
dienne,  with   Orch  Peggy  English 

What'll  You  Do  (Miller-Cohn)  — Comedienne, 
with  Orch  Peggy  English 

Some  of  These  Days  (Brooks) — Piano  So'o, 
with  Incidental  Trumpet   Lee  Sims 

Meditation  (Sims) — Piano  Solo,  with  Inci- 
dental Violin   Lee  Sims 

OKeh  Records 


LIST  FOR  JANUARY  25 
DANCE  RECORDS 

40959  We   Two    (From   "Golden    Dawn")  (Harbach- 

Hammerstein-Kalman-Stothart) — Fox-trot,  with 
Vocal  Refrain, 

Mike  Markels  and  His  Society  Orch. 
Dawn   (From  "Golden  Dawn")  (Harbach-Ham- 
merstein-Stolz-Stothart) — Fox-trot,  with  Vocal 
Refrain   Mike  Markels  and  His  Society  Orch. 

40960  I   Fell   Head   Over   Heels   in   Love  (Parsons- 

Thayer) — Fox-trot,  with  Vocal  Refrain, 

The  Okeh  Melodians 
Who    Knows?    (Dixon-Woods) — Fox-trot,  with 
Vocal  Refrain   The  Okeh  Melodians 

40961  For   My   Baby    (Kahal-Wheeler-Snyder) — Fox- 

trot, with  Vocal  Duet  Refrain, 

Ted  Wallace  and  His  Orch. 
Changes     (Donaldson) — Fox-trot,     with  Vocal 

Duet  Refrain   Ted  Wallace  and  His  Orcli. 

VOCAL  RECORDS 

40962  St.  Louis  Blues  (Handy) — Vocal  Accomp.  by  the 

Goofus  Five....Al  Bernard  (The  Bov  From  Dixie) 
Hesitation  Blues  (Oh!  Baby  Must  I  Hesitate?) 
(Smythe-Middleton-Gillham)  — Vocal  Accomp. 
by  the  Goofus  Five, 

Al  Bernard  (The  Boy  From  Dixie) 

(Continued  on  page  112) 
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40964  Lindy  Lou  (By  the  Watermelon  Vine)  (Allen) 

—  Vocal,  with  Instrumental  Accomp  Lee  White 

Kentucky     Babe     (Buck-Geibely) — Vocal,  with 

Instrumental  Accomp  Lee  White 

INSTRUMENTAL  RECORD 
40963  Kiss  Me  Again  (From  "Mile.  Modiste")  (Her- 
bert)— Instrumental  Trio, 

Major  Bowes'  Capitol  Theatre  Trio 
(Dr.  Eugene  Ormandy,  Dir.) 
The  Rosary  (Nevin) — Instrumental  Trio, 

Major  Bowes'  Capitol  Theatre  Trio 
(Dr.  Eugene  Ormandy,  Dir.) 
OLD  TIME  TUNE  RECORDS 

45179  Deadheads    and    Suckers  —  Vocal,    with  Instru- 

mental  Crockett  Ward  and  His  Boys 

Sugar  Hill — Instrumental,  with  Vocal  Refrain, 

Crockett  Ward  and  His  Boys 

45180  Gather   the   Golden   Sheaves    (Jenkins) — Vocal, 

with   Piano   The  Jenkins  Family 

God  Will  Take  Care  of  You  (Martin-Martin)  — 
Vocal,  with  Piano   The  Jenkins  Family 

45181  Swing  Your  Partner — Instrumental,  with  Calls, 

Four  Virginians 
New  Coon  in  Town — Instrumental,  with  Calls, 

Four  Virginians 

RACE  RECORDS 

5534  Black    Spider    Blues     (Weaver)— Vocal,  with 

Guitar   Sylvester  Weaver 

Devil  Blues  (Williams) — Vocal,  with  Guitars, 

Sylvester  Weaver 

5535  Hotter  Than  That   (Hardin) — Fox-trot, 

Louis  Armstrong  and  His  Hot  Five- 
Savoy  Blues  (Ory) — Fox-trot, 

Louis  Armstrong  and  His  Hot  Five 

5536  My    Blue    Heaven    (Whiting-Donaldson) — Vocal 

with  Guitar  and  Clarinet ....  Lillie  Delk  Christian 
Who's    Wonderful?     Who's    Marvelous?  Miss 
Annabelle   Lee    (Clare-Pollack)  —  Vocal,  with 

Guitar  and   Clarinet  Lillie  Delk  Christian 

EUROPEAN  RECORDINGS 
(ODEON  LABEL) 

3216  Fruehlingsstimmen  Waltz,  Parts  1  and  2  (Voices 

of  Spring)    (Strauss) — Piano  Solc.Karol  Szreter 

3217  Rigoletto — Selections  Parts   1   and  2   (Verdi) — 

Orchestra   Edith  Lorand  and  Her  Orchestra 

5133  Mondnacht  —  Moonlight  (Schumann)  —  Soprano, 
with  Instrumental  Accomp. ;  Sung  in  German, 

Emmy  Bettendorf 
Der  Lindenbaum — The  Lindentree   (Schubert) — 
Soprano,  with  Instrumental  Accomp.;  Sung  in 

German   Emmy  Bettendorf 

LIST  FOR  FEBRUARY  5 
DANCE  RECORDS 

40965  Mary   (What  Are  You  Waiting  For?)  (Donald- 

son)— Fox-trot,  with  Vocal  Refrain, 

The  New  York  Syncopators 
Cobble-Stones     (Clare-Pollack)  —  Fox-trot,  with 
Vocal    Refrain  The  New  York  Syncopators 

40966  Crying  All   Day    (Trumbauer-Morehouse) — Fox- 

trot  Frankie  Trumbauer  and  His  Orch. 

A  Good  Man  Is  Hard  to  Find  (Green) — Fox- 
trot  Frankie  Trumbauer  and  His  Orch. 

40967  Lonely    Melody     (Coslow-Meroff-Dyson)  —  Fox- 

trot, with  Vocal  Refrain  by  Seger  Ellis, 

Benny  Meroff  and  His  Orch. 
When    You're    With    Somebody    Else  (Gilbert- 
Etting-Baer) — Fox-trot,  with  Vocal  Refrain, 

Benny  Meroff  and  His  Orch. 
VOCAL  RECORDS 

40968  Poor  Lizzie   (Silver-Neskill) — Vocal  Duet,  with 

Piano   The  Happiness  Boys 

I  Scream — You  Scream — We  All  Scream  for 
Ice  Cream  (Johnson-Moll-King) — Vocal  Duet, 
with  Piano   The  Happiness  Boys 

40969  Wait  a  Little  Longer,  Love  Bird  (Dixon-Greer) 

— Vocal,  with  Instrumental  Accomp  Les  Reis 

Without  You,  Sweetheart  (DeSylva-Brown-Hen- 
derson) — Vocal,    with   Piano   and  Saxophone 

Accomp  Les  Reis 

INSTRUMENTAL  RECORDS 

40970  Among  My  Souvenirs  (Nicholls) — Piano  Solo, 

Seger  Ellis 

Poppin'  'Em  Out  (Ellis) — Piano  Solo ....  Seger  Ellis 
OLD  TIME  TUNE  RECORDS 

45182  He  Lives  on  High — Singing,  with  Fiddles  and 

Guitar   Avoca  Quartet 

My  Precious  Mother — Singing,  with  Fiddles  and 
Guitar   Avoca  Quartet 

45183  Old  Grey  Mare  Kicking  Out  of  the  Wilderness 

— Instrumental,  with  Singing, 

Earl  Johnson  and  His  Clodhoppers 
I  Get  My  Whiskey  From  Rockingham — Instru- 
mental, with  Singing, 

Earl  Johnson  and  His  Clodhoppers 

45184  Blue    Ridge     Mountain     Blues — Singing,  with 

Guitar   Charlie  Newman 

Sleep,   Baby,    Sleep — Singing,   with   Yodel  and 

Guitar   Charlie  Newman 

RACE  RECORDS 

8537  Kansas  City  Blues,  Part  1— Vocal,  with  Guitar 

and  Piano   Lonnie  Johnson 

Kansas  City  Blues,  Part  2 — Vocal,  with  Guitar 
and  Piano  Lonnie  Johnson 

8538  Sneakin'    Lizzard    Blues    (Smith) — Vocal,  with 

Guitar  and  Piano   Blue  Belle 

Boa    Constrictor    Blues    (Smith) — Vocal,  with 

Violin  and  Piano   Blue  Belle 

8530  Crawley    Clarinet    Moan    (Crawley)  —  Clarinet, 
with  Singing,  Piano  and  Banjo  Accomp., 

Wilton  Crawley 
Love  Will  Drive  Me  Crazy  (Crawley) — Clarinet, 
with  Singing,  Instrumental  Accomp., 

Wilton  Crawley 


Regal  Records 


DANCE  RECORDS 

8476  Mary  Ann — Fox-trot   Sam  Lanin's  Dance  Orch. 

One  More  Night — Fox-trot, 

Nathan  Glantz  and  His  Orch. 

8477  Havin'  My  Ups  and  Downs — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
In  the  Sing  Song  Sycamore  Tree — Fox-trot, 

Missouri  Jazz  Band 

8478  My  Ohio   Home — Fox-trot  Missouri  Jazz  Band 

Beautiful — Fox-trot   Pelham  Inn  Society  Orch. 

5479  Four  Walls — Fox-trot  ....Sam  Lanin's  Dance  Orch. 
Everywhere  You  Go — Fox-trot, 

Hollywood  Dance  Orch. 

5480  Keep   Sweeping  the  Cobwebs  Off  the  Moon — 

Fox-trot  Missouri  Jazz  Band 

Whether  It  Rains,  Whether  It  Shines — Fox-trot, 

Nathan  Glantz  and  His  Orch. 
8481  That  Melody  of  Love— Waltz, 

Pelham  Inn  Society  Orch. 
A  Kiss  Before  Dawn — Waltz, 

Adrian  Schubert's  Salon  Orch. 


8482  There  Must  Be  a  Silver  Lining — Fox-trot, 

Pelham  Inn  Society  Orch. 
Stay  Out  of  the  South— Fox-trot, 

imperial  Dance  Orch. 

8483  Steppin  It  Off— Fox-trot.  Jack  Pettis  and  His  Band 
Once  Over   Lightly — Fox-trot, 

Jack  Pettis  and  His  Band 
VOCAL  RECORDS 
S484  Dream  Kisses — Male  Duet,  with  Orch.  Accomp., 

Lewis-Clark 

Is  She  My  Girl  Friend? — Male  Duet,  with  Orch. 

Accomp  Lewis-Clark 

8485  Let   a    Smile   Be   Your    Umbrella— Male  Duet, 

with  Novelty  Accomp  Radio  Ed-Bobby  Dixon 

Without   You,   Sweetheart — Baritone   Solo,  with 

Orch.  Accomp  Rodman  Lewis 

S486  After  My  Laughter  Came  Tears — Tenor  Solo, 

with  Orch.  Accomp  Irving  Kaufman 

Rain — Tenor   Solo,  with  Orch.  Accomp., 

Irving  Kaufman 

NOVELTY  RECORDS 
84S7  My    Blue    Ridge    Mountain    Queen — Hawaiian 
Guitars,  with  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 
Somewhere  in   Hawaii — Hawaiian   Guitars,  with 

Vocal    Refrain   Frank  Ferera's  Hawaiians 

S  188  1  11  Meet  Her  When  the  Sun  Goes  Down — Tenor 

Solo,  with  Novelty  Accomp  Vernon  Dalhart 

Shine  On,  Harvest  Moon — Male  Duet,  with  Nov- 
elty Accomp  Dalhart-Robison 

S4S9  Where  Is  My  Mamma? — Male  Duet,  with  Nov- 
elty Accomp  Dalhart-Robison 

Old    Plantation     Melody — Trio,     with  Novelty 

Accomp  Dalhart-Robison-Hood 

COMEDY  RECORD 
S494  Two  Wise  Owls — "Pullman   Porters"..  .Cook-Fleming 

Two  Wise  Owls — "All  at  Sea"   Cook- Fleming 

IRISH  RECORDS 

8490  Varsovienna — Irish  Folk  Dance. Jim  McGrath's  Orch. 
Harry   Donnelly's   Dublin   Hornpipe — Hornpipe, 

with  Orch.  Accomp  Harry  Donnelly 

8491  The   Felons   of   Our   Land — Tenor   Solo,  with 

Orch.   Accomp  Matthew  Haskins 

Shall   My    Soul    Pass   Through   Ireland — Tenor 

Solo,  with  Orch.  Accomp  Matthew  Haskins 

S492  Rights  of  Man — Hornpipe,  with  Orch.  Accomp., 

Jim  McGrath's  Orch. 
Maloney'  Christening — Irish  Comic, 

Matthew  and  Harry  Haskins 
RACE  RECORD 
8493  When    You   Get   Tired   of    Your   New  Sweetie 

— Comedienne,  with  Piano  Accomp. ...  Lizzie  Miles 
If  You  Can  t  Control  Your  Man — Comedienne, 
with  Piano  Accomp  Lizzie  Miles 


Harmony  Records 


DANCE  SELECTIONS 
578-H  Golden  Gate — Fox-trot,  with  Vocal  Chorus, 

Ernie  Golden  s  Orch. 
(I've  Got  Nothin' — You've  Got  Nothin')  We 
Ain't  Got  Nothin'  to  Lose — Fox-trot,  with 

Vocal  Chorus   Ernie  Golden's  Orch. 

579  H  There  Must  Be  a  Silver  Lining  (That's  Shin- 
ing for  Me) — Fox-trot,  with  Vocal  Chorus. 

Newport  Society  Orch. 
In  the  Sing  Song  Sycamore  Tree — Fox-trot, 
with   Vocal   Chorus.  .  Newport  Society  Orch. 

572-  H  Four  Walls — Fox-trot,  with  Vocal  Chorus, 

The  Harmonians 
There's  Somebody  New — Fox-trot,  with  Vocal 
Chorus   The  Harmonians 

576-  H  My  Blue  Ridge  Mountain  Queen — Waltz,  with 

Incidental  Singing  by  Mack  Allen, 

The  Harmonians 
My    Blue    Ridge    Mountain    Home — Fox-trot, 

with  Incidental  Singing  by  Mack  Allen, 

The  Harmonians 

574-  H  After    My    Laughter    Came    Tears — Fox-trot, 

with   Vocal  Refrain, 

Andy  Sannella  and  His  All  Star  Trio 
My   Melancholy   Baby — Fox-trot,    with  Vocal 
Refrain, 

Andy  Sannella  and  His  All  Star  Trio 

577-  H  Sweet   Mama    (Papa's   Getting   Mad) — Fox- 

trot  The  Washingtonians 

Bugle  Call  Rag — Fox-trot, 

The  Washingtonians 
571-H  'S   Wonderful    (From   "Funny   Face") — Fox- 
trot, with  Vocal  Duet, 

Victor  Irwin  and  His  Orch. 
Lady  of  Havana — Fox-trot,  with  Vocal  Duet, 
Victor  Irwin  and  His  Orch. 
5o4  H  My  Ohio  Home — Fox-trot,  with  Vocal  Chorus, 
Broadway  Bell-Hops 
Let  a   Smile  Be  Your  Umbrella  on  a  Rainy 
Day — Fox-trot,  with  Vocal  Chorus, 

Broadway  Bell-Hops 
563-H  You  Can  Tell  Her  Anything  Under  the  Sun 
.(When  You  Get  Her  Under  the  Moon)  — 
Fox-trot,  with  Vocal  Chorus, 

The  Harmonians 
What   a   Wonderful   Wedding   That   Will  Be 
— Fox-trot,  with  Vocal  Chorus, 

Lou  Gold  and  His  Orch. 

573-  H  The  Grass  Grows  Greener  (JWay  Down  Home) 

— Fox-trot,  with   Vocal  Chorus, 

The  Night  Club  Orch. 
Is    Everybody    Happy    Now? — Fox-trot,  with 

Vocal  Chorus  The  Night  Club  Orch. 

565-H  Mine — All  Mine — Fox-trot,  with  Vocal  Chorus, 
The  University  Six 
When  You're  With  Somebody  Else — Fox-trot, 

with  Vocal  Chorus  The  University  Six 

570-H  Our    Bungalow    of    Dreams  —  Fox-trot,  with 

Vocal  Chorus   The  Westerners 

Under  the  Clover  Moon — Fox-trot,  with  Vocal 

Chorus   University  Six 

VOCAL  SELECTIONS 

575-  H  Without  You  Sweetheart — Vocal, 

Irving  Kaufman 
There's  One  Little  Girl  Who  Loves  Me  (One 
Little  Girl  Who  Don't)— Vocal, 

Irving  Kaufman 

581-H  Let  a  Smile  Be  Your  Umbrella  on  a  Rainy 

Day— Vocal   Dolly  Kay 

The  Grass  Grows  Greener  ('Way  Down 
Home) — Vocal,  with  Accomp.  by  the  Uni- 
versity Six   Dolly  Kay 

562-H  Four  Walls — Vocal   Irving  Kaufman 

My  Ohio  Home — Vocal  Irving  Kaufman 

569-H  Back  in  Your  Own  Back  Yard — Vocal, 

Harold  Rodman 
In  the  Sing  Song  Sycamore  Tree — Vocal, 

Harold  Rodman 

568-H  Henry's  Made  a  Lady  Out  of  Lizzie — Vocal, 

Jack  Kaufman 

There  Ought  to  Be  a   Law  Against   That — 


10 


10 


.  „  TIVoca>   Jack  Kaufman  10 

D66-H  Hear  Dem  Bells — Trio  Singing  Mack  Allen  10 

Sing  On,  Brother,  Sing — Trio  Singing, 

Mack  Allen  10 

INSTRUMENTALS 
S80-H  Black  Cat  Blues— Clarinet  Solo... Bob  Fuller  10 
Too  Bad  Jim  (Blues) — Clarinet  Solo, 
„  T  .      c  „  „  Bob  Fuller  10 

:>67-rl  Isle  of  Paradise  Novelty  Hawaiian  Music, 

Ferera-Franchini-Green  10 
Susquehanna  Shore — Novelty  Hawaiian  Music, 

Ferera  and  Franchini  in 


Domino  Records 


DANCE  RECORDS 

4088  Four  Walls — Fox-trot   Sam  Lanin's  Dance  Orch 

Everywhere  You  Go — Fox-trot, 

Hollywood  Dance  Orch. 

4089  Keep   Sweeping  the  Cobwebs  Off  the  Moon — 

Fox-trot   Missouri  Jazz  Band 

Whether  It  Rains,  Whether  It  Shines — Fox-trot, 

Nathan  Glantz  and  His  Band 

4090  My  Ohio  Home — Fox-trot  Missouri  Jazz  Band 

Beautiful — Fox-trot   Pelham  Inn  Society  Orch 

4091  There  Must  Be  a  Silver  Lining— Fox-trot, 

_  Pelham  Inn  Society  Orch. 

Stay  Out  of  the  South — Fox-trot, 

Imperial  Dance  Orch. 

4092  Havin'  My  Ups  and  Downs — Fox-trot, 

Sam  Lanin's  Dance  Orch 
In  the  Sing  Song  Sycamore  Tree — Fox-trot, 

Missouri  Jazz  Band 

4093  Mary  Ann — Fox-trot  Sam  Lanin's  Dance  Orch 

One  More  Night — Fox-trot, 

Nathan  Glantz  and  His  Orch 

4094  Steppin'    It   Off— Fox-trot. Jack  Pettis  and  His  Band 
Once  Over  Lightly — Fox-trot, 

Jack  Pettis  and  His  Band 

4095  lhat  Melody  of  Love — Waltz, 

Pelham  Inn  Society  Orcli 
A  Kiss  Before  Dawn — Waltz, 

Adrian  Schubert's  Salon  Orch. 
VOCAL  RECORDS 

4096  After  My  Laughter  Came  Tears— Tenor  Solo, 

with  Orch.  Accomp  Irving  Kaufman 

Rain — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 

4097  Let   a   Smile   Be   Your  Umbrella— Male  Duet, 

with  Novelty  Accomp  Radio  Ed-Bobby  Dixon 

Without   You,   Sweetheart — Baritone   Solo,  with 
Orch.  Accomp  '..Rodman  Lewis 

4098  Dream  Kisses — Male  Duet,  with  Orch.  Accomp., 

Lewis-Clark 

Is    She    My    Girl    Friend? — Male    Duet,  with 

Orch.  Accomp  Lewis-Clark 

NOVELTY  RECORDS 

0212  Where  Is  My  Mama? — Male  Duet,  with  Novelty 

Accomp  Vernon  Dalhart 

Old  Plantation  Melody — Male  Trio,  with  Novelty 
Accomp  Dalhart-Robison-Hood 

0213  I'll  Meet  Her  When  the  Sun  Goes  Down — Tenor 

Solo,  with  Novelty  Accomp  Vernon  Dalhart 

Shine    on    Harvest    Mooon — Male    Duet,  with 
Novelty  Accomp  Dalhart-Robison 

0214  My    Blue    Ridge    Mountain    Queen — Hawaiian 

Guitars,  with  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 
Somewhere   in    Hawaii — Hawaian   Guitars,  with 

Vocal  Refrain   Frank  Ferera's  Hawaiians 

0219  Two  Wise  Owls — "Pullman  Porters" — Comedy 

Dialogue   Cook-Fleming 

Two  Wise  Owls  —  "All  at  Sea"  —  Comedy  Dia- 
logue  Cook-Fleming 

IRISH  RECORDS 

0215  Varsovienna — Irish  Folk  Dance, 

Jim  McGrath's  Orch. 
Harry    Donnelly's    Dublin    Hornpipe — Hornpipe, 
with  Orch.  Accomp  Harry  Donnelly 

0217  The    Felons   of   Our   Land — Tenor   Solo,  with 

Orch.  Accomp  Matthew  Haskins 

Shall   My   Soul   Pass   Through   Ireland— Tenor 
Solo,  with  Orch.  Accomp  Matthew  Haskins 

0218  Rights  of  Man — Hornpipe,  with  Orch.  Accomp., 

Jim  McGrath's  Orch. 
Maloney's  Christening — Irish  Comic, 

Matthew  and  Henry  Haskins 
RACE  RECORD 
4099  When  You  Get  Tired  of  Your  New  Sweetie- 
Comedienne,  with  Piano  Accomp  Lizzie  Miles 

If  You  Can't  Control  Your  Man — Comedienne, 
with  Piano  Accomp  Lizzie  Miles 


Banner  Records 


7001 
7002 

7003 
7004 
7005 
7006 

7007 
7008 
7009 

7010 

7011 
7012 

7013 


DANCE  RECORDS 
My  Ohio  Home — Fox-trot. Sam  Lanin's  Dance  Orch. 
Once  Over  Lightly — Fox-trot, 

Al  Goering's  Dance  Orch. 
Havin'  My  Ups  and  Downs — Fox-trot, 

Missouri  Jazz  Band 
Jut  a  Little  West  of  West  Virginia — Fox-trot, 

Six  Black  Diamonds 

Mary  Ann — Fox-trot   Missouri  Jazz  Band 

I  Found  You  Among  the  Daisies — Fox-trot, 

Imperial  Dance  Orch. 
In  the  Sing  Song  Sycamore  Tree — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Candied  Sweets — Fox-trot. Al  Goering's  Dance  Orch. 
There  Must  Be  a  Silver  Lining — Fox-trot, 

Continental  Dance  Orch. 
Steppin'  It  Off — Fox-trot.. Al  Goering's  Dance  Orch. 
Keep   Sweeping  the   Cobwebs  Off  the   Moon — 

Fox-trot   ...San  Lanin's  Dance  Orch 

Under  the  Old  Apple  Tree — Fox-trot, 

Imperial  Dance  Orch. 

Four  Walls — Fox-trot   Missouri  Jazz  Band 

In  the  Moonlight — Fox-trot.  .  Holly  wood  Dance  Orch. 
One  More  Night — Fox-trot. ...  Majestic  Dance  Orch. 
Stay  Out  of  the  South — Fox-trot.  Six  Black  Diamonds 
Whether  It  Rains,  Whether  It  Shines— Fox-trot, 

Majestic  Dance  Orch. 
A  Kiss  Before  Dawn — Waltz.  .Imperial  Dance  Orch. 
An  Old  Guitar  and  an  Old  Refrain — Fox-trot, 

Majestic  Dance  Orch. 
Oh!  How  Happy  We  Will  Be— Fox-trot, 

Hollywood  Dance  Orch. 
Everywhere  You  Go — Fox-trot. Majestic  Dance  Orch. 
Will  We  Ever  Meet  Again — Fox-trot, 

Majestic  Dance  Orch 

That  Melody  of  Love — Waltz, 

Hollywood  Dance  Orch. 
Mississippi  Sweetheart; — Waltz, 

Hollywood  Dance  Oreh. 
Beautiful — Fox-trot  .  I ....  .Continental  Dance  Orch. 
When  I  Think  of  You— Fox-trot, 

Imperial  Dance  Orch. 
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VOCAL  RECORDS 
Is    She    My    Girl    Friend? — Male    Duet,  with 

Piano  Accomp  Melody  Twins 

lilueland — Tenor  Solo,  with  Orch.  Accomp., 

Frank  Hollis 
After   My   Laughter   Came   Tears — Tenor  Solo, 

with  Orch.  Accomp  Irving  Kaufman 

If  You  Love  Mary   (As  I  Love  Mary) — Bari- 
tone Solo,  with  Orch.  Accomp  Glenn  Roberts 

Rain — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 
So  Tired — Baritone  Solo,  with  Orch.  Accomp., 

Ralph  Haines 
Without  You,   Sweetheart — Baritone   Solo,  with 

Orch.  Accomp  Ralph  Haines 

Constantly — Baritone  Solo,  witli  Orch.  Accomp., 

Ralph  Haines 
Dream  Kisses — Male  Duet,  with  Piano  Accomp., 

Melody  Twins 
I've   Got    the    Blue   Grass   Blues — Tenor  Solo, 

with   Orch.   Accomp  Irving  Kaufman 

Let. a  Smile  Be  Your  Umbrella — Male  Duet,  with 

Novelty  Accomp  Radio  Ed-Bob  Dixon 

Swanee  Sue — Baritone  Solo,  with  Orch.  Accomp., 

Glenn  Roberts 

NOVELTY  RECORDS 
I'll   Meet   Her    When   the    Sun   Goes   Down — 

Tenor  Solo,  with  Movelty  Accomp. .Vernon  Dalhart 
Where  Is  My  Mama? — Male  Duet,  with  Novelty 

Accomp  Dalhart-Robison 

My    Blue    Ridge    Mountain    Queen — Hawaiian 
Guitars,  with  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 
Down  in  Waikiki — Hawaiian  Guitars,  with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

IRISH  RECORDS 
Soldier's  Song  (Irish  National  Anthem) — Tenor 

Solo,  with  Orch.  Accomp  Matthew  Haskins 

The    Felons    of    Our   Land — Tenor    Solo,  with 

Orch.   Accomp  Matthew  Haskins 

Harry   Donnelly's   Dublin    Hornpipe — Hornpipe, 

with  Orch.  Accomp  Harry  Donnelly 

Rights  of  Man — Hornpipe,  with  Orch.  Accomp., 

Jim  McGrath's  Orch. 
Shall    My   Soul    Pass   Through    Ireland — Tenor 

Solo,  with  Orch.  Accomp  Matthew  Haskins 

Varsovienna — Irish  Folk  Dance, 

Jim  McGrath's  Orch. 
RACE  RECORDS 
Don't  Let  Your  Love  Come  Down — Comedienne, 

with  Piano  Accomp  Lizzie  Miles 

Shootin'    Star    Blues — Comedienne,    with  Piano 
Accomp  Lizzie  Miles 


New  Exclusive  Steinite 

Distributors  Appointed 

Lamb  &  Love  Electric  Co.  Will  Cover  Central 
West  Virginia  and  Part  of  Ohio — Smith- 
Wadsworth  Co  to  Cover  Carolinas 


Pittsburgh,  Fa.,  February  7. — The  William  R. 
McElroy  Co.,  district  sales  representative  for 
the  Steinite  Radio  Co.,  recently  announced  the 
appointment  of  the  Smith- Wadsworth  Co., 
Charlotte,  N.  C,  and  the  Lamb  &  Love  Electric 
Co.,  Huntington,  W.  Va.,  as  exclusive  distribu- 
tors of  Steinite  electric  receivers.  The  Smith- 
Wadsworth  Co.  will  cover  the  States  of  North 
and  South  Carolina,  and  the  Lamb  &  Love 
organization  will  serve  dealers  in  central  West 
Virginia  and  southeastern  Ohio. 


Kellogg  AG  Set  Tunes 

in  on  London,  England 

Fishing  for  distance  isn't  so  much  of  a  hobby 
as  it  used  to  be.  Nowadays  most  people  are  sat- 
isfied to  sit  down  and  listen  straight  through  a 
good  program.  Fingering  of  the  dials  has  lost 
some  of  its  fascination.  More  and  more  radio 
music  is  being  used  as  a  background  for  read- 
ing, conversation,  or  bridge  playing  and,  in 
many  homes,  radio  sets  furnish  dinner  music. 

"However,  unusual  distance-getting  records 
are  still  interesting  to  a  great  many  fans  for 
whom  DX  is  still  a  passion,"  writes  Mac  Harlan, 
advertising  manager  of  the  Kellogg  Switch- 
board &  Supply  Co.  "Many  instances  of  the 
distance-getting  power  of  the  new  Kellogg 
seven-tube  AC  set  have  been  brought  to  the 
attention  of  the  Kellogg  Co.  this  year.  Recently 
an  unusual  DX  achievement  was  recorded  by 
a  Kellogg  owner  in  central  Michigan.  Not  long 
ago  this  owner  reported  the  reception  of  a  Lon- 
don station  on  a  Kellogg  Model  510." 

Commenting  on  this  London  reception  the 
Kellogg  owner  said,  "We  heard  the  King's 
Orchestra  playing  a  group  of  popular  dance 
numbers.  The  announcer  stated  that  the  pro- 
gram was  given  by  the  London  Free  Press  at 
Masonic  Temple.  The  clearness  of  speech  and 
music  was  beyond  telling." 


A  branch  store  of  the  Anderson-Soward 
Music  Co.  was  opened  recently  at  1925  North 
Main  street,  Dayton,  O.  A  complete  line  of 
Brunswick  Panatropes,  Kolster,  Zenith  and 
RCA  radios  is  carried. 
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CONSTRUCTIVE  ARTICLES  IN  THIS 
ISSUE  OF  THE  WORLD 

|  Ready  Reference  for  Salesmen,  Dealers  and  Department  Heads 


Expanded  Sales  Field  Should  Boost 

Trade  Volume   3 

Promises  Don't  Sell  Radio — Quality 

Line  Is  Best  Sales  Builder   4 

Profit- Winning  Sales  Wrinkles   8 

Open  and  Lease  Accounts  in  Phono- 
Radio  Stores   10 

Cash  in  on  St.  Patrick's  Day  by  Stag- 
ing a  Tie-Up   11 

Specialize  and  Profit   14 

Maintain  Sales  Enthusiasm — Sales 
Manager  Is  Responsible  for  Effi- 
ciency of  Organization  22-24 

Clark   Music   Co.    Sponsors  Unusual 

Radio  Program    24 

Co-ordination  of  Policy  Is  Factor  in 

Success  of  Edgar  Music  Co  26-2  7 

Money-Making  Suggestions  for  Ambi- 
tious Merchants    28 

Wm.  L.  Jacoby  Discusses  Selection  of 
Personnel  for  a  Business  Organiza- 
tion   30 

Carrying  Charge  Method  of  Financ- 
ing   Instalment    Sales    Adding  to 

Dealer's  Profit  32-34 

Last-Minute  News  of  the  Trade  .  .  34a-34c 
Cetting  Refunds  on  Jewelry  Tax  .  .  .  34b 

An  All-Embracing  Market   34b 

Strengthening  Public  Confidence  .  .  .  34b 
Specializing  in  Home  Entertainment  .  34b 
Wisdom  of  Co-Operative  Effort  ....  34c 
Double  Tax  on  Instalment  Sales  ....  34c 
Meeting  Trade  Problems  Fairly  ....  34c 
Music  Store  Is  Steadily  Gaining  in  Im- 
portance   as    Logical    Outlet  for 

Radio   36-37 

Creating  a  Record  Demand  for  the 


Finest  Music  38-40 

RMA  Mid-Winter  Meeting  Held  in 

Gotham    42 

Circus  Methods  Sell  Radio  Sets  for 

C.  D.  Cheatham   46 

Federal  Radio  Corp.  of  Buffalo,  N.  Y., 
Awards  Prizes  in  Window  Display 
Drive    56 

Latest   Talking   Machine   and  Radio 

Patents   60 

RCA  and  General  Electric  Co.  Stage 
First  Demonstration  of  Television 
Broadcasting   66 

Lxecutive  Board  of  National  Associa- 
tion of  Music  Merchants  Holds  Its 
Mid-Winter  Meeting   68 

The  Newest  in  Radio — A  Department 
Devoted  to  Descriptions  of  the 
Latest  Devices  Brought  Out  by 
Radio  Manufacturers  89-90 

Brunswick  Co.  Broadcasts  Polish  Hour 
of  Music   99 

Brunswick  Hour  of  Music  Features 
Company's  Records  in  Weekly 
Broadcast   1 00 

In  the  Musical  Merchandise  Field  .101-102 

A  Discount  Hound  Is  Ever  Present — 
How  One  Manager  Handled  Such 
a  Request   101 

New    Stores    and    Changes  Among 

Dealers  During  the  Past  Month  .  .    1  03 

Gleanings     From     the     World  of 

Music  105-109 

Artists,  Theatres,  Radio  Stations  and  N 
Dealers  Tie  Up  With  Irving  Berlin 
Week   105 

The  Latest  Record  Bulletins  ....  1  I  0-1  1  3 


CORRESPONDENCE  FROM  LEADING  CITIES 

Milwaukee,    48 — Kansas   City,    50 — Cleveland,    50b — Toledo,    52 — Cincinnati,  54  

Richmond,  58 — Boston,  62 — Minneapolis  and  St.  Paul,  66 — Baltimore,  70 — Akron- 
Canton,  73 — Philadelphia,  78-82 — Pittsburgh,   82 — St.  Louis,   84 — New  York,  92  

Salt  Lake  City,   94 — Portland,   95 — Chicago,  97-99 — Buffalo.    1  09— Detroit,  109. 


Amrad  Corp.  Announces  the 
Appointment  of  Wholesalers 

Medford  Hillside,  Mass.,  February  7. — W.  H. 
Lyon,  general  sales  manager  of  the  Amrad 
Corp.,  has  announced  the  appointment  of  the 
following  well-known  wholesale  organizations 
as  regional  distributors  for  Amrad  radio  receiv- 
ing sets:  Motor  Parts  Co.,  Philadelphia,  Pa.; 
Southland  Electric  Co.,  Louisville,  Ky.;  South- 
eastern Electric  Co.,  Chattanooga,  Tenn.; 
Southeastern  Electric  Co.,  Knoxville,  Tenn.; 
Bond  Rider  Jackson  Co.,  Charleston,  W.  Va., 
and  E.  Garnich  &  Son  Hardware  Co.,  Ash- 
land, Wis. 

James  Nolan,  who  for  the  past  five  years 
has  been  manager  of  the  radio  department  of 
the  Hub  Cycle  &  Auto  Supply  Co.,  Boston, 
has  joined  the  Mershon  Division  of  the  Amrad 
Corp.  in  the  capacity  of  Mershon  sales  en- 
gineer. Mr.  Nolan's  past  experience  in  the 
radio  business,  together  with  his  large  acquaint- 
ance throughout  the  trade,  will  prove  of  great 
value  to  him  in  his  new  connection  with  the 
Amrad  Corp.  Mr.  Nolan  will  work  with  the 
manufacturers  and  distributors  in  the  East, 
furthering  the  sale  of  Mershon  Condensers. 


Freed-Eisemann  Licensed 

Under  English  Patents 

A  license  with  full  protection  under  English 
wireless  patents  has  been  granted  to  the  Freed- 
Eisemann  Radio  Corp.,  Brooklyn,  N.  Y.,  by- 
Canadian  Radio  Patents,  Ltd.,  according  to  a 
recent  announcement.  The  Freed-Eisemann 
organization  already  has  licenses  to  manufac- 
ture under  the  patents  of  the  Radio  Corp.  of 
America  and  affiliated  companies,  the  Hazel- 
tine  Corp.  and  the  Latour  Corp. 

Columbia  Foreign  Hour 

"International  Hour"  is  the  title  of  the  Co- 
lumbia Phonograph  Co.'s  broadcast  of  February 
15.  It  will  feature  Russian,  Ukrainian,  Hun- 
garian, German  and  Spanish  selections  by  un- 
usual artists  listed  in  Columbia's  foreign  cata- 
logs, Gypsy  dances  and  Spanish  tangos  will 
alternate  with  songs  by  a  Russian  bass  and  a 
Hungarian  male  soprano. 


The  National  Better  Business  Bureau  in  its 
annual  report  stated  that  there  has  been  a 
steady  improvement  in  radio  advertising  with 
less  extravagant  claims  for  performance  and 
ambiguity  in  price  statements. 


H.  G.  Prange  Dead 

Sheboygan,  Wis.,  February  1. — H.  C.  Prange, 
president  and  founder  of  the  H.  C.  Prange  Co., 
large  department  store  with  a  complete  music 
goods  department,  died  in  St.  Augustine,  Fla., 
on  January  25.  Mr.  Prange's  death  was  sudden, 
pneumonia  setting  in  after  a  severe  cold. 
Funeral  services  were  held  on  January  30. 
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Empire's 

New  Products 

In  the  March  issue  of  the  Talking  Machine  World, 
Empire  will  announce  a  series  of  new  and  thoroughly 
tested  Sound  Boxes  and  Tone  Arms.  These  new 
products  have  been  developed  to  meet  the  present- 
day  requirements  of  manufacturers  and  are  offered 
to  the  trade  as  a  perfected  and  dependable  line — not 
as  experiments  or  laboratory  ideas. 

Empire  Stands 

for  Reliability 

Thirteen  years  of  tone-arm  and  sound  box  manufac- 
ture have  given  us  an  opportunity  to  know  —  not 
merely  guess  at — the  requirements  of  manufacturers 
and  their  dealers. 

Our  new  products  will,  be  worthy  of  careful  atten- 
tion and  adequate  trial.  Look  for  them  in  the 
March  issue. 

The  Empire  Phono  Parts  Co. 

(Established  in  1914) 

WM.  J.  McNAMARA,  President 

10316  Madison  Avenue  Cleveland,  Ohio 


Dealers  who  have  taken  on  the 
agency  for  the  New  Edisonic 
are  daily  reporting  enthusiastic 
approval  of  this  astounding  in- 
strument. They  find  that  true 
music-lovers  are  quick  to  appre- 
ciate "close-up"  music;  while 
everyone  with  an  eye  for  beauty 
values  the  decorative  appeal  of 
the  Edisonic  Cabinets;  and  mar- 
vels at  the  prices— so  low  that  they 


seem  positively  disproportionate. 
If  you  haven't  yet  investigated  the 
facts  about  the  New  Edisonic,  you 
are  letting  a  golden  opportunity 
slip  by.  Think  what  it  means  to 
represent  the  phonograph  backed 
by  the  greatest  name  in  any  in- 
dustry, made  in  the  world-famous 
Edison  laboratories;  the  phono- 
graph that  brings  music  "close- 
up"— and  gives  it  a  new  dimension! 


THOMAS  A.  EDISON,  Inc. 
ORANGE,  N.  J. 
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ADDRESS  THE  DISTRIBUTOR  NEAREST  YOU: 


EDISON  PHONOGRAPH  DISTRIBUTING 
CO.,  Orange,  N.  J.;  155  So.  Forsyth  St.,  At- 
lanta, Ga.;  185  State  St.,  Boston.  Mass.; 
3130  So.  Michigan  Ave.,  Chicago,  111.;  500 
Elm  St.,  Dallas,  Tex.;  1636  Lawrence  St., 
Denver,  Colo.;  1215  McGee  St.,  Kansas  City, 


Mo.;  608  First  Ave..  No.,  Minneapolis. 
Minn.;  126  Chartres  St.,  New  Orleans,  La.; 
909  Penn  Ave.  Pittsburgh,  Pa.;  1267  Mission 
St..  San  Francisc  o,  Calif. ;  St.  Thomas,  Ont.. 
Canada  ;  W.  A.  Meyers,  761  W.  Edwin  St.,  Wil- 
liamsport.    IV;    B.    V.    Smith.   Inc.,  2019 


Euclid  Ave.,  Cleveland,  Ohio;  Proudfit 
Sporting  Goods  Co.,  2327  Grant  Ave.,  Ogden, 
Utah ;  Girard  Phonograph  Co.,  Broad  and 
Wallace  Sts..  Philadelphia,  Pa.;  C.  B.  Haynes 
Co.,  Inc..  19  W.  Broad  St.,  Richmond,  Va. ; 
Silvertone  Music  Co..  1114  Olive  St..  St. 
Louis,  Mo. 
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Duraluminum  diaphragm — 
lour  times  as  thick  as  the 
ordinary  diaphragm. 


^/^/RODUCTS  shown  here  represent 
the  newest  developments  in  tone- 
arms  and  reproducers.  Each 
product  designed  for  a  certain  definite 
purpose.  For  instance — if  you  want  a  re- 
producer and  tone-arm  for  a  machine  with 
a  long  horn,  or  a  short  air  column — just 
ask  us!  The  best  possible  product  most 
recently  developed  will  be  sent  you.  What- 
ever are  your  needs,  there  is  a  Toman 
Product  to  do  the  job — well! 

All  Toman  reproducers  are  made  with  a 
positive  locking  back — without  a  single 
screw  to  come  loose  and  cause  blasting. 
One  of  the  most  important  advances  in 
reproducer  construction  made  in  recent 
years.  The  No.  3  uses  a  triple  suspended 
duraluminum  diaphragm  10/1000  thick — 
four  times  as  substantial  as  the  ordinary 
214/1000  diaphragm.  It  is  hand  lacquered 
to  protect  it  against  climatic  changes. 
Special  double  grip  screws  securely  hold 
the  reproducer  to  tone  arm,  always  in 
proper  position.  These  features  combine 
to  produce  a  reproducer  with  full,  deep, 
rich  tone  quality  as  well  as  great  beauty 
of  design. 

The  Combination  E-l  represents  a  wonderful 
value  at  a  very  moderate  price.  The  tone  arm 
has  a  full  exponential  taper  and  full  S-curve.  It 
does  not  infringe  upon  any  existing  patent.  The 
new  No.  1  reproducer  is  equipped  with  a  15/1000 
duraluminum  diaphragm.  The  combination  pro- 
duces a  highly  pleasing  tone  quality  and  is  prac- 
tically indestructible. 
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Price  Twenty-five  Cents 


The  Road  to  Stabilization 


WHERE  is  the  radio  industry  heading?  The  speed 
of  development  of  radio  to  one  of  the  leading 
industries  of  the  country  has  made  individual  and 
collective  analysis  impossible.  Weaknesses  have  developed 
and,  while  corrective  measures  have  been  taken  in  some 
directions,  there  is  a  vital  need  to-day  for  co-ordination  of 
effort  to  bring  about  a  greater  stabilization.  The  future  of 
the  radio  industry  depends 
upon  co-operation  within  the 
industry.  The  manufacturer, 
wholesaler  and  dealer  all 
should  be  concerned,  because 
each  is  an  important  part  of  the 
fabric  of  this  industry. 

When  a  dealer  does  a  volume 
business  and  finds  himself  at 
the  end  of  the  year  with  a  loss 
in  the  radio  department;  when 
a  wholesaler  jeopardizes  the 
healthy  progress  of  his  induslry 
by  selling  al  retail;  when  Mr. 
Consumer  can  get  the  usual  dis- 
count given  to  a  retail  mer- 
chant; when  a  gyp  can  sell  to 
the  consumer  at  a  price  lower 
than  that  at  which  the  average 
dealer  can  buy;  when  the  public 
adopts  an  attitude  of  "waiting 
for  improved  models,"  there  is, 
to  put  it  mildly,  room  for  im- 
provement all  along  the  line. 

Eradication  of  costly  mer- 
chandising "mistakes"  and  steps 
toward  the  general  improve- 
ment of  the  industry  must  come 

from  within.  Concerted  effort  on  the  part  of  the  three 
branches  of  the  industry — manufacturer,  wholesaler  and 
retailer — in  a  careful  study  of  the  underlying  causes  of  these 
conditions  should  result  in  ways  and  means  of  bringing  about 
improvements  that  should  develop  healthy  progress. 

Fundamentally  radio  is  sound.  Anything  that  takes  hold 
of  the  public  imagination  and  becomes  such  an  integral  part 
of  everyday  life  as  has  radio  is  essential  to  welfare  and 
happiness.  History  repeats  itself.  Radio  has  grown  too 
rapidly  for  its  own  good  and  the  industry  has  reached  the 
point  where  some  definite  action  is  necessary. 

Many  of  the  problems  that  face  radio  to-day  have  been 
successfully  solved  by  other  industries.  The  automobile 
business  provides  an  excellent  example.  From  production 
right  down  the  line  to  consumer  distribution  the  automobile 


Every  Dealer  Should 
Read  These  Articles 

Slashed  His  Radio  Service  90  Per 

Cent   (Page  32) 

Profits  From  Portables  (Page  4) 

Specialization  Will  Add  to  Your 
Sales  Volume — By  C.  H.  Mans- 
field  (Page  8) 

How  Two  Live  Dealers  View  the 
Problem  of  Radio  Trade-ins — 
By  Clarence  J.  O'Neil  (Page  io) 

Theatre  Tie-Ups  Aid  Sales  of  Rec- 
ords— By  J.  L.  Simpson  .  .  (Page  is) 

Tulsa  Store  Steps  Up  Record 
Sales — By  Ruel  McDaniel .  (Page  22) 

Collecting  from  Delinquent  Cus- 
tomers Without  Loss  of  Good 
Will — By  R.  J.  Cassell . .  .  (Page  28} 


industry  is  much  similar  to  radio.  Cost,  style,  performance, 
service,  trade-in,  underselling,  each  of  these  came  in  for  indi- 
vidual and  collective  attention,  with  the  result  that  to-day 
the  automobile  merchandising  plan  is  fairly  standardized 
and  the  big  fight  of  the  industry  is  a  fair  competition  for 
sales  that  has  resulted  in  general  progress  and  profit. 

There  is  much  talk  of  stabilization,  but  until  the  manu- 
facturer can  devote  his  entire 
energies  to  turning  out  the  best 
possible  product  at  the  lowest 
possible  cost;  until  the  whole- 
saler can  turn  all  his  thoughts 
to  the  distribution  of  his  radio 
lines  and  until  the  dealer  can 
devote  his  time  to  actual  selling 
and  not  to  problems  that  are 
not  only  costly,  but  are  really 
side  issues,  the  radio  industry 
cannot  be  said  to  be  truly  stabil- 
ized. Manufacturers,  whole- 
salers and  retailers  are  in  busi- 
ness for  one  purpose — to  make 
money.  Any  weakness  in  the 
chain  of  production  and  mer- 
chandising cuts  down  the  profit, 
and  retards  to  some  extent  the 
advancement  of  the  industry. 

Conditions  in  the  industry 
that  are  most  harmful  are  not 
the  petty,  individual  worries. 
Nor  does  the  so-called  stabiliza- 
tion of  the  industry  depend  on 
the  solution  of  individual  prob- 
lems. Improvement  of  radio 
merchandising  in  all  of  its 
branches  does,  however,  depend  upon  the  successful  solution 
of  the  broad  problems  of  the  industry.  Thousands  of 
dealers  are  finding  hard  sledding  because  of  unfair  competi- 
tion. Service  still  eats  into  retail  profits.  Radio  broad- 
casting has  not  entirely  emerged  from  the  chaotic  state, 
although  it  has  been  vastly  improved.  Straightening  the 
production  curve  is  still  of  paramount  importance  from  the 
standpoint  of  the  manufacturer.  The  distributor's  troubles 
are  closely  allied  with  those  of  both  manufacturers  and 
dealers.  And  because  of  this  interlocking  of  important  in- 
terests greater  co-operation  in  providing  remedies  for  the  ills 
of  the  industry  is  imperative.  The  time  has  arrived  when 
thought  must  be  given  to  the  elimination  of  harmful  practices 
because  only  by  such  action  can  the  industry  continue  to 
expand  in  a  substantial  manner. 
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Profits  From  Portables 


A  Money-Making  Line  for  the 
Aggressive  Retail  Merchant 


WHAT  is  the  market  for  portables.  Re- 
ports of  retailers  and  wholesalers  indi- 
cate that  there  is  a  profitable  field  for 
sales  of  portable  phonographs  in  every  city, 
town  and  hamlet  throughout  the  country. 
From  a  small  adjunct  to  the  talking  machine 
business  these  instruments  have  now  taken  their 
place  in  the  first  rank  of  products  that  bring 
profits  to  the  retailer.  The  swelling  production 
reported  by  the  manufacturers  and  expanded 
sales  volumes  of  wholesalers  indicate  that  there 
is  growing  realization  of  this  among  dealers. 
Cash  Is  the  Vital  Retail  Need 
The  average  talking  machine  merchant,  in 
most  cases,  suffers  from  lack  of  cash,  brought 
about  by  long-term  selling,  waiting  very  often 
a  year  or  more  before  he  receives  the  final 
few  payments  on  a  sale.  Consider,  too,  that 
these  last  payments  represent  the  profit  on  the 
transaction.  The  retailer  must  pay  for  his  mer- 
chandise in  the  usual  thirty  days,  this  period 
being  extended,  of  course,  by  giving  notes. 
However,  in  view  of  the  fact  that  the  bulk  of 
the  dealer's  sales  is  on  the  instalment  plan,  the 
time  comes  when  every  penny  of  capital  is 
thoroughly  tied  up  in  outstanding  accounts. 

This  is  a  serious  condition.  What  is  the 
dealer  to  do?  Should  he  refuse  to  sell  except 
on  a  cash  basis  until  he  collects  enough  money 
to  pay  his  obligations,  so  that  his  credit  will 


again  be  good?  This  is  exactly  what  some  deal- 
ers are  doing,  but  competition  is  keen  and  peo- 
ple expect  the  accommodation  of  buying  on  in- 
stalments. If  one  dealer  refuses  this  favor  a 
competitor  will  be  glad  to  make  the  sale  on 
the  deferred  payment  plan. 

Happily,  there  is  another  alternative  and  that 
is  to  strongly  get  behind  lines  that  will  bring  in 
as  much  cash  as  possible.  The  portable  phono- 
graph not  only  is  easy  to  sell,  but,  most  im- 
portant, it  brings  in  the  much-needed  cash. 
Sales  of  records  to  purchasers  of  these  instru- 
ments also  keep  the  cash  rolling  in,  thus  mak- 
ing it  possible  for  the  dealer  to  do  a  greater 
volume  of  instalment  business  on  the  larger 
items  and  providing  for  a  healthy  expansion. 
Portable  Sales  on  "Main  Street" 

Within  easy  commuting  distance  of  New 
York  City,  in  New  Rochelle,  a  retail  store, 
which  is  the  average  type,  because  of  the  char- 
acter of  its  clientele,  is  finding  the  portable 
market  worthy  of  exploitation.  This  company, 
one  of  the  most  progressive  retail  concerns  in 
Westchester  County,  sold  in  the  past  twelve 
months  a  total  of  approximately  500  portables, 
all  cash  sales,  with  an  average  record  sale  at  the 
time  of  the  purchase  of  the  instrument  of  four 
recordings.  This  achievement  is  all  the  more 
remarkable  because  this  concern  is  faced  by 
more-than-average  competition.    Many  New  Ro- 


chelle residents  make  their  purchases  in  New 
York,  the  local  dealers  losing  much  potential 
business  as  a  consequence. 

Profits  Versus  Portables 

All  the  argument  or  theory  in  the  world  pales 
beside  the  actual  experiences  of  dealers  who  are 
finding  the  portable  field  a  rich  one.  For  ex- 
ample, there  is  a  dealer  on  Fifth  avenue,  prob- 
ably the  most  exclusive  house  in  the  world  dedi- 
cated to  merchandising  phonographs,  records 
and  radio,  located  on  the  world's  richest  shop- 
ping street.  The  proprietor  of  this  concern  is 
authority  for  the  statement  that  upwards  of 
three  hundred  and  fifty  portables  were  sold  by 
his  establishment  during  the  past  year.  The 
old  argument  that  only  the  poor  buy  portables 
does  not  hold  good  here,  because  the  clients  of 
this  store  represent  the  wealthiest  people 
throughout  the  country. 

Who  buys  portables  from  this  exclusive  shop? 
Well,  there  are  the  people  who  go  abroad.  A 
good  proportion  of  these  three  hundred  and 
fifty  portables  last  year  were  sent  to  travelers 
aboard  various  steamships.  Then  there  are  ho- 
tels. Many  visitors  to  New  York  last  year  pur- 
chased portable  phonographs  from  this  retail 
house.  The  balance  of  sales  was  largely  made 
up  of  shipments  to  private  schools  and  the  Sum- 
mer camps  and  homes  of  wealthy  people. 
{Continued  on  page  11) 


New  Line  of  OUTING  Portable  Phonographs 


Latest  Offering  by  the  Makers 
of  Nyacco  Products 


New  Baby  Outing 
$12.00  List 


New  Junior  Outing 
$15.00  List 

Jobbers — Write  for  Special  Quantity  Discount 


New  Senior  Outing 
$25.00  List 


NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

64*68  Wooster  Street,  New  York 
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Brunswick  Panatrope  (electrical  type) 
Model  P-14. 
Cabinet  in  highly  figured  walnut. 
Operates  entirely  from  the  light  socket. 
Radio  jack  in  rear  permits  this  model  to 
be  used  as  a  loud  speaker  for  radio  set. 


Your  Profit  Opportunity 

No  Electrical -Type  Brunswick  Panatrope 
Ever  Before  Sold  for  so  Low  a  Price 

$36522 

Brunswick  Panatrope  Model 


THE  Brunswick  Panatrope  first  acquainted  the  world 
with  the  beauties  of  "music  by  electricity."  This  in- 
strument set  a  new  standard  in  music  for  the  home. 

Every  purchaser  of  a  reproducing  musical  instrument 
soon  came  to  realize  that  electrical  reproduction  was  the  ulti- 
matein  music. Itwas  the  ideal  which  the  music-lover  longed 
for  but  which  some,  for  financial  reasons,  had  to  forego. 

So  the  fact  that  now  it  is  possible  to  purchase  an  elec- 
trical-type Brunswick  Panatrope  for  as  low  as  $365,  greatly 
widens   the  market  for   this    remarkable  instrument. 


Hundreds  of  prospects  who  "listened"  but  did  not  buy 
should  be  easily  sold  the  P-14.  Model  P-14  is  a  magnifi- 
cent instrument.  From  the  standpoint  both  of  music  and 
of  furniture  it  meets  every  standard  set  by  the  name 
"Brunswick  Panatrope."  A  radio  jack  in  the  rear  is  a  strong 
sales  feature.  For  thus  the  purchaser's  radio  may  be  given 
a  new  and  unequalled  tone.  And  TONE,  as  we  all  know, 
is  what  people  demand  in  radio  today. 

The  alert  Brunswick  dealer  will  seize  the  big  oppor- 
tunity for  profit  offered  by  the  P-14,  and  make  this  model 
his  leader  during  the  coming  months. 


NOTE:  How  is  your  supply  of  advertising  matter  on  Brunswick  Panatrope 
Model  P-14?  Write  our  Dealer  Setvice  Department  for  a  full  assortment. 
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Announces  a  New 
Record  Exchange 

Some  550  Mechanically  Recorded  Red 
Seal  Records  Included  in  New  20  Per 
Cent  Record  Exchange  Plan  Announced 
by  the  Victor  Talking  Machine  Co. 


The  Victor  Talking  Machine  Co.  recently  an- 
nounced a  new  20  per  cent  record  exchange 
privilege  on  about  550  mechanically  recorded 
Red  Seal  records.  The  terms  of  the  exchange 
are:  stocks  to  be  shipped  to  Camden  as  soon 
as  the  dealer  received  definite  shipping  instruc- 
tions, after  which  he  will  receive  a  certificate 
of  credit  from  a  designated  wholesaler;  dealers 
may  use  this  credit  at  the  rate  of  20  per  cent 
of  their  current  Red  Seal  purchases;  first 
credits  will  be  applied  as  of  April  1,  1928,  in 
the  amount  of  20  per  cent  of  their  Red  Seal 


record  purchases  for  the  previous  six  months, 
thereafter  credit  will  be  applied  monthly  on 
the  same  20  per  cent»basis. 

Beginning  with  the  current  adjustment 
period,  covering  the  six  months  ending  March 
31,  1928,  electrically  recorded  Red  Seal  records 
will  be  included  in  Part  II  of  the  July,  1926, 
record  exchange.  This  plan  operates  entirely 
different  from  the  one  described  above,  as  no 
records  may  be  returned  until  a  credit  has  been 
earned,  the  amount  of  credit  being  determined 
by  the  dealers'  selling  activities.  The  rate  of 
return  on  the  Part  II-July,  1926,  record  ex- 
change has  been  increased  from  3  to  3l/2  per 
cent.  This  rate  applies  to  any  desired  combi- 
nation of  Red  Seal  Black  Label  and  Blue 
Label  records,  returnable  under  the  terms  of 
the  Victor  exchange  plan. 


A  new  music  store  was  recently  opened  at 
Delaware  avenue  and  West  Chippewa  street, 
Buffalo,  N.  Y.,  by  M.  Lucas.  The  Victor  line 
of  Orthophonies  and  records  is  carried. 


Aluminum  Specialty 
Co.  Toman  Jobber 

Will  Cover  Georgia,  Florida,  Alabama  and 
the  Carolinas — C.  M.  Jones  Reports  En- 
thusiastic Reception  of  Line  by  Dealers 


Atlanta,  Ga.,  March  7. — Charles  Miller  Jones, 
general  manager  of  the  Aluminum  Specialty 
Co.,  of  this  city,  distributor  of  Allen  portables, 
made  by  the  Allen-Hough  Mfg.  Co.,  recently 
announced  that  he  had  secured  the  distributing 
rights  for  Toman  tone  arms  and  reproducers 
in  Georgia,  Florida,  Alabama  and  North  and 
South  Carolina.  Air.  Jones  reports  that  dealers 
in  the  territory  covered  by  his  company  have 
received  the  Toman  line  enthusiastically  and 
are  making  wide  use  of  the  attractive  counter 
display  cards  and  the  circular  material  provided 
for  consumer  distribution  by  the  Toman  Co. 


Peerless  Master-phonic  the 
Extraordinary  Portable  for  1928 


The  Ultimate  in  Portables 
at  $25.00  List 

A  4-£oot  concealed  tone  chamber 

Serpentine  tone-arm 

Special  matched  reproducer 

Covered  with  genuine  DuPont  Fabrikoid  of 

the  heaviest  quality 
Elaborately  decorated  in  multi-color  effects 
Genuine  Heineman  motor 


Peerless  Master-Phonic  Portable 


Peerless  Vanity  Portable 

List  Price  $12.50 

In  Attractive  Colors 
314  inches  high 


Appearance— Quality —Tone 

Peerless  Vanity  ....  $12.50  List 
Peerless  Junior  ....  $15.00  List 
Peerless  Master-phonic  -   $25-00  List 

ALL  LEADERS  IN  THEIR  FIELD 

Write  for  Samples  and  Prices 


Two  Sales  Winning  Styles  of  Record  Albums 
Peerless  Artkraf t  Album 

Beautiful  Gold-embossed  Cover — Heavy  Brown  Kraft  Pockets 

Peerless  Loose  Leaf  Album 

Removable  Pockets  for  Records 

PEERLESS  ALBUM  CO. 

PHIL.  RAVIS,  President 

636-638  BROADWAY,  NEW  YORK 
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3  Months  Old 
and  Going  Strong! 


GODOWSKY 


RETHBERG 


SPALDING 


CHAMLEE 


LUCAS 
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BERNIE 


SIMS 


Brunswick's  One-Price- for- All  Record  Policy 
plus  wide  newspaper  advertising,  results  in  consistent 
gains  in  record  sales 

'VJOW  three  months  old,  Brunswick's  "popular  price"  policy  on 
^  Gold,  Purple  and  Black  Label  Brunswick  Electrical  Records 
has  proved  to  be  one  of  the  strongest  merchandising  moves  in  the 
history  of  the  music  industry. 

In  its  first  month, "popular  prices"  produced  the  biggestgain  in  rec- 
ord sales  that  Brunswick  has  ever  known.  And  sales  continue  to  climb. 

Consistent  use  of  newspapers  to  tell  the  big  news  of  the  change 
in  Brunswick  Record  prices  has  been  a  potent  factor  in  the  success 
of  the  Brunswick  plan.  Brunswick  has  long  been  known  in  the  in- 
dustry as  a  large  user  of  newspaper  advertising — the  kind  of  adver- 
vertising  the  dealer  likes  and  knows  will  bring  results. 

The  announcements  of  popular  prices  for  all  Brunswick  Records 
are  appearing  in  more  than  one  hundred  cities  throughout  the 
country.  Everywhere  Brunswick  dealers  report  big  gains  in  record 
sales  as  a  result. 

The  stimulus  of  "popular  prices"  has  proved  not  to  be  a  tempo- 
rary one.  Every  Brunswick  dealer  who  aligns  himself  with  this 
merchandising  effort  is  winning  new  customers  who  are  made  per- 
manent by  the  high  quality  ot  Brunswick's  merchandise. 
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Efficiency  in  the  retail  store  can  be  increased 
by  placing  the  salesmen  where  they  will  do  the 
most  good.  Men  who  can  sell  talking  machines 
best  should  be  placed  in  that  end  of  the  business 


penalization  Will  Add  to 
Your  Sales  Volume 


ONE  of  the  biggest  mistakes  a  phonograph 
and  radio  business  can  make  is  to  have 
no  line  drawn  between  the  radio  and 
phonograph  sales  force.  Many  sales  managers 
will,  doubtless,  disagree  with  me  on  this  point, 
but  I  want  to  point  out  that  the  radio  and 
phonograph  are  two  different  and  distinct  in- 
struments, and  each  one  requires  specialization. 
Specialization  by  Salesmen 
I  do  not  mean  to  make  the  two  organizations 
entirely  separate  and  distinct,  but  there  are 
some  men  who  "lean"  more  to  the  radio,  and 
others  to  the  phonograph.  Divide  your  organ- 
ization up  in  this  manner  and  let  your  radio 
men  specialize  on  radio  sets,  and  your  phono- 
graph men  specialize  on  the  phonographs  and 
combinations.  Turn  over  only  radio  prospects 
to  your  radio  salesmen,  and  only  phonograph 
and  combination  prospects  to  your  phonograph 
men.  This  applies  to  floor  men  as  well  as  out- 
side men.  Of  course,  a  radio  salesman  should 
be  privileged  to  sell  a  phonograph  and  receive 
the  regular  commission  and  a  phonograph  man 
can  likewise  sell  a  radio,  but  keep  each  organ- 
ization specializing  if  you  would  get  the  great- 
est results  from  the  entire  organization.  It  is 
not  necessary  to  have  a  large  organization  in 
order  to  divide  the  force  into  two  separate 
organizations.  Even  though  you  have  only  two 
men,  you  can  get  the  utmost  from  those  men 
by  having  them  each  specialize.  You'll  find 
that  by  doing  this  each  man's  sales  will  increase, 
and  consequently  your  total  volume  will  be 
increased  to  a  considerable  extent. 

Increasing  Talking  Machine  Sales 
Most  stores  that  handle  both  phonographs 
and  radios  are  doing  a  larger  volume  in  radio 
than  they  are  in  phonographs  and  combinations. 


By  Clarence  H.  Mansfield 

Fitzgerald  Music  Co.,  Los  Angeles 

If  this  is  true  of  your  store,  then  divide  your 
organization  and  your  phonograph  volume  will 
immediately  increase,  and  your  radio  volume 


C.  H.  Mansfield 

will  also  show  an  increase.  One  reason  that 
more  radios  are  sold  than  phonographs  is  be- 
cause Mr.  Average  Salesman  thinks  radios  more 
than  phonographs — and  another  reason  is  that 
the  public  is  thinking  radios  more  than  phono- 
graphs.   So  phonograph  specialists  have  to  be 


Dulce-Con 


Radio  Talking  Jiachine  Speaker 


Get  In  On  These 
RADIO  PROFITS 

WITH  radio  almost  universal,  it's  easy 
to  include  a  Dulce-Tone  in  every 
talking  machine  sale — and  you  might  as  well 
get  that  extra  profit.  Or  sell  Dulce-Tone  to 
former  talking  machine  buyers. 

Dul  ce-Tone  makes  an  ideal  loud  speaker  of 
any  phonograph,  and  it  fits  any  make  and 
any  radio  set.  Simply  set  the  talking  machine 
needle  in  the  Dulce-Tone  reed,  plug  in, 
and  you  have  the  full  volume,  the  beauti- 
ful clear  tone  that  only  Dulce-Tone  and  a 
talking  machine  can  give. 

The  General  Industries  Co. 

Dulce-Tone  Division 
Formerly  named 
The  General  Phonocraph  Mfc.  Co 
Elyria,  Ohio 


a  little  heavier  as  salesmen,  for  they  have  to 
either  overcome  or  add  to  the  radio  desire 
which  seems  uppermost  in  the  mind  of  the 
public  at  the  present  time. 

When  a  customer  does  come  into  a  store  to 
see  a  phonograph  the  chances  are  ten  to  one 
that  the  average  salesman  will  immediately  sug- 
gest a  combination— this  for  two  reasons— the 
first  is  that  the  salesman's  mind  is  naturally 
on  radio,  and  the  second  is  that  he  wants  to 
make  a  larger  sale.  And  nine  out  of  ten  sales- 
men in  showing  combinations  demonstrate  the 
radio  considerably  more  than  the  phonograph, 
when  the  opposite  should  be  the  rule.  I  asked 
a  salesman  recently  who  had  been  doing  this 
his  reason.  He  said  that  people  were  more  in- 
terested in  the  radio  than  in  the  phonograph. 
And  this  is  the  situation  in  most  cases.'  The 
salesman  rides  along  with  the  current — the  old 
"path  of  least  resistance" — and  it  never  does 
make  for  high-class  specialty  selling. 

Careful  Salesmanship 

When  a  customer  asks  to  see  a  phonograph 
the  worst  thing  a  salesman  can  possibly  do,  at 
first,  is  to  even  suggest  radio,  even  in  a  com- 
bination— if  he  does  he  automatically  suggests 
that  maybe  radio  is  more  desirable,  and  if  the 
prospect  already  owns  a  radio  no  deal  whatever 
may  be  consummated — or  if  he  does  not  own 
a  radio,  the  chances  are  that  a  radio  only  will 
be  ultimately  sold  and  not  a  combination  or  a 
phonograph.  A  great  many  customers  come 
into  the  store  and  ask  to  see  a  phonograph, 
when  all  they  are  trying  to  do  is  to  find  out 
if  they  really  want  a  phonograph  or  if,  as  they 
suspicion,  a  radio  will  entirely  fulfill  their  musi- 
cal needs,  and  most  salesmen,  by  their  attitude 
and  actions,  definitely  confirm  these  suspicions 
during  the  first  few  moments  of  the  customer's 
visit  to  the  store. 

Even  if  a  customer  asks  to  see  a  combination, 
the  first  thing  to  do  is  to  convince  him  of  the 
importance  and  desirability  of  the  phonograph 
side  of  the  combination.  This  can  only  be 
done  by  emphasizing  the  desirability  of  the 
phonograph,  and  touching  upon  the  radio  side 
later  in  the  sales  talk.  Radio  does  not  require 
the  heavy  end  of  the  selling  or  demonstration; 
nearly  everyone  is  more  or  less  sold  on  the 
radio  idea  or  at  least  is  thinking  about  it. 

That's  why  I  say  divide  your  sales  force  into 
a  separate  radio  sales  organization  and  a  sep- 
arate phonograph  organization.  A  man  think- 
ing nothing  but  radio  all  the  time  can't  very 
well  emphasize  the  importance  of  the  phono- 
graph, and  vice  versa. 

Up  to  the  Salesman 

It  is  up  to  the.  salesman  to  sell  the  phono- 
graph or  record  idea  to  the  prospect,  and  to 
sell  it  strong.  Once  you  have  sold  your  pros- 
pect on  the  record  idea,  then  the  selling  of  a 
combination  is  comparatively  easy.  But  if  the 
salesman  himself  thinks  only  radio,  and  has  no 
strong  sales  arguments  for  the  record,  then 
the  chances  are  ten  to  one  that  the  customer 
will  end  up  by  purchasing  the  radio  only.  Re- 
sult: One-half  as  large  a  sale,  and  less  than 
one-half  as  much  profit. 

As  before  stated,  since  the  phonograph  and 
combination    sale,   as   a    rule,   averages  much 
(Continued  on  page  11) 
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Stromberg-Carlson  19x7-192.8  sales  increase 
shows  that  Radio  buyers  are  learning  that 
no  radio  set  is  any  better  than  it  sounds;  no 
matter  how  it  looks  or  what  it  costs.  Strom- 
berg-Carlson  complete  tonal  range  is  what  all 
radio  buyers  eventually  want. 

At  prices  ranging  from  the  $zoo  class  to 
the  $1150  class,  with  phonograph  reproduction 
thrown  in,  there  is  nothing  more  economical 
to  own  than  a  Stromberg-Carlson,  and  there  is 
nothing  finer. 

Dealers  who  turn  the  most  prospects  into 
Stromberg-Carlson  sales  are  those  who  thor- 
oughly appreciate  and  can  demonstrate  these 
facts. 

Stromberg-Carlson  Telephone  Mfg.  Co. 
rochester,  new  york 


The  Stromberg-Carlson  Hour, 
Tuesday  Evenings  at  8  o'clock, 
Eastern  Standard  Time,  through 
the  NBC  and  Associated  Sta- 
tions: WJZ,  WBZ-WBZA, 
KDKA,  KYW,  WJR,  WBAL, 
KWK,  WREN  and  WHAM. 


No.  524 
Stromberg-Carlson 

Price,  with  Audio- 
Power  unit  and  8 
R.C.  A.  tubes  —  but 
not  including  Cone 
Speaker,  East  of  Rock- 
ies  $425;  Rockies 
and  West  $455; 
Canada  $565. 


Makers  ofVoiceTrans  mission  and  Voice  Reception  Apparatus  for  MoreThanThirtyYears 


1. 

2. 
4. 


Fox  Makes  No  Trade-in 
Deals  Because 

Too  many  sets  have  to  be  junked. 
Too  much  time  wasted  in  trading. 
Increases  risk  of  financial  loss. 
Endangers  percentage  of  profit. 


How  Two  Live  Dealers 
View  the  Problem  of  Radio  Trade-ins 


The  Two  Bridgeport  Dealers  Whose  Ideas  Regarding  the 
Pro  and  Con  of  Radio  Trade-ins  Are  Presented  Here  Are 
Both  Successful  With  the  Policies  They  Have  Adopted 

By  Clarence  J.  O'Neil 


THE  problem  of  second-hand  radio  sets 
turned  in  as  part  payment  for  a  new 
receiver  can  never  be  settled  by  ignor- 
ing it  or  condemning  it  as  bad  business  prac- 
tice. It  is  a  problem  that  is  definitely  at  hand, 
and,  like  it  or  not,  the  dealer  must  face  it.  One 
of  the  leading  radio  trade  associations  has  re- 
vealed that  75  per  cent  of  the  merchants  favor 
reselling  the  trade-in.  Despite  this  apparent 
majority  favoring  the  trade-in  policy,  it  is  in- 
teresting to  note  the  varied,  yet  logical,  opin- 
ions, pro  and  con,  of  two  veteran  dealers  lo- 
cated in  the  same  community.  One  merchant 
is  a  stanch  supporter  of  the  trade-in  question, 
and  the  second  is  just  as  determined  in  his  ob- 
jections to  this  method.  Both  have  been  in 
business  since  the  introduction  of  the  radio 
and  both  are  equally  satisfied  with  their  sales 
volume     of     radio  receivers. 

Alfred  Fox,  of  174  Fairfield 
avenue,  Bridgeport,  Conn., 
frankly  admits  that  he  makes 
no  allowances  whatsoever  on 
used  sets  and  arbitrarily  refuses 
them.  To  substantiate  his  idea 
for  ignoring  trade-ins  Mr.  Fox 
has  set  forth  four  concrete  rea- 
sons why  he  holds  to  this  prac- 
tice. On  the  other  hand,  John 
I.  Taylor,  credit  manager  of  the 
Piquette  Music  Co.,  Fox's  next- 
door  neighbor,  of  183  Fairfield 
avenue,  presents  another  four 
reasons  why  he  believes  in 
trade-ins.  Before  dissecting  the 
business  methods  of  these  two 
dealers  it  may  be  well  to  vis- 
ualize the  situation;  first,  as  to  SSh^hSSS 
the  demand  for  trade-ins;  sec- 
ond, as  to  the  ultimate  profit 
or  loss  to  be  had  by  encouraging  or  rejecting 
this    form   of    merchandising    radio  receivers. 

As  to  the  demand,  it  is  generally  accepted 
that  25  to  30  per  cent  of  the  people  buying  sets 
at  present  have  a  set  which  they  would  like  to 
trade  in,  or  on  which  they  would  like  an  allow- 
ance. It  is  also  probably  a  fair  statement  to 
say  that  the  average  radio  merchant  is  apprais- 
ing the  trade-in  set  for  its  resale  value,  based 
upon  a  quick  turnover,  and  is  making  an  allow- 
ance of  40  to  50  per  cent  on  such  an  appraise- 
ment, a  plan  that  permits  the  dealer  to  profit. 

With  all  these  apparent  alluring  inducements 
and  the  immense  resale  demands  offered  in 
catering  to  the  trade-in  patron,  Mr.  Fox  says 
"not  interested,"  with  the  following  objections. 
Too  many  sets  have,  to  be  junked;  'too  much 
time  is  wasted  in  dickering";  too  much  of  a' 
financial  risk;  would  rob  himself  of  his  normal 
percentage  of  profit. 

To  support  his  objections  to  handling  trade- 
ins  Mr.  Fox  said,  "It  is  apparent  that  at  least 
50  per  cent  of  trade-in  sets  would  have  to  be 
junked  because  o£  obsolete  parts  and  the  gen- 
eral run-down  condition  of  the  outfit.  The  cost 
and    labor   to    rejuvenate    the   set   would,  to 


Piquette  Co.  Favors  the 
Trade-in  Because 

1*  Easier  sales  to  present  owners. 

%•  Have  resale  value  of  their  own. 

3.  Wise  allowance  boosts  the  profit. 

4*  Pave  way  for  sales  of  new  radios. 


my  mind,  eat  up  the  eventual  resale  profit.  I 
also  see  a  considerable  loss  of  time  in  making 
trade-in  transactions.  I  am  convinced  dur- 
ing the  time  wasted  in  first  discussing  the 
trade-in  idea  with  the  customer,  and  then  the 
eventual  consideration  over  the  set,  when  the 
customer  finally  delivers  it  after  a  second  or 
third  interview,  that  in  the  meantime  I  could 
have  worked  up  at  least  one  new  customer  for 
a  clear  sale. 

"Before  reselling  a  second-hand  set  the  dealer 
should  check  it  thoroughly,  should  clean  it  up, 
and  if  necessary  refinish  the  cabinet.  These 
considerations  are  bound  to  affect  the  price 
allowance  and  profit  to  be  made  on  the  set. 
From  an  ethical  standpoint,  trading-in,  I  think, 
becomes  pernicious  when  used  by  a  dealer  as  a 
means  of  cutting  prices  to  build  sales  volume." 


TTZ  H ETHER  the  retail  talking  machine  dealer 
rr  decides  for  or  against  the  trade-in  as  applied 
to  the  radio  department,  some  definite  and  sound 
policy  must  be  worked  out.  In  the  accompanying 
article  two  concerns  operating  in  the  same  city  give 
the  reasons  which  decided  them  in  favor  of  and 
against  radio  trade-ins.  Every  retailer  should  read 
this  informative  dissertation  on  one  of  the  most  im- 
portant phases  of  radio  retailing  that  faces  the  trade 
in  this  day  of  intensely  competitive  merchandising. 


Mr.  Taylor,  of  the  Piquette  Music  Co.,  in 
direct  contrast  to  Mr.  Fox,  is  so  confident  in 
the  trade-in  profits  that  he  advertises  exten- 
sively in  the  newspapers  for  the  exchange  of 
old  sets.  His  four  reasons  for  accepting  trade- 
ins  are  as  follows:  Trade-ins  make  new  sales 
to  present  owners  easier;  have  resale  value  of 
their  own;  can  be  sold  profitably  if  allowance 
is  50  per  cent  of  resale  price;  pave  way  for 
later  sale  of  new  set  to  purchaser.  Mr.  Tay- 
lor's method  of  bidding  on  old  sets  is  to  ex- 
amine the  set  and  quickly  make  an  estimate  of 
its  resale  value,  in  most  cases  offering  its  owner 
one-half  that  figure.  He  claims  this  procedure 
calls  for  an  eye  appraisal  made  promptly  and 
a  statement  of  the  exchange  offered  in  a  manner 
that  does  not  leave  room  for  bargaining.  His 
next  step  is  to  convince  the  Customer  that  the', 
old  set  has  greatly  depreciated  in  value.  This 
means  that  if  a  set  is  accepted  for  a  trade-in, 
and  if  Mr.  Taylor  believes  he  can  promptly 
resell  it  in  his  store  for  $50,  the  owner  of  the  set 
should  be  offered  $25,  thus  safeguarding  the 
dealer  against  loss  at  time  of  resale. 

"I  am  perfectly  aware,"  said  Mr.  Taylor, 
"that   in   making  such  an   appraisement  of  a 


trade-in  my  profit  will  not  be  equivalent 
to  a  50  per  cent  discount,  because,  after  acquir- 
ing the  set,  I  will  be  put  through  the  expense 
of  testing,  of  correcting  any  mechanical  defects 
and  of  making  it  presentable.  Furthermore, 
some  merchants  will  say  I  am  assuming  a 
hazard  more  or  less  great  in  putting  this  old 
set  into  my  stock.  I  realize  that,  but  I  am 
willing  to  stand  by  my  judgment  in  not  only 
making  a  little  resale  profit,  but  also  pave  the 
way  for  a  new  set  sale.  In  closing  a  trade-in 
sale  I  always  try  to  impress  the  customer  that 
he  is  actually  making  a  purchase,  not  a  sale." 

That  there  is  danger  in  accepting  trade-ins  is 
testified  to  by  the  many  warnings  against  allow- 
ing too  much  for  such  equipments,  and  having 
it  left  on  the  dealer's  hands — that  it  may  prove  a 
valuable  means  of  developing 
business  if  handled  properly 
SSSS ^^^m      >s      generally  acknowledged. 

The  experiences  of  these  two 
dealers,  situated  in  the  same 
community  and  holding  oppo- 
site views  on  the  important  sub- 
ject of  radio  trade-ins,  is  proof 
positive  of  the  assertion,  many 
times  repeated,  that  no  hard 
and  fast  rule  regarding  such  a 
policy  can  be  made  to  apply  to 
all  dealers.  Each  member  of 
the  radio  retail  trade  must 
study  the  situation  and  put  into 
effect  that  policy  which  will 
produce  the  best  results  for  his 
own  business  and  will  be  in  line 
with  his  method  of  dealing  with 
his  customers.  Take  for  ex- 
ample a  neighborhood  dealer 
carrying  a  complete  line  of  mu- 
sical instruments  and  depending  to  some  extent 
upon  the  repeat  business  of  customers  with 
whom  he  has  been  dealing  for  a  number  of 
years.  They  have  at  different  times  purchased 
high-priced  pianos,  phonographs  and  radio  re- 
ceivers, in  addition  to  music  rolls,  records,  sheet 
music  and  other  accessories  for  the  instru- 
ments. To  refuse  to  accept  a  trade-in  set  as 
part  of  the  purchase  price  of  a  new  instrument, 
this  dealer  would  be  endangering  the  good  will 
which  he  has  built  up  over  a  span  of  years, 
which  would,  in  many  such  cases,  be  a  short- 
sighted policy.  Let  each  dealer  decide  upon 
his  own  policy,  remembering  always,  however, 
that  each  set  taken  in  must  be  resold  at  a  profit, 
and  that  to  overlook  or  minimize  this  angle 
is  to  engage  in  a  profitless  transaction,  or  even 
worse,  to  lose  money  on  the  deal. 


Crosley  Dividend 

The  Crosley  Radio  Corp.  has  declared  a  stock 
dividend  of  4  per  cent  and  an  initial  dividend 
of  $1,  payable  in  four  quarterly  instalments  dur- 
ing 1928. 


to 
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Tried  -Tested  -  Perfected- 


Let  Radiola  17  report  for  you 

the  great  events  of  the  year 


Plug  it  into  the  electric  outlet 
and  you  art  in  touch  with  the  world 

ARADlOLA  17  will  take  you  to  concert  hails 
and  theatric,  to  public  platforms  and  political 
conventions,  to  (he  arenas  of  amateur  and  profes- 
sional sport.  It  will  report  for  you  the  great  events 
of  the  year— just  as  if  you  were  there. 
The  programs  ol  the  bij;  btojJusting  stations  are 
yours  ro  command  at  the  touch  of  a  finger 

nation  of  yean  of  tescarch  by  the  great  staff  of 
electrical  and  acoustical  engineers  in  the  laboratories 
or"  the  Radio  Corporation  of  America  and  its  as- 

-on. in. 1  (  panics.  General  l;lcctric  and   V  csrinj;- 

"icers  who  designed  and  butlr 

mse  of  its  extreme  simplicity  of  operai 
luiifd  »  nh  the  tidtliry  ol  tunc  reproduaii 
made  Radiola;  famous-— Radiola  17  is  tb' 
olar  Radiola  ever  offered. 


These  Radiolas  have  set  the  standard 
for  realism  in  broadcast  reception 
-and  simplicity  in  operation 


KCA  Radiola 


KCA  Radiola 


I  expertly  designed... ruggedly  built 
for  fine  performance  and  long  life 


KCA  l\adiola 


The  four  great  weeklies  —  Collier 
Liberty,  Literary  Digest  and  Saturday 
Evening  Post — will  carry  page  and 
double  page  RCA  sales  advertising 
through  1928.  Newspaper  advertis- 
ing in  all  the  leading  cities  of  the 
country. 


RADIOLA  17 


Acclaimed  the  country  over  for  its 
marvelous  simplicity  and  performance 


KCA  Radiola 


This  sign  marks  the  leading 


Dealer' 


dealer  in  every  community 


J 


RCA  Radiola 


MADE    BY    THE     MAKERS      OF    THE  RADIOTRON 
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-and  first  in  public  favor 


RADIOLA  32  —  Finest  Radiola  ever  designed.  The  RADIOLA  30A — Custom-built  cabinet  model  of  the 

famous  RCA  Super-Heterodyne  with  the  incomparable  super-selective  RCA  Super- Heterodyne,  with  loud- 

RCA  Loudspeaker  104.  For  AC  or  DC  operation  from  speaker.  For  either  AC  or  DC  operation  from  lighting 

lighting  circuit.          -         -         -        Complete  $895  circuit.          ....          Complete  $495 

RADIO   CORPORATION   OF   AMERICA  NEW   YORK      CHICAGO      SAN  FRANCISCO 


KCA  Kadiola 


MADE    BY    THE     MAKERS     OF    THE     RAD  1  OTR.O  N 
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e  of  its  TONE 

RANGE 
RUGGEDNE 
PRICE 


RCA  LOUDSPEAKER  100 A    •  $35 


This  sign  marks  the  leading 
RADIO   CORPORATION   OF  AMERICA 


1 Authorised 
Dt4lcr 


dealer  in  every  community 
NEW  YORK      CHICAGO      SAN  FRANCISCO 


RCA  Loudspeaker 


MADE     BY    THE     MAKERS     OF     THE  RADIOLA 
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Specialization  Will 
Build  Sales  Volume 

(Continued  from  page  8) 
higher  per  unit — better  salesmanship  is  required. 
A  man  thinking  constantly  in  figures  of  around 
two  hundred  dollars  has  a  difficult  time  jump- 
ing his  thoughts  up  to  a  thousand  dollars  or 
more.  Such  a  figure  naturally  seems  frightfully 
large  to  him,  and  he  shrinks  from  suggesting 
such  a  high-priced  instrument  to  a  customer. 
It  is  much  easier  to  follow  the  beaten  path  and 
talk  the  lower-priced  unit,  and  customers,  as  a 
rule,  are  always  anxious  to  believe  that  they 
can  get  what  they  want  for  less  money  than 
they  anticipated  paying.  "Specializing"  is 
merely  another  word  for  "habit."  A  man  can 
get  into  the  habit  of  talking  any  typt  or  price 
of  instrument,  but  it  is  naturally  harder  to  get 
into  the  habit  of  talking  higher-priced  units 
than  lower-priced  units.  It  is  naturally  harder 
to  talk  against  popular  opinion  than  with  it. 
That  is  why  I  say  it  takes  a  little  "heavier" 
salesman  to  sell  the  new  type  phonographs  and 
combinations. 

Now  I  don't  mean  to  be  foolish  and  pass  up 
any  radio  deals — a  $200  radio  sale  to-day  is 
worth  more  than  a  $1,000  combination  prospect 
for  next  week,  but  I  do  believe  that  many  a 
two-hundred-dollar  deal  is  consummated  where, 
with  a  little  phonograph  specialization  and 
salesmanship,  a  $1,000  combination  deal  could 
have  been  made  instead.  There  is  no  question 
but  that  a  great  deal  more  business  and  profits 
are  lost  to  the  dealer  through  the  lack  of  ability 
on  the  part  of  a  salesman  to  sell  the  phono- 
graph idea  than  ever  will  be  lost  by  overselling 
a  prospect  who  can't  afford  the  higher-priced 
instrument,  and  who  puts  off  buying  anything 
because  he  won't  be  satisfied  with  anything  less 
than  the  better  instrument. 

Many  a  customer  is  mildly  interested  in  a 
combination  only  to  ultimately  purchase  a 
straight  radio,  simply  because  he  was  not  sold 
on  the  "music  from  records"  idea  strong  enough 
to  make  him  see  the  wisdom  of  the  extra  in- 
vestment. We  have  found  by  experience  that 
by  concentrating  sales  effort  on  the  phono- 
graph; by  selling  the  record  idea  we  are  often 
able  to  sell  a  straight  phonograph  at,  say,  $600 
or  $700,  whereas  the  customer  might  otherwise 
purchase  only  a  $200  or  $300  radio.  These  cus- 
tomers will  buy  a  radio  as  well,  but  had  we  sold 
them  a  radio  in  the  beginning  possibly  we 
would  never  be  able  to  sell  the  phonograph, 
even  later.    Just  think  that  over. 

Another  good  way  to  increase  phonograph 
business  is  to  endeavor  to  demonstrate  the  new 
type  of  phonograph  whenever  possible  to  every 
customer  who  purchases  a  straight  radio — or 
who  comes  in  to  see  a  straight  radio — this  to 
be  done,  of  course,  after  the  radio  man  has 
either  closed  the  radio  deal  or  finished  his  dem- 
onstration. Of  course,  you  do  not  want  it  to 
appear  to  the  prospect  that  you  are  going  to 
try  to  sell  him  something,  do  it  as  if  you  merely 
wanted  him  to  hear  it  and  were  only  being 
courteous. 

The  higher-priced  electric  phonographs  and 
combinations — those  in  the  straight  phono- 
graph running  in  price  from  $600  up  and  in  the 
combination  from  $1,150  up — is  where  the 
greatest  volume  and  the  greatest  profits  should 
come  from.  Do  not  overlook  the  lower-priced 
instruments,  straight  or  in  combinations,  but 
build  your  sales  efforts  around  the  higher-priced 
units  particularly,  and  the  volume  will  come  in 
I  he  lower-priced  units  as  well.  But  the  rule 
does  not  work  both  ways,  for  sales  effort  con- 
centrated on  lower-priced  units  will  not  bring 
the  higher-priced  unit  sales. 

The  whole  future  of  the  phonograph  business 
lies  in  our  ability  to  sell  the  record  idea.  I 
have  said  before  that  every  music  dealer  should 
have  two  separate  organizations,  one  specializ- 
ing in  phonographs  and  the  other  in  radio.  If, 
however,  you  do  not  wish  to  disturb  your  pres- 
ent radio  organization,  organize  a  complete  new 


force  of  phonograph  specialists  from  new  men. 
By  all  means  do  nothing  that  you  think  may 
cut  down  your  radio  volume — let's  make  the 
most  of  this  wonderful  new  product  that  has 
been  given  us — but  let's  also  get  the  phono- 
graph volume  in  addition  to  the  radio  volume 
— let's  do  two  or  three  dollars'  worth  of  busi- 
ness where  we  are  now  doing  one. 

Profits  From  the 

Sale  of  Portables 

(Continued  from  page  4) 

Here  is  a  remarkable  feature  of  the  port- 
able business  done  by  this  store  last  year.  In 
many  cases  records  to  the  amount  of  $100  were 
sold  to  the  customer  at  the  time  of  the  pur- 
chase of  a  $25  or  $50  instrument.  In  numerous 
other  instances  the  record  sale  topped  the  $50 
mark.  Never  less  than  an  even  dozen  records, 
the  carrying  capacity  of  the  instrument,  are 
sold  with  a  machine.  Another  item  that  has 
swelled  the  income  from  the  popularity  of 
portables  has  been  a  fairly  strong  demand  for 
extra  record  carrying  cases.  The  foregoing 
concretely  illustrates  one  side  of  the  market  for 
portable  phonographs. 

What  is  true  of  this  concern  is  equally  true  on 
a  smaller  scale  in  every  other  community.  Each 
city  and  town  has  its  well-to-do  people,  its  re- 
sorts, Summer  homes,  etc. 

Another  angle  of  this  phase  of  the  talking 
machine  business  is  that  this  large  number  of 
instruments  was  moved  to  the  consumers 
without  any  special  effort  at  sales  promotion. 
The  New  Rochelle  concern  occasionally  de- 
votes a  whole  window  to  portable  display,  but 
that  is  all.  And  a  similar  story  could  be  told 
of  many  other  dealers. 

Distributors'  orders  calling  for  carload  ship- 
ments, and  then  in  a  short  time  repeating  the 
order  shows  how  quickly  the  portables  are  be- 
ing routed  into  the  homes  of  consumers.  That 
these  orders  are  not  confined  to  any  one  part 
of  the  country  but  come  from  all  sections  shows 
the  scope  of  the  demand.  These  are  facts.  If 
you  are  a  retailer  think  about  them  and  then 
get  busy  on  sales  of  portables.  If  you  need  cash 
here  is  one  way  of  getting  it  quickly.  The  port- 
able business  is  the  kind  that  may  be  con- 
sidered ideal,  because  it  supplements  the  sale  of 
the  larger  instruments,  because  it  aids  the  sales 
of  records,  needles,  carrying  cases,  and  because 
it  brings  in  cash. 


H.  C.  Goodrich  With 
United  Radio  Corp. 

Appointed  District  Representative  in  Mid- 
dle West  for  United  Radio  Corp.,  Mak- 
er of  Peerless  Reproducers 

To  keep  pace  with  the  rapidly  increasing 
number  of  its  customers,  the  United  Radio 
Corp.,  of  Rochester,  N.  Y.,  maker  of  Peerless 


H.  C.  Goodrich 

reproducers,  has  announced  the  appointment 
of  H.  C.  Goodrich,  formerly  field  representative 
for  the  King  Manufacturing  Corp.,  as  district 
representative  in  the  Middle  West,  covering  the 
States  of  Michigan,  Ohio,  Indiana  and  Iowa. 

Milton  C.  Bickford,  also  of  the  Peerless  sales 
staff,  will  be  the  district  representative  for  the 
South  Atlantic  States.  These  men  will  work 
with  wholesalers  and  retailers,  assisting  them 
in  increasing  their  sales  and  merchandising  ra- 
dio. With  these  increases  in  its  executive  sales 
force,  the  United  Radio  Corp.,  maker  of  Peer- 
less reproducers,  plans  to  do  its  share  to  in- 
crease the  volume  of  business  in  1928. 


The  formal  opening  of  the  M.  P.  Scott  new 
store  at  205  Water  street,  Augusta,  Me.,  was 
held  recently.  A  complete  line  of  EdTsonic 
phonographs  and,  records  and  well  known  makes 
of  radio  receivers  is  carried. 


You  Take  Pride  in  Your  Quality 

But— What  About  That  Shipping  Case  ? 

You  have  spared  no  expense  or  effort  to  make  your  goods  the  finest  of  their  kind  that  the 
market  affords.  You  do  this  from  pride  and  for  the  business  reason  of  making  them  so 
attractive  to  your  customers  that  they  will  buy  and  continue  to  buy. 

BUT — what  about  that  important  first  impression  on  the  buyer  when  he  opens  your  shipping 
case? 


We  Take  Pride  in  Our  Quality 

Birch  and  Maple  plywood  cases  with  Spruce  cleats 

carry  your  product  to  destination  with  complete  protection.  There  is  no  weaving,  all  rough 
handling  shocks  are  absorbed,  and  the  smooth  one  piece  panels  protect  your  goods  from  chafing, 
dust  and  moisture.  And  in  addition  there  is  neatness  in  appearance  and  a  distinct  saving 
in  weight. 

Our  excellent  timber  resources,  new  machinery  equipment  throughout  and  18  years'  experience 
in  the  manufacture  of  plywood  cases  enable  us  to  produce  a  container  of  outstanding  quality. 

And  these  quality  cases  cost  no  more.    A  trial  car  will  convince  you. 

Northern  JfcMaitie 
PlvwoodJ«Co, 

Statler  Building  Boston,  Mass. 


The  Talking  Machine  World,  New  York,  March,  1928 


Brilliancy 

Shrillest  of  strings,  clarinets, 
tambourines  —  all  with  their 
side-bands  or  color  tones— 

Low  Notes 

Of  the  voice,  of  drums  and 
other  deep-toned  pieces  — 


Chromatic  Notes 

Including  delicate  color-tones 
and  shadings  whose  repro- 
duction affects  the  entire  ren- 
dition and  makes  it  REAL — 

Enunciation 

Words  containing  s,  t  and 
other  sounds  difficult  of  re- 
production for  the  average 
reproducer — 

Special  Features 

Tinkling  bells;  cymbals  and 
other  secondary  interpola- 
tions which  the  orchestra 
leader  adds  for  "local  color" 
and  individuality. 


These  Five 
Acoustical 


ou  are  invited  to  select 
*S   a  few  especially  intri- 
cate records — records  with 

many  climbs  and  falls  from  the  easy  "middle 
register,"  with  hissing  sibilants  spoken  by  the 
human  voice,  with  complicated  overtones  and 
fine  nuances  of  tone  variation,  with  subdued 
"local  color"  accessories  —  and  try  AUDA- 
CHROME  on  such  records,  comparing  its  per- 
formance with  that  of  any  other  reproducer. 
This  is  the  test  that  wins  the  listener  and  the 
test  that  helps  dealers  win  the  public! 


AUDACHROME 

Interprets 
Every  Shade  and 
Chromatic  Variation  of 
Voice  and  Instrument! 
"Faithful  to  the  Echo"; 
the  Most  Realistic 
Interpreter 
of  Acoustical  Values 
Yet  Developed! 


I    Whenever  you  come  across  an  AUDAK 
^-fl    equipped  machine — portable  or  cabinet  — 
be  assured  that  it  is  a  QUALITY  machine. 


The  AUDAK 

565  Fifth  Avenue 


Makers  of  Acoustical  and  Electrical 
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"Hazards"  of 
Reproduction 


have  all  been 
conquered 
by 


AUDACHROME 

The  Chromatic  Reproducer 


BUILT  ON  A  NEW  PRINCIPLE 


CT^HERE  they  are,  at  the  left— the  most  dim- 
vS/  cult  elements  in  all  acoustics  to  reproduce 
accurately.   No  talking  machine  reproducer 
prior  to  AUDACHROME  has  been  able  to 
overcome  three  out  of  five  of  these  natural 
stumbling-blocks.    AUDACHROME  has 
conquered  them  all,  simply  because  it  is  built 
on  a  new  principle  that  aims  frankly  at  the 
roots  of  reproduction  shortcomings.  To 
hear  a  really  difficult  record 
played  with  this  revolu- 
tionary new  instru- 
ment, after  you  have 
heard  it  with  an  or- 
dinary reproducer, 
is  to  have  your  eyes 
opened  wide  —  and 
your  mind  closed 
forever  to  ordinary 
reproduction. 

ACCEPT  NO  IMITATIONS 

Every  Audachrome  and  every 
other  Audak  instrument  bears 
a  protective  tag  like  this  — 
your  guarantee  ! 


COMPANY 

New  York,  N.  Y. 

Apparatus  for  More  Than  10  Years 


The  interest  of  your  public  in 
records  may  be  passive,  but  that  is 
because  the  trade  has  too  long  sat 
still  and  permitted  such  a  state  to 
exist.  What  is  needed  is  a  definite 
and  sustained  campaign  to  make 
your  customers  not  only  record- 
conscious   but   MUSIC-conscious : 


Let's  look  squarely  at  facts.  A 
good  radio  program  is  more  inter- 
esting than  the  average  talking 
machine  performance,  and  that  is 
why  most  of  your  customers  are 
not  buying  records  regularly.  But, 
set  this  down  for  truth:  no  listener 
can  fail  to  be  thrilled  by  AUDA- 
CHROME performance,  or  to  real- 
ize that  this  kind  of  talking  ma- 
chine entertainment  is  far  superior 
to  the  best  radio  reproduction. 


The  best  that  is  in  those  wonderful 
new  electric  records  has  never  be- 
fore been  quite  so  fully  appreciated 
as  AUDACHROME  now  makes  it 
appreciated.  If  you  will  let  your 
trade  listen  to  an  AUDACHROME 
performance,  selecting  records  that 
are  difficult  instead  of  those  involv- 
ing only  the  easy  "middle  register" 
or  bass  alone,  you  will  find  new 
stimulation  for  record  sales.  This 
is  AUDACHROME'S  biggest  con- 
tribution to  the  trade ! 


From  all  sides  the  evidence  is  pour- 
ing in  to  corroborate  what  we 
prophesied.  AUDACHROME,  by 
the  simple  "listening"  test,  has 
first  shown  the  dealers  what  a 
splendid  sales  weapon  AUDAK  has 
contributed,  and  then  gone  right 
out  and  made  new  record  sales  to 
those  dealers'  customers. 


AUDACHROME  production,  de- 
spite our  anticipations  and  prepar- 
ations, is  still  behind  the  demand. 
This  condition  is  working  itself 
out,  however,  and  we  see  no  reason 
why  any  merchant  interested  in 
jacking  up  his  1928  sales  and  net 
profits  should  be  without  the  assis- 
tance of  AUDACHROME,  the  finest 
little  star  salesman  that  ever 
stepped  into  a  music  shop. 


Order  from  your  jobber  today — we 
will  take  care  of  everybody  as 
promptly  as  possible. 


Above  all,  make  the  test  with  this 
new  instrument  yourself — on  the 
smallest  or  the  most  expensive 
machine — so  you'll  know  the  pleas- 
ant surprise  that's  in  store  for  your 
customers. 


Profit  Wraii'i^  Sates  Wrinkles 

Builds  Record  Sales  by  Pushing  Early  Releases— Record  Girls'  Clubs  a  Step  in  Right 
Direction — Literature  in  Window  Displays — Tie-up  with  Movie 
Themes — How    Davega  Builds  Mailing  Lists 


The  number  of  records  released  each  month 
makes  it  impossible  for  the  dealer  to  ade- 
quately bring  each  recording  to  the  attention  of 
potential  purchasers.  It  often  happens  that  a 
customer  fails  to  study  the  monthly  record 
bulletin,  or  some  circumstance  arises  which 
makes  it  impossible  to  visit  the  store,  and  the 
new  releases  are  overlooked  even  though  sev- 
eral of  them  may  have  had  a  definite  appeal  to 
the  customer.  For  these  reasons  it  follows 
that  it  would  prove  profitable  for  the  dealer 
who  has  a  number  of  patrons  who  have  been 
dealing  with  the  store  for  a  long  period  and 
whose  tastes  are  known,  to  prepare  a  suggested 
list  of  records  at  regular  intervals  and  send 
them  to  customers.  Miss  B.  B.  Steele,  mana- 
ger of  the  talking  machine  and  record  depart- 
ment of  Stern  Bros.,  New  York  City,  recently 
used  this  method  of  stimulating  record  sales 
with  most  satisfactory  results.  She  found  that 
a  great  number  of  customers  who  had  been 
dealing  with  her  for  years  and  were  regular 
record  buyers  had  overlooked  many  of  the 
records  which  were  suggested  and  were  happy 
to  have  had  them  called  to  their  attention.  Try 
the  plan  and  see  if  it  is  not  successful. 

Aiding  Record  Sales 

The  Victor  Record  Girls'  Club  that  exists  in 
Milwaukee  and  similar  organizations  in  other 
cities  are  meeting  regularly  every  month  and 
from  recent  reports  are  constantly  expanding. 
The  formation  of  these  groups  is  a  movement 
that  deserves  only  commendation  and  it  is  a 
movement  that  should  be  general  throughout 
the  country.  Dealer  associations  and  record 
distributors  should  take  the  organizing  upon 
themselves  and  see  that  a  similar  body  is  formed 
in  their  territories,  for  there  is  a  great  need 
for  education  among  the  thousands  of  record 
salesmen  and  saleswomen.  This  is  not  written 
to  imply  that  there  are  not  record  salespeople 
who  have  not  a  thorough  knowledge  of  their 
business.  There  are,  and  scarcely  an  issue  of 
this  publication  goes  to  press  without  mention 
being  made  of  the  outstanding  success  which 
such  a  well-equipped  salesman  or  saleswoman 
is  achieving.  The  trouble  is  that  there  are  not 
enough  record  salespeople  with  a  proper 
knowledge  and  appreciation  of  recorded  music. 
Through  the  medium  of  radio  broadcasts, 
through  an  ever-increasing  number  of  musical 
events,  through  more  thorough  musical  educa- 
tion in  the  schools,  the  musical  taste  of  the 
American  public  is  becoming  better  and  better 


and  music  is  becoming  a  greater  factor  in  the 
lives  of  the  people.  These  conditions  make  it 
imperative  that  the  record  salesmen  of  to-day 
be  better  versed  to  render  service  than  was  the 
condition  a  few  years  ago,  and  the  interchange 
of  information  between  co-workers  is  one  sure 
way  of  adding  to  the  salesman's  fund  of 
knowledge. 

Booklets  in  Displays 

The  public  is  still  curious  about  radio  de- 
velopments and  likes  to  keep  abreast  of  all  the 
improvements  and  refinements  that  are  being 
made.  The  Atwater  Kent  Mfg.  Co.  recently 
sent  a  bulletin  to  its  dealers  suggesting  that 
literature  be  shown  in  the  forefront  of  window 


Send  in  Ideas!! 

Perhaps  in  conducting  your 
business  you  make  use  of  some 
unusual  method  in  selling  ra- 
dio, talking  machines,  records 
or  accessories,  or  perhaps  your 
method  of  servicing  is  out  of 
the  ordinary.  If  these  ideas 
have  proved  successful,  send 
us  a  note  telling  of  them. 
Photographs  will  add  interest. 


displays.  The  bulletin  said  in  part:  "In  dec- 
orating a  number  of  windows,  our  decorating 
staff  tried  out  the  plan  of  displaying  literature 
in  the  extreme  front  of  windows.  It  was  found 
that  passers-by,  on  seeing  the  literature,  were 
prompted  to  enter  and  ask  for  it.  This  gave 
the  salesman  a  good  opportunity.  By  being 
courteous,  he  often  could  get  the  prospect's  at- 
tention to  the  point  of  giving  a  demonstration, 
and  in  most  instances  he  obtained  the  name 
and  address  so  the  prospect  could  be  followed 
up  later."  The  plan  is  well  worth  trying. 

Movie  Tie-ups 

There  can  be  no  doubt  but  that  within  the 
past  year  or  two  the  musical  score  has  taken 
a  more  and  more  important  part  in  making  suc- 
cessful feature  motion  pictures.  Composers  of 
international  reputation  are  engaged  in  Califor- 
nia throughout  the  entire  year,  composing  and 
synchronizing  their  compositions  to  the  action 


of  the  film.  This  development  offers  to  the  mu- 
sic dealer  an  opportunity  of  increasing  both 
his  record  and  sheet  music  sales.  In  the  score 
of  practically  every  film  there  has  been  a  theme 
song  that  in  itself  has  proved  popular  and 
which  is  released  in  sheet  music  and  record 
form.  Take  for  example,  "Charmaine"  from 
"What  Price  Glory?"  "Diane"  the  theme  of 
"Seventh  Heaven,"  "Mother  of  Mine,"  from 
"The  Jazz  Singer,"  "Wings"  from  the  film  of 
the  same  name,  and  countless  others. 

Building  Mail  Lists 

The  Davega  stores  in  New  York  City  have  a 
plan  of  building  up  their  mailing  lists  in  the 
various  departments  that  is  a  winner.  When, 
for  example,  a  customer  makes  a  purchase  in 
the  talking  machine  department  the  clerk  makes 
out  a  sales  slip.  At  the  head  of  the  slip  is 
placed  the  name  and  address  of  the  customer, 
who  then  pays  the  cashier  and  is  given  a  re- 
ceipt, a  duplicate  of  the  sales  slip.  This  is  a 
simple  and  inexpensive  plan  of  securing  the 
names  and  addresses  of  the  customer  The 
request  of  the  clerk  for  the  name  and  address 
is  a  natural  one  and  there  never  is  any  objec- 
tion on  the  part  of  the  patron  in  giving  it,  as 
there  might  be  if  the  clerk  requested  this  in- 
formation for  the  "record  mailing  list."  This 
procedure  is,  of  course,  duplicated  in  the  va- 
rious departments.  Thus,  when  the  day  is 
ended  the  store  not  only  has  a  complete  and 
accurate  record  of  the  business  done  in  each 
department,  but  has  a  list  of  the  names  and 
addresses  of  the  customers  as  well  as  the  type 
of  merchandise  in  which  they  are  interested. 

Music  Room  Furniture 

The  well-known  music  house  of  Lyon  & 
Healy,  Chicago,  111.,  a  year  or  so  ago,  opened 
a  new  department  that  was  more  or  less  an 
innovation  in  the  music  business.  This  was  a 
furniture  department,  carrying  a  full  line  of 
furniture  for  the  music  room.  While  with  this 
great  Mid-West  music  house  the  furniture  is 
carried  and  advertised  "to  complement  the 
piano"  it  offers  an  interesting  subject  for  the 
talking  machine  and  radio  dealer  to  consider. 
Naturally  every  dealer  is  not  in  a  position  to 
engage  in  a  line  of  business  that  would  be  more 
or  less  of  an  experiment  but  there  are  many 
establishments  throughout  the  country  which, 
undoubtedly,  could  start  a  similar  department 
and  make  it  pay  profits.  Many  stores,  for  in- 
stance, have  on  their  floors  expensive  floor 
lamps  and  period  furniture  in  order  to  properly 
display  phonograph  and  radio  receivers  that 
are  housed  in  expensive  cabinets.  Could  not 
these  same  stores  carry  a  limited  amount  of  thir 
merchandise  in  stock  and  offer  it  for  sale  in  the 
same  manner  and  at  the  same  time  as  are  the 
instruments?  It'  might  be  interesting  to  note 
here  that  the  sales  of  lamps  alone  in  the  Lyon 
&  Healy  establishment  gross  $35,000  annually. 


AN  IMPROVED  RECORD  ALBUM 


FOR  the  past  few  years  little  improvement  has 
been  made  in  the  design  of  albums  to  hold 
talking  machine  records. 

NOW  A  NEW  LOOSE  LEAF  ALBUM  that 
will  lie  absolutely  flat  when  opened,  that  has  an 


all-metal  back  with  protecting  end  pieces,  making 
it  more  durable  than  any  album  heretofore  made. 
It  is  handsome  in  appearance  and  will  add  to  the 
beauty  of  any  cabinet. 

Made  in  durable  cloth  or  in  Dupont  Fabrikoid 
binding  with  super-finish  design. 


PATENT  APPLIED  FOR 

Write  for  detailed  information  regarding  this  new  loose-leaf  album  and  other  1928  designs. 


NATIONAL  PUBLISHING  CO. 


Factory  and  Main  Office 

239-245  S.  American  Street 
Philadelphia,  Pa. 


Sales  Room 

225  Fifth  Avenue 
New  York  City 
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Eye  Value 

is  as  Essential  as  Performance 

--in  Present  Day  Radio  Selling 

WITH  the  perfection  of  the  Elec- 
tric Radio,  public  demand  is  for 
design  that  has  a  definite  meaning 
in  the  decorative  plan  of  the  home 
— something  permanent — concealing 
all  the  mechanical  aspects  of  radio. 

FRESHMAN 
EQUAPHASE 

&£C?MC  RADIOS 

fulfill  every  current  demand.  The 
ever  increasing  sales  of  Authorized 
Freshman  Dealers  testify  to  that. 

In  scientific  exactness  and  effi- 
ciency, the  Equaphase  Radio  circuit 
is  in  a  class  by  itself — simple  to 
operate  yet  accurate  and  sensitive 
to  a  fine  point  of  precision  —  mini- 
mizing the  necessity  of  service. 

A  variety  of  cabinet  designs  ade- 
quately meet  the  requirements  of 
present  day  home  decoration. 

Freshman  Electric  Radios  are 
sold  direct  to  Authorized 
Freshman  Dealers — it  will  pay 
you  to  investigate  our  dealer 
franchise. 


Model  G-4,  Freshman  Equaphase  Electric  Radio, 
paneled  in  genuine  mahogany,  complete,  ready 
to  operate  including  the  new  RCA,  AC  Tubes 


225 


00 


No 


ACIDS 
BATTERIES 
WATER 
TROUBLE 


Manufactured  by 

CHAS.   FRESHMAN   CO.,  Inc. 


NEW  YORK 


CHICAGO 


LOS  ANGELES 


Freshman  Electric  Radios 


Theatre  Tie-UpS  Aid  Sales 

of  Records 


Jenkins  Co.'s  Ads  Have  a 
Double-Edged  Appeal 


By  J.  L.  Simpson 


his  actual  performances 
makes  a  sales  appeal  which 
is    especially   potent   at  the 


MUCH  of  the  prestige  of  the  great 
Jenkins  Music  Co.  of  Kansas 
City,  Mo.,  with  four  large  stores 
there  as  well  as  others  in  surrounding 
cities,  is  built  through  the  medium  of 
advertising,  and  it  is  the  type  of  this 
publicity,  rather  than  its  mere  scope, 
which  makes  it  so  "humanly"  effec- 
tive   in    increasing    the    sales  volume. 

Many,  even  most,  large  music  goods 
stores  advertise  liberally,  but  none  ad- 
vertise with  that  tremendous  appeal  to 
human  interest,  human  sympathy,  which 
makes  Jenkins  advertising  stand  out  in 
a  class  by  itself.  The  Jenkins  type  of 
publicity  is  just  as  effective  in  selling 
phonographs  as  in  selling  more  records, 
since  it  is  that  double-edged  type  of  ap- 
peal which  makes  the  reader  think  of 
both  these  vital  angles  of  the  talking 
machine  merchandise  line  in 

The  Thought  Behind  the  Ad 
Perhaps  the  thought  behind  the  Jenkins  ads, 
in  selling  both  phonographs  and  records,  is  to 
get  away  from  presenting  these  lines  as  im- 
personal automatons,  so  to  speak,  and  to  make 
folks  think  of  them  as  the  living,  breathing 
spirit  of  the  music  master  who  puts  his  soul 
into  the  records,  and  the  phonograph  itself  as 
the  instrumentality  by  which  that  soul  of  song 
and  of  music  is  reproduced,  through  its  action 
upon  the  records.  That  this  sort  of  advertis- 
ing is  effective,  much  more  so  than  the  kind 
which  continually  harps  upon  bargains  and 
prices  in  phonographs  and  records,  is  amply 
obvious  from  the  results  of  the  advertising,  the 
growth  of  this  department  and  the  tremendous 
volume  of  sales  in  all  four  stores. 

The  method  used  in  presenting  the  musical 
wares  along  the  talking  machine  line  is  one 
which  is  available  to  any  dealer  in  phonographs 
in  almost  any  large  city  in  the  United  States. 
It  is  one  which  takes  advantage  of  time  and 
place  and  circumstance,  which  makes  hay  while 
the  sun  shines,  and  is  effective  because  it  hits 
the  nail  on  the  head  at  the  propitious  mo- 
ment.   It  is  a  sales  building  idea. 

Appearances  of  Artists 
In  any  large  city,  as  in  Kansas  City,  for 
example,  there  is  hardly  a  week  but  what  some 
of  the  musical  topliners  of  America  appear  at 
one  theatre  or  another.  In  short,  the  people 
or  the  musical  organizations  which  make  the 
records  are  here  in  the  flesh,  usually  for  a 
week's  stand  at  one  of  the  theatres. 

The  Jenkins  Co.  simply  capitalizes  this  fact, 
in  the  most  effective  manner,  thereby  heighten- 
ing interest  in  the  line  of  phonographs,  as  well 
as  in  the  records  made  by  this  celebrity,  band, 
or  whatever  the  instance  may  be.  The  person 
or  agency  which  made  the  records  is  here  in 
the  flesh,  hence  connecting  up  their  line  with 


That  is  the  point  of  the  Jenkins  policy,  to 
utilize,  in  this  manner,  at  the  psychological 
moment,  every  bit  of  theatre  or  popular  in- 
terest publicity  which  can  conveniently 
be  connected  up  with  their  retail  talking 
machine  and  record  business. 

In  this  instance,  this  celebrity's  per- 
formance happens  to  connect  up  per- 
fectly with  a  line  of  phonographs,  as 
well  as  with  certain  records.  But,  in 
other  instances,  when  such  a  fortunate 
condition  does  not  exist,  the  Jenkins  ad 
writers  create  by  artful  language  and 
illustration  the  suggestion  which  is  al- 
most as  potent  in  interesting  folks  in 
the  machines  themselves  as  is  the  pres- 
ent happy  instance  of  real  connection 
between  artist  and  the  instrument. 
Exploiting  Records 
Again  Jenkins  method  scores,  this 
time  in  selling  records,  more  records, 
most  records.  For,  as  Jenkins  points 
out,  records  are  a  bit  like  eggs,  most 


Art  Gillham,  Columbia  Artist,  in  Cleveland 

single  instant.  time,  and  may  be  converted  into  another 
equally  potent  method  the  next  week, 
when  some  other  musical  celebrity  is  the 
center  of  attraction  in  this  town.  This 
method  of  promotion  is  a  continual 
source  of  record  business. 

A  Timely  Tie-up 
An  actual  example  of  how  this  end  is 
accomplished  is  presented  in  the  accom- 
panying ad.  At  the  moment  Gene  Austin, 
creator  or  maker  of  popular  records,  is 
a  headliner  at  the  Orpheum  Theatre. 
Therefore,  the  records  of  Austin  are  ex- 
ploited properly  at  this  particular  time — 
the  ad  is  even  of  news  value,  and  will 
perhaps  draw  the  attention  of  more  peo- 
ple than  the  actual  dramatic  write-ups 
given  by  various  editors  or  reporters. 

It  will  be  noted  in  the  ad  that  Jenkins 
do  not  utilize  this  opportunity  merely  to 
sell  more  records — especially  the  records 
made  by  Austin.  Not  at  all.  As  may 
be  seen,  the  largest  part  of  the  space  is 
given  over  to  exploiting  phonographs 
themselves,  though  the  suggestion  of  the 
records  themselves  is  invariably  pres- 
ent, a  very  important  consideration. 

In  this  particular  case  it  is  possible  to 
connect  up  the  line  of  phonographs  with 
this  celebrity  in  a  very  striking  and  un- 
usual manner.  In  fact,  they  are  intro- 
duced right  into  his  programs,  as  the  copy 
will  reveal.  It  is  a  striking  example  of 
a  particular  instance  where  a  current 
theatre  program  affords  the  very  choicest  copy 
for  the  phonograph  ad  writer,  and  Jenkins  have 
lost  no  iota  of  this  spectacular  value,  in  pre- 
senting the  associated  sales  ideas  to  the  read- 
ers of  this  paper.  And  yet,  while  this  is  a 
"beautiful  instance"  of  ideal  publicity,  it  would 
neither  be  ideal  nor  publicity  unless  it  was 
utilized,   fully,   correctly  and  at  the  moment. 


Music  IS  Essential 


Gene  Austin 

Calls  on  the  Magical  New 

Orthophonic 

JiL"  "   /     This  Week  GSJS^ 


X*W  THE  ORPHEUM 

SEE  and  hear  how  this  magical  instrument  picks  up  the  merest  whisper 
or  this  great  lavorlte,  and  sends  it— clear  and  true— to  every  comer  of 
the  theater.  Hear  him  sing  the  same  selections  that  have  made  his  rec- 
ords the  biggest  sellers  in  the  Victor  catalog— just  as  you  can  hear  him  in 
your  heme  whenever  you  wish,  IF  you  have  a  New  Orthophonic  Vlctrol* 
and  these  matchless  Austin  Records. 


No.  21015— 7Sc 

Mv  Meta.ncr.olv  BnbK 
There  s  a  Cradle  In  Carol 
No.  21098— 7Sc 
The  Lonesome  Road 
No.  20397— 75c 
I've  Cot  the  G:rt 


A  tremendous  hit — No.-.  210S0— 75c. 


Are  Y<rj  ThlnalnK  o[  Me  Ton'.cht 


No.  20977— 75c 


1217  Walnut 
J9U  Alain 


'soksHuskXix 


1015  Walnut 
536  Minn. 


Jenkins  Tie-Up  Advertising 

salable  when  fresh,  or  new.  Jenkins  sell  more 
and  more  records  monthly,  annually,  by  ex- 
ploiting their  new  records  while  they  are  new, 
and  at  the  special  times  when  their  human 
creators  are  in  Kansas  City,  at  theatres  or 
on  other  engagements.  Timeliness  is  impor- 
tant in  securing  turnover.  As  will  be  noted  here, 
(Continued  on  page  18) 
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#  ^SIVE  MAKERS  STTq*^ 


SOUND  PRODUCTS 


MAKE  SOUND  PROFITS 


Model  90  Military 

Produces  extreme  volume  oj 
all  instruments  with  excel- 
lent detail  on  high,  medium, 
and  lowest  bass  notes.  Finest 
siuidings  on  high  notes  and 
heavy  overtones.  List  Prices 
— Nickel  $7.50,  Statuary 
Bronze  $8.00,  Gold  or  Oxi- 
dized $9.00. 


Model  J-l 

Full  curved  7l/2  inch  tone 
arm  oj  special  brass  and  cop- 
per alloy.  Highly  sensitive 
swinging  action  permits  re- 
producer to  follow  record 
grooves  without  resistance. 
List  Price— Nickel  $3.75, 
Statuary  $4.75,  Gold  or  Oxi- 
dized $5.75. 


N  all  Oro-Tone  Products  you  will  note  grace 
and  symmetry  of  design.     In  use  you  will 
quickly  distinguish  them  by  the  full  rich 
tone  quality  —  by  their  superior  definition 
and  volume. 

Less  apparent  but  fully  as  important  is  the  soundness 
of  construction  —  the  permanence  —  the  lasting  ex- 
cellence built  into  every  Oro-Tone  Reproducer  and 
Tone  Arm.  It  has  been  our  unchanging  policy  never 
to  cheapen  materials  or  workmanship  in  order  to  "sell 
at  a  price."  To  maintain  this  same  high  standard  of 
quality,  Oro-Tone  Tone  Arms  and  Reproducers  are 
made,  from  the  fabrication  of  raw  materials  to  the  last 
testing  process,  completely  under  one  roof  —  our  own. 

This  complete  supervision  and  undivided  responsibility 
is  your  guarantee  of  a  thoroughly  sound  product.  And 
production  economies  made  possible  by  our  large  vol- 
ume and  by  the  elimination  of  extra  profits  enable  us 
to  offer  Oro-Tone  Tone  Arms  and  Reproducers  to  the 
trade  at  no  higher  price  than  you  must  pay  for  assembled 
products. 

We  cheerfully  cater  to  Manufac- 
turers, Jobbers  and  Dealers.  Send 
now  for  complete  free  catalog. 


Oro-Tone  Factory — Home  oj  World's  Largest  Exclusive  Makers  of 
Tone  Arms,  Reproducers,  and  Amplifiers. 


!■  HPJIfc^MdirgnP— '      GEORGE  i 


lOOO-lOlO 


CHICAGO,  ILL. 


GEORGE  ST. 
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Paul  Specht  Opens 
at  the  Jardin  Royal 

Popular  Orchestra  Leader  and  Columbia 
Artist  Appearing  in  New  Chinese  Res- 
taurant on  Broadway,  New  York 

Paul  Specht  and  His  Orchestra,  Columbia 
recording  artists,  are  constantly  increasing  their 
New  York  following,  with  four  units  simul- 
taneously in  the  field. 

At  the  Jardin  Royal,  Chinese  restaurant  at 
1600  Broadway,  Specht  opened  a  regular  en- 
gagement February  15th,  playing  daily  in  per- 
son, and  on  four  days  of  the  week  broadcasting 
these  concerts  over  WOR:  Monday  afternoon 
12:15-1,  Wednesday  evenings  6:05-7,  Thursday 
evenings  11:05-12,  Friday  evenings  12-1.  For 
last  Thursday's  broadcast,  Specht  played  Schu- 
bert's Unfinished  Symphony,  of  current  inter- 
est through  Columbia's  sponsorship  of  the 
Schubert  Centennial. 

Besides  this  new  engagement,  Specht  is  mak- 
ing a  ten-week  tour  of  the  Loew  Theatre  cir- 
cuit in  and  about  New  York  City,  is  featured  at 
the  Capitol  theatre  through  his  "Capitolians," 
and  contributes  a  Specht  unit  to  "Parisiana,"  the 
new  musical  revue  at  the  Edvthe  Totten  theatre. 
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action  to  the  recent  photo-radio  experiments  is 
the  reason  for  this  development  in  the  General 
Electric  and  Westinghouse  laboratories. 

It  is  said  that  a  complete  receiver  to  inter- 
cept both  pictures  and  voice,  as  well  as  a  unit 
to  be  plugged  into  existing  sets,  is  planned. 


Diplomats  Join  the 
Schubert  Committee 


The  Advisory  Body  of  the  Schubert  Centen- 
nial celebration  which  is  being  organized  by  the 
Columbia  Phonograph  Co.  now  numbers  among 
its  members  the  following  diplomatic  repre- 
sentatives at  Washington:  Sir  Esme  Howard, 
Ambassador  from  England;  Paul  Claudel,  Am- 
bassador from  France;  G.  de  Martino,  Italian 
Ambassador;  Edgar  Prochnik,  Minister  from 
Austria;  Prince  de  Ligne,  Belgian  Ambassador; 
J.  H.  van  Royen,  Minister  from  the  Nether- 
lands; Jan  Ciechanowski,  Minister  of  Poland; 
Z.  Fierlinger,  Minister  of  Czechoslovakia;  H. 
H.  Bachke,  Minister  of  Norway,  and  G. 
Gretziano,  Roumanian  Minister. 


Developing  Radio 

Picture  Receiver 

A  radio  picture  receiver,  which  can  be 
plugged  into  any  good  radio  set  and  intercept 
both  visual  and  aural  entertainment,  is  being 
developed  by  a  group  of  manufacturers  in  asso- 
ciation with  the  Radio  Corp.  of  America  and 
in  collaboration  with  radio  specialists,  accord- 
ing to  Dr.  Alfred  N.  Goldsmith,  chief  broadcast 
engineer  of  the  Radio  Corp.    The  public's  re- 


H.  P.  Manly  in 

an  Important  Post 

C.  H.  Thordarson,  president,  has  just  an- 
nounced the  appointment  of  H.  P.  Manly  as 
sales  manager  of  the  Thordarson  Electric  Mfg. 
Co.,  Chicago,  111.  Mr.  Manly  entered  the 
Thordarson  organization  in  the  early  part  of 
1924.  His  services  in  directing  sales  of  Thor- 
darson transformers  to  manufacturers  and  the 
trade  will  begin  immediatelv. 


Theatre  Tie-Ups 

Aid  Record  Sales 

(Continued  from  page  16) 
the  records  of  Gene  Austin  are  exploited  specif- 
ically in  connection  with  the  publicity  of  the 
moment.  While  Austin  is  in  town,  unusual  in- 
terest centers  upon  the  records  he  has  created, 
and  this  interest  is  made  a  means  of  added 
sales  in  the  Jenkins  stores  by  connecting  up 
the  event  with  his  special  products.  Records 
are  advertised  both  by  name  and  number,  with 
price,  for  the  convenience  of  patrons,  who  can 
clip  out  the  ad,  and  call  for  just  what  they 
want,  without  racking  their  memories. 

Jenkins  usually  runs  an  ad  twice  a  day  in 
this  particular  newspaper,  and  almost  invariably 
on  the  editorial  page.  The  firm's  belief  is  that 
upon  the  editorial  page  it  will  attract  the  widest 
interest  of  the  best  class  of  customers,  that  is, 
people  sufficiently  sophisticated  and  cultured 
to  appreciate  music.  "Music  is  Essential"  is 
the  Jenkins  slogan,  and  their  customers  num- 
ber a  large  per  cent  of  the  entire  population  of 
both  Kansas  Cities.  Advertising  has  made  this 
achievement  possible. 


Purchases  Store 


George  M.  Heinze  recently  purchased  Haf- 
ner's  Music  Store  at  189  South  Oak  Park  ave- 
nue, Oak  Park,  111.,  and  will  continue  the 
business  under  the  same  name,  carrying  the 
same  lines,  which  include  Spartan  and  Crosley 
radio  receivers  and  Brunswick  Panatropes  and 
records. 


J.  C.  Fisher  has  purchased  his  partner's  in- 
terest in  Fisher  &  Zoll,  and  has  opened  the 
Fisher  Music  House,  Norwalk,  O. 


The  United  Band  Instrument  Co.,  222  West 
Forty-sixth  street,  New  York  City,  was  visited 
by  robbers  last  month  who  decamped  with  mu- 
sical instruments  valued  at  about  $3,000. 


ROLA  TABLE  CABINET,  ^Model  20  ...  $35 


I^OLA  Reproducer 

Manufacturers:  The  new  Rola  Cone 
Reproducer  Unit  can  be  obtained  for 
installation  in  your  cabinets. . .  Write  or 
wire  for  samples  and  particulars. 


Ityla  Table  Cabinet 

ROLA  has  built  a  new  and  finer  loud- 
^  speaker  with  a  truly  remarkable 
performance  ...  a  speaker  specially  en- 
gineered to  handle  the  greatest  power 
and  tone-range  of  the  new  socket- 
power  sets. 

This  new  Rola  speaker  reproduces 
all  musical  tones,  from  the  lowest  to 
the  highest,  at  full  volume  without  trace 
of  rattle  or  blasting . . .  even  when  using 
"210"  type  power  tubes  with  maximum 
plate  voltage. 

This  instrument  may  be  installed 
with  any  radio  set  with  complete  assur- 
ance of  perfect  and  permanent  satisfac- 
tion to  your  customer. 

Write  for  the  name  of  the  nearest  %ola  jobber 

THE  ROLA  COMPANY 

612  NORTH  MICHIGAN  AVENUE,  CHICAGO,  ILLINOIS 
FORTY-FIFTH  OHOLLIS  STREETS,  OAKLAND,  CALIFORNIA 
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WA  G  N  E  R 


Another  Masterworks  Triumph! 
Wagner  Bayreuth  Festival  Recordings 

Masterworks  Set  No.  79,  11  Columbia  New  Process 
Records,  by  the  World's  Greatest  Wagnerian  Artists  in 
selections  from  Parsifal,  Siegfried,  Rheingold,Walkiire. 
Recorded  in  Wagner  Theatre,  Bayreuth.  In  leather 
album,  complete:  $16.50  ( list  price). 


Two  precedents  have  been  shattered  at  one  stroke  in 
this  promotion  by  the  Columbia  Phonograph  Company. 

It  WCIS  Said l   1.  That  no  perfect  recording  was  yet  possible. 

2.  That  the  general  public  would  not  buy  Wagner. 

First  Triumph;  These  records  were  recorded  in  the  Wagner  Theatre,  Bayreuth, 
Bavaria,  the  most  perfect  acoustical  theatre  in  the  world.  Columbia's  patented 
and  exclusive  scratchless  recording  registered  mechanical  perfection.  When  these 
records  are  played  on  the  Columbia-Kolster  Viva-tonal, The  Electric  Reproducing 
Phonograph,  the  effect  is  that  of  presence  in  the  theatre  "like  life  itself." 

Second  Triumph:  Even  more  gratifying  has  been  public  acceptance  of  these  records. 
They  appeal  not  only  to  Wagnerians,  but  to  all  music  lovers.  Sales  have  already 
astonished  even  optimists. 

Put  This  Album  On  Your  Record  Counter  Because  People  Want  It! 
Get  This  Business  Because  It  Is  Waiting  For  You! 


Columbia 


•'Columbia! 
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Praise  from  High  Quarters! 


LAWRENCE  GILMAN 

200  West  58th  St. 
New  York  City 

Feb.  15,  1928 

Columbia  Phonograph  Company, 
1819  Broadway, 
New  York  City . 

Gentlemen : - 

I  wish  to  lose  no  time  in  congratulating  you  upon  the 
extraordinary  achievement  represented  "by  the  really  wonder- 
ful recordings  in  your  Bayreuth  Festival  Alhum.    As  you  may 
know,   I  am  very  familiar  with  the  Wagner  performances  at 
Bayreuth,  and  remember  well  those  that  I  heard  under  Dr. 
Muck,  Balling,  and  others;  so  that  I  was  able  in  listening 
to  these  recordings  to  compare  them  with  my  memory  of  the 
actual  performances  in  Bayreuth.     I  am  "being  quite  conser- 
vative when  I  say  that  I  was  amazed  at  the  success  with  which 
this  difficult  undertaking  has  teen  accomplished,    and  I 
heartily  congratulate  you.    Aside  from  the  immeasurable 
pleasure  which  these  records  will  give  to  all  lovers  of 
Wagner — those  who  have  teen,  and  those  who  have  not  teen  in 
Bayreuth — their  educational  value  for  students  is 
inestimable . 

Faithfully  yours, 


The  writer  of  the  above  letter,  Mr.  Lawrence  Gilman,  is  the  music 
critic  of  the  New  York  Herald  Tribune  and  a  distinguished 
Wagnerian  authority.    His  books  on  Wagner  are  widely  known. 
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direct  from  the 

Bayreuth  Wagner  Festival 


Siegfried  Wagner 
approving  the  Au- 
thorized Columbia 
Records  of  the 
Wagner  Festival. 


Every  Owner  of  Every  Phonograph 

will  want  to  hear  these  amazing  records 


c 


OLUMBIA  has  secured  the  exclusive  priv- 
ilege for  all  Wagner  Festival  Recordings, 
at  Bayreuth,  Germany,  for  a  term  of 
years.  This  year's  recordings,  just  received,  in- 
clude selections  from  Parsifal,  Siegfried,  Rheingold 
and  Walk'ure.  The  artists  are:  The  Bayreuth 
Festival  Orchestra  conducted  by  Dr  Karl  Muck, 
Siegfried  Wagner  and  Franz  Von  Hoesslin;  vocal 
parts  sung  by  Alexander  Kipms  and  Fritz  Wolff, 
with  Flower  Maidens, 
Valkyries,  Rhine- 
daughters  and  Bayreuth 
Festival  Chorus.  These 
artists  are  of  the  greatest 


m 

I1 

m 
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V iva-tonal  Coin  mbtti 
ModdS  10— $300 
{List  Price) 


to  be  found  anywhere  in  the  world  tor  the  inter- 
pretation of  Wagnerian  music. 

All  records  were  submitted  to  and  issued  with 
the  approval  of  Siegfried  Wagner,  son  of  the 
great  composer  and  head  ot  the  Bayreuth  Theatre 

No  imagination  is  needed  on  the  part  of  even 
the  inexpert  listener  to  recognize  in  these  records 
the  greatest  effects  ever  yet  achieved  in  recording 
and  reproduction.  They  have  been  declared  by 
experts  throughout  the  world  to  "transcend 
anything  previously  attained  in  magnificence, 
beauty  of  tone,  impressive  singing,  and  absolute 
realism.'' 

Stock,  display,  and  play  them 


The  series  is  enclosed  in  an  eleven-pocket,  handsome,  gold 
embossed  leather  album  suitably  reinforced  and  is  issued  as 
Columbia  Masterworks  Set  No.  79— $16.50,  list  price.  Indi- 
vidual records  may  be  obtained  separately,  $1.50  each,  list  price. 


Columbia  Phonograph  Company,  1819  Broadway,  New  York  City 


Canada:  Columbia  Phonograph  Company,  Ltd.,  Toronto 


Schubert  Centennial- Organized  bq  Columbia  Phonograph  Company 


Parsifal:  Transformation  Scene,  Act  1.    In  2  Parts 

By  Dr.  Karl  Muck  and  Bayreuth  Festival  Orchestra 
Columbia  Record  No.  673MD 

Parsifal.  Grail  Scene,  Act  1.  Parts  1  and  2 

By  Dr.  Karl  Muck  and  Bayreuth  Festival  Orch.  nxith  Chorus  (In  German) 
Columbia  Record  No.  67365D 

Parsifal:  Grail  Scene,  Act  1.  Parts  3  and  4 

By  Dr.  Karl  Muck  and  Bayreuth  Festival  Orch.  tt  r'M  Chorus  (In  German) 
Columbia  Record  No.  67366D 

Parsifal.  Grail  Scene,  Act  1.  Parts  5  and  6 

By  Dr.  Karl  Muck  and  Bayreuth  Festival  Orch.  with  Chorus  (In  German) 
Columbia  Record  No.67367D 

Parsifal:  flower  Maidens  Scene,  Act  2.    In  2  Parts 
By  Dr.  Karl  Muck  and  Bayreuth  Festival  Orchestra,  <with 
Flower  Maidens  and  Chorus  (In  German) 
Columbia  Record  No.  67368D 

Parsifal:  Prelude,  Act  3.   In  2  Parts 

By  Siegfried  Wagner  and  Bayreuth  Festival  Orchestra 
Columbia  Record  No.  67369D 

Parsifal:  Good  Friday  Music,  Act  3.  Parts  1  and  2 
By  Alexander  Kipnis;  Fritz  Wolff;  Siegfried  Wagner,  conducting  the 
Bayreuth  Festival  Orchestra  (In  German) 
Columbia  Record  No.  673700 

Parsifal:  Good  Friday  Music,  Act  3.  Part  3 

By  Alexander  Kipnis;  Siegfried  Wagner,  conducting  the 
Bayreuth  Festival  Orchestra  (In  German) 

Siegfried:  Forest  Murmurs,  Act  2 

By  Franz  von  Hoesslin  and  Bayreuth  Festival  Orchestra 
Columbia  Record  No.  67371D 

Siegfried:  Prelude,  Act  3 
Siegfried:  fire  Music 

By  Franz  von  Hoesslin  and  Bavreuth  Festival  Orchestra 
Columbia  Record  No.  67372D 

Das  Rheingold:  Entry  of  the  Gods  into  Valhalla    Part  1 
By  Franz  von  Hossslin  and  Bayreuth  Festival  Orchestra 

Das  Rheingold:  Entry  of  the  Gods  into  Valhalla.  Part  2 
Fy  Franz  von  Hoesslin  and  Bayreuth  Festival  Orchestra, 
with  Rhinedaughtcrs  (In  German) 

Columbia  Record  No  67373D 

Die  Walkure:  Ride  of  the  Valkyries     In  2  Parts 
By  Franz  von  Hoesslin  and  Bayreuth  Festival  Orchestra, 
rwith  Valkyries  (In  German) 
Columbia  Record  No.  67374D 
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olumbia  Leadership 


The  Library  of  Masterworks* 

Pioneering  in  the  field  of  the  world's 
greatest  music,  completely  recorded  and 
bound  in  albums, 

THE  COLUMBIA  FINE  ARTS 
LIBRARY  OF 
MUSICAL  MASTERWORKS 

now  comprises  SEVENTY-FIVE  albums, 
representing  major  compositions  of  the 
masters — from  Bach,  Mozart,  Beethoven, 
Schubert,  Wagner,  to  the  greatest  living 
Composers. 

Columbia's  nearest  competitor  in  the  field 
has  a  catalogue  of  TWENTY-THREE 
albums. 

Columbia's  second  nearest  competitor 
has  a  catalogue  of  SEVEN  albums. 

In  scope,  variety,  and  smoothness  of 
recording  the  Columbia  Library  of  Mas- 
terworks* records  is  also  pre-eminent. 
Played  on  the  marvelous  new  Columbia- 
Kolster  Viva-tonal,  The  Electric  Repro- 
ducing Phonograph,  these  reproductions 
are  on  a  par  with  concert  performances. 


The  Beethoven  Celebration 

Columbia  Leadership  is  likewise  evidenced 
through  the  sponsorship  of  the  recent  Bee- 
thoven Week — a  community  enterprise  in  more 
than  five  hundred  cities — establishing  contacts 
for  the  dealer,  not  otherwise  possible. 

And  Now — Schubert  Year 

Again  Columbia  Leadership  is  shown  in  the 
sponsorship  and  organization  of  the  SCHUBERT 
CENTENNIAL,  centering  in  the  United  States, 
but  extending  its  influence  over  twenty-six  coun- 
tries throughout  the  world,  where  committees 
have  been  formed,  supplementing  the  American 
Advisory  Body,  of  which  Mr.  Otto  H.  Kahn  is 
Chairman. 

Again  the  dealer  plays  the  dominant  role  in 
bringing  the  best  music  to  the  buyer. 

The  program  of  Schubert  Year  will  be  carried 
out  in  one  thousand  American  cities  and  has 
already  contributed  the  greatest  news  item  in  the 
history  of  music — the  International  Composers 
Contest,  organized  by  the  Columbia  Phonograph 
Company,  for  symphonic  works  that  will  cap- 
ture the  spirit  of  Schubert's  Unfinished  Sym- 
phony. 


Write  for  full  details 
educational  material,  and  sales  helps 

Columbia  Phonograph  Company,  1819  Broadway,  New  York  City 
Canada:  Columbia  Phonograph  Company,  Ltd.,  Toronto 


Col 


umbia  ::  Records 

Made  the  New  Way-  Electrically  -  Viva-tonal  Recording -The Records  without  Scratch 


-AUTrAdc  WnrU-      n  I'.S.Pm.Off.: 


Schubert  Centennial-  Organized  bq  Columbia  Phonograph  Company 


•Reg.  U.S.  Pat.  Otf. 
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Talking  Machine 

and  Radio  Patents 

Picture  Exhibitor  for  Talking  Machines. 
Fred  Adams,  Merchantville,  N.  J.  Patent  No. 
1,658,030. 

Phonograph  Needle  Cup.  Joseph  Spring, 
Chicago,  111.,  assignor  to  the  Brunswick-Balke- 
Collender  Co.,  Wilmington,  Del.  Patent  No. 
1,659,057. 

Stopping  Means  Adapted  to  Talking  Ma- 
chines. Eric  Newham  Waterworth,  West  Ho- 
bart,  Tasmania,  Australia.    Patent  No.  1,659,- 

847: 

Sound  Transmission  for  Phonographs.  Harold 
D.  Penney,  Pelhamwood,  N.  Y.  Patent  No. 
1.660,272. 

Radio  Receiving  Apparatus.  Arthur  Atwater 
Kent,  Ardmore,  Pa.    Patent  No.  1,658,562. 

Radioantenna.  Willis  Eugenes  Everette,  San 
Rafael,  Calif.    Patent  No.  1,658,592. 

Radio  Signaling  Apparatus.  Ralph  H.  Lang- 
ley,  Schenectady,  N.  Y.,  assignor  to  the  General 
Electric  Co.,  New  York.    Patent  No.  1,658,643. 

Radio  Receiving  System.  Chester  W.  Rice, 
Schenectady,  N.  Y.,  assignor  to  the  General 
Electric  Co.,  New  York.    Patent  No.  1,658,740. 

Radioantenna.  Joseph  F.  Crance,  Fort 
Wayne,  Ind.    Patent  No.  1,658,761. 

Compression  Rheostat.  Aaron  M.  Levy,  New 
York,  N.  Y.    Patent  No.  1,658,787. 

Actuating  Device  for  Loud  Speaker  Clair 
L.  Farrand,  Forest  Hills,  N.  Y.,  and  Ernest 
Ross,  East  Orange,  N.  J.,  said  Ross  assignor 
to  The  Ferrand  Mfg.  Co.,  Long  Island  City, 
N.  Y.    Patent  No.  1,658,802. 

Radio  Central-Station  System.  Donald  L. 
Wolf  and  Roy  G.  Keil,  Denison,  la.  Patent  No. 
1,658,825. 

Directive  Radio  Repeating  System.  De  Loss 
K.  Martin,  Orange,  N.  J.,  assignor  to  the 
American  Tel.  &  Tel.  Co.,  New  York,  N.  Y. 
Patent  No.  1,658,851. 

Radiotrap.  Guy  S.  Cornish,  Cincinnati,  O., 
assignor  to  the  Cincinnati  Patent  Engineering 
Co.    Patent  No.  1,659,084. 

Radiofrequency  Transformer.  Herbert  C. 
Colburn,  San  Leandro,  Cal.  Patent  No.  1,658,- 
970. 

Veneered  Panel  for  Radio  Cabinets.  Freder- 
ick H.  Auld,  Columbus,  O.  Patent  No.  1,659,- 
309. 

Radio  Apparatus.  Nicholas  J.  Vignolo,  Ala- 
meda, Cal.    Patent  No.  1,660,108. 

Control  Device  for  Radio  Sets.  Edward  P. 
Schwarze,  Jr.,  Astoria,  N.  Y.  Patent  No. 
1,660,278. 


New  Freed-Eisemann 
Model  Well  Received 

A  striking  booklet  entitled  "A  Unanimous 
Verdict"  has  been  prepared  by  the  Freed-Eise- 
mann Radio  Corp.,  Brooklyn,  N.  Y.,  filled  with 
enthusiastic  letters  from  distributors  and  dealers 
about  the  Freed-Eisemann  NR-60,  an  all-elec- 
tric radio  receiver  which  was  recently  placed  on 
the  market.  These  letters  were  received  from 
all  sections  of  the  country. 


In  New  Home 


The  Continental  Radio  &  Electric  Corp.,  one 
of  the  oldest  radio  jobbing  houses  in  New  York 
City,  has  moved  to  more  extensive  quarters  at 
160  Varick  street.  The  steady  growth  of  Conti- 
nental's business  resulted  in  the  need  for  greater 
floor  space  and  more  modern  office,  stock  room 
and  shipping  facilities. 


Ralph  Pollock  and  His  Orchestra,  Columbia 
artists,  headlined  at  the  new  Loew's  State 
Theatre,  Syracuse,  N.  Y.,  during  the  opening 
week  of  February  IS. 


FERRYMAN 


Perryman  radio  Tubes 


Distance  Without  Distortion 
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What 
do 
they 
do 

when 
a 

tube 
goes 
wrong 
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They  bring  it  back  to  you,  of  course. 
They  bought  it  from  you.  They 
know  you  have  a  local  reputation  to 
maintain.  They  expect  you  to  make 
good  no  matter  what  the  manufac- 
turer may  do  about  it. 

If  the  whole  transaction  of  selling 
a  radio  tube  centers  around  you,  the 
dealer,  and  most  of  the  responsi- 
bility is  yours,  why  not  get  the 
extra  profit  that  ought  to  go  with 
such  responsibility? 

If  you  will  only  assert  yourself  with 
your  customers  and  tell  the  truth, 
you  can  sell  as  many  Perryman 
tubes  as  you  can  sell  less  profitable 
tubes  and  get  the  extra  profit  which 
should  be  yours.  Just  tell  your 
customers,  "This  Perryman  tube 
is  as  good  as  or  better  than  any 
other  tube  you  can  buy  anywhere 
else  at  any  price.  I  stand  behind 
this  tube  and  if  it  doesn't  make 
good,  I  will." 

There  are  no  better  tubes  than 
Perryman  tubes.  The  guarantee  is 
unlimited.  And  the  extra  profit  for 
selling  them  is  easily  earned.  Write 
in  today  for  further  information. 


Perryman  Electric  Company,  Inc. 


33  West  60th  Street 


New  York,  N.  Y. 


Plant:  North  Bergen,  New  Jersey 


PERRYMAN  RADIO  TURES 

A  Complete.  Line  of  Standard  Equipment  for  every  Radio  Purpose. 
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Here  are 

How  a  great 
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The  New 
Orthophonic 


VICTOR  TALKING  MACHINE  COMPANY,  CAMDEN,  N.  J.,  U.  S.  A 


The  Talking  Machine  World,  New  York,  March,  1928 

the  facts 


came  back 


The  talking-machine  industry  is  back.  And  by  "back"  we  don't 
mean  "in  arrears."  Look  at  the  chart  herewith.  In  192.2.,  Victor 
sales  were  $41,577,067.13.  In  192.3,  they  reached  the  impres- 
sive total  of  $44,160,110.97. 

Next  year,  they  tapered  off  to  $36,951,879.19  and  in  1915 
we  hit  bottom  with  sales  amounting  to  $10,857,955.76.  In 
1916,  the  Orthophonic  Victrola  was  introduced  and  the  sales- 
curve  shot  up  again  to  $46,661,103.73.  Business  for  the  year 
just  ended  is  slightly  under  forty-seven  million  dollars! 

Forty-seven  million  dollars!  What  an  endorsement  of  Victor 
quality;  of  Victor  performance.  What  powerful  testimony  to 
the  American  public's  interest  in  good  music,  as  provided  by 
the  Victrola  and  Victor  Records! 

And  yet,  the  limitless  market  opened  up  by  the  Ortho- 
phonic  Victrola,  Electrola  and  combination  instruments  is 
scarcely  touched.  This  nearly  forty-seven-million-dollar  busi- 
ness is  only  a  beginning  ...  a  running  start.  The  sales-curve  is 
still  going  up. 

There  is  still  work  to  be  done,  but  there  can  be  no  doubt 
of  continued  and  increasing  success.  There  is  money  to  be  made 
by  dealers  who  have  the  vision,  and  the  will  to  succeed. 


industry 
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RECORDS  can  be 
made  to  accom- 
plish two  definite, 
constructive  objects  if 
the  phonograph  store 
manager  will  devote  a 
little  thought  to  the  co- 
operation he  can  effect 
through  selling  the  two 
lines  of  merchandise — 
phonographs  and 
records.  Records  will, 
first  of  all,  produce  for 
themselves  a  reasonable 
net  profit;  and  secondly, 
they  will  do  a  lot  to- 
ward cinching  the 
phonograph  sale.  That, 
at  least,  has  been  the  ex- 
perience of  the  Tulsa 
Music  Shop,  Tulsa,  Okla., 
according  to  the  mana- 
ger, P.  R.  Chapman.  The 
firm  has  been  selling 
phonographs  in  Tulsa 
for  more  than  ten  years; 
and  a  concern  that  has 
been  in  business  in  Tulsa 
for  ten  years  is  a  pio- 
neer, because  Tulsa  is 
indeed  a  very  new  city. 

"I  think  the  average  music  store  with  a  nor- 
mal stock  of  records  can  depend  upon  selling 
records  totaling  about  15  per  cent  of  the  total 
phonograph  business,"  explains  Mr.  Chapman. 
"That  is,  without  special  effort  beyond  diligence 
in  keeping  the  stock  up-to-date,  the  store  can 
do  about  fifteen  dollars'  worth  of  record  busi- 
ness for  every  hundred  dollars'  worth  of  phono- 
graphs sold.  But  we  have  found  here  that  it 
is  comparatively  easy  to  step  up  the  ratio  of 
record  sales  to  phonograph  sales  by  10  per 
cent  and  sometimes  considerably  more,  espe- 
cially if  a  little  extra  effort  is  exerted.  That 
means  selling  twenty-five  dollars'  worth  of 
records  with  every  hundred  dollars'  of  phono- 
graph business.  That,  we  find,  represents  an 
extra  record  profit  that  is  well  worth  going 
after."  That  extra  10  per  cent  of  record  busi- 
ness is  represented  largely  in  the  added  effort 
to  sell  records  at  the  time  the  customer  buys 
a  phonograph,  Mr.  Chapman  declares. 

"It  is  the  natural  inclination  of  the  average 
person  when  buying  a  new  machine  to  buy  as 
few  records  as  possible,  because  he  feels  that 
the  machine  is  costing  a  lot — more  perhaps 
than  they  had  intended  paying  in  the  first  place 
— and  they  do  not  want  to  spend  so  much 
money  at  once. 

"Once  the  newness  of  the  machine  wears  off, 


Tulsa  Store  Steps 
Record  Sales 


By  Ruel  McDaniel 


it  is  a  lot  more  difficult  to  sell  additional  records 
than  when  it  still  is  interesting  to  the  pur- 
chaser. The  time  to  sell  him  a  good  assortment 
of  records  is  when  he  still  is  highly  enthused 
over  the  phonograph.  So  when  we  sell  a  ma- 
chine, rather  than  permit  the  customer  to  select 
just  a  few  of  his  most  favored  pieces,  we  help 
him  to  select  an  assortment  that  represents  at 
least  10  per  cent  of  the  cost  of  the  machine. 
If  he  buys  a  hundred  dollar  outfit,  we  select 
about  ten  or  eleven  dollars'  worth  of  records; 
if  it  costs  two  hundred  dollars,  we  select 
around  twenty  dollars'  worth  of  records,  believ- 
ing that  the  more  a  man  has  invested  in  a 
phonograph  the  more  records  he  needs  in  order 
to  get  his  full  money's  worth  out  of  it. 

"We  offer  to  add  the  cost  of  the  records  to 
the  customer's  account  and  permit  him  to  pay 
for  them  along  with  his  regular  payments  on 
the  machine.  That  is,  if  the  total  cost  of  ma- 
chine and  records  is  one  hundred  and  ten  dol- 
lars, we  take  our  usual  cash  payment,  then 
divide  the  balance  into  a  certain  number  of 
equal  payments,  the  same  as  though  the  cus- 
tomer had  bought  only  the  machine. 

"The  average  customer  is  willing  to  invest 
freely  in  records  on  this  basis,  because  it  does 
not  materially  increase  his  cash  outlay,  and  he 
sees  that  it  adds  so  little  to  his  monthly  pay- 


m  e  n  t  s  that  he  will 
scarcely  notice  it;  yet 
the  plan  gives  him  the 
pleasure  of  a  good  as- 
sortment of  records.  He 
knows,  too,  that  if  he 
comes  back  a  little  later 
to  buy  records  he  will 
be  expected  to  pay  cash 
for  them,  or  at  least  he 
must  buy  them  on  open 
account  and  settle  at 
the  end  of  the  month. 

"After  the  average 
customer  has  bought  his 
machine  and  has  worn 
off  his  first  flush  of  en- 
thusiasm, his  record  pur- 
"W"  T  chases  usually  are  lim- 

!  i       ~Y\  lie&  to  tne  new  recor(is 

1/  that  he  especially  likes, 

i  whether  he  buys  two  or 

three   dozen   records  or 
just  a  half-dozen  when 
he  gets  the  machine.  We 
find  that  selling  a  cus- 
tomer additional  records 
at  the  time  he  purchases 
the  phonograph  does  not 
reduce  his  buying  in  the 
months  to  come.  Thus 
the  sales  are  really  extra.    That  normal  15  per 
cent  that  the  music  store  can  usually  depend 
upon  getting  is  represented  primarily  in  the 
new  records  that  customers  buy.    And  they  buy 
them,   regardless   of  how  many  records  they 
have  at  home." 

Incidentally,  in  speaking  of  time-payment 
plans  in  the  sale  of  phonographs,  Mr.  Chapman 
explained  that  his  firm  finds  it  much  more  satis- 
factory in  the  long  run  to  add  in  the  interest 
or  carrying  charge  on  the  machine  at  the  time 
the  sale  is  made,  and  the  contract  is  signed, 
explaining  to  the  customer,  however,  that  the 
charge  is  being  added  and  telling  him  the 
amount.  This  charge  is  added  to  the  principal 
and  the  total  divided  into  the  required  number 
of  equal  payments.  Thus  the  customer  knows 
exactly  the  amount  of  his  payment  each  month 
and  there  is  no  ground  for  misunderstandings 
over  interest  or  carrying  charges. 

Another  manner  in  which  the  firm  increases 
its  record  sales,  works  in  the  same  basic  idea 
as  to  selling  10  per  cent  of  the  value  of  the 
machine  in  records,  and  at  the  same  time  boost- 
ing the  stock  of  phonographs  as  well,  is  a  novel 
sales  appeal  whereby  the  public  is  told  that  if 
it  will  buy  a  certain  number  of  records  and  pay 
cash  for  them,  the  firm  will  deliver  a  choice 
(Continued  on  page  24) 


M'f'g.  Radio  &  Phonograph 

HARDWARE 


PERFECT 
Portable  Needle  Cup 

Open  Stays  Open 
Closed  Keeps  Closed 

Star  Mach.  &  Nov.  Co. 

Bloomfield,  N.  J. 


The  Demand  for  Quality  Never  Ceases 

To  learn  the  difference  between  ordinary  Cotton  Flocks  and 
"QUALITY"  Cotton  Flocks,  order  a  sample  bale  of  our  Stand- 
ard No.  920  for  Phonograph  Record  Manufacturing. 


CLAREMONT  WASTE  MFG.  CO. 


Claremont,  N.  H. 
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Anaccousticalgem  in  a  magnificent  setting— 
.  Each  SYMPHONIC  and  LOW-LOSS  REPRO- 
DUCER is  beautifully  encased  in  a  gold  em- 
bossed silken  container  commanding  attention 
and  bespeaking  its  quality. 


There  can  be  no  substitute  for  SYMPHONIC 
REPRODUCERS.  If  your  jobber  does  not 
stock  genuine  SYMPHONIC  REPRODUCERS, 
u/rite  us. 


SYMPHONIC 

qA 

STANDARD 
PRODUCT 


NICKEL 
PLATED 
$1Q00 


GOLD 
PLATED 
$1200 


LOW  f|  LOSS 

^PHONOGRAPH  REPRODUCER 


Hit 

REPRODDCER  Nickel  Plated  $8.00 
Gold  Plated  10.00 


This  is  the  $8.1)0  number  that 
has  been  so  popular  with  phono- 
graph dealers  everywhere.  A 
wonderful  reproducer  whose 
performance  is  so  unusual  that 
it  sells  immediately  on  demon- 
stration. 


phonograph beproducer  Nickel  Plated  $5.00 
Gold  Plated  .  .  7.00 


A  remarkable  reproducer  at  a 
remarkable  price.  Beautifully 
finished  in  polished  nickel  or 
gold  plate.  A  great  seller. 


.  $6.50 


Try  this  on  your  Orthophony 
Victrola  or  other  new  type  pho- 
nograph, and  you  will  be  amazed 
Booming  basses. — highest  treb- 
les,— marvelous  detail 


Bushings  to  fit  SYMPHONIC  RADIO  REPRODUCER 
to  the  old  style  Victrola,  or  to  the  Orthophonic  Victrola. 

List  price,  50c. 

(All  prices  slightly  higher  West  of  the  Rockies.) 


/    .  \ 

It  is  safer  to  BUY  a  stan- 
dard product. 

It  is  safer  to  SELL  a  stan- 
dard product. 


That  is  why  the  ^>pmpl)0mc 
trade  mark  on  a  repro- 
ducer is  of  more  importance 
than  the  price  tag. 


\ 


I 


SYMPHONIC  SALES  CORPORATION 


370  SEVENTH  AVE. 


Pioneers  and  Leaders  in  the 
Independent  Reproducer  Industry 


NEW  YORK 
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Donnels  Features  Quality 

Line  in  Artistic  Setting 


Los  Angeles,  Cal.,  March  5. — Does  the  ex- 
terior of  your  store  give  a  foretaste  of  what 
will  be  encountered  upon  entering  and  viewing 
the  interior?  In  other  words  are  your  window 
displays  as  attractive  to  the  passer-by  as  the 
interior  is  to  the  customer  or  prospective 
customer?  Quality  merchandise  to  make  its 
greatest  appeal  to  the  eye  should  be  displayed 
in  a  setting  which  is  harmonious.  It  is  not 
good  merchandising  to  show  an  instrument 
that  has  artistry  of  design,  and  is  a  member  of 
the  musical  instrument  family,  the  aim  and  pur- 


One  of  Donnels  Fine  Displays 


pose  of  which  is  to  reproduce  the  compositions 
of  great  artists  by  great  artists,  and  which 
commands  a  good  price,  in  an  atmosphere  that 
cannot  help  but  detract  from  the  value  of  the 
merchandise. 

The  accompanying  photographs  of  the  Don- 
nels Music  Co.,  of  this  city,  authorized  Strom- 
berg-Carlson  dealer,  showing  the  window  dis- 
play and  interior  arrangement  of  the  store,  are 
excellent  examples  of  the  manner  in  which 
merchandise  can  be  shown  with  eye  appeal 
and  with  a  dignity  that  is  conducive  to  letting 
the  Stromberg-Carlson  receivers  act  as  their 
own  salesmen.  A  prospective  customer  seeing 
these  models  in  this  homelike  setting  has  no 
difficulty  in  visualizing  any  of  the  various 
models  in  his  own  home. 

It  is  not  possible  for  every  dealer  to  arrange 
his  store  in  the  luxurious  manner  which  is  a 


feature  of  the  Donnels  establishment,  nor  is 
it  necessary.  A  homelike  atmosphere  depends 
not  on  elaborate  fittings  and  fixtures  but  on 


Artistic  Interior  for  a  Quality  Line 


little  touches  that  are  not  a  matter  of  money 
but  rather  of  good  taste.  And  remember  the 
exterior  as  well  as  the  interior.  There  is 
nothing  elaborate  about  the  display  pictured 
herewith.  Merely  a  drape  on  the  floor  but  an 
atmosphere  of  simplicity  and  richness  is  en- 
gendered by  the  side  drapes  and  curtains  with 
no  detracting  elements. 

Tulsa  Store  Steps 

Up  Record  Sales 

{Continued  from  page  22) 
of  any  machine  in  stock  without  further  cash 
payment,  the  price  of  the  machine  being  cov- 
ered in  an  installment  purchase  contract. 

Although  this  is  basically  the  same  plan  as 
outlined  above,  the  appeal,  is  just  the  other  way 
around.  The  price  of  a  phonograph  seems  ter- 
ribly large  to  some  people  who  would  like 
to  own  one,  and  when  they  think  of  the  cost 
they  shy  away.  But  surely  a  few  records  don't 
cost  much.  Anyone  can  afford  to  pay  for  a 
small  assortment  of  records.  The  psychology 
of  the  thing  makes  the  transaction  seem  a  lot 
simpler,  and  as  a  consequence  the  appeal  gets 
a  lot  of  customers  who  would  not  come  to  the 
store  otherwise. 


During  a  dull  period  last  summer  the  store 
had  not  sold  a  phonograph  in  several  days. 
Then  Mr.  Chapman  ran  a  modest  advertisement, 
featuring  this  inverted  appeal  and  as  a  conse- 
quence the  shop  sold  15  machines  in  10  days, 
and  the  lowest-priced  one  of  the  lot  went  for 
$68.50. 

"We  specify  that  the  customer  shall  buy 
records  amounting  to  about  ten  per  cent  of 
the  price  of  the  phonograph,"  explains  Mr. 
Chapman.  "We  do  not  say  that  specifically  in 
the  advertising  nor  in  the  sales  talk;  but  that 
is  the  basis  upon  which  we  determine  how 
many  records  a  customer  shall  buy  in  order  to 
get  delivery  on  the  machine.  If  the  phonograph 
costs  seventy  dollars,  for  example,  we  select  for 
the  customer  a  supply  of  records  costing  about 
seven  dollars;  or  the  customer  may  make  the 
selections  himself,  so  long  as  he  buys  seven 
dollars'  worth  of  them. 

"He  pays  us  the  cash  for  the  records,  then 
and  there,  and  signs  a  purchase  agreement  cov- 
ering the  price  of  the  machine,  in  which  the 
carrying  charge  is  added.  The  first  payment 
comes  due  the  following  week  or  the  following 
month,  according  to  the  way  in  which  he 
wishes  to  pay  for  the  machine. 

"The  plan  does  not  differ  materially  from  our 
method  of  selling  ten  per  cent  of  the  price  of 
the  machine  in  records,  except  that  we  get  the 
cash  for  the  records  and  defer  the  cash  pay- 
ment on  the  machine;  but  the  appeal  is  differ- 
ent from  the  viewpoint  of  many  customers,  and 
the  freshness  of  it  is  what  brings  in  people 
who  do  not  come  in  through  the  formal  time- 
payment  appeal." 

Another  plan  by  which  the  firm  has  been  able 
to  increase  its  record  sales  is  through  following 
up  former  phonograph  sales  and  keeping  the 
old  machines  modernized.  It  is  not  every  per- 
son who  can  afford  to  trade  in  his  old  machine 
on  a  new  one,  but  almost  anyone  can  pay  for 
having  his  old  phonograph  brought  up-to-date 
by  the  installation  of  certain  new  features,  Mr. 
Chapman  finds.  "When  you  can  do  anything  to 
create  new  interest  in  a  machine  the  owner  is 
an  excellent  prospect  for  more  records,"  Mr. 
Chapman  emphasizes.  "If  he  is  newly  inter- 
ested in  his  instrument,  he  is  not  satisfied  to 
play  his  old  records  over  and  over." 

Annual  Banquet  of 
Davega  Employes 

The  Employes'  Association  of  Davega,  Inc., 
held  its  third  annual  banquet  and  ball  in  the 
main  ballroom  of  the  Hotel  Biltmore,  New 
York  City,  on  Sunday,  February  19.  About  500 
members  of  the  Association,  their  families, 
friends  and  prominent  members  of  the  music- 
radio  industry  attended. 

A.  Davega,  president  of  the  chain-store  or- 
ganization, made  a  brief  address,  thanking  the 
employes  for  their  splendid  co-operation  and 
attesting  the  success  of  Davega,  Inc.,  to  their 
work.  Through  the  courtesy  of  H.  Emerson 
Yorke,  of  the  Brunswick  recording  laboratories, 
a  number  of  Brunswick  artists  entertained. 
The  event  was  broadcast  over  station  WMCA. 


New  Phonograph  Shop 

Little  Rock,  Ark.,  March  7.— The  Melody 
Shop,  carrying  a  complete  line  of  Victor  Ortho- 
phonics,  Atwater  Kent  radios  and  Victor,  Co- 
lumbia and  Okeh  records,  was  recentlv  opened 
at  708  Main  street,  this  city,  by  G.  C.  Moses 
and  Mrs.  Peyton  Smith. 

The  interior  of  the  shop  is  unique  in  design. 
The  record  demonstration  booths  are  of 
French  design,  with  sloping  tile  roofs  lend- 
ing a  quaint  air  to  the  store.  A  color  scheme 
of  Chinese  red  and  green  has  been  followed 
throughout,  resulting  in  an  interior  of  unusual 
brightness  and  cheerfulness.  A  rest  room  and 
other  features  have  been  provided. 


mi  bij  — 

^WESTON 

<-/ yinnouncement 

A  Complete  Set  Tester 
for  both  A.  C.  and  D.  C.  Sets 

/~\NE  of  the  most  important  radio  instruments,  and  the  most 
convenient  and  profitable  for  the  dealer  and  service  man, 
ever  developed.    It  solves  all  the  problems  of  radio  set  servicing— 
for  both  A.  C.  and  D.  C.  receivers— without  any  other  testing 
equipment  being  required.    It  is  provided  with  two 
special  iVi"  diameter  instruments  for  both  A.  C.  and 
D.  C.  readings.    Connections  are  automatically  made 
by  an  ingenious  system  of  switches  and  binding  posts. 
Complete  with  the  necessary  socket  adaptors  and  in- 
struction book.  .... 

Weston  Electrical  Instrument  Corporation 
606  Frelinghuysen  Ave*,     Newark,  W.  J. 


Model  537 

An  indispensable  Test 
Set  for  the  radio 
service  man,  which 
increases  the  number 
oj  daily  calls  and — 
PROFITS. 


WESTON 

RADIO 
INSTRUMENTS 


The  complete  A.  C.  and  D.  C 
Radio  Set  Tester  shown  in  the 
illustration,  with  all  the  neces- 
sary socket  adaptors  for  testing 
every  make  of  A.  C.  and  D.  C. 
set,  solves  every  service  problem. 
Contained  in  strong  walnut 
carrying  case,  weight  approxi- 
mately 6  pounds. 
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An  Ever  Qrowing  Industry 


Congratulations  to  the  company, 
the  wholesalers  and  the  dealers 
who  sold  a  total,  at  list  prices, 
of  over  $100,000,000  worth  of 
Victor  products  in  1927* 

In  these  stupendous  figures  is 
represented  the  culmination  of 
intelligent,  forceful  and  aggres- 
sive effort  on  the  part  of  the  great 
host  of  Victor  adherents* 


The  total  gives  conclusive  and 
absolute  evidence  of  Victor 
dominance — ultra'Superiority — 
clearly  indicating  the  high 
promise  of  future  possibilities 
with  Victor  products  through 
continuous  and  unified  work* 

As  1927  passed  1926  in  point  of 
sales,  let  history  repeat  itself  in 
1928.  "Bruno"  proposes  to  do 
its  share* 


C.  BRUNO  &  SON,  Inc. 


Victor  Distributors  to  the  Dealer  Only 
351  FOURTH  AVENUE  NEW  YORK,  N.  Y 

1834 — Almost  a  Century  of  Dependable  Service  to  the  Music  Trade — 1928 


Money-Making  Suggestions 

for  Ambitious  Merchants 

Don't  Spoil  Your  Sales  Talk— How  Not  to  Sell  Records— Two  New  York  Dealers 
Cleaned  Up  on  Album  Sets,  and  You? — Three  Days  Are  Coming  That 
Afford  Tie-ups,  St.  Patrick's,  Easter  and  Mother's  Day 


Tell  your  sales  story;  then  stop.  The  long- 
winded  sales  talk  or  the  ad  that  uses  up  a  lot 
of  valuable  white  space  in  useless  verbiage  both 
are  ineffective.  Some  merchants  jam  more 
language  into  a  small  space  ad  than  a  sardine 
packer  puts  into  the  tins.  Get  "your  money's 
worth"  but  cut  out  the  "bunk."  Barnum  may 
have  been  right  when  he  said  that  the  public 
liked  to  be  fooled,  or  words  to  that  effect,  but 
so  was  Abe  Lincoln  when  he  said:  "You  can 
fool  some  of  the  people  some  of  the  time,  but 
you  can't  fool  all  of  the  people  all  of  the  time." 
There's  a  whale  of  a  lot  of  sense  in  that  last 
remark,  as  some  retail  merchants  must  realize 
when  they  stop  to  analyze  complaints,  repos- 
sessions, overdue  accounts,  etc.  There's  a  rea- 
son for  the  dealer's  troubles.  Maybe  it  isn't 
his  fault  and,  then  again,  maybe  it  is.  Adver- 
tising and  salesmanship  turn  a  prospect  into  a 
customer,  but  too  much  talk  and  too  many 
claims  in  selling  and  advertising  have  the  same 
effect — enemies  instead  of  friends,  less  business 
and  not  profitable  volume. 

Avoiding  Good  Will! 

At  regular  intervals  there  appear  in  these 
columns  items  and  articles  relating  the  methods 
used  by  retail  stores  to  build  up  good-will  and 
suggestions  to  dealers  that  they  use  every  pos- 
sible method  to  have  their  stores  regarded  and 
used  as  the  music  centers  of  their  localities, 
ft  would  seem  obvious  that  the  more  good-will 
a  store  attracted  the  more  profitable  would  be 
its  dealings  and  a  wider  scope  and  territory 
would  be  covered.  Yet  there  are  stores  which, 
not  content  with  sins  of  omission  regarding 
this  important  item,  go  to  the  other  extreme 
and  deliberately  institute  policies  which  on  the 
face  of  them  would  seem  to  destroy  every 
vestige  of  good  feeling  toward  the  store  and 
militate  against  a  customer  making  repeat  pur- 
chases. One  of  the  instances  in  mind  is  a 
New  York  City  store  which  does  not  have 
chairs  in  the  record  demonstration  booths  lest 


customers  make  themselves  too  comfortable 
and  stay  too  long.  Experience  may  have 
taught  this  establishment  that  this  is  a  good 
policy  but  it  certainly  does  not  seem  like  good 
merchandising.  The  majority  of  people  wish 
to  hear  the  records  before  they  buy  and  it  is 
difficult  to  picture  customers  standing  around 
a  booth  listening  to  music  and  calling  for  more 
records  about  which  they  are  undecided.  It 
might  be  that  a  potential  customer  has  heard 
a  record  or  heard  of  it  and  knows  exactly  what 
he  wishes  but  this  type  of  selling  does  not  make 
for  large  unit  record  sales.  Compare  this 
policy  with  that  of  the  best  type  stores  in  this 
country  where  every  device  to  make  the  custom- 
er feel  at  home  is  used  and  with  the  stores  in 
England  where  record  sales  are  considerably 
higher  than  those  in  this  country,  where  mer- 
chants outfit  their  demonstration  booths  lux- 
uriously and  provide  musical  magazines  and 
even  cigarettes  and  ash  trays  for  the  greater 
comfort  of  customers. 

Album  Set  Possibilities 

In  each  issue  of  The  Talking  Machine  World 
there  appears  at  least  one  article  by  W.  Braid 
White  outlining  the  sales  possibilities  of  music 
of  the  better  class;  the  orchestral  symphonies, 
arias  from  the  operas,  etc.  Too  often,  dealers 
are  inclined  to  overlook  and  neglect  the  mar- 
ket for  this  type  of  music,  feeling  that  the  de- 
mand is  limited  or  segregated  in  sections  not 
covered  by  their  stores.  That  such  an  attitude 
is  costly  and  untrue  has  been  told  many  times 
in  these  columns.  Perhaps  two  incidents  of 
recent  happening  will  best  illustrate  how  live 
dealers  are  finding  exploitation  of  high  class 
records,  and  particularly  album  sets,  profitable. 
Of  comparatively  recent  date,  the  Columbia 
Phonograph  Co.  issued  a  special  album  set  of 
eleven  records  of  the  Wagnerian  Festival  at 
Bayreuth,  Germany,  listing  at  $16.50,  and  at  ap- 
proximately the  same  time,  the  Victor  Talking 
Machine    Co.   issued  a   special  album   of  five 


THE  WINTHROP— An  Early  Amer- 
ican corner  secretary — radio  receiver, 
bookcase  and  writing  desk  combined. 
Equipped  with  the  new  Splitdorf  all- 
electric  receiver  operating  directly  from 
a  light  socket  without  batteries.  No  acids 
or  eliminators.  List  price  with  built-in 
loud-speaker  but  without  tubes,  $600. 


records  of  Victor  Herbert  music.  O'n  the  same 
day  the  writer  visited  a  Columbia  dealer  and  a 
Victor  representative,  and  inquired  as  to  the 
demands  for  the  above-mentioned  works.  This 
was  about  ten  days  or  two  weeks  after  the  re- 
lease of  the  albums.  In  the  first  store,  the  Co- 
lumbia dealer  has  sold  upwards  of  twenty  sets 
without  any  advertising  or  window  displays  but 
by  simply  sitting  down  and  writing  to  a  se- 
lected list  of  customers,  informing  them  that 
the  sets  were  available,  adding  a  few  words  of 
praise  for  the  recordings  and  inviting  the 
customers  to  hear  them.  The  Victor  dealer  re- 
ported that  the  Herbert  sets  had  sold  in  a  most 
satisfactory  manner,  hundreds  of  dollars'  worth 
being  sold  within  the  first  few  days  after  cus- 
tomers had  been  told  they  were  in  stock.  Culti- 
vate and  develop  this  market.  It  is  profitable, 
not  only  in  initial  sales  but  when  a  customer 
shows  a  liking  for  this  type  of  music,  it  means 
that  future  sales  will  be  in  order  as  album  sets 
are  released. 

Push  Irish  Records 

When  this  issue  of  The  Talking  Machine 
World  is  received  by  dealers  but  two  days  re- 
main to  make  preparations  to  increase  record 
business  by  featuring  Irish  records,  taking  ad- 
vantage of  the  occasion  of  St.  Patrick's  Day. 
Of  course,  to  secure  the  greatest  benefits  deal- 
ers should  have  started  their  campaigns  to  sell 
these  records  weeks  before,  but  if,  for  some 
reason  or  other,  this  has  been  neglected,  repair 
the  damage  as  much  as  possible  by  dressing 
your  window  in  an  appropriate  manner  with 
records  of  Irish  songs,  by  Irish  artists,  featured. 
That  there  is  a  tremendous  market  for  music 
of  Ireland  is  well  evidenced  by  the  fact  that 
practically  every  record  manufacturer  has  a 
special  catalog  of  Irish  recordings  and  that  ad- 
vertisements and  display  matter  featuring  this 
type,  of  music  are  used  regularly.  The  music  of 
the  Gael  has  an  appeal  that  is  international, 
for  the  lilting  strains  are  known  and  loved  not 
only  by  Irish-born  and  their  descendants  but 
by  all  races. 

Prepare  for  Easter  . . . 

Apropos  of  featuring  records  that  have  a  spe- 
cial significance  on  a  special  day  of  observance, 
let  it  be  borne  in  mind  that  Easter  Day  is  but 
a  few  short  weeks  away  and  this  also  affords 
dealers  an  opportunity  of  effecting  tie-ups  with 
a  season  that  should  help  in  increasing  sales. 
Especially  is  this  true  of  dealers  whose  patrons 
are  inclined  to  observe  the  penitential  season  of 
Lent  and  to  whom  Easter  Day  is  a  real  day  of 
rejoicing  and  celebration.  Then  again,  Easter 
Day  is  generally  regarded  as  the  unofficial  start 
of  the  Spring  season.  Dress  your  windows  in 
a  manner  that  conveys  this  thought.  Make  them 
bright  and  colorful.  The  dull,  drear  days  of 
Winter  are  over  and  the  gay,  lighthearted  sea- 
son has  arrived.  And  what  else  can  bring  this 
spirit  better  than  music.  Let  your  windows 
and  your  mail  matter  tell  the  story. 

. . .  and  Mother's  Day 

Dealers  in  practically  every  line  of  endeavor 
owe  a  debt  of  gratitude  to  the  gift  card  indus- 
try, for  through  its  efforts  the  entire  year  is  in- 
terspersed with  days  of  observance  that  are  not 
patriotic  holidays,  saints'  or  feast  days,  yet 
which  by  clever  exploitation  work  are  as  widely 
if  not  more  widely,  observed  than  the  tradi- 
tional ones  and  dealers  in  all  lines  benefit  from 
them.  Perhaps  the  most  famous  of  such  "days" 
is  Mother's  Day,  observed  on  the  second  Sun- 
day of  May.  Although  the  florists  have  in  the 
past  reaped  the  great  harvest  from  Mother's 
Day,  it  offers  unlimited  opportunities  to  music 
dealers.  Give  a  thought  to  the  possibilities  of 
increasing  your  sales  volume  by  planning  a 
campaign  on  this  "day."  Use  advertising,  di- 
rect mail  letters  and  window  displays.  Al- 
though two  months  must  pass  before  the 
second  Sunday  in  May  arrives,  it  is  not  too 
early  to  outline  your  campaign  and  have  it  in 
readiness. 


SPLITDORF 
Radio  Receivers 

Twelve  beautiful  models 
that  meet  every  demand 
of  the  modern  market 

Splitdorf  offers  the  most  beautiful  models  of  radio 
receivers  on  the  market  today — the  enduring 
beauty  of  fine  furniture  in  instruments  of  superla- 
tive performance — giving  the  radio  buyer  at  last  a 
radio  receiver  that  is  an  instrument  of  beautiful 
appearance  as  well  as  of  perfect  performance. 


Splitdorf  Radio  Corporation 

Subsidiary  of  Splitdorf-Bethlehem  Electrical  Company 


Newark, 


New  Jersey 
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The  Improved 

VAL-PHONIC 

Reproducer 


ingly  pleasing  results. 

Since  its  evolution,  the  Improved  VAL^PHONIC 
Reproducer  has  been  very  carefully  watched,  and 
every  little  improvement  possible  added.  Result, 
the  most  perfect  reproducer  ever  yet  produced. 
Reasons  can  be  listed  endlessly,  why  this  and  none 
other  should  be  featured,  but  all  we  ask  is  that 
you  give  this  product  Its  merited  test,  and  you  will 
soon  vision  it,  praise  it,  push  it,  display  it,  sell  it ! 

We  are  willing  to  convince  you.  Just  afford  us  the  opportunity 


All  the  world  knows  a  genuine  VALLEY  FORGE  main 
spring.  This  is  a  branch  of  our  line  of  which  our  organ- 
ization is  justly  proud.  Have  you  ordered  your  require- 
ments of  this  non-jump,  double  polished,  special  wrapped, 
individually  boxed  product? 


PHILADELPHIA  •  USA 
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PAL  PORTABLES 

Pacemakers far the Portable Field 


PlAZA  scores  again!  For  eight  years  Pal  portables 
have  led  in  appearance,  performance,  and  value — 
and  now  once  more  in  our  new  line  Pals  step  ahead 
and  establish  new  marks  for  the  industry  to  shoot  at. 
Feature  Pals  —  display  them  —  advertise  them  —  use 
them  as  "leaders"  to  bring  people  into  your  store! 
They  will  build  business  for  you  —  and  PROFITS! 


Send  today  to  your  nearest 
jobber  for  samples — or  write 
to  us  and  we  will  send  you 
jobber's  address! 


PAL  Standard — 


The  only  portable  in  the  field  with  a  two-spring  motor" 


7 


PLAZA  MUSIC  CO. 


West  20th  St. 


New  York 
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makes  them  the  greatest 
Phonograph  "buy"  on 
the  market  today. 

QUALITY  that  can  be 
sold  at  a  PRICE!  Posi- 
tive turnover.  Positive 
PROFIT! 


15  POPULAR  SELLING  MODELS. 
Consoles,  Consolettes,  Uprights. 
Beautifully  designed,  splendidly 
finished. 

The  New  Phonic  principle  of  sound 
reproduction  at  its  BEST  with  the 
world  renowned  Audak  Reproducer. 


Model  75 
36"  high,  20"  wide,  21"  deep 


AQENTS  WANTED 
for  choice  territory 
still  available. 

WRITE  FOR 
BOOKLET  AND 
PRICE  LIST. 


The  famous 
Audak  Reproducer 


Model  90 
41"  high,  21"  wide,  21"  deep 


PLAYER-TONE  TALKING  MACHINE  COMPANY 


Office  and  Salesrooms:  632  GRANT  ST. 


PITTSBURGH,  PA. 
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Innovations  in  New      Louisville  Music  & 
Victor  Record  Catalog       Radio  Co.  Expands 


New  "Green  Section"  Is  Devoted  to 
Acoustically  Recorded  Records  of  His- 
torical Interest — Other  Changes 

The  1928  edition  of  the  Victor  Talking  Ma- 
chine Co.'s  record  catalog  is  now  being  supplied 
to  Victor  dealers  and  is,  in  addition  to  being  a 
complete  listing  of  Victor  records,  an  encyclo- 
pedia of  music,  with  brief  sketches  of  the  art- 
ists, composers  and  musical  works. 

There  are  a  number  of  innovations  in  the  list- 
ing of  many  of  the  individual  musical  instru- 
ments, with  artists'  names  alphabetically  ar- 
ranged beneath  the  classification.  For  instance, 
under  "Organ  Records"  is  given  a  list  of  the 
organists  recording  for  the  Victor  catalog,  with 
instructions  to  refer  to  these  artists  for  the 
listing  of  the  records.  Other  instruments  are 
similarly  treated.  Furthermore,  under  "M"  is 
listed  the  Musical  Masterpieces,  followed  by  the 
specially  arranged  programs  for  the  Automatic 
Victrola.  Dance  Records  are  also  listed  under 
a  new  arrangement.  Under  the  caption  the 
records  are  given  alphabetically  under  the 
names  of  the  recording  artists. 

The  1928  catalog  includes  a  new  section 
printed  on  green  paper  stock  and  devoted  to 
records  which  are  retained  for  reasons  of  his- 
toric and  personal  interest.  Most  of  these 
records  have  been  made  by  the  old  "acoustic" 
method  of  recording  and  many  of  the  records 
are  the  work  of  artists  now  dead.  All  of  the 
records  in  the  "Green  Section"  are  of  too  dis- 
tinguished a  character  to  be  sacrificed  and  the 
public  demand  for  them  still  continues. 


Behning  Chairman 
Banquet  Committee 

C.  J.  Roberts,  president  of  the  National  As- 
sociation of  Music  Merchants,  has  appointed 
Albert  Behning  as  chairman  of  the  Banquet 
Committee  for  the  annual  dinner  of  the  Asso- 
ciation to  be  held  Thursday,  June  7,  at  the 
Hotel  Commodore,  New  York,  during  the  con- 
vention of  the  music  industries. 


John  G.  Wolfe,  who  had  been  associated  with 
Sanford  M.  Bookee,  metropolitan  radio  dis- 
tributor, for  several  years  in  an  executive  ca- 
pacity, recently  resigned  from  the  company. 
Mr.  Wolfe,  who  is  well  known  to  the  trade,  has 
made  no  announcement  of  his  business  plans 
for  the  future. 


THE  INSIDE 
BACK  COVER 

OF 

This  issue  of 
The  WORLD 

has  a  very  important 
message  for  phonograph 
manufacturers  and 
dealers. 

Read  it 
Carefully 


Weil-Known  Kentucky  Retail  Music 
House  Acquires  3,300  Square  Feet  of 
Space — Meeting  Place  for  Musicians 

Louisville,  Ky.,  March  6. — The  Louisville  Mu- 
sic &  Radio  Co.  has  leased  its  present  quarters 
at  57  South  Fourth  street,  this  city,  and  3,300 
square  feet  of  additional  space  on  the  second 
floor  for  more  than  twenty  years  at  a  rental 
totaling  $264,000  and  has  arranged  for  immedi- 
ate improvements.  The  additional  space  in- 
cludes not  only  the  floor  above  the  store  now 
occupied  but  also  the  floor  over  the  adjoining 
store.  Remodeling  -plans  provide  for  improve- 
ments in  the  basement,  first  and  second  floors. 
Six  more  record  demonstration  booths  will  be 
added  and  the  extension  studio  of  WHAS  will 
be  moved  to  the  second  floor,  the  balance  of 
which  floor  will  be  used  for  display  rooms.  An 
assembly  room  with  seating  capacity  for  fifty 
persons  has  been  provided  as  a  free  meeting 
place  for  musical  organizations. 


Radio  Considered 

Modern  Necessity 

Radio  tax  information,  supplied  by  the  United 
States  Department  of  Commerce  to  the  Radio 
Manufacturers'  Association,  shows  that  radio 
has  become  so  necessary  to  public  communica- 
tion, entertainment  and  development  that  its  tax 
classification  as  a  necessity  in  modern  life  is 
almost  unanimous.  Of  all  the  nations  only  two, 
France  and  Spain,  classify  radio  as  a  luxury. 

The  Radio  Manufacturers'  Association  is 
thoroughly  investigating  radio  taxation  of 
every  kind  and  is  prepared  to  oppose  any  ef- 
forts, national  or  local,  to  impose  tax  burdens 
on  the  radio  public  or  industry. 


New  Victor  Posters 
for  Retail  Dealers 


The  Victor  Talking  Machine  Co.  recently 
distributed  to  its  dealers  a  number  of  attractive 
window  and  interior  posters  on  recent  record 
releases.  One  of  the  most  attractive  is  that  de- 
voted to  the  new  electric  recording  of  "So- 
lenne  in  quest'  ora"  (Swear  in  this  hour),  the 
famous  duet  from  the  opera  "Forza  del  Destino," 
sung  by  Beniamino  Gigli  and  Giuseppe  de  Luca. 
The  poster  contains  a  reproduction  in  colors 
of  an  original  oil  painting  depicting  the  battle- 
field scene  with  some  arresting  text  matter. 

Other  posters  included  in  the  same  mailing 
are:  one  devoted  to  "The  Fire  Bird"  suite,  re- 
corded by  Stokowski  and  the  Philadelphia  Or- 
chestra; the  Concerto  in  A  Minor,  by  Arthur 
De  Greef  and  the  Royal  Albert  Hall  Orchestra, 
and  the  Symphony  No.  5  of  Tschaikowsky, 
played  by  Frederick  Stock  and  the  Chicago 
Symphony  Orchestra;  a  many  colored  poster 
featuring  "Diane"  and  one  on  Southern  tunes. 


A  Big  Industry 

Last  year,  this  country  spent  $600,000,000  for 
radio  products,  machines  and  parts.  1928  will 
see  the  first  radio  presidential  campaign.  Radio 
employs  300,000  people,  and  broadcasting 
reaches  90,000,000. 


Opens  Store 

A  new  and  up-to-date  music  department  has 
been  opened  at  the  Hopkins-Miles  Music  Co., 
761  Main  street,  Riverside,  Cal.,  under  the 
management  of  Miss  Alice  White. 


A  Popular  Priced 
Combination 

That's  Going  Over  BIG! 


with 


Atwater  Kent 

37  A,  C. 


Sales  for  the  first  two  months  of 
the  year  already  prove  that  Red 
Lion-Atwater  Kent  combina- 
tions for  A.  C  operation  are  to 
be  one  of  the  best  sellers  for  the 
year. 

A  Red  Lion  Cabinet  and  an  At- 
water Kent  A.C  Set,  at  a  price 
within  the  range  of  all  your  cus- 
tomers, has  exceptional  sales 
value — a  big  money  maker  for 
you. 

Atwater  Kent  Distributors  can 
supply  you  with  desk,  console  and 
chest  type  Red  Lion  Cabinets  to 
fit  the  new  Atwater  Kent  Model 
37  A.C.  Radio.  This  will  in  no 
way,  however,  interfere  with  the 
regular  line  of  cabinets  for  At- 
water Kent  Models  35,  30,  33. 

Shown  above  is  the  Red  Lion 
Cabinet  Model  30,  to  accommo- 
date Atwater  Kent  Model  37  A.C. 
Radio  and  Atwater  Kent  Model 
E  Speaker.  Combination  retails 
for  only  $152. 

Send  for  further  particulars 
about  our  complete  line  of 
models  and  our  merchandising 
program. 

RED  LION 
CABINET  COMPANY 

Red  Lion,  Pa. 


Collecting  From  Delinquent  Customers 

Without  the  Loss  of  Their 
Valuable  Good-Will 


R.  J.  Cassell 

R.  J.  Cassell,  formerly  collection  manager  of  Grinnell 
Bros.,  Detroit,  the  author  of  this  interesting  article  on 
handling  of  open  accounts,  is  the  author  of  "The  Art  o£ 
Collecting."  Other  articles  by  him  on  various  phases  of 
the  music  business  will  appear  in  forthcoming  issues  of  The 
Talking  Machine  World.— Editor.  ■ 
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OOK  pleasant  now,"  said  the  photog- 
rapher. There!  Now  you  may  resume 
your  natural  expression."  We  in  the  radio 
and  phonograph  business  must  all  look  pleasant 
while  on  the  job;  after  that  we  may  resume 
our  natural  expression — if  we  can.  It  is  apt  to 
become  a  habit  and  become  the  smile  that  won't 
come  off.  Smile  and  the  world  smiles  with 
you;  the  world  likes  optimism.  We  must  not 
take  life  too  seriously  or  we  will  be  withholding 
success  from  ourselves.  To  leave  optimism 
out  of  collecting  would  be  as  bad  as  Shake- 
speare's play  of  Hamlet  with  the  Ghost  omitted. 

Optimism,  cheerfulness,  courtesy  are  as  po- 
tent in  business  building  as  any  other  qualities 
of  a  material  nature.  It  has  been  said  that  a 
man  who  cannot  smile  should  never  be  a  mer- 
chant. So  '■.  I  believe  that  this  article  will  be 
of  distinct  advantage  to  all  radio  and  phono- 
graph business  men,  in  successful  collecting. 
Gains  an  Audience 
When  the  collector  calls  upon  the  debtor  if 
he  has  a  cheery  good  morning  and  a  pleasant 
smile  he  will  at  least  get  an  opportunity  to  talk 
to  the  debtor.  I  knew  a  big  Irishman  who 
wished  to  interview  a  certain  party,  and  when 
he  arrived  at  his  blacksmith  shop  he  found  him 
busily  engaged  at  the  anvil.  The  Irishman  in 
a  cheery  way  said  "Good  morning"  and  stepped 
up  to  the  forge,  took  the  horseshoe  which  the 
man  was  forming  out  of  his  hand  in  a  pair  of 
tongs  and  began  to  hammer  the  shoe  out  of 
the  piece  of  molten  steel,  all  the  time  talking 
about  the  object  of  his  call.  He  thus  allowed 
the  blacksmith  to  rest  without  losing  time  and 
was  able  to  complete  his  interview.  This  man 
gained  a  hearing  through  cheerfulness  and  by 
a  somewhat  unusual  method  of  approach. 
Holds  the  Attention 
The  collector  who  has  a  pleasing  manner  and 
who  looks  at  life  through  the  glass  of  the  opti- 
mist can  so  interest  his  debtor  as  to  make  him 
feel  friendly  and  really  confidential.  He 
will  then  reveal  the  true  conditions,  which  he 
would  not  do  if  he  was  assailed  in  a  harsh 
abrupt  manner.  Many  debtors  will  then  feel 
that  they  want  to  do  all  they  can  for  a  man 


Sincere  Optimism  and  a  Pleasant  Smile  Often 
More  Effective  Than  Threats  in  Collecting 

By  R.  J.  Cassell 


of  this  disposition.  It  is  not  necessary  to 
weaken  in  the  least  your  request  for  the  money, 
but  you  can  do  it  by  employing  tact  and  thus 
not  only  get  the  money,  but  also  retain  the 
friendship  of  the  debtor.  The  bigger  and 
broader  the  collector's  viewpoint  the  more  suc- 
cessful will  he  be  in  first  getting  an  audience 
and  then  in  holding  the  debtor's  attention  and 
in  drawing  out  the  necessary  facts  which  are 
so  important  in  forming  his  judgment. 
Persuading  the  Debtor 
It  is  very  hard  to  refuse  a  request  which  is 
accompanied  with  a  smile.  The  way  to  get  this 
smile  is  to  feel  it,  feel  kindly  towards  the 
debtor.  Most  debtors  are  honest;  their  delay 
in  payment  is  not  from  a  motive  to  defraud, 
but  often  from  a  lack  of  good  management. 
Your  optimistic  manner,  your  offer  to  aid  will 
appeal  to  most  debtors  who  desire  to  do  the 
right  thing.  You  must  realize  that  the  emo- 
tions do  more  towards  affecting  action  with 
most  debtors  than  cold,  hard  reasoning.  It  is 
of  course  necessary  to  furnish  reasons  and  to 
be  practical.  But  this  can  be  done  in  a  kindly, 
suggestive  manner  and  the  results  will  be  much 
greater  than  if  the  request  is  made  as  a  demand 
in  cold,  calculating  manner.  Remember  it  is 
your  objective  to  persuade  and  thus  induce 
action  on  the  part  of  the  customer. 

Retaining  the  Good  Will 
Every  business  man  spends  thousands  of  dol- 
lars in  advertising  and  years  of  patient  toil  to 
build  up  a  clientele.  This  is  the  good  will,  the 
favor  of  the  buying  public,  and  no  one  will 
deny  that  it  is  absolutely  essential  to  success 
to  have  this  good  will.  It  is  the  net  result  of 
all  your  dealings  with  the  public.  It  comes  to 
the  employer  through  the  smile  of  the  employe, 
the  spirit  of  service  which  is  after  all  the  only 
excuse  which  the  business  man  has  for  being 
in  business.  "Courtesy  pays."  It  pays  em- 
ploye; it  pays  employer,  and  it  pays  the  cus- 
tomer. Discourtesy  is  friction,  rust  on  the 
wheel.  Courtesy  makes  you  feel  better,  makes 
everybody  else  feel  better. 

Symbolizes  Hospitality 
The  genuine  smile  is  the  beacon  light  of 
hospitality.  The  debtor  feels  that  he  is  wel- 
come and  he  warms  up  to  the  occasion.  He 
feels  that  confidence  which  makes  him  unbur- 
den his  inner  feelings  and  brings  out  the  real 
cause  of  delay  in  payment.  A  soft  answer 
turneth  away  wrath,  so  kindness  and  civility 
will  knock  the  chip  off  the  shoulder  of  the 
rough  fellow  who  comes  into  your  office  in  a 
fighting  mood.  True  politeness  comes  of  sin- 
cerity. It  must  be  the  outcome  of  the  heart  or 
it  will  make  no  lasting  impression,  for  no 
amount  of  polish  can  dispense  with  truthful- 
ness and  sincere  courtesy. 

The  Hypocritical  Smile 
There  are  people  who  smile  as  many  actors 
smile  upon  the  stage,  simply  to  gain  the  ap- 
plause of  the  audience.  As  Abe  Lincoln  said, 
"You  can  fool  some  of  the  people  some  of  the 
time,  you  can  fool  all  of  the  people  some  of 
the  time,  but  you  can't  fool  all  of  the  people 
all  of  the  time."    Look  out  for  this  smile  on  the 


lips  of  the  debtor:  it  bespeaks  insincerity  and 
the  promises  of  such  a  debtor  will  be  as  easily 
broken  as  they  are  made.  The  collection  man- 
ager should  build  character  so  that  his  smile 
will  not  be  hypocritical  if  he  really  wants  to 
impress  the  debtor,  gain  his  real  confidence  and 
thus  secure  results.  Take  the  customers'  view- 
point, imagine  yourself  in  an  interview  with  the 
collection  manager  in  some  other  line  of  busi- 
ness with  which  you  are  not  familiar;  realize 
that  many  matters  which  are  simple  to  you  are 


OPTIMISM 

The  man  who  wins  is  the  man  who 
does, 

The  man  who  makes  things  hum  and 
buzz, 

The  man  who  works  and  the  man 

who  acts, 
Who  builds  on  a  basis  of  solid  facts; 
Who  doesn't  sit  down  to  mope  and 

dream, 

Who  humps  along  with  the  force  of 
steam, 

Who  hasn't  the  time  to  fuss  and  fret, 
But  gets  there  every  time — you  bet. 


not  so  clear  to  the  customer.  Cultivate  patience, 
be  hospitable,  be  genial  and  watch  results. 
The  Smile  of  Cordiality 

Contrast  with  the  hypocritical  smile  the  smile 
of  sincerity.  "The  universe  pays  every  man  in 
his  own  coin.  If  you  smile  it  smiles  in  return. 
If  you  frown,  you  will  be  frowned  at.  If  you 
sing  you  will  be  invited  to  gay  company.  If 
you  think  you  will  be  entertained  by  thinkers. 
If  you  love  the  world  and  earnestly  seek  the 
good  therein,  you  will  be  surrounded  by  loving 
friends,  and  nature  will  pour  into  your  lap 
the  treasures  of  the  earth."  This  has  been 
termed  the  law  of  magnetic  thought,  it  is  the 
smile  of  cordiality  and  it  is  based  on  sincerity. 
The  successful  man  is  cheerful  and  hopeful.  He 
has  a  smile  on  his  face  and  meets  everybody 
that  comes  in  the  same  way. 

Get  the  Magnetic  Smile — Be  an  Optimistic 
Collector. 


Federal  Radio  Corp. 
Adopts  Slogan  for  Ads 

The  slogan  "Built  to  Exceed  your  Expecta- 
tion" has  been  adopted  by  the  Federal  Radio 
Corp.,  Buffalo,  N.  Y.,  for  use  in  newspaper,  and 
magazine  advertising.  It  was  the  result  of  a 
contest  recently  conducted  over  radio  station 
WGR  at  Buffalo,  and  was  selected  from  several 
thousand  entries  by  L.  E.  Noble,  president  of 
the  Federal  Radio  Corp.  and  two  Buffalo  news- 
paper editors  as  the  best  expression  of  Federal's 
manufacturing  policies. 
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Backed  by 
77  Guarantees 


y  OU'RE  as  safe  as  the  Bank  of  England  when  you  sell  a 
*S  portable  phonograph  equipped  with  a  Flyer  Motor.  Every 
part  and  every  operation — 77  in  all — in  the  making  of  the  Flyer 
is  inspected  and  guaranteed  perfect  by  the  inspector — every  Flyer 
must  be  100%  perfect  before  it  can  come  to  you  in  any  portable 
at  any  price. 

Cast  iron  frame,  sinewy,  athletic  spring,  bronze  bearings,  specially 
cut  precision  governors  and  gears — every  part  of  the  Flyer  is 
designed  and  made  by  experts  to  stand  years  of  hard  use  and 
deliver  years  of  satisfaction. 

The  Flyer  plays  two  10  inch  selections,  is  absolutely  noiseless, 
and  weighs  but  4K  pounds.  It  improves  the  value  and  helps  the 
sale  of  any  portable,  and  portables  equipped  with  the  Flyer  are 
the  safe,  profitable  portables  for  you  to  sell. 


Oh 


ENERAL  INDUSTRIES 

ELYRIA,  OHIO 
Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers  of  Precision  Products  for  25  Years* 
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Vision  Needed  to  Bring  Radio 

Industry  to  Safe  and  Sane  Basis 

Roy  S.  Mowry,  Sales  Manager,  Universal  Battery  Co.,  Advocates  Bringing  Out  Mod- 
els Once  a  Year  and  the  Curtailment  of  Premature  Announcements 


THE  rapid  advancement  of  radio  has  made 
the  merchandising  end  of  the  business  very 
unprofitable  from  manufacturer  down  to 
dealer.  Radio  is  no  longer  an  infant.  It  has 
grown  from  nothing  to  one  of  the  most  gigantic 
industries  in  the  world  and  after  seven  years 
of  marketing  greater  headway  should  have  been 
made  in  the  merchandising  of  sets  which  in  turn 
would  also  effect  the  accessory  manufacturer. 

In  the  early  days  of  radio,  six  months — Sep- 
tember to  March — were  considered  the  boom 
months  for  the  sale  of  radio  products,  but 
with  the  rapid  strides  that  have  been  made  in 
the  improvements  of  sets,  and  greater  facili- 
ties for  broadcasting,  it  has  developed  into  an 
all  year  round  business  which  can  be  made 
profitable  in  1928  if  good  sane  business  methods 
are  applied. 

The  set  manufacturers  are  the  most  import- 
ant factor  in  building  up  the  radio  market  on  a 
sound,  practical  basis.  Their  experiences  in  the 
past  few  years  should  bear  fruit  and  impress 
upon  them  the  fallacy  of  bringing  out  new 
models  and  Improvements  in  the  very  height 
of  the  radio  season.  It  would  seem  that  they 
could  profit  by  the  practices  of  the  automobile 
makers  who  come  out  with  new  models  once 
a  year  and  then  center  their  efforts  on  the  sale 
of  these  models  until  the  new  models  are  per- 
fected, production  schedules  under  control  and 
above  all  in  a  position  to  make  deliveries  when 
the  demand  is  created. 

Vision  Is  Needed 

Not  so,  however,  in  the  radio  industry. 
Shortsighted  manufacturers  start  out  with  a 
line  of  sets  and  after  a  high  pressure  sales  and 
advertising  campaign  succeed  in  stocking  up 
the  jobber,  who  in  turn  overloads  the  dealer. 
They  then  take  it  upon  themselves  to  place  on 
the  market  a  supposedly  improved  set,  again 
•;tart  a  great  advertising  campaign,  flaunting  be- 
fore the  public  in  every  conceivable  advertising 
medium  the  advantages  of  this  article  over  the 
other  units. 

What  is  the  result?  Curtailment  of  sales,  due 
to  the  indecision  of  the  consumer  who  is  nat- 


urally skeptical  and  consequently  the  potential 
market  has  been  killed,  and  the  jobber  and 
dealer  have  been  left  with  a  large  stock  of  old 
models  which  must  be  sold  at  a  sacrifice  to  sat- 
isfy the  poor  and  unwarranted  merchandising 
policies  of  the  set  manufacturer.  The  Radio 
Manufacturers'  Association  now  being  active 
and  the  Dealers'  Show  assured  each  year,  the 
above  could  be  carried  out  to  the  betterment 
of  the  industry  as  a  whole  and  with  a  saving 
of  millions  of  dollars.  Is  not  the  thought 
worthy  of  a  trial? 

Premature  Announcements 

A  second  thought  is  the  premature  announce- 
ments of  new  developments;  the  desire  of  some 
leaders  in  the  radio  industry  to  be  first  in  the 
field  has  encouraged  them  to  announce  new 
products  before  they  have  been  perfected  which, 
in  turn,  has  worked  a  hardship  on  the  dealer 
who  has  the  burden  of  satisfying  the  customer, 
and  by  innumerable  service  calls,  sacrifices  his 
profit  to  help  maintain  the  reputation  of  the 
manufacturer  whose  product  he  is  distributing, 
as  well  as  the  invaluable  asset — his  own  good- 
will— which  he  has  built  up  in  his  community 
by  good  honest  efforts  to  succeed. 

The  manufacturers,  being  almost  entirely  de- 
pendent upon  the  jobber  and  dealer  for  sales 
distribution,  can  contribute  much  to  their  fi- 
nancial success  by  cutting  down  on  the  number 
of  models — standardization  would  be  of  ma- 
terial benefit. 

Untruthful  Advertising 

Untruthful  advertising  has  also  had  its  ill 
effects.  Supposedly  reputable  manufacturers 
have  by  the  nature  of  their  advertisements  been 
misleading  the  public.  This  is  especially  true 
of  AC  sets.  It  is  an  easy  matter  to  name  six 
or  eight  of  our  big  manufacturers  who  are  sell- 
ing sets  equipped  with  A  and  B  socket  power 
units  using  the  regular  tubes,  yet  leading  the 
consumer  to  believe  he  is  getting  AC  tubes. 

Federal  control  of  radio  is  another  subject 
of  vital  interest  to  every  one  engaged  in  the 
manufacture  of  radio  products.  Very  few  peo- 
ple appear  to  realize  the  seriousness  of  this 


situation.  As  things  now  stand,  nobody  knows 
what  will  happen  to  the  Federal  Control  of  ra- 
dio after  March  15th.  If  nr>  action  is  taken  by 
Congress  before  that  date,  it  will  revert  to  the 
Department  of  Commerce,  which  certainly  under 
present  circumstances  is  not  able  to  handle  it, 
and  which  would  have  to  build  up  a  new  and 
very  extensive  regional  organization  in  order  to 
deal  with  the  problems  which  are  now  pending. 
Here  is  another  way  in  which  the  industry  must 
act  quickly  to  avoid  collapse  of- the  whole  struc- 
ture on  which  broadcasting  and  the  radio  in- 
dustry has  been  developed. 

True,  the  industry  has  been  going  through  a 
severe  "shaking  down"  and  many  have  suffered, 
but  like  every  new  business  it  is  bound  to  adjust 
itself.  The  industry  is  sound  basically  for  it  is 
founded  upon  a  thing  that  the  people  will  not 
do  without,  greater  interest  is  shown  every 
day  and  radio  is  serving  the  public  better. 

We  have  a  permanent  business  out  of  which 
all  of  us  can  find  lasting  success  and  enduring 
prosperity  if  we  set  out  in  1928  with  definite 
policies  and  conduct  the  radio  business  along 
the  lines  that  make  for  success  in  other  and 
more  settled  trades. 

Musical  Activities 
in  Playground  Work 

One  Hundred  Sixty-two  Musical  Activi- 
ties Initiated  in  the  Los  Angeles  Play- 
grounds During  Year — 1928  Program 

Los  Angeles,  Cal.,  March  6. — Music  is  becom- 
ing more  and  more  a  part  of  the  recreation  and 
instruction  activities  of  the  modern  playground 
system  of  this  city.  The  annual  statement,  is- 
sued by  the  Music  Division  after  being  in 
operation  for  its  first  year,  shows  that  162  mu- 
sical activities  were  initiated  during  the  year. 
Thirty-four  of  these  groups  are  harmonica 
bands  and  twenty-three  are  ukulele  orchestras 
— instruments  which  are  within  the  reach  of  al- 
most every  child  who  has  the  desire  to  make 
music  for  himself.  Nine  adult  choruses  and 
seventeen  children's  choruses  provide  for 
those  who  would  rather  sing  than  play.  Twenty- 
one  orchestras  and  nine  bands  have  been 
formed  at  various  playgrounds  and  community 
centers  where  children  and  adults  assemble  to 
express  themselves  through  music. 

The  music"  program,  which  has  been  or- 
ganized by  Glenn  M.  Tindall,  supervisor  of  Mu- 
sical Activities  for  the  Los  Angeles  Playground 
Department,  calls  for  a  total  of  238  musical 
groups  during  the  present  calendar  year. 

Kenneth  E.  Reed  on 
Long  Tour  of  Trade 

Kenneth  E.  Reed,  sales  manager  of  the  Fed- 
eral Radio  Corp.,  Buffalo,  N.  Y.,  is  now  on  an 
extended  tour  through  the  Western  United 
States  and  Canada,  visiting  Federal  Ortho- 
sonic  wholesalers  in  over  twenty  cities.  The 
purpose  of  his  trip  is  to  make  a  personal  sur- 
vey of  radio  conditions  outside  the  metropoli- 
tan centers  and  to  become  acquainted  with  the 
personnel  of  wholesale  organizations  selling 
Federal  radio  west  of  the  Mississippi. 

Mr.  Reed  is  very  well  known  in  the  music  in- 
dustry, having  been  sales  manager  for  one  of 
the  largest  talking  machine  wholesalers  in  the 
East,  as  well  as  special  representative  for  the 
Federal  Radio  Corp.  before  his  appointment  to 
his  present  position. 


Incorporation 

Klingman  &  Kelsall,  Louisville,  Ky.,  were 
recently  incorporated  with  a  capital  of  $20,000 
to  deal  in  radios  and  phonographs, 


GRO  S  LEY 


BANDBOX 


The  radio  leadership  of  192S!  Compare  these 
amazing  radios!  Check  them  with  any  set! 
Learn  for  yourself,  by  comparison,  their  amazing 
reception  qualities.  Genuine  neutrodyne  AC 
receivers ! 

1  Single  Unit  AC  Bandbox  704,  $95.  Completely 

*  shielded  and  very  selective. 

2  Dry  cell  operated  Bandbox  Junior,  $35.  Loud 

*  speaker  volume — most  economical. 


3. 
4. 
5. 


Bandbox  601,  $55.  Operates  from  batteries  or 
power  supply  units.  Splendid  volume. 
Double  Unit  AC  Bandbox,  $90.  For  console 
installation.  Adaptable  to  any  installation. 
New  Type — D  Musicone,  $15.  Loud  speaker 
leadership  in  popular  price  field  since  1925. 
Write  Dept.  26  for  descriptive  information. 

THE  CROSLEY  RADIO  CORPORATION 

Powel  Crosley,  Jr.,  Pres.  Cincinnati,  O. 

Crosley  is  licensed  only  for  Radio  Amateur,  Experimental 

and  Broadcast  Reception. 

Montana.  Wyoming,  Colorado,  New  Mexico  and  West, 
prices  slightly  higher. 
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Two  Real  Improvements 

In  Portable  Motors 


CUT  SPIRAL  NICKEL 


STOP  BUT  NOT  SHOWN 


You  Will  Want  Them  in  Your  New  Machines 

Here  is  the  United  answer  to  the  growing  demand  for  a  Portable  Motor  of 
finer  quality.  The  development  of  the  Portable  business  justifies  the  installation 
of  a  motor  that  has,  among  others,  these  two  improved  features — 

Easy,  Smooth,  Noiseless  Worm  Gear  Wind 
Elevated  Winding  Shaft 

The  new  cut  spiral  nickel  steel  winding  gears  glide  into  action  noiselessly  and  with  hardly 
more  than  a  touch  of  the  hand  on  the  crank.  The  winding  shaft  is  at  top  of  the  Motor 
-giving  plenty  of  winding  room  so  the  hand  does  not  strike  the  table.    A  comparison 
quickly  demonstrates  the  superiority  of  this  new 

»SB!S1/  portable 
UNITED!  motor 


It  is  a  worthy  companion  to  the  famous  United  Motor  No.  5 — designed  and  built  in  the 
same  factory.    It  is  a  Quality  Motor  throughout.    Order  one  for  testing  today. 

Phonograph  Motor  Division 

UNITED  AIR  CLEANER  CO. 

9702  COTTAGE  GROVE  AVENUE 

=====  CHICAGO,  ILL.  ===== 


LASHED 


His  Radio 


ERVIGE 

90% 


AS  a  rule  the  music  dealer  handling  radio  is  confronted  with  a  wide 
variety  of  comebacks  from  customers  after  the  instrument  has 
been  installed.    The  necessary  amount  of  free  service  connected 
with  radio  merchandising  seems  to  invite  still  more  service  until 
the  selling  cost  becomes  entirely  out  of  proportion  to  the  margin  of  profit. 

Customers  will  insist  that  the  salesman  "promised"  so  and  so — often 
beyond  rhyme  or  reason;  that  "the  aerial  isn't  just  right,"  that  "the  radio 
never  did  function  properly,"  that  "the  installation  was  carelessly  made,"  etc. 


N?  1152 

TRIPLICATE 

INSTALLATION  AND  DEMONSTRATION  REPORT 


Namt   -  „  Date   

Address   -  -  «...„  Phone   

Radio  Make  -  Demonstrated  by  „  

Model     Serial  No   Installed  by  

  PROGRAM  RECEIVED 

  By   


Length   

Direction  .. 

J  Type   

I  Remarks: 


Length   

Type  

Connected  to.. 
Remarks:   


(  Higl 
<  Inte 
(  Othc 


Note— List  stations  and  quality  of  reception 

High  Power  Wires   a9    "Excellent",    "Good",    "Faint",  "Poor", 

,             .  "Noisy",  etc, 

rference,  etc   ' 


er  Remarks... 


Did  We  install  aerial?— Yes  No.. 


This  Badlo  Sec-elver  If  fully  guaranteed  for  30  days  eg-  dnat  any  mechanical  defects  and  any 
part  of  the  net  ltielf  proTlng-  defective  will  be  replaced  fre©  of  charge,  providing  set  has  not  been 
tampered  with.  It  le  understood  by  the  purchaser  that  no  g-uarnntee  1>  made  by  the  Liberty  Mcolc 
Souse  ae  to  the  life  of  A.  B  ft  O  batteries  or  tubes  and  when  exhausted  must  he  renewed  by  the  pur- 
chaser. Tnbea  are  subject  to  bora  oat  the  same  km  the  ordinary  electric  lights,  although  life  is 
rated  normally  at  1,000  hours  Tree  service  will  be  gi?eti  to  the  purchaser  for  a  period  or  30  day* 
from  date  of  pure  -ass  exclusive  of  batteries  and  tubes.  This  aetmd  Its  accessories  hare  been 
thoroughly  tested  under   actual  operating'   conditions   and   Is   O.  X. 

TEST  RECORD 

Tubes  O.K  -  Name  and  Type  — . 

"A"  Battery  Amperage,  Voltage  "B"  Battery  Voltage  -  _ 

Loud  Speaker  O.K  _  "C"  Battery  Voltage  

"A"  or  "B"  Eliminator  O.K  „  Make  of  Charger  

Quality  O.K   Volume  O.K   Selectivity  O.K  


Number  . 


The  Liberty  Music  House,  Seattle,  Wash., 
has  eliminated  90  percent  of  after-delivery  serv- 
ice expense  by  the  use  of  a  plan  that  is  both 
simple  and  effective.  E.  R.  Mitchell,  proprietor, 
reports  that  after  several  months  of  operation, 
the  system  is  working  out  splendidly. 

"As  soon  as  one  of  my  salesmen  has  made  a 
sale,  he  fills  out,  in  the  presence  of  the  cus- 
tomer, an  installation  and  demonstration  re- 
port," he  states.  "This  report  is  made  in  tripli- 
cate. It  is  given  the  same  number  as  the  con- 
tract for  the  sale  on  the  ledgers,  and  is  filed 
with  the  contract  under  its  number.  The  dupli- 
cate goes  to  the  service  department;  the  tripli- 
cate becomes  the  property  of  the  customer,  not 
only  assuring  the  firm  of  the  customer's  satis- 
faction, but  over  the  customer's  signature  he 
acknowledges  that  every  bit  of  the  installation 
work  was  carried  out  by  the  store  under  its  own 
contract. 

The  demonstrator  takes  the  report  to  the 
home  of  the  customer.  He  lists  in  the  proper 
space  the  program  brought  in,  giving  the  recep- 
tion of  each  program,  as  voiced  by  the  customer, 
as  it  is  received.  The  service  man,  when  he  in- 
stalls the  instrument,  notes  every  particular 
which  may  later  have  a  bearing  on  the  transac- 
tion, such  as  the  length,  direction  and  type  of 
aerial  and  ground  wires,  the  location,  interfer- 
ences, and  so  on.  Should  he  be  so  unfortunate 
as  to  break  a  window,  or  otherwise  damage  the 
customer's  property  in  even  the  slightest  de- 
gree, he  includes  this  in  the  report.  The  report 
is  checked  when  it  is  turned  into  the  office,  and 
immediately  steps  are  taken  to  remedy  the  dif- 
ficulty, before  the  customer  has  an  opportunity 
to  complain. 

The  report  also  embodies  a  "test  record." 
The  test  is  made  in  the  presence  of  the  cus- 
tomer, who  is  carefully  instructed  in  the  care 
of  batteries.  Attention  is  called  to  that  part  of 
the  contract  which  tells  of  the  care  of  batteries 
and  tubes,  stating  that  replacements  of  these 
parts  are  at  the  customer's  expense. 

For  the  benefit  of  both  consumer  and  demon- 
strator, who  is  thus  able  to  make  sure  he  has 


overlooked  nothing,  one  side  of  the  report  sheet 
which  is  shown  with  this  article  asks  a  series  of 
questions,  which  must  show  satisfactory  an- 
swers on  the  report.    These  questions  follow: 

"Instructed  in  care  of  set  and  accessories.... 

"Gave  instruction  book  and  all  other  helpful 
literature  


stalled  and  is  functioning  properly,  and  agree 
that  all  representations  made  to  him  by  any 
representative  of  the  Liberty  Music  House  are 
incorporated  herein  and  that  dealer  will  not  be 
bound  by  any  representation  or  agreement 
other  than  appears  herein. 

"An  experienced  service  man  will  call  at  your 


"What  instruction  books  were  left?   home  within  10  to  20  days  from  this  date  to 


"What  members  of  the  family  heard  program 
or  were  present  when  he  gave  instructions  on 
how  to  operate  and  care  for  set?  

"Does  customer  most  desire  long  distance  or 
good  tone  quality?  

"Does  customer  understand  that  this  set  is 
not  sold  or  guaranteed  for  distance  reception 
outside  of  the  city?  

"Does  customer  understand  that  storage  bat- 
tery must  be  recharged  every  week  to  ten 
days,  and  that  water  must  be  added  as  often? 


"Were  tubes  and  batteries  tested  in  presence 
of  customer?  

"Does  customer  understand  that  the  life  of 
dry  A'  and  'B'  batteries  is  uncertain  and  must 
be  renewed  at  their  expense?  

"Does  customer  understand  that  by  reading 
his  instruction  books  that  he  can  avoid  expen- 
sive service  calls?  

"Was  copy  of  this  agreement  left  with  cus- 
tomer"?   

Finally  there  are  lines  for  "Other  Promises 
made."  Usually  the  listing  is  "none."  But  the 
paragraphs  that  take  the  real  "sting"  out  of 
complaints,  read  as  follows: 

"It  is  impossible  for  us  to  guarantee  this  set 
for  distance,  as  results  vary  with  different 
locations,  atmospheric  conditions,  local  disturb- 
ances and  the  ability  of  the  operator. 

"It  is  understood  that  should  a  service  man 
be  called  to  my  home  in  the  future  for  other 
than  service  on  the  bare  radio  set  and  speaker, 
I  agree  to  pay  for  all  such  extra  service  at  the 
rate  of  $1.50  per  hour — plus  all  renewals. 

"Purchaser's  signature  on  this  report  is  evi- 
dence that  the  conditions  of  this  sale  are  under- 
stood and  that  the  set  has  been  properly  in- 


thoroughly  inspect  the  installation,  answer  all 
questions  and  help  you  in  any  possible  manner." 

When  the  customer  signs  his  "John  Henry" 
to  this  document,  all  chance  of  argument  is 
eliminated. 

"We  will  not  accept  the  report  as  final  until 
everything  on  it  indicates  that  our  part  of  the 
bargain  has  been  completed  to  both  our  satis- 
faction and  that  of  the  purchaser,"  Mr.  Mitchell 
points  out. 

In  the  event  that  any  follow-up  service  calls 
are  made,  a  report  is  attached  to  the  original 
report,  giving  complete  details.  When  the  cus- 
tomer appears  at  the  Liberty  Music  House  to 
report  trouble  of  any  sort,  the  sales  person  ex- 
cuses himself  for  a  moment  and  goes  to  the 
files  where  he  can  quickly  look  up  the  report. 
With  this  in  hand  he  has  a  comprehensive  story 
of  that  customer's  installation  before  him.  The 
customer  does  not  make  false  claims,  and  no 
guessing  as  to  probable  length  of  aerials, 
ground  wires,  types  of  batteries,  tubes  and  so 
on,  is  possible.  It  is  no  longer  possible  to  say, 
"the  salesman  promised  that  you  would  do  so 
and  so."  Over  the  customer's  signature  the 
"promise"  report  states  that  no  other  promises 
were  made  than  those  embodied  in  the  report 
itself. 

"I  have  found  that  in  90  per  cent  of  all  trans- 
actions handled  in  this  new  way,  it  has  been 
possible  to  adhere  strictly  to  the  letter  of  the 
report,"  Mr.  Mitchell  declared.  "The  other  10 
per  cent  are  policy  adjustments,  which  we  leave 
to  the  discretion  of  the  service  manager  or  store 
manager.  Most  of  the  customers  appreciate 
the  definiteness  of  the  report.  It  is  some- 
thing to  tie  to.  It  eliminates  a  lot  of  mystery, 
and  most  of  the  guessing." 
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Majestic  Plants  Nos.  1  and  2 

Now,  Six  Great 

Manufacturing  Plants 

are  preparing  new  and 
greater  values  in  radio  for 
dealers  and  the  public* 

GRIGSBY-GRUNOW- HINDS  CO. 

General  Offices  at  4540  Armitage  Ave.,  Chicago 


Formerly  the  Yellow  Cab  Mfg.  Plants 
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Brunswick  Co.  Has 
Many  New  Artists 


New  York  Recording  Studios  Name  List 
of  Musical  Comedy,  Vaudeville  and 
Radio  Stars  to  Record  for  Brunswick 


and  Banjo  Buddy,  radio  and  motion  picture 
theatre  favorite. 

The  announcement  of  the  signing  of  these 
artists  to  record  exclusively  for  Brunswick 
records  is  certain  to  be  enthusiastically  re- 
ceived by  Brunswick  dealers,  for  each  of  the 
artists  has  a  wide  following. 


The  popular  record  catalog  of  the  Bruns- 
wick Co.  has  been  considerably  augmented  by 
the  addition  of  a  number  of  the  newer  estab- 
lished artists,  according  to  an  announcement 
by  H.  Emerson  Yorke,  of  the  popular  depart- 
ment of  the  Brunswick  recording  studios, 
located  in  New  York  City. 

The  following  artists,  prominent  in  various 
branches  of  the  entertainment  field,  will  in  fu- 
ture be  heard  exclusively  on  Brunswick  records: 
Belle  Baker,  singing  comedienne,  long  a  head- 
line favorite  with  vaudeville  audiences;  Zelma 
O'Neal,  star  of  the  musical  comedy  "Good 
News;"  Arnold  Johnson's  Orchestra,  now  play- 
ing at  the  Park  Central  Hotel,  New  York; 
Eddy  Thomas,  tenor  of  the  Yacht  Club  Boys; 
Royal  Hawaiians,  vocal  and  instrumental  en- 
semble, a  feature  of  the  National  Broadcasting 
Co.  programs;  Robert  Chisholm,  baritone,  now 
being  featured  in  the  musical  show  "Golden 
Dawn;"  Dave  Rubinoff,  novelty  violinist;  Jes- 
sica Dragonette,  soprano  of  the  National 
Broadcasting  Co.;  Joe  Rines  and  His  Orchestra, 
of  the  Elks  Hotel,  Boston,  Mass.;  Dr.  Rock- 
well, comedy  monologist;  Herbert  Gordon  and 
His  Adelphia  Whispering  Orchestra,  Hotel 
Adelphia,  Philadelphia,  Pa.;  Hanopi  Trio, 
Hawaiian  Instrumental  Trio;  Varsity  Four, 
novelty  dance  combination;  Galla-Rini,  ac- 
cordionist featured  in  Keith  vaudeville;  Libby 
Holman,  star  in  musical  show  "Merry-Go- 
Round;"  Kentucky  Jubilee  Choir,  one  of  the 
features  of  the  stage  presentation  at  the  Roxy 
Theatre,  New  York,  and  of  the  weekly  radio 
broadcasts  from  this  temple  of  entertainment, 


Columbia  Firm 

Splitdorf  Jobber 

Exide  Carolina  Distributing  Co.  to  Cover 
Georgia  and  Parts  of  North  and  South 
Carolina  in  Interest  of  Splitdorf  Radio 

Hal  P.  Shearer,  general  manager  of  the  Split- 
dorf Radio  Corp.,  Newark,  N.  J.,  has  announced 
the  appointment  of  the  Exide  Carolina  Dis- 
tributing Co.,  of  Columbia,  S.  C,  as  wholesale 
distributor  of  the  Splitdorf  radio  line.  The  ne- 
gotiations were  handled  for  the  Columbia  firm 
by  Guy  M.  Tarrant,  president  of  the  company, 
who  made  a  special  trip  to  the  Newark  factory. 
The  Exide  Carolina  Distributing  Co.  will  cover 
lor  the  Splitdorf  line  Georgia,  southeastern 
counties  of  South  Carolina  and  southern  coun- 
ties of  North  Carolina.  This  firm  is  also  dis- 
tributor for  Exide  batteries,  made  by  the  Elec- 
tric Storage  Battery  Co.,  of  Philadelphia,  Pa. 


Golden  Sun  Line 

Gains  Popularity 

National  Advertising  and  Interest-Arous- 
ing Dealer  Helps  Have  Made  the  Golden 
Sun  Line  Widely  Known 

The  modern  fireproof  plant,  shown  herewith, 
is  the  home  of  the  Golden  Sun  Co.,  Louisville, 
Ky.    The  plant  is  completely  equipped  to  take 


A  Unique  Program 

The  New  York  Edison  Co.  in  preparation  for 
its  fifth  series  of  the  music  of  many  lands,  to 
be  broadcast  over  station  WRNY,  New  York, 
has  distributed  an  attractive  booklet,  entitled: 
"The  Music  Map  of  the  World."  This  work 
lists  the  programs  to  be  given,  together  with 
brief  notes  on  the  musical  developments  of  the 
countries  the  music  of  which  is  being  featured. 


Where  Golden  Sun  Products  Are  Made 

care  of  the  increased  demand  for  Sun  repro- 
ducers, tone  arms  and  attachments. 

National  advertising  and  special  dealer  helps 
have  placed  the  Sun  reproducer  in  the  front 
ranks.  The  Willett  patent  used  in  the  type 
M-28  is  fast  becoming  known  as  the  most  valu- 
able contribution  to  the  art  of  sound  reproduc- 
tion. The  Golden  Sun  Co.  has  just  prepared  some 
very  interesting  sales  literature  which  will  be 
forwarded  to  any  dealer  on  request. 


Opens  New  Store 

A  new  music  store  has  been  opened  in  Tus- 
kegee,  Ala.,  by  A.  &  M.  Gottlieb,  featuring  the 
Kimball  phonograph  line.     F.   M.   Shelton  is 

manager. 


From  Soup  to  Nttts  in 

BRILLIANTONE  STEEL 

NEEDLES 


Get  in  on  the  feast  of  profits  that 
progressive  music  store  organi- 
zations are  enjoying  from  the  sale 
of  Bagshaw  needles. 

You  have  the  choice  of  every  style 
and  tone  needle  now  used  — 
JUMBO  —  GILTEDGE  —  BRIL- 
LIANTONE —  REFLEXO  —  or 
we  will  prepare  a  private  brand 
for  you. 

Bring  the  phonograph  owning 
public  to  your  shop  and  make 
money  in  your  needle  department. 

Write  us  today  for  details,  prices 
and  discounts. 


BRILLIANTONE  STEEL  NEEDLE  COMPANY 

of  AMERICA,  Inc. 

370  SEVENTH  AVENUE  NEW  YORK  CITY 
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THE  NEW 


"4+ 


MOTOR 


At  a  low  price  ....  WITH  THE  PULLING 
POWER  of  the  FAMOUS  No.  77.  The  marvel 
of  it  .  .  .  starts  immediately  at  high  momentum 
.  .  .  after  four  full  10  in.  selections  it  finishes  with 


HEIXKMAN 


MOTOR 

NO. 


Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  Qeneral  Manager 

25  West  45th  Street  Sole  Sales  Agents  New  York,  N.  Y. 
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Sam  Lanin  and  His 
Famous  Players 

Billy  Hays  and 

His  Orchestra 

The  Royal 

Music  Makers 

Justin  Ring's  Okeh 

Orchestra 

The  Gotham 

Troubadours 


Music  and  musicians  that  make  Okeh 

Records  the  best  dance  records  .  .  . 


40990 
10  in.  75c 


40991 
10  in.  75c 


TOGETHER— Waltz 
RAMONA — Waltz 

Botli    played    by    Sam    Lanin    And  His 
Famous  Players  with  Vocal  Refrains 

THERE  MUST  BE  A  SILVER  LINING 
(That's  Shining  For  Me)  Fox  Trot 
with  Vocal  Refrain  .  .  .  Justin  Ring's 
Okeh  Orchestra 

I  STILL  LOVE  YOU— Fox  Trot  with 
Vocal  Refrain  .  .  .  Ted  Wallace  And 
His  Orchestra 


SUNSHINE— Fox  Trot 
40992     ]  CHLOE  ( Song  of  the  Swamp )  Fox  Trot 
10  in.  75c     Both  played  by  The  Gotham  Troubadours 
with  Vocal  Refrains 


(  MY  MIAMI  MOON— Fox  Trot 
40996    j  I'M  ALWAYS  SMILING— Fox  Trot 
10  in.  75c  I  Botn    played   by   Billy   Hays    And  His 
\         Orchestra  with  Vocal  Refrains 


WHY  DO  I  LOVE  YOU  ?  (From  "The  Show  Boat")  Fox  Trot 
40985    \  CAN'T  HELP  LO VIN'  DAT  MAN  ( From  "The  Show  Boat" ) 
10  in.  75c  |     Fox  Trot 

(  Both  played  by  The  Royal  Music  Makers  with  Vocal  Refrains 
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Europe's  popular  opera  singer  .  .  . 


Emmy 


Bettendorf 


No.  5133—12  Inch,  $1.50 

MONDNACHT,  Moonnight  (Schumann) 

DER  LINDENBAUM,  The  Lindentree  (Schubert) 

Sung  by  EMMY  BETTENDORF.  Soprano.  Instrumental  Accomp. 


to1-38!  I  WILLIAM  TELL  Overture   (Rossini)          1<?139,         WILLIAM  TELL.  Overture  (Rossini) 

12  inch  \  0      ,       ,  „  12  incli  {       n    .  „  ,\A 

r<\  rart  1  and  2  <*,-,  rr.  1  art  o  and  1 

fl.^U  {  $1.5U  [ 

PIETRO  MASCAGNI,  conducting  the  Orchestra  of  the 
Stale  Opera  House,  Berlin 

f  TALES     FROM     THE  VIENNA 


3220  {  TRAVIATA  (Verdi),  Selections 
12  inch  Part  1  and  2 

$1.25      [  DAJOS  BELA  and  his  Orchestra 


322  \  WOODS.    (Joh.    Strauss).    Part  1 

12  inch  \  ,  „ 

9r  and  1 

*1.zd  |    EDIXH  LORAND  and  her  Orchestra 


QDEON 


ELECIRIC 


RECORDS 
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Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  Qeneral  Manager 


25  West  45  th  Street 


New  York,  N.  Y. 


m  mm  mw 
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Last-Minute  News  of  the  Trade 


Symphonic  Sales  Co,  Sole  Agent  for 
Wasmuth-Goodrich  Radio  Cabinets 

Line  Will  Be  Complete  With  New  Ideas  in  Design  and  Construction  Embodied — All 
Cabinets  Will  Be  Equipped  With  Radiola  100  A  Speaker 


Lambert  Friedl,  president  of  the  Symphonic 
Sales  Co.,  New  York,  and  prominent  through- 
out the  phonograph  and  radio  industries,  an- 
nounced this  week  that  his  organization  had 
been  appointed  sole  sales  representative  for  the 
radio  cabinet  division  of  the  Wasmuth-Goodrich 
Co.,  Peru,  Ind.  This  will  be  welcome  news  to 
jobbers  and  dealers  throughout  the  country,  for 
both  of  these  organizations  are  thoroughly  ex- 
perienced in  their  respective  activities  and  their 
personnel  is  exceptionally  well  qualified  to  give 
the  industry  manufacturing  and  merchandising 
service  of  the  highest  quality. 

The  Wasmuth-Goodrich  line  of  radio  cabinets 
will  be  complete  in  every  detail,  embodying  new 
designs  and  construction,  and  arrangements 
have  been  completed  with  the  Radio  Corp.  of 
America  whereby  all  these  cabinets  will  be 
equipped  with  the  Radiola  100  A  loud  speaker, 
one  of  the  outstanding  successes  in  the  radio 
industry.  It  is  the  intention  of  the  Symphonic 
Sales  Co.  to  market  these  radio  cabinets 
through  jobbers  and  dealers,  giving  the  line 
efficient  and  adequate  representation  in  every 
part  of  the  country. 

The  Wasmuth-Goodrich  Co.  needs  no  intro- 
duction to  either  the  phonograph  or  radio 
industries,  for  this  organization  has  been  promi- 
nent in  manufacturing  service  for  many  years. 
It  is  affiliated  with  the  Wasmuth-Endicott  Co., 
maker  of  "Kitchen-Maid"  kitchen  equipment, 
which  is  one  of  the  most  successful  lines  in  the 
kitchen  equipment  industry.  The  secretary  and 
general  manager  of  the  Wasmuth-Goodrich  Co. 
is  Earl  V.  Hughes,  who  has  been  prominent 
in  radio  and  phonograph  activtities  for  many 
years  and  who  has  been  identified  with  the 
company's  activities  in  this  field  for  the  past 
ten  years.  Mr.  Hughes  has  been  associated 
with    the    Wasmuth    organization    for  fifteen 


The  Victor  Talking  Machine  Co.  has  an- 
nounced, effective  at  once,  the  following  reduc- 
tions in  list  prices  on  Victrola  automatic 
instruments  : 

Model  Old  List  Price  New  List  Price 

10-50  $  600.00  $500.00 

10-51  1,050.00  975.00 

1070  1,100.00  975.00 

At  the  same  time  all  Victor  dealers  whose 
names  are  listed  in  the  Victor  trade  service  files 
are  offered  a  merchandise  rebate  equal  in  list 
price  terms  to  the  combined  list  price  reductions 
of  the  instruments  in  their  retail  stocks  as  of 
March  3,  1928,  credit  due  under  this  rebate  to 
be  applied  against  the  dealer's  next  purchase  of 
any  of  the  automatic  instruments  listed  above. 

Roy  A.  Forbes,  manager  of  sales  and  mer- 
chandise, in  his  letter  points  out  that  "The  Auto- 
matic Victrola  represents  the  most  revolutionary 
advance  in  talking  machines  since  the  announce- 
ment of  the  Orthophonic  Victrola.    It  is  exclu- 


years.  E.  M.  Wasmuth,  president  of  the  com- 
pany as  well  as  head  of  the  Wasmuth-Endicott 
Co.,    has    been    active  in  manufacturing  and 


Lambert  Friedl 


political  fields  throughout  the  Middle  West  for 
many  years,  having  been  associated  with  J.  P. 
Goodrich,  former  governor  of  Indiana,  both  in 
a  business  and  political  way. 

C.  DeWalt  has  been  connected  with  the  Was- 
muth-Goodrich Co.  for  the  past  three  years  as 
plant  superintendent  and  production  manager 
and  is  largely  responsible  for  the  construction 
and  new  cabinet  finishes  and  designs  of  the 
1928  Wasmuth-Goodrich  radio  cabinet  line.  Mr. 
(Continued  on  page  83) 


sively  a  Victor  product  and  has  no  competition. 
The  field  for  the  sale  of  these  splendid  instru- 
ments is  immense  and  almost  untouched.  Victor 
dealers  should  capitalize  this  price  reduction  to 
the  limit  by  redoubling  their  efforts  to  sell  this 
class  of  merchandise,  which  appeals  so  definitely 
to  the  discriminating  buyer — the  more  substantial 
citizen — of  every  community." 

H.  B.  Haring  Sonora 
Eastern  Sales  Mgr. 

A.  J.  Kendrick,  vice-president  and  general 
sales  manager  of  the  Sonora  Phonograph  Co., 
Inc.,  New  York  City,  has  announced  the  appoint- 
ment of  H.  B.  Haring  as  Eastern  district  sales 
manager  with  headquarters  at  the  Sonora  Build- 
ing, 50  West  Fifty-seventh  street,  New  York- 
City.    Mr.  Haring  has  already  assumed  his  new 


duties  and  is  now  engaged  in  developing  an 
efficient  sales  staff  for  Eastern  territory. 

H.  B.  Haring  is  well  known  throughout  the 
phonograph  industry,  for  he  has  been  identified 
with  the  trade  since  1918.  For  a  number  of 
years  he  was  associated  with  the  Sonora  Pho- 
nograph Co.,  covering  the  metropolitan  district, 
and  more  recently  was  sales  manager  of  the 
Okeh  record  division  of  the  Okeh  Phonograph 
Corp.  Prior  to  joining  Sonora  Mr.  Haring  was 
connected  with  the  Columbia  Phonograph  Co. 
as  branch  manager  at  New  Haven,  Conn.,  and 
later  branch  manager  at  Buffalo,  N.  Y.,  sub- 
sequently serving  as  regional  representative 
covering  all  territory  east  of  Chicago. 

RMA  "Mardi  Gras" 
for  the  Trade  Show 

The  Radio  Manufacturers'  Association  "Mardi 
Gras-'  will  be  the  outstanding  social  event  of 
the  radio  trade  show  and  convention  to  be 
held  in  Chicago  in  June,  and  the  affair,  which 
promises  to  exceed  in  size  and  entertainment 
features  anything  of  like  nature  held  in  the  in- 
dustry in  the  past,  will  take  place  at  Fred 
Mann's  Million-Dollar-Rainbo  Gardens,  on  Chi- 
cago's North  Side,  on  the  evening  of  Flag  Day, 
Thursday,  June  14. 

The  Rainbo  Gardens,  which  is  famous 
throughout  the  world  for  its  size  and  decora- 
tive beauty,  will  be  completely  equipped  with 
amplifiers,  and  the  program,  which  will  feature 
celebrities  of  the  music  and  the  entertainment 
world,  broadcast  on  a  national  chain  of 
stations,  will  be  audible  in  all  parts  of  the  gar- 
dens. The  gardens,  with  seating  arrangements 
for  3,500  persons,  are  to  be  closed  to  the  pub- 
lic on  that  night,  and  the  Mardi  Gras  will  open 
with  an  elaborate  dinner,  followed  by  dancing 
by  the  guests  to  music  by  Isham  Jones'  orches- 
tra. A  Jai  Alai  game,  which  made  its  debut 
in  Chicago  two  months  ago  has  also  been 
slated,  as  well  as  a  gigantic  revue.  The  Mardi 
Gras  will  supplant  the  annual  banquet. 

Columbia  Sales  Gain, 
Says  L.  S.  Sterling 

Bringing  back  with  him  splendid  reports  of 
Columbia  business  throughout  the  world,  Louis 
S.  Sterling,  chairman  of  the  board  of  directors 
of  the  Columbia  Phonograph  Co.,  Inc.,  New 
York  City,  and  managing  director  of  the  Co- 
lumbia Graphophone  Co.,  Ltd.,  London,  Eng- 
land, arrived  in  New  York  March  6th  on  the 
"Majestic."  Mr.  Sterling  had  been  abroad  since 
December,  making  his  headquarters  in  London 
and  spending  quite  some  time  at  the  Columbia 
offices  in  Berlin  and  Paris. 

He  states  that  Columbia  business  throughout 
the  world  is  far  ahead  of  any  year  in  history, 
and  in  order  to  keep  pace  with  trade  require- 
ments, new  factories  are  being  built  in  England 
and  Germany.  These  extra  facilities  will  pro- 
vide for  250,000  additional  square  feet,  devoted 
to  the  manufacture  of  Columbia  records. 

Otto  Heineman  Home 
From  Rest  in  Havana 

Otto  Heineman,  president  of  the  Okeh 
Phonograph  Corp.,  New  York,  returned  to  his 
desk  this  week  after  a  fortnight's  well-deserved 
rest  in  Havana.  Mr.  Heineman  who  was  accom- 
panied by  Mrs.  Heineman  on  this  trip,  is  in 
the  best  of  health  and  spirits. 


Victor  Co.  Announces  Price 
Reduction  on  Automatics 

Automatic  Victrolas  Nos.  10-50,  10-51  and  10-70  Have  Substantial  Price  Revisions — 
Dealers  Will  Receive  Merchandise  Rebates  for  Stock  on  Hand 
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Figures  That  Really  Mean  Something 

DURING  the  past  month  there  have  been  published  figures 
covering  1927  sales  of  leading  companies  in  the  talking  ma- 
chine and  radio  field  that  established  unquestionably  the  present 
success  and  stability  of  those  two  important  industries.  It  is  true 
that  the  figures  have  to  do  only  with  two  companies  of  many,  but 
it  is  to  be  admitted  that  the  progress  of  these  two  companies  is 
generally  accepted  as  reflecting  the  status  of  the  industries  in 
which  they  are  such  important  factors. 

Of  particular  interest  is  the  report  of  the  Victor  Talking  Ma- 
chine Co.,  that  gross  sales  during  1927  amounted  to  $46,886,842.11, 
with  a  net  income  of  $7,269,523.03.  Sufficient  to  warrant  the  decla- 
ration of  the  first  dividend  on  the  common  stock  of  the  company 
and  a  rapid  rise  in  quotations  on  the  company's  stock  on  the  ex- 
changes. The  figures  in  themselves  are  impressive,  but  what  they 
represent  is  even  more  impressive,  for  the  volume  of  sales  last 
year,  coupled  with  the  manner  in  which  the  orders  have  been  pil- 
ing up  thus  far  this  year,  prove  most  conclusively  that  the  public 
is  thoroughly  sold  on  the  new  and  revolutionary  type  of  talking 
machine  and  has  not  only  accepted  it  but  is  buying  it.  This  re- 
vival of  an  industry  that,  for  a  period,  was  decidedly  in  the  dumps 
is  regarded  generally  as  one  of  the  most  remarkable  developments 
in  American  business. 

The  Radio  Corp.  of  America  reported  for  its  part  that  gross 
sales  for  1927  amounted  to  $56,651,658,  representing  the  high  point 
in  the  company's  business,  and  resulting  in  a  net  income  of  $8,472,- 
320.  The  sales  figures  as  given,  of  course,  do  not  include  the 
$10,000,000  or  more  realized  by  the  company  through  its  other 
activities,  such  as  the  transmission  of  radiograms,  etc. 

When  consideration  is  given  to  the  numerous  other  substan- 
tial concerns  that  are  engaged  in  the  manufacturing  and  market- 
ing of  radio  apparatus  it  is  possible  to  conceive  in  some  measure 
the  steady  progress  that  is  being  made  by  that  industry. 

The  sum  and  substance  of  both  reports  is  that  when  the 
industries  as  a  whole  are  considered,  the  American  public  last  year 
paid  at  retail  close  to  a  half-billion  dollars  for  these  two  media 


for  the  reproduction  of  music,  and  reflects  an  appreciation  and 
demand  for  music  that  may  be  taken  to  insure  a  most  substantial 
market  for  the  future.  In  this  particular  case  it  is  the  language 
of  dollars  for  the  retailer  who  has  a  proper  conception  of  the 
opportunities  that  are  offered  and  the  energy  and  willingness  to 
realize  on  those  opportunities. 


Capitalizing  the  Local  Tie-up 

THE  opportunities  for  the  dealer  tying  up  with  the  local  appear- 
ances of  prominent  and  popular  record  artists  are  continually 
on  the  increase  as  the  result  of  an  addition  to  recording  lists  of  a 
host  of  those  prominent  in  the  orchestra,  and  vaudeville  field.  It 
is  difficult,  particularly  in  larger  cities,  to  find  a  vaudeville  program, 
for  instance,  without  at  least  one  recording  artist  represented  upon 
it,  and  where  prominent  record  makers  appear  the  theatres  are 
quick  to  capitalize  the  fact  and  to  give  it  full  prominence  in  the 
billing,  for  the  following  that  has  been  built  up  through  the  records 
can  be  made  to  prove  very  profitable  to  the  showmen. 

A  steadily  increasing  number  of  dealers  realize  the  effective- 
ness of  the  local  tie-up.  It  is  a  recognized  fact  that  having  seen 
an  artist  in  person,  on  the  stage  or  on  the  concert  platform,  the 
customer  has  a  more  distinct  personal  interest  in  that  particular 
artist  and  his  work.  The  ti  e-up  can  be  effected  through  newspaper 
advertising,  through  direct  mail  channels,  and  through  window 
displays,  and  in  some  cases  all  three  media  are  used,  generally  with 
results  in  the  way  of  record  sales  that  more  than  offset  the  cost  of 
any  promotional  effort. 

The  talking  machine  dealer  in  his  home  town  tie-up  has  recently 
been  offered  increased  opportunity  through  the  medium  of  those 
artists  who  broadcast  over  the  radio,  as  well  as  make  records. 
Over  the  radio  they  have  made  themselves  known  to  several  million 
of  the  country's  population  at  least,  and  the  chance  to  have  in 
record  form  examples  of  the  singing  or  playing  of  the  artist  is 
often  welcomed  by  talking  machine  owners  for  sentimental  reasons 
if  for  no  other.  The  dealer  who  attempts  to  build  up  a  big  record 
business  cannot  depend  upon  the  price  appeal  but  must  find  some 
other  means  for  interesting  the  buyers.  Campaigns  that  tie  up 
with  the  artists  themselves  have  the  advantage  of  timeliness.  They 
get  away  from  a  straight  business  routine,  and  if  handled  properly 
stimulate  a  record  business  greatly. 


Important  Facts  on  Distribution 

/TVHE  retail  distribution  census  conducted  by  the  Department  of 
Commerce  in  co-operation  with  the  Bureau  of  the  Census  and 
the  United  States  Chamber  of  Commerce,  covering  a  score  or  more 
of  the  important  cities  in  various  sections  of  the  country,  is  some- 
thing worthy  of  study  by  every  retail  merchant.  It  is  unfortunate 
that  it  would  not  be  practical  to  expand  the  census  to  take  in  every 
city  and  town  of  10,000  population  or  more,  for  the  wealth  of 
information  that  has  been  developed  by  the  survey,  limited  though 
it  has  been  of  necessity,  should  prove  distinctly  profitable  to  those 
sufficiently  interested  in  the  distribution  problem  to  study  the  figures 
and  read  between  the  lines. 

Loyalty  to  one's  city  and  to  its  industrial  activities  is  most 
praiseworthy,  but  that  loyalty  should  extend  to  the  point  of  recog- 
nizing deficiencies  as  well  as  advantages,  to  the  ultimate  end  of 
remedying  conditions  that  compare  unfavorably  with  those  existing 
in  other  centers.  There  must  be  some  reason,  for  instance,  why 
the  sales  of  musical  instruments,  excluding  radios,  in  Baltimore 
should  average  only  $2.67  per  capita,  while  in  Denver,  so  situated 
lhat  it  cannot  enjoy  to  the  fullest  scope  the  income  that  is  derived 
from  extensive  industrial  activities  and  shipping  pursuits,  reports 
annual  sales  of  $8.02  per  capita,  and  San  Francisco  reported  sell- 
ing at  the  rate  of  $6.71  per  capita,  and  Chicago  $6.60. 

It  is  interesting,  too,  to  learn  that  the  average  annual  sales  pet- 
store  in  Denver  is  $112,056,  which,  based  on  an  average  of  8.1 
employes  per  store,  represents  $27,052  in  sales  by  each  employe. 
Compare  this  with  Baltimore  with  average  sales  per  store  of 
$44,004,  7.1  employes  per  store,  and  $16,020  annual  sales  by 
each  employe.  Kansas  City  comes  next,  with  Baltimore  for  the 
low  average,  yet,  in  many  respects  it  is  more  favorably  situated 
than  Denver. 

One  city  reports  only  39  per  cent  of  its  staff  actually  engaged 
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in  selling,  with  61  per  cent  listed  as  non-selling.  Certainly  a  ratio 
that  is  calculated  to  increase  the  overhead  to  a  dangerous  point. 
It  is  significant,  however,  that  with  possibly  a  single  exception, 
over  45  per  cent  of  employes  are  of  the  non-selling  class.  This  in 
itself  lends  emphasis  to  the  suggestion  that  every  employe  be  en- 
couraged to  make  sales  for  his  company  whenever  possible,  and 
supports  the  logical  stand  of  many  concerns  in  the  field  who  offer 
definite  commissions  to  everyone  in  the  organization  from  office  boy 
up  for  prospects  and  sales,  with  results  that  stand  out  very  plainly 
in  the  annual  sales  figures. 

Then  there  is  turnover.  We  find  San  Francisco,  where  stock 
is  turned  over  at  the  rate  of  only  three  times  annually,  has  a  selling 
rate  of  $6.71  per  capita,  while  Chicago  with  a  turnover  of  4.32 
sells  only  $6.60  per  capita.  The  question  is  whether  this  represents 
stronger  competition  and  lower  prices,  or  whether  it  represents  a 
difference  in  the  calibre  of  the  sale.  Even  though  the  figures  are 
based  on  averages,  they,  nevertheless,  are  of  the  sort  that  have  real 
meaning  for  the  individual  who  seeks  to  adjust  his  affairs  so  that 
they  will  measure  up  acceptably  with  those  of  his  contemporaries 
in  other  localities. 

It  might  be  well  for  every  music  merchant  to  secure  from  the 
Bureau  of  Census  or  the  United  States  Chamber  of  Commerce, 
complete  copies  of  these  various  reports  in  connection  with  the 
census  distribution,  for  he  will  find  therein  much  food  for  thought. 
By  striking  averages  in  the  various  figures  given  relative  to  annual 
sales,  inventory,  number  of  employes,  turnover,  wages,  etc.,  he 
will  have  at  hand  figures  calculated  to  guide  him  in  his  business 
management.  If  national  averages  do  not  appeal  then  he  can  apply 
those  that  cover  a  city,  which  in  location  and  population  compares 
closely  with  the  city  in  which  he  is  located.  The  information  is 
too  valuable  to  be  wasted,  particularly  in  view  of  the  fact  that  the 
attitude  of  certain  governmental  agencies  relative  to  this  type  of 
survey  is  more  or  less  unfavorable. 


Again  the  Question  of  Copyright 

HEARINGS  are  now  being  held  before  the  Patents  Committee 
of  the  House  in  Washington  on  the  proposed  new  Copyright 
Bill  in  which  members  of  the  various  divisions  of  the  music  indus- 
try are  naturally  evincing  much  concern,  and  are  seeking  to  protect 
their  particular  interests  as  opposed  to  those  of  other  factors.  In 
a  measure  it  may  be  said  that  the  composers  and  music  publishers 
and  owners  of  copyrights  are  in  direct  opposition  to  makers  of 
music  rolls  on  a  number  of  important  points,  and  the  present  hear- 
ings are  regarded  as  an  opportunity  for  securing  advantages  for 
one  side  or  the  other  such  as  are  denied  by  the  present  copyright 
bill  as  passed  in  1909. 

Special  hearings  on  the  sections  of  the  bill  covering  the 
mechanical  reproduction  of  music  are  scheduled  at  an  early  date, 
and  practically  every  manufacturer  of  records  will  be  represented 
at  those  hearings  in  an  effort  to  see  that  royalties  and  other  ques- 
tions are  adjusted  on  a  satisfactory  basis.  At  the  present  time  it 
appears  as  though  there  will  be  considerable  heated  discussion 
before  any  measure  is  passed  that  will  prove  generally  satisfactory. 

The  average  member  of  the  retail  trade  may  be  inclined  to 
regard  the  copyright  situation  as  one  that  interests  only  the  manu- 


facturer, yet  upon  the  scope  of  the  bill  depends  the  character  of 
music  he  will  be  able  to  offer  his  customers  and  in  some  certain 
measure  the  price  at  which  it  is  offered  in  record  form.  Those 
who  watched  the  progress  of  the  present  bill  through  the  Houses 
of  Congress  in  1909  will  realize  that  any  new  measure  cannot  be 
passed  for  a  considerable  period,  or  until  there  have  been  finally 
ironed  out  the  various  disagreements  that  have  developed  over 
a  period  of  nineteen  years. 

It  is  to  be  hoped  that  copyright  owners  and  record  makers 
will  be  able  to  adjust  their  various  differences  on  a  basis  that  will 
be  fair  and  equitable  to  both  sides.  The  record  makers  must 
depend  upon  the  composers  and  publishers  for  their  music,  but 
on  the  other  hand  the  copyright  owners  have  in  the  past,  and  prob- 
ably will  in  the  future,  realized  a  very  substantial  portion  of  their 
revenue  from  these  same  record  royalties.  Certainly  it  is  no  time 
for  killing  the  goose  that  lays  the  golden  egg. 


To  Trade-in  or  Not  to  Trade-in 

TRADE-IN  or  not  to  trade-in,  that  is  a  question  that  is  interest- 
ing a  majority  of  dealers  in  radio  to-day,  particularly  with 
the  development  of  new  receiving  sets  and  the  inclination  of  many 
worth-while  customers  to  trade-in  their  old  receivers  for  the  newest 
outfits.  Opinion  is  naturally  divided.  There  are  some  who  refuse 
absolutely  to  consider  the  trade-in,  preferring  to  lose  possible  sales 
as  a  result  of  that  stand  while  others  are  inclined  to  make  certain 
allowances  on  old  receivers  in  good  condition  and  take  a  chance  of 
making  up  that  allowance  on  a  resale. 

Much  has  been  said  and  written,  of  course,  regarding  the 
handling  of  trade-ins  on  a  sound,  businesslike  basis,  and  it  is  not, 
therefore,  necessary  to  discuss  this  phase  of  the  question  here. 
There  will  always  be  dealers  with  backbone  enough  to  allow  on  a 
set  only  as  much  as  it  is  worth,  while  there  are  still  others  also 
who  in  their  anxiety  to  build  sales  volume  lose  all  sense  of  propor- 
tion, and  make  allowances  that  kill  any  chance  of  profit.  This 
situation  will  probably  adjust  itself  more  or  less  satisfactorily. 

The  question  of  whether  or  not  to  accept  trade-ins,  however, 
is  one  that  is  well  worth  debating.  With  the  changes  that  have 
taken  place  in  the  radio  industry  and  particularly  in  the  introduc- 
tion of  the  new  types  of  receivers,  there  develops  a  question  as  to 
how  out-of-date  a  set  may  be  and  still  have  resale  value. 

Elsewhere  in  The  World  this  month  is  presented  an  unusually 
interesting  article  outlining  the  views  of  two  competing  dealers 
in  the  same  city  on  this  important  question.  One  refuses  trade-ins 
absolutely,  while  the  other  accepts  them  under  certain  conditions, 
and  both  tell  their  reasons.  The  article  should  prove  interesting  to 
other  dealers  who  are  in  a  quandary  regarding  what  position  to 
take,  not  to-day,  perhaps,  but  in  the  very  near  future. 

It  is  generally  admitted  that  future  business  in  radio  will  de- 
pend in  no  small  measure  upon  the  volume  of  replacements.  There 
is,  and  still  will  be,  a  great  amount  of  new  business,  but  the  real 
profitable  turnover  will  depend  upon  the  patronage  of  those  who 
have  purchased  receivers  in  the  earlier  days  and  now  seek  to  ex- 
change them  for  something  more  modern.  It  is  this  tendency 
that  will  complicate  the  trade-in  problem  of  the  future,  and  it  is 
just  as  well  to  decide  upon  the  answer  now  as  later. 
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WE  START  THE  NEW  YEAR  BY  GIVING  YOU 
A  BETTER  QUALITY,  IMPROVED  RECORDING, 
GREATER  VOLUME  AND  CLARITY  IN  THE 

BELL  RECORDS 

Let  us  assist  you  in  merchandising  these  records  and  from 
our  long  experience  increase  your  selling 

THE  BELL  RECORD  CORPORATION 


38  CLINTON  STREET 


NEWARK,  N.  J. 
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Last-Minute  News  of  the  Trade 


T.  E.  Swann  Co.  and  H.  C.  Schultz, 
Inc.,  Distribute  Carry ola  Portables 

Texas  and  Michigan  Distributing  Organizations  Enthusiastic  Over  Sales  Possibilities 
of  Line — Both  Well  Known  in  Wholesale  and  Retail  Trade  Circles 


The  Carryola  Co.  of  America,  of  Milwaukee, 
Wis.,  recognizes  that  its  own  elaborate  ex- 
pansion plans  demand  the  support  and  backing 
of  distributors  having  the  same  broad  viewpoint 
and  high  ideals  that  the  company  itself  has. 
Since  this  principle  works  both  ways  some  of 
the  largest  jobbing  houses  in  the  phonograph 
and  radio  field  are  applying  for  the  Carryola 
distribution  franchise. 

Two  of  the  most  recent  outstanding  additions 
to  the  imposing  list  of  Carryola  distributors  are 
the  T.  E.  Swann  Co.,  covering  the  entire  State 
of  Texas  and  surrounding  territory,  and  H.  C. 
Schultz,  Inc.,  operating  in  Michigan  and  north- 
ern Ohio.  Both  of  these  important  houses  are 
so  well  known  to  the  trade  as  to  require  no 
comment  in  this  connection. 

In  line  with  the  determination  of  the  Carry- 
ola Co.  to  place  the  portable  phonograph  busi- 
ness on  a  new  and  higher  plane,  T.  E.  Swann 
believes  that  there  is  a  definite  and  sizable 
market  for  high-grade  portables.  And  he  is 
proving  it  with  sales.    Carryola,  with  the  Swann 


The  very  successful  career  of  the  QRS  Co. 
of  Chicago  as  manufacturer  and  merchandiser 
of  music  rolls,  radio  tubes  and  rectifier  tubes 


Thomas  M.  Pletcher 

has  influenced  this  company  in  deciding  to 
broaden  its  scope  to  even  wider  fields.  In 
casting  about  to  find  out  just  what  lines  would 
meet  with  the  greatest  public  demand,  and  in 
which  they  could  serve  the  public  best,  th° 
QRS  Co.  investigated  the  potentialities  of  the 
amateur  movie  camera  and  projector  industry. 
As  a  result,  after  acquiring  certain  novel  fea- 


Co.,  is  not  just  another  side  line.  It  is  making 
this  a  featured  line  of  merchandise  and  building 
up  a  large  and  profitable  business  on  the 
Carryola  products. 

H.  C.  Schultz,  likewise,  is  energetically  back- 
ing the  Carryola  line.  Mr.  Schultz  says,  "I  am 
particularly  impressed  with  the  sales  possibil- 
ities of  the  Carryola  Porto  Pick-up  during  the 
next  six  months.  I  believe  that  any  one  of 
my  dealers  can  canvass  a  list  of  old  customers 
who  have  bought  and  paid  for  radio  outfits, 
and  can  get  these  proved  credit  risks  back  on 
the  books  again  by  demonstrating  the  Porto 
Pick-up  to  them.  Every  live  dealer  will  see 
the  advantage  of  that.  It  will  build  up  his  in- 
come during  the  Summer  months  not  only  by 
the  direct  profit  from  the  Carryola  sale,  but  by 
stimulating  the  sale  of  records  and  increasing 
the  number  of  hours  that  radio  sets  are  used. 
If  we  can  get  people  to  using  their  radio  equip- 
ment as  much  in  the  Summer  as  they  do  in  the 
Winter  it  will  mean  just  so  much  more  business 
in  replacement  parts  and  accessories." 


tures  and  developments  in  that  line,  they  pro- 
ceeded to  organize  a  division  for  that  product. 

Anyone  knowing  "Tom"  Pletcher  and  'Al- 
bert" Page,  president  and  vice-president  and 
treasurer,  respectively,  readily  understands  why 
the  various  lines  which  they  have  entered  into 
have  been  successful.  With  the  financial  re- 
sources of  the  organization  and  the  aggressive 
thorough   understanding  of   merchandise  that 


QRS  Camera,  Front  View 

these  men  possess,  in  each  line  they  have  se- 
cured such  men  as  have  specialized  and  claim 
(Continued  on  page  83) 


Sonora  Names  Its 
Eastern  Sales  Staff 

H.  B.  Haring,  Eastern  District  Sales  Man- 
ager of  Sonora  Phonograph  Co.,  An- 
nounces Eastern  Territory  Sales  Organi- 
zation of  Twelve  Representatives 

H.  B.  Haring,  who  on  March  1  was  appointed 
Eastern  district  sales  manager  of  the  Sonora 
Phonograph  Co.,  Inc.,  has  made  rapid  progress 
in  the  development  of  a  sales  organization  in 
Eastern  territory,  having  appointed  twelve  men 
during  the  past  two  weeks  to  co-operate  with 
the  Sonora  dealers  and  jobbers  throughout  the 
Eastern  territory. 

These  twelve  new  Sonora  representatives 
and  the  territories  they  cover  are  as  follows: 
H.  M.  Crane,  Alabama;  Charles  J.  Strahl,  125th 
street,  Manhattan,  north  to  Poughkeepsie;  A. 
J.  Allen,  northern  Georgia  and  the  southern 
part  of  South  Carolina;  G.  L.  Bailey,  eastern 
section  of  Pennsylvania,  West  to  Pittsburgh;  W. 
Von  Brandt,  New  York  City  from  the  Battery 
to  Forty-second  street,  east  and  west;  A.  H. 
Trotter,  western  New  York  State;  Paul  Her- 
rity,  eastern  New  York  State;  Joseph  Graham, 
Philadelphia  and  nearby;  Eugene  Friedenberg, 
Maryland,  District  of  Columbia  and  Virginia; 
J.  A.  Woodard,  North  Carolina  and  northern 
part  of  South  Carolina;  Jay  S.  Woodruff,  Brook- 
lyn and  Long  Island;  Charles  J.  Heneghan,  the 
Forty-second  street  district,  north  to  125th 
street,  east  and  west. 

Empire  Phonoparts 
Has  New  Products 

W.  J.  McNamara  Announces  Two  New 
Empire  Tone  Arms,  Empire  No.  5  Re- 
producer and  New  Premier  Reproducer 
— Samples  Distributed  to  Trade 

Cleveland,  O.,  March  7. — W.  J.  McNamara, 
president  of  the  Empire  Phonoparts  Co.,  of 
this  city,  manufacturer  of  tone  arms  and  sound 
boxes  and  widely  known  throughout  the  phono- 
graph industry,  announced  on  March  1  a  series 
of  new  products  which  are  presented  in  the 
company's  advertising  in  this  issue  of  The 
Talking  Machine  World.  These  new  products 
comprise  the  No.  12  and  No.  15  Empire  tone 
arm,  the  Empire  No.  5  reproducer  and  a  new 
Premier  reproducer. 

The  new  tone  arms  are  made  in  three  lengths, 
six  and  one-half  inches,  seven  and  one-half 
inches  and  eight  and  one-half  inches,  and  with 
the  reproducer  attached  measure  one  inch 
longer.  They  are  all  adaptable  for  use  on  large 
or  portable  phonographs,  and  judging  from  the 
comments  of  manufacturers  who  have  already 
tried  out  the  new  products  the  1928  Empire 
line  is  going  to  be  very  successful. 

In  announcing  his  new  products  to  the  trade 
Mr.  McNamara  emphasizes  the  fact  that  his 
company  has  been  making  tone  arms  and  sound 
boxes  since  1914,  and  that  every  product  in  its 
new  line  represents  careful  and  painstaking  de- 
velopment in  the  Empire  laboratories.  Samples 
of  the  1928  Empire  tone  arms  and  reproducers 
have  already  been  forwarded  to  prominent 
manufacturers  who  are  planning  to  specify 
these  products  in  the  lines  of  instruments  for 
the  coming  season. 


A  new  feature  of  The  Talking  Machine  World  each  naonth  is  a  section  devoted  to  "The  Newest 
in  Radio,"  which  appears  on  page  89  in  this  issue.  Latest  products  introduced  by  radio  manufacturers 
are  illustrated  and  described.    This  is  a  valuable  directory  for  retail  dealers. 


QRS  Co.  Manufacturing  Amateur 
Motion  Picture  Camera  Apparatus 

H.  H.  Roemer,  Formerly  General  Sales  Manager  of  Bell  &  Howell,  Is  Manager  of  Cam- 
era Division — Charles  E.  Philimore  Is  Chief  Engineer 
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BOSCH 


BOSCH  Model  136  consisting 
of  66  AC  receiver  complete  with 
table  and  speaker,  less  AC  tubes 
but  with  Raytheon  tube  $195.00 


BOSCH  Model  116— Completely 
self-contained  6-tubc  table  type  AC 
tube  receiver,  including  B  eliminator 
tube  but  less  AC  tubes  .  .  .  $160.00 


BOSCH  Model  96— Com- 
pletely self-contained  6-tube 
receiver,  AC  tube  operated, 
with  reproducer,  all  tubes- 
nothing  else  to  buy  $295.00 


AC  line 


Seven  new  Bosch  AC  tube  models,  the  best 
balanced,  most  popularly  priced,  finely 
designed  line  of  AC  tube  Radio  re- 
ceivers available  today.  Bosch  AC  tube 
Radio  is  priced  right  and  performs  right 
for  quick  dealer  to  customer  sales  action. 

The  Bosch  Dealer  Franchise  has  defi- 
nite advantages  that  no  dealer  should 
overlook.  We  can  catalog  these 
points  to  you  by  letter  or  personal  call. 

Increase  your  profits  andexpandyoursalesby 
offering  your  customers  a  selection  in  models 
to  fit  every  home  and  every  purse.  If  you  are 
the  right  kind  of  a  dealer  we  have  some- 
thing of  interest  to  you.  Write  for  details. 

BOSCH 

RADIO 


AMERICAN 

SPRINGFIELD,  MASS. 


BOSCH  Model  166  —  Six  tubes  completely  self- 
contained  table  type  AC  tube  receiver  with  B 
eliminator  tube,  but  less  AC  tubes ....  $119.00 


BOSCH  Model 
of  No.  46  AC 
speaker,  less  AC 
Raytheon  tube  . 


146  consisting 
set  with  table 
tubes  but  with 
....  $139.00 


BOSCH  Model  66  AC-Six  tube  AC 
operated  two  unit  model — Receiver 
and  A  &.  B  power — complete  with 
B  eliminator  tube,  but  less  A  C 
tubes  $155.00 


BOSCH  Model  107— Com- 
pletely self-contained  7-tube  re- 
ceiver, AC  tube  operated,  with 
reproducer,  all  tubes,  loop — 
nothing  else  to  buy  .  .  $440.00 


BOSCH   MAGNETO  CORPORATION 

Branches:  New  York    Chicago    Detroit    San  Francisco 
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THROUGH  the  medium  of  the  Saturday 
Evening  Post  and  Liberty  the  message  of 
Carryola  quality  will  be  told  and  retold  to 
nearly  five  million  people.  A  campaign  start- 
ing with  a  page  and  a  half  in  Liberty  wall  be 
followed  by  full  pages  in  Liberty  and  the 
Saturday  Evening  Post  at  frequent  intervals. 


This  is  your  advertising— your  message  to  the  millions.  It 
tells  five  million  people  to  see  and  hear  Carryola  in  your 
store.  In  creating  a  public  confidence  in  Carryola,  it  is 
creating  confidence  in  you  as  a  Carryola  dealer.  More  im- 
portant-^it  is  building  sales — profits — for  you ! 


lor 

those  who  love 
fine  Music 


Carryola  offers  quality  and  V 

finest  homes-at  a  p L  'BT™*     *****  **h 

!»»'«»^W„ Ctayoh  '                 feaCh  °f  EVERYONE 

'HE        W  O  R    r        .  „  I~r"<-U. 


largest  . 

c  a  1  Man 


B  £   V  o  N  D      T  H  I 


UFACTURERS 


S      Y  O 
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i*PP^nceiak 


(CAR^Vola)  Y°U  haVE  °n'y  to  Jook  M 

Can  fae  chosen  rohar       nds-  'rs  c°'ors 
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'<  »i,„  ,  u,mPl«c  »,A 
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Pick....*         ••••■uric  fif-1.         "  «CC- 


PHO*°GRAPHs 
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Here's  how  you  mn  ^ 
your  enjoyment  of  it 


?  ClOT/hlo       makp       _j-   .  . 


O  F 


Cirrjcta  Elmri,  PUk-„p 


make  of  radio  Tk  i 

™»c  chat  only &  have  *e  Knd  of 
g"ph  could  duplicate       "  e,ectric  Pho"°" 

w*ves  from  the  revolt  ,UP  the  «*>•>•* 
"'em  through  your  *h      *.  d'SC-  imPl^s 

E'ecrr,c  reproducer  voh,m  comP'ete. 
motor,  turntable  cord     T  "f""01'  SPrin8 
come  enclosed  ?n  a  n        ^  S°ck« 
I"  operation  is  „        f  "Cat'  P°r«ble  case 

«»«lb  in  a  socket  CcT  "P'aCi"«  » '^t 
e"ough  to  bring  the  ,u,,PnCefiSlGW-1°^ 
produced  musfc  of  electrically 
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THE  CARRyola  COMPANY"  OF  AMERICA 
Mdwaukcc,  VVtsconsin  AMER'CA 


P   O    R  T  A    B   L    F  'fy0UhaVeaph°W"we„asa 

^  R  A  p  h  S 


Pick-up 


If  you  haven't  already  stocked 
the  Carryola  Line,  now  is  the 
time  for  action!  Write  or 
wire  us  today  for  the  name 
of  the  nearest  Carryola  Dis- 
tributor, or,  to  save  time,  send 
your  order  direct  and  we  will 
see  that  you  are  taken  care  of. 

THE  CARRYOLA  CO. 
OF  AMERICA 

Milwaukee    '    »  Wisconsin 
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Lyon  &  Healy's  display  window  devoted  entirely  to 
the  "TALK-BACK"  Phonographic  Reproducer.  'This 
disphy  sold  many  "TALK-BACKS,"  and  actually 
boosted  the  popularity  of  the  device  with  the  public. 


The 


TALK-  BACK 


J        Unlimited  Uses  for  V» 
"TALK-BACK" 


M  usicians 
improve  their 
technique. 


Favorite  radio 
programs  can  be 
recorded. 


Singers  and 
speakers  will  be 
greatly  helped. 


Record  the  voices  of 
the  family.  Parents' 
and  children's  voices 
preserved  for  years. 


New  Phonographic  Recorder 
A  Cleanup  for  Dealers! 

T    YON  &  HEALY,  Chicago's  largest  and  the  world's 
'  foremost  retail  music  store,  is  not  the  only  dealer 
taking  advantage  of  the  "cleanup"  value  of  the  "TALK- 
BACK." 

The  remarkable  device,  a  result  of  five  years'  experi- 
mental work,  enables  every  phonograph  owner  to  make  his 
own  vocal,  instrumental  or  speaking  records  at  home. 
Dealers  find  that  it  not  only  sells  heavily  because  of  its 
variety  of  uses — but  that  it  is  an  item  of  real  profit! 

A  sensational  device — it  is  the  essence  of  simplicity. 
Any  child  can  set  it  up.  There  are  no  mechanical  parts  to 
get  out  of  order.  Once  made,  the  records  can  be  played 
indefinitely. 

Order  your  supply  now — "TALK-BACK"  is  increasing 
in  popularity  daily! 

List:  Ready  to  Make  Records  $7.50 

3  Double  Face  Records   1.00 

Cost  to  Dealer:  "TALK-BACK," 

Complete  Outfit   4.50 

Set  of  3  Records  60 

The  "TALK-BACK"  doubles  the  pleasure  of  owning  a  phonograph 

Consolidated  Talking  Machine  Co* 

CONSOLIDATED  BUILDING 

227-229  W.  Washington  Blvd.,  Chicago 
Minneapolis:  1424  Washington  Ave.  S.  Detroit:  2949  Gratiot  Ave. 
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J.  E.  Sampson  Elected  President  of 
St.  Louis  Radio  Trade  Association 

Association  Elected  New  Body  of  Officers  at  Recent  Meeting — Columbia  Branch  Opens 
Many  New  Accounts — Artists'  Appearances  Aid  Sales 


St  Louis,  Mo.,  March  6. — At  a  recent  meeting 
of  the  St.  Louis  Radio  Trade  Association  held 
at  the  Claridge  Hotel,  here,  Julin  E.  Sampson, 
vice-president  of  the  dealer  group,  was  elected 
president  of  the  Association  for  1928.  He  suc- 
ceeds Robert  W.  Bennett,  who  has  headed  the 
organization  for  the  past  year.  Other  officers 
elected  are  Walter  E.  Dyer,  A.  C.  Brandt  and 
George  Van  Sickle,  vice-presidents;  S.  B. 
Singer,  secretary,  and  W.  A.  Ward,  treasurer. 
The  following  were  elected  to  the  Board  of 
Directors  for  a  term  of  two  years:  Roy  Haege, 
W.  A.  Ward,  J.  T.  Sampson,  A.  C.  Brandt,  W. 
H.   Dyer  and   E.   A.   Reutner.     Fred  Wiebe, 


Singer,  N.  E.  Hill  and  Franklin  McDermott 
were  elected  to  the  board  for  one  year. 

Virtually  the  entire  radio  fraternity  was  pres- 
ent at  the  meeting.  Following  the  election  of 
officers  the  members  of  the  Association  listened 
to  an  address  by  Harold  M.  Wrape,  who  was 
recently  elected  for  a  third  term  as  president 
of  the  Federated  Radio  Trades  Association.  Mr. 
Wrape  discussed  the  recent  action  of  the  Asso- 
ciation at  the  Milwaukee  convention  in  reor- 
ganizing the  body  into  various  groups,  includ- 
ing the  jobbers,  dealers,  factory  agents  and 
trades  associations.  Robert  E.  Lee,  secretary 
of  the  Automobile  Dealers'  Association  of  St. 


advantages  to  be  derived  from  organizations. 

The  local  branch  of  the  Columbia  Phono- 
graph Co.  reported  that  the  demand  for  phono- 
graphs and  records  during  the  past  month  had 
been  "exceptional,"  and  that  "sales  records  still 
continue  to  be  shattered."  Similar  optimistic 
statements  were  issued  by  other  companies  in 
the  city. 

Additional  stimulus  to  the  big  demand  for  the 
"Two  Black  Crows"  was  given  by  a  full-page 
feature  story  which  appeared  in  the  St.  Louis 
Post-Dispatch,  February  19,  detailing  the 
gradual  rise  to  stardom  of  Moran  and  Mack. 

The  local  Columbia  branch  also  reported  the 
opening  of  several  new  accounts,  including  the 
Hood-Johnson  Co.,  of  Murray,  Ky. ;  H.  &  R. 
Furniture  Co.,  of  Granite  City,  111.,  and  the  El- 
mer L.  Landon  store,  of  Overland,  Mo.,  all  of 
whom  have  installed  a  full  line  of  Columbia 
phonographs  and  records. 

Victor  business  in  St.  Louis  is  being  aided 
considerably  by  the  recent  formation  of  a  rec- 
ord club.  The  club  recently  held  a  dinner  meet- 
ing at  the  Town  Club,  which  was  attended  by 
Frank  Harkgrave  and  Walter  Hiers,  Victor  fac- 
tory representatives.  In  brief  addresses  to  the 
gathering  they  discussed  ways  and  means  of 
disposing  of  more  machines  and  records.  E.  C. 
Rauth,  vice-president  of  Koerber-Brenner  Co., 
local  Victor  distributor,  discussed  general  busi- 
ness conditions. 

Victor  record  sales  in  St.  Louis  were  given 
additional  impetus  by  the  appearance  of  Gene 
Austin,  Victor  artist,  at  the  St.  Louis  Theatre, 
while  Brunswick  record  business  was  aided  by 
the  appearance  of  Al  Jolson  at  Loewe's  State 
Theatre  in  St.  Louis. 

The  production  of  Artophone  portables  and 
other  models  has  been  virtually  trebled  by  the 
formal  beginning  of  operations  in  the  corpora- 
tion's new  plant  here.  The  step  was  necessi- 
tated by  the  increased  demand  for  Artophone 
products,  it  was  announced  by  Herbert  Schiele, 
president  of  the  corporation. 

W.  C.  Fuhri,  general  sales  manager  of  the 
Columbia  Co.;  R.  Hahn,  of  the  Sterling  Radio 
Co.,  Columbia  distributor  in  Kansas  City,  and 
Eli  Oberstein,  treasurer  of  the  Okeh  Phono- 
graph Corp.,  were  recent  visitors  to  St.  Louis. 
District  Manager  N.  B.  Smith,  of  the  St.  Louis- 
Kansas  City  branch  of  the  Columbia  Co.,  re- 
cently made  an  extensive  tour  through  Kansas, 
Oklahoma  and  Tennessee,  while  Ray  C.  Layer, 
vice-president  of  the  Artophone  Corp.,  visited 
Oklahoma  and  Texas  in  the  interests  of  their 
companies. 

In  the  radio  field,  announcement  was  made 
that  Robert  W.  Bennett,  retiring  president  of 
the  St.  Louis  Radio  Trades  Association,  has 
been  appointed  manager  of  the  A.  C.  Dayton 
Mfg.  Co.,  of  Dayton,  O.,  maker  of  the  A.  C. 
Dayton  radio  receivers.  Koehler  Wrape,  his 
associate  in  the  R.  W.  Bennett  Co.,  is  to  man- 
age that  firm,  which  will  continue  as  a  factory 
representative. 

Announcement  also  was  made  that  the  Bar- 
rett Electric  Co.  of  St.  Louis  has  been  ap- 
pointed exclusive  distributor  of  the  Freed- 
Eisemann  radio  receivers  and  accessories,  and 
that  the  Union  House  Furnishing  Co.  had 
added  the  Kolster  AC  receiver  line. 

More  than  fifty  dealers  attended  a  meeting 
of  the  St.  Louis  Kolster  Club  which  was  held 
at  the  Coronado  Hotel  here.  Eugene  Strauss, 
head  of  the  Strauss  Co.,  discussed  Kolster  pros- 
pects for  the  coming  year,  while  E.  C.  Lowden, 
district  sales  manager  for  the  Burgess  Battery 
Co.,  discussed  battery  uses,  possibilities  and 
sales  methods.  Ways  to  increase  Kolster  set 
sales  were  detailed  by  E.  E.  Bruns,  Walter 
Rhein,  C.  Lurtz,  V.  Luts  and  L.  J.  Portell. 


Bremer-Tully  Jobber 


Bremer-Tully  Mfg.  Co.,  Chicago,  111.,  has 
recently  appointed  Frank  M.  Brown  Co.  of 
Portland,  Me.,  as  distributor  of  Counterphase 
receivers  for  that  territory. 


George  Van  Sickle,  R.  A.  Kissell,  Samuel  B.     Louis,  also  spoke,  pointing  out  many  of  the 


Good  News  to  Dealers 
Having  Stocks  of 
Battery  Operated  Sets! 


Dealers  can  make  their  stocks  of  battery  operated  sets  live  mer- 
chandise by  offering  their  customers  the  new  SENTINEL  model 
32  A-B  and  C  supply  together  with  the  new  EBY  Adaptor  Harness. 
Model  32  is  specially  designed  for  use  with  the  EBY  Harness  and 
the  combination  makes  an  efficient  and  compact  A.C.  receiver.  List 
price  of  SENTINEL  No.  32  with  tube  is  $32.00. 

The  EBY  Harness  is  also  a  live  number  to  sell  present  owners  of 
battery  operated  sets.  It  enables  them  to  protect  their  investment  in 
sets  and  power  supplies — at  the  same  time  getting  A.C.  operation. 

Features  of  the  EBY  A.  C. 
Adaptor  Harness 

No  rewiring  required  on  standard  sets — easy  hook-up  of  only  eight 
leads — improved  reception  without  change  of  set  characteristics — 
designed  for  use  with  standard  tubes  and  transformers — only  ten 
minutes  to  do  the  job — are  some  of  the  unusual  features  of  the 
EBY  A.C.  Adaptor  Harness. ' 

Only  Two  Universal  Models 

You  need  not  carry  a  large  stock,  as  there  are  only  two  universal 
models — 

EBY  A.C.  Adaptor  Harness  for  Five  Tube  Sets .  .  $  9.00  List 
EBY  A.C.  Adaptor  Harness  for  Six   Tube  Sets.  .   10.00  List 

Send  for  a  copy  of  our  instruction  booklet  to  get  the  com- 
plete story  about  the  EBY  A.  C.  Adaptor  Harness.  You  can 
make  a  good  profit  with  this  Harness  in  more  ways  than  one. 


The  H.  H.  EBY  MFG.  CO.,  Inc. 

4710  Stenton  Avenue  Philadelphia 

Makers  of  EBY  Binding  Posts  and  Sockets 
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Future  of  Radio  Broadcast ing— Un- 
told Possibilities  for  Improvement 

Ben  Selvin,  Program  Director  of  Columbia  Phonograph  Hour,  Discusses  Radio  Broad- 
casting in  Relation  to  Commercial  Programs — Program  Director's  Problem 


NOTWITHSTANDING  the  fact  that  ra- 
dio broadcasting  in  relation  to  commer- 
cial programs  has  taken  rapid  strides 
within  the  past  two  years,  in  my  opinion  the 
matter  of  direction  and  presentation  of  these 
programs  is  in  its  infancy.  We  have  only 
scratched  the  surface  of  the  untold  possibilities 
that  lie  in  this  field  of  activity.  Though  many 
will  consider  it  an  exaggeration  on  my  part,  1 
freely  predict,  without  fear  of  contradiction,  that 
the  broadcasting  program  director  of  to-mor- 
row will  come  to  be  as  important  a  figure  in 
his  line  of  endeavor  as  David  Belasco  is  in  the 
direction  of  drama,  as  Ziegfeld  is  to  the  presen- 
tation of  musical  comedy  and  revues  and  as  Ce- 
cil DeMille  is  to  the  direction  of  the  photo- 
play. While  the  program  director's  importance 
will  vie  with  those  mentioned  above,  the  dif- 
ficulties he  will  have  to  overcome  will  be  greater 
and  his  task  will  be  an  exceedingly  arduous 
one,  to  say  the  least. 

It  is  an  obvious  and  accepted  fact  that  the 
future  growth  of  radio  will  depend  largely  on 
the  quality  and  nature  of  the  programs  that 
will  be  presented  by  commercial  advertisers. 
The  advertising  man  of  to-morrow  will  not  be 
the  man  who  only  creates  eye-catching 
phrases  for  printed  matter— but  one  who  also 
evolves  sufficient  interest  in  his  broadcasting 
to  catch  the  ear,  to  please  the  ear  and  to  hold 
the  listener's  attention — and  here  lies  the  great- 
est difficulty  for  the  program  director  to  sur- 
mount— to  hold  the  attention  of  his  unseen  au- 
dience. There  are  so  many  factors  influencing 
this  phase  which  combine  to  harass  the  pro- 
gram director  that  I  must  mention  them.  First 


the  advance  publicity  in  connection  with  the 
program  must  be  written  and  broadcast  through 
the    press,    which    in    itself    is    no    small  ac- 


Ben  Selvin 

complishment.  The  theatre  advertises  its  wares 
through  the  same  medium,  but  once  it  catches 
its  buyer,  that  is,  when  the  reader  decides  to  go 
to  see  the  play  or  photoplay  advertised,  he  is  in 
the  theatre  and  does  not  walk  out  to  some 
other  theatre.  The  radio  listener  can  by  a 
simple  turn  of  a  dial  jump  away  from  your  pres- 
entation to  another.  The  theatre  has  only 
theatres  offering  competition,  while  the  radio 
program  director  has  not  only  the  commercial 


program  to  combat,  but  sporting  events,  lec- 
tures, religious  discourses,  political  orations,  and 
a  multitude  of  other  interesting  features. 

So,  not  only  must  the  program  director  be 
an  advertising  man,  but  a  showman,  for  show- 
manship is  the  requisite  that  is  required  above 
all  to  hold  the  attention  of  the  listener.  To  be  a 
radio  showman  he  must  have  a  thorough  knowl- 
edge of  music,  for  without  music  commercial 
broadcasting  cannot  hope  to  survive. 

Quoting  .my  own  experience,  as  a  program 
director  for  the  Columbia  Phonograph  Co., 
after  intensive  study  and  observation  I  have  ar- 
rived at  several  conclusions  regarding  the  es- 
sential requirements  for  successful  commercial 
programs.  I  have  laid  them  down  as  funda- 
mental rules  for  myself  and  perhaps  they  may 
be  of  interest. 

I  deem  it  most  important  to  first  establish  a 
regular  hour  on  the  air,  at  a  given  time  weekly, 
to  be  qualified  by  a  name  bearing  the  company's 
name  or  the  article  you  are  advertising.  As  an 
example,  our  first  move  was  to  instill  through 
printed  advertising  and  other  forms  of  pub- 
licity, into  millions  of  minds,  as  suggestive  con- 
nection linking  a  certain  hour  every  Wednes- 
day evening  with  the  name  "Columbia  Phono- 
graph Hour."  It  is  needless  for  me  to  explain 
the  value  of  this.  The  three  words  "Columbia 
Phonograph  Hour,"  I  can  truthfully  say,  are  fast 
becoming  a  most  familiar  phrase  from  coast  to 
coast. 

Once  this  hour  is  established  and  becomes  fa- 
miliar to  the  radio  audience,  the  programs  given 
are  beset  with  the  danger  of  "familiarity  breed- 
ing contempt," — that  is, — if  an  audience  be- 
comes so  familiar  with  the  hour  as  to  almost 
know  what  to  expect  the  resultant  effect  will 
likely  be  disastrous.  Therefore,  it  behooves 
the  director  to  make  variety  the  keynote  of  his 
presentation.  Not  weekly  variety  alone,  but  to 
make  each  single  program  varied  enough  to 
prevent  monotony.  This  means  varying  the 
methods   of  presentation,   varying  the  artists 
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— has  the  Quality  that  sells!  Tone  quality!  Furniture  quality! 
Mechanical  quality,  assured  by  being  built  complete  in  the 
Kellogg  plant  and  equipped  with  Kellogg's  own  A-C  tubes, 
proved  by  three  years'  success. 

We  will  be  able  to  supply  new  territories 
this  year.  Yours  may  be  open.  WRITE! 

Kellogg  Switchboard  6c  Supply  Co. 

Dept.  25-93,  Chicago 


and  varying  the  character  of  music  presented. 

A  very  important  factor  that  assists  the  di- 
rector's efforts  materially  is  the  construction  of 
the  continuity  of  a  program.  Where  a  pro- 
gram is  a  sort  of  a  continuous  story  instead  of 
a  number  of  individual  performances,  it  greatly 
influences  the  listener  to  give  his  attention  to 
your  program  until  its  conclusion.  Of  course, 
it  is  highly  desirable  for  the  program  director 
to  construct  his  own  continuity,  but  if  he 
creates  the  ideas  it  is  a  simple  matter  to  have 
the  actual  continuity  written  by  a  writer;  but  do 
not  overlook  the  importance  of  this  feature,  as 
j»ood  interesting  continuity  can  make  or  mar 
your  programs,  and  continuity  also  gives  you 
the  opportunity  to  do  your  advertising.  How- 
ever, this  must  be  done  subtly  and  not  boldly 
and  obviously.  It  is  self-evident  that  in  the 
middle  of  a  group  of  beautiful  musical  num- 
bers to  suddenly  blurt  out  the  virtues  of  an  au- 
tomobile tire  or  a  brand  of  clothes  is  neither 
dignified  nor  effective.  A  repetition  of  the 
name  you  are  attempting  to  sell  is  highly  de- 
sirable, but  it  must  be  done  in  a  manner  that 
appeals  to  the  subconscious  mind  of  the  listener, 
rather  than  the  conscious.  He  must  hear  it 
without  realizing  that  he  is  hearing  it. 

Of  course,  there  are  some  things  that  the 
program  director  has  no  control  over,  and  time 
alone  will  adjust  these  things.  The  quality  of 
reception  may  be  poor  on  the  night  he  pre- 
sents a  most  expensive  program.  The  announcer 
may  not  always  catch  the  spirit  of  the  continu- 
ity that  was  written.  The  director's  timing 
and  that  of  the  announcer  and  artists  may  not 
synchronize  and  so  on.  There  are  a  thousand 
■And  one  little  details  that  are  not  important 
enough  to  dwell  upon,  always  arising  to  thwart 
the  director  at  every  turn,  but,  as  I  said  be- 
fore, time  will  adjust  these  problems.  In  con- 
clusion I  wish  to  reiterate  that  I  believe  the 
program  director  of  the  future  will  be  a  most 
important  cog  in  the  wheel  that  eternally  hums 
the  song  called  "it  pays  to  advertise." 


Damrosch  Records 
in  Columbia  Series 


Conductor  of  New  York  Symphony  Or- 
chestra Makes  First  Complete  Sym- 
phony for  Columbia  Masterworks 

The  Columbia  Phonograph  Co.  recently  an- 
nounced the  release  of  the  first  complete  sym- 
phonic recording  by  Walter  Damrosch,  con- 


Masterworks  Set,  No.  81,  also  of  recent  re- 
lease, is  devoted  to  Brahms  Quintet  in  F  Minor 
for  piano  and  strings.  It  is  played  by  the  Lener 
String  Quartet  with  Olga  Loeser-Lebert,  the 
Viennese  pianist,  playing  the  piano  scores. 

A  rerecording  of  the  Saint-Saens  "Carnival 
of  Animals,"  by  the  electrical  process  has  been 
released  as  Set  No.  80  of  the  Columbia  Master- 
works  Series.  The  recording  of  this  unusual 
and  popular  composition  has  been  done  under 
the  baton  of  Georges  True,  noted  Parisian  con- 
ductor. 


Peerless  to  Intro- 
duce New  Portable 


Portable  Phonograph  That  Can  Be  Played 
With  Lid  Closed  Is  Latest  Development 
of  Peerless  Album  Co. — Trade  Interested 


Walter  Damrosch 
ductor  of  the  New  York  Symphony  Orchestra, 
an  exclusive  Columbia  recording  artist.  The 
recording  has  been  issued  as  Masterworks  Set, 
No.  82,  and  gives  a  finished  interpretation  of  the 
Brahms  Second  Symphony.  It  is  contained  on 
five  twelve-inch  double-faced  records,  and  lists, 
complete  with  album,  for  $7.50. 


A  new  portable  phonograph,  with  a  horn 
which  makes  it  possible  to  play  the  machine 
with  the  lid  closed,  thus  eliminating  surface 
scratch  and  noise,  has  been  developed  by  the 
Peerless  Album  Co.,  New  York,  under  the  di- 
rection of  Phil  Ravis,  president.  Full  details 
of  this  new  portable  will  be  announced  to  the 
trade  in  the  April  issue  of  The  Talking  Ma- 
chine World.  Samples,  which  have  been  shown 
to  a  few  dealers  and  distributors,  have  aroused 
such  interest  that  production  on  the  new  model 
has  already  started  in  the  Peerless  factory. 

"We  are  enjoying  a  wonderful  business,"  Mr. 
Ravis  said.  "The  success  of  the  Peerless  Van- 
ity portable  phonograph,  introduced  several 
months  ago,  has  been  beyond  our  expectations." 


Harry  Currie,  Brunswick  dealer  of  Louisville, 
Ky.,  capitalized  on  the  appearance  of  the  Vita- 
phone  production,  "The  Jazz  Singer,"  in  his  city, 
and  featured  the  Brunswick  record  of  the  theme 
song,  "Mother  of  Mine,  I  Still  Have  You," 
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Panatrope  Price 

Cut  Is  Announced 


Three  Models,  P-ll,  P-14  and  Valencia 
Reduced  in  Price — Opens  New  Sales 
Possibilities  for  Brunswick  Dealers 


A  recent  notice  from  the  general  offices  of 
the  Brunswick-Balke-Collender  Co.,  Chicago, 
announced  that  three  models  of  the  Brunswick 
Panatrope  have  been  reduced  in  price.  They 
are  the  P-ll,  reduced  to  $550,  list  price;  the 
P-14,  reduced  to  $365,  list  price;  the  Valencia 
(exponential  type),  reduced  to  $175,  list  price. 
This  price  adjustment  opens  new  sales  oppor- 
tunities for  Brunswick  dealers  throughout  the 
country  who  have  already  taken  advantage  of 
the  possibilities  of  this  price  adjustment,  and 
are  working  to  develop  an  unusual  amount  of 
business  for  the  first  quarter. 

Although  the  price  guarantee  on  Brunswick 
Panatrope  expires  on  December  31,  Brunswick 


"Here's  the  best 
aerial  to  use 
with  that  set 
you've  bought 

Just  connect  it  to  your  set  and  plug  into  the 
nearest  light  socket.  This  little  device  uses 
absolutely  no  current,  requires  no  lightning 
arrester,  and  cuts  static  down  to  almost  zero. 
You  will  get  the  same  perfect  reception  as 
you've  just  listened  to  here — because  we  always 
demonstrate  with  the  Dubilier  Light  Socket 
Aerial.    Expensive?    No,  sir  I   Only  $1.50." 

More  dealers  than  you  can  count  are  show- 
ing off  their  receivers  to  best  advantage  with 
this  unique  aerial,  and  then  selling  them  at 
good  profit  with  every  set.  Others  are  in- 
cluding the  Dubilier  Light  Socket  Aerial  in 
the  purchase  price  of  equipped  sets  as  an 
added  inducement.  Have  you  tried  out  either 
of  these  plans?  If  you're  not  equipped  to 
collect  on  this  nationally  advertised  aerial, 
phone  your  jobber  today  for  a  trial  supply. 
Packed  individually  in  attractive  counter  dis- 
play cartons  of  ten.  They  are  available 
through  any  good  radio  distributor. 

Dubilier  Condenser  Corp. 
4377  Bronx  Blvd.  New  York 

Dubilier 

LIGHT-  SOCKET  AERIAL 


dealers  have  been  offered  credit  adjustments 
on  their  current  stocks.  Brunswick  national 
advertising  has  recently  featured  these  ad- 
justed prices  on  the  various  models,  and  at- 
tractive dealer  advertisements  were  prepared 
lor  those  who  wished  to  co-operate  with  the 
national  advertising. 


J.  E.  Thome  With 
Trav-Ler  Mfg.  Corp. 

Newly  Appointed  Sales  Manager  Has  Had 
Wide  Experience — New  Trav-Ler  Port- 
able Radio  Set  Is  Placed  on  the  Market 


J.  E.  Thorne  was  recently  appointed  sales 
manager  of  the  Trav-Ler  Mfg.  Corp.,  Chicago, 
manufacturer  of  the  Trav-Ler  portable  radio 
receiver.  Mr.  Thorne  was  associated  for  a 
period  of  seven  years  with  the  A-C  Spark  Plug 
Co.  as  territorial  representative,  handling  the 
automotive  and  hardware  distribution  trade. 
At  one  time  he  was  also  connected  with  the 
Stewart-Warner  Speedometer  Corp.  as  a  fac- 
tory representative.  His  past  experience  covers 
fourteen  years  of  contact  with  the  distributing 
trade. 

The  Trav-Ler  Mfg.  Corp.  has  placed  on  the 
market  a  new  portable  receiver  listing  at  $77.15 
complete.  The  receiver  is  equipped  with  an  at- 
tachment for  a  Jones  plug  so  that  it  may  be 
used  with  larger  batteries  or  a  battery  elimi- 
nator in  the  home.  The  Tray-Ler  may  also  be 
used  with  an  antenna  and  ground  in  case  the 
owner  so  desires.  The  Trav-Ler  Mfg.  Corp., 
which  is  headed  by  F.  A.  Magee,  president,  is 
planning  a  unique  advertising  and  publicity 
campaign  to  bring  the  new  1928  model  portable 
receiver  strikingly  to  the  attention  of  distrib- 
utors, dealers  and  the  public. 


Lee  Morse  Popular 
in  Oklahoma  Cities 


Lee  Morse,  widely  popular  Columbia  singer 
of  blues  and  mammy  ballads,  was  enthusias- 
tically received  in  Oklahoma,  her  native  State, 
on  a  tour  to  Oklahoma  City  and  Tulsa.  Miss 
Morse,  whose  father  is  a  minister  at  Allen, 
Okla.,  made  an  airplane  flight  to  her  home 
town,  between  dates  in  Oklahoma  City,  to  sing 
there.  She  was  accompanied  by  her  mother, 
whose  first  flight  it  was. 

Incidentally,  Miss  Morse  sang  in  Oklahoma 
City  for  the  Chamber  of  Commerce,  Rotary 
and  that  city's  Advertising  Club,  besides  filling 
regular  dates  at  the  Orpheum  Theatre,  and 
autographing  records  at  various  dealers'  stores. 
Following  her  tour,  N.  B.  Smith,  Columbia 
branch  manager  at  St.  Louis,  was  the  recipient 
of  many  enthusiastic  letters  about  this  exclusive 
Columbia  record  artist. 


Foster  &  Waldo  Ad. 
Features  Freshman 


Foster  &  Waldo,  one  of  the  largest  radio 
stores  in  the  Northwest,  located  at  Minneapolis, 
Minn.,  recently  featured  the  Freshman  line  of 
electric  radios  in  a  striking  full-page  advertise- 
ment in  the  Minneapolis  Evening  Tribune.  This 
page  pointed  out  that  the  Freshman  Electric  is 
featured  by  America's  great  music  stores,  and 
reproduced  an  advertisement  appearing  in  many 
national  magazines. 


TYPE  M  RECORDING  WAX 

Developed  for  Electrical 
Recording.  Works  at  70°  or 
Normal  Room  Temperature 

F.  W.  MATTHEWS 


Harbour-Longmire 
Will  Double  Space 

Half-Million-Dollar  Addition  to  Be  Made 
to  Present  Quarters  of  Oklahoma  City 
Retail  and  Columbia  Jobbing  Firm 

Oklahoma  City,  Okla.,  March  6. — Ground  was 
recently  broken  for  the  construction  of  a  $500,- 
000  addition  to  the  Harbour-Longmire  Co. 
Building  on  West  Main  street,  this  city.  This 


Harbour-Longmire  Headquarters 

organization,  which  is  one  of  the  leading  retail 
establishments  in  this  section  of  the  country, 
is  also  a  distributor  of  Columbia  Viva-tonal 
phonographs  and  Columbia  New  Process 
records. 

The  new  building  is  to  be  built  in  exact  dupli- 
cation of  the  present  nine-story  structure  occu- 
pied by  the  company  for  the  past  three  years 
and  will  join  it  on  the  West  side.  The  West 
wall  of  the  present  store  will  be  removed  and 
the  grand  staircase  and  mezzanine  floor  will  be 
extended,  a  second  stairway  duplicating  the 
present  one,  the  two  stairs  connecting. 

The  addition  will  allow  the  Harbour-Long- 
mire organization  200,000  square  feet  of  floor 
space,  the  largest  and  most  modern  plant  de- 
voted to  music  and  furniture  lines  between 
Chicago  and  the  Pacific  Coast.  The  building 
will  be  ready  for  occupancy  by  December  1  of 
this  year. 


Make  Records  of 
Broadcast  Programs 

An  innovation  in  radio  hearings  was  intro- 
duced recently  when  phonograph  records  of 
broadcast  programs  were  played  before  the 
Federal  Radio  Commission  to  give  the  com- 
missioners an  opportunity  to  pass  on  the  merits 
of  the  actual  programs. 


New  Store  Opening 

Miami,  Okla.,  March  6.— The  formal  opening 
of  Hoffman's  Music  Co.,  26  North  Main  street, 
was  held  recently  with  appropriate  ceremonies. 
Jimmy  Collin's  Orchestra  entertained  visitors 
throughout  the  day,  and  a  souvenir  was  pre- 
sented to  every  visitor.  A  complete  line  is 
carried,  including  phonographs,  radio  receivers, 
pianos,  band  instruments,  records  and  an  ex- 
tensive stock  of  sheet  music. 


MICA  DIAPHRAGMS 

For  Loud  Speakers  and  Talking  Machines 
RADIO  MICA 

American  Mica  Works 

47  West  Street  New  York 
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Two  New  Models 


announced  January  1st,  1921 


and 


ERE  are  two  new  leaders  in  the  "Samuels"  line  —  each  an  outstanding  value.  A  popular  low- 
priced  Consolette  and  an  ultra-beautiful  Full  Console  type.  You  will  recognize  in  these  two 
numbers,  style,  beauty  and  quality  that  attracts.  The  performance  of  the  instruments  themselves 
extremely  low  prices  at  which  you  can  retail  them,  assure  a  profitable  business  for  you. 


the 


Consolette  Cabinet  of  genuine  two-tone 
Mahogany  or  Walnut  Veneer.  Height,  38 
inches.  Width,  \9'/2  inches.  Depth,  20  inches.  Equipped  with  United 
Motor  and  latest  style  "S"  tone  arm  and  reproducer.  Cabinet  has 
built-in  double  record  compartment  and  new  type  horn  of  excep- 
tional tone  qualities.  All  metal  parts  heavily  nickeled.  The  Leon  C. 
Samuels  Corporation's  price  on  No.  404  will  surprise  you. 


MELLOWT 
.PHONOGRAPH^. 
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Full  Console  type  of  unusual  beauty. 
Height,  43  inches.  Width,  31  inches. 
Depth,  2 1  inches.  Cabinet  of  choicest 
matched  two-tone  Walnut  veneers, 
with  removable,  silk-covered  Grille 
in  beautiful  two-tone  green  lacquer 
finish.  All  metal  parts  heavy  gold 
plated.  Four  record  albums. 
Equipped  with  famous,  silent  wind- 
ing, worm  geared  United  Motor, 
"S"  tone  arm  and  the  latest  Audak 
Reproducer. 

The  price  at  which  we  are  offer- 
ing this  new  number  will  interest 
you.  Write  for  it  today. 

New  catalog  folder  of  the  complete 
L.  C.  Samuels  Corporation  line  mailed 
Free  to  any  dealer. 

EXECUTIVE  OFFICES 


>amu 

Permanent  Exhibit:  American  Furniture  Mart,  Chicago 


Each  month  W. 
Braid  White  will 
suggest  methods 
of  s  t  i  mulating 
retail  sales  of 
high-class  music 


Creating  a  Record 
Demand  for  Finest  Music 


WITH  a  pride  quite  understandable  in  the 
circumstances,  the  Columbia  Phonograph 
Co.  is  announcing  its  issuance  of  a  new 
album  of  records,  containing  electrically 
recorded  excerpts  from  the  Wagnerian  music 
dramas,  Parsifal,  Siegfried,  Valkyrie  and  the 
Rhinegold.  When,  however,  I  say  that  a  tone 
of  pride  is  quite  understandable  in  the  circum- 
stances, the  emphasis  is  on  the  last  word.  For 


Licensed  under  Andrews-Hammond  Patent 


Every  Owner 

of  a  battery-operated 
radio  set 

is  a  Prospect 

Containing  no  battery  in  any  form, 
Balkite  Electric  "AB"  converts  any  re- 
ceiver into  an  AC  set,  without  chargers, 
without  "A"  batteries,  without  "B" 
batteries,  and  operating  only  during 
reception.  Instead  of  having  been  made 
obsolete  by  the  demand  for  AC  sets, 
it  has  been  made  more  popular  than 
ever  before. 

The  demand  for  AC  reception  is  so 
enormous  that  the  volume  of  business 
Balkite  Electric  "AB"  will  bring  you  is 
entirely  a  question  of  how  thoroughly  you 
go  after  the  market.  Every  owner  of  a 
good  battery  set  is  a  prospect.  Get  be- 
fore him  the  story  that  Balkite  Electric 
"AB"  will  make  his  set  a  modern,  up-to- 
date  AC  receiver,  equal  in  performance 
to  any  receiver  on  the  market.  Work  out 
a  systematic  method  of  getting  in  touch 
with  set  owners,  and  put  into  effect  at 
once.  It  will  produce  sales  and  profits  for 
you.  Two  models:  #64.50  and  #74.50. 
Ask  your  jobber.  Fansteel  Products  Co., 
Inc.,  North  Chicago,  Illinois. 

F-HISteeL  "I 

Balkite 
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By  W.  Braid  White 

the  circumstances  in  which  these  records  were 
made  were  in  every  way  unprecedented.  It  is 
not  merely  that  the  recording  was  done  elec- 
trically, for  that  is  to-day  become  the  regular 
method.  It  is  not  that  they  were  taken  from  an 
actual  performance,  for  that  too  has  been  done 
over  and  over  again.  It  is,  in  the  present  case, 
the  fact  that  the  recording  was  actually  done  at 
the  Wagner  Theatre,  in  Bayreuth,  during  the 
1927  Wagner  festival  and  under  the  direct  super- 
intendence of  Siegfried  Wagner,  the  composer's 
only  son  and  the  present  custodian  of  the  Wag- 
ner tradition.  The  event  thus  becomes  unique, 
a  tribute  as  much  to  the  courage  and  farsighted- 
ness of  the  Columbia  Co.  as  to  the  open-mind - 
edness  of  the  Wagner  family. 

Any  man  who  can  see  that  the  phonograph 
business  of  the  present  and  the  future  will 
stand  or  fall  by  the  success  or  failure  of  the 
high-class  record  will  find  it  worth  his  while  to 
pay  special  attention  to  what  I  say  here,  for  if 
only  those  who  have  on  their  hands  the  selling 
of  high-class  records  will  take  the  trouble  to 
interest  themselves  in  the  knowledge  necessary 
to  their  successful  selling,  all  will  be  well.  On 
the  other  hand,  it  is  the  merest  insanity  to  de- 
cline to  take  the  slightest  interest  in  a  high- 
class  article  which  is  given  one  to  sell,  and  then 
to  declare  that  it  does  not  sell  easily.  Granted 
(hat  a  record  of  dance  music  or  of  a  song  which 
has  been  made  popular  overnight  by  Eddie 
Cantor  is  easier  to  sell,  yet  one  low-priced 
record  must  'be  sold  to  many  customers,  many 
times  over  at  the  rate  of  one  record  per  person, 
to  match  the  profit  on  the  sale  of  one  album 
set  of  high-class  music  to  one  person.  What 
is  more,  the  buyer  of  one  such  set  will  tell  his 
or  her  friends  who  are  of  like  mind,  will  ad- 
vertise the  merits  of  the  thing  enthusiastically 
and  so  will  bring  around  others  who  so  far 
have  been  ignorant  of  the  beauties  of  the  mod- 
ern phonograph.  I  wonder  how  many  dealers 
are  making  the  slightest  effort  to  cultivate  the 
very  rich  soil  which  is  provided  by  the  tens  of 
thousands  who  make  up  that  intelligent  mi- 
nority of  music  lovers,  growing  greater  each 
year  in  point  of  numbers  and  still  greater  in 
point  of  taste  and  of  willingness  to  gratify 
taste.  I  wonder  how  many  dealers  even  know 
that  this  field  for  their  talents  exists.  Until 
they  do  know  and  can  honestly  say  that  they 
have  cultivated  this  field,  they  should  not  talk 
nonsense  about  the  difficulty  of  selling  high- 
class  records.  Most  of  the  prospective  buyers 
don't  even  know  that  the  stuff  is  to  be  had! 
Back  to  Bayreuth 

But  to  go  back  to  our  Bayreuth.  Let  us 
first  get  a  background.  By  far  the  most  suc- 
cessful, powerful  and  thrilling  operatic  works 
ever  composed  by  any  man  have  been  the 
operas  and  music  dramas  of  Richard  Wagner. 
The  names  of  Tannhaeuser,  Tristan,  the  Master- 
singers,  Lohengrin,  The  Ring  and  Parsifal  are 
known  all  over  the  world.  The  operas  have 
been  performed  in  almost  every  corner  of  west- 
ern civilization  over  and  over  again.  No  opera 
management  would  dream  of  a  season  without 
at  least  some  Wagnerian  performances.  Such 
set  pieces  as  the  Overture  to  Tannhaeuser,  the 
Magic  Fire  Scene  and  the  Ride  of  the  Valkyries 
from  the  third  Opera  of  the  Nibelung's  Ring, 
the  Overture,  the  Quintet  from  the  third  act 
and  the  Prize  Song,  from  the  Mastersingers,  the 
Flower  Maidens'  Scene  from  Parsifal,  etc.,  etc., 
have  been  performed  separately  in  concert  in- 


Intelligent  pro- 
motion of  sales 
of  good  music 
means  more  sub- 
stantial success 
for  the  retailer 


numerable  times,  and  have  been  arranged, 
simply  on  their  merits  as  sheer  music  without 
words  or  action,  for  every  imaginable  instru- 
ment or  combination  of  instruments,  from 
symphony  orchestras  down  to  piano  and  cornet 
duos.  For  all  I  know  some  one  has  arranged 
the  Prize  Song  for  the  mouth  organ  with  banjo 
accompaniment,  and  I  am  sure  it  has  been  done 
lor  saxophone  with  piano  on  the  side. 

Best  Sellers 

If  one  examined  the  facts  one  would  probably 
find  that  the  music  of  Wagner's  Operas  and 
music  dramas  is  in  general  more  familiar  than 
the  music  of  any  other  man,  classic  or  popular. 
It  has  been  a  standby  for  fifty  years  and  as  yet 
shows  not  the  least  sign  of  old  age.  To  say 
that  it  will  not  sell  is  absurd.  It  does  sell,  and 
sell  big.  It  has  been  selling  big  for  fifty  years, 
and  is  selling  to-day  as  big  as  ever.  Why 
should  it  not  sell  in  the  unique  form  of  phono- 
graph records,  with  all  the  power,  the  volume, 
the  authority  and  the  expression  of  the  origi- 
nal performance?  The  answer  simply  is,  that  it 
will  .  .  .  and  does  ...  to  the  right  people! 
A  Bit  of  History 

Richard  Wagner  had  about  given  up  hope  of 
ever  obtaining  due  recognition  and  support  for 
his  gigantic  work  of  producing  an  entirely  new, 
highly  organized,  and  powerful  conception 
and  embodiment  of  music  and  drama  in  operatic 
combination,  when  he  received  a  sudden  and 
unexpected  invitation  from  the  King  of  Bavaria, 
to  come  to  Munich,  and  to  carry  out  his  vast 
plans  in  peace,  with  money,  leisure  and  au- 
thority at  his  command.  This  was  in  1868,. 
The  art-loving  and  eccentric  King  Ludwig  had 
heard  Wagner's  music,  had  fallen  in  love  with  it 
and  with  the  romantic  ancient  German  legends 
which  form  the  bases  of  the  Operas,  and  had 
determined  to  provide  the  means  to  make  the 
great  treasure  available  to  the  world.  Wagner 
accepted  with  joy.  His  benefactor  soon  found 
indeed  that  political  and  other  intrigues  against 
Wagner  tended  to  become  irritating,  and  he 
then  consented  to  the  composer's  settling  down 
in  the  little  town  of  Bayreuth  near  Munich, 
where  he  might  erect  a  theatre  for  himself,  spe- 
cially designed  to  carry  out  perfect  perform- 
ances of  his  works,  and  safely  removed  by  dis- 
tance from  artistic,  political  or  social  jealousies. 
The  Festspielhaus 

With  the  help  of  King  Ludwig  and  through 
the  generous  aid  of  Wagner  Societies  which 
sprang  up  all  over  the  continent  of  Europe,  in 
Great  Britain  and  in  the  United  States,  the 
great  Festspielhaus  (festival  opera  house)  at  the 
little  village  of  Bayreuth  was  duly  built,  and  was 
opened  to  the  public  for  the  first  time  forty-six 
years  ago,  with  a  performance  of  Parsifal  (just 
completed)  only  a  few  months  before  Wagner's 
sudden  death.  Ever  since  then,  each  year  has 
seen  a  repetition  of  the  Wagner  performances, 
before  audiences  coming  from  all  over  the 
world.  The  Wagner  family  has  managed  the 
business  end  of  the  great  enterprise  and  Sieg- 
fried Wagner,  the  composer's  only  son,  has  been 
chief  conductor  for  many  years.  Great  artists 
from  every  country  in  the  world  have  been 
happy  to  sing  at  Bayreuth  for  extremely  mod- 
erate fees,  knowing  that  the  prestige  of  an 
appearance  on  that  historic  stage  outweighs  any 
matter  of  money.  The  standard  of  orchestra, 
chorus,  rehearsal,  scene  painting  and  of  every 
other  accessory  has  been  always  extraordinarily 
(Continued  on  page  42) 
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OOD  PACKING  CAiSjBS; 


real  economy  for  Phonograph  a 
Radio  Manufacturers 

Quick,  dependable  deliveries  direct     of  container  ...  a  freight  saving  of 


from  factory  or  assembling  plant  .  .  . 
a  slashing  of  the  usual  assembling  time 
if  delivered  in  shook  ...  a  pro- 
tection for  radios  and  phonographs 
superior  to  that  given  by  any  other  type 


surprising  proportions  ...  a  handsome 
appearance  that  is  a  credit  to  any  user — 
these  are  but  a  few  of  the  advantages 
that  make  Atlas  Cases  a  genuine  economy 
for  phonograph  and  radio  shipments. 


CARRY  THE  WEIGHT  -  fi/J  VE  FREIGHT 


ATLAS    PLYWOOD  COHPOHATICN 


Park  Square  Building,  Boston,  Mass. 

New  York  Office:   Chicago  Office: 

90  West  Broadway       649  McCormick  Building 
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Braslau  and  String 
Quartet  Broadcast 

Sophie  Braslau,  Contralto,  and  Musical 
Art  Quartet  Heard  During  Columbia 
Co.'s  Celebrity  Hour  on  March  7 

The  Columbia  Phonograph  Co.  Celebrity 
Radio  Hour  on  March  7  brought  before  the  mi- 
crophone for  the  entertainment  of  the  vast 


Sophie  Braslau 

audience  who  listen-in  on  the  programs  broad- 
cast over  the  stations  comprising  the  network 
of  the  Columbia  Broadcasting  System  two 
artists  whose  previous  broadcast  over  the  same 
chain  last  Fall  brought  a  deluge  of  congratula- 
tory messages  from  listeners-in.     They  were 


Musical  Art  Quartet 

Sophie  Braslau,  contralto,  and  the  Musical  Art 
Quartet,  exponents  of  chamber  music. 

Miss  Braslau,  who  since  her  last  radio  appear- 
ance has  been  engaged  on  an  extensive  and 
highly  successful  concert  tour,  was  heard  in  a 
program  which  included  two  Schubert  songs, 

PHONOGRAPH 
MOTORS 


WIDE  variety  of 
Motors  made  by 
Hermann  Thorens, 
Ste.  Croix,  Switzer- 
land, Manufacturer 
of  Europe's  most 
celebrated  phono- 
graph motor. 

High  quality  —  rea- 
sonably priced.  In 
different  capacities, 
playing  up  to  10 
records. 


THORENS,  Inc. 

Sole  Distributors  for  U.  S.  A. 
450  Fourth  Ave.      New  York  City 
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the  first  of  Columbia's  forthcoming  extensive 
items  from  this  composer's  works,  in  com- 
memoration of  the  hundredth  anniversary  of 
his  death.  The  Musical  Art  Quartet  played 
the  Haydn  Quartet,  Opus  54,  and  a  variety  of 
old  English  and  American  compositions.  The 
Columbia  Symphony  Orchestra,  under  the  di- 
rection of  Robert  Hood  Bowers,  was  also  heard. 
All  of  the  participants  in  the  program  record 
exclusively  for  the  Columbia  catalog. 


Declares  Radio  Is 

a  Public  Service 


Interesting  Addresses  Featured  Luncheon 
Meeting  of  the  Radio  Manufacturers' 
Association  in  New  York  City 

Radio  will  come  to  a  "dead  end"  in  its 
progress  unless  research  engineers  direct  their 
attention  upon  new  angles  of  development, 
John  V.  L.  Hogan,  past  president  of  the  In- 
stitute of  Radio  Engineers,  warned  the  Radio 
Manufacturers'  Association  at  their  monthly 
luncheon  meeting  at  the  Hotel  Commodore, 
February  24.  He  said  that  for  the  past  five 
years  the  tendency  had  been  to  drift  into  the 
"easiest  way  channel." 

"The  first  twenty-five  years  of  radio's  thirty- 
year  life  was  marked  by  development  of  rad- 
ical and  new  ideas.  To-day  it  is  not  merely 
a  business  but  a  public  service,"  said  Mr. 
Hogan.  "In  any  line  of  endeavor  we  frequently 
come  to  a  dead  end  or  rut,  but  we  can  dodge 
it  in  radio  by  stressing  originality  and  not 
imitation.  It  is  not  enough  merely  to  invent 
or  get  the  idea  on  which  the  Patent  Office  will 
give  a  'piece  of  paper.'  Radio  needs  more  of 
the  men  who  furnish  the  stuff  to  make  the 
idea  workable — to  put  into  practice  and  opera- 
tion that  which  science  has  given." 

Irwin  Kurtz,  president  of  the  Talking  Ma- 
chine and  Radio  Men  of  New  York,  represent- 
ing the  Federated  Radio  Trades  Association, 
whose  convention  in  Milwaukee  he  had  just  at- 
tended, said  the  Federated  Radio  Trades  Asso- 
ciation had  adopted  a  code  of  ethics  similar 
to  that  of  the  Radio  Manufacturers'  Association. 


Panatrope  Exhibited 
to  South  Africans 


The  first  Brunswick  Panatrope  to  be  exhib- 
ited in  South  Africa  was  demonstrated  in  the 
Assembly  Hall  of  the  City  Hall  at  Bloemfon- 
tein,  Union  of  South  Africa,  by  means  of  a  con- 
cert given  by  Messrs.  C.  Bothner  &  C.  Ander- 
son, sole  agents  for  the  Orange  Free  State. 
The  demonstration  was  complete,  in  that  rec- 
ords of  all  classes  were  used,  including  popular 
dance  tunes,  vocal  solos,  instrumental  solos, 
symphonies  and  many  other  record  releases  of 
the  Brunswick  Co.  The  story  of  the  Panatrope 
was  told  to  the  assembled  audience  by  means  of 
attractively  worded  signs  distributed  through- 
out the  auditorium. 


The  O.  K.  Houck  Piano  Co.,  Nashville,  Tenn., 
recently  opened  a  new  store  at  611  Church 
street,  carrying  a  full  line  of  instruments. 


Creating  a  Demand 
for  Finest  Music 

{Continued  from  page  40) 
high,  as  of  course  might  in  the  circumstances 
be  expected.  The  profits  too  have  been  vast 
and  made  the  Wagner  family  very  rich.  During 
the  world  war,  however,  Mme.  Wagner  (still 
living  at  an  age  exceeding  ninety)  invested  most 
of  her  fortune  in  German  war  bonds  which  to- 
day are  virtually  worthless.  Nevertheless,  the 
1927  festival,  at  which  were  made  the  Columbia 
records,  was  a  brilliant  success. 

The  "Mystic  Gulf" 

The  architectural  features  of  the  Bayreutl 
theatre  deserve  a  word  of  description,  for  they 
explain  in  part  the  unusual  quality  and  char- 
acter of  the  recording.  The  orchestra  at  Bay- 
reuth is  sunk  in  a  deep  pit  in  front  of  the  stage. 
This  pit  is  provided  with  some  six  narrow 
ledges  of  platform,  one  above  the  other  slop- 
ing backwards  from  the  footlights.  On  the  top 
platform  stands  the  conductor,  who  thus  can 
see  the  stage  and  be  seen  by  those  on  it,  but 
who  cannot  be  seen  by  the  audience.  A  canopy 
covers  the  orchestra  pit  over  its  whole  width 
save  for  a  narrow  gap  on  the  foot-lights  side, 
through  which  the  music  pours  out  into  the 
upper  air.  Thus,  on  the  one  hand  the  music 
obtains  a  certain  veiled,  mysterious  and  unearth- 
ly character,  and  on  the  other  hand  the  audience 
does  not  have  its  attention  distracted  by  the 
sight  of  waving  arms  and  baton  of  a  conductor, 
the  rising  and  falling  of  violin  bows  or  the  rust- 
lings and  other  noises  inseparable  from  the  en- 
semble when  such  an  orchestra  as  is  needed  for 
a  Wagnerian  Opera  sits  up  on  a  level  with  the 
front  row  of  seats  on  the  main  floor. 

It  was  in  these  unusually  favorable  condi- 
tions, under  the  baton  of  conductors  trained 
thoroughly  in  the  Wagnerian  tradition,  that 
the  Columbia  Co.  recorded  these  selections  from 
Parsifal  and  the  Ring  during  the  actual  per- 
formances on  the  Bayreuth  stage.  The  Bay- 
reuth  orchestra  and  the  Bayreuth  singers  are 
here  heard  at  their  best.  The  achievement  is 
unique  and  the  results  wonderful. 

I  should  not  say  this,  or  anything  like  it,  if 
1  had  not  myself  obtained  and  tried  out  the 
records  at  home  under  domestic  conditions. 
Others,  too,  musician  friends  who  knew  the  mu- 
sic, have  heard  them  in  the  same  circumstances 
and  unite  in  declaring  them  marvelous.  Others 
again,  who  would  probably  be  annoyed  at  being 
mistaken  for  musicians,  have  listened,  have  been 
thrilled  and  have  applauded.  If  these  records 
won't  sell,  in  album  sets,  too,  no  records  will. 


Gold  Seal  Assets 

Total  $1,770,945 


Total  assets  of  $1,770,945  were  shown  in  the 
balance  sheet  of  the  Gold  Seal  Electrical  Co., 
Inc.,  manufacturer  of  Gold  Seal  radio  tubes 
and  subsidiaries  for  the  year  1927.  Current  as- 
sets were  $629,886  and  current  liabilities  $80,895. 
Surplus  was  $621,069. 


The  Lee  S.  Roberts  Co.,  Zenith  dealer,  of 
Oakland,  Cal.,  has  increased  its  floor  space. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3-ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Let    u«    figure    on    your  requirement* 

MADE  BY 

PLYWOOD  CORPORATION,      Goldsboro,  N.  C 

Mills  in  Va.,  N.  C.  and  S.  C. 
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hat  radio 

will  you  be  handling 
five  years  from  now  ? 


Many  names  have  been  born  since 
the  advent  of  radio.  Some  have 
grown  to  importance.  And  of  those 
that  have  attained  prominence, 
some  already  are  on  the  decline  or 
have  passed  entirely  from  the  picture. 

What  radio  will  you  be  handling 
five  years  from  now?  Ten  years? 
Fifteen  years?  ...  If  you  are  a  job- 
ber, or  if  you  are  a  dealer,  this  is 
something  for  you  to  think  seriously 
about.  Radio  is  here  to  stay.  You, 
too,  are  in  business  to  stay  and 
prosper.  Are  you  today  laying  a 
solid  groundwork  in  radio  on  which 
you  can  build  for  the  future? 

The  best  answer  to  this  question 
will  be  found  on  the  name  plates 
of  the  radios  in  your  stock.  Do 
they  speak  unconditionally  as  a  guar- 
antee of  permanence? 

Today  more  than  ever  before,  the  trade  is  looking 
to  Stewart -Warner  as  the  voice  of  authority  in  radio. 
Jobbers  and  dealers  alike  recognize  that  Stewart- 
Warner  is  in  the  business  to  stay.  They  know  that 
the  Stewart-Warner  institution  can  be  depended 
upon  not  only  to  keep  abreast,  but  in  advance  of 
radio  trends. 

These  same  jobbers  and  dealers  have  well-grounded 
confidence  in  the  fact  that  Stewart-Warner  will  be 
here  five,  ten,  fifteen  years  hence.  And  they  also  know 
that  Stewart- Warner  permanence,  Stewart- Warner 
leadership  and  Stewart -Warner  stability  are  factors 
on  which  they  can  safely  build,  not  only  for  today's 
profits  but  for  the  years  to  come. 


A.  C.  is  here!  Stewart-Warner  A.  C!  You've  been  wait- 
ingforA.C!  Now  the  time  is  ripe  to"cash-in"!  Go  out 
and  sell  the  people  in  your  community  who  are  waiting 
to  buy!  1928  is  destined  to  be  a  big  radio  year! 


What  greater  assurance  of  perma- 
nence could  you  ask  than  the 
long-established  Stewart-Warner 
background — twenty  years  of  man- 
ufacturing leadership?  What  greater 
assurance  than  the  good  will  that  is 
summed  up  in  the  name  Stewart- 
Warner?  Than  the  fifty  million 
dollars  of  Stewart- Warner  resources? 

And  this  fact  goes  without  saying: 
Stewart-Warner  can  be  looked  to 
with  assurance  to  lead  the  way  in 
aggressive  radio  advertising  and 
merchandising.  For  twenty  years, 
Stewart-Warner  has  stood  forth  pre- 
eminent in  the  advertising  and  mer- 
chandising of  automotive  products. 
And  during  the  past  four  years  the 
same  progressive  Stewart-Warner 
tendencies  have  been  unmistakably 
impressed  in  the  field  of  radio. 

Today  the  Stewart -Warner  Radio  line  comprises  a 
complete,  distinctive  array  of  models  —  both  A.  C. 
and  D.  C.  —  correctly  priced  and  representing  the 
highest  achievement  in  radio  performance. 

We  want  more  dealers — good  dealers  —  NOW. 
Stewart-Warner  Radio  production  has  been  in- 
creased, and  new  opportunities  for  dealers  are  open 
in  many  territories.  Write  for  details  of  our  propo- 
sition. Don't  wait,  or  you  may  be  too  late.  Write  or 
wire  today. 

STEWART- WARNER  SPEEDOMETER  COR'N 

CHICAGO       -      U.  S.  A. 

20  years  in  business  50  million  dollars  in  resources 

-tt/i  successful  radio  year 


STEWART-WARN  E  R 

^he  voice  of  authority  in  radio 
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If  you  enjoy  good  lively  par- 
ties in  your  home,  with  plenty 
of  snappy  dance  music  and  fun 
that's  real.  Then,  by  all 
means,  buy  an  Allen  Portable 
today. 

The  cost  is  small  but  the  pleas- 
ure it  brings  is  big  and  lasting. 
For  Allen  Portables  have  all 
the  new  musical  features. 
They  play  all  records  perfectly, 
and  give  you  the  snappiest 
music  you' ve  ever  heard.  Your 
choice  of  three  fine  models  in 
attractive  colors! 

The  Allen  Portable  is  the 
modern  musical  instrument  for 
the  home,  apartment,  or  hotel. 
And  just  right  to  take  along  for 
week  ends,  school  or  college! 


,  HEAR  AND  SEE  ,  v 
%THE  DIFf  ERENCE^ 
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The  most  important  thing 
in  the  world  to  any  manu* 
f  acturer  is  Dealer  acceptance 
of  his  product*  This  comes 
only  when  the  product 
steadily  pays  the  Dealer  a 
real  profit,  and  stays  sold* 

We  don't  say  that  all  Dealers 
have  as  yet  accepted  Allen 
Portables*  But  we  do  know 
that  thousands  have,  and 
each  day  many  others  are 
beginning  to  take  advantage 
of  this  profit  opportunity* 

There's  public  acceptance 
too  behind  Allen  Portables* 
People  are  asking  Dealers 
about  them,  and  thos 
Dealers  displaying  the 
are  getting  many  new  cu 
tomers. 


AIXE 

^HLportables 


ALLEN-HOUGH  MANUFACTURING  COMPANY 

Milwau\ee  Wisconsin 

FACTORIES  —  RACINE    and   NEW  YORK 
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The  ad  shown  here  is  one  of 
a  series  running  regularly  in 

the  Saturday  Evening 

POST.  Reaching  3,000,000 
homes,  many  of  them  right 
in  your  own  community* 
Creating  actual  demand, 
and  profitable  business  for 
Dealers  displaying  Allen 
Portables* 

Enjoy  this  ready  business  now  with 
the  one  line  of  Portables  built  by  ex* 
perience  to  your  measure*  Just  call 
upon  the  "Live-Wire"  Distributo 
nearest  you  for  samples  and 
Service  Helps*    Or  write  us  di 
for  colorful  free  catalog  and  local 
Distributor's  address* 


DIFFEREN 
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NOW! 

Farrand 

SPEAKERS 
Especially  designed  for 

CONSOLE  CABINET 

USE 


AN  ANNOUNCEMENT 

OF  UNUSUAL  IMPORT  TO 
Receiver  Manufacturers,  Furniture 

Manufacturers,  Radio  Jobbers  and  Dealers 
s  / 

AVAILABLE  IN  TWO 
Attractively  Priced  MODELS 

Complete  information  will 
be  furnished  upon  request. 


FARRAND  MANUFACTURING  CO.,  INC. 

Metropolitan  Building        LONG  ISLAND  CITY,  N.Y. 
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Victor  T.  M.  Co/s  1927 

Sales  Total  $46,886,842 

Annual  Report  of  President  E.  E.  Shumaker  Shows  Profit  of  $7,269,523.03 — Current 
Assets  of  Company  Are  $29,740,664.63 — Initial  Dividend  on  Common  Stock 


The  substantial  growth  of  the  business  of 
the  Victor  Talking  Machine  Co.  during  the 
year  1927,  the  first  year  of  operation  under  the 
new  capitalization  of  the  company,  as  indicated 
by  the  annual  report  just  made  public,  is  a 
tribute  to  the  efficiency  of  the  officials  and 
executives  of  the  company,  as  well  as  to  the 
excellence  of  the  line  of  Orthophonic  instru- 
ments and  records.  E.  E.  Shumaker,  president, 
pointed  out  that  net  sales  were  considerably 
in  excess  of  those  in  the  year  preceding,  and 
that  the  1928  outlook  is  favorable,  with  the 
Victor  Co.'s  facilities  amply  prepared  to  make 
the  most  of  the  opportunity  for  maximum 
business  in  both  the  Victor  Orthophonic 
line  of  instruments  and  records. 

The  official  statement  shows  net  income  of 
the  company  for  the  fiscal  year  ended  Decem- 
ber 31,  1927,  was  $7,269,523.03.  The  net  profit 
of  $7,269,523.03,  is  equal,  after  deducting  annual 
dividend  requirements  of  the  prior  preference 
and  convertible  preferred  stocks,  to  $8.93  per 
share  of  common  stock;  and  after  deducting 
also  the  annual  prior  preference  stock  sinking 
fund  appropriation,  to  $7.83  per  share  of  com- 
mon stock. 

In  transmitting  the  report  of  the  board  of 
directors,  E.  E.  Shumaker,  president  of  the  Vic- 
tor Co.,  calls  attention  to  the  fact  that  net  sales 
of  $46,886,842.11  for  the  year  exceeded  those 
of  1926  by  $224,738.38.  He  also  states  that  di- 
rect export  business  of  the  company  showed 
substantial  growth  during  the  year,  and  repre- 
sented approximately  15  per  cent  of  the  total 
sales  for  1927.  Included  in  the  item  of  "other 
income"  (income  not  derived  from  net  sales  of 


Helycon  Motors 

Precision  Built 

The  use  of  the  Helycon  Motor 
has  proven  profitable  to  makers 
of  phonographs  because  of: 

— ease  of  installation 

— its  few  parts 

— the  interchangeability  of 
parts 

— absence  of  trouble  when  in- 
stalled. 

No  dimension  of  any  Helycon 
Motor  has  ever  been  changed. 
Helycon  Motors  are  precision 
built  to  furnish  smooth,  silent, 
dependable  power. 


the  company)  are  dividends  of  $538,310.75  from 
shares  owned  by  the  Victor  Co.  in  the  Gramo- 
phone Co.,  Ltd.,  of  England,  and  $40,008  re- 
ceived on  shares  owned  in  the  Victor  Talking 
Machine  Co.  of  Canada,  Ltd. 

The  financial  position  of  the  company,  as  set 
forth  on  the  consolidated  balance  sheet,  shows 


Edward  E.  Shumaker 

current  assets  of  $29,740,664.63,  against  current 
liabilities  of  only  $4,860,378.83.  The  president 
also  points  out  that  the  investment  in  foreign 
affiliated  companies  of  $7,714,205.98  is  an  in- 
crease of  $3,969,205.49  over  December  31,  1926. 


This  increased  investment  is  represented  by 
payments  on  stock  owned  in  the  Gramophone 
Co.,  Ltd.,  and  the  acquisition  of  additional 
shares  in  the  Victor  Talking  Machine  Co.  of 
Canada,  Ltd.  It  includes  also  an  investment 
of  $317,299.04  in  the  Victor  Talking  Machine 
Co.  of  Japan,  Ltd.,  which  was  organized  late 
in  1927.  The  company  also  adjusted  through 
surplus  its  investment  in  the  Gramaphone  Co. 
and  the  Canadian  Co.  on  a  basis  of  their  1927 
book  values,  this  adjustment  amounting  to  an 
increase  of  $845,283.57.  Against  this  is  an  ap- 
propriation for  trade  adjustments  and  contin- 
gencies, aggregating  $556,779.28.  The  consoli- 
dated statement  of  surplus  shows  a  balance,  as 
of  December  31,  1927,  of  $6,142,141.70.  A  cash 
investment  of  $1,200,000  was  made  in  three  do- 
mestic wholesale  distributing  companies  during 
the  year.  During  1927  the  scientific  research 
and  development  department  of  the  company 
also  was  substantially  strengthened. 

"It  is  the  settled  policy  of  your  management 
to  make  liberal  appropriations  for  scientific  re- 
search and  development  work,"  said  Mr.  Shu- 
maker in  transmitting  the  report.  "During  the 
year  this  department  has  been  further  strength- 
ened and  much  important  work  has  been  un- 
dertaken. The  outlook  for  1928  is  favorable, 
and  your  company  is  entering  the  new  year 
with  large  manufacturing  schedules,  adequate 
facilities  and  a  competent  organization." 

The  board  of  directors  of  the  Victor  Talking 
Machine  Co.  on  February  24  declared  the  fol- 
lowing quarterly  dividends  to  stockholders  of 
record  at  the  close  of  business  on  April  2,  1928: 
$1.75  per  share  on  preferred  stock  (sixty-nine 
shares  old  stock  outstanding),  payable  April  15, 
1928;  $1.75  per  share  on  7  per  cent  cumulative 
prior  preference  stock,  payable  May  1,  1928; 
$1.50  per  share  on  $6  cumulative  convertible 
preferred  stock,  payable  May  1,  1928;  $1  pet- 
share  on  the  common  stock,  payable  May  1. 
1928.  This  is  an  initial  dividend  on  the  common 
stock,  placing  it  on  a  dividend  basis  of  $4  per 
vear. 


Power ! 


Helycon  Motor  No.  102  pro- 
vides ample  power  for  the 
new  electrically  recorded 
records.  Smooth,  silent,  de- 
pendable power. 


Power ! 


Power  to  play  from  four  to 
four  and  a  half  10-inch  rec- 
ords with  unvarying  speed 
with  one  winding. 


No.  102 


Illustrated  catalogue  of  Helycon  Motors,  Tone  Arms 
and  Reproducers  sent  on  request 

POLLOCKWELKER,  Limited 


Kitchener,  Ontario,  Canada 

Established  1907 


Cable  Address:  Polwel,  Kitchener. 


Code:  A.B.C.,  5th  Edition,  Bentley's 
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Price  means,  nothing  by  itself.  .  .  no  radio 
store  can  make  good  permanently  with 
cheap  merchandise  .  .  .  there  are  far  more 
people  trading  up  than  trading  down  .  .  . 

sell  something  when  you  sell  something! 


KOL 


Enjoy    the  KOLSTER 
over    the  nation-wide 
Every  Wednesday 


FAMOUS 
Columbia 
9    to    10  P. 


COMPOSERS  HOUR 
Broadcasting  System. 
M .    Eastern  Time 
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When  1928  is  over  Kolster 
dealers  will  have  a  story  to  tell 
about  the  success  of  quality 
radio  that  will  make  others 
wish  they  too  had  foreseen  the 
trend  of  the  industry.  Use  the 
coupon  and  let  us  tell  you 
more  about  it. 


TER 


FEDERAL- BRANDES,  Inc 


200  MT.  PLEASANT  AVENUE 


NEWARK,  N.  J. 


1928,  Federal-Brandes,  Inc. 


Please  let  me  know  if  there  is  room  for  another  Kolster  dealer  in  my  locality. 
Name  


Street . 


City. 


.  State . 
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Unusual  Window  Displays  Bring 
Trade  to  Two  Retail  Merchants 

Dorn  Music  Co.,  of  West  New  York,  N.  J.,  and  Innes  Music  Co.,  Wichita,  Kans.,  Fea- 
ture Stromberg-Carlson  Radio  Sets  in  Manner  That  Arouses  Interest 


One  of  the  mediums  which  Stromberg-Carl- 
son radio  dealers  throughout  the  country  have 
been  using  with  great  success  in  stimulating 


other  items  which  had  been  unearthed  in  the 
search,  grouped  about  the  receiver.  To  one  side 
a  spade  rests  against  the  side  of  the  display  and 
a  tree  stump  occupies  the  other  side. 

The  second  display  pictured  occupied  the 
show  window  of  the  Innes  Music  Co.,  Wichita, 
Kan.,  and  emphasized  the  home  atmosphere. 
Officials  of  the  retail  firm  state  actual  observa- 
tion showed  that  nine  out  of  every  ten  persons 
who  passed. this  window  stopped.  The  ex- 
tremely lifelike  figure  of  the  lady  of  the  house 
listening  to  a  program  in  a  pose  of  ease  and  re- 
laxation, the  pillows  grouped  carelessly  on  the 
floor,  the  simple  yet  elegant  furnishings  of  a 


Window  Display  of  Dorn  Music  Co. 

sales  is  that  of  presenting  the  radio  products  in 
attractive  settings  in  window  displays.  The 
Stromberg-Carlson  Tel.  Mfg.  Co.,  of  Rochester, 
N.  Y.,  manufacturer  of  this  popular  radio  line, 
has  fostered  this  method  of  business  building 
and  has  prepared  and  distributed  among  its 
representatives  artistic  aids  to  assist  dealers  in 
preparing  window  dressings  that  are  in  har- 
mony with  the  beauty  and  quality  of  this  in- 
creasingly popular  product. 

The  two  photographs  reproduced  herewith 
are  typical  of  the  manner  in  which  Stromberg- 
Carlson  radio  receivers  and  loud  speakers  are 
being  presented  to  the  public.  The  display  of 
the  Dorn  Music  Co.,  of  West  New  York,  N.  J., 
presents  a  single  Treasure  Chest  receiver  and 
the  entire  display  stresses  the  atmosphere  of  a 
successful  treasure  hunt.  The  floor  of  the 
window  is  covered  with  sand  and  with  a  mis- 
cellany of  articles,  including  broken  bottles  and 


Innes  Music  Co.'s  Fine  Display 

room  in  a  home  of  refinement,  all  tended  to 
create  an  atmosphere  that  attraced. 

These  photographs  were  selected  from  a  great 
number  that  were  received  at  the  Stromberg- 
Carlson  Tel.  Mfg.  Co.  offices.  While  the  man- 
ner of  display  was  decidedly  different,  the  ef- 
fect remained  the  same,  that  is,  an  effective,  eye- 
arresting  presentation  of  the  Stromberg-Carlson 
receiver  as  an  instrument  of  quality  and  dis- 
tinction. 


Sherman,  Clay  Stores  Add 

Kolster  Line  of  Receivers 


Sherman,  Clay  &  Co.,  operating  a  chain  of 
forty  retail  stores  on  the  Pacific  Coast,  with 
headquarters  in  San  Francisco,  have  been  fran- 
chised  by  Federal-Brandes,  Inc.,  as  authorized 
Kolster  dealers  and  will  in  future  carry  a  com- 
plete line  of  Kolster  radio  sets  and  power 
speakers  in  each  of  their  stores.  They  are  also 
retail  representatives  of  the  Columbia  Phono- 
graph Co.,  and  handle  Columbia-Kolster  elec- 
tric phonographs  employing  the  electric  pick-up 
and  reproducer  made  by  Federal-Brandes,  Inc. 

"This  is  an  event  of  importance,"  said  Ellery 


Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


W.  Stone,  president  of  Federal-Brandes,  Inc.,  in 
commenting  upon  the  new  alliance.  "To  have 
Sherman,  Clay  &  Co.  endorse  Kolster  radio  is 
a  source  of  great  pride  to  us  because  it  means 
that  one  of  the  greatest  houses  of  America, 
maintaining  a  high  standard  in  the  selection  of 
its  goods,  is  recommending  Kolster  to  its 
friends  in  forty  different  communities.  This 
prominent  chain  of  stores,  developed  under  the 
personal  management  of  the  founding  family  for 
two  generations  and  which  has  built  an  enviable 
reputation  for  musical  merchandise  over  a 
period  of  fifty-seven  years,  is  adding  a  signifi 
cant  guarantee  to  the  quality  of  Kolster  Radio 
which  should  be  reflected  in  increased  activity 


TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  reputation  (or  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  O.  STREET,  WASHINGTON,  D.  C. 
204-6-8-10  CTi&Y  ST.,  BALTIMORE  MD. 


MICA 
DIAPHRAGMS 

Immediate  delivery — all  sizes 
Send  for  free  samples  and  prices 
All  Mica  Products 

INTERNATIONAL  MICA  CO. 

B«rln§  131   PHILADELPHIA,  PA.    FIImm.  Phlla. 


for  Federal-Brandes.    Kolster  sales  now  rank 

third  in  volume  in  the  American  market  and  the 
outlook  for  the  new  year  is  particularly  bright." 


Freshman  Co.  Host 
to  Representatives 

Eighteen  Philadelphia  Dealers  Attend 
Luncheon  Sponsored  by  Freshman  Co. 
— Sales  Policies  for  1928  Discussed 


Eighteen  Philadelphia  dealers  were  recently 
entertained  at  luncheon  in  the  Ben  Franklin 
Hotel  by  the  Charles  Freshman  Co.,  Inc.,  manu- 
facturer of  the  Freshman  all-electric  radio  re- 
ceivers. H.  N.  McMenimen,  Pennsylvania  rep- 
resentative, presided  and  addresses  were  made 
by  James  C.  Frye,  assistant  sales  manager,  and 
W.  S.  Taussig,  production  executive.  Mr.  Frye 
spoke  on  the  Freshman  sales  policies  and  made 
many  suggestions  as  to  ways  and  means  where- 
by the  assembled  dealers  can  increase  sales  in 
1928.  Mr.  Taussig  explained  the  organization's 
factory  methods  and  answered  technical  ques- 
tions asked  by  those  present. 


Appoints  Merchants' 
Convention  Group 

C.  J.  Roberts,  president  of  the  National  As- 
sociation of  Music  Merchants,  has  appointed 
the  following  as  members  of  the  Convention 
Committee:  Louis  Schoenewald,  chairman; 
Alex  McDonald,  Frank  J.  Bayley,  C.  B.  Amor- 
ous, Shirley  Walker  and  E.  Paul  Hamilton. 
The  function  of  this  committee  will  be  to  dis- 
cuss and  prepare  plans  for  the  business  ses- 
sions of  the  Merchants'  Association  to  be  held 
during  the  annual  convention  beginning  June 
4,  1928,  at  the  Hotel  Commodore,  New  York. 


Libby's  Music  Shop 
to  Open  March  12 

Indianapolis,  Ind.,  March  6. — The  formal  open- 
ing of  Libby's  Music  Shop,  Fountain  Square 
Theatre  Building,  this  city,  will  take  place  on 
March  12.  The  Orthophonic  Victor  talking 
machine  line  will  be  carried  as  will  Allen  port- 
ables and  Victor,  Brunswick  and  Columbia 
records.  The  store  is  owned  by  Miss  Eliza- 
beth Luthmeos,  formerly  with  the  record  de- 
partment of  the  Wilson  Stewart  Co.,  and  Ar- 
thur G.  Gresham,  who  has  been  connected  with 
the  Brunswick  Co.  for  the  past  seven  years. 


The  Columbia  Phonograph  Co.,  New  York 
City,  recently  issued  a  booklet  containing  a 
complete  listing  of  Hawaiian  selections  on  Co- 
lumbia New  Process  records.  All  of  the  selec- 
tions listed  have  been  recorded  electrically. 


COTTON  FLOCKS 

Air  floated,  all  injurious  foreign  matter  eliminated 
for 

Record  and  Radio  Mannfactaring 

THE  PECKHAM  MFG.  CO.  23$?A%T 
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roducers 

With  the  S 'olden  Jone  " 
More  Profits  Under  the  Sun— 

For  the  dealer  who  knows  the  type  M-28  Sun  Reproducer  with  its 
Willett  patented  diaphragm  is  the  most  valuable  contribution  to  the 
art  of  sound  reproduction.  This  quality  reproducer  is  guaranteed 
to  eliminate  excessive  surface  noise,  blasting  and  metallic  shrill  and 
yet  gives  a  powerful  volume,  with  a  tone  quality  that  is  full  throated 
and  real  as  life  itself.  Nothing  made  will  surpass  this  performance. 
Regardless  of  price  or  claims. 


Sun  Reproducers  are  real  trade  stimulators,  they  help  in- 
crease record  sales  and  secure  prospects  for  new  phono- 
graphs as  well  as  other  musical  merchandise  and  yet  the 
profit  on  the  sale  of  the  Sun  Reproducer  makes  it  well 
worth  the  effort  expended. 


Our  Service  Department  will  help  you  to  get 
started  and  will  gladly  supply  you  with  adver- 
tising literature,  Dealer-helps  and  display  ma- 
terial. Special  selling  pians  are  outlined  for 
individual  requirements  without  cost. 


Write  Today 
For  Catalog 
and  Details 


Type  M-28 

This  reproducer,  when  applied  to  any  old 
or  new  phonograph,  will  change  your  mind 
of  all  you  thought  about  the  reproduction 
of  records.  Every  note  is  faithfully  repro- 
duced. No  longer  is  recorded  music 
indistinct  and  unreal. 

Price  Finished  in  Nickel   $8.00 

Gold  or  Oxidized    9.00 


Willett  Patented  Diaphragm 

This  scientifically  developed  pure 
aluminum  diaphragm,  with  its 
spring  bronze  spider,  securely 
riveted  at  three  points,  is  covered 
by  the  Willett  patent. 


TOE  GOLDEN  SUN  CO. 


2829-31  Grand  Avenue 
Louisville,  Ky. 
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A 

Complete  List 


Distribu  tor  s 


THE  ARTOPHONE  CORPORATION 
1624  Pine  St.,  St.  Louis,  Mo. 

THE  ARTOPHONE  CORPORATION 
McCall  Building 
Memphis,  Tennessee 

THE  ARTOPHONE  CORPORATION 

203  Central  Exchange  Building, 
804  Grand  Avenue,  Kansas  City,  Mo. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
227  W.  Washington  St.,  Chicago,  111. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

HAWAII  MUSIC  COMPANY 
1021  Fort  Street,  Honolulu,  Hawaii 

L.  D.  HEATER 

4691/!  Washington  St.,  Portland,  Ore. 

IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y. 

OHIO  SALES  &  SUPPLY  CO. 
1231  Superior  Ave.,  Cleveland,  Ohio 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St.,  New  York  City 

OKEH  PHONOGRAPH 

CORPORATION 
809  So.  Los  Angeles  St. 

Los  Angeles,  Cal. 

OKEH  PHONOGRAPH 
CORPORATION 

339  Bryant  St. 
San  Francisco,  Cal. 

JAMES  K.  POLK,  INC. 
217  Whitehall  St.,  S.  W.,  Atlanta,  Ga. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
803-05  West  Broad  St.,  Richmond,  Va. 

THE  Q.  R.  S.  MUSIC  CO. 
1017  Sansom  St. 
Philadelphia,  Pa. 

STERLING  ROLL  AND  RECORD 
COMPANY 
137  W.  4th  St.,  Cincinnati,  Ohio 
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Herbert  H.  Frost  Elected  Vice- 
President  Federal-Brandes,  Inc. 

New  Connection  Is  the  Climax  to  a  Career  of  Remarkable  Progress  From  a  Poor  Boy 
to  One  of  the  Best  Known  Men  in  the  Entire  Radio  Industry 


The  election  of  Major  Herbert  H.  Frost  as 
vice-president  of  Federal-Brandes,  Inc.,  an 
organization  representing  two  of  the  oldest 
radio  firms  in  the  country  and  rapidly  increas- 
ing in  prominence  through  Kolster  radio  prod- 
ucts and  affiliations  with  the  Columbia  Phono- 
graph Co.  and  Postal  Telegraph,  brings  to  light 
the  story  of  remarkable  progress  made  by  a 
young  lad  who  left  a  small  Alabama  town  four- 
teen years  ago  to  seek  his  fortune,  and  arrived 
in  Chicago  with  $2  and  a  telescope  suitcase 
filled  with  home-made  clothing. 

His  rise  in  so  short  a  time  from  the  obscurity 
of  a  poor  unknown  stranger  looking  for  a  job 
to  the  vice-presidency  of  a  $10,000,000  corpora- 
tion, in  charge  of  marketing  its  products  over 
the  entire  country,  is  a  romance  of  business 
marked  by  a  series  of  frequent  upward  steps 
Herbert  Frost  was  born  on  a  Dakota  ranch. 
He  began  his  travels  early.  When  only  three 
weeks  old  he  went  to  Nashville,  Tenn.,  with 
his  family  to  make  his  home.  There  he  at- 
tended the  public  schools.  His  family  moved  to 
Huntsville,  Ala.,  and  he  took  up  the  study  of 
electrical  engineering  at  Butler  Institute. 

It  was  in  1914  that  he  began  his  business 
career  by  leaving  the  Alabama  home  and  strik- 
ing out  to  Chicago.  His  first  job  was  with  the 
Illinois  Public  Service  Co.  A  year  later  he  be- 
came electrical  buyer  for  Sears,  Roebuck  & 
Co.  In  1916  he  saw  army  service  on  the  Mexi- 
can border  as  a  cavalry  officer.  When  war  was 
declared  in  1917  he  immediately  joined  the  Sig- 
nal Corps.  His  ability  was  recognized  and  he 
was  made  a  captain,  assigned  to  radio  research 
work  in  France.  He  was  especially  charged 
with  testing  and  analyzing  radio  equipment  cap- 
tured from  the  German  army.  He  prepared  a 
"Manual  for  Radio  Companies  of  the  Signal 
Corps,"  which  became  recognized  as  standard 
army  practice. 

At  the  close  of  the  war  he  was  awarded  a 
majority  in  the  reserve  corps.  He  is  now  vice- 
president  of  the  American  Signal  Corps  Asso- 
ciation and  an  active  member  of  the  U.  S. 
Cavalry  Association. 

Soon  after  his  return  to  civilian  life  he  organ- 
ized the  firm  of  Herbert  H.  Frost,  Inc.,  for 
the  manufacture  of  wireless  apparatus,  and  he 
was  one  of  the  few  exhibitors  in  the  first  wire- 
less exhibit  in  Chicago,  held  at  the  Broadway 
Armory,  in  the  Fall  of  1921. 

With  a  few  other  Chicago  manufacturers  he 
organized  the  Radio  Manufacturers'  Association 
in  1922,  and  was  made  its  first  president.  The 
aim  of  the  group  was  "to  promote  the  best  in- 
terests of  the  radio  trade  and  listening  public 
by  the  enforcement  of  higher  standards  in  radio 
manufacture,  the  elimination  of  unfair  and  dis- 
honest merchandising  practices,  and  the  estab- 
lishment and  maintenance  of  fair  price  levels." 
Those  were  Major  Frost's  ideals  and  he  has 
been  fighting  for  them  ever  since.  To-day  the 
RMA  is  a  real  power  in  the  industry. 

When  in  1925  Congress  threatened  to  tax 
radio  apparatus,  Major  Frost  took  a  leading 
part  in  the  opposition,  leading  the  protests  of 
the  RMA  and  of  thousands  of  radio  fans. 

The  City  of  Chicago  called  upon  Major  Frost 
to  represent  it  as  a  member  of  Hoover's  Radio 
Conference  at  Washington,  and  as  a  member 
of  the  Mayor's  Radio  Committee  in  Chicago  in 
1924  and  1925,  where  he  helped  bring  about 
radio  reforms.  When  the  Dill  and  White  bills 
clashed  in  Congress  in  trying  to  solve  the  tan- 
gle of  Federal  control  over  broadcasting,  Major 
Frost  as  a  representative  of  the  RMA,  was 
influential  in  bringing  about  a  compromise 
which  was  favorably  reported  by  the  Congres- 
sional committee. 

At  the  First  Radio  World's   Fair,  in  New 


York,  in  1924,  he  was  awarded  a  trophy  for 
the  year's  greatest  development  in  loud-speaker 
construction.  He  had  produced  a  horn  with 
a  die-cast  aluminum  throat  and  a  molded  bake- 
iite  bell,  the  first  time  that  bakelite  had  been 
used  in  loud-speaker  construction. 

As  the  next  step  into  greater  prominence  he 
accepted  the  Eastern  sales  management  of  E. 
T.  Cunningham,  Inc.,  makers  of  radio  tubes. 
Now,  after  a  successful  year  selling  Cunning- 
ham tubes,  his  ability  has  been  further  recog- 
nized, and  he  has  accepted  the  office  of  vice- 


Major  Herbert  H.  Frost 

president  of  Federal-Brandes,  Inc.  He  will 
have  supervision  of  the  merchandising  division. 

Hobbies?  Yes,  he  has  them.  One  is  a  col- 
lection of  vacuum  tubes  dating  back  to  the  two- 
element  Fleming  valve  and  including  the  de- 
velopments of  every  nation  up  to  the  present 
time.  Another  collection  is  of  military  wea- 
pons, beginning  with  the  fifteenth  century. 
Among  his  favorite  sports  are  hunting  and  fish- 
ing in  different  parts  of  the  country,  and  espe- 
cially stalking  big  game.  A  mountain  lion  hunt 
is  one  of  his  favorite  vacation  trips. 

He  is  a  member  of  the  Kenilworth  Riding 
Club,  Lake  Shore  Athletic  Club  in  Chicago,  the 
Sons  of  the  American  Revolution,  the  U.  S. 
Cavalry  Association  and  the  American  Signal 
Corps  Association.  He  is  an  associate  mem- 
ber of  the  Institute  of  Electrical  Engineers  and 
still  continues  his  duties  as  committee  chair- 
man for  the  RMA.  He  has  been  chairman  of 
the  speakers'  committee  of  the  Radio  Indus- 
tries Banquet  for  three  years,  and  he  is  in 
charge  of  the  National  Radio  Trade  Show  held 
in  Chicago  early  each  Summer. 


H.  B.  Foster  Sails 
for  Bermuda  Holiday 

H.  B.  Foster,  sales  manager  of  the  Perryman 
Electric  Co.,  New  York,  manufacturer  of  Per- 
ryman radio  tubes,  sailed  with  Mrs.  Foster  on 
March  3  for  a  well-earned  rest  in  Bermuda. 
They  will  be  away  for  two  or  three  weeks. 

Mr.  Foster's  vacation  followed  an  extensive 
trip  through  the  West  in  the  interest  of  Perry- 
man  products,  during  which  he  visited  many  of 
the  important  distribution  and  merchandising 
centers,  closing  several  satisfactory  deals  and 
opening  a  number  of  new  connections.  Mr. 
Foster  states  that  the  Perryman  organization 
enjoyed  a  splendid  business  in  1927,  and  sales 
prospects  for  1928  are  bright. 
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Realized frlgmamu 

^Inyour  Packing  and  Shipping  J 

BEFORE  your  product  can  leave  your  factory  it  must  be  packed 
to  reach  its  last  destination  in  perfect  condition.  The  success- 
ful packaging  of  thousands  of  products  for  shipment  requires  a 
service  that  can  be  furnished  only  by  specialists  backed  by  long 
experience,  ample  manufacturing  facilities  and  adequate  financial 
resources.  H  &.  D  have  kept  faith  and  pace  with  the  shipping 
demands  of  modern  business.  Their  facilities  have  expanded  with 
the  growth  of  the  industries  they  serve. 

Through  the  amalgamation  of  H  &  D  with  Thompson  &.  Norris 
and  J.  M.  Raffel  Companies  there  are  now  28  factories  and  mills 
grouped  in  twenty  plants  and  located  at  15  strategic  points  through- 
out the  United  States  and  Canada. 

The  twenty  plants  of  H  &.  D  are  located  to  bring  a  source  of  box 
supply  nearer  to  your  factory.  This  results  in  reduced  transportation 
cost,  a  considerable  saving  in  money  and  a  faster  delivery  service. 

THE  HlNDE  &  DAUCH  PAPER  CO.  •  280  Decatur  St.  Sandusky,  Ohio 
OFFICES   IN    PRINCIPAL  CITIES 
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Radio  Corp.'s  Gross  Income 
Was  $65,082,074.48  in  1927 

Annual  Report  of  Corporation  Shows  Net  Income  for  1927  of  $11,799,650.28.    Gain  in 
Current  Assets  of  $6,595,185 — Assets  Exceed  Liabilities  by  $22,469,297 


Gross  income  from  operations  of  $65,082,- 
074.48  and  net  income  of  $11,799,650.28  for  the 
year  1927  were  shown  in  the  annual  report  of 
the  Radio  Corp.  of  America  recently  made  pub- 
lic. Of  the  net  income  from  operations,  $2,- 
371,330  lias  been  set  aside  as  reserve  for  Fed- 
eral income  taxes  and  amortization  of  patents, 
and  $950,000  as  general  reserve  and  as  reserve 
against  foreign  investments  and  for  the  em- 
ployes' pension  fund,  leaving  a  net  sum  of  $8,- 
478,320  to  be  transferred  to  surplus  account. 

The  report  shows  that  current  assets  have 
increased  $6,595,185  and  exceed  current  liabil- 
ities by  $22,469,297,  the  ratio  of  current  assets 
to  current  liabilities  being  slightly  more  than 
3  to  1.  The  corporation  has  no  bonded  debt 
or  notes  outstanding.  Plant  and  equipment, 
less  reserves  amounting  to  $7,683,634,  now 
stands  at  $6,541,612.  This  is  after  the  provision 
of  a  special  additional  reserve  of  $4,500,000  for 
this  year  out  of  surplus  account.  The  reserve 
for  amortization  of  patents,  after  charging  off 
patents  expired  and  an  additional  reserve  of 
$1,000,000  provided  out  of  surplus  account, 
amounts  to  $7,155,641,  reducing  the  book  value 
of  the  patents  to  $5,515,543.  The  policy  of  the 
partly  owned  subsidiaries  of  the  corporation, 
the  report  declared,  is  to  avoid  either  the  accu- 
mulation of  an  excessive  surplus  or  the  payment 
of  excessive  dividends. 

The  conspicuous  radio  development  of  the 
year  has  been  directive,  high-speed  transmis- 
sion by  low-power,  short-wave  installations,  ac- 
cording to  the  report,  now  in  operation  on  sev- 
eral circuits. 

The  granting  of  licenses  under  the  tuned 
radio  frequency  patents  of  the  Radio  Corp.  to 
twenty-five  manufacturers  of  radio  receiving 
sets  has  done  much  to  stabilize  the  radio  in- 
dustry and  to  put  it  on  a  sound  and  permanent 
basis,  the  report  points  out.  No  licenses  have 
been  granted  under  the  superheterodyne  pat- 
ents, the  exclusive  right  to  produce  and  sell 
this  type  of  receiver  having  been  retained  by 
the  RCA. 

The  two  outstanding  achievements  of  the  year 
in  the  merchandise  sales  field  were  the  intro- 
duction of  the  new  AC  Radiotrons,  the  filaments 
of  which  operate  from  the  alternating  electric 
current,  and  the  Radiola  Model  17,  operating 
directly  from  the  electric  light  circuit  without 
batteries.  The  report  states  that  these  prod- 
ucts met  with  an  active  public  demand. 

It  is  stated  that  the  regulations  of  the  Fed- 
eral Radio  Commission  have  materially  im- 
proved the  reception  of  broadcasting  in  all 
sections  of  the  country,  and  this  has  a  marked 


stimulating    effect    upon    the    radio  industry. 

In  the  field  of  international  communication 
the  year  1927  witnessed  a  substantial  enlarge- 
ment of  the  world-wide  facilities  of  the  Radio 
Corp.,  according  to  the  report.  New  direct 
radio  services  were  inaugurated  with  a  number 
of  foreign  countries  and  additional  radio  cir- 
cuits, it  is  expected,  will  be  established  in  1928 
In  the  marine  field  RCA  extended  its  activities 
and  completed  its  program  of  converting  radio 
apparatus  from  ship-spark  transmitters  to  vac- 
uum tube  continuous-wave  apparatus,  thereby 
reducing  interference  to  radio  broadcasting  and 
greatly  increasing  the  range  of  marine  commu- 
nication. 

A  substantial  stock  interest  was  acquired  in 
the  FBO  Pictures  Corp.  in  connection  with 
RCA'S  development  of  a  system  for  the  record- 
ing and  reproduction  of  sound  in  synchroniza- 
tion with  motion  pictures. 

The  report  mentions  the  death  of  two  direc- 
tors, Honorable  John  W.  Griggs  and  General 
Guy  E.  Tripp  in  1927,  and  states  that  Paul  D. 
Cravath,  Cornelius  N.  Bliss,  David  Sarnoff  and 
James  R.  Sheffield  were  elected  to  the  board. 


Gulbransen  Co.  Has 
Two  New  Directors 


John  S.  Gorman  Elected  to  Vice-Presiden- 
cy and  Directorate — Walter  Kiehn,  Ad 
Manager,  Is  Also  Made  a  Director 

At  a  special  meeting  of  stockholders  and  di- 
rectors of  the  Gulbransen  Co.,  Chicago,  held 
Tuesday,  February  21,  the  number  of  directors 
was  increased  from  seven  to  nine  and  one  addi- 
tional vice-president  was  elected.  John  S.  Gor- 
man, sales  manager,  was  elected  to  the  newly 
created  office  of  vice-president  and  also  as  a 
director.  Walter  Kiehn,  advertising  manager, 
is  the  other  new  director.  President  A.  G.  Gul- 
bransen, commenting  on  the  moves,  stated  that 
they  reflect  the  aggressive  merchandising  policy 
of  the  company,  which  will  be  along  even  more 
vigorous  lines  than  in  past  years. 

"With  the  greater  resistance  that  is  being 
encountered  by  the  selling  end  of  business  in 
every  line,"  said  Mr.  Gulbransen,  "it  is  increas- 
ingly important  that  the  selling  and  advertising 
divisions  have  proper  representation  in  the 
official  family  of  the  company."  Mr.  Gorman 
has  been  engaged  in  a  very  extensive  survey 
of  the  retail  piano  situation,  and  under  his  direc- 
tion  the   Gulbransen  wholesale  salesmen  are 


carrying  forward  the  policies  of  the  company. 
Mr.  Kiehn  has  been  advertising  manager  of  the 
company  for  the  past  eight  years,  and  under 
his  direction  this  department  of  the  business 
has  extended  into  the  many  different  ramifica- 
tions of  a  modern  advertising  department,  and 
to-day  covers  the  entire  range  of  wholesale 
and  retail  advertising  activity. 

Another  matter  of  business  concluded  at  the 
special  meeting  was  the  taking  over  'of  the 
Gulbransen  Music  Roll  Corp.,  a  New  York 
company,  by  the  Gulbransen  Co.  This  legally 
carries  out  the  action  of  the  company,  an- 
nounced some  time  ago,  in  moving  the  music 
roll  business  to  the  Chicago  factory.  The 
manufacturing,  purchasing,  selling,  advertising, 
credit  and  other  departments  of  the  roll  busi- 
ness have  been  assumed  by  the  various  depart- 
ments of  the  Gulbransen  Co. 


Prominent  Dealers 
Add  Freshman  Line 


Grinnell  Bros.,  Detroit ;  Jordan  Piano  Co. 
and  Kitts  Piano  Co.,  Washington,  and 
Burk  Hume  Co.,  Norfolk,  Franchised 

A  number  of  prominent  music  houses  have 
been  added  to  the  imposing  roster  of  Freshman 
authorized  dealers,  which  is  being  organized  by 
the  Charles  Freshman  Co.,  Inc.,  New  York,  un- 
der direction  of  Harry  A.  Beach,  sales  manager. 

Grinnell  Bros.,  Detroit,  Mich.,  well-known 
Victor  distributors  and  one  of  the  largest  re- 
tailers of  radio  and  musical  instruments  in  that 
section  of  the  country,  operating  twenty-eight 
stores,  have  taken  on  the  complete  Freshman 
Electric  line.  Mr.  Beach  closed  the  details  of 
this  transaction  personally  on  a  recent  trip  to 
Detroit.  Among  other  houses  of  prominence 
which  have  become  Freshman  dealers  are  the 
Arthur  Jordan  Piano  Co.,  Washington,  D.  C; 
Homer  Kitts  Piano  Co.,  Washington,  D.  C, 
and  Burk  Hume  Co.,  Norfolk,  Va. 

Columbia  Phono. 
Co.  Adds  to  Space 

The  Columbia  Phonograph  Co.,  New  York 
City,  has,  in  the  past  year,  added  floor  space 
equivalent  to  an  entire  floor  to  its  executive 
offices  at  1819  Broadway.  Recent  enlargements 
of  the  research,  general  sales,  distribution,  sales 
promotion,  advertising  and  export  departments 
have  brought  the  space  occupied  to  a  total  of 
five  floors  in  the  Manufacturers  Trust  Co. 
Building  on  Columbus  Circle,  overlooking  Cen- 
tral Park. 


Harry  Roehm  has  joined  the  sales  staff  of 
the  Hollywood  Phonograph  Shop,  which  is  lo- 
cated in  Hollywood,  Cal. 


Exclusive  Features 


which  will  increase  the  sales 
value  of  your  phonographs  are 
incorporated  in  the  superior 
line  of 

KRASCO  silent 
MOTORS 


Ask  for  a  copy  of  catalog  illustrating  and 
describing  motors  with  1,  2,  3  and  4  springs, 
playing  2  to  10  records  with  one  winding. 


Krasco  Phonograph  Motor  Co. 

Elkhart,  Indiana,  U.S.A. 
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Wasmuth-Goodrich  Company  plant,  Peru,  Indiana,  noiv  in  produc- 
tion on  the  new  perfected  line  of  Wasmuth-Goodrich  Radio  Cabinets 


nnouncinq 

THE  APPOINTMENT  OF  J 


lymphonic  Sales  Corporation 

AS  NATIONAL  SALES  REPRESENTATIVE  FOR 

WVSMUTH-GOODRICH 

Radio  Cabineis 


A  new  and  highly  perfected  line  of 
Radio  Cabinets,  manufactured  by 
this  Company,  is  being  put  upon  the 
market  by  the  Symphonic  Sales  Cor- 
poration. 

The  line,  especially  adapted  for  A.  C. 
operated  receivers,  will  include  a 
wide  variety  of  modern  styles  of  dis- 
tinguished beauty  and  rich  finish 
and  will  strike  a  distinctly  new  note 
in  cabinet  construction. 


R.  C.  A.  100- A  Speakers  will  be  used 
as  standard  equipment. 

We  feel  that  the  high  standards 
which  have  governed  the  operations 
of  this  Company  in  the  past,  coupled 
with  the  merchandising  experience 
and  integrity  of  the  executives  of 
the  Symphonic  Sales  Corporation, 
will  prove  a  double  guarantee  of 
Radio  Cabinet  Service  to  the  Radio 
Industry. 

EARL  V.  HUGHES 

Secretary  and  General  Manager 

WASMUTH-GOODRICH  CO. 
PERU  .  -  INDIANA 


Wholesalers  of  proved  standing  are  invited  to  write  us 
for  details  of  this  profit-promoting  merchandising  plan. 
The  coupon  is  for  your  convenience. 


LAMBERT  FRIEDL 
President 


e.  h.  McCarthy 

Vice-President 


Symphonic  Sales  Corporation 

370  Seventh  Avenue  New  York 


ft** 
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Motor  can  be  operated  AC 
for  radio  hook-up;  DC  or 
AC  for  phonograph  alone. 


o  annoying 

hum-m-m-m-m-m 

Improved 
Johnson-Gordon  Motor 

Guaranteed  Quiet 
for  electric  reproduction 

Now  is  announced  a  development  of  great  importance  to  all  manufac- 
turers of  radio-phonograph  combinations,  as  well  as  to  makers  of 
phonographs: 

An  improved  electric  motor  that  will  not  hum-m-m-m-m  when  used 
in  machines  having  electrical  reproduction  and  amplification;  a  quiet 
motor  that  briskly  goes  about  its  job  of  driving  the  turntable  without 
fuss  or  "interference,"  a  fool-proof  and  almost  care-proof  motor  that 
serves  well  and  lasts  long.  All  proved,  not  only  by  laboratory  tests, 

but  by  actual  performance 
in  the  homes  of  thousands 
of  users. 

Every  manufacturing 
precaution  and  crafts- 
man's precision  make  the 
Improved  Johnson-Gordon 
Motor  sweet-running  and 
dependable.  It  is  a  quality  job  clear  through — and 
looks  it. 

The  motor  is  universal,  operating  on  either  DC 
or  AC  (2  5  and  60  cycles),  with  high  starting  torque 
that  gives  correct  turntable  speed  from  the  second 
the  switch  is  turned  on,  with  a  wonderful  governor 
that  insures  absolutely  no  change  or  variation  in 
turntable  r.  p.  m.  even  when  the  line  voltage  fluctuates. 

As  illustrated,  the  motor  is  supplied  complete  with  turntable,  speed 
regulator,  and  automatic  stop.  Write  for  detailed  specifications,  prices, 
and  discounts. 

We  are  now  in  position  to  furnish  turntables  for  all  types* 
NOTE:  of  electric-drive  motors.  Manufacturers  are  invited  to 
investigate  the  facilities  of  our  turntable  department. 


SAAL  COMPANY 

1800  MONTROSE  AVENUE,  CHICAGO,  ILL. 
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|3KKFECTLY  formed  notes,  unblemished,  natu- 
ral  — anywhere  in  the  complete  tonal  range  — now 
are  re-created  for  you  through  the  new  Utah  Piano 
Speaker.  Whether  from  voice  or  instrument,  you 
hear  them  in  all  their  full,  rich  beauty.  C[  It  is  this 
realism  —  this  fidelity  to  original  tone  values,  that 
you  get  from  the  sounding  board  of  your  piano.  No 
horn  nor  other  speaker  needed.  Easily  installed  with- 
out danger  to  piano.  C(  Sold  by  all  better  dealers ! 

UTAH  RADIO  PRODUCTS  CO.,  1615  S.  Michigan  Ave.,  CHICAGO 
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only  23i 
lounds 


Addr 


improved  1928  Mo  del 

of  Traveler 


Trie  Original  "ONE-MAN' 
Portable  Radio 

Traveler  kas  already  created  a  new 
standard  m  portable  radio  receivers  and 
is  universally  accepted  by  tlie  trade  as  a 
profitabl  e  item.  Witk  its  new  features  and 


und  merckandising  policy  tke 


rav-ler  rrortaOle  JXadio  will  go  over 
iven  bi£#er  in  1028  as  an  all-season  seller. 


-ler  Portable  Rad 
lgger  in  19: 

Old  Features  in  NEW  Model 

is  on  pounds  mm  All  111  one 

small  ease  loop  aerial,  5  tubes,  batteries 

loud  speaker  *  «  Standard  parts  w  w 
5weet  tone  strong  volume. 


N 


ew  .features 


id  at 


improved  appearance  rounded  corners 

.  beautiful  black  and  gold  color  sekerne 

w  w  Jones  plug  permitting  use  of  Xrav- 

Jer  witk  k 


arger  batteries  or  eliminator  w  * 
Special   attackment  —  permitting  use  of 
eitker  tlie  Xrav-ler  s  loop  aerial  or  antenna 
and  ground  *  ®  Rearranged  construction 
eliminates  service®     ®  Lower  price. 

\Wite  for  complete  information  about  tke 
Xrav-ler  Portable  Radio.  Xrav-ler  Alan- 
ufactunng    Corporation,   Dept.  L, 
34oiNortk  Halsted  Street,  Ckicago. 


NOW  only  *5750 

without  tuoes  and  Latteries, 
east  of  Rock  les 

$60.00  .west  o  f  Ro 


Xrav-ler  Alaiuitacturing  Corporation,  3^oi        Halsted  iSt.,  Dept.  L,  Cbuago,  111. 

Please  send  me  complete  information  about  tke  Xrav-ler  Portable  Radio  Receiver. 
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,Ai.y  jobber  a  name  and  address- 
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Talking  Machine  and  Radio  Sales 
in  Milwaukee  Area  Show  Increase 

Expensive  Type  Instruments  in  Greatest  Demand — Wisconsin  Radio  Trade  Association 
Seeking  a  Suitable  Slogan — Sparton  Dealers  Hold  Meeting 


Milwaukee,  Wis.,  March  6. — Unit  sales  on  the 
Victor  machine  are  showing  up  splendidly  at 
this  time  at  the  Badger  Talking  Machine  Co., 
according  to  Harry  Goldsmith,  of  that  concern. 
Mr.  Goldsmith  reports  that  volume,  too,  is 
keeping  up  nicely,  and  that  altogether  business 
on  talking  machines  is  quite  good  for  this  time 
of  the  year.  The  tendency  in  machines,  as  well 
as  in  radios,  is  toward  the  better  type  of  in- 
strument, according  to  Mr.  Goldsmith.  Victor 
model  1070  is  being  featured  successfully  in 
moving  picture  theatres  in  the  city,  the  Badger 
Talking  Machine  Co.  having  made  a  special 
play  for  this  business  some  time  ago.  There 
have  been  a  number  of  them  sold,  and  each 
sale  has  helped  to  advertise  the  machine,  as 
they  are  nearly  always  prominently  displayed 
and  featured  by  the  small  moving  picture 
houses  in  outlying  sections. 

The  Standard  Radio  Co.,  of  Milwaukee, 
equaled  its  total  January  sales  by  the  middle 
of  February  on  AC  radio  sets,  according  to 
I.  R.  Witthuhn,  secretary  of  the  concern. 

Business  at  the  George  C.  Beckwith  Co.,  Mil- 
waukee distributor  of  Federal  and  Mohawk 
radios,  has  picked  up  during  the  past  week,  ac- 
cording to  G.  K.  Purdy,  of  that  concern.  Mr. 
Purdy  believes  that  the  additional  spurt  is 
largely  because  of  the  new  Federal  merchan- 
dising plan  which  seems  to  be  taking  excep- 
tionally well  with  the  trade.  There  has  also 
been  quite  an  increase  in  Mohawk  sales  since 
the  decrease  in  prices,  Mr.  Purdy  states. 

The  Interstate  Sales  Co.  finds  business  "going 
very  nicely,"  according  to  Richard  Zinke,  man- 
ager of  the  concern.  The  company  has  taken 
on  the  agency  for  the  Slagle  radio  in  addition 
to  the  Freed-Eisemann  and  Bosch  sets. 

Radio  dealers  of  Milwaukee  who  belong  to 
the  Wisconsin  Radio  Trade  Association  are 
taking  part  in  the  slogan  contest  of  the  Asso- 
ciation offering  $1,925  in  prizes  for  the  best 
slogan  on  radio.  Music  houses  featuring  radio 
sets  are  also  in  on  the  contest. 

Harry  Goldsmith,  of  the  Badger  Talking  Ma- 
chine Co.,  is  sponsoring  a  contest  among  mem- 
bers of  the  Victor  Record  Girls'  Club,  to  see 
who  can  sell  the  most  Victor  Herbert  albums. 

Miss  Lela  Hepp  has  been  put  in  charge  of 
the  foreign  record  department  of  the  Boston 
Store,  and  reports  fine  results. 

The  Neutrowound  Radio  Mfg.  Co.  has  just 
established  a  service  station  in  Milwaukee, 
which  will  serve  as  headquarters  for  Wisconsin. 
Herman  Sinaiko,  of  Chicago,  is  in  charge. 

Two  new  Fada  receivers  were  heralded  loudly 
at  a  meeting  of  State  dealers  here  in  the  show- 
rooms of  the  Shadbolt-Boyd  Co.,  Wisconsin 
Fada  distributor.  The  sets  are  the  new  six 
and  seven-tube  AC  receivers.  Besides  an  ad- 
dress by  R.  S.  Knudson,  factory  representative, 
vaudeville  and  other  entertainment  followed. 

At  a  meeting  of  the  Sparton  dealers  of  Wis- 
consin recently  L.  Gruen,  of  the  sales  depart- 
ment of  the  Sparks-Withington  Co.,  Jackson, 
Mich.,  and  F.  J.  Davey,  service  manager  of  the 
same  company,  addressed  more  than  100  mer- 
chants present.  The  meeting  was  held  under 
the  auspices  of  the  J.  J.  Dougherty  Co. 

James  Miller,  of  the  Victor  Talking  Machine 
Co.  foreign  department,  has  been  spending 
some  time  at  the  Badger  Talking  Machine  Co., 
local  Victor  jobber,  looking  over  the  foreign 
accounts.  Lee  Smith,  of  the  Victor  Talking 
Machine  Co.,  Chicago  district,  has  also  been 
spending  some  time  with  the  Badger  concern 
looking  over  the  accounts  carried  by  the  com- 
pany in  the  colored  section  of  the  city. 

Ralph  O'Neill  and  Walter  J.  Reisse  have 
opened  up  a  new  business  in  Milwaukee  to  be 


known  as  the  Tower  Radio   &  Electric  Co. 

Re-elected  for  the  third  time,  despite  his  pro- 
tests, Harold  J.  Wrape,  of  St.  Louis,  again 
took  the  chair  as  president  of  the  Federated 
Radio  Trade  Association,  following  the  annual 
convention  held  here  February  14  and  15. 

Art  Gillham  Makes 
Continuity  Record 

Art  Gillham's  recent  double-disc  record  for 
Columbia  entitled  "So  Tired"  and  "You'd 
Rather  Forget  Than  Forgive"  is  the  first  in- 
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stance,  Gillham  claims,  of  putting  out  a  con- 
tinuity record  with  separate  titles  for  the  in- 
dividual sides.  "Two  Black  Crows"  Parts  1,  2, 
3,  4,  5  and  6  are  familiar  to  the  public,  but  Art's 
stunt  is  new.  His  two  selections  form  parts  of 
a  continued  story  of  a  jilted  lover. 

Radio  Corp.'s  Purpose 
Stated  at  Hearing 

Declaring  that  the  Radio  Corp.  of  America 
was  organized  with  the  sole  purpose  and  inten- 
tion of  creating  and  stimulating  trade  in  the 
radio  industry,  as  opposed  to  the  claim  that  it 
operates  as  a  trust  and  in  restraint  of  trade, 
Colonel  Manton  Davis,  general  attorney  for  the 
Radio  Corp.,  recently  appeared  before  the 
Patent  Committee  of  the  Senate  in  connection 
with  its  hearing  on  a  bill  recently  introduced, 
which  would  declare  void  the  patents  held  by 
corporations  found  to  be  operating  in  restraint 
of  trade  or  in~  violation  of  anti-trust  laws. 


An 

Instrument 
That  Will  Give 

Accurate  and 
Reliable  Service 


Pattern 
No.  77 
Triple  Range 
A.  C.  Voltmeter 


Find  A.C.  Trouble 
Quickly 

For  locating  trouble  in  the  new  A.  C.  operated  radio  sets  the  Jewell 
Pattern  No.  77  triple  range  voltmeter  is  the  best  addition  that  can  be 
made  to  any  service  man's  kit  of  service  equipment. 

One  of  the  chief  troubles  in  the  new  A.  C.  sets,  using  D.  C.  tubes  in 
series,  is  paralysis  of  the  tubes  due  to  improper  filament  voltage.  An- 
other source  of  trouble  is  traced  to  line  voltage,  which  varies  considerably 
in  some  localities.  Most  sets  have  some  means  of  compensating  for 
variations  in  line  voltage,  but  some  method  of  knowing  definitely  what 
values  are  being  obtained  is  quite  essential.  In  sets  using  the  new  A.  C. 
four  and  five  prong  tubes,  it  is  often  more  important  that  the  filament 
voltage  is  right  than  in  sets  employing  D.  C.  tubes,  as  it  is  found  that  a 
particular  setting  of  the  filament  is  sometimes  necessary  to  eliminate 
hum. 

Primaries  and  secondaries  in  charging  transformers  also'  need  occa- 
sional checking  to  determine  cause  of  trouble. 

Any  of  the  above  conditions  may  be  quickly  located  with  the  Jewell 
Pattern  No.  77  A.  C.  voltmeter.  The  0-3,  0-15  and  0-150  volt  ranges  are 
ample  for  all  ordinary  A.  C.  testing.  The  Pattern  No.  77  is  a  quality 
instrument  throughout  and  holds  forth  the  usual  Jewell  assurance  of 
years  of  satisfactory  use.  The  size  is  such  that  it  can  be  easily  handled 
and  arrangement  is  made  for  either  bench  or  wall  mounting. 

Write  for  descriptive  circular  No.  1145. 

Jewell  Electrical  Instrument  Co, 

1650  Walnut  St.,  Chicago 

"28  Years  Making  Qood  Instruments" 
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Carryola  Appoints 
a  Service  Manager 

W.  H.  Meneilley  Joins  Manufacturer  of 
Popular  Line  of  Portable  Phonographs 
to  Handle  Sales  Service  Problems 


W.  H.  Meneilley  has  recently  joined  the  Car- 
ryola Co.  of  America,  at  its  home  office  in 
Milwaukee,  in  the  capacity  of  service  manager. 


nection  a  wealth  of  experience  in  service  and 
sales  work  in  other  lines.  His  proved  abilities 
in  the  efficient  handling  of  distribution  matters 
are  an  assurance  to  all  Carryola  dealers  of 
prompt  and  satisfactory  service. 

The  present  elaborate  expansion  program  of 
the  Carryola  Co.  is  rapidly  getting  under  way. 
Already  sales  are  forcing  production  to  the 
limit  of  the  capacity  of  the  several  Carryola 
plants.  With  the  full  force  of  the  present  activ- 
ities yet  to  be  felt  it  is  apparent  why  Carryola 
had  the  foresight  to  obtain  a  man  of  Mr. 
Meneilley's  caliber  to  handle  the  increasing 
problems  of  sales  service. 


Columbia  to  Observe 
Schubert's  Concert 


W.  H.  Meneilley 

Mr.  Meneilley  will  be  responsible  for.  all  de- 
liveries, adjustments  and  other  service  activ- 
ities. While  he  is  a  newcomer  in  the  music 
world,  Mr.  Meneilley  brings  to  this  new  con- 


The  only  concert  which  Franz  Schubert 
gave  in  his  lifetime  will  be  duplicated  and 
broadcast  one  hundred  years  after  its  per- 
formance during  the  Columbia  Phonograph  Co. 
Hour  on  March  21,  10  to  11  p.  m.,  from  station 
WOR  to  the  seventeen  stations  of  the  Colum- 
bia Broadcasting  System.  It  was  during  the 
last  week  in  March,  1828,  at  the  Musikverein, 
Vienna,  that  Schubert  gave  the  recital  of  his 
own  works.  In  commemoration  of  this  con- 
cert and  to  inaugurate  the  Schubert  Centennial 
the  program  will  be  broadcast  over  the  coun- 
try. The  order  in  which  Schubert  arranged 
his  concert  one  hundred  years  ago  will  be  sub- 
stantially followed  in  the  radio  concert  spon- 
sored by  the  Columbia  Co. 

Dr.  John  H.  Finley,  educator  and  editor,  will 
deliver  an  address  upon  the  significance  of 
Schubert's  work  for  the  world  to-day.  The 
artists  participating  will  include  the  Columbia 
Symphony  Orchestra,  conducted  by  Robert 
Hood  Bowers;  the  Malkin  Trio,  comprising 
Jacques  Malkin,  violin;  Manfred  Malkin,  piano, 
and  Josef  Malkin,  'cello,  and  Charles  Harrison, 
tenor. 


No.  7401-16.  With  Newcombe-Hawley  horn, 
35  inch  air  column  and  panel  cut  for  Radi- 
ola  16. 

H.  43.  W.  27y2.  D.  I7y2.  Shipped  in  an- 
tique mahogany.  Average  weight  crated  102 
pounds.  Battery  compartment  24  inches  wide, 
11  inches  high,  1434  inches  deep  inside. 


Radio 
Cabinets 

by 

UDELL 

A  beautiful  new  32  page 
catalog  illustrating  and  de- 
scribing the  greatest  line  of 
Radio  Cabinets  in  the  coun- 
try is  ready. 

Cabinets  and  Tables  for 
Radiola  17  and  Atwater 
Kent  37. 

Write  for  your 
copy  today. 

The 

Udell  Works 

28th  St.  at  Barnes  Ave. 
Indianapolis,  Ind. 


Howard  Baker  Joins 
American  Bosch  Corp. 

Well-Known  Executive,  Music  Industry, 
Now  Assistant  to  Frank  V.  Goodman, 
General  Sales  Manager,  Radio  Division 


Howard  Baker,  who  has  been  associated  with 
the  music  industry  for  many  years,  has  been 
appointed  assistant  to  Frank  V.  Goodman,  who 


Howard  Baker 

recently  joined  the  American  Bosch  Magneto 
Corp.  as  general  sales  manager  of  the  radio 
division.  His  new  connection  enables  Mr.  Baker 
to  continue  a  close  association  with  Mr.  Good- 
man, which  began  in  the  Sonora  Phonograph 
Co.,  when  the  latter  was  general  sales  manager 
of  the  Sonora  organization  and  Mr.  Baker  was 
his  assistant. 

Mr.  Baker  joined  the  Sonora  Phonograph  Co. 
in  1923  as  manager  of  the  Brooklyn,  N.  Y., 
office  and  was  appointed  district  sales  manager 
in  the  Eastern  territory  in  1926.  The  following 
year  he  became  assistant  to  Mr.  Goodman,  who 
had  been  appointed  general  sales  manager. 
Prior  to  his  affiliation  with  Sonora,  Mr.  Baker 
was  with  the  Columbia  Phonograph  Co.  for 
eight  years,  engaged  in  selling  activities  in 
various  territories. 

Mr.  Baker  brings  to  the  American  Bosch 
Magneto  Corp.  a  wide  and  thorough  experience 
in  sales  and  merchandising,  and  an  intimate  ac- 
quaintance with  distributors  and  dealers  which 
particularly  fits  him  for  his  new  responsibilities. 
He  is  now  on  a  trip  to  Chicago  and  other 
Aliddle  Western  centers. 


Fitzgerald  Profits 
From  Billboard  Ads 


Los  Angeles  Brunswick  Dealer  Places 
Attractive  Billboards  at  Prominent  Spots 
on  All  Roads  Leading  to  the  City 

The  Fitzgerald  Music  Co.,  Brunswick  dealer 
of  Los  Angeles,  directs  the  attention  of  tourists 
and  pedestrians  to  the  store  at  727  Hill  street, 


One  of  Fitzgerald's  Billboards 

by  the  use  of  large  billboards,  displaying  a 
Brunswick  Panatrope,  at  the  most  prominent 
spots  on  all  roads  leading  into  and  out  of  Los 
Angeles.  The  signs  are  of  the  utmost  sim- 
plicity, and  yet  tell  their  story  to  the  thousands 
of  passers-by.  This  type  of  publicity  has  been 
found  very  effective. 
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Big  PROFITS  for  YOV' 

Complete 

StandOutftt 


Biggest 
Phonograph  Needle 
Improvement  in  Years 

"Electro-Phonic"   Needles  are  made  especially 
for  playing  the  new  electrical  records.     Made  of 
specially  tempered  composition,  they  carry  the  tremendous 
volume  of  electrically  recorded  records  without  the  slightest  sug- 
gestion of  a  blast  or  shiver. 
"Electro- Phonic"  Needles  produce  a  full,  rich  tone.    They  play  the  highest 
or  lowest  tones  of  the  reproducing  scale  exactly  as  they  are  sung  or  played. 
"Electro-Phonic"  Needles  fill  an  overwhelming  public  demand  for  new  needles  for 
the  new  records.    That's  why  "Electro-Phonic"  Needles  are  a  sensation — the  fastest 
idling  needle  on  the  market. 

Electro-Phonic  Needles  Sell  Themselves  on  This 
Beautiful  Revolving  Display  Stand 

The  Revolving  "Electro-Phonic"  Needle  Display  Stand  keeps  these  new  needles  before 
the  eyes  of  the  public.  It  is  a  permanent  sales  stimulator — the  finest  needle  display 
stand  ever  offered  to  the  music  trades.  Revolves.  Made  of  attractively  colored 
heavy  metal.  Very  compact — occupies  only  5  inches  of  counter  space.  Measures 
16^4  inches  high,  4^4  inckt  s  wide,  4)4  inches  deep.  Each  stand  contains  complete 
assortment  of  three  tones.  Electro-Phonic  Needles  are  packed  in  envelopes  (50 
needles),  each  envelope  in  a  separate  box,  differently  colored  for  each  tone. 

LOUD — EXTRA  LOUD— MEDIUM 


Refill  Cartons  of 
lOOPkcis. 

±ELO©  mc 


JOBBERS!  WRITE  FOR  PROPOSITION 


ELECTRO-PHONIC  NEEDLE  COMPANY 

06  SOUTH  WABASH  AVENUE  CHICAGO,  ILLINOIS 
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C.  B.  Smith,  Stewart- Warner 

Heads  Sees  Stabilization  Era 

President  of  Stewart-Warner  Speedometer  Corp.  Predicts  Current  Year  Will  Be  One 
of  Stabilization  Similar  to  Former  Motor  Car  Experience 


C.  B.  Smith,  president  of  the  Stewart-Warner 
Speedometer  Corp.,  predicts  that  the  current 
vear  will  be  one  of  stabilization  in  the  radio  in- 


C.  B.  Smith 

dustry.  He  likens  it  to  a  period  some  years 
back  in  the  motor  car  industry  when  an  elimi- 
nation of  manufacturers  took  place  that  brought 
a  number  of  the  most  aggressive  companies 
with  most  acceptable  products  into  the  favor  of 
the  public  while  others  not  so  efficiently  or- 
ganized passed  out.  Mr.  Smith  credits  the  in- 
vention and  perfection  of  the  AC  radio  set 
with  this  tendency  toward  standardization. 

"The  fundamentals  in  radio  manufacturing  are 
now  firmly  established,"  said  Mr.  Smith.  "We 
have  the  two  kinds  of  radio  equipment  for  the 
home — one,  the  recent  AC  set  and  the  other  the 
so-called  DC  set.  The  AC  set  unquestionably, 
because  of  the  spread  of  electric  current 
throughout  the  country  into  many  small  towns 
as  well  as  large  centers,  will  continue  in  the  as- 


cendency. For  farm  areas  and  localities  where 
the  alternating  current  is  not  available,  the  so- 
called  DC  set  will  continue  to  be  in  demand. 

"With  the  convenience  of  electric  current, 
unquestionably  the  AC  set  will  be  preferred  to 
the  exclusion  of  the  DC  set,  because  depend- 
able volume,  especially  with  the  chain  program 
so  universally  available,  is  now  assured,  and 
volume,  of  course,  where  it  is  easily  controlled 
with  the  latest  equipment  in  radio  apparatus 
means  the  rendition  of  those  notes  and  tones 
which  were  obscured  in  the  older  apparatus. 

"Quite  naturally,  during  the  latter  part  of 
3927  there  was  considerable  chaos  in  radio.  So 
many  claims  were  made  relative  to  the  electric- 
ally operated  set  that  the  public  became  con- 
fused and  the  dealers,  too,  were  left  in  a  state 
of  concern  and  wonder.  At  times  it  was  almost 
impossible  to  differentiate  between  the  real  AC 
equipment  and  the  sets  equipped  with  the  so- 
called  eliminators.  If  the  public  will  bear  in 
mind  that  only  the  radio  set  is  actually  AC  that 
is  supplied  with  AC  tubes  designed  and  made 
for  actual  hook-up  with  the  alternating  current 
as  against  the  other  type  tubes,  there  will  be 
an  understanding  of  the  essential  difference  be- 
tween these  two  products. 

"With  proper  shielding,  of  course,  DX  recep- 
tion is  quite  practical  and  enjoyable  on  AC 
sets,  though  the  tendency  to-day,  whether  a 
family  resides  in  a  large  center  or  not,  is  to 
secure  reception  from  one  of  the  chain  stations 
close  at  hand.  Entertainment  is  thus  assured 
without  the  disturbing  influences  that  sometimes 
come  with  long  distance  hunting  on  the  dial. 

"Between  the  new  radio  industry  and  the 
motor  car  industry  which  is  a  veteran  com- 
pared with  the  former,  there  is  quite  a  parallel. 
Just  a  decade  ago  some  270  motor  car  manu- 
facturers were  competing  for  public  favor.  Both 
in  New  York  and  Chicago  it  was  necessary  to 
engage  more  than  one  building  in  order  to 
provide  exhibition  space  for  these  contending 
manufacturers.  The  number  of  motor  car 
makers  in  that  short  period  of  time  has  shrunk 
from  270  to  34  on  exhibition  in  the  Grand  Cen- 


The  Tubes  That  Sell  I 

Gold  Seal  provides  you  with  all  the  advantages — the  popularity 
of  the  product  has  been  built  up  by  quality  in  manufacture 
and  by  effective  national  and  local  advertising — the  dealer  and 
jobber  are  given  every  up-to-date  selling  aid  that  they  may 
profit  to  the  fullest  from  the  public  acceptance  of  Gold  Seai 
as  "the  brand  they  want  when  they  want  tubes." 

The  Gold  Seal  Policy  is  "the  Square  Deal  and  co-operate 
to  the  limit." 

It  will  pay  you  to  write  for  particulars  


GSY  227 

For  detection  and 
amplifier  heater 
type 

List    Price,  $6.00 


GSX  280 

Full  Wave 
Rectifier 
List    Price,  $5.00 


Gold  Seal  Electrical  Co.,  Inc. 

250  Park  Ave.  NEW  YORK 


Gold  Seal 

u  RadioTubes  \ 


GOLD  SEAL 
A.C.  TUBES  CAN 
BE  USED  WITH 
ALL  STANDARD 
A.    C.  HARNESSES 


AH  Standard 
=    Types  = 


tral  Palace,  N.  Y.,  and  the  Coliseum,  Chicago. 

"Following  the  history  of  the  motor  car  in- 
dustry, and  for  that  matter  the  life  line  of  all 
great  manufacturing  enterprises,  the  number  of 
radio  set  makers  will  drop  sharply  from  year  to 
year  with  the  inevitable  result  that  there  will 
be  just  a  percentage  in  five  years  of  the  present 
manufacturers  engaged  in  the  radio  business. 
More  and  more  sets  from  year  to  year  will  be 
sold,  but  they  will  bear  the  names  of  fewer 
manufacturers,  just  as  the  history  of  the  motor 
car  industry  has  demonstrated. 

"It  is  of  vital  importance,  therefore,  that 
wholesale  and  retail  dealers  in  radio  should 
make  certain  that  their  source  of  supply  will  be 
dependable  and  among  the  survivors  five  to  ten 
years  from  the  present  time.  It  is  our  counsel, 
therefore,  that  dealers  considering  makes  of 
radio  to  sell  to  the  public  be  certain  that  the 
manufacturer  measures  up  to  certain  reason- 
able expectations. 

"It  is  the  responsibility  of  the  dealer  to 
the  public  he  serves  that  the  manufactured 
article  must  carry  with  it  a  history  of  quality 
production  in  this  or  allied  lines,  together  with 
a  definite  assurance  that  safe  and  sane  policies 
will  be  pursued  in  the  years  to  come.  Only 
those  manufacturers,  therefore,  that  are  finan- 
cially and  productively  sound  should  be  consid- 
ered by  dealers  who  hope  to  be  a  factor  in  the 
distribution  of  radio  sets. 

"In  all  new  industries  there  has  been  a  period 
of  chaos  and  this  was  precisely  the  condition  in 
1927,  but  with  the  fundamentals  established,  it 
is  certain  that  this  year  will  mark  a  period  of 
standardization  that  will  make  for  real  perma- 
nency in  the  youngest  and  most  interesting 
field  of  manufacturing." 


Jobber  Exhibits  at 
South  Florida  Fair 


One  entire  building  was  devoted  to  radio  ex- 
hibits at  the  South  Florida  Fair  held  in  Tampa 


Florida  Elec.  Supply  Co.'s  Exhibit 

from  January  31  to  February  11.  Southern 
business  enterprise  is  reflected  in  the  booth  of 
the  Florida  Electric  Supply  Co.,  pictured  here- 
with. This  company  is  said  to  cover  Florida 
"like  the  sunshine"  in  its  distribution  of  radio 
products,  including  RCA  products  and  the 
Newcombe-Hawley  long-air  column  reproducers. 
Factory  representatives  from  Newcombe-Haw- 
ley, Inc.,  and  the  Radio  Corp.  of  America  as- 
sisted at  the  exhibit  shown  above  and,  accord- 
ing to  reports,  enthusiastic  public  acceptance 
was  the  answer  to  this  display. 


5? 


Suggest  "Home  Night 
During  Music  Week 

A  new  feature  for  Music  Week,  which  is  be- 
ing nationally  observed  during  the  period  from 
May  6  to  12,  is  being  suggested  in  "Home 
Night,"  the  activities  of  which  may  include 
group  singing,  family  instrumental  ensembles, 
the  learning  of  new  instruments,  the  inviting  of 
neighbors  to  listening  hours  over  the  radio,  the 
interchange  of  records  for  special  phonograph 
programs,  musical  games,  simplified  music 
memory  contests  and  a  number  of  other  inter- 
esting ways  in  which  to  enjoy  music. 
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The  New  SONORA  Building 

is  set  on  Musical  Row 


50  West  57th  St. 


Oonora's  general  headquarters  are 
now  placed  in  a  commanding  build- 
ing close  to  Fifth  Avenue  on  57th 
Street,  that  wide  and  beautiful 
thoroughfare  upon  which  are  gath- 
ered so  many  historic  and  famous 
names  of  the  musical  trades. 

Steinway  Hall  is  but  a  few  steps 
away.  The  new  Ampico  Building 
is  almost  directly  opposite.  Sohmer, 
Chickering  and  others  are  clustered 
close  around  and  that  famous  scene 
of  so  many  musical  triumphs — 
Carnegie  Hall — is  within  a  stone's 
throw. 

This  new  Sonora  Building  is  just 
one  more  step  in  the  accomplish- 
ment of  the  Sonora  plans.  It  is 
another  pledge  of  the  pre-eminent 
position  Sonora  is  about  to  assume 
in  the  radio  and  phonograph  field. 

The  Sonora  developments  are  far- 
reaching.  New  products  .  .  .  new 
performance  .  .  .  new  men  .  .  .  new 
policies.  Every  day  brings  nearer 
the  accomplishment  of  achieve- 
ments that  are  in  the  making. 

The  music  trades  expect — and 
rightly — great  things  of  Sonora. 
The  closely  guarded  new  products 
and  new  plans  have  inspired  a  tidal 
wave  of  fantastic  rumors  and  con- 
jectures. Yet  these  rumors  are  no 
more  extraordinary  or  revolution- 
ary than  the  new  facts  will  prove 
when  the  time  is  ripe  to  reveal  them. 

If  you  are  a  Sonora  dealer  al- 
ready, keep  steadily  behind  Sonora's 
present  line  —  seven  of  the  finest 
A.C.  radio  models  on  the  market — 
the  largest,  finest  and  most  com- 


THE  SONORA  BUILDING,  OF  WHICH 
SONORA  OCCUPIES  NINE  FLOORS 


4S<mora 


plete  A.  C.  line  of  1918 — the  Sonora 
Phonograph,  one  of  the  world's 
greatest  instruments  set  in  the  most 
beautiful  cases  ever  produced. 

You  still  have  time  to  take  part 
in  Sonora's  new  sales  promotion 
program  for  radio  and  earn  Sonora's 
new  and  generous  discounts  on 
many  a  sale.  Plenty  of  time,  too, 
to  get  your  decks  stripped  for  action 
when  Sonora's  revolutionary  new 
products  shall  be  ready. 

If  you  are  not  yet  a  Sonora  dealer, 
register  your  desire  as  soon  as  pos- 
sible. An  avalanche  of  requests  for 
information  and  franchises  already 
is  pouring  in.  Preference  will  nec- 
essarily be  given  in  the  distribution 
of  new  machines  to  established 
Sonora  dealers  when  the  new  prod- 
ucts appear  upon  the  market. 

111 
This  new  building,  dedicated  to  a 
standard  of  musical  excellence  in 
radios  andgphonographs.  which  has0'' 
never  before  been  achieved,  stands 
as  a  pledge  of  the  position  that 
Sonora  is  to  assume  in  the  musical 
trades.  For  the  new  Sonora  will 
most  profoundly  affect  the  business 
and  the  financial  success  of  every 
dealer  in  the  land.  Your  business 
will  be  affected.  You  cannot  help 
that  —  neither  can  we. 

But  you  can  request  further  in- 
formation and  so  be  ready  for  the 
greatest  forward  step  ever  made  in 
the  reproduction  of  music.  Address 
applications  to  the  Sonora  Co., 
50  West  57th  Street,  New  York, 
64  East  Jackson  Blvd.,  Chicago, 
or  63  Minna  Street,  San,  Francisco! 


CLEAR  AS  A  BELL 
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Talking  Machine  Sales  Normal- 
Radio  Demand  Brisk  in  Pittsburgh 

Esenbe  Co.,  Atwater  Kent  Jobber,  Is  Host  to  150  Dealers— Thomas  E.  McCausland, 
Trade  Veteran,  Dead — Frederick  Co.  Store  to  Move  May  1 


Pittsburgh,  Pa.,  March  10.— Talking  machine 
sales  are  reported  to  be  about  normal,  with 
sales  of  records  much  better  than  for  the  same 
period  a  year  ago,  while  business  in  radio  sets 
is  very  brisk. 

Nearly  150  members  of  the  dealers'  organiza- 
tion associated  with  the  Esenbe  Co.,  local  At- 
water Kent  distributor,  were  guests  of  the  latter 
concern  at  a  dinner  meeting  at  the  William 
Penn  Hotel,  when  the  details  of  a  new  Spring 
sales  campaign  were  outlined.  The  speakers 
were  A.  A.  Buehn,  president,  and  H.  M.  Swartz, 
secretary-treasurer  of  the  Esenbe  Co.,  and 
Harry  Humphries,  special  representative  of  the 
Pooley  Cabinet  Co. 

Thomas  E.  McCausland,  one  of  the  best- 
known  music  dealers  of  Pittsburgh,  engaged  in 
the  piano  and  talking  machine  trade  here  for 
more  than  thirty-five  years,  died  at  a  local  hos- 
pital on  February  24  after  a  long  illness. 

Chas.  M.  Stieff,  Inc.,  Victor  dealer,  has  an- 
nounced that  the  local  store  at  819  Liberty 
avenue  will  be  discontinued  very  shortly,  as 
the  policy  of  the  company  hereafter  is  to  devote 
its  business  entirely  to  the  wholesale  trade. 

D.  L.  Aaron,  piano  and  talking  machine  deal- 
er, will  locate  in  his  new  place  of  business  in 
the  new  Loew-Penn  Building,  corner  of  Sixth 
street  and  Penn  avenue,  on  March  10. 

The  Reliable  Home  Furnishing  Co.,  Inc.,  at 
1213-1215  State  street,  Erie,  Pa.,  has  added  the 
Atwater  Kent  radio  line. 

The  Lake  Erie  Radio  Service  at  1304  State 
street,  Erie,  reports  a  brisk  demand  for  the 
Sparton,  Bosch  and  Freed^Eisemann  radio  sets. 

The  Joseph  Home  Co.,  the  last  week  of 
February,  observed  the  seventy-ninth  anniver- 
sary of  the  founding  of  the  store. 

With  the  close  approach  of  Easter  the  local 
talking  machine  dealers  are  stressing  the  suita- 
bility of  presenting  as  an  Easter  gift  a  talking 
machine  and  a  number  of  records.  Brunswick, 
Columbia,  Victor,  Sonora  and  Edison  dealers 
are  circularizing  their  patrons. 

The  W.  F.  Frederick  Piano  Co.,  Victor  dis- 
tributor and  dealer,  is  to  move  to  a  new  loca- 


tion about  May  1,  according  to  E.  B.  Heyser, 
vice-president  of  the  company.  The  firm  is  the 
owner  of  a  large  business  building  on  Liberty 
avenue,  but  will  not  be  able  to  obtain  posses- 
sion of  it  for  a  year.  In  the  meantime  an  effort 
is  being  made  to  obtain  a  suitable  location  in 
the  downtown  section. 

I.  Goldsmith,  president  and  general  manager 
of  the  Player-Tone  Talking  Machine  Co.,  with 
offices  and  salesrooms  at  632  Grant  street,  re- 
ports a  decided  increase  in  business  last  month, 
with  the  outlook  for  Spring  sales  of  the  Player- 
Tone  line  as  "exceptionally  good."  Fifteen 
popular-selling  models,  consoles,  consolettes, 
and  uprights,  are  manufactured  and  distributed 
to  practically  every  State  in  the  Union.  A 
number  of  the  models  are  equipped  with  a 
motor  that  has  a  playing  capacity  of  five 
records. 


Trade  Activities  in 
Cincinnati  District 

Increase  in  Demand  for  All  Lines  Creates 
Optimism  Throughout  the  Territory 

Cincinnati,  O.,  March  8. — Talking  machine 
dealers  in  the  city  and  suburbs  report  a  sub- 
stantial increase  in  the  demand  in  the  past  two 
weeks  and  state  that  sales  are  at  a  higher  level 
than  they  were  in  the  corresponding  period  of 
last  year,  good  reason  for  optimism. 

The  store  of  the  George  P.  Gross  Co.  has 
been  rearranged  under  the  direction  of  Carl  J. 
Rist,  who  recently  became  manager  of  the  busi- 
ness, in  order  to  display  the  different  lines  to 
better  advantage.  Besides  rearranging  the 
Gross  store,  Manager  Rist  has  entirely  reorgan- 
ized the  sales  department,  eliminating  men  who 
could  not  or  did  not  produce  business,  and  add- 
ing a  number  of  new  salesmen. 

Among  the  changes  just  made  by  the  Starr 
Piano  Co.  is  the  removal  of  its  record  and  roll 
department  to  the  third  floor  of  its  building, 


CHECK  these  FEATURES. 
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TYPE  12 

Supplies  up  to 
8-226,  2-227  and 
2-171  tubes. 


Price 


1 —  No  Separate  Center  Tap 
Device  Necessary. 

2 —  "B"  Eliminator  Plug-In. 

3—  Wire  to  Panel  Switch. 

4 —  Absolutely  Correct  Volt- 
age. 

5 —  Compact  Size. 

— and  you'll  choose 
the 


KARAS 


A-C-FORMER 
to  CON  VERT  to 


AC! 


Check  these  features — note  the  amazingly 
low  price  made  possible  by  volume  orders 
— and  you  will  choose  the  KARAS  A-C- 
FORMER  to  convert  your  customer's  bat- 

Write  for  Complete  Details  to 


tery  sets — and  your  own — to  AC  tube  opera- 
tion! Operates  in  conjunction  with  Carter, 
Eby  and  other  makes  of  cable  harness  for 
4,  5.  6  and  7  tube  sets.  No  rewiring  neces- 
sary. 


KARAS  ELECTRIC  COMPANY,  4041C  N.  Rockwell  St.,  Chicago 


where  it  has  installed  a  number  of  fine  booths 
for  demonstration  purposes.  In  this  store  there 
are  two  separate  talking  machine  stores,  the 
Starr  controlling  the  Gennett  line,  and  Biddle's 
Brunswick  Shop,  which  has  the  Brunswick  line 
and  the  RCA  radio. 

The  C.  H.  DeVine  Co.,  dealer  in  pianos  and 
talking  machines,  which  occupied  a  portion  of 
the  second  floor  of  the  Starr  Piano  Sales  Corp 
Building,  has  retired  from  business. 

The  William  R.  Graul  Co.  has  resumed  the 
sale  of  talking  machines  and  is  now  energeti- 
cally pushing  the  Columbia-Kolster  electric 
reproducing  line  of  instruments. 

"Put  me  down  as  a  most  decided  optimist," 
said  Morris  Fantle,  head  of  the  M.  W.  Fantle 
Co.  'At  the  end  of  our  fiscal  year,  March  1, 
the  closing  of  our  books  showed  that  we  had 
done  two  and  one-half  times  as  much  business 
as  in  the  previous  year.  We  are  making  plans 
to  add  some  new  lines,  but  we  cannot  give  de- 
tails at  this  time."  A  recent  visitor  to  the 
Fantle  establishment  was  Don  Allen,  who  was 
in  the  city  in  the  interest  of  the  Allen-Hough 
Mfg.  Co.,  of  New  York  City,  maker  of  port- 
able phonographs. 

A  voluntary  petition  in  bankruptcy  has  been 
filed  in  the  U.  S.  Court  by  C.  L.  Mulli  nix,  who 
formerly  did  business  as  the  Norwood  Radio 
Shop.  Assets  are  placed  at  $150  and  liabilities 
are  stated  to  be  $1,661. 

"Just  now  the  demand  for  portables  is  ex- 
ceptionally good,  it  being  so  great  that  we 
find  it  difficult  to  supply  the  demand,"  stated 
H.  H.  Sellers,  assistant  to  E.  B.  Daulton,  local 
Brunswick  branch  manager.  "The  Valencia 
console,  which  has  been  offered  at  a  new  price, 
is  also  moving  rapidly,  and  the  more  expensive 
models  and  combinations  are  moving  well." 

At  the  local  branch  of  the  Columbia  Phono- 
graph Co.  it  was  reported  by  Miss  Rose  Hel- 
berg,  manager,  that  they  are  having  a  truly 
wonderful  demand  for  the  new  Columbia-Kol- 
ster electric  reproducing  machine.  Records,  it 
was  stated,  are  moving  exceptionally  well. 

"The  Victor  420  continues  to  be  in  good  de- 
mand, and  all  of  our  line  is  moving  well,  espe- 
cially the  more  expensive  instruments,"  said 
C.  H.  North,  vice-president  of  the  Ohio  Talking 
Machine  Co.  "Records  are  in  fine  demand,  and 
business  seems  to  be  on  the  up-grade." 


F.  D.  Williams  on 
an  Extensive  Tour 

Fred  D.  Williams,  president  of  the  Dubilier 
Condenser  Corp.,  is  on  an  extensive  tour,  vis- 
iting many  sections  of  the  United  States  from 
the  Atlantic  to  the  Pacific.  The  main  purpose 
of  the  tour  is  to  study  radio  conditions  with 
a  view  to  gauging  the  growing  interest  in 
socket-power  operation  and  preparing  for  the 
condenser  requirements  of  the  near  future.  Mr. 
Williams  will  be  away  from  his  desk  for  at 
least  a  month  and  a  half  on  the  present  tour. 

William  Dubilier,  who  needs  no  introduction 
to  the  radio  industry,  is  at  present  in  Europe 
on  his  usual  annual  trip.  Mr.  Dubilier  is  study- 
ing the  radio  situation  in  the  leading  European 
countries,  and,  as  usual,  it  is  expected  he  will 
return  with  many  ideas,  observations  and  sam- 
ples of  what  European  radio  men  are  doing. 

After  every  European  visit  Mr.  Dubilier's 
laboratory  is  virtually  a  museum  of  internation- 
al radio  affairs.  He  generally  returns  with 
various  types  of  radio  receivers,  loud  speakers, 
tubes  and  other  devices,  which  he  takes  pleas- 
ure in  demonstrating  and  comparing  with  our 
American  equipment. 


Opens  New  Offices 

The  Doehler  Die  Casting  Co.  has  rented  the 
entire  nineteenth  floor  at  386  Fourth  avenue, 
New  York  City,  for  executive  offices.  The  pres- 
ent offices  of  the  company  are  in  Brooklyn. 
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Here's  Why  the  Junior 

Makes  Any  Portable  Better— 

THE  new  improved  Junior  Motor  is  the  smaller  edition  or 
the  famous  Flyer  Motor.    It  is  the  ideal  motor  for 
smaller,  lighter  portable  phonographs  because — 


Made  Like  a  Watch 


Every  part  is  made  of  the  finest  materials,  as  precisely  made  and  as 
carefully  inspected  as  though  it  were  for  a  fine  watch.  Gears  are  cut  on 
special  gear-hobbing  machines.  These  machines  make  gears  so  much 
better,  so  much  more  true  than  has  ever  before  been  possible  that  large 
concerns  in  many  lines  are  asking  us  to  cut  gears  for  them.  This  is  cited 
only  as  an  example — every  part  of  the  Junior  is  made  with  the  same 
unusual  care  and  precision. 


Noiseless 


Before  it  can  come  to  you  in  a  portable,  a  Junior  must  pass  the  Listen- 
ing Test.  It  is  run  without  a  record,  on  a  special  sound  box  which 
magnifies  any  sound  many  times.  If  either  of  two  experts  can  notice  the 
slightest  sound,  the  entire  motor  is  rejected. 


Exclusive  Design 


The  lunior  is  the  result  of  12  years'  experience  in  motor  design  and 
manufacture.  Only  the  Junior  (and  its  bigger  brother,  the  Flyer)  can 
offer  the  sturdy  construction,  the  freedom  from  vibration  and  noise,  the 
long  life  which  these  motors  assure. 

No  wonder  the  great  majority  of  all  portables  sold  are  equipped  with 
junior  or  Flyer  Motors.  Dealers  know  that  these  motors  mean  easier 
sales,  more  satisfied  customers  and  no  returns. 


ENEMA!  1NDUSTMES  CO 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  M/g.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 


Packard  Music  House  Wins 
Victor  Display  Contest 

Dealers  From  Coast  to  Coast  Participated 
— Emerson  Piano  Co.  Awarded  Second  Prize 


THE   window    display   contest  conducted 
among  its  dealers  by  the  Victor  Talking 
Machine    Co.   in   conjunction   with  the 
S.  R.  O.  Red  Seal  record  campaign  was  most 


Display  of  Emerson  Piano  Co. 

successful,  with  entries  received  from  dealers 
from  coast  to  coast.  Many  of  the  dealers  sent 
in  two,  three  and  even  four  entries.  The  high 
standard  of  excellence  made  the  judging  a  dim- 
cult  matter,  but  the  first  award  was  finally  de- 
cided to  have  been  won  by  the  Packard  Music 
Co.,  Fort  Wayne,  Ind.,  the  window  prepared 
by  Miss  Olga  Wiesmer,  manager  of  the  record 


Grinnell  Bros.'  Display 


department,  being  selected  as  best.  This  win- 
dow, featuring  the  "Nutcracker  Suite,"  while 
simple  in  construction,  possessed  the  qualities 
(hat  attracted  attention  and  interest.  The  win- 
dow is  reproduced  at  the  top  of  the  page. 


The  cut-outs  are  characters  from  the  child's 
fairy  tale  on  which  the  composition  is  based. 
Miss  Wiesmer,  in  commenting  on  the  window, 
wrote:  "The  window  was  composed  of  prac- 
tically every  color  on  the  Musical  Galaxy,  carry- 
ing out  the  thought  that  'Music  has  Color.' 
The  background  being  of  rose,  gold  and  green 
satin  cloth  with  base  of  gold.  Silver  ribbons 
running  from  the  tone  chamber  of  the  Ortho- 
phonic  Victrola  to  the  black  silhouettes  were 
suggestive  of  the  figures  prancing  from  the 


University  Music  House  Window 

music  of  the  Victrola.  The  card  in  front  was 
an  invitation  to  step  inside  and  receive  a  copy 
of  the  Musical  Galaxy." 

The  second  prize  of  $150  was  awarded  to  the 
Emerson  Piano  House  of  Decatur,  111.,  for  its 
display  submitted  by  W.  Curtis  Busher.  This 
display  was  built  about  the  "Pagliacci  Pro- 
logue." A  poster  prepared  by  the  Victor  Co. 
was  used  on  a  miniature  stage  with  an  attrac- 
tively lettered  sales  message  explaining  the 
story  of  the  "Prologue"  occupying  the  space  be- 
neath the  stage.  An  invitation  to  visit  the 
store  and  hear  ■  the  record  was  prominently 
featured. 

Ned  Douglas,  proprietor  of  the  University 
Music  Store,  of  Seattle,  Wash.,  was  the  winner 
of  the  third  prize  of  $100  for  his  splendid  win- 
dow featuring  both  the  "Nutcracker  Suite"  and 
the  "Pagliacci  Prologue."  This  display  was 
most  effective  in  arresting  attention,  being  full 
of  color  and  with  original  ideas  of  construction. 


A  mammoth  book  in  the  center  of  the  window 
contained  the  opening  measures  of  both  of  the 
selections  featured,  together  with  appropriate 
sales  messages. 

The  "Nutcracker  Suite"  was  the  subject  of  a 
lovely  display  which  occupied  the  show  window 
of  Grinnell  Bros.,  Detroit,  Mich.,  and  which 
won  the  fourth  prize  of  $75.  This  display  was 
submitted  by  Ralph  W.  E.  Smith.  The  back- 
ground had  depth  as  does  the  scenery  of  a 
stage  and  figure  crackers  from  the  "Suite"  were 
shown. 

Novelty  was  the  keynote  of  the  display  sub- 
mitted by  Kenneth  Lord,  of  the  Columbia  Fur- 
niture Co.,  Inc.,  Richmond,  Va.,  which  was 
awarded  the  fifth  prize  of  $50.  This  display, 
which  is  pictured  here,  contained  an  ingenious 
device  for  attracting  attention.  The  Victrola 
was  made  of  cardboard  and  behind  its  grille  a 
turntable  was  placed  with  several  of  the  Vic- 
tor Red  Seal  posters  arranged  on  it.  A  spot- 
light behind  the  posters  brought  them  out 
prominently  through  the  grille  as  the  turn- 
table revolved. 

The  following  additional  prize  awards  were 
made.  Ten  sixth  prizes  of  $25  each:  Heim's 
Music  Store,  Danbury,  Conn.;  Kellogg  Drake 
&  Co.,  Galesburg,  111.;  The  Buescher  Co., 
Cleveland,  O.;  North  Avenue  Music  Shop,  Mil- 
waukee, Wis.;  The  J.  R.  Wilson  Co.,  Philadel- 
phia, Pa.;  Young  &  Chaffee  Furniture  Co., 
Grand  Rapids,  Mich.;  O.  K.  Houck  Piano  Co., 
Little  Rock,  Ark.;    Norman   B.  Kurzenknabe, 


Columbia  Furniture  Co.'s  Novel  Exhibit 


manager,  the  Talking  Machine  Shop,  Hagers- 
town,  Md. ;  Louis  Lobel,  Schenectady,  N.  Y.; 
Emerson  Piano  House,  Decatur,  111. 

Twenty-two  seventh  prizes  of  $10  each: 
Christenson  &  Dempster  Co.,  Sioux  Falls, 
South  Dakota;  Rice  &  Co.,  Vicksburg,  Miss.; 
Kirk,  Johnson  &  Co.,  Inc.,  Lancaster,  Pa.;  O. 
K.  Houck  Piano  Co.,  Memphis,  Tenn.;  the 
Kieselhorst  Piano  Co.,  St.  Louis,  Mo.;  the  J.  R. 
Wilson  Co.,  Philadelphia,  Pa.;  Weaver  Piano 
Co.,  York,  Pa.;  McCoy's,  Inc.,  Waterbury, 
Conn.;  John  Herr  Music  Shop,  Lancaster,  Pa.; 
Miller  Hardware  Co.,  Olean,  N.  Y.;  Morrison 
&  Putman,  Amsterdam,  N.  Y. ;  James  K. 
O'Dea,  Paterson,  N.  J.;  Emerson  Piano  House, 
Decatur,  111.;  Fouratt  Music  House,  Inc.,  Tren- 
ton, N.  J.;  North  Avenue  Music  Shop,  Milwau- 
kee, Wis.;  C.  C.  Colyear,  Los  Angeles,  Cal. ; 
Lipstreu's  Music  Store,  Cleveland,  O.;  Emer- 
son Piano  House,  Decatur,  111.;  Harvey's  Music 
Parlors,  St.  Johnsbury,  Vt;  F.  A.  North  Co., 
Philadelphia,  Pa. 

New  York  State  Con- 
vention in  Syracuse 

Syracuse,  N.  Y.,  February  27. — Glenn  L. 
Chesbro,  secretary  of  the  New  York  State 
Music  Merchants'  Association,  announces  that 
the  annual  meeting  of  that  organization  will  be 
held  in  Syracuse  on  Tuesday  and  Wednesday, 
May  1  and  2.  The  officers  of  the  Association 
are  now  working  on  the  program,  the  details  of 
which  will  soon  be  made  public. 


The  Pittsburgh  Transformer  Co.,  Pittsburgh, 
Pa.,  has  been  taken  over  by  the  Allis-Chalmers 
Mfg.  Co.,  of  Milwaukee,  Wis. 
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Millions  of  battery-operated  sets 
need  General  Electric  Chargers 


NEW  LOW  PRICES  a«t  of  Rockies) 


The  market  for  General  Electric 
Chargers  [called  Tungars]  is 
limited  only  by  the  number  of 
battery-operated  sets  in  use. 
Since  this  figure  is  well  in  the 
millions,  the  market  for  this 
profitable  product  is  still  large. 

Show  your  prospect  how  easy 


it  is  to  use  Tungar.  How  he  can 
have  fully  charged  batteries 
always.  No  fuss  or  bother  at  all. 
It's  easy  and  convenient. 

Tungars  are  real  profit  builders. 
Once  sold  they  stay  sold.  Every 
one  you  sell  usually  sells  others 
for  you. 


unpar 


REG.  U.S 


PAT.  OFF. 


BATTERY  CHARGER 


Merchandise.  Department 
General  Electric  Company 
Bridgeport,  Connecticut 


Tungar — a  registered  trademark — is  found  only 
on  the  genuine.    Look  for  it  on  the  name  plate. 


AL  ELECTRIC 
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Co-Operative  National  Publicity         Bessie  Brown  Makes 

Needed  in  Radio,  Says  Harlan  BrunswickRecording 


Advertising  Manager  of  Kellogg  Switchboard  &  Supply  Co.  Makes  Interesting  Analysis 
of  One  of  the  Outstanding  Needs  of  the  Radio  Industry 


"During  the  past  five  years  we  have  seen  the 
rapid  development  and  increasing  use  of  group 
advertising.  Some  of  these  group  or  associa- 
tion campaigns  have  been  notably  successful, 
while  others  have  been  of  little  value  to  the 
industries  which  they  were  supposed  to  bene- 
fit," declared  Mac  Harlan,  advertising  manager 
of  the  Kellogg  Switchboard  &  Supply  Co.,  of 
Chicago,  in  an  interesting  analysis  of  the  needs 
of  the  radio  industry. 

"Without  doubt  the  outstanding  co-operative 
advertising  campaign  has  been  that  of  the  Cali- 
fornia Fruit  Growers.  Campaigns  of  the  Lum- 
ber Association,  the  Brick  Manufacturers,  the 
Sauerkraut  Makers,  the  Paint  Manufacturers, 
the  Oil  Burner  Industry,  et  al.,  have  been  more 
or  less  successful.  Generally  speaking,  asso- 
ciation advertising  has  proved  very  beneficial 
to  the  industries  it  has  served. 

"But  none  of  these  various  associations  has 
ever  had  a  greater  need  for  co-operative  na- 
tional advertising  than  has  the  radio  industry 
at  this  time.  Right  now  the  public  of  the  na- 
tion is  hungry  for  facts  about  the  radio  busi- 
ness, especially  the  kind  of  facts  that  will  give 
them  confidence  in  their  radio  purchases. 

"Radio  manufacturers  must  remember  that 
their  chief  competition  does  not  come  from 
other  radio  manufacturers.  The  whole  radio  in- 
dustry is  in  competition  with  dozens  of  other 
industries  for  a  share  of  the  consumer's  luxury 
dollar.  Manufacturers  of  all  luxuries  and  near- 
luxuries  are  giving  radio  manufacturers  the 
ftiffest  kind  of  competition.  Therefore,  if  radio 
manufacturers  are  to  present  a  solid  front  in 
this  battle  for  the  consumer's  luxury  dollar, 
it  is  high  time  that  they  get  into  co-operative 
advertising  action.  Certainly  much  good  will- 
result  from  radio  association  advertising,  pro- 
vided it  is  intelligently  planned  and  efficiently 
administered. 

"In  the  beginning  any  industry  having  as  wide 
a  popular  appeal  as  radio  finds  the  demand 
greater  than  can  be  supplied.  No  outstanding 
sales  ability  is  required  to  satisfy  this  spon- 
taneous demand.  The  chief  problem  of  pro- 
ducers is  to  keep  up  with  orders.  In  the  radio 
industry  it  is  safe  to  assume  that  by  this  time 
the  "spontaneous"  demand  has  been  practically 
satisfied.  So  producers  are  planning  more  in- 
tensive selling  which,  of  course,  includes  more 
and  better  advertising.  Such  intensive  sales 
and  advertising  effort  necessarily  must  be  di- 
rected toward  that  group  of  radio  prospects 
whose  desire  for  radio  is  lukewarm,  or  who 
may  even  be  opposed  to  the  use  of  radio  in 
their  homes.     This  group  of  radio  prospects 


represents  a  vast  section  of  the  market.  Most 
of  the  people  in  this  group  are  ultra  conserva- 
tive in  their  purchases.  They  are  the  ones  who 
never  try  anything  when  it  is  new. 

"Most  of  the  people  in  such  a  group  are  con- 
lused  by  the  various  claims  of  radio  manufac- 
turers. Their  natural  conservativeness  is 
heightened  because  of  this  confusion,  so  they 
do  not  buy.  A  campaign  of  association  adver- 
tising setting  forth,  in  a  straightforward  manner, 
the  benefits  of  radio  will  do  more  to  sell  this 
group  than  all  the  advertising  of  individual 
manufacturers  put  together. 

"In  addition  to  advertising  the  benefits  of 
owning  a  radio  set,  there  is  a  real  opportunity 
for  broadcasters  to  advertise  their  outstanding 
programs.  Since  the  success  of  both  broad- 
casters and  set  manufacturers  is  interdependent, 
it  is  logical  to  suggest  that  any  campaign  of 
eroup  advertising  should  be  financed  by  both. 
So  it  may  be  advisable  for  radio  manufacturers 
and  leading  broadcasters  to  get  together.  We 
suggest  a  combination  of  the  brains  and  re- 
sources of  these  two  groups  for  the  purpose 
of  financing  a  campaign  of  national  advertising 
to  include  national  magazines,  newspapers  and 
various  outdoor  media." 


New  Freed-Eisemann 
Jobbers  Appointed 

D.  W.  May,  Inc.,  Newark;  Horrock-Ib- 
botson  Co.,  Utica,  and  Barrett  Electric 
Supply  Co.,  St.  Louis,  Feature  Line 


Three  prominent  distributors  were  recently 
added  to  the  Freed-Eisemann  merchandising 
organization,  according  to  an  announcement  by 
Arthur  Freed,  vice-president  of  the  Freed- 
Eisemann  Radio  Corp.,  Brooklyn,  N.  Y.  They 
are  D.  W.  May,  Inc.,  Newark,  N.  J.;  the  Hor- 
rock-Ibbotson  Co.,  Utica,  N.  Y.,  and  the  Bar- 
rett Electric  Supply  Co.,  St.  Louis,  Mo. 

Freed-Eisemann  production  is  being  main- 
tained on  a  large  scale,  Mr.  Freed  states,  since 
the  introduction  of  the  new  AC  and  DC  and 
25-cycle  electric  sets.  It  is  said  that  the  Freed- 
Eisemann  dealer  organization  is  constantly  ex- 
panding, and  sales  prospects  for  1928  are  very 
encouraging. 


Vern  Calder,  formerly  with  the  Daynes-Beebe 
Music  Co.,  Salt  Lake  City,  Utah,  has  joined  the 
sales  staff  of  the  Consolidated  Music  Co.  of  the 
same  city. 


"Cleveland's  Queen  of  the  Blues"  Sings 
"Chloe"  (the  Song  of  the  Swamp),  Blues 
Number,  for  Brunswick  Catalog 

"Chloe"  (the  Song  of  the  Swamp),  an  original 
blues  number,  was  chosen  as  the  first  Bruns- 
wick  record    by    Bessie    Brown,  "Cleveland's 


Bessie  Brown 

Queen  of  the  Blues,"  because  of  the  sensational 
success  she  has  created  with  that  number. 
Bessie  Brown  was  discovered  by  one  of  the 
foremost  American  critics,  George  Davis,  in 
"The  Sixty  Club,"  one  of  the  exclusive  night 
clubs  of  Cleveland,  where  she  has  scored  tre- 
mendous success.  The  Brunswick  record  has 
been  released  as  a  special  by  the  Brunswick  Co. 


Earle  V.  Hennecke, 
Inc.,  Is  Organized 

Earle  V.  Hennecke,  Inc.,  has  been  organized 
in  New  York  City  to  furnish  sales  and  adver- 
tising counsel  to  manufacturers  of  radio,  auto- 
motive and  electrical  products  and  to  act  as  a 
sales  organization  handling  distribution  for  sev- 
eral well-known  manufacturers.  In  addition  to 
these  activities,  it  is  announced  that  the  com- 
pany will  develop  its  own  manufacturing  facil- 
ities and  will  shortly  market  a  new  form  of 
phonograph  of  portable  design. 

The  organization  is  headed  by  E.  V.  Hen- 
necke, formerly  vice-president  and  general  man- 
ager of  the  Moto  Meter  Co.,  and  a  prominent 
figure  in  the  Automotive  Equipment  Associa- 
tion and  the  Motor  and  Accessory  Manufac- 
turers' Association,  as  well  as  the  National 
Hardware  Association. 


FOR  YEARS  THE  JEWEL  PRODUCTS 

have  been  known  to  the  trade  for  their  quality,  and  the  Jewel  Reproducer 
No.  33  adds  to  their  reputation. 

This  reproducer  is  the  result  of  several  years  experimental  research  and  there  are  certain 
principles  included  in  its  construction  which  are  not  to  be  found  in  any  other  phonograph 
reproducer.  The  size  and  weight  are  scientifically  correct  to  bring  out  all  tones  of  the 
electrically  recorded  records  with  that  wonderful  solidity  of  tone  which  has  great  carrying 
power  and  eliminates  the  metallic  twang  and  shrillness  which  some  call  volume.  There 

is  no  jangling  distortion  no  tin-canny  noise  nothing  but  perfect  harmony  from  the 

rumble  of  the  kettledrums  to  the  high,   tremulous  tones  of  the  violin   and   flute;  every 
instrument  is  distinctly  heard  yet  combined  in  one  glorious,  harmonious  whole. 


The  most  rigidly  constructed 
reproducer  on  the  market. 
Beautiful  in  appearance  and 
practically  "fool-proof."  Costs 
more  but  worth  it. 


Prices:  Nickel  Plate,  $7.50;  Gold  Plate,  $8.50. 


JEWEL  PHONOPARTS  CO. 


510  N.  Dearborn  St. 
CHICAGO,  ILL. 
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YOU  used  to  hear  that  radio's  "  inten- 
sive selling  season"  ended  just  before 
the  Christmas  holidays. 

The  new  Atwater  Kent  A.  C.  set  has 
knocked  this  tradition  into  a  cocked  hat. 

Introduced  after  Christmas,  this  set 
has  caused  more  favorable  talk  and  eager 
buying  than  anything  else  we  have  ever 
produced. 

tti  i  i    .1       l  li  without  tubes 

brom  week  to  week  the  demand  has 
grown  until  we  have  had  to  increase  production  to     ness  this 
more  than  3,000  A.  C.  sets  a  day.  By  the  middle  of  profitable 


Model  37 

The  astonishing  price  of  the 
new, six- tube,  FULL-VISION  Dial, 
self-contained  A.  C.  set  includes 
everything  except  tubes  and  a 
speaker.  No  power  accessories 
required — no  batteries,  no 
charger.  For  use  with  110-115 
volt,  60-cycle,  Alternating  Cur- 
rent. Uses  six  A.  C.  amplifying 
tubes,  and  one  rectifying  tube. 


Model  E  Radio  Speaker 
$24 


Radio's  truest  voice.  All  parts  protect- 
ed against  moisture.  Comes  in  a  variety 
of  beautiful  color  combinations. 


February  we  had  made  and  sold  more 
than  100,000. 

For  spring  and  summer  profits 

Dealers  who  push  this  phenomenal 
set — dealers  who,  through  local  advertis- 
ing, tell  people  where  to  buy  it  and 
how  good  the  broadcast  programs  are 
RIGHT  NOW— and  how  good  they  will 
continue  to  be — should  find  their  busi- 

spring  and  summer  the  largest  and  most 

they  have  ever  known. 


Atwater  Kent  Radio  Hour  every  Sunday  night  on 
23  associated  stations 

Onk  Dial  Receivers  licensed  under  L  .  S.  Patent  1.014,002 
Prices  slightly  higher  West  of  the  Rockies 

ATWATER  KENT  MANUFACTURING  CO. 

A.  Attcater  Kent,  President 

4725  Wissahickon  Ave.  Philadelphia,  Pa. 


JOHN  H.WILSON, Manager 


324- WASHINGTON  ST.,BOSTON,MASS. 


iflOMON 


ENGLAND 


New  England  Music-Radio  Jobbers 
Report  Increase  in  February  Sales 

Improvement  in  Both  Talking  Machine  and  Radio  Sales  Reported  by  Wholesalers  and 
Retailers — Charles  F.  Shaw  Is  New  Brunswick  Branch  Manager 


Boston,  Mass.,  March  7. — Business  throughout 
the  New  England  field  in  talking  machines 
showed  something  of  an  improvement  in  Feb- 
ruary and  there  is  a  renewed  feeling  that  the 
Spring  demand  may  be  quite  satisfactory.  Job- 
bers are  making  a  better  report  for  the  second 
month  than  they  did  for  the  first  one  of  1928, 
which  is  a  good  omen.  Then  there  is  the  ra- 
dio business,  for  which  an  encouraging  word 
can  properly  be  said,  for  this  has  taken  quite  a 
spurt  during  the  past  few  weeks. 

Kellogg  Set  Arouses  Enthusiasm 

Francis  D.  Pitts,  head  of  the  F.  D.  Pitts  Co., 
who  has  just  been  out  to  Chicago,  waxes  most 
enthusiastic  over  the  new  Kellogg  model  which 
is  to  be  ready  in  June.  It  is  to  be  known  as 
the  Majestic.  It  is  a  three-tube  set  and  will  be 
shown  in  several  patterns.  The  samples  are 
expected  here  in  about  three  weeks  and  already 
dealers  are  making  inquiries  about  it.  President 
Pitts  reports  that  the  February  business  in  Kel- 
'°gg  goods  was  nearly  25  per  cent  higher  than 
in  the  previous  month. 

Modernistic  A.  K.  Set 

At  the  J.  H.  Burke  Co.'s  Columbus  avenue 
headquarters  one  learns  of  a  new  set  of  the 
Atwater  Kent  line  to  be  known  as  Modernistic 
Model  37.  It  is  an  AC  set  intended  primarily 
for  dealer's  display.  It  will  be  known  as  the 
"black  and  white,"  and  the  first  samples  were 
received  at  the  Boston  warerooms  a  few  days 
ago.  The  speaker  is  of  the  same  finish  and 
will  be  shown  with  the  set.  Business  with  the 
Burke  Co.  has  grown  so  rapidly  that  another 
salesman  has  been  added  to  the  staff,  Jack 
Walton,  of  this  city,  who  formerly  was  radio 
manager  for  the  Morgan  Furniture  Co. 

H.  L.  Spencer  in  New  Office 

It  seems  that  Harry  L.  Spencer,  late  of  the 
Brunswick  Co.,  who  has  joined  the  ranks  of  the 
Sonora  Co.,  is  to  have  an  office  in  the  J.  H. 


Burke  Co.'s  Columbus  avenue  quarters,  at  least 
for  the  present;  and  to  be  associated  with  him 
are  Piatt  R.  Spencer,  E.  C.  Nelson  and  E.  S. 
Humphrey,  all  three  lately  with  the  Brunswick. 
Joe  Burke  of  the  J.  H.  Burke  Company  is  back 
home  from  a  quick  business  trip  taken  to  several 
cities,  Albany,  New  York  City,  Philadelphia  and 
Chicago  among  them. 

Good  Business  at  Columbia  Co. 

District  Manager  Bill  Parks  of  the  Columbia 
Co.,  who  went  over  to  New  York  the  first  of 
the  month  for  a  sales  conference,  was  able  to 
find  satisfaction  in  the  February  business  ere 
he  started,  for  it  showed  an  aggregate  of  sales 
that  was  considerably  beyond  the  business  of 
the  same  month  a  year  ago  and  much  better 
than  the  previous  month  of  January.  The  de- 
mand for  records  has  been  particularly  large 
and  the  new  series  of  Bayreuth  recordings  has 
become  very  popular.  It  is  of  special  interest, 
speaking  of  the  business,  that  the  entire  stock 
of  the  Columbia-Kolster  electric  reproducing 
model  has  been  sold  out  and  a  new  invoice  is 
being  eagerly  awaited.  The  New  England  de- 
partment has  added  a  new  representation  in  the 
field,  the  Adams  Music  Store,  popular  retail 
concern,  at  Burlington,  Vt. 

Changes  Completed  at  Eastern  Co. 

Changes  and  rearrangements  mentioned  as 
in  the  making  last  month  at  the  Essex  street 
quarters  of  the  Eastern  Co.  have  now  been 
completed  and  facilities  for  the  despatch  of 
Victor  business  are  now  better  than  ever.  The 
February  business  in  the  Victor  line  was  con- 
siderably ahead  of  the  same  month  a  year  ago. 
Additions  to  Brunswick  Staff 

With  the  advent  of  Charles  F.  Shaw  as 
branch  manager  of  the  New  England  territory 
for  the  Brunswick  Co.,  succeeding  Harry  L. 
Spencer,  several  additions  have  been  made  to 
the  staff  with  the  end  in  view  of  largely  de- 


veloping the  company's  business  in  this  field. 
Ray  Storms  is  now  in  charge  of  the  territory 
included  in  the  city  proper;  Gilbert  Stoner 
has  central  Massachusetts,  Robert  Devlin, 
formerly  of  Chicago,  has  Rhode  Island  and 
southern  Massachusetts;  A.  J.  Shuffer  will  con- 
tinue in  his  old  field,  which  is  Maine  and  Es- 
sex county,  the  latter  the  northern  section  of 
Massachusetts;  and  E.  R.  Richardson  has  New 
Hampshire,  Vermont  and  western  Massachu- 
setts. William  H.  Stevens,  who  has  been  with 
the  Brunswick  Co.  in  another  capacity,  has  been 
advanced  to  the  important  post  of  record  pro- 
motion manager. 

The  new  branch  manager,  Mr.  Shaw,  comes 
to  Boston  with  a  good  record  in  Brunswick 
service.  He  was  in  Baltimore  for  eight  years 
where  he  was  sales  manager  for  the  Bruns- 
wick, and  prior  to  going  to  Baltimore  he  was 
located  in  St.  Louis,  Mo.,  where  for  four  years 
he  was  assistant  sales  manager  for  the  same 
company. 

News  Gleanings 

R.  F.  Bolton,  manager  of  the  foreign  record 
department  of  the  Columbia  Co.,  was  in  town 
the  first  of  the  month,  remaining  here  for  nearly 
a  week  and  of  course  making  his  headquarters 
at  1000  Washington  street,  the  New  England 
offices  of  the  Columbia  Phonograph  Co. 

Winthrop  A.  Harvey,  of  the  C.  C.  Harvey  Co., 
of  Boylston  street,  is  at  this  writing  enjoying 
the  climate  of  Africa,  he  and  Mrs.  Harvey 
having  sailed  for  that  country  several  weeks 
ago.    They  plan  to  be  away  until  April. 

William  Arms  Fisher,  of  the  Oliver  Ditson 
Co.,  Victor  distributor,  has  been  in  Florida,  re- 
cuperating from  a  severe  cold  with  which  he 
was  seized  several  weeks  ago. 

P.  A.  Bartley,  of  New  York,  manager  of  the 
Victor  business  for  the  Northeastern  district, 
has  been  a  local  visitor,  dividing  his  time  among 
the  various  distributors  of  this  product. 

Alan  Steinert,  head  of  the  Eastern  Talking 
Machine  Co.'s  headquarters  in  Essex  street, 
paid  a  flying  visit  to  the  Camden  factory  of  the 
Victor  Company  a  short  time  ago. 


Herbert  A.  Brennan,  of  Gross-Brennan,  Inc., 
New  York  City,  Stromberg-Carlson  representa- 
tive  has  been  elected  to  the  Lambs  Club. 
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THE  SEASON  FOR  VICTOR  SALES 
IS  OF  THE  DEALER'S  OWN  MAKING 

Every  month  of  the  twelve  is  one  of  opportunity  for  the 
dealer  who  has  a  representative  stock  of  Orthophonic  Vic- 
trolas,  Records  and  Combinations,  for  public  interest  and 
demand  is  constantly  on  the  increase. 

Ditson  Service  Will  Keep  Your  Stock  Complete 

Chas.  H.  Ditson  &  Co. 

NEW  YORK 


BOSTON 
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Listen  I 


Artone  Portables  have  been  designed  to  sell  on 
TONE  (with  long  horns)  and  EYE  VALUE! 
These  features  have  been  studiously  designed  to 
help  our  customers  GET  THEIR  FULL  PROFIT. 
There  are  so  many  points  to  talk  about  in  selling 
Artones  that  price-cutting  is  unnecessary! 


Models 


Reg  C  S. Pal. 0(1. 


No.  14 
No.  828 
No.  728 
No.  528 
No.  228 
Grand 


$12.50  List 
15.00  List 
16.50  List 
20.00  List 
25.00  List 
35.00  List 


and  Electric  Pick-up 
No.  30  32.50  List 

Write  for  new  circular 


Berg  A.  T.  &  S.  Co.  Inc.,  Long  Island  City,  N 


64 


The  Talking  Machine  World,  New  York,  March,  1928 


W.  H.  Lyon  Sales 
Manager  of  Amrad 

New  Executive  Has  Had  Wide  Experience 
— Was  Radio  Operator  Prior  to  War  and 
Later  With  Federal  Tel.  &  Tel.  Co. 

Medkord  Hillside,  Mass.,  March  8. — The  im- 
pressive record  of  W.  H.  Lyon,  new  general 
sales  manager  of  the  Amrad  Corp.,  was  set 
forth  in  a  recent  communication  from  the  Am- 


W.  H.  Lyon 


rad  Corp.,  of  this  city.  "Bill"  Lyon,  as  he  is 
familiarly  known  in  radio  circles,  was  recently 
appointed  general  sales  manager  to  succeed 
A.  B.  Ayers,  who  was  promoted  to  the  im- 
portant post  of  general  manager  of  the  com- 
pany. Mr.  Lyon  began  his  radio  career  in 
1910  and  at  the  age  of  fourteen  was  said  to 
be  the  youngest  possessor  of  a  first-grade 
commercial  radio  operator's  license.  He  spent 
three  years  as  radio  operator  on  board  the 
United  Fruit  Co.  ships  and  later  was  connected 
with  the  Marconi  Co.  During  the  war  he  was 
in  charge  of  radio  installation  equipment  for 
the  United  States  Navy  and  on  French  decoy 
vessels. 


In  1920  Mr.  Lyon  took  over  the  branch  office 
in  Boston  for  the  Independent  Wireless  Tele- 
graph Co.  and  in  1922  he  joined  the  sales  staff 
of  the  Federal  Telephone  &  Telegraph  Co., 
later  becoming  Boston  branch  manager  and 
later  a  special  representative  traveling  through- 
out  the  United  States. 

"Bill"  is  said  to  take  to  the  air  in  more  ways 
than  one,  being  a  lieutenant  in  the  Air  Service 
Reserve,  and  his  favorite  recreation  is  to  go 
over  to  the  East  Boston  Airport  and  take  ;i 
hop.  Sales  Manager  Lyon  has  proceeded  to 
take  charge  of  his  new  duties  in  an  extremely 
vigorous  way  and  the  outlook  for  the  Amrad 
Corp.  is  prosperous. 

Arcturus  Conducts 
Tests  of  AC  Tubes 


What  is  said  to  be  a  record  life  for  alternat- 
ing current  tubes  has  been  announced  by  the 
Arcturus  Radio  Co.,  Newark,  N.  J.,  following 
laboratory  tests.  On  June  1,  1927,  100  tubes 
were  placed  in  test  racks.  The  heaters  were 
lighted  and  turned  on  and  off  every  two  days. 
At  the  end  of  2,500  operating  hours  all  tubes, 
with  the  exception  of  eight  which  had  been 
mechanically  damaged  in  handling,  were  said 
to  be  functioning  efficiently.  At  3,300  hours 
75  per  cent  of  the  tubes  still  passed  requisite 
tests.  At  the  4,600-hour  mark  40  tubes  per- 
formed satisfactorily,  according  to  the  an- 
nouncement, which  states  that  the  next  reading 
on  the  remaining  tubes  will  be  taken  at  5,200 
hours  of  operation. 


A.  K.  Ad  Drive  Wins 


Oklahoma  City,  Okla.,  March  8. — Through  a 
campaign  planned  by  Harrison  Smith,  radio 
distributor  of  this  city,  the  new  Atwater  Kent 
AC  receiving  set  No.  37  was  accorded  State- 
wide publicity.  Within  a  week  full-page  ads 
over  the  signatures  of  local  dealers  appeared 
in  the  newspapers  of  thirty-six  different  cities 
of  Oklahoma.  This  hearty  co-operation  of  the 
dealers  made  possible  a  campaign  that  is  es- 
timated to  have  brought  the  new  model  before 
the  attention  of  every  resident  of  the  State, 
developing  a  profitable  interest  in  it. 


Salesman,  a  Wonderful  Opportunity 

for  the  right  party,  selling  Mel-O-Tone 
Phonograph  Needles.      Liberal  Commission. 

For  particulars,  write 

Mel-O-Tone  Phonograph  Co. 

1324  West  Lake  St.  Minneapolis,  Minn. 

Oscar  Grogan  on 

Columbia  Release 

New  Tenor  From  Tennessee  Has  Wide 
Following  Among  Radio  Audiences  in 
the  South — Discovery  by  Art  Gillham 

Oscar  Grogan,  new  and  exclusive  Columbia 
recording  tenor,  is,  despite  his  first  name, 
straight  Irish,  via,  as  he  puts  it,  "four  genera- 
tions of  Tennessee."    Mr.  Grogan  was  discov- 


Oscar  Grogan 


ered  and  sponsored  by  Art  Gillham,  the 
"Whispering  Pianist,"  who  also  records  ex- 
clusively for  the  Columbia  catalog.  Grogan 
comes  from  Memphis,  where  he  sang  with 
Warner's  Seven  Aces.  He  has  a  wide  following 
among  radio  listeners-in  in  the  South. 

The  new  tenor's  records  reveal  an  attractive 
voice,  melodious  and  unforced.  He  has  been 
singing  the  vocal  choruses  for  Ben  Selvin's 
orchestral  recordings,  and  his  second  solo 
coupling  was  recently  released.  This  record 
includes:  "Somebody  Lied  About  Me"  and 
"Who  Knows?" 

Dismisses  Case 

Against  Crosley 

U.  S.  District  Court  Decides  That  the 
Crosley  Musicone  Does  Not  Infringe  on 
Patents  of  the  Lektophone  Corp. 


That  the  Crosley  Musicone,  a  radio  loud 
speaker,  does  not  infringe  upon  the  patents 
of  the  Lektophone  Corp.,  New  York  City,  was 
the  finding  of  U.  S.  District  Court  Judge  Smith 
Hickenlooper  in  Cincinnati,  Monday,  February 
27.  As  a  result  of  the  opinion  the  case  against 
the  Crosley  Radio  Corp.  was  dismissed,  the 
court  ordering  that  the  Lektophone  Corp.'s 
bill  of  complaint  be  dismissed  on  the  ground 
of  non-infringement. 

In  its  petition  the  Lektophone  Corp. 
charged  infringement  of  the  Marcus  A.  Hop- 
kins patent,  leased  by  it,  and  sought  an  ac- 
counting of  the  profits  and  damages  for  the 
infringement.  The  Crosley  Radio  Corp.  in  its 
defense  contended  that  the  Musicone  was  not 
an  infringement,  but  constituted  an  improve- 
ment on  the  Hopkins  and  other  patents. 
Judge  Hickenlooper  held  that  as  there  were 
no  substitutions  for  the  mechanical  parts  there 
was  no  infringement.  The  Suit  was  brought 
in  the  U.  S.  District  Court  in  January,  1926. 


Toman  No.  3  Reproducer 
Most    beautiful    reproducer  ever 
designed. 


TOMAN 

PRODUCTS 


In  line  with  our  policy  of  bringing  to 
Dealers  the  finest  profit  opportunities 
the  market  affords,  we  now  offer  the 
complete  line  of  Toman  Reproducers 
and  Tone-Arms. 

Our  representatives  regularly  cover 
Alabama,  Florida,  Georgia,  North  and 
South  Carolina. 

The  line  of  Toman  Products  is  abso- 
lutely complete.  Offering  you  greater 
value,  more  profit,  and  finer  merchan- 
dise than  you  have  ever  seen  before. 

Write  now  for  samples  and  complete 
catalog  of  Toman  Products. 


ALUMINUM  SPECIALTY  CO. 


168  Trinity  Avenue,  S.W. 


ATLANTA,  GA. 
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Automatic 
Orthophonic 
Victrola 
Reduced 


Badger  Coin 
Operated 

Attachment 
Reduced 


Reduced! 

The  Badger  Coin  Operated 

AUTOMATIC 

Orthophonic  Victrola 

With  Glass  Panel  in  Door  for  Visual  Observation 

THE  Automatic  Orthophonic  Victroia  10-50  has  heen  reduced  in  price  from 
$600.00  to  $500.00.  .  .  .  This,  together  with  our  reduced  price  for  the  coin- 
operated  installation  with  the  glass  door  (write  for  new  prices  and  descriptive 
folder),  puts  this  instrument  within  reach  of  every  Ice  Cream  Parlor,  Summer 
Resort,  Restaurant,  as  well  as  Hotel,  etc.  Among  the  many  features  that  make 
this  an  unusual  instrument  are: 


When  coin  has  been  deposited  an  electric 
light  illuminates  the  record  changing 
mechanism. 

Inconspicuous  coin  receptacle  rejects  slugs 
and  small  coins. 

Loud  buzzer  indicates  when  record  supply 
is  exhausted. 

Concealed  coin  box. 


Tamper-proof  lock  on  door. 

Concealed  push  button  permits  playing 
without  use  of  coin. 

May  be  operated  by  additional  remote  con- 
trol coin  boxes. 

All  mechanical  parts  easily  accessible. 

Can  be  equipped  to  operate  with  either 
nickels  or  dimes. 


NOW !    With  warm  weather  coming  on  your  most  profitable  season  is  at  hand. 
Dozens  of  prospects  in  your  immediate  community.    Good  profits  for 
the  dealer — and  the  income  pays  for  the  instrument  for  the  owner. 
Write  for  detailed  information. 

Badger  Talking  Machine  Co. 

MILWAUKEE 
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C.  E.  Siegesmund,  General  Manager, 
C.  N.  Andrews,  Buffalo,  Passes  Away 

Deceased  Was  One  of  the  Most  Widely  Known  Talking  Machine  Men  in  Western  New 
York — Optimism  Spreads  as  Business  Gains  Throughout  Territory 


Buffalo,  N.  Y.,  March  8. — Charles  E.  Sieges- 
mund, former  retail  Victor  dealer  in  Buffalo 
and  for  the  past  six  years  general  manager  of 
the  C.  N.  Andrews  Victor  wholesale  house  in 
that  city,  died  March  2  in  his  home  in  Ashland 
avenue  after  an  illness  of  two  weeks.  Mr. 
Siegesmund  was  one  of  the  most  widely  known 
talking  machine  men  in  western  New  York,  hav- 
ing been  president  of  the  Buffalo  Victor  Dealers' 
Association  for  several  years  and  being  active  in 
promoting  the  interests  of  the  industry  at  all 
times.     He  was  fifty-six  years  old. 

Buffalo  talking  machine  and  radio  dealers  gen- 
erally report  business  improving  after  a  rather 


slow  start,  as  is  usual  just  after  the  holidays. 
The  Buffalo  Talking  Machine  Co.  reports  open- 
ing many  new  Bosch  radio  accounts  and  regards 
this  as  an  especially  good  line. 

Columbia's  Buffalo  branch  reports  the  Master- 
works  Series  moving  well.  There  has  been  a 
tremendous  sale  of  the  sets  of  the  Bayreuth 
Wagner  festival  series  in  the  Buffalo  district 
Dealers  are  also  receiving  the  new  Columbia- 
Kolster  with  special  favor.  Portable  model  160 
is  moving  well  and  nearly  all  Columbia  dealers 
report  that  their  1927  business  showed  pro- 
nounced improvement  over  1926. 

The  Siegrist  Co.,  one  of  Buffalo's  largest  de- 


partment stores,  is  putting  in  the  complete 
Brunswick  line,  this  being  its  first  entry  into  the 
music  field. 

Iroquois  Sales  Co.  reports  Polish  record  sales, 
which  established  a  new  volume  of  business  in 
1927  and  early  1928,  are  slowing  up  a  little  be- 
cause of  the  Lenten  season,  but  are  expected  to 
get  back  to  normal  after  Easter.  Crosley  Model 
704  is  moving  very  well  for  the  season,  it  is  re- 
ported, also  the  Carryola  Porto  Pick-up. 

Harry  Svendsen  has  opened  a  radio  store  at 
251  Triangle  street,  Buffalo.  He  is  specializing 
in  Kolster  and  King  radio. 

The  Buffalo  Radiophone  Co.  has  been  forced 
to  seek  much  larger  quarters  because  of  its  in- 
creased business  and  is  moving  this  month  from 
266  Main  street  two  doors  south  to  262  Main 
street. 

Members  of  the  Buffalo  radio  trade  are  much 
pleased  with  the  decision  of  the'  Federated  Radio 
Trades  Association  to  hold  its  1929  convention 
in  Buffalo  and  already  are  planning  to  make 
next  year's  gathering  the  greatest  in  history. 
:  Fire  caused  $3,500  damage  in  the  souvenir  and 
record  store  of  E.  E.  Nicklis,  well-known  deal- 
er in  Niagara  Falls,  recently.  j 

Elmer  C.  Metzger  was  elected  president  of  the 
Buffalo  Radio  Trades  Association  at  the  annual 
meeting  of  directors.  Other  new  officers  ate 
Edward  Young,  vice-president;  Howard  P.  Funjc, 
treasurer,  and  Benjamin  E.  Neal,  secretary.  ?: 
William  Hess  has  opened  a  new  radio  store 
and  service  station  at  317  South  Park  avenue, 
Buffalo.  He  is  specializing  in  Philco  units,  bat- 
teries and  tubes,  as  well  as  various  sets. 

Roth  &  Zillig,  Buffalo  distributors  of  Atwater 
Kent,  arranged  with  their  retailers  for  full-page 
co-operative  advertising  in  the  Buffalo  press  to 
get  Model  37  before  the  public  in  a  manner 
designed  to  stimulate  interest  in  it. 

Liabilities  of  the  Universal  Electric  Shops  of 
Jamestown,  radio  dealers,  who  recently  went  into 
bankruptcy,  are  estimated  at  $19,227  and  assets  at 
$4,247.  Bert  H.  Ruhland  has  been  appointed  trus- 
tee for  the  bankrupt. 

Howard  J.  Smith  was  elected  president  of  the 
Buffalo  Radio  Council  at  an  organization  meeting 
in  the  Hotel  Lafayette.  The  council  is  composed 
of  representatives  of  broadcasting  stations,  the 
Radio  Trades  Association,  the  Listeners'  League, 
the  Institute  of  Radio  Engineers  and  the  Ama- 
teur Radio  Association,  and  is  formed  to  improve 
radio  reception  in  this  vicinity. 

Demand  for  completely  electrified  sets  is  now 
95  per  cent  of  the  total  in  regions  where  de- 
pendable electric  current  is  available,  Lester  E. 
Noble,  president  of  the  Federal  Radio  Corp., 
reports.  The  company  looks  forward  to  the  best 
Spring  and  Summer  trade  in  history. 

Dayton  Radio  Trade 
Show  Is  Successful 

Dayton,  O.,  March  6. — The  radio  show  held  in 
February  at  the  Van  Cleve  Hotel  and  spon- 
sored by  the  Dayton  Radio  Trade  Association 
was  most  successful  in  that  it  attracted  thou- 
sands of  prospective  purchasers*  and  has 
already  had  its  effect  in  making  sales  for 
dealers.  The  exposition,  which  was  held  on 
February  9,  10  and  11,  was  staged  at  the  hotel 
for  a  number  of  reasons.  First,  the  hotel, 
being  a  new  one,  would  be  more  likely  to 
attract  visitors  than  would  a  well-known  hall. 
That  this  reasoning  was  correct  was  evidenced 
by  the  fact  that  20,000  visited  the  show.  Sec- 
ondly, demonstration  in  hotel  rooms  was  much 
more  effective  than  it  would  be  under  other 
circumstances. 

Thirty-four  exhibitors  occupied  more  than 
forty  rooms,  displaying  and  demonstrating  the 
latest  models,  including  practically  every  make 
of  AC  receiver.  A  number  of  dealers  have 
made  sales  which  they  declare  are  a  direct  re- 
sult of  the  show. 


The 
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Attachment  No.  2 


KENT 
ATTACHMENTS 


EXCELS  IN 

Value 
Quality 
Material 
Workmanship 
Simplicity 
Durability 
Practicability 


'WIN  THEIR  WAY 
BY  THEIR  PLAY." 


Rig.  V.  S.  Pat.  Off. 


Noteworthy  for 

Grace 
Beauty 
Tone  and 
Execution 


With  its  full  curved,  continuously  tapered 
goose-neck-,  made  of  seamless  brass  tubing, 
correct  in  principle,  faultless  in  design,  delight- 
fully harmonized  and  carefully  assembled,  it  is 

The  Latest  and  Best  Device  for  Playing 

LATERAL  CUT  RECORDS  on  the 
EDISON  DISC  PHONOGRAPH 


Made  by 


F.  C.  KENT  COMPANY,  Irvington,  N.  J. 

Manufacturers  of  Tone  Arms  and  Sound  Boxes 
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Victor  Herbert  Album  Sets  in 

Demand  in  Cleveland  Territory 

Co-operation  Between  Dealers  and  Distributors  Resulting  in  Excellent  Volume  of  Sales 
— Wolfe  Music  Co.  Moves  to  New  Home — Other  News 


Cleveland,  0.,  March  8.— The  Cleveland  Talk- 
ing Machine  Co.,  Victor  distributor,  has  had  a 
most  unusual  demand  for  the  Victor  Herbert 
selections  in  album  form.  The  effort  being  put 
behind  the  sale  of  this  album  by  dealers  and 
distributors  is  producing  excellent  results. 

Miss  tEthel  Hiscox,  of  the  Educational  De- 
partment of  the  Victor  Talking  Machine  Co., 
has  been  spending  considerable  time  in  this  ter- 
ritory in  connection  with  arousing  interest  in 
music  appreciation  work.  She  has  received  a 
great  deal  of  co-operation  from  the  various 
Parent-Teachers   Associations   of  the  schools. 

The  monthly  meeting  of  the  record  sales 
promotion  group,  which  consists  of  Victor 
dealers'  sales  women,  was  held  at  the  Business 
Women's  Club  and  was  in  charge  of  Miss 
Yates,  of  the  Cleveland  Talking  Machine  Co. 
The  speaker  of  the  evening  was  Miss  Josephine 
McKeough,  who  has  charge  of  the  Chicago  dis- 
trict sales  promotion  work  for  the  Victor  Co. 
Her  talk  was  on  the  new  Victor  Herbert  selec- 
tions, and  she  explained  the  various  composi- 
tions and  demonstrated  with  the  aid  of  the  new 
Victor  model  No.  12-15. 

The  Cuyahoga  Court  of  Appeals  handed  down 
a  decision  this  month  that  is  of  considerable 
interest  to  every  dealer  handling  radio.  The 
case  was  the  Rudolph  Wurlitzer  Co.,  of  Cleve- 
land, versus  Sol  Taubman,  also  of  Cleveland. 
The  action  was  brought  in  the  Municipal  Court 
of  Cleveland  and  arose  over  the  refusal  of  the 
defendant  to  keep  up  his  payments  on  a  radio 
set  purchased  from  the  plaintiff  because  he 
alleged  it  would  not  operate  properly  because 
of  static  and  prevented  him  from  getting  recep- 
tion from  distant  stations.  The  balance  due 
on  the  set  was  $96.20.  The  Municipal  Court 
rendered  a  decision  in  favor  of  the  Wurlitzer 
Co.,  and  Taubman  carried  the  case  to  the  Court 
of  Appeals.  This  Court  also  rendered  an  ad- 
verse decision  against  him  and  said  in  part: 
"The  radio  is  a  recent  invention  and  this  so- 
called  static  has  not  been  eliminated  in  even 
the  best  of  sets.  No  person  is  justified  in  be- 
lieving what  is  generally  known  to  be  impos- 
sible." Had  the  court  allowed  Taubman  to 
sidestep  his  payments  on  the  grounds  of  inter- 
ference it  would  have  caused  a  great  hardship 
to  every  dealer  selling-  on  time,  but  with  the 


favorable  decision  to  the  trade  by  the  higher 
court  this  matter  is  settled  once  and  for  all. 

The  Cleveland  Ignition  Co.,  Atwater  Kent 
distributor  for  northern  Ohio,  has  been  busy 
shipping  out  a  large  volume  of  orders  on  the 
new  AC  set,  and  also  on  other  models  as  well. 
R.  A.  Bechtol,  general  manager  of  the  company, 
points  to  a  large  number  of  prominent  dealers 
in  Cleveland  who  have  recently  taken  the  At- 
water Kent  agency.  Among  these  dealers  are: 
Frank  Cerne,  6003  St.  Clair  avenue;  S.  J.  Basta, 
6032  Buckeye  road;  Henke  Furniture  Co.,  3001 
Lorain  avenue,  and  Wolfe  Music  Co.,  641 
Prospect  avenue. 

An  event  that  aroused  considerable  interest 
in  trade  circles  during  the  month  was  the  in- 
stallation of  radio  receivers  in  each  of  the 
thousand  rooms  of  the  Hotel  Statler  by  the 
management,  and  of  two  powerful  superhetero- 
dyne sets  on  the  roof  of  the  building.  In  mak- 
ing the  announcement  through  the  newspapers, 
the  management  stressed  the  point  that  radio  in 
the  rooms  tended  to  make  them  more  home- 
like, which  incidentally  was  good  advertising 
for  the  trade  at  large. 

The  Cleveland  branch  of  the  Brunswick  Co. 
has  received  many  compliments  on  the  appear- 
ance of  the  new  display  and  demonstration 
studio  recently  completed  at  the  branch  ware- 
rooms  on  St.  Clair  avenue,  N.  W.  All  the  new 
models  are  on  display.  A  number  of  new 
dealer  accounts  have  been  opened  in  this  terri- 
tory, E.  S.  Germain,  district  manager,  says,  and 
1928  has  started  off  in  fine  shape.  The  big 
event  of  the  month  in  the  record  department 
was  the  Brunswick  Co.  signing  the  well-known 
and  popular  blues  singer,  Bessie  Brown,  who 
went  to  Chicago  and  recorded  "Chloe"  and 
"Someone  Else."  Upon  their  release  here  there 
was  an  immediate  big  demand  for  these  records 
by  all  dealers  in  the  territory.  Miss  Brown  is 
appearing  nightly  at  the  "60"  Club  on  Euclid 
avenue  and  drawing  big  crowds. 

The  Schultz  Co.,  Seventeenth  and  Chester 
avenue,  distributor  of  the  Sonora  line,  had  a 
busy  month,  according  to  C.  C.  Price,  general 
manager.  Both  radio  and  phonograph  models 
have  been  moving  well. 

The  Sterling  A  battery  eliminator  manufac- 
tured by  the  Sterling  Mfg.  Co.,  of  Cleveland,  is 


enjoying  increased  popularity  and  keeping  the 
factory  busy.  Battery  owners  are  purchasing 
these  eliminators,  dealers  report,  because  of 
their  many  desirable  features  and  because  in 
many  instances  they  feel  they  cannot  afford  to 
-relinquish  their  old  set  for  one  of  the  new 
"model  AC  operated  receivers. 

The  finishing  touches  to  the  Wolfe  Music 
Co.'s  new  store  on  Euclid  avenue  and  East 
Twenty-second  street  are  now  being  made  and 
the  company  expects  to  be  settled  in  its  new 
home  early  this  month. 


United  Motor  No.  2 
Popular  With  Trade 

Recently  Introduced  Product  of  United 
Air  Cleaner  Co.  Has  Met  With  Grati- 
fying Reception — Company  Is  Growing 

United  Motor  No.  2,  introduced  in  January 
by  the  United  Air  Cleaner  Co.,  Chicago,  has 
met  with  a  gratifying  reception  from  the  trade, 
according  to  F.  F.  Paul,  general  sales  manager 
of  the  company,  and  the  factory  is  now  in 
heavy  production  on  this  product.  The  execu- 
tives of  the  company  feel  that  Motor  No.  2 
will  gain  as  wide  an  acceptance  in  1928  as  the 
United  Motor  No.  5,  for  cabinet  phonographs, 
did  in  1927,  which  was  the  most  successful 
year  in  the  history  of  the  company. 

The  firm  is  using  50,000  square  feet  of  manu- 
facturing space  for  the  making  of  phonograph 
motors  and  plans  are  now  under  way  for  a 
new  addition  to  the  present  building.  The  firm 
owns  seven  acres  of  vacant  property  east  of 
the  plant  on  Cottage  Grove  avenue  and  if  the 
volume  of  business  continues  to  increase  in 
1928,  as  it  did  in  1927,  executives  of  the  com- 
pany report  that  they  may  find  it  necessary 
to  utilize  a  part  of  the  vacant  property.  As 
a  result  of  the  increase  of  business,  production 
has  been  speeded  up  during  the  past  year  and 
the  firm  has  purchased  a  considerable  quantity 
of  new  motor-making  equipment. 


Fyffe,  Columbia 

Artist,  Starts  Tour 

Will  Fyffe,  exclusive  Columbia  record  artist 
and  famous  Scotch  comedian,  opened  at  the 
Palace  Theatre,  New  York  City,  recently, 
starting  on  the  first  lap  of  a  three-year  head- 
line tour  of  the  Keith-Albee  circuit. 


STYLE  21 
Genuine  Mahog- 
any    or  Walnut 
only. 

STYLE  21-B 
Same    with  both 
top  panels  hinged 
t  o  accommodate 
Radio-  Panel. 


THE  LINE  OF  PROFIT 


PHONOGRAPHS  AND 
RADIO  CABINETS 

I 


Excel  phonographs,  radio  cabinets 
and  combination  instruments  have 
been  designed  to  meet  every  exact- 
ing taste.  They  are  produced  in  all 
popular  finishes  and  styles,  including 
Upright,  Console  and  Wall  Cabinets 
— a  complete  line.  Our  centrally  lo- 
cated factory  and  excellent  shipping 
facilities  insure  prompt  deliveries 
and  attractive  trade  prices 


STYLE  17 
Genuine  Mahog- 
any    or  Walnut 
Phonograph  only. 


I 


STYLE  1 
Gum  Mahogany. 

Fumed 


STYLE  48 
Walnut  Radio  Console.  Built-in 
loud  speaker  and  battery  com- 
partment.      Accepts    7"  x  18" 
panel. 


The  models  illustrated  show  several 
products  of  the  EXCEL  line,  me- 
chanically and  acoustically  up-to-the- 
minute  in  every  detail.  The  EXCEL 
line  is  appealing  to  the  customers' 
eye,  ear  and  purse.  Your  request 
for  a  catalog  and  price  list  will  be 
given  prompt  attention.  Enterprising 
dealers  will  find  the  EXCEL  line 
well  worth  investigating. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 
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NICKEL 

AND 
OTHER 
FINISHES 


Snap  Coyer 
stays 

OPEN. 

OH. 

CLOSED 


SIZES 

i  n. 

AND 

5'A-  IN. 


(clorStayArm 


TRAiDE  MARK 


Manufacturer  of 

PHONOGRAPH  AND  RADIO  CABINET 
HARDWARE  AND  METAL  SPECIALTIES 

155  Leonard  St.  NEW  YORK,  N.  Y. 

Samples  and  Prices  on  Request 


rNONSPILL-i 

I— NEEDLE  CUP  ' 

PATENT  PENDING 

MEMBERS  OF  A  BIG  FAMILY— LEADERS  IN  THEIR  LINE 


Brunswick  Shop  Lays 
Claim  to  a  Record 


Phonograph  Shop  of  Wichita  Falls,  Tex., 
Claims  Largest  Sales  Per  Capita  on 
Panatropes  and  Panatrope-Radiolas 

The  largest  sales  per  capita  on  electrical 
Panatropes  and  Panatrope-Radiolas  of  any 
Brunswick  dealer  in  that  section  of  the  coun- 
try, is  the  claim  of  the  Phonograph  Shop, 
Brunswick  dealer,  at  Wichita  Falls,  Tex.  Their 
slogan,  "No  Hill  Too  Steep  for  a  Stepper," 


Interior  of  Brunswick  Shop 

seems  to  spur  them  on,  and  defines  the  sales 
ability  of  Roy  C.  Coffee,  manager  of  the  con- 
cern, who,  perhaps,  has  sold  individually  as 
many  Brunswick  Panatropes  as  any  one  sales- 
man operating  in  a  Brunswick  retailer's  store. 
One  of  the  iron-clad  rules  of  the  Phonograph 
Shop  is  a  liberal  advertising  program,  which, 
together  with  artistic  show-window  display,  and 
a  liberal  home  demonstrating  policy,  has 
brought  Brunswick  products  strikingly  before 
the  people  of  Wichita  Falls  and  vicinity.  The 
store  carries  a  complete  stock  of  Brunswick 
products,  and  another  of  the  slogans,  "Service 
With  a  Smile  and  Service  After  the  Sale,"  best 
explains  the  efforts  of  the  Phonograph  Shop 
to  provide  for  the  wants  of  its  customers. 

The  store  is  well  arranged  and  designed  to 
obtain  the  maximum  display  value,  and  at  the 
same  time  provide  the  speedy  and  convenient 
handling  of  all  customers. 


Columbia  Master- 
Works  at  Town  Hall 

Felix  Salmond,  'cellist,  and  Simeon  Rum- 
schisky,  pianist,  Columbia  Masterworks  artists, 
will  include  the  Grieg  Sonata  in  A  Minor, 
Opus  36  (Columbia  Masterworks  Set  No.  78), 
in  their  recital  scheduled  for  Town  Hall, 
New  York  City,  March   11.     Mr.  Salmond  is 


a  faculty  member  of  both  the  Curtis  and 
Juilliard  Foundations  for  Music  and  plays 
upon   the   'cello  once  owned  by  Paganini. 

Dr.  Rumschisky,  European  pianist  and  con- 
ductor, has  been  for  some  time  known  to  New 
York  as  one  of  the  most  sympathetic  accom- 
panists of  the  day.  The  comparative  rarity 
of  'cello  and  piano  sonata  recitals  and  the 
distinction  of  these  two  artists  promise  a  treat 
for  music  lovers. 


Hazeltine  Earnings 
in  1927  $198,055.42 

Annual  Report  of  Licensing  Corporation 
Show;  That  Licensees  Did  Net  Business 
of  $12,582,334  on  Sets  During  1927 

Net  earnings  of  $198,055.42,  before  providing 
for  amortization  of  patents,  were  shown  in  the 
annual  report  of  the  Hazeltine  Corp.  for  1927. 
There  are  175,000  shares  of  stock  outstanding, 
according  to  the  report.  The  company  owns 
the  patents  and  trade-marks  covering  the  in- 
ventions of  Prof.  L.  A.  Hazeltine  used  in  the 
manufacture  of  Neutrodyne  radio  receivers  and 
also  owns  the  controlling  interest  in  the  Latour 
Corp.,  which  owns  the  American  patents  cover- 
ing the  inventions  of  Prof.  Marius  C.  A. 
Latour,  of  France. 

As  an  indication  of  the  development  of  the 
radio  industry,  the  report  to  stockholders 
shows  that  during  1927  the  licensees  operating 
under  the  patents  of  the  Hazeltine  Corp.  did 
a  total  net  business  of  $12,582,334  on  receiving 
sets,  exclusive  of  accessories,  as  compared  with 
$8,743,861  for  the  year  1926. 


New  Tube  in  Demand 


Production  of  the  new  GSX-112A,  a  quarter- 
ampere  power  tube,  recently  placed  on  the 
market  by  the  Gold  Seal  Electrical  Co.,  Inc., 
New  York,  is  being  speeded  up  in  response 
to  increasing  orders,  according  to  a  recent  an- 
nouncement. Shipments  to  dealers  are  expected 
to  go  out  in  sufficient  quantity  within  thirty 
days  to  provide  adequate  stocks  to  meet  nor- 
mal consumer  demand. 


Cuban  A.  K.  Dealers 


J.  F.  McCoy,  of  the  Atwater  Kent  sales  staff, 
recently  spent  some  time  in  Cuba  and  found 
Cuban  interest  in  radio  very  strong.  Upon 
his  return  to  Atwater  Kent  headquarters  Mr. 
McCoy  reported  the  appointment  of  two  new 
Atwater  Kent  dealers  in  Havana,  Vda  de  Car- 
reras,  Paceo  de  Mart,  and  Roberto  Karmen, 
O'Reilly  87. 


Carryola  Portable 
on  8,000  Mile  Trip 

Twenty  Officials  of  Frigidaire  Corp.  on 
Convention  Trip  Entertained  by  a  Car- 
ryola Master  Portable 

When  twenty  officials  of  the  Frigidaire  Corp. 
made  an  8,000  mile  convention  trip  through  all 
sections  of  the  country  in  February,  one  piece 
of  equipment  in  their  special  car  was  a  portable 
phonograph.  It  was  a  Carryola  Master,  and 
it  probably  covered  more  ground  in  a  short 
space  of  time  than  any  other  portable  ever 
built.     On  the  long  trip  across  the  continent 


Enjoying  the  Carryola  Portable 

and  back  the  Carryola  was  kept  busy  through- 
out the  day  and  far  into  each  night.  It  ac- 
companied the  Frigidaire  officials  from  their 
headquarters  at  Dayton,  O.,  to  Chicago,  Omaha, 
San  Francisco,  Los  Angeles,  El  Paso,  Dallas, 
Atlanta,  New  York,  Boston  and  back  to  Day- 
ton again. 

J.  A.  Harlan,  Frigidaire  household  sales  man- 
ager (left),  and  R.  F.  Callaway,  assistant  to 
the  president  of  Frigidaire  Corp.,  are  shown 
above  listening  to  the  Carryola.  They  say  that 
it  provided  them  and  the  accompanying  offi- 
cials with  real  entertainment  between  the 
strenuous  convention  sessions.  In  these  sales 
meetings  Frigidaire  salesmen  turned  in  cash 
orders  for  $8,000,000  worth  of  business  and 
pledged  $36,000,000  in  sales  during  the  first 
three  months  of  the  year. 


Daven  Changes  Name 

The  Daven  Radio  Corp.,  Newark,  N.  J.,  has 
changed  its  name  to  the  Daven  Corp.,  it  has 
been  announced  by  W.  H.  Frasse,  president 
of  the  organization.  Mr.  Frasse  is  now  in  the 
South  on  a  six  months'  vacation. 
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An  Electric  Phonograph,  With  Electrically 
Amplified  Tone,  That  Changes 
Its  Own  Records 


The  big  demand  for  automatic  phonographs  is  met  by 
this  full  toned,  fool-proof  automatic  phonograph  now  at  a 
price  practically  the  same  as  others  playing  only  one  record. 


45"  high,  23"  wide,  22"  deep. 


The  Deca-Disc  plays  any  prede- 
termined number  of  selections, 
or  optionally  plays  and  replays 
10  records  until  stopped. 

The  same  current  that  oper- 
ates the  turn  table  and  changes 
the  record  amplifies  the  tone 


to  that  remarkable  full,  rich 
volume  that  marks  the  latest  de- 
velopment in  the  phonograph. 

Automatic  phonographs  will 
sell  bigger  than  ever  this  year. 
If  you  do  not  carry  an  automatic 
in  your  line — 


Write  to-day  to 

DECA-DISC  PHONOGRAPH  CO. 


WAYNESBORO,  PA. 


F.  R.T.  A.  Convention  in  Milwaukee 

250  Delegates  Present  Discuss  Problems  of  Industry  and  Take 
Important  Action — Harold  J.  Wrape  Is  Again  Elected  President 


The  Federated  Radio  Trade  Association  Con- 
vention held  in  Milwaukee  on  February  14  and 
15  was  said  to  be  the  most  important  and  most 
successful  convention  ever  held  by  the  Fed- 
erated group.  Visitors  and  delegates  attending 
the  convention  reported  that  they  had  never 
known  of  so  much  actual  business  to  have  been 
accomplished  in  such  a  short  period  of  time. 
The  Wisconsin  Radio  Trade  Association  was 
an  admirable  host  and  provided  lavish  enter- 
tainment throughout  the  convention.  There  was 
an  attendance  of  over  250  delegates  present 
from  all  parts  of  the  United  States. 

H.  J.  Wrape  Reviews  Activities 

Harold  J.  Wrape,  president  of  the  Association, 
in  his  opening  address,  reviewed  briefly  the 
past  activities  of  the  organization  and  the  im- 
portant position  which  it  had  assumed  in  the 
radio  industry  during  its  existence.  He  re- 
quested further  co-operation  from  all  jobbers 
and  dealers  in  attendance  to  help  in  perfecting 
a  stronger  group  which  could  better  fit  into  its 
rightful  place  among  the  leaders  in  radio.  He 
pointed  out  that  the  plans  for  the  future  were 
such  that  the  Association  group  should  take 
far  more  active  interest  in  national  affairs  and 
would  prove  itself  as  a  stabilizing  influence  so 
necessary  to  the  trade  at  the  present  time. 
Address  by  Bond  P.  Geddes 

Bond  P.  Geddes,  executive  vice-president  of 
the  Radio  Manufacturers'  Association,  gave  a 
very  comprehensive  address  on  dealer,  jobber 
and  manufacturer  relations  which  was  enthu- 
siastically received  by  the  entire  assemblage. 
Mr.  Geddes  stated  that  the  radio  industry  must 
and  will  stand  on  its  own  feet,  and  should  not  be 
considered  as  a  part  or  division  of  another  in- 
dustry.   His  address  in  part  follows: 

"In  the  RMA  there  has  ever  been  a  deep 
sense  of  interest  in  the  Federated  Radio  Trade 
Association.  It  is  fortunate  that  this  radio  tri- 
angle, the  three  great  groups  which  comprise 
the  framework  of  the  industry — the  Federated 
Radio  Trade  Association,  the  National  Asso- 
ciation of  Broadcasters,  represented  here  to-day  ' 
by  my  good  friend,  Mr.  Baker,  its  managing 
director,  and  the  Radio  Manufacturers'  Asso- 
ciation— is  thus  established.  These  Associa- 
tions, from  their  mutual  interests,  form  the 
three  aids  of  the  industrial  triangle  which  may 
be  taken  to  represent  the  entire  radio  business, 
the  well-linked,  closely  allied  and,  we  hope, 
truly  fraternal  elements  of  the  radio  structure. 

"American  industry  to-day  is  organized  on 
a  new  scale.  It  is  a  battle,  for  the  consumers' 
dollars,  of  one  industry  against  another.  You 
dealers  and  jobbers  probably  often  think  that 
your  worst  competitor  is  your  rival  radio  dealer 
down  the  street,  while  in  fact  your  hardest 
adversary  is  the  dealer,  representative  of  an- 
other organized  industry,  competing  with  an 
automobile,  furniture,  refrigerator,  sewing  or 
washing  machine,  or  some  other  necessity  or 
luxury  for  the  dollars  of  your  radio  prospect. 
His  industry  is  strongly  fortified  and  organ- 
ized; ours  can  and  must  be  also  if  we  are  to 
maintain,  let  alone  develop,  the  position  of 
radio  as  a  necessity  in  American  life.  And  let 
me  remark  in  passing  that  radio  certainly  is  a 
necessary,  not  a  luxury,  in  the  high  standards 
of  living  it  has  helped  to  establish. 

Close  Co-operation  Required 

"The  great  common  interest  of  the  broad- 
casters, you  dealers  and  jobbers,  and  we  manu- 
facturers in  the  radio  industry  never  required 
closer  co-operation  and  stronger  organization 
than  to-day  when  the  young  radio  industry,  as 
an  industry,  is  meeting  new  challenges  and 
new  competition,  not  only  from  new,  but  from 
old,  strongly  intrenched  and  organized  indus- 
tries.   Not  only  for  your  self-interest  and  pro- 


tection against  rapacious  and  greedy  manu- 
facturers, and  to  work  not  for  but  with  us 
and  endeavor  to  adjust  our  problems  and  trade 
practices  in  a  spirit  of  friendly  co-operation, 
and  also  build  a  real  radio  industry  which  will 
be  impregnable  in  its  protection  of  our  mutual 
industry  do  we  wish  your  development  and  seek 
your  friendly  hand. 

"Without  efficient  and  organized  distribution 
(and  this  can  best  be  effected  with  the  ex- 
pansion of  your  Association)  our  manufacturing 
interests  could  not  progress  as  they  have  and 
will.  While  there  are  many  problems  of  mer- 
chandising and  manufacturing  (necessarily  so 
from  the  comparative  youth  of  our  industry)  to 
be  adjusted  and  solved,  the  radio  manufac- 
turers, as  individuals  and  through  the 
RMA,  have  had  in  mind,  and  sought  to  im- 
prove, the  position  of  you  dealers  and  jobbers. 

"In  developing  markets  for  you  to  sell  radio 


Harold  J.  Wrape 

in,  the  RMA  has  just  undertaken,  through  its 
Merchandising  Committee,  with  the  approval 
of  our  Board  of  Directors,  a  nation-wide  survey 
to  facilitate  distribution,  by  finding  and  cul- 
tivating proper  markets  for  the  proper  type  of 
radio  products.  The  RMA  also  is  engaged 
in  a  new  enterprise  to  make  the  radio  a  greater 
agency  in  education,  through  equipment  of 
schools  and  colleges,  and  also  is  developing 
through  contacts  with  women's  clubs  and  other 
organizations,  campaigns  to  open  new  Ameri- 
can homes  to  modern  radio. 

RMA  Activities 

"To  aid  you  in  selling  radio,  the  RMA  also  is 
preparing,  through  its  well-equipped  engineer- 
ing division,  to  give  new  and  wider  services  to 
the  public,  as  well  as  the  trade.  One  of  these, 
which  is  to  be  presented  at  our  next  board 
meeting,  is  to  establish  definitions  of  "socket- 
power"  operation,  in  which  you  are  all  inter- 
ested. The  radio  patent  problem  also  is  being 
met  by  the  RMA  in  a  constructive  effort  to 
establish  a  patent  interchange  plan.  Reduction 
of  freight  and  express  rates  (in  which  you  as 
distributors  also  have  a  direct  interest)  with 
the  prospect  of  increasing  the  size  of  the  radio 
consumer's  dollar,  is  another  new  RMA  ef- 
fort. Another  RMA  enterprise  from  which 
you  will  directly  benefit,  is  a  new  plan  being 
evolved  for  the  financing  of  instalment  paper. 
Also  we  have  just  arranged  to  have  our  manu- 
facturers provide  you  with  uniform  catalogs. 

"The  service  problem  also  is  being  construc- 
tively dealt  with  by  the  RMA.  Service  to 
the  radio  purchaser  is  an  outstanding  problem 
and  probably  everlasting,  although  now  reduced 


to  a  minimum  with  manufacturing  improve- 
ments. As  individuals  and  through  our  Asso- 
ciation we  are  taking  many  steps  to  help  you 
in  its  solution.  Realizing  its  importance,  the 
RMA  has  embarked  upon  a  national  enter- 
prise looking  to  developing  a  supply  of  trained 
service  men,  not  for  ourselves,  but  for  you 
jobbers  and  dealers.  The  RMA  is  encourag- 
ing and  sponsoring  the  establishment  of  voca- 
tional training  courses  for  radio  service  men. 
Its  initial  effort,  made  recently  in  Newark, 
N.  J.,  with  the  co-operation  of  the  Essex 
County,  New  Jersey,  Board  of  Education,  has 
already  met  with  success. 

A  Large  Industry 

"The  radio  industry  is  an  industry.  One  of 
the  factors  in  the  measurement  of  an  industry 
is  its  service  to  the  public,  efficient  and  eco- 
nomical service,  in  its  manufacturing  and  dis- 
tribution, volume  and  efficiency.  Surely  meas- 
ured by  these  standards  we  have  demonstrated 
our  right  to  regard  ourselves  and  remain  a 
distinct  industry.  Throughout  the  world  it  is 
estimated  that  90,000,000  people  are  served  by 
radio.  There  are  broadcasting  stations  in 
fifty-seven  countries,  with  America  at  the  top 
of  the  list  in  numbers,  and  way  ahead  in  qual- 
ity of  programs.  Over  $20,000,000  alone  are  in- 
vested in  broadcast  stations  in  this  country. 
Our  industry  gives  employment,  it  is  estimated, 
to  more  than  300,000  persons.  There  are  be- 
tween 40,000  and  50,000  radio  dealers  and  job- 
bers in  our  country,  and  probably  3,000  manu- 
facturers, large  and  small.  In  1927  it  is  esti- 
mated that  radio  products  valued  at  close  to 
$600,000,000  were  produced  in  the  United  States, 
with  exports  of  around  $60,000,000." 

Other  Speakers 

Richard  M.  McClure,  a  prominent  trade  asso- 
ciation executive,  gave  a  comprehensive  talk  on 
organization  and  its  importance,  stressing  the 
fact  that  it  is  necessary  to  co-operate  in  order 
to  further  promote  the  best  interests  of  the 
industry.  L.  S. 'Baker,  managing  director  of 
the  National  Association  of  Broadcasters,  pre- 
sented a  very  complete  paper  on  broadcasting 
and  the  radio  trend. 

M.  F.  Flanagan,  executive  secretary  of  the 
Radio  Manufacturers'  Association,  presented  a 
paper  on  the  need  of  a  jobber  organization. 
Mr.  Flanagan  pointed  out  that  the  jobber  who 
has  been  engaged  in  the  radio  business  from  the 
start  has  lost  many  opportunities  to  help  him- 
self and  his  trade,  which  could  have  been 
avoided  through  definite  organized  co-operation. 
He  said  in  part: 

"Economic  conditions  make  strange  bed- 
fellows, and  in  the  radio  industry,  those  forces 
that  were  antagonistically  competitive  a  short 
time  ago  are  to-day  faced  with  the  pertinent 
situation  of  protecting  their  mutual  interests, 
because  of  the  fact  that  the  rapid  evolution  of 
this  trade  has  actually  made  their  future  prog- 
ress dependent  upon  working  together. 

"Nowhere  in  radio  is  this  so  glaringly  evi- 
dent as  in  the  jobbing  or  wholesale  division. 
The  process  of  evolution  among  the  retailers 
has  reduced  the  number  of  outlets  that  can  be 
truthfully  called  radio  stores  from  approxi- 
mately 45,000  in  1925  to  approximately  30,000 
in  1927,  and  it  is  reliably  predicted  that  it  will 
perhaps  dwindle  to  25,000  in  1929,  has  drawn 
the  jobbing  interests  from  a  competitive  stand- 
point so  close  together  that  they  cannot  well 
afford  to  work  at  variance  with  each  other." 

Short  talks  were  made  by  Arthur  Haugh 
and  Herbert  H.  Frost,  past-presidents  of  the 
Radio  Manufacturers'  Association,  and  Ernest 
Reichmann,  of  the  Radio  Protective  Associa- 
tion. Alfred  Waller,  of  the  National  Electrical 
(Continued  on  page  72) 
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A  BATTERY  ELIMINATOR 


A.  C.  Operation! 

The  Question  Facing  Three  Million  Set  Owners 


Answer  it  with  Abox  and 
balance  your  1928  business 
with  profitable  cash  sales! 

THERE  are  two  definite  sides  to  the  A.  C.  mar- 
ket. To  think  of  it  only  in  terms  of  selling  A. 
C.  receivers  to  everyone,  will  result  in  turning 
customers  away  whose  trade  will  represent  in  the 
aggregate,  millions  of  dollars  this  year — in  cash  at 
time  of  purchase! 

Reliable  figures  show  that  there  are  approximately 
7,500,000  receivers  of  all  kinds  in  the  hands  of  the 
public.  Of  this  total,  there  are  at  present  approxi- 
mately 550,000  A.  C.  tube  sets  and  2,000,000  users 
of  other  forms  of  current  supply.  This  leaves,  not 
counting  farm  owned  sets,  almost  3,000,000  radio 
set  owners  for  whom  ABOX  is  the  logical  and 
only  practical  method  of  conversion  to  power 
direct  from  the  light  socket. 

$32.50  will  solve  their  problem  permanently  and 
with  the  utmost  satisfaction.  There  is  no  reason 
for  them  to  pay  more  or  to  sacrifice  their  present 
radio  investment  to  get  the  results  they  want. 

Be  prepared  to  serve  the  set  owners  in  your  com- 
munity who  are  waiting  to  pay  you  a  cash  profit 
for  ABOX.  Be  in  position  to  make  a  sale  to  every- 
one who  comes  to  your  store  for  the  answer  to 
the  A.  C.  question. 


The  /IbOX  Company 


215  North  Michigan  Avenue 


Chicago,  Illinois 


4-Volt  ABOX  Eliminator 

A  new  model  for  sets  using  4- 
volt  tubes.  Fits  Radiola  battery 
compartment.  Size  854  in.  long, 
4  in.  wide,  6%  in.  high.  Output 
.6  amperes,  4  volts  D.  C. 


$27 


50 


6-Volt  ABOX  Eliminator 

This  model  will  operate  any  set 
using  eight  or  less  standard 
6- volt  tubes.  Not  necessary  to 
change  set  wiring.  Over  100,000 
of  this  type  in  use. 


All  Prices  Slightly  Higher  on  W est  Coast 
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Federated  Radio  Trade  Association 
Convention  Staged  in  Milwaukee 


{Continued 

Manufacturers'  Association,  presented  a  paper 
describing  the  aims  and  work  of  the  N.  E.  M.  A. 

The  Federated  Radio  Trade  Association  went 
on  record  as  approving  the  Radio  Trade-in 
Book  published  by  the  Radio  Trade-in  Book 
Co.,  Memphis,  Tenn.  There  was  also  adopted 
a  complete  set  of  advertising  standards  pre- 
pared through  the  efforts  of  the  Mid-west  Radio 
Trade  Association  of  Chicago. 

Irwin  Kurtz,  president  of  the  Talking  Ma- 
chine and  Radio  Men,  New  York  City,  reported 
the  need  of  concerted  action  throughout  the 
entire  country  on  matters  of  legislative  impor- 
tance, and  urged  the  entire  assembly  to  co- 
operate immediately  with  the  legislative  com- 
mittee of  the  Association. 

The  Federated  Radio  Trade  Association 
made  a  very  important  decision  at  the  conven- 
tion in  that  it  resolved  into  four  individual 
member  sections,  and  there  is  now  established 


from  page  70) 

an  individual  member  section  for  local  radio 
trade  associations,  one  for  distributors,  and  one 
for  dealers  and  one  for  manufacturers'  agents. 
Harold  J.  Wrape  Re-elected  President 
The  annual  election  of  officers  took  place 
February  15  with  Harold  J.  Wrape  unanimously 
re-elected  as  president  for  the  coming  year. 
Vice-presidents  are  Thomas  White,  Buffalo, 
chairman  of  the  jobbers'  section;  Michael  Ert, 
Milwaukee,  chairman  of  the  Association  section; 
Julian  Sampson,  St.  Louis,  chairman  of  the 
dealers'  section;  George  Riebeth,  Minneapolis, 
chairman  of  the  manufacturers'  agents'  section; 
H.  H.  Cory,  honorary  secretary,  and  Harry  Al- 
ter, Chicago,  honorary  treasurer.  The  official 
organ  of  the  Association,  the  Federated  Radio 
Trade  Journal,  has  been  discontinued,  and  in  its 
place  will  be  instituted  a  monthly  news  bulletin, 
published  at  the  office  of  the  executive  secretary 
in  Chicago. 


Radio  Distributors'  Organization 

Formed  at  F.  R,  T.  A.  Conclave 


Jobbers'  Association  Includes  Individual  Wholesalers  From  All  Parts  of  the  Country 
and  Becomes  Part  of  the  Federated — Committees  Appointed 


If  FV'C  GRAPHITE  PHONO 

a    J  SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good. 
Is  prepared  in  the  proper  consistency,  will  not  run 
out,  dry  up  or  become  sticky  or  rancid.    Remains  in 

its  original  form  indefinitely. 
Put  up  in  1,  S,  10,  25  and  50-pound  cans  for  dealers. 
This  lubricant  is  also  put  up  in  4-ounce  cans  to 
retail  at  25  cents  each  under  the  trade  name  of 

FITRFKA  noiseless  talking 
ajl^MWUaVfm  machine  lubricant 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO..  229-231  Front  St..  N.wTork 


One  of  the  most  outstanding  features  of  the 
bi-annual  convention  of  the  Federated  Radio 
Trade  Association  in  Milwaukee  was  the 
foundation  of  a  national  organization  of  radio 
distributors.  This  organization  includes  indi- 
vidual jobber  members  throughout  the  entire 
country,  and  becomes  a  part  of  the  Fed- 
erated Trade  Association.  The  jobbers'  sec- 
tion will  act  individually  and  of  its  own  accord, 
and  is  planned  to  build  a  strong  foundation  for 
the  Association.  They  will  solve  their  own 
individual  problems  for  the  good  of  the  entire 
industry,  but  will  not  attempt  to  dominate  the 
sections  of  the  Federated  as  a  group. 

The  chairman  of  the  jobbers'  section  auto- 
matically becomes  a  vice-president  of  the  Fed- 
erated Radio  Trade  Association,  and  the  job- 
bers' section  is  governed  by  an  executive  com- 
mittee composed  of  two  representatives  from 


each  of  the  nine  zones,  eight  of  which  comprise 
the  entire  United  States  and  the  ninth  the  Do- 
minion of  Canada.  This  executive  committee 
will  act  as  the  board  of  directors  of  the  jobbers' 
section  and  will  govern  it. 

There  have  been  appointed  five  major  com- 
mittees which  are  now  functioning  and  which 
made  a  report  of  their  activities  at  a  meeting 
of  the  executive  committee  held  late  in  Febru- 
ary. The  executive  committee  is  composed  of 
the  following:  Thomas  White,  chairman, 
Wholesale  Radio  Equipment  Co.,  Buffalo,  N.  Y. ; 
R.  C.  Coleman,  Geo.  C.  Beckwith  Co.,  Min- 
neapolis, Minn.;  Martin  Wolf,  Electric  Appli- 
ance Co.,  Chicago.,  111.;  Harry  Alter,  the  Harry 
Alter  Co.,  Chicago,  111.;  Fred  Wiebe,  Brown- 
Hall  Supply  Co.,  St.  Louis,  Mo.;  J.  F.  Connell, 
Kruse-Connell  Co.,  Indianapolis,  and  W.  H. 
Roth,  Radio  Specialty  Co.,  Milwaukee,  Wis. 


The  finance  committee  is  automatically 
headed  by  Thomas  White  as  chairman.  The 
manufacturers'  relations  committee  is  headed 
by  Harry  Alter,  chairman,  with  G.  K.  Purdy, 
Geo.  C.  Beckwith  Co.,  Milwaukee,  and  H.  E. 
Richardson,  Young,  Lorish  &  Richardson  Co., 
Chicago,  with  one  advisory  member  from  each 
of  the  zones. 

The  dealer  relations  committee  is  headed  by 
F.  A.  Wiebe  with  Martin  Wolf  and  E.  W.  Pfla- 
ger,  of  the  General  Ignition  Co.,  Milwaukee, 
with  one  advisory  member  from  each  of  the 
zones.  The  membership  committee  is  headed! 
by  J.  F.  Connell,  and  Martin  Wolf  is  chairman 
of  the  publicity  committee. 

On  admission  for  membership  the  following 
rule  applies:  "A  jobber  shall  become  eligible 
for  membership  in  the  jobbers'  section  of  the 
Federated  Radio  Trade  Association  if  he  con- 
ducts business  on  a  substantial  wholesale  basis 
and  passes  the  requirements  of  the  membership 
committee." 

Many  wholesale  radio  firms  throughout  the 
entire  country  have  signified  their  intention  of 
joining  this  national  movement 

Capehart  Automatic 
Phono.  Corp.  Formed 

Huntington,  Ind.,  Firm  to  Market  Auto- 
matic Phonograph  Known  as  Orches- 
trope — J.  W.  Caswell,  President 

The  Capehart  Automatic  Phonograph  Corp., 
Huntington,  Ind.,  has  been  organized  to  market 
a  phonograph  known  as  the  Orchestrope,  which 
automatically  turns  the  records  over  and  plays 
them  on  both  sides.  It  has  a  capacity  of  twenty- 
eight  records.  One  of  the  features  is  its  simple 
construction,  which  enables  the  operator  to 
arrange  a  program  while  the  machine  is  play- 
ing, or  when  idle.  Records  can  be  repeated  or 
if  one  cares  they  can  play  it  the  same  as  they 
do  a  common  phonograph.  The  present  cab- 
inets are  designed  for  commercial  purposes 
only.  The  cabinets  are  built  by  the  Caswell- 
Runyan  Co.,  Huntington,  Ind. 

The  officers  of  the  company  are:  J.  W.  Cas- 
well, president;  Winifred  Runyan,  secretary  and 
treasurer;  H.  E.  Capehart,  vice-president  and 
general  manager;  J.  E.  Broyles,  general  sales 
manager,  and  W.  C.  Peterson,  sales  promotion 
and  advertising  manager.  The  inventor,  T.  W. 
Small,  will  be  factory  superintendent. 

Eighteen  branch  offices  are  being  organized  in 
the  United  States,  and  the  company  will  have 
a  selling  force  of  over  three  hundred  repre- 
sentatives. It  is  the  intention  of  the  company 
to  appoint  exclusive  dealers  in  each  county. 

Columbia  Records 

La  Scala  Artists 

'l"h  e  Columbia  Phonograph  Co.  has  just 
made  contracts  that  give  exclusive  recording 
rights  with  seventeen  of  the  Italian  vocal  stars 
at  La  Scala,  Milan,  Italy,  world-famed  cradle 
of  opera.  Sixteen  other  singers  at  La  Scala 
have  non-exclusive  contracts  with  '  Columbia. 
This  Winter  Columbia's  American  releases 
have  included  several  new  Celebrity  records 
by  members  of  this  group  and  considerable 
interest  has  been  aroused  by  this  chance  to 
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One  Dats  Mail 


in  the  offices  of 


& — » 


^  <Ofor  dealers  ( 
■wholesalers- 
pmanufachms 


Included,  among  numerous  others,  inquiries  from  WORLD  sub- 
scribers for  the  following  products  from  all  parts  of  the  globe: 

1  Electrical  Pick-up  (New  Zealand) 

2  Phonograph  Cabinets  (China) 

3  Recording  Apparatus  (Central  America) 

4  Phonograph  and  Radio  Accessories  (New  Zealand) 

5  Electrical  Pick-up  (Qreat  Britain) 

6  Record  Machinery  (Canada) 

For  over  twenty-three  years  The  Talking  Machine  World  has 
retained  the  confidence  of  its  readers  the  world  over,  a  record 
that  cannot  be  equalled  by  any  other  trade  publication  serving 
the  phonograph  and  radio  industries. 

Consistent  advertising  in  The  Talking  Machine  World  reaches 
each  month  the  buying  power  of  these  two  industries — phono- 
graph and  radio — who  read  every  issue  of  THE  WORLD  from 
cover  to  cover,  and  who  regard  its  advertising  and  editorial 
columns  with  confidence  and  respect 

"In  the  Federated  Business  Publications  Group" 
Graybar  Building,  New  York  City 
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SYMBOL  OF  QUALITY 


Adaptable  for 
Portables  and 
Upright  Machines 


hyrephonic 
Tone  Arm  No.  2 


hyrephonic 
Junior 


Lyrephonic  Products 


Will  provide  increased  profits  for  1928 
Write  for  full  details 

ANDREW  P.  FRANGIPANE  &  CO.,  Inc. 

Factory  and  offices:  261  Warren  St.,  Lyndhurst,  N.  J. 
Western  factory  representative:  Max  Targ,  229  W.  Randolph  St.,  Chicago.  111. 


Kansas  City  Trade  Reports  Business 
Improving  Throughout  Territory 

Sterling  Radio  Co.  Reports  Heavy  Demand  for  Kolsters — Brunswick  Branch  Holds  a 
Sales  Meeting — O.  P.  Harris  From  Chicago  Headquarters  Present  at  Meeting 


Kansas  City,  Mo.,  March  12. — Dealers  and  dis- 
tributors are  finding  business  conditions  in 
talking  machines  and  radios  very  satisfactory 
at  this  time,  although  there  is  no  exceptional 
demand  in  any  one  line.  However,  the  period 
since  the  first  of  the  year  has  shown  a  nice 
increase  over  the  same  period  last  year  in  both 
phonograph  and  radio  lines,  and  demand  for 
records  is  better  than  it  has  ever  been,  accord- 
ing to  the  statements  of  trade  leaders. 

The  Sterling  Radio  Co.  reports  that  it  is  still 
back-ordering  Kolsters  and  is  running  from 
SO  per  cent  to  75  per  cent  ahead  of  last  year. 
During  the  past  two  weeks,  according  to  C. 
M.  Willis,  sales  manager,  they  have  installed 
ten  6-M  Kolsters,  priced  at  $800,  in  theatres 
in  this  territory,  where  they  are  installed  on 
the  stage  with  an  extra  power  cone  and  con- 
nected with  two  record  tables,  serving  instead 
of  an  orchestra.  The  Zenith  line  is  moving 
nicely  with  the  Sterling  Co. 

The  Columbia  line  is  going  fine,  according 
to  Mr.  Willis.  During  the  past  few  months 
they  have  nearly  doubled  each  month's  volume 
over  the  month  previous,  and  they  are  opening 
up  many  dealers.  The  Baldwin  Music  Co., 
McPherson,  Kan;,  is  a  new  Columbia  dealer. 

The  Jones  store  radio  department  is  having 
a  fine  radio  business.  The  Atwater  Kent  37, 
electrically  operated,  is  the  outstanding  number 
at  this  time,  and  when  they  sell  out  of  all 
samples  they  sell  from  the  picture  and  fill  the 
orders  as  fast  as  they  come  in.  Kolster  is 
active  with  the  Jones  store.  Phonograph  activ- 
ity with  Jones  was  normal  during  February, 
according  to  Miss  J.  M.  Poynter,  who  reports 
good  response  to  the  Columbia-Kolster. 

The  Kansas  City  branch  of  the  Brunswick- 
Balke-Collender  Co.  held  a  sales  meeting  for 
its  representatives  in  this  territory  on  February 
10  and  11.  O.  P.  Harris,  special  Chicago  rep- 
resentative of  the  company,  was  in  Kansas  City 
for  the  meeting.  The  theme  of  the  meeting 
was  "more  efficient  service  to  the  dealers  from 
the  point  of  view  of  selling."  Mr.  Harris 
covered  Kansas,  Missouri  and  Oklahoma  dur- 
ing the  past  three  weeks,  holding  dealer  meet- 
ings with  all  the  Brunswick  dealers  in  the 
Kansas  City  territory. 

T.  H.  Condon,  of  the  Brunswick-Balke-Col- 
lender  branch  here,  reports  that  they  are  show- 
ing a  nice  increase  over  last  year  and  have 
been  since  the  first  of  January.  It  is  not  a 
large  increase,  but  it  shows  that  the  business 
is  there.     Mr.   Condon  says  they  can't  keep 


a  sufficient  stock  of  portables  on  hand  and 
states  that  he  believes  this  is  going  to  be  a 
great  portable  year. 

A.  A.  Weisner,  of  Hays,  and  Mr.  States,  of 
the  Palace  Drug  Co.,  of  Dodge  City,  Kan., 
Brunswick  dealers,  recently  visited  the  Kansas 
City  branch  and  reported  that  the  prospects 
for  a  good  wheat  crop  in  Kansas  were  fine. 

H.  H.  Dickson,  of  the  record  department  of 
the  Brunswick  branch,  says  they  are  maintain- 
ing a  nice  increase  over  last  year  and  expect 
an  even  greater  increase  since  the  dealers  are 
beginning  to  realize  the  possibilities  of  Summer 
record  business. 

O.  D.  Standke  reports  very  good  business 
during  February.  Radio  activity  continues 
brisk  and  portables  are  moving  in  fine  volume. 
In  his  new  store  at  1210A  Main  street  Mr. 
Standke  has  recently  installed  four  new  Victor 
electric  demonstration  machines,  giving  him 
nine  of  these  machines,  and  he  reports  very 
satisfactory  record  business. 


Outlook  Bright  in 

Toledo  Territory 

Demonstrations  Win  Sales  for  the  Lion 
Store  Music  Rooms — News  and  Activi- 
ties of  the  Month 


Toledo,  O.,  March  9. — February  among  phono- 
graph and  radio  retailers  here  was  a  good 
month — on  the  whole  above  a  year  ago.  The 
Spring  outlook  is  bright.  Also  the  near  future, 
on  account  of  the  improved  industrial  situa- 
tion, shows  much  promise. 

The  Lion  Store  Music  Rooms  &  Radio  Shop 
experienced  a  gratifying  increase  in  sales  dur- 
ing the  past  month  and  during  early  March. 
Lawson  S.  Talbert,  manager,  stated  demonstra- 
tions in  Maternity  Hospital,  Commodore  Perry 
Hotel,  El  Pinto  Soda  Grill,  Palmetto  Res- 
taurant, Upton  Avenue  Church  resulted  in  two 
sales.  A  drive  on  Atwater  Kent,  Sparton 
and  other  electric  sets  resulted  in  putting  over 
the  largest  radio  day's  business  in  the  history 
of  the  department  recently.  Victor  Herbert 
albums  are  moving  briskly,  nearly  200  of  the 
sets  being  sold  during  the  drive  here. 

The  J.  W.  Greene  Co.  created  much  favor- 
able comment  on  the  Automatic  Electrola- 
Radiola  through  a  window  display  of  the 
machine.    The  instrument  was  shown  in  action. 


The  month  closed  with  an  increase  of  about 
25  per  cent.  The  house  is  constantly  carrying  on 
a  plan  of  courtesy  demonstrating.  Recently  an 
RCA  28  and  a  104  loud  speaker  were  used  with 
excellent  results  in  receiving  the  Walter  Dam- 
rosch  Friday  morning  music  hour  at  Waite 
High  School.  Six  hundred  and  twenty-four 
students  attended  the  session.  Jones  and 
Glenwood  School  were  favored  with  similar 
demonstrations.  The  result  is  that  two  school 
machines  and  two  radios  have  been  sold. 

T.  M.  Cook  Co.,  until  recently  retailers  of 
radio  sets,  are  expanding.  Recently  the  Victor 
talking  machine  line  was  added.  The  concern 
lately  moved  into  the  new  State  Theatre  build- 
ing on  Collingwood  avenue. 

Frank  Flightner,  Cherry  street,  Columbia 
dealer,  on  April  1  will  move  to  2134  Ashland 
avenue.  The  new  location  is  a  growing  sec- 
tion of  the  west  end  of  the  city.  The  new 
Columbia-Kolster  machine,  Mr.  Flightner  re- 
ported, is  making  many  friends. 

The  United  Music  Store,  according  to  H.  L. 
Wasserman,  proprietor,  experienced  a  good 
Victor  and  Brunswick  trade  during  the  first 
months  of  the  year.  Victor  Basil,  manager  of 
the  radio  section,  reported  increased  demand 
for  Sparton,  Atwater  Kent  and  Radiola  sets. 

Grinnell  Bros,  are  featuring  six  Victor 
models,  ranging  from  $95  to  $385,  in  March 
Melody,  the  store  publication.  The  new  Victor 
school  machine  is  proving  a  favorite  with  edu- 
cational institutions.  Fred.  N.  Goosman, 
formerly  head  of  the  Goosman  Piano  Co.,  has 
joined  forces  with  the  house.  Elmer  Warner 
is  now  in  charge  of  the  small  goods  depart- 
ment of  the  store. 

The  Whitney-Blaine-Wildermuth  Co.,  in  ad- 
dition to  the  regular  Victor  and  Brunswick 
sales  effort,  is  featuring  portables.  Many  of 
these  machines  are  sold  to  people  who  live  in 
small  quarters.  The  Honest  Quaker  machine 
has  been  added. 

The  Toledo  Radio  Co.,  Sparton  jobber,  ac- 
cording to  Charles  H.  Womeldorff,  president, 
has  closed  a  greater  volume  the  first  two 
months  of  the  year  than  was  obtained  the  first 
six  months  of  last  year.  Stanley  Ball,  vice-  - 
president;  E.  A.  Kopf  and  Mr.  Womeldorff 
made  a  trip  to  the  Sparton  factory  at  Jackson 
the  past  week.  Frederick  Frederickson,  rep- 
resentative of  the  Sparks-Withington  Co.,  was 
in  the  city  recently  calling  on  retailers. 

The  Frazelle  Piano  Co.  has  started  a  Spring 
Victor  and  radio  drive.  .  Outside  salesmen  are 
soliciting  in  the  city  and  nearby  communities. 
Atwater  Kent  and  Zenith  radios  are  featured. 

The  Roberts-Toledo  Co.,  retailer  of  Bosch 
and  other  radio  sets,  has  moved  into  new  quar- 
ters at  Jackson  and  Adams  streets.  Stanley 
Roberts,  head  of  the  concern,  stated  an  active 
sales  campaign  will  be  launched  shortly. 

Union  Music  Co.,  retailer  of  small  goods, 
recently  added  the  Sonora  portable  to  its  line. 
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RMA  Directors 

Meet  in  Buffalo 

Board  of  Directors  and  Patent  Interchange 
Committee  Hold  Two-Day  Meeting  to 
Consider  Important  Problems 

Buffalo,  N.  Y.,  March  10. — A  two-day  meeting 
of  directors  and  committee  members  of  the 
Radio  Manufacturers'  Association  was  held  at 
the  Hotel  Statler  here  on  Thursday  and  Friday, 
March  8  and  9,  to  consider  a  number  of  im- 
portant problems  dealing  with  the  industry. 

On  Thursday  the  RMA  Patent  Interchange 
Committee,  specially  organized  to  attempt  for- 
mation of  a  radio  patent  cross-licensing  plan, 
met  with  A.  J.  Carter,  chairman,  presiding.  This 
committee  worked  on  a  final  draft  on  the  cross- 
licensing  plan  which  will  be  presented  to  the 
membership  of  the  Association  at  the  RMA 
convention  in  June. 

The  board  of  directors  met  on  Friday  and 
discussed  many  problems  of  immediate  impor- 
tance, chief  of  which  was  the  consideration  of 
the  radio  matters  pending  in  Washington. 
Bond  P.  Geddes,  executive  vice-president  of  the 
Association,  who  recently  went  to  Washington 
to  co-operate  with  the  National  Association  of 
Broadcasters  and  the  Federated  Radio  Trade 
Association,  told  of  the  decisions  reached  at  a 
meeting  of  the  Joint  Legislative  Committee  of 
the  three  industry  associations  held  on  March 
2.  The  directors  also  considered  a  commercial 
definition  of  "socket-power"  operation,  which 
was  submitted  by  the  RMA  Engineering  Di- 
vision, the  object  of  which  is  to  clarify  adver- 
tising and  the  public  understanding  of  "socket- 
power"  products.  Plans  for  the  annual  conven- 
tion and  trade  show  to  be  held  in  Chicago  in 
June  were  also  discussed  by  the  board. 

Ozark  Motor  Supply 
Is  Sonora  Jobber 

Will  Cover  Oklahoma  and  Parts  of  Mis- 
souri and  Kansas  on  Behalf  of  Sonora 
Products — Lester  Cox,  Well  Known  to 
the  Trade,  Is  Head  of  Organization 

The  Ozark  Motor  Supply  Co.,  of  Springfield. 
Mo.,  was  recently  appointed  a  distributor  of 
Sonora  phonographs  and  radio  products.  This 
concern,  which  has  for  a  number  of  years  been 
an  active  figure  in  wholesale  circles  in  this  ter- 
ritory, will  cover  Oklahoma  and  portions  of 
Missouri  and  Kansas  in  behalf  of  Sonora  phono- 
graph and  radio  products. 

Lester  Cox,  who  for  many  years  had  been  a 
leading  factor  in  music  circles  throughout  Mis- 
souri, recently  purchased  control  of  the  Ozark 
Motor  Supply  Co.,  and  is  now  president  of  the 
organization.  He  will  personally  supervise  the 
music-radio  activities  of  his  company,  and  his 
keen  enthusiasm  regarding  Sonora  products  in- 
sures the  success  of  this  line  in  his  territory. 

Two  Chicago  Radio 
Parts  Makers  Merge 

Chicago,  III.,  March  7.— Announcement  was 
recently  made  of  the  consolidation  of  the  Jef- 
ferson Electric  Mfg.  Co.  and  the  Chicago  Fuse 
Co.,  the  new  organization  to  be  known  as  the 
Chicago-Jefferson  Fuse  &  Electric  Co.  The 
Jefferson  organization  is  well  known  for  its 
line  of  radio  transformers,  rejuvenators  and 
testers  and  sundry  other  products,  and  the 
Chicago  Fuse  Mfg.  Co.  has  a  big  following  on 
its  Union  renewable  and  non-renewable  fuses, 
Gem  powerlets  and  Gem  switch  and  outlet 
boxes. 

The  following  are  officers  of  the  new  organiza- 
tion: President,  J.  A.  Bennan,  formerly  of  the 


Jefferson  Electric  Mfg.  Co.;  vice-president,  A. 
R.  Johnson,  formerly  secretary  of  Jefferson 
Electric  Mfg.  Co.;  vice-president,  A.  E.  Tre- 
genza,  formerly  vice-president  of  Chicago  Fuse 
Mfg.  Co.,  and  treasurer,  J.  C.  Daley,  formerly 
treasurer  of  the  Jefferson  Electric  Mfg.  Co. 

Samuels  Corp.  Has 
Several  New  Models 

Business  of  Leon  C.  Samuels  Corp.  Is  Be- 
ing Operated  on  Much  Larger  Scale — 
New  Talking  Machines  Are  Introduced 

The  Leon  C.  Samuels  Corp.,  which  has  been 
prominent  in  the  phonograph  field  for  many 
years  and  was  incorporated  after  the  death  of 
its  founder  in  April,  1927,  with  Mrs.  L.  C. 
Samuels  as  president,  is  conducting  its  business 
on  a  larger  scale  than  ever  before,  according 
to  reports  from  the  firm's  headquarters  in 
Chicago. 

Recently  several  new  model  talking  machines 
were  introduced  by  the  firm,  which  are  shown 
elsewhere  in  this  issue.  The  firm  covers  the 
entire  United  States  through  sales  representa- 
tives, and  W.  A.  Ferguson,  secretary  and  treas- 
urer, recently  returned  from  a  trip  through 
the  South  upon  which  he  visited  a  number  of 
important  trade  centers  in  the  interest  of  the 
firm's  products. 

Pete  Sampson  Is 

Honored  by  Dealers 

Chicago,  III.,  March  5. — Thirty-three  Atwater 
Kent  dealers  of  this  city  reversed  the  usual 
order  of  social  proceedings  and,  instead  of  being 
the  guests  of  their  radio  distributor,  were  hosts 
to  Pete  Sampson,  president  of  the  Sampson 
Electric  Co.,  Atwater  Kent  distributor,  at  a 
dinner  on  February  15  at  the  Rendezvous  Cafe. 
The  dinner  was  given  in  recognition  of  the  serv- 
ice given  by  the  Sampson  organization  and  as 
a  tribute  to  Mr.  Sampson. 

The  distributor  was  presented  with  a  loving 
cup,  forty-two  inches  high,  bearing  the  inscrip- 
tion, "To  Pete  Sampson,  a  Regular  .Fellow" 
on  one  side,  with  the  names  of  the  dealers  par- 
ticipating on  the  other. 


Now  Vice-President 
of  Lyon  &  Healy 

Walter  P.  Roche,  a  Leading  Figure  in 
Phonograph  and  Radio  Fields,  Elected 
to  Important  Post  in  Chicago  Firm 

At  a  meeting  of  the  board  of  directors  of 
Lyon  &  Healy,  held  February  28  in  Chicago, 
Walter  P.  Roche  was  elected  to  the  office  of 
vice-president,  in  charge  of  wholesale  and  re- 


Walter  P.  Roche 

tail  radio  and  phonograph  departments,  and 
all  wholesale  departments  except  sheet  music. 
Mr.  Roche,  who  is  one  of  the  outstanding  fig- 
ures in  the  radio  and  phonograph  merchan- 
dising fields,  was  appointed  a  director  of  the 
company  in  1926. 

Twenty-two  years  ago  Mr.  Roche  became 
associated  with  Lyon  &  Healy  as  a  stock  and 
errand  boy  in  the  wholesale  talking  machine 
department.  His  progress  through  the  ranks 
of  stock  man,  order  filler,  city  salesman,  travel- 
ing representative,  managerial  posts  and  on  up 
to  the  post  which  he  now  occupies,  is  a  tribute 
to  his  ability,  merchandising  experience  and 
aggressiveness.  Mr.  Roche's  background  of  ex- 
perience covers  both  the  wholesale  and  retail 
angles  of  the  talking  machine  and  radio  busi- 
ness, and  he  has  devoted  practically  his  entire 
career  to  the  music  business.  His  many  friends 
in  the  trade  will  be  glad  to  learn  of  his  ap- 
pointment as  vice-president,  and  he  has  already 
received  many  congratulatory  messages  from 
his  wide  list  of  acquaintances. 


f 
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Speakers 

have  everything 


Sturdy  ability  to  perform  brilliantly  always 
because  of  exclusive  scientific  features. 

Attractive  beauty  of  design  and  finish. 

Full  line  of  models  in  a  range  of  prices  to 
meet  the  needs  of  every  buying  prospect. 


Model  A-27 
14i4  in. 

Seamless  Burtex  co- 
noidal  diaphragm  — 
substantial  sounding 
board — Jasper  brown 
mahogany  and  bronze 
finish  with  "Golden 
Chime" 

Price 
$18.50 


Made  by  the  Pioneers  in  Cone  Speakers 

STEVENS  &  COMPANY,  Inc. 

46-48  Blast  Houston  St.,  New  York 
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H.  Curtiss  Abbott 

Crosley  Executive 

New  General  Sales  Manager  Was  For- 
merly With  Lyon  &  Healy,  Inc.,  and 
the  Kellogg  Switchboard  &  Supply  Co. 

H.  Curtiss  Abbott,  of  Chicago,  nationally 
known  in  the  fields  of  radio  and  music,  has 
accepted  the  position  of  general  sales  manager 
of  the  Crosley  Radio  Corp.  Mr.  Abbott,  a 
\  ale  graduate,  has  had  many  years  of  experi- 


bright  for  this  product.  It  has  been  on  the 
market  long  enough  to  have  proved  its  worth, 
and  there  is  no  reason  why  a  company  with  the 
reputation  of  the  Crosley  Radio  Corp.  for 
manufacturing  the  best  radio  sets  at  the  lowest 
possible  price  should  not  do  a  tremendous  busi- 
ness throughout  1928." 
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New  Portables  With 
Electrical  Pick-Up 


H.  Curtiss  Abbott 

ence  in  the  radio  business,  and  has  made  an 
enviable  record  in  the  selling  .end  of  the  in- 
dustry. For  a  number  of  years  he  was  an  ex- 
ecutive of  Lyon  &  Healy,  Inc.,  Chicago,  one 
of  the  foremost  music  concerns  of  the  country, 
and  as  one  of  the  sales  executives  of  the  Kel- 
logg Switchboard  &  Supply  Co.,  Chicago,  for 
the  past  two  years  he  became  widely  known  in 
the  radio  distribution  field. 

With  the  Crosley  Radio  Corp.,  Mr.  Abbott 
has  a  working  organization  of  166  distributors 
and  more  than  18,000  dealers,  representing 
every  community  in  the  United  States.  "While 
there  probably  will  be  an  ever-present  demand 
for  battery-operated  sets,  the  public  is  being 
thoroughly  sold  on  the  advantages  of  the  one- 
unit  sets,  which  are  operated  from  light  sock- 
ets," Mr.  Abbott  said,  "and  the  future  is  very 


Proves  Phonograph 
Quality  by  a  Test 

W.  W.  Kimball  Co.  Encourages  Compari- 
son Demonstration  to  Prove  Quality  of 
Its  Reproducing  Phonograph 

Proving  by  actual  test  instead  of  by  argu- 
ment is  the  method  chosen  by  the  W.  W.  Kim- 
ball Co.,  Chicago,  for  demonstrating  its  new 
Reproducing  phonograph.  The  W.  W.  Kimball 
Co.  fo  und,  by  carefully  checking  over  records 
made  by  all  of  the  leading  manufacturers,  that 
there  are  a  number  which  appear  to  be  diffi- 
cult for  perfect  reproduction  on  any  type  of  a 
phonograph.  Five  were  found  which  appear  to 
be  most  difficult  and  these,  made  by  three  dif- 
ferent companies,  have  been  selected  with  the 
idea  that  they  will  reveal  the  weakness  in  any 
phonograph. 

One  of  the  records  is  a  piano  solo  which  runs 
the  entire  keyboard,  another  is  an  orchestra 
and  chorus  ensemble  of  tremendous  proportions, 
and  another,  a  vocal  solo,  etc.  The  W.  W. 
Kimball  Co.  not  only  encourages  the  use  of 
these  difficult  records  in  demonstrating  its  new 
machine,  but  includes  the  set  of  records  with 
the  initial  shipment  of  Kimball  Reproducing 
phonographs  to  each  new  dealer  to  prove  to 
him  beyond  any  question  that  the  new  Kimball 
instrument  will  play  each  of  these  unusually 
difficult  records  with  perfect  results. 

The  most  enthusiastic  comments  from  the 
dealers  have  followed  this  demonstration  to- 
gether with  a  volume  of  repeat  orders  which  is 
very  gratifying.  The  new  Kimball  phonograph, 
Style  275,  introduced  in  the  February  issue  of 
The  Talking  Machine  World,  has  met  with  a 
tremendous  following  among  the  dealers.  The 
Kimball  sales  headquarters  in  Chicago  have  re- 
ceived countless  letters  from  dealers  who  have 
received  shipments  of  the  new  instrument  and 
have  enthusiastically  praised  its  design  and 
reproducing  qualities.  Growing  sales  are  in- 
dicated by  repeat  orders. 


For  Talking  Machines 

It's  only  first-quality  felt,  properly  and  particularly  made,  that 
keeps  on  the  job  longer  .  .  .  that  always  proves  most  economical 
in  the  final  test.  You  can  look  to  American  Felt  Company's 
Felts  for  these  "built-in"  qualities- — and  get  them! 

For  Americsn  Felt  Company's  Felts  are  made  by  an  organiza- 
tion as  particular  as  its  most  exacting  customers — an  organiza- 
tion backed  by  many  years  of  sound  experience  in  advising 
talking  machine  manufacturers  ...  in  recommending  the  grade 
of  felt  best  suited  to  each  requirement.  Our  customers  profit 
by  all  this.    Write  us  for  quotations. 

AMERICAN  FELT  COMPANY 

114  E.  13th  St.,  New  York  City 


211  Congress  St.,  Boston 


325  So.  Market  Street,  Chicago 


Two  New  Models  Announced  by  the  Berg 
A.  T.  &  S.  Co.— E.  R.  Manning  on  Trip 
— Business  Outlook  Is  Bright 

The  Berg  A.  T.  &  S.  Co.,  Long  Island  City, 
N.  Y.,  has  placed  oji  the  market  two  models  of 
the  Artone  portable  which  are  equipped  with 
an  electrical  pick-up  whereby  a  radio  set  may 
be  used  to  electrically  amplify  the  record  which 
is  being  played  on  the  portable. 

The  device  is  very  simple,  consisting  of  only 
three  parts,  two  of  which  are  attached  to  the 


PLUG 
'GOES  It* 
DETECTOR 
TUBE  SOCKET 


Berg  Portable  and  Electrical  Pick-up 

portable  and  one  plugged  into  the  radio  set. 
These  three  parts  are  a  pick-up  reproducer, 
which  is  attached  to  the  regular  phonograph 
tone  arm,  a  volume  control  and  a  plug  which 
may  be  inserted  in  the  detector  tube  of  any 
radio  set.  Thus  th"e  audio  division  of  the  radio 
set  electrically  amplifies  the  sound  reproduced 
from  the  record. 

E.  R.  Manning,  treasurer  and  general  man- 
ager of  the  company,  left  during  the  early  part 
of  the  month  on  a  business  trip  which  is  ex- 
pected to  carry  him  as  far  as  the  Pacific  Coast. 
Mr.  Manning  will  stop  at  Chicago  en  route  and 
spend  some  time  in  the  Middle  West.  Good 
business  is  reported  at  the  Berg  factory,  and 
the  first  few  months  of  the  new  year  have 
begun  in  a  very  auspicious  manner. 


Brunswick  Artist 
Opens  Station  KOA 


Allen  McQuhae,  Record  Artist  and  Radio 
Favorite,  Officially  Opens  New  Denver 
Broadcasting  Station  on  Tour 


According  to  advices  received  from  the  offices 
of  the  Brunswick-Balke-Collender  Co.,  Chicago, 
Allen  McQuhae,  the  popular  Brunswick  record- 
ing artist  and  radio  broadcast  favorite,  had  the 
honor  of  officially  opening  the  new  radio  sta- 
tion KOA  at  Denver,  Colorado,  on  March  9. 
While  on  his  Western  tour,  Mr.  McQuhae  will 
sing  eight  recitals  during  March,  and  opened 
the  new  station  between  his  recitals  at  Boulder 
and  Provo. 

Mr.  McQuhae  is  becoming  even  more  popular 
through  his  extensive  concert  tours  and  radio 
broadcasts.  He  is  adding  to  his  record  reper- 
toire a  number  of  the  new  popular  songs  of 
the  day,  including  such  favorites  as  "Char- 
maine,"  "To-morrow,"  "Girl  of  My  Dreams," 
"Sweetheart  of  Sigma  Chi"  and  others. 


Radio  Ass'n  Elects 


Buffalo,  N.  Y.,  March  5. — Buffalo  Radio 
Trades  Association  announces  the  election  of 
the  following  directors  to  serve  two  year  terms: 
Elmer  Metzger,  Benjamin  Neal  and  Edward 
Young.  They  succeed  Edward  T.  Ball,  Emil 
Sommer  and  Thomas  A.  White. 
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Since  the  dawn  of  the  first  day, 
the  symphony  of  Life  has  been 
carved  on  the  bark  of  trees  .  .  . 
Wood  is  nature's  chosen  and 
unsurpassed  method  of  expres- 
sing the  universal  language  of 
music. 


molded  Wood  Tone  Chambers 


LIST  $7.00 
Fidelity  Speaker  Unit 
Wi 1 1  handle  output  of 
largest  power  amplifier. 


LIST  $18.00 

This  is  No  595— Tone  Travel,  8  feet.  Over  all  dimensions:  21  J£* 

High.  18"  Wide.  15'  or  13"  Deep. 
No.  570  is  identical  in  design.  Tone  Travel,  6  feet.  Over  all 
dimensions:  15'  High.  12"  Wide.  12"  Deep. 
LIST  $  1  3.00 

A  full  line  of  tone  chambers  for  every  style  and  size  of  cabinet. 
Ready  mounted  in  sturdy  box  from  which  it  is  not  removed. 
Simply  place  in  cabinet,  block,  and  the  job  is  finished.  Takes 
any  stao  lard  size  speaker  unit. 

Progressive  dealers  add  to  their  profits  and  good  will  bv  in- 
stalling Molded  Wood  Tone  Chambers  in  new  console  cabinets 
and  as  replacements  for  old  style  cone  and  born  loud  speakers. 


WHEN  the  tone  chamber  of  a  radio  cabinet  is  Molded 
Wood,  its  Ear  Value  distinctly  enhances  the  Eye  Value. 

This  has  been  demonstrated  so  repeatedly,  that  it  fur- 
nishes the  reason  why  retail  dealers  in  increasing  numbers 
see  a  greater  turnover  and  profit  in  cabinets  that  include 
Molded  Wood  Tone  Chambers 

Equally  as  noteworthy  is  the  fact  that  makers  of  cabi- 
nets that  lead  the  field  in  volume  and  dealer  confidence 
are  those  who  recognize  that  Molded  Wood  Tone  Cham- 
bers technically  and  naturally  are  the  finest  audible  expression 
of  thorough  quality. 

The  most  emphatic  thing  a  cabinet  maker  should  do  in 
his  own  behalf  is  to  rigidly  test  Molded  Wood  Tone 
Chambers  before  deciding  what  speaker  he  will  use 
this  season 

Samples  for  this  purpose  will  be  sent  upon  request  and 
without  obligation. 

Send  for  catalog  and  wire  for  full  details . 

Molded  Wood  Products,  Inc. 

219  WEST  CHICAGO  AVE.  CHICAGO,  ILLINOIS 
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Demand  for  Combinations  and  AC 
Receivers  Continues  in  Philadelphia 

Public's  Interest  in  Higher-Priced  Merchandise  Regarded  as  Forerunner  of  Spring  De- 
mand— Local  Dealers  Win  Prizes  in  Victor  Contests 


Philadelphia,  Pa.,  March  9. — Though  the  usual 
February  reaction  was  a  factor  that  kept  the 
dealers  in  quieter  channels  insofar  as  talking 
machines  were  concerned  there  nevertheless  was 
a  brighter  spot  to  business  in  the  continued 
demand  for  records  and  for  the  newer  types  of 
AC  radios  and  combinations  which  have  become 
the  "best  sellers"  of  the  industry  since  the  first 
of  the  year.  Larger  manufacturers  of  talking 
machines  are  gratified  at  the  more  lively  in- 
terest shown  in  the  various  types  of  combina- 
tions and  look  upon  this  spurt  of  activity  as  a 
forerunner  of  improvements  this  Spring.  Deal- 
ers who  have  been  alert  to  sales  promotion  fea- 
tures and  tie-ups  with  entertainments  that  have 
appeared  here  within  the  month  were  able  to 
keep  the  customary  duller  February  days  in 
activity  and  profitable  business  by  the  special 
attention  given  to  exploitation  and  window  dis- 
plays that  brought  recordings  of  artists  appear- 
ing here  into  prominence. 

Demand  for  the  electrically  operated  radios 
kept  pace  with  the  ability  of  the  dealers  to  se- 
cure goods.  The  only  bar  to  business  in  these 
sets  was  the  lack  of  sufficient  goods  to  meet 
the  needs  of  the  trade.  Jobbers  were  kept  busy 
sending  out  shipments  from  the  factory  almost 
as  soon  as  they  arrived  in  the  warerooms  so  that 
stocks  were  kept  at  a  minimum  and  there  are 
waiting  lists  of  considerable  length  for  future 
deliveries  from  the  manufacturers. 

Local  Sales  People  Win  Awards 

Of  special  interest  to  the  dealers  during  the 
month  was  the  awarding  of  prizes  for  the  S.  R. 
O.  Contest  held  by  the  Victor  Talking  Machine 
Co.  a  few  months  ago.  Miss  Marian  Mills, 
head  of  the  record  department  of  the  Chestnut 


street  store  of  the  J.  Ralph  Wilson  chain,  won 
the  $75  award  for  her  essay,  "How  to  Sell  Vic- 
tor Red  Seal  Records."  Miss  Florence  Kendle, 
her  associate  in  the  record  sales  department,  won 
the  $50  prize,  while  James  Stafford,  of  the  Ger- 
mantown  avenue  store  of  the  Wilson  Co.,  re- 
ceived the  $75  award  for  his  essay  on  the  same 
topic  and  two  $10  prizes  for  window  displays. 
J.  Fischer  of  the  Broad  street  store  of  the  Wil- 
son Co.,  won  $25  for  his  window  display. 
Victor  Dealers  Feature  Album  Sets 

Dealers  who  tied  up  the  exploitation  of  the 
album  containing  the  Victor  Herbert  selections 
compiled  by  the  Victor  Co.  in  late  February 
were:  Gimbel  Bros,  talking  machine  section 
under  Manager  Wurtele;  J.  R.  Wilson  Co.  and 
the  Strawbridge  &  Clothier  Co.  under  Frank 
Butler,  head  of  the  music  department.  Out-of- 
town  dealers  who  also  made  these  numbers  a 
special  feature  during  the  month  were  J.  H. 
Troup  Co.  and  C.  M.  Sigler,  both  Harrisburg, 
Pa.,  dealers. 

Discuss  Brunswick  Sales  Plans 

A  cordial  gathering,  bringing  together  execu- 
tive and  sales  staff  of  the  Brunswick  branch, 
made  the  passing  month  a  record  for  fellowship 
in  the  annals  of  the  local  branch.  With  more 
than  a  score  of  sales  representatives  who  cover 
the  Philadelphia  district  assembled  in  the  Adel- 
phia  Hotel,  the  local  manager,  George  A.  Ly- 
ons, presided  and  extended  the  greetings  of  the 
firm  and  then  introduced  his  co-worker  and 
factory  executive,  J.  E.  Henderson,  who  came 
here  from  the  Chicago  headquarters  to  confer 
with  the  local  staff  and  to  outline  the  1928  sales 
campaign.  Mr.  Henderson  made  an  informative 
and  interesting  address  on  the  plans  for  the 


Introducing  the 

"Replacement" 
Reproducer 

$1.15  each 
$12.10  per  dozen 


MADE  TO  FIT  ANY 
STANDARD  TONE  ARM 

Order  Yours  Today 


GUARANTEE  TALKING  MACHINE  SUPPLY  CO. 


35  N.  NINTH  STREET 


PHILADELPHIA,  PA. 


SWrite  for  our  latest  Main  Spring  Chart; 


coming  year,  stressing  the  growing  demand 
which  made  the  past  year  a  lively  one  for  the 
record  department  of  the  factory. 

The  Brunswick  Co.  has  just  released  the  new- 
est recordings  made  by  the  Herbert  Gordon  Or- 
chestra, which  is  now  playing  at  the  Adelphia 
Hotel.  The  record  is  expected  to  enjoy  a  wide 
sale  in  this  territory. 

To  Push  New  Columbia  Masterworks 

Broad  publicity  will  be  given  to  the  release  of 
the  newest  of  the  series  of  the  Masterworks 
which  the  Columbia  Phonograph  Co.  is  now 
placing  on  the  market — that  of  the  seventy- 
ninth  issue  of  these  sets.  They  are  the  re- 
cordings of  the  Bayreuth  Festival  in  honor  of 
the  composer,  Richard  Wagner.  They  are  to 
be  released  on  March  10,  when  the  local 
branch  under  Manager  J.  J.  Doherty  will  fea- 
ture an  entire  page  ad  in  the  Evening  Bulle- 
tin in  co-operation  with  the  dealers.  In  line 
with  the  release  of  the  seventy-ninth  of  series 
of  Masterworks,  the  factory  promoters  of  these 
high-class  recordings  visited  the  Quaker  City 
branch.  J.  C.  Jell,  originator  of  the  Master- 
works,  accompanied  by  Fred  Sard,  manager  of 
publicity  for  these  works,  both  of  whom  are  as- 
sociated with  the  exploitation  of  the  series, 
were  the  local  callers.  Manager  J.  J.  Do- 
herty, of  the  Quaker  City  branch,  made  the 
round  of  the  coal  regions  during  the  month 
and  was  greatly  pleased  with  the  improvement 
in  Columbia  business  in  the  anthracite  regions. 
Miners,  who  now  are  becoming  more  regularly 
employed,  have  been  buying  more  freely  of  Co- 
lumbia recordings. 

Addresses  Victor  Record  Club 

So  interesting  was  the  talk  given  by  Miss 
Dorothy  Martin,  editor  of  the  Voice  of  the 
Victor,  and  the  leaflets  put  out  by  the  Victor 
Talking  Machine  Co.  at  the  monthly  session 
of  the  Victor  Record  Club  held  in  the  Chamber 
of  Commerce  in  mid-February  that  a  special 
session  was  called  by  the  Victor  Dealers'  Asso- 
ciation of  Philadelphia  to  give  her  an  oppor- 
tunity to  repeat  it  for  the  general  benefit  of 
the  trade.  The  special  meeting  was  held  at 
the  Ritz  Carlton  Hotel,  when  Miss  Martin  gave 
her  treatise  on  selling  Victor  records.  She  out- 
lined the  importance  of  Victor  record  sales  and 
urged  the  retailers  to  attend  the  monthly  gath- 
erings of  the  Club  in  order  to  obtain  material 
aid  in  putting  across  sales.  Mrs.  Lucia  Car- 
mine, of  the  Strawbridge  &  Clothier  Co.,  was 
chairman  of  the  Chamber  of  Commerce  gather- 
ing of  the  Record  Club,  and  introduced  Miss 
Martin. 

Tacob  H.  Keen,  who  is  well  known  as  the  in 
ventor  of  the  Keenophone,  which  he  perfected 
more  than  twenty-five  years  ago,  is  now  engaged 
in  the  wholesale  distribution  of  radios  and  talk- 
ing machines  of  his  own  manufacture  at  109 
North  Tenth  street.  He  will  feature  the  RCA, 
Atwater  Kent  and  Magnavox  lines.  He  also  pro- 
duces the  Keen  portables,  manufactured  under 
his  own  supervision 

Valphonic  Reproducer  Sales  Grow 

Demand  for  Valphonic  reproducers  manu- 
factured by  the  J.  A.  Fischer  Co.  continues  to 
improve  and  shipments  to  Southern  distributors 
have  been  heavy  with  the  influx  of  sojourners 
in  the  Winter  resorts.  Irvin  Epstan,  who  is 
covering  the  South,  is  sending  back  excellent 
orders  to  headquarters  at  730  Market  street. 
There  is  fairly  well  maintained  demand  for  the 
Valley  Forge  main  springs  and  parts  as  well  as 
accessories. 

Strong  Demand  for  Zenith  Line 

The  Penn  Phonograph  Co.,  913  Arch  street, 
(Continued  on  page  80) 
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A  Message 

to  the  dealer  who  says : 

"Show  me  one  'A'  Power  Unit  that 

stands  up  in  modern  radio  service!" 


THE  Gould  Katha- 
node  Unipower  is 
fundamentally  different 
from  any  other  auto- 
matic trickle  charging 
"A"  power  device  in  the 
market.  And  in  that 
difference  lies  the  secret 
of  a  new  record  for  re- 
liability—  long  life  — 
freedom  from  trouble. 


KATHANODE  CONSTRUCTION 
THE  SECRET  OF  LONG  BATTERY  LIFE 

Note  how  positive  plates  are  inclosed  between  porous 
protective  retainer  walls  of  ivoven  glass.  This  is  the 
secret  of  remarkable  durability  and  long  life.  First 
developed  for  Could  submarine  batteries,  this  new  pro- 
tected plate  construction  has  proved  equally  valuable 
in  radio  and  other  constant  trickle  charge  service. 


Practically  all  of  your  "A"  power  grief  in 
the  past  has  come  from  one  cause — rapid  dis- 
integration of  the  plates  in  the  battery  ele- 
ment of  the  unit.  This  is  definitely  elim- 
inated by  Gould  Kathanode  construction. 
That  is  why  the  new  Gould  Kathanode  Uni- 
power stays  on  the  job  day  in  and  day  out, 
beyond  all  previous  expectations. 

Out  of  the  first  4000  Gould  Kathanode  Uni- 
powers  in  use,  only  4  have  ever  required  ser' 


1.  Kathanode  Neg.  Plate 

2.  Specially  treated  ribbed  wood  separator 

3.  Woven  glass  mat  retainer 

4.  Special  Kathanode  Pos.  Plate  of  high 
capacity  and  long  life 


vice.  And  these  4  were 
due  to  minor  mechanical 
defects — not  one  battery 
failure  has  been  found. 

This  remarkable  rec- 
ord is  primarily  due  to 
Gould  Kathanode  bat- 
tery construction.  Pat- 
ented glass  retainer  mats 
protect  the  plates  against  the  destructive 
effect  of  trickle  charge  operation. 

See  this  new  Unipower  and  judge  for  your- 
self. Your  nearest  Gould  jobber  will  gladly 
show  you  one — at  no  cost  and  without  obli- 
gation. If  you  have  been  having  trouble  with 
ordinary  "A"  power  devices,  write  today  for 
full  information  and  descriptive  literature. 

Gould  Storage  Battery  Co.,  Inc.,  Depew,  N.  Y. 


The  new  Gould 
Kathanode 


TTnipower 


IMPORTANT  NOTE:  Authorized  Gould  Unipower  Service  Stations  located  at 
strategic  points  are  now  equipped  to  repair  the  old  type  Gould  Unipower  with 
the  new  Kathanode  elements  at  special  reduced  prices.  Full  details  on  request. 
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Velvaloid  Record  Brush 

Ideal  for  advertising  purposes  or  resale.    Write  us  for  full  information. 

PHILADELPHIA  BADGE  CO. 

Manufacturers 

942  Market  Street  Philadelphia.  Pa. 


has  been  enjoying  a  profitable  and  oversold 
market  for  the  Zenith  AC  Radio  sets  which 
are  being  shipped  to  dealers  just  as  soon  as  they 
arrive  at  headquarters  here  from  the  factory. 
So  heavy  is  the  demand  for  the  Zenith  that 
back  orders  have  been  accumulating  and  will 
require  heavier  factory  shipments  in  order  to 
meet  the  present  shortage.  President  T.  W. 
Barnhill,  of  the  company,  made  a  tour  of  the 
trade  late  in  February  and  found  a  good  de- 
mand for  radios  generally. 

Brisk  Okeh  Record  and  Radio  Demand 
Since  the  introduction  of  the  Q  R  S  port- 
able radio  to  the  Philadelphia  trade,  the  local 
distributor,  the  Q  R  S  Co.,  1017  Sansom  street, 
has  been  enjoying  a  rushing  demand  for  the 
new  products.  The  headquarters  here  have 
been  redecorated  and  made  attractive  by  the 
adornment  of  original  Japanese  wood  block 
prints  given  to  the  district  manager,  Don  Rock- 
well, during  his  recent  tour  of  Japan,  by  a  mu- 
sic dealer  in  the  Land  of  the  Cherry  Blossoms. 
There  has  been  a  very  good  demand  for  the 
Okeh  recordings  of  the  local  song  writer  and 
orchestra  leader,  Billy  Hayes,  who  made  his 
first  records  for  the  Okeh  Co.  a  short  time  ago 
and  which  were  released  during  the  past  month. 
There  has  been  so  heavy  a  demand  for  these 
records  that  the  release  was  advanced  two  weeks 
in  order  to  accommodate  customers.  The  two 
numbers  released  were  "My  Miami  Moon,"  an 
original  Hayes  composition,  and  the  song  "I'm 
Always  Smiling,"  composed  jointly  by  District 
Manager  Don  Rockwell,  Billy  Hayes  and  Lou 
Hersher. 

Clifford  McCutcheon,  who  covers  the  Phila- 
delphia trade  and  Southern  territory  for  the 
Q  R  S  Co.,  will  make  the  rounds  of  Washing- 
ton, D.  C.,  calling  on  the  dealers  in  the  interest 
of  Okeh  and  Odeon  records.  The  local  branch 
distributes  these  recordings  in  several  States  in- 
cluded in  the  Philadelphia  territory.  William 
Lynch,  who  is  linked  with  the  Washington 
trade,  will  continue  to  represent  the  Q  R  S 
Co.,  taking  care  of  the  needs  of  the  dealers  in 
music  rolls  and  portables  as  heretofore. 

Popularity  of  Sparton  Line  Grows 

The  Sparton  radio  has  become  a  popular  sell- 
er in  the  many  adjacent  towns  and  cities  to  the 
Quaker  City  and  already  has  a  large  following 
among  the  neighborhood  dealers  as  well  as 
central  city  stores.    During  the  month  an  ex- 
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tensive  .campaign  has  been  staged  in  co-opera- 
tion with  the  dealers  and  local  distributors, 
backed  by  the  manufacturers,  the  Sparks-With- 
ington  Co.,  Jackson,  Mich.  The  Philadelphia 
distributors  are  J.  V.  Kane  &  Co.,  3137  North 
Broad  street,  who  in  conjunction  with  the 
eighteen  adjacent  town  and  city  dealers  con- 
ducted a  broad  exploitation  campaign  through- 
out the  month.  With  the  vigorous  sales  drive 
the  Sparton  radio  won  many  friends  in  this 
city  and  in  the  smaller  communities  where 
dealers  were  established.  They  included  such 
Pennsylvania  cities  as  Coatesville,  Chester,  West 
Chester,  Jenkentown  and  New  Jersey  towns  and 
cities,  as  Atlantic  City,  Milleville,  Salem,  Vine- 
land,  and  Cape  May  Court  House.  Other  deal- 
ers were  added  in  Delaware. 

Unit  Plant  Sold  at  Auction 

Under  receivership  proceedings  the  entire 
plant  and  property  of  the  Unit  Construction  Co., 
manufacturer  of  radio  cabinets,  talking-machine 
booths  and  cases,  and  other  trade  supplies,  was 
sold  on  February  28  for  the  sum  of  $118,000 
to  Arthur  W.  Smith.  The  plant,  including  a 
large  structure  of  ultra-modern  type,  is  con- 
structed on  a  plot  of  ground  78,000  square  feet 
in  area.  The  building  of  72,720  square  feet  of 
floor  space  was  equipped  with  modern  devices 
for  the  construction  of  cabinets  and  booths  and 
at  one  time  was  one  of  the  best  known  of  trade 
concerns.  The  business  recently  was  placed  in 
bankruptcy  and  the  assets  sold  to  discharge  ob- 
ligations under  the  auctioneer's  hammer  in  the 
February  sale. 

Home  From  Honeymoon 

Following  a  two  months'  honeymoon  spent 
in  the  Winter  resorts  of  the  South,  Bertram  Ja- 
cobs, of  the  firm  of  S.  Jacobs  &  Son,  320  West 
Columbia  avenue,  has  returned  to  Philadelphia. 
The  wedding  took  place  last  December  when 
the  younger  member  of  the  firm  was  united 
in  marriage  to  Miss  Caroline  Virginia  Eicholz, 
daughter  of  Mr.  and  Mrs.  S.  Eicholz,  the  former 


a  prominent  real  estate  operator  of  Savannah, 
Ga.  The  bride  is  one  of  the  belles  of  the  South- 
ern city.  The  newlyweds  spent  the  two  months  in 
touring  Florida  resorts,  Cuba  and  Bermuda. 
Stages  Orthophonic  Recital 
Under  the  direction  of  the  D.  S.  Andruson  Co., 
of  Williamsport,  Pa.,  a  song  recital  featuring 
Galli-Curci  was  given  before  the  congregation 
of  the  Pine  Street  Church.  The  recital  featur- 
ing the  noted  Victor  artist  was  rendered 
through  the  Orthophonic. 

Miss  Franklin  in  New  Post 
Miss  Antoinette  Franklin,  who  is  well  known 
in  local  trade  circles,  is  now  affiliated  with  the 
store  of  Walter  Stainthorpe,  at  2073  Chelten 
avenue,  as  head  of  the  talking  machine  and 
record  department.  The  Stainthorpe  store  is 
broadcasting  Victor  numbers  every  evening 
over  WNAT. 

Trick  Attracts  Attention  to  Radio 
A  "trick"  window  sign  was  the  unique  method 
employed  by  the  firm  of  Emmerts,  2626  German- 
town  avenue,  for  attracting  attention  to  the 
newest  of  radios  to  be  installed  in  the  store  dur- 
ing the  late  February  days.  The  stunt  was  the 
simple  feature  of  turning  the  sign  announcing 
the  new  Atwater  Kent  AC  set  so  that  it  was 
visible  from  the  outside  up-side-down.  Pedes- 
trians passing  stopped  to  read  the  large  dis- 
play announcement  only  to  find  it  was  not  to  be 
achieved  except  by  many  acrobatic  feats  and 
twisting  of  the  head.  Crowds  accumulated  to 
help  their  curious  brethren  interpret  the  sign 
and  when  this  was  not  possible  rushed  into  the 
store  to  inform  the  head  of  the  firm,  Milton  G. 
Emmert,  of  the  fact  that  the  sign  was  not 
properly  adjusted.  As  the  passer-by  came  into 
the  store  he  was  tactfully  shown  the  new  At- 
water Kent  radio  and  sales  resulted.  The  win- 
dow was  attractively  arranged  with  a  complete 
home  outfitted  with  all  the  very  latest  musi- 
cal instruments.  The  interior  of  a  living  room 
showed  the  Victor  Orthophonic,  Atwater  Kent 
radio,  and  a  piano,  around  which  were  grouped 
the  personnel  of  the  family.  Variegated  lights 
played  upon  the  window,  creating-  a  glowing 
and  colorful  effect. 

H.  Bloomingdale  Controls  Business 
The  business  of  the  Scherzer  Piano  Co.,  539 
North  Eighth  street,  conducted  by  the  late 
Mrs.  Belle  S.  Bloomingdale,  whose  passing  oc- 
curred in  late  January,  now  is  under  control  of 
her  son  and  former  associate,  Henry  Bloom- 
ingdale. The  Scherzer  Piano  Co.,  also  dealer 
in  Columbia  phonographs,  was  established  back 
in  1852,  and  is  one  of  the  pioneer  concerns  of 
the  Quaker  City,  founded  by  Adolf  Scherzer, 
father  of  Mrs.  Bloomingdale  and  grandfather 
of  the  present  owner.  The  business  will  con- 
tinue along  the  same  lines  as  formerly. 

Adds  Radio  Department 
Fred  A.  Brown,  for  many  years  engaged  in 
the  talking  machine  business  at  203  West  Alle- 
gheny avenue,  has  added  a  modern  radio  de- 
partment to  his  Victor  retail  store.  In  addi- 
tion to  the  talking  machines,  Radiola,  Kolster, 
Atwater  Kent,  Freed  Eisemann  and  other  radio 
lines  are  handled. 

Retire  From  Business 
Theodore  R.  Wirtshafer  and  his  brother  and 
associates  in  the  business  have  withdrawn  from 
the  firm  of  the  Central  Radio  Stores,  located  at 
Fifth  and  Market  streets.  The  business  will  be 
continued  by  Sydney  Aaronberg  and  William 
Wirtshafer,  another  brother  of  the  retiring 
(Continued  on  page  82) 


Distributors  for  Eastern  Penna,  and  Southern  New  Jersey 

KOLSTER 


RADIO 


We  offer  the  largest  stocks  of  nationally  known  radio 
lines  in  the  East,  together  with  a  Service,  not  in- 
fallible, but  embodying  the  spirit  of  helpful- 
ness and  cooperation  to  the  limits  of  our 
power.     Our  continuous  growth  is 
an  unfailing  sign  that  our  ef- 
forts are  helping  an  in- 
creasing   host  of 
radio  dealers  to 
"Grow  With 
Us." 

TRILLING  tic  MONTAGUE 

WHOLESALE  RADIO  MERCHANDISERS 
N.  W.  Cor.  7th  and  Arch  Streets        V//J Ifljtfl t/S "  PHILADELPHIA,  PA. 


The  Talking  Machine  World,  New  York,  March,  1928 


81 


Stevens  Hotel 


m 


A  BIGGER  SHOW 

More  manufacturers  have  signed  up  for 
exhibition  space  than  for  last  year's 
show.  There  will  be  more  to  see,  more 
to  select  from  and  more  new  products  to 
sell  and  profit  on. 


A  BETTER  SHOW 

Both  the  Exhibition  Hall  and  the  Ball 
Room  of  the  Stevens  Hotel  will  be  used 
for  exhibits.  All  that's  new  for  the 
1928-29  season  will  be  so  arranged  that 
you  will  not  miss  a  thing. 


A  MORE  INTERESTING  SHOW 

The  variety  and  number  of  exhibits  and  entertainment  features  will  surpass  last 
year's  show — and  that  was  a  hummer !  Many  manufacturers  are  arranging  to  entertain 
you — to  make  your  visit  both  profitable  and  pleasurable.  The  R.  M.  A.  banquet  will 
have  for  its  speakers  the  leading  men  in  the  industry. 

YOU  MUST  GO 

Distributors,  dealers  and  jobbers  will  be  admitted  by  invitation 
only.  Full  particulars  regarding  your  credentials  will  be  sent  to 
you  in  April.    For  any  other  information  address 

fl     Radio  Manufacturers'  Association  Trade  Show 


/ 


UNDER  DIRECTION  OF  U.J.HERRMANN  AND  G.CLAYTON  IRWIN,JR 

Room  1800  Times  BldQ,NewYorkCiti| 


Space  for  this  advertisement  donated  by  Talking  Machine  World.    Copy,   layout  and  cuts  for  this  advertisement  donated  by  Albert  Frank  Sr  Co. 
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members.  The  Central  Radio  Stores  handle  all 
the  standard  makes  of  radio. 

Ties  Up  With  "Movie" 

Tying  up  with  the  film,  The  Student  Prince, 
featured  by  the  Stanley  Co.,  at  the  Stanton 
Theatre,  in  mid-February,  the  J.  R.  Wilson  Co. 
had  a^n  attractive  window  display  of  the  re- 
cordings of  the  musical  comedy  in  the  Victor 
list.  The  Wilson  central  city  store,  at  1710 
Chestnut  street,  is  just  a  few  squares  away 
from  the  Stanton  and  excellent  business  re- 
sulted from  the  tie-up.  Miss  Marian  Mills, 
head  of  the  record  department,  supervised  the 
trimming  of  the  window. 

Dealers  Visit  Atwater  Kent  Plant 

On  Thursday,  February  16,  seventeen  Pull- 
man cars  of  Atwater  Kent  dealers  pulled  into 
this  city  for  a  visit  to  the  Atwater  Kent  radio 
factory.  They  represented  the  retail  trade  of 
Parks  &  Hull,  Baltimore,  the  Burr-True  Corp., 
Syracuse,  and  the  D'Elia  Electric  Co.,  Bridge- 
port, Atwater  Kent  distributors. 

In  the  evening  the  visitors  were  guests  at 
a  banquet  at  the  Ritz-Carlton,  followed  by  a 
theatre  party.  The  assembly  was  addressed  by 
V.  W.  Collamore,  general  sales  manager;  R.  E. 
Smiley,  assistant  sales  manager,  and  P.  A.  Ware, 
merchandising  manager  of  the  Atwater  Kent 
Co.  The  dealers,  totaling  over  three  hundred, 
represented  the  largest  retail  delegation  enter- 
tained at  the  factory  to  date. 

Big  AC  Radio  Market  in  Quaker  City 

Statistics  furnished  by  the  Philadelphia  Pub- 
lic Ledger  visualize  the  potential  sales  of  AC 
operated  sets  in  this  city.  The  Public  Ledger 
points  out  that  there  are  630,000  homes  in  the 
Philadelphia  area,  half  of  them  tenant-owned. 
Over  510,400  are  wired  for  electricity.  There 
are  7,000  new  prospects  a  month,  because  on 
the  average  just  that  many  Philadelphia  homes 
are  being  wired  every  month. 

Modernize  Their  Store 

Many  modernizing,  features  have  been  adopted 
by  Sorkin  Bros,  in  their  remodeling  of  the  store 
devoted  to  sales  of  Victor  and  other  lines. 
News  Brieflets 

A  new  store  is  being-added,  to  Fred  Brown 
enterprises  at  3226  Germantown  avenue,  where 
a  Victor  dealer's  establishment  has  been  inaugu- 
rated under  the  title  of  Fred  A.  Brown  Co.  This 
new  house  supplements  the  long-established 
business  at  203  West  Allegheny  avenue.  Radio 
also  will  be  stocked. 


iSfuf  Said 


Penn  Phonograph  Co. 

913  Arch  St.  Philadelphia 


The  former  talking  machine  business  of  E. 
J.  Youngjohn,  of  Norristown,  Pa.,  has  been 
acquired  by  J.  McCorry. 

Mrs.  C.  W.  Kohl,  wife  of  C.  W.  Kohl,  ac- 
companied her  husband  on  a  trip  to  the 
Winter  resorts  in  the  South  in  late  February. 
Mr.  Kohl,  who  is  assistant  manager  of  the 
record  department  of  the  Philadelphia  Victor 
Distributors,    Inc.,   visited   Havana,  Cuba. 

Mrs.  Lucia  Carmine,  who  is  in  charge  of  the 
record  department  of  Strawbriflge  &  Clothier's 


Department  Store,  for  several  days  was  con- 
fined to  her  home,  a  sufferer  from  grippe. 

Announcement  is  made  of  the  engagement  of 
Albert  E:  Hughes,  who  is  well  known  in  the 
local  trade  as  traveling  representative  of  the 
Philadelphia  Victor  Distributors,  Inc.,  835  Arch 
street,  and  Miss  Edith  R.  Williams,  also  con- 
nected with  the  staff  of  that  house. 

President  Louis  Buehn,  of  the  Philadelphia 
Victor  Distributors,  Inc.,  who  has  been  in 
Florida,  returned  to  his  desk. 


Edison's  Photo  Sent 
Via  Telephotography 

Noted  Inventor  Takes  That  Means  for 
Conveying  Personal  Expression  of  Good- 
Will  to  Company's  Representatives  on 
the  Pacific  Coast  on  His  Birthday 

Newspapers  throughout  the  country  recently 
gave  much  space  to  describing  the  various  cele- 
brations held  on  the  occasion  of  Thos.  A. 
Edison's  eighty-first  birthday  anniversary,  cere- 
monies suitable  for  the  occasion  being  held 
in  all  sections  of  the  United  States  and  in 
many  other  parts  of  the  world. 

■Particularly  enthusiastic  was  the  series  of 
celebrations  held  on  the  Pacific  Coast,  just 
prior  to  which  the  Western  representative  of 
Thos.  A.  Edison,  Inc.,"  advised  the  home  office 
that  some  expression  from  Mr.  Edison  to  the 
company  organization  on  the  Coast  would  be 
greatly  appreciated.  There  was  no  time  to  con- 
vey the  message  by  ordinary  channels  and 
therefore  there  was  provided  an  opportunity  for 


"Earning  Big  Dividends" 

EVERY  Victor,  dealer  has  greater  opportunities 
today  than  ever  to  earn  big  dividends  through 
the  sales  of  Victor  Records. 

Properly  functioned,  the  Record  department  is 
an  outstanding  factor  in  the  Victor  dealer's  busi- 
ness. The  fact  that  Victor  Records  are  the  world's 
best  music  in  permanent  form  is  a  powerful  mag- 
net for  every  Victor  dealer's  store. 

Victor  Herbert  Melodies  scored  tremendous 
sales.  Every  set  sold  stimulates  public  interest  in 
all  Victor  Red  Seal  and  Album  Sets.  Get  your 
share  of  this  business. 

We  Are  at  Your  Service. 

H.  A.WEYMANN  &  S()\,I.\c. 

1108  Chestnut  Street -Philadelphia,  Pa. 
Victor  Wholesalers 


using  the  newly  developed  service — Telepho- 
tography. 

Arrangements  for  this  service  were  quickly 
made  and  a  studio  photograph  of  Mr.  Edison 
listening  to  his  newest  musical  achievement, 
the  Edisonic,  was  rushed  to  the  American 
Telephone  &  Telegraph  Co.  offices  in  New 
York,  where  it  was  prepared  for  transmission. 


Telephotograph  of  Edison 

Within  an  hour  and  a  half  reproductions  of 
the  photograph  shown  herewith  were  received 
by  wire  in  both  Los  Angeles  and  San  Fran- 
cisco. From  these  two  points  the  Telephoto- 
graph was  delivered  up  and  down  the  Coast 
by  air  mail  in  time  for  display  on  Mr.  Edison's 
birthday. 

To  accompany  the  Telephotograph  a  tele- 
gram was  sent  to  Edison  dealers  by  Arthur 
Walsh,  vice-president  of  Thomas  A.  Edison, 
Inc.,  which  read:  "In  honor  of  Thomas  A. 
Edison's  birthday,  February  11,  we  are  send- 
ing you  the  first  approved  Telephotograph  of 
Mr.  Edison  listening  to  his  newest  musical 
achievement,  the  Edisonic,  an  appropriate 
souvenir  which  shows  him  with  his  favorite 
invention,  which  has  spread  good  music — the 
universal  language — to  the  remote  corners  of 
the  earth." 


I.  R.  Epstan  Weds 

Miss  Jane  Fulton 

Philadelphia,  Pa.,  March  7. — I.  R.  Epstan,  of 
the  J.  A.  Fischer  Co.,  of  this  city,  is  receiving 
the  congratulations  of  his  many  friendsfupon 
his  marriage,  last  July— not  that  his  friends 
were  slow  in  tendering  their  best  wishes,  but 
rather  due  to  the  fact  that  Mr.  Epstan  suc- 
cessfully kept  secret  for  many  months  his  mar- 
riage to  Miss  Jane  Fulton.  Mr.  and  Mrs. 
Epstan  are  making  their  home  at  the  Mayfair 
Apartments  in  this  city. 
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Symphonic  Sales  Co.  Sole  Agent  for 
Wasmuth-Goodrich  Radio  Cabinets 

(Continued  from  page  34a) 
DeWalt  is  now  engaged  in  completing  several      E.  S.  Goodrich,  is  also  a  director  of  both  corn- 
unique  cabinet  designs  and  finishes  which  will      panies  and  identified  with  his  brother  in  the 


(1)  P.  E.  Goodrich.    (2)  D.  A.  Wasmuth. 

be  ready  for  release  in  the  near  future. 
S.  Goodrich  is  a  director  in  both  the  Wasmuth 
Goodrich  Co.  and  the  Wasmuth-Endicott  Co 


E.  H.  McCarthy 

He  is  not  engaged  in  the  manufacturing  or 
sales  divisions  of  the  business,  devoting  a  con- 
siderable part  of  his  time  to  the  establishment 
of  general  policies.    P.  E.  Goodrich,  brother  of 


(3)  E.  M.  Wasmuth.    (4)  Earl  V.  Hughes.    (5)  C.  DeWalt 

E.  general  conduct  of  the  business.  D.  A.  Was- 
muth, a  brother  of  E.  M.  Wasmuth,  is  treasurer 
of  the  Wasmuth-Goodrich  Co.  and  president 
of  the  First  National  Bank  of  Roanoke,  Ind. 

The  Symphonic  Sales  Co.  is  one  of  the  best- 
known  members  of  the  phonograph  industry, 
having  attained  exceptional  success  in  the 
manufacture  and  marketing  of  Symphonic 
phonograph  and  radio  reproducers,  which  it 
will  continue  to  make  and  sell  as  heretofore. 
Lambert  Friedl,  the  head  of  the  company,  has 
been  identified  with  the  phonograph  industry 
for  fifteen  years,  having  occupied  important 
executive  posts  with  prominent  concerns  in 
the  industry.  He  is  recognized  as  an  efficient 
merchandiser  and  a  capable  executive. 

Associated  with  Mr.  Friedl  as  vice-president 
is  E.  H.  McCarthy,  whose  close  contact  with 
jobbers  and  dealers  over  a  period  of  many  years 
lias  given  him  an  intimate  familiarity  with  the 
sales  end  of  the  music-radio  field.  Mr.  Mc- 
Carthy has  been  identified  with  the  wholesale 
and  retail  divisions  of  the  phonograph  industry, 
in  addition  to  his  manufacturing  activities  and 
his  success  may  be  attributed  to  the  co-opera- 
tion and  service  he  has  given  to  retailers  and 
wholesalers  in  every  section  of  the  country. 
The  sales  organization  of  the  Symphonic  Sales 
Co.  is  now  being  augmented  to  take  care  of  the 
Wasmuth-Goodrich  representation. 


leaders  in   point  of  units  produced  and  sold. 

That  the  amateur  movie  camera  and  projec- 
tor distribution  is  going  to  be  accepted  by 
the  consumer  public  on  a  par  with  that  of  radio 
and  the  phonograph  is  already  proving  itself 
out  through  the  demand  made  on  QRS,  al- 
though no  public  interview  or  information  re- 
garding the  latest  product  of  the  company  has 
been  given  out  prior  to  this  interview. 

The  popular  price 
at  which  the  public 
can  purchase  a  com- 
plete outfit,  included 
in  a  compact,  conven- 
ient carrying  case,  has 
not  only  attracted  the 
consumer  but  the 
dealer  as  w  e  1 1,  and 
particularly  such  deal- 
ers as  are  organized 
for  the  merchandising 
of  devices  for  enter- 
tainment in  the  home 
— such  as  dealers  in 
phonographs,  musi- 
cal instruments,  radio, 
etc. 

The  QRS  movie 
camera  and  projector 
is  a  combination 
machine — the  camera 
and  projector  mech- 
anism being  one  and 
the  same.    By  attach- 
ment of  a  lamphouse 
and  electric  motor  the  camera  becomes  the  pro- 
jector. Obviously  a  film  run  through  the  same 
mechanism  for  projecting  as  took  the  picture 
will  naturally  produce  a  more  perfect  result  on 
the  screen  than  when  traveling  through  sepa- 
rate machines. 

The  price  of  $98.50  for  the  QRS  complete 
outfit  does  not  represent  a  cheap  or  flimsy  prod- 
uct.    Utilizing   the   same   mechanism   of  the 


(6)  E.  S.  Goodrich. 


QRS  Co.  Enters  the 
Movie  Camera  Field 


until  at  the  time  of  this  writing  the  company 
is  tooling  up  its  production,  starting  on  such 


(Continued  from-  page  34rf) 
recognition   in   the   particular   line  considered, 
and  upon  these  men  rests  the  responsibility  of 
that  carefully  designed  line's  ultimate  develop- 
ment and  success. 

In  the  QRS  Camera  Division  they  secured 
the  services  of  and  appointed  H.  H.  Roemer, 
formerly  general  sales  manager  of  the  Bell  & 
Howell  Co.,  as  manager,  and  Charles  E.  Phil- 
limore,  formerly  of  the  engineering  staff  of 
the  Bell  &  Howell  Co.,  as  chief  engineer,  in 
charge  of  production. 

The  product  as  developed,  and  to  be  known 
as  the  QRS  Movie  Camera  and  Projector,  has, 
for  the  better  part  of  one  year,  been  under- 
going all  manner  of  developments  and  tests 


H.  H.  Roemer 

camera  for  projecting  causes  the  same  mecha- 
nism to  perform  the  functions  of  two  separate 
machines,  thereby  saving  the  additional  cost  of 
building  a  separate  machine. 

The  QRS  Co.'s  past  record  in  building  qual- 
ity products  is  again  reflected  in  the  quality 
of  the  QRS  Movie  Camera  and  Projector. 
Volume  production  will  be  under  way  and  de- 
liveries started  the  early  part  of  April. 


QRS  Camera  Assembled  for  Projecting 

a  volume  schedule  as  will  place  it  among  the 


Plaza  Distributes 

New  Dealer  Helps 

The  Plaza  Music  Co.,  New  York  City,  has 
recently  produced  two  new  dealer  helps  in  the 
form  of  display  cards.  An  unusual  little  Pal 
display  card,  arranged  so  that  it  can  be  placed 
on  the  turntable  of  Pal  portables,  shows  a 
dancing  couple  in  full  color  dancing  around  the 
word  "Pal."  Another  display  card  is  a  record 
holder  in  four  colors  that  serves  as  a  combined 
record  and  needle  advertisement. 
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Lyon  &  Healy  Feature 
Talk-Back  Recorder 

Phonographic  Records  Introduced  to 
Trade  Several  Months  Ago  Rapidly 
Gaining  Favor  Throughout  Country 

Lyon  &  Healy,  Chicago's  largest  and  fore- 
most retail  music  house,  reports  heavy  sales  of 
the  "Talk-Back"  phonographic  recorder  as  a 
result  of  the  beautiful  window  display  shown 
herewith.  The  "Talk-Back"  Phonographic 
Recorder  was  introduced  to  the  public  several 
months  ago,  and  has  met  with  an  enthusiastic 
reception  all  over  the  country. 

The  principle  upon  which  the  "Talk-Back"  is 
based  is  not  a  new  one.  Its  application  is, 
however.  With  the  "Talk-Back"  it  is  possible 
to  record  your  own  records  right  at  home.  The 
instrument  can  be  attached  to  any  phonograph 
(regardless  of  make)  and  it  will  record  with 
clearness  of  tone,  quality  found  in  any  of  the 


Another  New 

Sales  Producer 

CARTER 

A.  C.  Adapter 
HARNESS 

Using  present  "B"  &  "C"  supply 


Auxiliary  Volume  Control  included 

Furnished  in  six  types  for  converting 
5,  6  and  7  tube  sets,  with  or  without 
power  tube,  using  any  standard  Fila- 
ment Transformer.  Conversion  made 
in  ten  minutes,  without  any  alteration 
to  set. 


$7.00  to  $9.50 


m 


barter  Radio  Qo. 

'  .,:  .'300  S-  .RACINE  AVENUE 
*"••*    'CHICAGO.    ILL..  U.S.A. 


In  Canada: 
CARTER  RADIO  CO.,  LTD.,  Toronto 


Mail  coupon  "H  P— type" 

Please  send  illustrated  folder  to — 

Name  •   

Address   

Our  jobber   

Address   


excellent   records   now   on  the   retail  market. 

There  is  a  variety  of  uses  for  the  "Talk- 
Back."  Radio  programs  of  favorite  artists  or 
stations  can  be  recorded.  Musicians  use  the 
"Talk-Back"  for  improving  their  technique. 
Parents  can  use  the  "Talk-Back"  for  preserving 


dollars  has  been  Invested  in  experimental  work, 
laboratory  and  manufacturing  equipment 

The  Consolidated  Talking  Machine  Co.  re- 
ports that  the  "Talk-Back"  has  taken  a  ''real 
hold"  with  the  dealers  and  public  and  that  every 
day  the  mail  brings  in  orders  from  dealers 


How  Lyon  &  Healy  Featured  the 

their  children's  voices,  etc.  These  are  only  a  few 
of  the  many  uses.  The  instrument  is  also  find- 
ing increasing  favor  in  dramatic,  vocal  and 
foreign  language  schools.  The  records  made 
with  the  "Talk-Back"  can  be  played  indefinitely. 
The  manufacturers  have  experimented  with  the 
perfected  product  over  a  period  of  five  years 
and  have  announced  that  a  quarter  of  a  million 


Talk-Back  Phonograph  Records 

throughout  the  country.  The  display  in  Lyon 
&  Healy's  window  did  wonderful  work.  An 
increase  in  their  sales  of  "Talk-Backs"  was 
noted  immediately.  The  outfit  complete,  ready 
to  make  records,  lists  at  $7.50.  Three  double- 
faced  blank  records  list  at  $1.00.  An  addi- 
tional supply  of  records  can  always  be  pur- 
chased by  the  user. 


Radio  Trade-in  Book 
of  Used  Set  Values 


Volume  Recently  Placed  on  Market  Has 
Compilation  and  Rating  of  All  Receivers 
Made  From  1920  to  Present  Time 

The  Radio  Trade-in  Book  Co.,  Memphis, 
Tenn.,  recently  placed  upon  the  market  the 
Radio  Trade-in  Book,  containing  a  compilation 
and  rating  of  all  radio  receivers  manufactured 
from  1920  to  the  present  time,  inclusive.  The 
publication  is  similar  to  that  which  is  used  by 
the  automobile  trade  in  order  to  properly  eval- 
uate the  trade-in  price  or  allowance  on  a  used 
automobile,  and  the  Radio  Trade-in  Book  rat- 
ings will  be  used  in  making  an  allowance  to  a 
prospect  who  wishes  to  receive  credit  for  his 
old  radio  receiver  on  a  new  set. 

The  ratings  in  the  book  have  been  arrived 
at  with  clue  regard  for  the  dealer's  overhead 
and  the  cost  of  overhauling  the  old  receiver. 
The  ratings  are  so  made  that  the  dealer  will 
not  establish  a  bad  and  dangerous  precedent  in 
allowing  an  excessive  amount  on  the  old  re- 
ceiver. 

The  Thomas  W.  Briggs  Co.,  a  prominent  ad- 
vertising agency  in  Memphis,  Tenn.,  and  the 
firm  which  owns  the  Radio  Trade-in  Book  Co., 
foresaw  the  present  condition  in  the  radio  field, 
and  realizing  the  general  trend  toward  AC 
operation  of  receivers,  believed  that  the  time 
was  ripe  for  a  publication  of  this  type,  which 
could  be  used  by  dealers  and  distributors 
throughout  the  country.  The  first  edition  was 
quickly  sold  to  the  trade,  and  the  firm,  a  few 
weeks  ago,  was  engaged  in  running  the  second 
edition.  Since  the  first  announcement  the  Wis- 
consin Trade  Association  adopted  the  Radio 
Trade-in  Book  as  its  official  used  rating  guide, 
and  a  few  days  later  the  Federated  Radio  Trade 
Association,  in  convention  in  Milwaukee, 
adopted  the  Radio  Trade-in  Book  as  its  guide. 

The  ratings  on  the  various  receivers,  and 
there  are  2,000  different  types  listed,  are  com- 
piled individually,  and  there  is  no  advertising 
of  any  type  in  the  publication.  The  ratings  are 
so  compiled  that  the  sudden  reduction  in  price 
of  any  receiver  will  not  affect  the  book  rating. 


Freshman  District 

Agents  Appointed 

— —  t 

The  sales  personnel  of  the  Charles  Fresh- 
man Co.,  Inc.,  is  rapidly  being  broadened 
under  the  direction  of  Harry  A.  Beach,  sales 
manager,  and  James  C.  Frye,  assistant  sales 
manager  of  the  company.  Twenty  high-caliber 
representatives  are  now  in  charge  of  various 
territories  for  the  Freshman  organization  and 
the  number  is  increasing  steadily.  Mr.  Beach 
recently  announced  the  following  list  of  terri- 
torial representatives  operating  in  the  districts 
stated: 

W.  J.  Epstein,  West  of  Rocky  Mountains; 
M.  B.  Shaffer,  Wisconsin,  Iowa,  Minnesota; 
Lon  Morrissey,  Texas;  W.  H.  Allen,  city  of 
Chicago;  L.  E.  Dorfman,  New  England;  F.  H. 
Waite,  New  York  State;  L.  L.  Silverman,  New 
Jersey;  S.  E.  Finkelstein,  Brooklyn;  W.  F. 
Meyers,  New  York  City;  H.  Vogt,  New  York 
City;  I.  Shaffer,  Connecticut;  J.  J.  DeBona, 
Indiana,  Michigan;  C.  Greenberg,  Pennsylvania; 
W.  L.  Lown,  Illinois;  G.  M.  Latham,  Ohio; 
M.  C.  Schoenly,,  St.  Louis  territory;  J.  C. 
Cushman,  Southeast  territory;  H.  N.  McMeni- 
men,  Pennsylvania.  L.  W.  Reed  is  engaged 
in  sales  promotional  work  in  all  territories 
and  Martin  Zatulove  is  special  representative. 


Argus  Staff  Dines 
Dr.  Marcel  Wallace 


Dr.  Marcel  Wallace,  president  of  the  Argus 
Radio  Corp.,  New  York  City,  recently  sailed 
for  Europe  for  a  two  months'  trip.  Upon  the 
eve  of  his  departure  his  co-workers  in  the 
Argus  Radio  Corp.,  both  executives  and  em- 
ployes, gathered  to  tender  him  a  bon  voyage 
banquet.  Adolph  H.  Mayers,  prominent  New 
York  dealer,  presided  as  toastmaster  and  many 
graceful  and  fitting  tributes  were  paid  to  Dr. 
Wallace,  who  is  not  only  chief  executive  of 
the  organization  but  the  designer  of  the  Argus 
radio  set,  which  is  one  of  the  pioneer  all- 
electric  receivers. 
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"Follow  the 
Leaders" 


The  leading  manufacturers,  the  leading  dealers — and 
the  leading  distributor.  Here's  a  combination  hard  to 
beat. 

Right  here,  in  and  about  New  York  City,  over  2,000 
dealers,  among  them  many  of  the  leaders  in  the  indus- 
try, are  using  the  Blackman  Distributing  Company  as 
a  source  of  supply  for  their  radio  products  and  acces- 
sories, because  they  know  that  the  manufacturers  of  the 
Blackman  products  are  thoroughly  reliable,  that  Black- 
man  as  a  distributing  organization  is  dependable. 

The.  Blackman  dealers  are  in  practically  every  corner  of 
the  metropolitan  district — in  the  tenement  neighbor- 
hood, the  apartment  house  localities  and  in  the  sections 
in  which  private  homes  of  the  better  class  abound, — 
dealers  who  find  in  the  Blackman  line  the  requirements 
of  their  individual  localities,  their  individual  customers. 

If  you  would  be  safe  in  establishing  a 
source  of  supply  for  your  business. 
-rollow  the  leaders. 


"Follow  the  Leaders"  is  an  excerpt 
from  a  very  important  mailing 
campaign  we  have  just  inaugu- 
rated. Are  you  on  our  mailing 
list? 
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THE  MOST  ORIGINAL  AND  OUTSTANDING  RADIO 
EQUIPMENT  FEATURE  OF  THE  YEAR 


The 


Table  for  Radiola  17 

Equipped  with  Model  100 A 
RCA  Speaker 


MODEL  60 — List  Price  $50.00 
Includes  Model  100 A  RCA  Speaker 
The   design   and    features    of   this   table  are 
registered  in  the  U.  S.  Patent  Office  under 
Patent  No.  74586. 


Stenola  table  model  illustrated  here- 
with is  made  expressly  (or  the 
Radiola  17.  It  comes  finished  in 
mahogany  to  match  the  design  and 
finish  of  the  fast-selling  Radiola 
model. 

This  table  model  has  been  designed 
and  patented.  Official  patent  regis- 
tration has  been  granted  by  U.  S. 
Patent  Office. 


Manufactured  by 

STETTNER  PHONOGRAPH  CORP. 

Telephone:  Butterfield  4777-2932 
"Pioneers  in  Radio  Cabinets" 
Factory  and  Show  Rooms— 314-322  E.  75th  St.,  New  York 


Carter  Harness  Is 

Easily  Installed 

Directions  and  Chart  Make  Installation  of 
Adapter  Harness  Made  by  the  Carter 
Radio  Co.   Exceedingly  Simple 

The  new  Carter  adapter  harness,  manufac- 
tured by  the  Carter  Radio  Co.,  Chicago,  and 
introduced  in  the  February  issue  of  The  Talk- 


and  "C"  batteries,  inserts  the  adapters,  whicli 
are  part  of  the  Carter  adapter  harness,  into  the 
tube  sockets,  inserts  the  AC  tubes  and  attaches 
the  end  of  the  harness  to  the  binding  posts  on 
the  filament  transformer.  The  terminals  and 
wires  are  clearly  marked. 

Since  the  "A"  and  "C"  batteries  were  discon- 
nected, the  "A"  battery  terminals,  or  leads,  re- 
main unused.  The  "C — "  terminals  or  binding 
posts  are  connected  to  the  "C+"  binding  posts 
with  a  short  piece  of  wire.  The  receiver  is  then 
ready  to  operate,  and  in  most  cases  with  better 
tone  and  greater 


l  shows  Code  HKP-6  Adaplcr  Ha. 
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Chart  Prepared  by  Carter  Radio  Co.  Showing  How  to  Install  Device 

ing  Machine  World,  makes  it  possible  to  con- 
vert practically  any  battery-operated  set  to 
AC-tube  operation.  When  making  this  con- 
version it  is  not  necessary  to  do  any  wiring  or 
make  changes  in  the  set,  and  the  entire  opera- 
tion takes  but  a  few  minutes. 

The  individual  making  the  conversion  re- 
moves the  present  tubes,  disconnects  the  "A" 


volume  than  before. 

After  the  set  is 
converted  the  old 
volume  control  usu- 
ally becomes  inop- 
erative and  the  Car- 
ter No.  100  auxil- 
iary volume  control 
used  consists  of  a 
suitable  variable  re- 
sistance on  a  ten- 
foot  cord.  The 
other  end  of  this 
cord  may  be  con- 
nected across  the 
aerial  and  ground 
binding  posts  of  a 
radio  set.  This  per- 
mits adding  a  vol- 
ume control  to  any 
converted  set  with- 
out changing  the 
wiring. 

The  Carter  harness  is  furnished  with  com- 
plete instructions  and  all  necessary  parts.  All 
necessary  equipment  is  built  into  the  harness 
and  completely  wired.  Standard  harnesses  are 
available  for  five,  six  and  seven-tube  receivers, 
both  with  or  without  power  tube  and  the 
market  for  the  product  is  indicated  by  a  rapidly 


Plaza  Features  New 
Donaldson  Numbers 

The  March  list  of  popular  sheet  music,  dis- 
tributed by  the  Plaza  Music  Co.,  New  York 
City,  is  appropriately  printed  in  green.  The 
titles  are  classified  under  the  headings  of  the 
publishers,  in  addition  to  a  specially  arranged 
column  entitled  "Big  hits  of  the  day  in  sheet 
music."  A  special  cut-out  paster  attached  fea- 
tures the  new  songs  by  Walter  Donaldson,  in- 
cluding "Changes,"  "My  Ohio  Home,"  "There 
Must  Be  a  Silver  Lining,"  all  Feist  numbers, 
and  in  display  space  is  especially  featured 
"Little  Mother,"  "Keep  Sweeping  the  Cobwebs 
Off  the  Moon,"  "Together,"  "My  Ohio  Lull- 
aby," "What's  the  Color  of  a  Yellow  Horse," 
"Little  Log  Cabin  of  Dreams,"  "I  Want  to 
Come  Back,"  and  "Moten  Stomp." 

In  addition  to  the  monthly  list,  the  Plaza 
Music  Co.  also  sent  out  a  special  postcard  fea- 
turing the  orchestration  of  "Moten  Stomp" 
played  by  Bennie  Moten's  Kansas  City  Orches- 
tra on  the  Victor  record.  The  Plaza  Music 
Co.  is  also  featuring  a  transcription  of  famous 
blues  for  the  saxophone  with  piano  accompani- 
ment, including  "St.  Louis  Blues,"  "Beale  St. 
Blues,"  "Yellow  Dog  Blues"  and  "Hesitating 
Blues." 


(rowing  demand  for  it. 


N.  Cohen  Returns 
From  Florida  Trip 

N.  Cohen,  president  of  the  Wall-Kane  Needle 
Mfg.  Co.,  Brooklyn,  N.  Y.,  accompanied  by 
Mrs.  Cohen  and  his  son,  Sidney,  recently  re- 
turned from  a  Winter  vacation  in  Florida.  It 
has  been  Mr.  Cohen's  custom  for  many  years  to 
spend  the  month  of  February  in  Florida,  and 
he  returns  fit  for  a  busy  year. 


Interesting  Events  of 
the  Trade  in  Pictures 


Above — Waring's  Pennsylvanians,  famous  orchestra,  lis- 
tening in  back  stage  ivith  the  aid  o)  an  Atwater  Kent 
Model  37  set,  the  all  electric  radio  receiver  recently 
introduced  to  the  trade  by  the  Atwater  Kent  Co. 


Above — Gene  Tunney,  heavyweight  champion, 
at  Dover  Hall  Club,  near  Brunswick,  Ga.,  and, 
third  from  left,  "Sport"  Herman,  well-known  in 
radio  industry;  "Dazzy"  Vance,  Brooklyn 
pitcher,  and  Col.  Pipp,  Chicago;  R.  M.  Klein, 
general  manager,  Fada  radio,  also  was  in  the 
party,  but  does  not  appear  in  the  picture. 
Tunney  is  exhibiting  the  result  of  his  hunting 
prowess  to  the  members  of  the  party. 


Above — Fannie  Brice,  of  vaudeville  fame,  made 
an  unusual  record  recently  when  Al  Jolson 
sang  from  New  Orleans  over  a  network  of 
radio  stations.  Miss  Brice,  in  San  Francisco, 
placed  a  recording  instrument  in  front  of  her 
Kolster  receiver  and  AVs  famous  "Mammy" 
song  was  captured  on  the  disk.  The  record 
uill  be  presented  to  Jolson  in  New  York. 


Above — An  interior  arrangement  that  has  many  advan- 
tages is  that  of  the  Majestic  Music  Shop,  located  in 
Minneapolis,  Minn.   Note  the  impression  of  spaciousness. 


Above — The   Wholesale  Radio  Equipment  Co.,  Buffalo 
tvholesaler  for  the  Federal  Radio  Corp.,  operates  this 
handsome  vehicle  in  its  extensive  Federal  Ortho-sonic 
business  throughout  the  Western  New  York  territory. 


Above — A  corner  of  the  retail 
store  of  the  Noll  Piano  Co.,  Mil- 
waukee,  Wis.,  showing  how  this 
concern  features  Stromberg-Carl- 
son  radio.  The  Noll  Co.  is  going 
after  sales  in  a  most  aggressive  and 
effective  manner  throughout  the 
Milwaukee  retail  territory. 


Right  —  Moran  and 
Mack,  "The  Two  Black 
Crows,"  whose  Colum- 
bia records  have  met 
with  phenomenal  pop- 
ularity, have  been 
honored  in  Detroit. 
The  sign  post  at  Mack 
avenue  and  Moranroad 
is  a  monument  of 
which  to  be  proud. 


Left  — During  the 
appearance  of  the 
Vitaphone  produc- 
tion of  "The  Jazz 
Singer"  in  which 
Al  Jolson,  Bruns- 
ivick  recording  ar- 
tist, is  featured,  at 
the  Garrick  Theatre 
in  Chicago,  the 
dealers  tied  up. 
Prominent  among 
the  co-operative  ac- 
tivities was  the 
special  window  dis- 
play arranged  by 
the  nationally 
known  Lyon  & 
Healy  Company  in 
its  Loop  store. 


Above — When  the  Lincoln  Symphony  Orchestra,  Lincoln,  Neb.,  recently 
played  in  concert  with  the  Columbia  Viva-tonal  phonograph,  as  pictured 
here,  comment  was  made  that  Art  met  Science,  each  endorsing  the  other. 
This  was  a  most  interesting  experiment  and  attracted  considerable  public 
attention  to  the  fidelity  of  reproduction  of  the  Columbia  Viva-tonal  phono- 
graph, which  is  steadily  becoming  more  popular  throughout  this  territory. 
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Baltimore  Victor  Jobbers  at 

Meeting  of  Southern  Dealers 

Victor  Dealers  Meet  at  Greensboro — Enthusiastic  Reception  Accorded  Brafco  Catalog 
by  Dealers  Throughout  Country — Other  Trade  News 


Baltimore,  Md.,  March  9. — Victor  dealers 
in  the  South  recently  met  at  a  gathering 
held  at  the  King  Cotton  Hotel,  Greensboro, 
N.  C,  on  March  5.  I.  Son  Cohen,  president  of 
Cohen  &  Hughes,  and  J.  T.  Hutchisson,  travel- 
ing representative  of  the  well  known  Victor 
distributing  concern  of  this  city,  were  present 
and  report  that  the  meeting  was  most  success- 


How  Retailer  Features  Columbia  Line 


ful  It  was  held  under  the  auspices  of  Victor 
wholesalers  and  conducted  by  Victor  factory 
representatives. 

William  Biel,  general  manager  of  Cohen  & 
Hughes,  .feels  that  the  reduction  in  the  list 
prices  of  the  several  models  of  Automatic  Vic- 
trolas  is  certain  to  increase  sales  on  these  items, 
and  states  that  orders  for  additional  supplies 
of  the  models  are  already  being  received.  M. 
P.  Smith,  assistant  general  manager  of  the  com- 
pany, states  that  a  portable  campaign  has  been 
started  to  impress  upon  dealers  the  wisdom  of 
placing  orders  for  their  portable  requirements 
over  the  entire  Spring  season. 

Victor  E.  Moore,  Pennsylvania  representative 
of  Cohen  &  Hughes,  gives  a  very  optimistic 
report  on  business  conditions  in  his  territory, 
and  states  that  although  there  is  some  depres- 
sion in  certain  parts  of  the  state,  the  Victor 
situation  on  the  whole  is  very  good. 

Louis  &  Co.,  one  of  the  leading  talking  ma- 


chine establishments  in  this  city,  recently 
erected  a  monster  sign  atop  the  roof  of  the 
building  in  which  the  store  is  located,  calling 
attention  to  the  Columbia  Viva-tonal  phono- 
graph line  and  Columbia  New  Process  records. 
The  sign,  which  can  be  seen  for  a  great  dis- 
tance, has  been  responsible  for  a  decided  in- 
crease in  interest  in  the  Columbia  line. 

The  Brafco  catalog  issued  by  the  Braiterman 
Fedder  Co.,  received  such  an  enthusiastic  recep- 
tion from  dealers  throughout  the  country  that 
a  second  edition  is  now  in  preparation,  and  will 
be  issued  shortly. 

E.  M.  Fedder  and  Phil  Kaufman  of  the  Brafco 
organization  recently  returned  from  their  first 
trade  trips  of  the  year,  greatly  enthused  by  the 
dealers'  reception  of  the  portable  line.  The 
company  is  preparing  to  offer  two  new  models 
of  portables,  the  Orpholo  Junior  and  the  Or- 
pholo  Senior,  early  in  April. 

Thompson  Sets  Use 

Arcturus  Apparatus 

—  i 

The  Arcturus  amplifier,  detector  and  power 
tubes  have  been  adopted  by  the  Thompson 
Radio  Co.  for  use  in  600  of  its  R-82  receivers 
originally  designed  as  battery  sets.  It  is  stated 
that  the  Thompson  Radio  Co.  decided  to  facili- 
tate the  sale  of  these  sets  by  converting  them 
to  AC  operation.  The  Arcturus  tubes  are 
mounted  on  four-prong  bases  which  fit  the 
standard  UX  sockets  without  additional  side 
or  overhead  wiring  of  any  kind. 

Trade  Activities  in 
Akron-Canton  Field 

Akron-Canton,  O.,  March  5.— With  employ- 
ment on  the  increase,  due  to  growing  produc- 
tion of  steel  and  rubber  in  this  area,  there  is 
a   much  better  tone  in   talking  machine  and 


radio  buying.  In  this  area  there  is  much  ex- 
pansion in  progress,  many  stores  are  giving 
over  added  space  to  talking  machines,  and  from 
all  appearances  1928  will  be  a  bigger  year  than 
last  for  talking  machines  and  records. 

George  S.  Dales,  Akron  music  dealer,  has 
sailed  from  New  York  on  a  European  tour. 

Removal  of  the  music  departments  of  the 
M.  O'Neil  Co.,  largest  Akron  department  store, 
will  take  place  within  the  next  thirty  days,  offi- 
cials of  the  company  have  announced.  No  men- 
tion has  been  made  as  to  where  the  music  de- 
partments will  be  located. 

The  Radio  &  Phonograph  Exchange  has 
been  opened  on  Second  street,  Canton. 

House  in  Debate 

Over  Radio  Bill 

Washington,  D.  C,  March  12.— Members  of 
the  House  engaged  in  a  lively  debate  last  week 
over  the  Watson  bill  extending  the  life  of  the 
Federal  Radio  Commission,  and  carrying  a  pro- 
vision, added  by  the  Merchant  Marine  Com- 
mittee, providing  for  the  equal  distribution  of 
wave  lengths,  stations  and  power  among  the 
five  districts  from  which  the  members  of  the 
commission  are  chosen. 

This  latter  clause  is  the  subject  of  the  debate 
and  the  outcome  is  looked  forward  to  with  in- 
terest by  everyone  interested  in  broadcasting 
and  the  radio  industry.  The  Congressmen  in 
favor  of  the  "equitable  distribution"  clause  state 
that  this  would  correct  conditions  which  are 
objected  to.  As  this  issue  of  The  Talkinq 
Machine  World  goes  to  press  no  vote  has  been 
taken  on  the  bill. 

Illinois  Ranks  High 
in  Radio  Industry 

Chicago  and  Illinois  rank  high  among  na- 
tional centers  for  the  radio  industry,  according 
to  two  reports  issued  recently  by  the  Depart- 
ment of  Commerce  in  Washington.  The  first 
deals  with  retail  stocks,  and  shows  that  New 
York  and  California  are  the  only  two  States 
ahead  of  Illinois  in  the  matter  of  distribution 
of  radio  sets  and  parts.  The  second  report, 
revealing  patent  grants  to  inventors,  states  that 
large  contributions  have  been  made  by  residents 
of  the  Chicago  area  to  radio  development. 

There  are  2,750  radio  dealers  in  Illinois,  in- 
cluding shops  devoted  exclusively  to  the  sale 
of  radio  apparatus,  music  stores,  department 
stores  and  others  engaged  in  retailing  parts, 
sets  and  tubes,  according  to  the  dealers'  stocks 
survey.  The  department,  which  obtained  its 
data  through  questionnaires  sent  to  these  2,750 
concerns,  estimates  that  approximately  $35,000,- 
000  worth  of  radio  business  is  done  in  Illinois 
each  year,  compared  with  $48,000,000  in  New 
York  State  and  $37,000,000  in  California. 

Amrad  Corp.  Names 
Six  New  Jobbers 

Medford  Hillside,  Mass.,  March  7. — W.  H. 
Lyon,  general  sales  manager  of  the  Amrad 
Corp.,  of  this  city,  has  announced  the  appoint- 
ment of  the  following  additional  distributors 
to  handle  the  Amrad  line  of  radio  receiving- 
sets:  Harbison  Mfg.  Co.,  Kansas  City,  Mo.; 
J.  H.  &  F.  A.  Sells  Co.,  Columbus,  O.;  Aitken 
Radio  Corp.,  Toledo,  O.;  Kruse-Connell  Co., 
Indianapolis,  Ind.;  Hudson-Ross  Company, 
Chicago,  111.,  and  A.  &  E.  Supply  Co.,  Parkers- 
burg,  W.  Va. 

A.  Hospe,  head  of  the  A.  Hospe  Co.,  of 
Omaha  and  Council  Bluffs,  la.,  died  last  month 
from  angina  pectoris. 


Qreatest  Records 
Ever  Made 


Music  critics,  the  press  and 
the  public  agree  that  the 
Bayreuth  Wagner  Festival 
Recordings  are  the  greatest 
achievement  in  recorded 
music. 

These  eleven  matchless 
Columbia  Viva-tonal  Rec- 


ords, complete  in  handsome 
crold  -  embossed  leather  al- 
bum, retail  at  $16.50,  or 
$1.50  for  single  records.  As 
Columbia  Masterworks  Set 
No.  79,  they  offer  you  pres- 
tige and  profit,  not  only  for 
to-day,  or  to-morrow,  but 
through  the  years  to  come. 


Write  us  for  details 


ColumbiaWholea 

L.L.  Andrews      -*      Wm.H.Swartz  M 

Exclusively  Wholesale 
205  W  Camden  St.,    Baltimore, Md. 


The  Newest  in  Radio 


Radio  Speakers 

Utah   Radio   Products   Co.,  Chicago. 

Type  XU  combination  cone  and  ex- 
ponential horn  for  cabinet  installation. 
Horn  of  special  composition  with  an 
air  column  34  inches  long-.  Front 
area  14J4  inches  by  19J/2  inches;  out- 
si, le  dimensions  14%  inches  by  19% 
inches ;  depth  145^  inches.  Shipping 
weight  10y2  pounds.  Equipped  with 
Utah  cone  speaker  licensed  under  Lek- 
tophone  patents.     List  price  $22. 

Diaphragm  used  in  all  Utah  horn 
type  loud  speaker  units,  illustration 


showing  patented  tripod  construction. 
Licensed  on  February  1  under  the 
Willett  patents,  for  exclusive  use  on 
XJtah  loud  speaker  units.  Diaphragm 
is  connected  to  armature  through 
tripod  construction,  allowing  more 
freedom  for  diaphragm  movement  and 
decreasing  necessary  movement  of  the 
armature  for  any  given  vibration. 

Utah  type  XH  combination  cone  and 
exponential  horn,  cabinet  speaker, 
containing  air  column  of  special  com- 


position 41  Inches  long.  Front  open- 
ing;   height   li'A    inches,    width  2VA 


Cone  speaker  used  is  licensed  under 
Lektophone  patents.    List  price  $23. 

Utah  type  XB  cone  speaker  for  cab- 
inet installation,  containing  same  Utah 
unit  as  is  used  in  model  X  speaker. 
Dimensions  9Va  inches  by  9]/2  inches 
by  5  inches.    List  price  $16. 


AC  Receivers 

The  Atwater  Kent  Mfg.  Co.,  Phila- 
delphia, Pa.  Model  38  AC  radio  re- 
ceiver with  seven  tubes,  listing  at 
$125  less  tubes.  Single  dial  control, 
complete  vision  style.  Type  of  AC 
tube  to  be  used  plainly  marked  on 
each  socket.  Power  section  self-con- 
tained and  completely  shielded.  Two 
toggle  switches  appear  on  panel,  one 
operating  vertically  to  throw  set  cur- 


sets;  No.  62-R,  25  cycle  ABC,  for  use 
with  Fada  six  and  seven-tube  sets : 
8(!-V,  00  cycle  ABC  senior,  for  use 
with  Fada  eight-tube  sets — can  also 
be  used  with  Fada  six  and  seven-tube 
sets,  and  82-W,  25  cycle  ABC  senior, 
for  use  with  Fada  eight-tube  sets,  can 
also  be  used  with  six  and  seven-tube 
sets.  Sixty  cycle  outfits  are  recom- 
mended for  use  on  power  lines  having' 
from  50  to  60  cycles ;  25  cycle  outfits 
are  recommended  for  use  on  power 
lines  having  from  25  to  49  cycles. 
Size  on  all  is  1814  inches  long  by 
654  inches  wide  and  8'A  inches  high. 
Approximate  net  weight  41  pounds, 
shipping  weight  approximately 
pounds. 


Speaker  Coupler 

Bremer-Tully  Mfg.  Co.,  Chicago,  III. 

Bremer-Tully  speaker  coupler  designed 
to  improve  tone  quality,  increase  vol- 
ume and  add  to  the  life  of  the 
speaker.  Can  be  placed  on  the  table 
or  mounted  inside  the  radio  cabinet 


rent  on  or  off,  and  the  other  operating 
horizontally  to  increase  or  diminish 
the  sensitivity  of  the  set  for  distant 
or  local  stations. 

The  Modernistic  37,  similar  in  -con- 
struction to  the  Atwater  Kent  Model 
37  AC  receiving  set,  but  with  a  finish 


in  black  and  white  of  modernistic 
designs,  providing  an  entirely  new  ef- 
fect in  the  finish  of  radio  sets.  The 
Model  E  radio  speaker  has  been  fin- 
ished in  a  like  treatment  to  match. 


AC  Six-Tube  Set 

A.  H.  Grebe  &  Co.,  Inc.,  N.  V.  Citv. 
Synchrophase  AC  Six,  single  dial,  all 
electric,  six-tube  radio  receiver.  Has 
"local-distance"  switch  which  makes 
it  possible  to  obtain  wider  frequency 
band.  Receiver  consists  of  four 
major  units:  receiver  proper,  power 
unit,  mounting  frame  for  supporting 
receiver  and  cabinet.  It  has  three 
stages  of  tuned  radio  frequency  am- 
pliflontion  with  Grebe  tube  isolation 
circuits  in  each  R.  F.  stage;  detector, 
with  AC  heater  type  tube  and  two 
stages  of  audio  frequency  amplifica- 
tion.    Another    development    in  the 


Synchrophase  AC  Six  is  a  unique  de- 
sign of  tube  socket  prongs.  Bending 
the  prongs  to  different,  sharp  angles 
insures  perfect  contact  between  the 
legs  of  the  vacuum  tube  and  the 
socket  contacts.  Chassis  constructed 
of  heavy  aluminum  with  four  rein- 
forcing ribs  which  add  to  its  rigidity. 
Selected  mahogany  veneers  used  in 
body  of  cabinet,  while  front  panel  is 
of  stump  walnut,  finished  in  artistic 
design.  The  drum  type  dial  indicator, 
which  is  illuminated,  is  graduated  in 
kilocycles. 


ABC  Power  Supply 

F.  A.  D.  Andrea,  Inc.,  New  York 
City.     ABC    power    supply    in  four 


inches.  Outside  dimensions:  depth 
13'/<  inches,  width  2VA  inches,  height 
24  inches.    Shipping  weight  14  pounds. 


f  «J.  TO  SET 


or  speaker  cabinet  as  desired.  No 
tools  are  required.  The  terminals  of 
the  speaker  cord  are  simply  insert- 
ed into  receptacles  of  the  speaker 
coupler.  Installation  is  easy  and  con- 
venient. 


AC-Former 

Karas    Electric    Co.,     Chicago,  III. 

AC-Former  designed  to  furnish  an 
even,  unfluctuating  current  of  the  cor- 


rect  voltage  to  the  new  AC  tubes,  and 
in  conjunction  with  any  of  the  stand- 
ard cable  harnesses  on  the  market. 
Said  to  offer  an  easy  method  of  con- 
verting any  battery  set  to  AC  tube 
operation. 


Cone  Speaker 


Quam     Radio    Corp.,    Chicago,  III. 

New  improved  Quam  cone  type 
speaker,  operated  with  any  radio  set, 
whether  power  tube,  push-pull  am- 
plification,  or  AC  power.     Built  on 


models:  No.  66-Q.  60  cycle  ABC,  for 
use   with    Fada   six   and  seven-tube 


"stretched  reed"  principle,  stretched 
taut  between  two  points,  delivering 
vibrations  over  a  full  arc.  Built  with 
special  brackets  for  cabinet  installa- 
tion or  finished  in  rich  bronze  brown 
with  gold  mesh  center  cone  cover  for 
external  use.    List  price  $17.50. 


Eight  Tube  Receiver 

Zenith    Radio    Corp.,    Chicago,  III. 

New  eight  tube  loop  operated  radio 
receiver,  Model  15-EP,  employing  four 
stages  of  tuned  radio  frequency,  tuned 
detector  and  three  stages  audio  fre- 
quency amplification.  Five  condensers 
are  permanently  balanced  on  one  shaft, 
shielded  chassis,  single  control,  elec- 
tiically  lighted  dial,  calibrated  in  both 
meters  and  kilocycles.  Cabinet  of 
walnut  veneer,  with  folding  loop  and 
self-contained  power  speaker.  List 
price  (less  tubes)  $375. 

Portable  Radio 

Trav-Ler  Mfg.  Corp.,  Chicago,  III. 
Trav-Ler  five-tube,  single  dial,  port- 
able radio  receiver,  weighing  2314 
pounds.    Batteries,  loud  speaker,  loop 


aerial,  enclosed  in  one  small  case. 
Attachments  are  furnished  for  use 
with  antenna  and  ground  and  for 
Jones  plug  to  use  with  larger  batteries 
or  battery  eliminator.  Finished  in 
black  mocotan  trimmed  with  gold. 
Retail  price  $77.15  complete. 


Tube  for  Speaker  Operation 

E.  T.  Cunningham,  Inc.,  New  York 
City.  Type  CX-350,  a  25-watt  tube 
designed  to  supply  ample  undisturbed 
power  •  for  operation  of  heavy  duty 
speakers.  To  use  this  tube  receivers 
must  be  capable  of  supplying  the  high 
plate  current  and  the  necessary  grid 
base,  which  is  from  -45  to  -84  volts. 
The  filament  rating  is  7.5  volts,  1.25 
amperes.  The  material  used  is  the 
rugged  coated  ribbon  type;  filament 
operates  at  a  dull  red  heat.  The  cur- 
rent required  may  be  supplied  from 
the  7.5  volt  winding  of  a  power  trans- 
former. The  tube  is  intended  only 
for  use  in  power  amplifier  equipment. 
The  recommended  plate  voltage  is  250 
to  400  volts. 


Radio  Aerial 

Progressive  Labs.,  Chicago,  III.  The 

Aeropoise,    an    aerial    for    use  with 
radio  receiving  sets.    Has  a  receiving 
(Continued  on  page  96) 
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Popular  Music       Race  Records 

EXCLUSIVE  OKEH  ARTISTS 


Mark 
Fisher 


BABY    FEET    GO    PITTER  PATTER 


dflWl      I       (  Cross  My  Floor)  Vocal 
10  in  75c  ^  JUST  ANOTHER  DAY  WASTED  AWAY 
[      (Waiting  For  You)  Vocal 

Both  sung  by  Mark  Fisher  with  Piano  Accom. 

f  A  SHADY  TREE— Vocal 

40951  EVERYWHERE  YOU  GO— Vocal 

10  in.  75c  Boil  i  sung  by  Mark  Fisher  with  Violin,  Cello  and 
I  Piano 


40993 
10  in.  75c 


I'LL  THINK  OF  YOU— Vocal 
WHEN    YOU'RE    WITH  SOMEBODY 
ELSE— Vocal 
[  Both  sung  by  Mark  Fisher  with  Piano  by  Ted 
Shapiro;  Violin  &  Cello  Accom. 


Seger 
Ellis 


40928 
10  in.  75c 


40952 
10  in.  75c 

40970 
L0  in.  75c 


MY  BLUE  HEAVEN— Vocal 

DID  YOU  MEAN  IT?  (From  "A  Night  In 

Spain")  Vocal 
Both  sung  by  Seger  Ellis  with  Justin  Ring  Trio 

AMONG  MY  SOUVENIRS— Vocal 

IT  WAS  ONLY  A  SUN  SHOWER— Vocal 

Both  sung  by  Seger  Ellis  with  Justin  Ring's  Salon 
Orchestra 

AMONG  MY  SOUVENIRS— Piano  Solo 
POPPIN'  'EM  OUT— Piano  Solo 
Both  played  by  Seger  Ellis 


"Texas" 
Alexander 


I  Heard  You 
Brought  It 
Right  Back  Home, 


Again 
mama's 
messin'  'round. 
Papa's  mad! 

"Texas"  Alexander 

got  the  low  down  on  this  story, 
oci'tl  Mama,  I  Heard  Yon  Brought 

OZId  )       If  K|ght  Back  Home , 

I?5?"   \  SABINE  RIVER  BLUES 

*  Sung  by  Texas  Alexander 


RACE 


RECCED* 


BOA,,  „ 
CONSTRICTOR 
BLUES 


BLUE  BELLE'S 

greatest  Blues  stories 
told  in  song . . .  there's 
a  thrill  that  makes  you 
shiver.  Just  you  try  hearing 
them  in  a  dark  room! 

No.  8538 


( BOA  CONSTRICTOR  BLUES 
SNEAKIN'  LIZARD  BLUES 


Blue  Belle  ninrjs  them  tc 
and  guitar  accompan: 


KACE 


Blue 
Belle 


Test  the  selling  power  of 
Okeh  Race  Records  by  sell- 
ing Nos.  8538  and  8542. 
The  result  is  always  the 
same  .  .  .  best  sellers. 
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Middle  West  Music-Radio  Dealers 
Report  Healthy  Trade  Condition 

Slight  Falling-off  in  Sales  Causes  No  Apprehension — Record  Sales  Continue  Consistently 
Good — Portable  Phonograph  Makers  Start  Campaigns 


Chicago,  III.,  March  9. — The  opening  of  the 
Spring  season  finds  the  Middle  West  music- 
radio  trade  as  a  whole  in  a  healthy  condition. 
While  sales  in  both  phonographs  and  radio- 
receiving  apparatus  have  slackened  somewhat, 
the  decrease  has  not  been  sharp  enough  to 
excite  apprehension  or  fear  of  a  slump  in  any 
quarter.  Talking  machine  record  sales  are 
continuing  along  an  even  keel,  and  are  prov- 
ing, as  they  have  in  the  past  few  years,  to  be 
a  steady  and  profitable  source  of  revenue. 

The  trade  within  the  next  few  months  will 
witness  a  move  which  was  attempted,  without 
any  great  degree  of  success,  about  four  or  five 
years  ago,  namely,  a  large  increase  in  the 
production  of  phonograph-radio  combination 
instruments.  In  1927  several  of  these  instru- 
ments made  their  appearance  and  during  the 
next  few  months  the  new  combination  prod- 
ucts now  being  developed  in  manufacturers' 
laboratories  will  be  placed  on  the  market.  In 
1923  and  1924  radio-receiving  sets  were  crude 
instruments  compared  to  those  of  the  present 
day,  and  likewise  talking  machines  have  ap- 
proached a  high  state  of  perfection  since  that 
time  both  in  mechanical  and  electrical  repro- 
duction. Electrically  recorded  records  have 
further  helped  to  solve  the  problem  and  the 
prophecy  that  the  ultimate  musical  reproducing 
instrument  in  the  home  would  be  a  combina- 
tion of  radio  broadcast  and  recorded  music 
seems  to  be  approaching  fulfillment.  These 
products,  of  course,  will  find  their  best  avenues 
of  distribution  through  the  music-radio  trade 
and  the  instruments  themselves  will  furnish  the 
dealer  with  greater  sales  possibilities. 

The  portable  phonograph  manufacturers  are 
entering  the  Spring  season  with  products  pos- 
sessing even  further  refinements  in  finish, 
equipment,  greater  volume  and  purer  tone 
quality.  The  portable  instrument,  as  well  as 
the  portable  radio  receiver,  has  found  its 
rightful  place  in  the  dealer's  establishment  and 
the  outdoor  season  ahead  is  expected  to  bring 
greater  volume  of  sales  in  both  types  of  in- 
strument than   in  any  past  season. 

Jack  Kapp  Looking  for  Recording  Talent 

Jack  Kapp,  head  of  the  Vocalion  division  of 
the  Brunswick-Balke-Collender  Co.,  Chicago, 
has  been  on  an  extended  tour  of  the  South  and 
East  for  the  purpose  of  securing  new  recording 
talent.  Mr.  Kapp,  on  previous  tours,  has  un- 
earthed many  "finds,"  and  he  promises  that 
there  will  be  something  startling  on  Vocalion 
records  within  the  next  few  months. 

RMA  Hears  Talk  on  Cross  Licensing 

At  the  monthly  luncheon  meeting  of  the 
Radio  Manufacturers'  Association,  held  Feb- 
ruary 16,  at  the  Bismarck  Hotel  in  Chicago, 
C.  C.  Hanch,  who  has  been  retained  by  the 
RMA  as  counsel,  spoke  on  the  subject,  "Bene- 
fits of  Cross  Licensing  in  the  Radio  Industry." 
Mr.  Hanch  outlined  the  progress  which  has 
been  made  in  the  automotive  field  through 
cross  licensing  and  stated  that  the  same  steps 
could  be  taken  in  the  radio  field,  with  resultant 
benefits  to  all  members  in  the  industry. 

Arthur  Haugh,  past  president  of  the  RMA, 


presided  at  the  meeting  and  among  the  other 
speakers  who  addressed  the  gathering  were 
Harold  J.  Wrape,  president  of  the  Federated 
Radio  Trade  Association,    who    thanked  the 


RMA  for  its  co-operation  and  help.  Otto  N. 
Frankfort  commented  on  the  F.  R.  T.  A.  con- 
vention held  in  Milwaukee  a  few  days  previous 
and  prophesied  that  the  F.  R.  T.  A.  would  be 
an  important  factor  in  the  industry.  Mr. 
Frankfort  stated  that  the  radio  industry  now 
ranked  sixteenth  in  the  United  States  and  was 
well  able  to  conduct  its  own  affairs  without 
aid  or  interference  from  another  industry. 

A.  J.  Carter,  chairman  of  the  Patent  Inter- 
change Committee,  stated  that  his  group  had 
prepared   a   cross    licensing  agreement  which 
(Continued  on  page  92) 


KIMBALL 


Phonographs 


Look  Qood  to  Dealers 


Read  What  They  Say: 
MINNEAPOLIS: 

"Really  is  marvelous.  Beautiful  lone;  so 
much  volume:  rich  cabinet.  Each  sale 
makes  a  new  friend." 

SHAW,  MISSISSIPPI: 

"Greatest  value  on  American  market  to- 
day. We  have  tried  them  all.  A  good 
profit  getter  hacked  up  by  a  house  of 
character.'' 

KNOXVILLE,  TENNESSEE: 

"Much  pleased.  Yon  will  hear  from  us 
frequently  with  orders." 

WACO,  TEXAS: 

"Finest  tone  quality  ive  have  ever  heard.' 

NEW  ORLEANS,  LOUISIANA: 

"Tone  wonderfully  clear  and  loud.  Pre- 
dict large  sale  for  these  new  phonographs." 

MILWAUKEE,  WISCONSIN: 

"No  trouble  beating  competition  with 
your  new  phonograph." 

JACKSON,  MISSISSIPPI: 

"Most  wonderful  phonograph  I  have  ever 
seen.  A  walk-over  to  put  them  on 
market." 


Style  275  Walnut 


THE  KIMBALL  PHONOGRAPH 

"The  best  in  music  whenever  you  want  it" 

Write  or  wire  for  particulars 

W.  W.  KIMBALL  COMPANY 

Established  1857 
306  So.  Wabash  Ave.  Kimball  Bldg.,  Chicago 
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FROM  OUR  CHICAGO  HEADQUARTERS — (Continued  from  page  91) 


was  now  in  the  hands  of  attorneys  for  inspec- 
tion and  would  be  presented  to  the  RMA  at 
the  June  convention  in  Chicago.  Other  speak- 
ers were  Thomas  White,  of  Buffalo,  who 
commented  upon  the  jobbers'  division  recently 
formed  in  the  F.  R.  T  A.;  L.  S.  Baker,  of  the 
National  Association  of  Broadcasters;  Bond  P. 
Geddes,  executive  vice-president  of  the  RMA; 
E.  N.  Rauland,  chairman  of  the  Fair  Trades 
Practice  Committee,  and  M.  F.  Flanagan,  ex- 
ecutive secretary  of  the  RMA. 

Suggests  Plan  for  Eliminating  Air  Chaos 
In    a    bulletin    recently    released    to  dealers 
throughout   the  country,  W.  J.   Zucker,  vice- 


W.  J.  Zucker 

president  and  general  sales  manager  of  the 
Stewart-Warner  Speedometer  Corp.,  Chicago, 
radio  receiver  manufacturer,  urged  that  Con- 
gressmen be  exhorted to  place  the  Federal 
Radio  Commission  on  the  same  high  plane  as 
the  Interstate  Commerce  Commission.  The 
stabilization  of  the  youthful  giant,  the  radio 
industry,  and  the  welfare  of  millions  of  radio 
listeners,  demand,  according  to  Mr.  Zucker,  a 
policy  of  non-interference  from  political  chan- 
nels with  the  men  selected  to  bring  order  out  of 


the  broadcasting  chaos.  In  the  bulletin  Mr. 
Zucker  describes  the  practical  application  of 
chain-broadcasting  synchronization,  namely,  the 
operating  of  all  chain  broadcasts  on  the  same 
frequency.  This  simultaneous  broadcasting  of 
two  or  more  stations  on  the  same  wave  length 
automatically  frees  more  channels  of  interfer- 
ence. The  Columbia  broadcasting  chain  worked 
out  a  plan  of  this  type  that  proved  successful 
in  recent  tests. 

Mr.  Zucker's  statement,  in  part,  reads  as  fol- 
lows: "Station  WIAU  at  Columbus,  O.,  and 
station  WGHP  at  Detroit,  of  the  Columbia 
chain,  have  been  synchronizing  for  some  time, 
and  the  engineers  report  very  encouraging  re- 
sults. In  the  last  twenty  minutes  of  their  re- 
cent tests  all  traces  of  'whistling'  were  elimi- 
nated, and  the  test  declared  a  genuine  success. 
In  a  report  of  Major  J.  Andrew  White,  presi- 
dent of  the  broadcasting  company,  the  success- 
ful outcome  of  the  test  was  officially  confirmed. 
The  engineers  conducting  the  synchronization 
expressed  the  belief  that  they  would  be  broad- 
casting by  this  new  method  very  soon. 

"The  development  work  has  been  credited  to 
Herbert  V.  Akerberg,  engineer  in  charge  at 
WIAU,  and  Franklin  M.  Doolittle,  owner  of 
WDRC  at  New  Haven.  Tests  have  been  con- 
ducted by  these  two  stations  over  a  period  of 
several  months. 

"Even  the  operation  of  two  stations  on  the 
same  wave  length  would  throw  open  many 
more  channels,  freeing  them  from  interference 
and  making  room  for  more  satisfying  reception. 
On  the  successful  outcome  of  these  preliminary 
tests,  officials  of  the  Columbia  Broadcasting 
Co.  believe  that  attempts  will  soon  be  made 
toward  the  operation  of  all  the  stations  of  a 
chain  on  the  same  wave  length. 

"The  Commission  has  done  much  toward  re- 
lieving air  congestion,  but,  of  course,  the  work 
is  not  yet  completed.  There  are  other  prob- 
lems, among  them  the  question  of  equitable 
distribution  of  high-power  broadcasting  stations 
throughout  the  United  States.  By  all  means 
let  the  present  members  of  the  Commission 
continue  in  their  good  work  and  close  the  door 
to  political  interference  with  their  constructive 
efforts." 

Brunswick  Artists  Featured 

Jules  Herbuveaux  and  his  Riverside  Trail 
Blazers,  and  Frank  Sylvano,  vocal  soloist, 
Brunswick  record  and  radio  artists,  are  the  fea- 


Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


successor  J  ,oI  GradeTalbmql.xu, 

TttJSXZS?*^^        Tklkingl^ne  Supplies.  Etc 

Harmony  Talking  Maqhinm  Co. 
O'Nmm-JammM  Co. 
Arttina  Co. 


TRADE  MARK 

•CONSOLA* 


227-229  W.  WASHINGTON  ST.  CHICAGO  ILL. 
Branches:  ZSK7  Gratiot  Are.,  Detroit.  Mich.         1424  Washington  Ato.,  South.  Mlnneo-pollt.  Minn. 


Fibre  needles,  to  deliver  soft  and  mel- 
low tones,  should  be  repointed  with 
the  ALTO  Fibre 
Needle  Cutter. 


LIST  PRICE  $1.00 

ALTO  MFG.  CO. 
1647  Wolfram  St.,  Chicago,  111. 

Ten  Yean  of  Service  in  the  Industry 


tured  stars  on  the  new  "Riverside  Hour"  which 
has  been  a  regular  and  popular  broadcasting 
feature  for  the  past  few  weeks.  The  "River- 
side Hour"  is  broadcast  regularly  over  the  blue 
network  of  the  National  Broadcasting  Co.  from 
8.00  p.  m.  to  8.30  p.  m.,  Central  standard  time, 
every  Monday  night,  under  the  auspices  of 
Montgomery  Ward  &  Co.,  prominent  Chicago 
mail-order  house.  The  opening  program  on  this 
hour  was  the  first  that  has  ever  been  broadcast 
over  a  complete  chain  of  stations  from  Chicago. 
Mr.  Herbuveaux  has  gathered  a  new  and  larger 
organization  for  these  important  broadcasts, 
for  which  he  has  a  fifty-two-week  contract. 
Frank  Sylvano  romanticizes  the  popular  melo- 
dies played  by  the  Herbuveaux  band  in  the 
manner  that  made  him  so  widely  known  and 
successful  in  recording. 

Progressive  Labs.  Marketing  New  Aerial 

Progressive  Laboratories,  recently  formed 
with  headquarters  at  360  North  Michigan  ave- 
nue, Chicago,  has  introduced  the  Aeropoise 
aerial,  which  eliminates  the  outdoor  antenna. 
The  Aeropoise  has  a  receiving  area  of  1,700 
square  inches  and  is  said  by  the  maker  to 
offer  more  selectivity  than  a  thirty-foot  out- 
side aerial  with  a  receiving  area  of  less  than 
ISO  square  inches.  The  new_product  is  said 
to  increase  signal  strength  and  distant  recep- 
tion and  is  adaptable  to  any  radio  set.  Its 
receiving  area  is  concentrated  in  a  conservative 
space  and  the  Aeropoise  may  be  installed  with 
a  minimum  of  trouble.  It  is  said  to  reduce 
static  and  it  also  may  be  used  as  a  ground 
or  counterpoise,  forming  a  perfect  balance. 

The  manufacturer  recommends  that  the 
aerial  be  installed  for  inside  use  under  rugs, 
on  the  wall  of  a  closet,  under  a  bed  or  divan, 
or  tacked  on  the  rafters  of  the  attic.  For 
installation  of  the  Aeropoise  as  a  ground  or 
counterpoise  a  second  Aeropoise  may  be  placed 
in  any  of  the  above-mentioned  places,  but 
should  be  removed  as  far  as  convenient  from 
the  Aeropoise  used  as  an  aerial.  The  new 
product  has  a  list  price  of  $3.50. 

Exhibits  Automatic  Phonograph 

The  national  convention  and  exhibition  of 
operators  and  manufacturers  of  vending  and 
coin-controlled  machines  was  held  in  Chicago 
at  the  Great  Northern  Hotel  on  February  20, 
21  and  22.  One  hundred  manufacturers,  in- 
cluding makers  of  coin-operated  pianos  and 
one  maker  of  automatic  phonographs,  the 
American  Sales  Co.,  Chicago,  exhibited  their 
products  on  the  fourth  and  fifth  floors  of  the 
hotel.  Agents  and  dealers  visiting  the  ex- 
hibition were  particularly  interested  in  the 
Daily  coin-operated  phonographs,  which  were 
on  display,  and  the  firm  reports  a  substantial 
number  of  orders  as  a  result  of  the  exhibition. 


In  Bankruptcy 

Hyman  Kleinman,  trading  as  the  Triangle 
Phonograph  Shop"  8  East  Burnside  avenue, 
New  York,  has  filed  a  voluntary  petition  in 
bankruptcy  with  liabilities  of  about  $22,000  and 
assets  of  $10,000.  Joseph  Michaelis  was  ap- 
pointed receiver  under  a  bond  of  $5,000  by 
Judge  Bondy. 


The  Talking  Machine  World,  New  York,  March,  1928 


93 


Ad.  Agency  Starts 
Broadcasting  Dept. 

H.  W.  Kastor  &  Sons'  Advertising  Co. 
Establishes  Broadcasting  Division  With 
Jack  Nelson  in  Charge  to  Serve  Clients 

Recognizing  radio  as  an  increasingly  impor- 
tant supplementary  force  to  newspaper  and 
periodical  advertising,  H.  W.  Kastor  &  Sons' 
Advertising  Co.,  with  headquarters  in  Chicago 
and  branches  in  leading  centers  throughout  the 
United  States,  has  established  a  broadcasting 
division  with  Jack  Nelson  in  charge. 

"Mr.  Nelson  is  a  pioneer  in  the  Chicago 
radio  field,"  said  E.  H.  Kastor  in  commenting 
on  the  new  department,  "and  he  will  act  as 
counsel  to  clients  in  all  matters  relative  to 
radio  broadcasting.  We  are  convinced  that 
radio  rounds  out  the  great  opportunities  of- 
fered general  business  by  the  press  and  we 
believe  that  the  radio  program  will  serve  to 
stimulate  the  demand  for  greater  space  in  news- 
papers and  periodicals." 

Mr.  Nelson,  a  composer  of  numerous  songs, 
was  with  station  WDAP  before  that  station 
became  WGN,  with  which  he  was  connected 
for  a  considerable  time.  Later  he  affiliated 
himself  with  station  WJJD  and  he  was  also  a 
partner  with  the  late  Charles  Erbstein  in  sta- 
tion WTAS. 

"The  Kastor  broadcasting  division  will  serve 
clients  through  the  extensive  networks  of  the 
National  Broadcasting  Company  and  the  Co- 
lumbia Broadcasting  system,  besides  through 
all  local  stations,"  said  Mr.  Nelson.  "We  shall 
be  in  a  position  to  blanket  the  nation  with  our 
broadcasting  facilities." 

The  Kastor  organization  numbers  among  its 
clients  the  Zenith  Radio  Corp.,  Grigsby- 
Grunow-Hinds  Co.  and  the  Q  R  S  Co.,  all 
firms  prominent  in  the  music-radio  field. 

Record  Makers  at 
Copyright  Hearings 

Are  Keeping  Close  Watch  on  Progress  of 
New  Measure — Action  of  Publishers  in 
Abolishing  Breakage  Allowance 

Several  representatives  of  record  manufac- 
turers were  among  those  who  attended  the 
hearings  on  the  proposed  new  Copyright  Bill, 
held  by  the  House  Patents  Committee  in 
Washington  on  March  2,  when  the  general 
phases  of  the  proposed  measure  were  explained 
and  discussed.  The  record  makers  are  keeping 
in  close  touch  with  the  situation,  directly  and 
through  the  medium  of  the  Music  Industries 
Chamber  of  Commerce,  and  will  be  represented 
in  force  at  the  hearings  on  the  mechanical 
features  of  the  bill,  which  will  be  held  separate- 
ly some  time  later  in  the  month.  Those  who 
attended  the  sessions  on  March  2  included 
Alfred  L.  Smith,  general  manager  of  the  Music 
Industries  Chamber  of  Commerce;  Arthur  L. 
Walsh,  vice-president  and  general  manager  of 
the  phonograph  division  of  Thos.  A.  Edison, 
Inc.,  together  with  Henry  Lanahan,  the  com- 
pany's counsel;  George  W.  Case,  Jr.,  repre- 
senting the  Brunswick-Balke-Collender  Co.; 
Harry  Macdonald,  representing  the  Columbia 
Phonograph  Co.,  and  R.  E.  Baxter,  of  the 
legal  department  of  the  Victor  Talking  Ma- 
chine Co. 


The  record  makers  have  also  gone  on  record 
as  being  strongly  opposed  to  the  recent  ulti- 
matum of  a  number  of  music  publishers  acting 
in  concert  to  the  effect  that  on  and  after 
January  1  of  this  year  royalties  payments  must 
be  made  in  full  and  without  deduction  of  10 
per  cent  for  "breakage,"  as  has  been  allowed 
since  the  passage  of  the  present  Copyright 
Law  in  1909.  The  record  men  declare  that 
the  ultimatum  was  unfair  in  that  it  not  only 
gave  them  barely  eight  days  to  adjust  their 
affairs  to  meet  it,  but  places  on  them  an  un- 
usual burden. 

Although  the  10  per  cent  discount  from 
royalty  payments  was  taken  to  cover  "break- 
age," so-called,  it  was  really  designed  to  pro- 
tect the  record  maker  against  royalty  losses, 
not  only  through  records  damaged,  in  transit 
or  otherwise,  and  which  must  be  replaced,  but 
chiefly  to  cover  the  royalties  on  the  thousands 
of  records  returned  by  dealers  or  exchanged, 
and  which  were  not,  therefore,  sold  to  the 
public.  Several  meetings  of  record  manufac- 
turers have  been  held  since  the  first  of  the 
year  to  discuss  the  subject,  although  no 
definite  action  has  been  announced. 

Buffalo  Dealers  Are 
Freshman  Co.  Guests 

Dealers  within  a  radius  of  seventy-five  miles 
of  Buffalo,  N.  Y.,  were  represented  at  a  dinner 
given  by  the  Charles  Freshman  Co.,  Inc.,  on 
March  6,  at  the  Hotel  Lafayette,  in  connection 
with  a  three-day  display  of  the  complete 
Freshman  line  of  radio  products.  The  event 
was  one  of  the  most  successful  held  here. 

F.  H.  Waite,  New  York  State  representa- 
tive, was  toastmaster,  and  the  assembled  deal- 
ers were  addressed  by  James  C.  Frye,  assistant 
sales  manager,  and  H.  Harris,  a  member  of 
the  Freshman  engineering  staff. 


E.  S.  Schenkel  Co. 

Is  Reorganized 

New  York  Manufacturers'  Representative 
to  Be  Known  Under  the  New  Name  of 
Madden-Schenkel,  Inc. 

Emil  S.  Schenkel,  executive  and  organizer 
of  the  E.  S.  Schenkel  Co.,  manufacturers'  repre- 
sentative, 45  West  Forty-fifth  street,  New  York 
City,  has  announced  the  reorganization  of  his 


Emil  Schenkel  at  His  Desk 


company  to  Madden-Schenkel,  Inc.,  operating 
from  the  same  address.  E.  J.  Madden,  who  has 
joined  forces  with  Mr.  Schenkel,  is  an  executive 
of  large  experience  and  has  been  identified  with 
the  radio  industry  for  many  years  as  president 
of  the  Teletone  Corp.  of  America,  Long  Island 
City,  New  York. 

Mr.  Schenkel  points  out  that  the  reorganiza- 
tion will  greatly  increase  the  scope  and  facili- 
ties of  the  firm  from  both  a  merchandising  and 
financial  standpoint.  It  is  the  plan  of  the  new 
company  to  tie  up  with  three  products. 


a 


Will  even  record  a  whisper 


TALK-BACK 
Recording 

Outfit, 
Complete 

$7.50 


Charles  Murray,  starring  in  First  National  Pictures,  whispers 
to  his  Talk-Back. 


TALK-BACK 
Double-faced 
Permanent  8 
incb  Records 


3f»r$l 


.00 


Used  and  recommended  by 
these  Well  Known  Artists 

Fannie  Brice 
Sophie  Tucker 

Ben  L.  Pollack,  Victor  Record- 
ing Artist 

Charles  Kaley,  Columbia  Re- 
cording Artist 

Mark  Fisher,  Okeh  Recording 
Artist 

Guy  Lombardo,  Royal  Cana- 
dian, Radio 

Al  Kvale,  Musical  Funster, 
Publix  Theatres 


THE  Talk-Back  enables  anyone  to  make  records  to 
hear  themselves  as  others  hear  them.  It  works  on 
any  phonograph,  can  be  put  on  or  taken  off  in  two 
minutes.  It  is  of  simple  construction  and  does  not 
get  out  of  order. 

Makes  Full  Volume  Records 

Talk-Back  records  are  full  volume.  They  are  permanent — can 
be  played  200  or  300  times. 

Double-faced,  and  of  standard  8  inch  size,  they  require  no 
processing  and  can  be  played  back  immediately  when  made. 

Jobbers  and  Dealers 

Here  is  a  new  and  profitable  seller,  that  has  come  to  stay. 
Write  for  descriptive  circulars  and  proposition. 


TALK-BACK  PHONOGRAPHIC  RECORDER  CO. 

4703  East  50th  St.  Los  Angeles,  Calif. 


Metropolitan  Trade  Activities 


Freed-Eisemann  Dealers  Guests  of 
Talking  Machine  &  Radio  Men,  Inc. 

Largest  Attendance  of  Metropolitan  Dealer  Association  Views  New  Freed-Eisemann 
Products — Warren  F.  Scanlan  Becomes  Technical  Radio  Adviser 


Approximately    400    talking    machine    and  was  turned  over  to  Ray  Speicer,  advertising 

radio  dealers  from  the  metropolitan  and  ad-  manager  of  the  Freed-Eisemann  Radio  Corp., 

jacent  territory  attended  the  regular  monthly  Brooklyn,  N.  Y.,  who  acted  as  chairman  and 

meeting  of  the  Talking  Machine  &  Radio  Men,  introduced    various    officials    of    the  Freed- 


Meeting  of  Talking  Machine  and  Radio 

Inc.,  of  New  York,  New  Jersey  and  Connecti- 
cut, at  the  Cafe  Boulevard,  New  York  City, 
on  March  7.  The  record-breaking  attendance 
was  due  to  the  fact  that  Freed-Eisemann 
dealers  were  invited  to  attend  as  the  guests 
of  the  Association,  to  be  given  an  example 
of  the  good  work  which  the  organization  is 
doing  and  also  to  see  several  new  Freed- 
Eisemann  products  which  were  shown  publicly 
for  the  first  time. 

The  impression  which  the  meeting  made  on 
the  guests  was  evidently  a  favorable  one,  for 
E.  R.  Brown,  secretary,  reported  that  before 
adjournment  was  taken  forty  prospective  mem- 
bers had  signed  application  blanks.  Irwin 
Kurtz,  president,  announced  that  Warren  F. 
Scanlan,  radio  engineer,  connected  with  Stan- 
ley &  Patterson,  had  accepted  the  office  of 
technical  radio  adviser  to  the  Association  and 
would  be  present  at  future  meetings  to  answer 
any  questions  regarding  radio  which  dealers 
might  wish  to  ask.  Byron  Forster,  chairman 
of  the  entertainment  committee,  spoke  briefly 
and  urged  all  dealers  to  lend  every  possible 
effort  to  make  the  coming  annual  banquet,  to 
be  held  on  April  23,  the  most  successful  in 
the  history  of  the  organization. 

Following  the  routine  business  the  meeting 


Men  With  Freed-Eisemann  Dealer  Guests 

Eisemann  organization.  Alex.  Eisemann,  chair- 
man of  the  board  of  directors  of  the  company, 
spoke  briefly,  thanking  the  dealers  for  their 
attendance  and  outlining  the  satisfactory  pros- 
pects for  the  coming  year.  Arthur  Freed, 
vice-president,  next  speaker,  told  of  the  very 
satisfactory  business  done  during  1927  and 
stated  that  from  all  indications  1928  would 
prove  even  better  in  actual  sales  and  profits, 
saying  that  coming  events  of  national  impor- 
tance which  will  be  broadcast  will  have  an  un- 
doubted good  effect  on  sales. 

Art  Trostler,  assistant  to  the  chairman  of 
the  board  of  directors,  followed  Mr.  Freed. 
He  greeted  the  members,  many  of  whom  were 
old  friends  with  whom  Mr.  Trostler  had  done 
business  when  he  was  in  the  Victor  line. 
Mr.  Trostler  stated  that  the  day  was  not  far 
distant  when  foreign  broadcasts  will  be  re- 
layed throughout  the  United  States,  and  the 
foreign-born  will  hear  programs  in  their  mother 
tongue. 

Joseph  D.  R.  Freed,  president,  thanked  the 
Association  for  making  possible  the  oppor- 
tunity of  gathering  the  Freed-Eisemann  retail 
representatives  and  then  introduced  several 
new  Freed-Eisemann  products,  including  a 
cone   speaker  and   three  new  console  instru- 


The  new  idea  for  a  Radio  party 

Everybody  likes  the  idea  of  fooling  a 
group  of  friends  that  have  gathered  for 
the  purpose  of  listening  in  to  a  special 
program.  Just  the  thought  of  putting 
over  an  imitation  program  undetected 
sells  them!    List  price  $7.50  complete. 

BROOKLYN  METAL  STAMPING  CORP., 
720  Atlantic  Ave.,  -:-  Brooklyn,  N.  Y. 


ments.  These  new  instruments  will  be  de- 
scribed in  full  in  the  "Latest  in  Radio"  section 
of  the  April  Talking  Machine  World. 

The  Auditorium  Amplifier,  incorporating  an 
electrical  phonograph  pick-up,  played  some  of 
the  latest  record  releases,  with  tremendous  vol- 
ume and  real  fidelity. 


New  York  Brunswick 
Dealers  Effect  Tie-up 

The  New  York  headquarters  of  the  Bruns- 
wick Co.  announced  that  it  has  had  consider- 
able success  in  effecting  a  tie-up  for  the  Al. 
Jolson  recording  of  "Mother  of  Mine"  with  the 
Vitaphone  presentation  of  "The  Jazz  Singer," 
featuring  the  celebrated  black-faced  comedian. 
Many  of  the  Brunswick  dealers  in  the  metro- 
politan section  installed  window  displays  fea- 
turing the  record  and  found  that  the  public 
was  in  a  buying  mood  for  the  display  stimulated 
the  sale,  not  only  of  the  Jolson  record  but  of 
other  numbers  as  well.  The  Sherman  Music  Shop 
on  Broadway  was  one  Brunswick  dealer  which 
added  considerably  to  its  record  sales  volume 
by  taking  advantage  of  the  tie-up  opportunity. 


Gotham  Distributor 
Adds  Two  New  Lines 

The  Auto  Hardware  &  Equipment  Co.  dur- 
ing the  month  of  February  added  two  new 
items  to  the  radio  lines  carried.  They  are 
the  Eveready  line  of  batteries,  for  which  the 
company  has  been  appointed  a  metropolitan 
distributor,  and  the  Trav-Ler  portable  radio 
set,  which  the  company  feels  will  be  a  welcome 
addition  to  dealers'  stocks. 


Morris  Music  Shops 
Owned  by  Piano  Co. 

The  Morris  Music  Shops,  Inc.,  130  East 
Fordham  road,  New  York  City,  have  been 
taken  over  by  the  American  Piano  Co.,  it  was 
recently  announced.  There  is  to  be  no  change 
in  the  personnel  of  the  establishment,  and 
Morris  Nimcowitz,  founder  of  the  business,  is 
to  remain  as  its  active  head,  with  A.  Saphin 
as  general  manager.  The  Morris  Music  Shops 
feature  leading  makes  of  talking  machines, 
radios  and  pianos,  and  will  now,  it  is  expected, 
feature  the  varied  line  of  the  American  Piano 
Co.  even  more  strongly  than  in  the  past. 


Belle  Baker  Records 
Sell  Well  in  Gotham 

Metropolitan  Brunswick  dealers  were  ex- 
tremely fortunate  inasmuch  as  the  date  of  the 
release  of  Belle  Baker's  first  Brunswick  re- 
cordings coincided  with  her  appearance  in 
several  New  York  theatres.  Brunswick  dealers 
in  Brooklyn  and  New  York  featured  the 
records  in  their  windows  together  with  pic- 
tures of  the  artist  and  Edward  Wallerstein,  of 
the  wholesale  department  of  the  Brunswick 
New  York  offices,  reports  that  sales  of  these 
records  were  most  gratifying. 


The  Crown  Phonograph  Co.,  125  Christopher 
street,  New  York  City,  has  enlarged  its  floor 
space  and  has  added  to  its  facilities  for  manu- 
facturing and  delivery. 
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Features  the  Zenith 
in  a  Novel  Setting 

The  Yorkville  Radio  Co.,  147  East  Eighty- 
sixth  street,  New  York  City,  which  has  been 
in  existence  for  five  years,  has  built  a  flourish- 
ing and  prosperous  business  on  the  slogan  "If 
It's  Not  Right— Bring  It  Back."  Sidney  Vor- 
zimer,  president  of  the  company,  attributes  the 
success  of  the  establishment  to  a  number  of 
factors  including  the  policy  expressed  by  the 
slogan.    The  others  include  extensive  and  con- 


How  Yorkville  Co.  Features  Zenith 

sistent  newspaper  advertising,  regular  messages 
to  the  mailing  list  weekly,  but  most  of  all 
the  word-of-mouth  recommendations  of  satis- 
fied customers.  To  make  every  purchaser  a 
satisfied  customer  the  service  department  of 
this  store  works  from  9  a.  m.  until  11  p.  m. 
and  one  year's  free  service  is  given  with  every 
set  purchased.  Mr.  Vorzimer,  who,  incidentally, 
was  recently  elected  "mayor"  of  Yorkville, 
states  that  the  Zenith  line  of  radio  receivers, 
which  is  the  store's  leader,  is  in  great  demand 
at  the  present  time. 

Zenith  products  are  featured,  and  one  entire 
room,  artistically  decorated  in  a  Japanese  motif, 
is  given  over  to  this  make  of  receiver  exclu- 
sively. The  accompanying  photograph  shows  a 
corner  of  the  Japanese  room  with  three  differ- 
ent models  of  Zenith  receivers. 

The  Yorkville  establishment  occupies  a  store 
on  the  street  level  in  which  are  located  the 
parts,  accessories  and  loud  speaker  departments, 
and  another  store  below  the  street  level  on  a 
platform  above  a  subway  station.  Two  en- 
trances to  the  underground  railway  lead  directly 
past  the  Yorkville  set  department,  and  the  at- 
tractively displayed  merchandise  is  viewed  twice 
daily  by  neighborhood  residents  who  use  this 
means  of  transportation  going  and  coming  from 
business. 

There  is  no  limit  to  the  territory  served  by 
the  store,  customers  coming  from  all  points  in 
New  York,  Brooklyn,  Westchester,  Long  Island 
and  New  Jersey. 


F.  S.  Horning  Now 
With  Brunswick  Co. 

Frank  S.  Horning  was  recently  appointed 
manager  of  the  Brunswick  Co.  recording  lab- 
oratory at  799  Seventh  avenue,  New  York  City, 
succeeding  William  A.  Brophy,  resigned. 

Mr.  Horning  for  the  past  year  and  a 
half  has  been  sales  manager  for  the  Sampson 
Electric  Co.,  Chicago,  111.,  Atwater  Kent  jobber, 
and  has  had  a  wide  experience  in  the  music 
field.  He  was  first  connected  with  the  traveling 
department  of  the  Victor  Talking  Machine  Co., 
leaving  this  connection  to  enter  into  business 
for  himself  in  Boston.  Later  he  was  buyer 
for  the  talking  machine  department  of  a  large 
St,  Louis  establishment,  after  which  he  entered 
the  radio  distributing  field  with  the  Sampson 
organization. 

Mr.  Horning  has  as  his  associates  the  same 
technical  and  professional  staff  that  has  made 
Brunswick  records  for  a  number  of  years. 
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Model  201 

Adler-Royal  Table  wit' 
R.C.A.  100-A  Speaker. 
Height  2&%  inches,  width 
30I4  inches,  depth  14 
inches.  For  use  with 
Radiola  17,  Atwater  Kent 
37,  Crosley  and  other 
standard  A.C.  Sets. 


RADIO 

CABINETS 
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This 


Adler-Royal  Table 
with  Built-in  R.CA. 
100-A  Speaker  is  the 
best  buy  ever  off  ered" 


Thus  speaks  the  Southwestern 
General  Electric  Supply  Co., 
of  Dallas,  Texas  —  and  other 
Leading  Distributors.  Read 
them.  It  speeds  the  sale  to  say 
"Cabinets  by  Adler -Royal." 

Write  or  wire  for  details 


Adler 

/    m  Manu/acturinq  Co. 

m  Loins,  ill 


Colorado 

Hendrie  &  Bolthoff  Supply  Co  Denver 

Connecticut 

The  Post  &  Lester  Co  Hartrora 

Crown  Light  &  Radio  Co  New  Haven 

Georgia 

Carter   Electric   Corp  AUanta 

Cooper  Tire  &  Battery  Co  AUanta 

Cooper  Tire  &  Battery  Co  Augusta 

Illinois 

Hudson-Ross,  Inc  Chicago 

Berkley -Italston  Co  Chicago 

Central  States  General  Electric  Supply  Co  Chicago 

Radio  Distributing  Co  Chicago 

The  Harry  Alter  Co  Chicago 

Illinois  Electric  Co  Chicago 

Indiana 

Lake  States  General  Electric  Supply  Co  Indianapolis 

Kansas 

C.  W.  Tanner  Co  'Wichita 

Louisiana 

Wesco  Supply  Co  New  Orleans 

Maryland 

H.  C.  Roberts  Electric  Supply  Co  Baltimore 

Southern  Electric  Co  Baltimore 

Massachusetts 

General  Electric  Supply  Corp.   (Formerly  Pet- 

tingell-Andrews  Co.)  Boston 

F.  D.  Pitts  Co  Boston 

Union  Electric  Supply  Co  New  Bedford 

M.  Steinert  &  Sons  Co  Boston 

Wetmore-Savage  Electric  Supply  Co  Boston 

Michigan 

Beckley-Ralston  Co  Detroit 

Minnesota 

Northwest  General  Electric  Supply  Co  St.  Paul 

Great  Northern  Electric  Appliance  Co  St.  Paul 

Missouri 

Mid-West  General  Electric  Supply  Co  Kansas  City 

Nebraska 

McGraw  Electric  Co  Omaha 

New  York 

Stanley  &  Patterson  New  York  City 

lloskin  Bros  Middletown 

Times  Appliance  Co  New  York  City 

North  Carolina 

Southern  Electric  Co  Charlotte 

Ohio 

Lake  States  General  Electric  Supply  Co..  Toledo 

Lake  States  General  Electric  Supply  Co  Columbus 

The  F.  Bissell  Co  Toledo 

The  Erner  Electric  Co  Cleveland 

Oklahoma 

Southwest  General  Electric  Supply  Co  Oklahoma  City 

Dodge  Electric  Co  Tulsa 

Pennsylvania 

H.  C.  Roberts  Electric  Supply  Co.  Philadelphia 

H.  C.  Roberts  Electric  Supply  Co  Reading 

Raymond  Rosen  &  Co  Philadelphia 

Pierce  &  Phelps.   Inc  Philadelphia 

Beckley-Ralston  Co  Pittsburgh 

Rhode  Island 

Union  Electric  Supply  Co  ,  ProvidVnce 

Texas 

Southwest  General  Electric  Supply  Co  Dallas 

Southwest  General  Electric  Supply  Co  Abilene 

Virginia 

Southern   Electric   Co  Richmond 
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Kern-O'Neill  Co.  Reports  Great 
Interest  in  Columbia-Kolster  Unit 

Advertising  by  Company  Together  With  Co-operative  Dealer  Advertising  Results  in 
Increased  Demand — Foster  &  Waldo's  Extensive  Advertising 


decided  success,  due  in  a  measure  to  entertain- 
ment furnished  by  prominent  recording  artists, 
including  Ben  Selvin,  Art  Gillham,  Oscar  Gro- 
gan  and  Seger  Ellis,  Columbia  artists. 


Newest  in  Radio 

(Continued  from  page  89) 


Minneapolis  and  St.  Paul,  March  8. — The  Co- 
lumbia-Kolster instrument  has  had  some 
effective  advertising  during  the  month  of  Feb- 
ruary and  the  Kern-O'Neill  Co.  feels  that  it 
was  very  much  worth  while.  The  Minneapolis 
Journal  and  the  St.  Paul  Pioneer  Press  and 
Dispatch  carried  three  solid  pages  of  Colum- 
bia display  advertising  with  tie-ups  by  most 
of  the  large  dealers.  The  Columbia-Kolster 
instrument  is  now  on  exhibition  by  the  Cable 
Piano  Co.  at  the  St.  Paul  Auditorium  along  with 
the  Elks'  'Carnival  and  Style  Show. 

R.  C.  Coleman,  manager  of  the  radio  de- 
partment of  the  George  C.  Beckwith  Co.,  has 
just  returned  from  a  trip  East  to  New  York 
and  other  cities.  The  new  Federal  Ortho-sonic 
merchandising  plan  as  presented  to  the  dealers 
has  greatly  stimulated  business.  This  is  known 
as  the  Limited  Trade-in  Allowance  Plan  and 
permits  the  retailer  to  give  a  very  generous 
allowance  dn*  old  sets.  Mr.  Coleman  was  re- 
cently placed  on  the  National  Executive  Board 
..of  the  jobbers'  section  of  the  Federated  Radio 
Trades  Association.  He  is  one  of  five  men 
chosen  from  various  parts  of  the  country  to 
serve.  The  election  was  held  at  the  meeting 
in  Milwaukee  of  the  Federated  Radio  Trades 


Association.  Mr.  Coleman  was  also  appointed 
on  the  membership  committee. 

The  Milwaukee  store  of  the  George  C.  Beck- 
with Co.,  handling  the  Federal  Ortho-sonic  and 
other  lines,  is  doing  an  excellent  business. 
Earl  R.  Brown,  of  the  Minneapolis  office,  has 
gone  to  Milwaukee  as  assistant  to  the  man- 
ager, Mr.  Purdy. 

Statistics  recently  compiled  by  the  Minne- 
apolis Journal  show  that  the  Foster  &  Waldo 
Co.  in  the  last  three  years  have  used  1,018,882 
lines  of  newspaper  advertising  and  the  com- 
pany maintains  that  it  has  paid — and  splendid- 
ly. Foster  &  Waldo  have  spent,  in  display, 
exhibits,  window  features  and  kindred  adver- 
tising combined  with  the  newspaper  lines, 
nearly  a  quarter  of  a  million  dollars  in  the 
last  three  years. 

Incidentally,  for  forty-six  years  the  Minne- 
apolis Journal  and  Tribune  has  not  gone  to 
press  without  a  Foster  &  Waldo  classified  ad, 
daily,  Sunday  and  holiday — 365  days  in  the 
year.  Foster  &  Waldo  sold  thirty-two  radios 
in  five  minutes  the  last  week  in  February. 

William  R.  Lewis,  of  the  Chicago  office  of 
the  Victor  Co.,  stopped  for  a  visit  at  the  Geo. 
C.  Beckwith  Co.  on  a  short  trip. 


area  of  1,700  square  inches,  concen- 
trated in  a  small  space,  offers  extreme 
sensitivity,  increased  signal  strength 
and   distant   reception.     Aeropoise  is 


also  used  as  a  radio  ground,  using 
the  same  receiving  area  and  capacity. 
May  be  installed  under  rugs,  hung  on 
wall,  or  attached  to  attic  rafters.  List 
price  $3.50. 


Radiotron 

Kadio  Corp.  of  America,  New  York 

City.  UX-250  Power  Amplifier  Radio- 
tron, capable  of  delivering  over  three 
times  as  much  undistorted  energy  as 
the  UX-210.     This  tube  is  larger  in 


Demand  for  Plaza         E.  L.  Bill  Weds  Miss 
Juvenile  Models    Dorothy  James  Smart 


The  Plaza  Music  Co.,  New  York  City,  is 
giving  special  attention  to  the  market  for  the 
sale  of  juvenile  phonographs.  The  Plaza  ju- 
venile line  now  includes  four  models.  In  addi- 
tion to  the  Kiddipact  there  is  the  Kiddipact,  Jr. 

Two  floor-model  machines  for  children  have 
also  been  added  to  the  line.  It  is  stated  that 
they  are  constructed  entirely  of  selected  wood 
and  are  carefully  made  and  well  proportioned 
and  that  substantial  motors  have  been  used. 
The  cabinets  are  finished  in  pink,  blue  and 
ivory.  The  larger  model — called  the  Little  Tot 
phonograph — has  a  three-section  record  com- 
partment with  double  doors.  The  smaller 
model  is  known  as  the  Playtime  phonograph, 
and  bids  fair  to  be  popular. 


Edward  Lyman  Bill,  secretary  and  treasurer 
of  the  Federated  Business  Publications,  Inc., 
and  son  of  the  founder  of  The  Talking  Machine 
World,  Col.  Edward  Lyman  Bill,  was  married 
on  February  28,  1928,  to  Miss  Dorothy  James 
Smart  at  the  Hitchcock  Memorial  Church, 
Scarsdale,  N.  Y.  The  ceremony  was  one  of  the 
outstanding  social  events  of  the  season,  as  both 
the  bride  and  groom  are  prominent  in  West- 
chester County  social  activities. 

One  of  the  numerous  social  functions  ten- 
dered the  groom  prior  to  the  wedding  was  a 
dinner  at  the  Hotel  Surrey,  New  York  City, 
given  by  his  associates  of  Federated  Business 
Publications,  Inc.,  Edward  Lyman  Bill,  Inc., 
and  subsidiary  companies.     The  event  was  a 


size  than  the  UX-210,  although  its 
base  is  identical.  Its  filament  is  of 
the  improved  coated  ribbon  type,  in- 
suring great  mechanical  strength  and 
long  operating  life.  The  plate,  which 
is  blackened,  is  tall  and  narrow.  The 
push  type  base  is  used.  When  used 
as  a  transmitting  Radiotron  the 
UX-250  is  rated  at  25  watts  as  against 
the  754-watt  rating  of  the  UX-210. 
As  a  power  amplifier  tube  the  maxi- 
mum undistorted  output  is  4650  milli- 
watts (4.65  watts).  The  new  tube  re- 
tails at  $12. 


The  New  Veraphonic  Vincennes  Phonographs 


Instruments  of  rarest  tonal  quality, 
they  incorporate  the  new  Veraphonic 
principle  and  important  amplifying 
discoveries  of  Vincennes  engineers. 

Employing  its  own  individual  repro- 
ducer, entirely  developed  in  its  own 
laboratories,  the  Veraphonic  offers  re- 
production of  music  that  cannot  be 
approached  by  any  other  mechanical 
phonograph.  The  diaphragm  used  is 
specially  constructed  of  three  con- 
centric layers  of  MICA,  and  will  not 
crystallize  under  vibrations. 

Housed  in  a  new  cabinet — first  in- 
troduced to  the  trade  by  Vincennes — 
the  Veraphonic  model  illustrated  here 
renders  lifelike  reproduction  and 
meets  the  most  exacting  requirements 
of  music  lovers. 


lei  JNo.  nu  console 

finish:  Mahogany    or  Walnut. 

dimensions:  Height      35";  Width 

31M";  Depth  195^". 
equipment:    Statuary     Bronze,  includ 


The  cabinet  design  is  entirely  new 
— the  doors  covering  the  tone  chamber 
slide  behind  the  decorative  panels, 
overcoming  the  objections  sometimes 
made  to  swinging  doors. 

The  retail  price  of  this 
Model  is  only  $95.00! 


Vincennes  Phonographs — the  Rivoli  and 
Veraphonic  lines — retail  from 
$49.50  to  $485.00 


NINE  PEOPLE  OUT  OF 
TEN— BLINDFOLDED— CHOOSE 
THE  VINCENNES! 


THE  VINCENNES  PHONOGRAPH 

Your  territory  may  be  open — write  for  attractive  dealer  proposition. 


ing  automatic  sto)). 

MANUFACTURING  CO. 

VINCENNES,  INDIANA 


Dr.  Will  Hohner  Is 
New  York  Visitor 

Dr.  Hohner  Comments  on  Extraordinary 
Increase  in  Popularity  of  the  Harmonica 
Throughout  the  United  States 

Among  the  most  important  visitors  to  New 
York's  musical  merchandise  trade  last  week 
was  Dr.  Will  Hohner,  director  of  M.  Hohner, 
A.  G.,  Trossingen,  Germany,  the  world's  largest 
manufacturer  of  harmonicas  and  accordions. 
Dr.  Hohner  arrived  Tuesday  and  was  met 
by  William  J.  Haussler,  general  manager  of  M. 
Hohner,  Inc.,  American  distributor  of  Hohner 
products.  He  will  make  the  New  York  offices 
his  American  headquarters  during  his  stay, 
which  will  be  of  several  weeks'  duration. 

In  a  recent  interview  Dr.  Hohner  commented 
upon  the  marvelous  development  of  the  interest 
in  the  harmonica  in  America,  and  added  that 
this  interest  was  now  being  reflected  in  the  de- 
mand for  Hohner  products  in  other  countries  as 
well. 

"The  Hohner  harmonica  is  sold  in  every 
country  on  the  face  of  the  globe,  and  in  every 
country  sales  are  growing,"  he  said.  "It  seems 
to  me  that  this  is  a  sign  of  the  times,  and  that 
people  are  coming  to  the  realization  that  the 
harmonica  is  a  tremendous  factor  in  the  devel- 
opment of  musical  interest,  especially  in  the 
youth. 

"Young  people  have  discovered  two  things. 
First,  that  the  harmonica  is  an  easy  instrument 
to  learn  to  play,  and  second,  that  it  leads 
naturally  to  the  playing  of  some  other  instru- 
ment. The  vital  significance  of  this  as  a  factor 
in  the  growth  of  musical  appreciation  is  mani- 
fest in  every  country,  and  is  coming  to  the 
attention  of  educators  and  civic  leaders. 

"The  Hohner  establishments  in  Trossingen 
are  busily  engaged  in  meeting  this  world-wide 
demand,  and  these  vast  plants  now  occupy  sev- 
eral city  blocks.  As  the  music  dealers  of  Amer- 
ica have  observed,  the  Hohner  products  are  con- 
stantly being  improved,  and  this  is  because  we 
have  special  research  laboratories  and  engi- 
neering departments  which  do  nothing  but  try 
to  improve  the  product  in  various  ways. 

"We  are  deeply  appreciative  of  the  interest 
that  America  has  displayed  in  the  harmonica, 
and  for  our  part  are  proud  that  our  efforts  seem 
to  have  contributed  to  no  little  degree  in  add- 
ing to  the  sum  total  of  musical  happiness." 

Piano-Key  Accordions 
Announced  by  Hohner 

M.  Hohner,  Inc.,  114  East  Sixteenth  street, 
New  York  City,  recently  announced  a  new 
line  of  de  luxe  piano-key  accordions,  intro- 
duced to  meet  the  popular  demand  for  a  high- 
grade  instrument  of  this  type.  Samples  were 
recently  made  by  the  factory,  and  it  is  expected 
that  distributors  will  soon  have  an  opportunity 
of  inspecting  the  new  products. 

An  announcement  recently  sent  out  by  Will- 
iam J.  Haussler  read  in  part:  "Our  distributors 
who  are  concerned  in  the  sale  of  piano-key 
accordions  will  be  interested  to  know  that  in 
the  very  near  future  we  will  have  ready  for 
their  inspection  and  consideration  an  entirely 
new  line  that  will  be  most  unique  and  extraordi- 
nary. When  completed,  the  assortment  will 
comprise  five  distinct  series,  aggregating  forty 
different  instruments. 


"For  the  past  twelve  months  the  research  and 
technical  departments  of  our  factory  have  been 
diligently  occupied  in  perfecting  these--,  new 
piano-key  accordions. 

"The  manufacture  of  Hohner  piano-key  ac- 
cordions will  be  standardized  so  that-uniform 
quality,  construction  and  appearance  will  re- 
sult, thus  providing  the  trade  with  instruments 
that  will  afford  satisfaction  to  both  buyer  and 
seller. 

"In  the  line  there  will  be  models  to  satisfy 
the  popular  demand,  and  to  meet  the  exacting 
requirements  of  discriminating  buyers  an  ex- 
quisite de  luxe  series  will  be  provided." 


Musical  Instrument 
Men  Hold  Conclave 


The  mid-year  meeting  of  the  National  Asso- 
ciation of  Musical  Instrument  and  Accessories 
Manufacturers,  held  at  White  Sulphur  Springs, 
W.  Va.,  on  Friday  and  Saturday,  March  9  and 
10,  drew  an  excellent  attendance.  The  sessions 
were  held  at  the  Greenbriar  Hotel,  and  a  num- 
ber of  important  problems  of  the  industry  were 
discussed  and  plans  for  the  coming  convention 
in  June  were  considered. 


K 


eep  No  More  Cats 

'-'than  will  catch  mice 


WHICH  is  an  indirect  way  of  saying  "Don't  over- 
stock." But  there  is  another  side  to  the  problem. 
Even  though  your  stock  is  at  a  minimum  it  does  you 
no  good  unless  that  stock  moves.  One  cat  is  too 
many  if  it  fails  to  catch  mice. 

King  instruments  are  good  order  catchers.  In  the 
first  place  they  are  widely  and  favorably  known.  And 
we  are  making  mighty  sure  that  folks  don't  forget  them. 

The  interest  created  by  this  knowledge  can  be  turned 
into  buying  desire  by  putting  a  King  in  the  prospect's 
hands.  For  every  instrument  in  the  broad  King  line 
is  thoroughly  good  in  every  part  and  detail. 

Two  strong  points,  but  there  is  still  a  third.  Pro- 
gressiveness  means  much  to  you.  Constant  improve- 
ment in  instruments,  cases  and  selling  co-operation 
bring  easier  selling  and  greater  profits. 

If  you  feel  that  your  band  instrument  department 
is  falling  short  of  its  possibilities,  give  us  an  oppor- 
tunity to  tell  you  about  the  White  Way  to  added  profits. 

THE  H.  N.  WHITE  CO.,  5215-97  Superior  Ave.,  Cleveland,  Ohio 
Makers  of 


BAND  INSTRUMENTS 
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B  &  D 
Silver  Bell 

BANJO  ARTISTS 

MONTANA 

Cowboy  Banjoist 


ROY  SMECK 

Wizard    of   the  Strings 


FRANK  REINO 

Banjoist,  Ben  Black's  Orchestra 
Paramount  Theatre,  N.  Y.  City 

STEVE  FRANGIPANE 

Banjoist,  Levitow's  Commodore 
Hotel  Grill  Orchestra 


SLEEPY  HALL 

With  His  Orchestra  at 
Castillian  Royal  Pelham  Parkway 


New  1027-28  Illustrated  48  Page 
Combined  Catalog  and  Silver 
News — Free. 

THE  BACON  BANJO  CO.,  Inc. 

Groton,  Connecticut 


H.  N.  White  Co.  Prepares  Display 
Poster  Featuring  King  Saxophone 


Cleveland,  O.,  March  7.— The  H.  N.  White  Co., 
manufacturer  of  King  band  instruments,  5225 


lobby  and  music  store  display,  featuring  the 
King  alto  saxophone  and  showing  the  448  parts 
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King  Window 
and  Theatre 
Lobby  Display 
Recently  Issued  by 

the  H.  N.  White 
Co.,  Cleveland,  O. 


Superior  avenue,   recently  prepared  a  theatre     which  are  used  in  building  the  instrument.  The 


RUNQ 

The  Oldest  and 
Largest  Musical 
Merchandise  House 
in  America 


Exclusively  Wholesale 

ESTABLISHED  1634 

C.BRIZNO  §•  S<W,lNC. 
351-53  Fourth  Ave.  NewYorkCity 


display  has  proved  most  effective  in  building 
up  sales  volume  for  King  dealers. 

The  demonstration  stunt  is  in  the  form  of  a 
giant  display  panel  in  a  handsome  frame,  and 
is  mounted  on  an  easel.  The  center  piece  of 
the  panel  holds  a  finished  saxophone,  and  com- 
pletely surrounding  it  is  another  identical  saxo- 
phone entirely  taken  apart  with  each  part  shown 
individually. 

In  this  manner  prospective  purchasers  of 
King  band  instruments  are  given  an  oppor- 
tunity of  studying  and  being  impressed  by  the 
H.  N.  White  engineering  methods  and  the  hand 
assembly  which  are  factors  in  the  making  of 
every  King  instrument.  The  display  attracts 
attention  to  the  following  features  of  King 
manufacture:  hand  grinding,  exact  adjustment 
and  relationship  between  tone-hole  size  and 
shape  of  mouthpiece  and  the  flare  of  bell. 


D.  W.  May  Starts 
Promotion  Section 


A  new  department  for  handling  sales  and 
advertising,  known  as  the  sales  promotion  de- 
partment, has  been  organized  by  D.  W.  May, 
Inc.,  Newark,  N.  J.,  wholesale  distributors  of 
radio  apparatus,  as  part  of  the  organization's 
1928  expansion  program.  It  is  announced  that 
the  new  department  will  be  under  the  super- 
vision of  Walter  Ferry,  with  a  force  of  seven 
road  men.  Mr.  Ferry  has  been  associated  with 
D.  W.  May,  Inc.,  for  four  years. 

Among  the  radio  products  distributed  by  the 
May  organization  are  Shamrock,  Splitdorf  and 
Marti  electric  receivers,  Temple  speakers, 
Philco  "A"  and  "B"  socket  power,  Ray-O-Vac 
batteries,  etc. 


Brunswick  Foreign 
Recordings  in  Demand 

Edward  Wallerstein,  of  the  wholesale  de- 
partment of  the  New  York  Brunswick  Co.  of- 
fices, reports  that  the  foreign  language  catalog 
of  the  company  introduced  last  October  is 
moving  most  satisfactorily.  New  York  Bruns- 
wick dealers  report  that  the  two  new  Jewish 
recordings  made  by  Aaron  Libedeiff  of  two  of 
the  song  hits  from  the  current  offering  of  "Para- 
dise for  Two"  are  in  great  demand,  as  are  new 
offerings  in  the  Italian  catalog. 


New  Stores  and  Changes 

Among  Dealers  During  Past  Month 

New  Stores  Opened  Recently  Throughout  Country  and  Changes  in 
Management  Compiled  for  the  Benefit  of  Manufacturers  and  Jobbers 


Alabama 

Birmingham.— The  Chalifoux  La  Point  Music  Co., 
this  city,  has  been  incorporated  with  a  capital  stock 
of  $5,000,  to  conduct  a  general  retail  music  business. 
Arkansas 

Little  Rock. — G.  C.  Moses  and  Mrs.  Peyton  Smith 
have  opened  a  new  phonograph  and  radio  store  at 
708  Main  street,  this  city. 

California 

Riverside. — L.  E.  Starkweather  and  Fred  Bobo  have 
acquired  the  business  of  the  Riverside  Music  Co., 
which  has  been  incorporated  under  the  new  manage- 
ment and  will  handle  a  complete  line  of  musical 
instruments. 

Santa  Monica. — The  stock  and  fixtures  of  the  S.  M. 
Cronk  Music  Co.,  Fourth  and  Santa  Monica  boule- 
vard, have  been  disposed  of,  following  the  decision  of 
Mr.  Cronk  to  close  out  the  business. 

Connecticut 

Hartford. — Jacob  Kravitz,  formerly  of  Boston,  has 
taken  over  control  of  the  Feinblum  Music  Co.,  71 
Windsor  street,  and  will  conduct  the  business  in 
the  future. 

Manchester. — Walter  Bradley  and  George  J.  Smith 
have  opened  a  musical  merchandise  store  on  Main 
street,  handling  Pah-American  band  instruments  and 
Washburn,  Weymann,  Bacon  and  Epiphone  banjos 
and  mandolins. 

Hartford. — The  music  store  conducted  by  Salvatore 
Diele  at  505  Front  street,  this  city,  has  suffered  a 
fire  loss. 

District  of  Columbia 
Washington. — The  Mt.  Pleasant  Music  Shop,  Inc., 
3310  Fourteenth  street,  N.W.,  has  opened  a  branch 
store  at  1534  Seventh  street,  N.W.,  to  be  known  as 
the  Piano  &  Music  Warehouse. 

Florida 

Orlando. — The  Cooper  Music  Store  has  moved  to 
its  new  location  in  the  McKenney-Rylander  Building, 
112  North  Orange  avenue. 

Illinois 

Carmi. — The  Music  Shop,  of  which  R.  C.  Stillwell 
is  proprietor,  has  moved  to  new  quarters  in  the 
Winner  Building  on  Main  street. 

Danville. — William  M.  Kelly,  who  has  been  asso- 
ciated with  the  Cable  Piano  Co.,  119  North  Vermilion 
street,  about  eighteen  months,  has  been  appointed 
manager  of  the  concern. 

Chicago.— The  Winschiff  Piano  Co.,  1528  West 
Chicago  avenue,  this  city,  has  been  incorporated 
with  a  capital  stock  of  $25,000  to  deal  in  musical 
instruments  of  all  kinds. 

Indiana 

Evansvillc. — The  Schneider-Jordan  Music  Co.,  this 
city,  has  been  incorporated  with  a  capital  stock  of 
$15,000  to  engage  in  a  general  music  business.  The 
incorporators  are  Ralph  Jordan,  P.  C.  Schneider  and 
M.  H.  Berlin. 

Kentucky 

Louisville. — Carl  Shackleton  has  opened  new  music 
warerooms  in  the  Strand  Theatre  Building,  here. 
Louisiana 

Baton  Rouge. — The  Wilson  Music  Co.,  of  this  city, 
has  been  incorporated  with  a  capital  stock  of  $85,000 
to  engage  in  a  general  music  business. 

Minnesota 

Litchfield. — The  Hershey  Music  Store,  located  for 
several  years  in  one  of  the  McClure  Buildings,  has 
moved  to  the  balcony  of  the  Whalberg  Variety 
Store,  with  Mrs.  R.  E.  Iverson  still  in  charge. 

Hihbing. — William  Robinson  has  purchased  the 
Winberg  Music  Co.,  of  this  city,  and  will  conduct 
the  business  in  the  future. 

Missouri 

St.  Louis. — A.  W.  Hosier,  manager  of  the  phono- 
graph and  radio  departments  of  the  Scruggs-Vander- 
voort-Barney's  Department  Store,  has  succeeded  H. 
M.  Brown  as  manager  of  the  piano  department. 

Montana 

Billings. — Peter  and  Angelo  D'Amico  have  held 
the  formal  opening  of  their  music  store,  known  as 
the  Melody  Shop,  2709  First  avenue.  North,  which 
handles  Baldwin  pianos.  Brunswick  phonographs  and 
Buescher  band  instruments. 

New  Jersey 

Jersey  City. — The  Hyde  Music  Co.,  15  Exchange 
place,  has  been  incorporated  with  a  capital  stock  of 
$125,000  to  deal  in  loud  speakers,  amplifiers  and 
other  music  and  radio  merchandise. 


Bayonnc. — Morris  Sachs,  who  has  been  identified 
with  the  Marshall  Music  Shop,  this  city,  about  twelve 
years,  has  opened  his  own  music  store,  called  Sachs 
Melody  Shop,  at  533  Broadway. 

Burlington. — Charles  Luedeke,  formerly  with  the 
Philadelphia  store  of  the  Ludwig  Piano  Co.,  has  been 
appointed  manager  of  the  local  branch  of  that  com- 
pany. 

Wildwood. — Harry  Keating  has  opened  a  new  mu- 
sic store,  called  the  Music  Shoppe,  at  Lincoln  and 
Pacific  avenues,  handling  pianos,  phonographs  and 
small  goods. 

New  York 

Kenmore. — The  remodeled  store  of  Goold  Bros,  has 
been  formally  opened  in  the  quarters  formerly  oc- 
cupied by  Barber  &  Wilson,  with  Floyd  Barber  as 
manager. 

Rome. — The  Buckingham  &  Moak  Co.,  of  Utica, 
has  opened  a  new  branch  music  store  here  at  129 
North  James  street,  with  George  B.  Shearer  as 
manager. 

Buffalo. — The  Laurens  Enos  Co.,  large  Main  street 
department  store,  has  opened  a  new  talking  ma- 
chine  and  radio  department  with  Charles  King  as 
manager. 

BufTalo. — The  Fagan  Piano  Co.  has  closed  out  its 
business  which  was  located  at  Hertel  and  Colvin 
avenues. 

BufTalo. — "M.  Lucas  has  opened  a  music  store  at 
Delaware  avenue  and  West  Chippewa  street,  handling 
phonographs  and  records. 

BufTalo. — L.  F.  Cotterman  has  decided  to  close  out 
his  music  business  at  3184  Main  street. 

New  York  City. — Hyman  Kleinman,  trading  as  the 
Triangle  Phonograph  Shop,  8  East  Burnside  avenue, 
has  filed  an  involuntary  petition  in  bankruptcy  with 
assets  of  $10,000  and  liabilities  of  about  $22,000. 

Rochester. — The  J.  W.  Martin  &  Bros,  music  store. 
73  State  street,  which  has  been  operated  by  the 
Levis  Music  Store  as  a  branch  for  the  past  year,  has 
been  permanently  closed. 

New  York  City. — The  Rosenthal  Violin  Co.  has  been 
incorporated  with  a  capital  of  50  shares  to  engage 
in  the  sale  of  musical  instruments. 

Richmond  Hill.— The  Willard  Music  Shop.  9708  Ja- 
maica avenue,  has  remodeled  its  warerooms  and  has 
increased  its  stock  of  musical  merchandise. 

North  Carolina 

Wilmington. — The  local  branch  of  Charles  M.  Stieff, 
Inc.,  has  moved  from  211  Chestnut  street  to  new 
quarters  at  9-11  North  Front  street. 

Ohio 

Cincinnati. — Carl  J.  Rist,  formerly  connected  with 
the  sales  staff  of  the  Gruen  Watch  Co.,  here,  has 
been  appointed  manager  of  the  George  P.  Gross 
Piano  Co.,  with  which  he  was  at  one  time  identified. 

McArthur. — Charles  Goddard  has  been  made  man- 
ager of  the  Summers  Music  Stores,  with  branches 
here  and  in  Wellston. 

Akron. — The  Stowe  Piano  Co.  has  moved  from  its 
temporary  quarters  to  its  new  permanent  home  at 
2GS  South  Main  street,  which  has  been  decorated 
appropriately  for  its  use. 

Cleveland. — Neil  D.  Bell  has  resigned  his  position 
as  general  manager  of  the  Wolfe  Music  Co. 

Dayton. — A  branch  of  the  Anderson-Soward  Co. 
has  been  opened  in  the  Riverdale  Theatre  building, 
handling  a  full  line  of  musical  instruments  under 
the  management  of  Charles  W.  Loman. 

Cleveland. — Randall  Miller  has  been  made  manager 
of  the  Superior  avenue  branch  of  the  Euclid  Music 
Co. 

Norwalk. — Fisher  &  Zoll  have  moved  their  music 
store  to  new  quarters  in  the  Odd  Fellows  Block  on 
West  Main  street,  this  city. 

Kent.— The  Wolfe  Music  Co.  has  been  opened  in  a 
downtown  section  of  the  city,  handling  pianos,  phono- 
graphs and  radios. 

Middleton. — The  McFarland  Music  Store,  formerly 
located  at  1310  Central  avenue,  has  moved  to  new 
quarters  in  the  Gordon  Building  on  Central  avenue. 
Oklahoma 

Enid. — The  Chenoweth  &  Green  Music  Co.  has 
formally  opened  its  remodeled  warerooms  at  110  South 
Independence  street. 

Enid. — T.  J.  Clark,  for  many  years  connected 
with  the  McDowell  Music  Co..  has  opened  his  own 
music  business  at  119  West  Maple  street,  handling 
Starr  phonographs. 

Perry. — The  Enid  branch  of  the  McDowell  Music 
Co.  has  been  moved  to  this  city,  where  it  is  occupy- 


ing the  former  site  of  the  Colby  Department  Store. 
Oregon 

Medford. — Timmons'  Music  Shop  and  Witham's 
Radio  Service  have  taken  joint  space  near  the  First 
National  Bank  Building,  this  city. 

Pennsylvania 

Philadelphia. — The  Morton  Piano  Co.  has  been  re- 
organized under  the  name  of  the  Morton  Furniture 
Co.,  914  Walnut  street,  but  will  retain  a  large  mu- 
sic department. 

Philadelphia. — The  Ballen  Modern  Music  Shop, 
2144  North  Front  street,  has  been  incorporated  with 
a- capital  stock  of  $25,000. 

Philadelphia. — The  music  store  of  H.  Royer  Smith, 
at  Tenth  and  Walnut  streets,  has  been  enlarged 
and  consolidated  with  the  concern's  branch  at 
Seventeenth  and  Walnut  streets. 

Philadelphia. — A  severe  loss  has  been  suffered  by 
the  music  store  of  Foster  Bros.,  4359  Main  street,  in 
a  recent  Are. 

Norristown. — The  stock  and  good-will  of  the  Young- 
johns  Music  Co.,  162  West  Main  street,  has  been 
purchased  by  the  Miller  Piano  Co.,  that  city. 

Philadelphia. — M.  Grass  &  Son,  27  South  Sixtieth 
street,  has  been  enlarged  and  now  includes  an  upper 
floor  and  a  modern  piano  department. 

Texas 

Corsicana. — The  T.  J.  York  Music  Co.,  operating  a 
music  store  on  North  Beacon  street,  this  city,  has 
opened  a  branch  store  at  Main  and  Collins  streets. 

Mercedes. — Miss  Pauline  Adams  has  been  appoint- 
ed manager  of  the  sheet  music  and  record  depart- 
ments of  the  Baum  &  Westerman  Music  Store,  here. 
Vermont 

Rutland. — Norris  M.  Bradley  has  disposed  of  his 
music  business  to  his  brother,  George  M.  Bradley,  re- 
tiring after  fifty-two  years'  activity  in  the  trade. 
Washington 

Hillyard. — Marie  Shellman  and  Howard  Carr  have 
opened  a  new  music  store  at  N5112  Market  street, 
this  city,  handling  a  general  stock  of  musical  instru- 
ments. 

Seattle. — The  Western  Music  Co.,  of  this  city,  has 
been  incorporated  with  a  capital  stock  of  $49,000. 

Spokane. — The  Jason  Piano  Co.,  West  918  River- 
side, this  city,  has  suffered  a  slight  loss  in  a  recent 
fire  of  unknown  origin. 

Wisconsin 

Milwaukee. — Vesey  Walker,  formerly1  identified  with 
the  Kesselman-O'Driscoll  Co.,  has  opened  the 
Walker  Music  Shop  at  310  Wisconsin  avenue,  fea- 
turing Buescher,  Leedy  and  Paramount  lines. 

Appleton. — The  Irving  Zuehlke  Music  Store  was 
demolished  in  a  recent  fire,  which  burned  the  build- 
ing practically  to  the  ground. 

Madison. — The  music  business  of  Harry  Rosenthal 
has  been  incorporated  with  200  shares  of  no  par 
value,  the  incorporators  being  Leo  D.  Swidler,  Harry 
Primakow  and  Charles  Swidler. 

Menomonie. — Paul  E.  Gregg  has  again  taken  over 
the  Gregg  Music  Store,  located  in  the  Waterman- 
Ehrhard  Building. 

Bob  Bennett  Is  A.  C. 
Dayton  Sales  Manager 

Dayton,  O.,  March  8.— R.  W.  (Bob)  Bennett, 
retiring  president  of  the  St.  Louis  Radio  Trade 
Association  and  until  his  present  connection 
a  director  of  the  Fed-erated  Radio  Trade  Asso- 
ciation, has  been  appointed  general  sales  man- 
ager of  the  A.  C.  Dayton  Co.,  of  this  city, 
manufacturer  of  radio  receivers  and  electrical 
equipment.  Mr.  Bennett  has  taken  a  financial 
interest  in  the  Dayton  organization  and  in  his 
official  capacity  will  be  in  direct  charge  of 
sales,  advertising,  credits  and  in  conjunction 
with  Conrad  Strassner  will  generally  supervise 
the  company's  business. 

Mr.  Bennett  founded  and  for  six  years  con- 
ducted the  R.  W.  Bennett  Co.,  manufacturers' 
agency,  which  accomplished  a  most  successful 
business  during  that  period. 
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Zenith  Radio  Corp.  Stock  Offer 

Is  Four  Times  Oversubscribed 

Public  Offering  of  33,000  Shares  of  No  Par  Value  Common  Stock  Made  on  February  15 
—Earned  $6.32  a  Share  on  Outstanding  Stock  in  1927 


A  public  offering  of  33,000  shares  of  no  par 
value  common  stock  of  the  Zenith  Radio  Corp., 
Chicago,  was  made  on  February  IS,  and  this 
offering  was  four  times  oversubscribed  within 
forty  hours  after  the  subscription  books  were 
opened.  John  Burnham  &  Co.,  Chicago  invest- 
ment banking  house,  originated  the  issue. 

The  Zenith  Radio  Corp.  reported  for  the 
year  ending  December  31,  1927,  net  earnings  of 
$632,936  after  all  charges,  equal  to  $6.32  a  share 
earned  on  the  outstanding  capital  stock.  This 
compares  with  a  net  income  of  $99,601,  or  99 
cents  a  share,  earned  on  the  capital  stock  in 

1926.  Sales  in  1927  totaled  $4,256,995,  compared 
with  $2,176,236  in  1926. 

In  1925  and  1926  the  Zenith  Radio  Corp. 
spent  a  considerable  amount  of  money  in  ad- 
vertising and  promotional  work  and  the  cumu- 
lative effect  of  this  advertising  became  evident 
in  1927  and  is  reflected  in  the  sales  of  the  com- 
pany.   The  balance  sheet  as  of  December  31, 

1927,  adjusted  to  give  effect  to  financing, 
showed  how  amply  the  company  is  provided 
with  working  capital.  Current  assets  were 
$1,864,818,  of  which  $894,252  was  in  cash.  Cur- 
rent liabilities  were  $501,548,  which  includes 
Federal  taxes  and  all  accruals.  The  company 
has  no  funded  debt,  preferred  stock  nor  bank 
loans,  and  current  accounts  payable  were  less 
than  $65,000.  The  surplus  at  the  close  of  1927 
amounted  to  $612,208. 

Part  of  the  stock  offering  was  obtained  from 
the  corporation  and  a  portion  from  the  per- 
sonal holdings  of  principal  stockholders.  It  is 
expected  to  be  placed  on  an  annual  dividend 
basis  of  $2.50  per  share,  the  first  quarterly  pay- 
ment of  62J/2  cents  a- share  to  be  paid  May  1. 
The  stock  was  offered  at  $32  a  share  and  was 
quickly  bid  up  to  40.  At  the  time  of  this  writ- 
ing the  Zenith  stock  was  quoted  at  a  high  of 
47.    At  the  time  of  the  offering  application  was 

Brunswick  1927  Sales 
Totaled  $27,891,919 

The  report  of  the  Brunswick-Balke-Collen- 
der  Co.  for  the  year  ended  December  31,  1927, 
shows  net  income  of  $2,069,853,  after  interest, 
depreciation  and  Federal  taxes,  which  is  equal 
after  preferred  dividend  requirements  to  $3.51 
a  share  on  500,000  (no  par)  common  shares, 
compared  with  $2,401,544  or  $4.47  a  share  in 
1926.  Net  sales  for  1927  were  $27,891,919, 
against  $29,017,124  in  the  preceding  year. 


made  to  list  on  the  Chicago  Stock  Exchange 
the  entire  amount  of  100,000  shares  of  common 
stock,  which  the  corporation  has  outstanding 
as  its  sole  capital  obligation.  The  application 
was  accepted  and  trading  began  in  the  Chicago 
Stock  Exchange  on  February  23. 

The  Zenith  Radio  'Corp.  was  among  the  first 
to  enter  the  field  in  the  manufacture  of  high- 
grade  receiving  sets.  The  firm  was  incorporat- 
ed in  1923  in  Illinois,  carrying  on  the  business 
which  was  founded  in  1921.  The  corporation 
built  and  owns  broadcasting  station  WJAZ, 
one  of  the  pioneer  stations  of  the  country. 

"Sales  for  the  calendar  year  1927  were  much 
larger  than  in  previous  years,"  said  E.  F.  Mc- 
Donald, Jr.,  president  of  the  company,  "and 
with  the  present  stabilization  in  the  radio  in- 
dustry there  is  every  indication  that  for  the 
year  1928  our  volume  will  be  greatly  in  excess 
of  that  of  last  year. 

"Our  products  are  sold  through  wholesalers 
located  in  the  principal  distributing  centers  of 
this  country,  who,  in  turn,  distribute  our  sets 
to  the  consumer  through  a  great  network  of 
some  4,000  retail  dealers  throughout  the  United 
States.  Foreign  distribution  is  obtained  through 
exclusive  agencies  in  various  countries.  We 
enjoy  the 'first  license  granted  by  the  Radio 
Corp.  of  America,  the  General  Electric  Co.,  the 
Westinghouse  Electric  &  Manufacturing  Co. 
and  the  American  Telephone  &  Telegraph  Co., 
giving  us  the  right  to  manufacture  and  sell 
sets  under  their  patents,  several  hundred  in 
number,  which  cover,  we  believe,  the  best  and 
broadest  patents  in  the  radio  field,  thus  assur- 
ing permanency  in  radio  manufacture" 

There  will  be  no  change  in  the  management 
of  the  company  and  the  board  of  directors  will 
be  J.  R.  Cardwell,  John  Fletcher,  E.  F.  Mc- 
Donald, Jr.,  Paul  B.  Klugh,  Thomas  M. 
Pletcher  and  U.  J.  Herrmann. 

F.  Keithley  Is  Now 
With  the  Sonora  Co. 

Chicago,  III.,  March  7.— Harry  Bibb,  Middle 
West  sales  manager  of  the  Sonora  Phonograph 
Co.,  Inc.,  announced  this  week  the  appointment 
of  Frank  Keithley  as  a  member  of  the  Sonora 
staff,  covering  the  State  of  Iowa.  Mr.  Keithley 
.  is  well  known  throughout  that  territory,  having 
previously  been  connected  with  the  Brunswick 
Co.  and  Harger  &  Blish,  and  he  thoroughly 
understands  retail  trade  problems. 


Player-Tone  Business 
in  Southwest  Good 

i 

M.  H.  Glick,  Player-Tone  Field  Manager, 
After  Lengthy  Trip  Through  Southwest 
Reports  Good  Business. 

5 

Pittsburgh,  Pa.,  March  7. — I.  Goldsmith,  presi- 
dent of  the  Player-Tone  Talking  Machine  Co., 
of  this  city,  stated  this  week  that  M.  H.  Glick, 
who  was  recently  appointed  field  manager,  had 


M.  H.  Glick 

returned  from  a  very  successful  eight  weeks' 
trip  through  Texas  and  Oklahoma.  Mr.  Glick 
declared  that  business  conditions  in  these 
States  are  excellent,  with  the  crop  conditions 
satisfactory  and  the  dealers  as  a  whole  op- 
timistic regarding  1928  business.  Mr.  Glick's 
success  as  Player-Tone  field  manager  may  be 
attributed  to  the  fact  that  he  has  been  iden- 
tified with  the  music  industry  for  over  twenty 
years,  having  been  associated  with  Brunswick 
and  Pathe  sales  activities  and  more  recently 
connected  with  the  Kaufman  &  Baer  store  at 
Pittsburgh,  Pa.,  which  was  recently  taken  over 
by  Gimbel  Bros. 

Mr.  Goldsmith  is  keenly  gratified  at  the  suc- 
cess of  Mr.  Glick's  first  trip  through  the  South 
and  West,  where  business  is  closed  on  a  com- 
petitive basis  and  where  the  dealers  are  careful 
to  purchase  products  meeting  with  their  exact 
requirements.  Mr.  Glick  is  now  on  a  six 
weeks'  trip  to  the  far  West,  sending  in  ex- 
cellent reports  from  the  first  cities  visited. 


A  license  to  manufacture  power  supply  and 
power  amplifier  units  under  the  patents  of 
RCA  and  associated  companies  has  been  grant- 
ed to  the  Sterling  Mfg.  Co.,  Cleveland,  O., 
according  to  an  announcement  by  the  Radio 
Corp.  of  America. 


THANKS— To  JOBBERS  and  DEALERS 

For  their  generous  response  to  our  full-page  introductory 
advertisement  in  last  month  s  issue  of  this  paper  featuring: 

ASTRAL  SERPENTINE  TONE  ARM 


The  unexpectedly  large  volume  of  orders  from  hoth  domestic  and  foreign  JOBBFRS  and  DEALERS  eminently 
bespeaks  merited  recognition  of  the  potential  sales  factors  embodied  in  this  new  revolutionary  invention.  Its 
successful  performance  is  rapidly  winning  increasing  popular  favor,  acceptance  and  acclaim  on  the  basis  of 
three  outstanding  principles  essential  to  progressive  merchandising — merit,  quality  and  price  appeal. 

Scientifically  proportioned  in  Serpentine  form,  this  tone  arm  provides  an  elongated  air  column  approxi- 
mately 27  inches  in  length.  The  list  price  is  $12.50.  Serpentine  tone  arms  can  be  shipped  promptly  in  8  inch 
and  9  inch  lengths  in  any  quantity,  plated  in  highly  polished  nickel. 

Jobbers  and  Dealers,  write  or  wire  for  prices. 

ASTRAL  RADIO  CORPORATION,  1812  Chestnut  St.,  Philadelphia,  Pa. 


LEMINGSWORLMIIISI 


Irving  Berlin  Publishing  Book 
on  "How  I  Write  a  Popular  Song" 

Internationally  Known  Composer  Will,  for  First  Time,  Give  Information  Regarding 
Methods  of  Composing  and  Lyric  Writing — Released  Soon 


"Do  they  write  the  words  to  fit  the  music 
or  the  music  to  fit  the  words,"  is  the  query 


Irving  Berlin 

often  heard  regarding  the  work  of  the  success- 
ful songwriter.    This  and  other  similar  ques- 


tions will  soon  be  answered,  for  Irving  Berlin, 
regarded  as  the  outstanding  and  most  popular 
success  in  the  writing  of  popular  songs,  has 
written  a  book  scheduled  for  release  in  the  near 
future,  entitled,  "How  I  Write  a  Popular  Song." 

This  will  be  the  first  time  that  Mr.  Berlin 
has  made  public  any  information  regarding  his 
methods  of  composing  and  lyric  writing,  and  he 
is  doing  so  because  of  the  thousands  of  letters 
which  he  has  received  asking  for  information 
of  the  nature  of  the  material  to  be  contained 
in  the  book.  Among  the  matters  which  will 
be  discussed  are  construction  of  lyrics,  the 
setting  of  the  melody  with  the  words,  proper 
phrasing,  etc.,  and  it  is  believed  to  be  the  first 
book  of  its  type  ever  published. 

In  addition  to  the  fact  that  this  is  the  first 
time  a  song  writer  of  repute  has  revealed  his 
methods  of  writing,  Mr.  Berlin  is  certain  to 
make  the  publication  one  of  outstanding  in- 
terest, for  there  are  few  composers  or  authors 
who  have  been  so  prominent  in  the  limelight, 
and  he  is  regarded  by  practically  everyone  as 
standing  in  a  class  by  himself  in  the  popular 
music  field.  Mr.  Berlin's  book  should  prove  an 
invaluable  aid  to  amateur  aspirants  to  song- 
writing  fame  and  profits  and  will  also  prove 
of  interest  to  professionals. 


Al  Piantadosi  Has 
Natural  Ballad  Hit 


Al  Piantadosi,  music  publisher,  1575  Broad- 
way, New  York  City,  recently  placed  on  the 
market  a  new  "natural"  ballad,  "I'm  Tired  of 
Making  Believe,"  which  bears  all  the  "ear- 
marks" of  proving  one  of  the  season's  leaders. 
An  offer  of  $15,000  was  made  for  the  rights 
to  the  composition,  but  Mr.  Piantadosi  feels 
that  the  composition,  written  by  himself  and 
George  A.  Kelley,  will  prove  a  fine  leader  for 
his  catalog  and  is  putting  a  strong  campaign 
behind  it.  It  is  acknowledged  by  those  who 
have  heard  the  selection  that  it  is  a  worthy 
successor  to  Piantadosi's  "Curse  of  an  Aching 
Heart." 

Other  numbers  in  the  Piantadosi  catalog 
which  are  showing  up  well  include  "My  Stormy 


Weather  Pal,"  which  was  included  in  the  Vic- 
tor Talking  Machine  Co.'s  special  record  re- 
lease this  month,  played  by  Johnny  Johnson 
and  His  Pennsylvanians.  This  is  the  second 
Victor  record  of  this  composition,  a  former 
recording  by  the  Silver  Masked  Tenor  having 
been  released  some  time  ago,  and  "Dancing 
Shadows,"  a  fox-trot  that  has  proved  a  favor- 
ite with  many  radio  entertainers. 
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Romona"  Steadily 
Gaining  in  Favor 


"Romona,"  the  waltz  ballad,  which  has 
proved  such  a  favorite  with  radio  and  stage  en- 
tertainers, is  steadily  growing  in  popularity,  ac- 
cording to  officials  of  Leo  Feist,  Inc.,  publisher 
of  the  number.  In  addition  to  making  most 
satisfactory  sales  of  sheet  music,  record  sales 


are  expected  to  prove  tremendous,  due  to  the 
exceptionally  fine  recording  made  by  Paul 
Whiteman  and  His  Orchestra  for  the  Victor 
Talking  Machine  Co. 

While  present  sales  on  the  song  are  gratify- 
ing to  Feist  officials,  it  is  expected  that  wher. 
the  film  "Romona,"  of  which  the  song  is  the 
theme,  is  released  the  tie-up  will  give  the  com- 
position an  added  impetus,  which  is  certain  to 
resolve  itself  into  more  profits  for  dealers. 


Organist  Features 
Sam  Fox  Popular  Hit 

Jesse  Crawford,  the  popular  organist  of  the 
Paramount  Theatre,  New  York  City,  gave  the. 
fiist  special  presentation  of  the  Sam  Fox  Pub- 


Jesse  Crawford 

Hshing  Co.'s  song  "Starlight  and  Tulips" 
throughout  the  week  commencing  February  18 
Alfred  Bryan  and  Pete  Wendling,  well-known 
hit  writers,  have  produced  in  "Starlight  and  Tu- 
lips" a  melody  classic  which  lent  itself  readily 
to  Jesse  Crawford's  master  hands.  He  first 
introduced  it  in  ballad  style,  then  in  a  waltz 
"clog  theme,"  closely  followed  by  playing  the 
melody  in  Oriental  style,  then  a  resounding 
Sousa  conception.  The  lyrics  were  then  thrown 
on  the  screen  as  Crawford  returned  to  the  ir- 
resistible melody  of  "Starlight  and  Tulips"  in 
its  simplified  form. 

Near  the  close  of  the  presentatiot*  a  further 
dramatic  touch  was  added  by  the  lighting  effects 
arranged  for  the  occasion.  The  house  grows 
dim  preceding  the  closing  chorus,  and  as  the 
organist  enters  into  the  final  strains  of  the 
melodious  "Starlight  and  Tulips"  illujninated 
colored  lights  appeared  on  the  organ  and  twin- 
kling stars  were  also  seen.  When  the  lighting 
effects  reached  their  full  height  a  massed  bed 
of  starlights  and  tulips  appeared. 


FIVE  RECORD  RECORD  RREAKERS 
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Sam  Fox*  Hits 

Ate 

Dtoa&vley  Sensationsf 


Sam  Fox  Publishes 
New  Orchestra  Folio 


The  Sam  Fox  Publishing  Co.,  New  York  City, 
and"  Cleveland,  O.,  has  announced  Volume  1  of 
a  new  collection  of  orchestra  pieces  particularly 
adapted  to  school  orchestras. 

The  collection  is  entitled  "Fox  Recreation 
Orchestra  Folio"  and  is  the  work  of  Floyd  J. 
St.  Clair.  This  series  does  not  displace  the 
"Fox  Favorite  Orchestra  Folio,"  but  gives  an 
entirely  different  series  in  an  original  treatment. 
The  instrumentation  is  complete  for  school  use, 
and  the  original  compositions  contained  include 
an  overture,  novelette,  grand  march,  cornet 
duet,  caprice,  regular  marches  and  other  num- 
bers designed  to  hold  the  interest  of  young 
musicians.  The  collection  should  prove  a  val- 
uable addition  to  the  Sam  Fox  school  catalog. 


Yep!  Long  About  June 
Recorded  by  Victor 

The  Victor  Talking  Machine  Co.  recently 
released  a  vocal  record  of  "Yep!  Long  About 
June,"  published  by  Fred  K.  Steele,  Inc.,  New 
York  City.  The  recording  was  made  by  Car- 
roll Tate,  a  new  Victor  artist,  and  has  been 
well  received  by  both  the  trade  and  public 
Mr.  Steele  started  to  work  on  this  composition 
last  June,  but  feeling  it  was  too  late  for  a  Sum- 
mer song  campaign,  held  it  back  for  the  Fall 
catalog  and  will  carry  on  his  campaign  on  the 
number. 
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Fascinatin'  Vamp' 
Featured  at  Roxy's 


"Fascinatin'  Vamp,"  a  clever  fox-trot  with  un- 
usual bass  effects,  recently  was  given  its  first 
public  performance  at  the  Roxy  Theatre,  New 
York  City.  Under  the  direction  of  Leon  Leoni- 
doff,  ballet  master  of  the  Roxy,  sixteen  Roxy- 
ettes,  billed  as  "New  York's  Smartest  Dancers" 
did  a  novel  dance  to  the  tune  of  "Fascinatin' 
Vamp"  and  made  it  one  of  the  events  of  the 
week's  program.  Rendered  by  the  wonderful 
110-piece  Roxy  Symphony  Orchestra,  directed 
by  Erno  Rapee,  "Fascinatin'  Vamp"  was  indeed 
alluring. 

The  Sam  Fox  Publishing  Co.,  of  New  York 
City  and  Cleveland,  O.,  has  arranged  other  im- 
portant plans  for  the  further  introduction  and 
exploitation  of  this  truly  unusual  instrumental 
offering. 


Trade  in  Richmond 
Good  in  All  Lines 


Richmond,  Va.,  March  8. — The  Corley  Co.,  Vic- 
tor wholesaler  and  dealer,  has  opened  a  new  re- 
tail store  at  111  West  Brookland  Park  with  E.  M. 
Ogilvie  as  manager.  He  was  formerly  man- 
ager of  the  phonograph  department  of  the  Cor- 
ley Broad  street  store. 

Miss  Florence  Biscoe,  formerly  of  the  sales 
staff  of  the  Broad  street  store,  is  now  making 
a  tour  through  West  Virginia  calling  on  the 
tra.de  in  the  interests  of  the  Corley  Co. 

Other  members  of  the  Corley  Co.  staff  who 
are  now  on  the  road  are  J.  H.  Steinbrecher, 
Jr.,  who  is  traveling  North  Carolina  and  Ten- 
nessee, and  J.  B.  Fishburne,  assistant  manager 
of  the  radio  department,  who  is  on  a  trip 
through  the  two  Carolinas. 

The  Adams  Street  Music  Co.  has  opened  a 
branch  in  Knight's  furniture  store  in  South 
Richmond  in  charge  of  Mrs.  E.  W.  Feltner.  A 
full  line  of  Okeh,  Vocalion  and  Paramount 
records  is  carried. 

Stieff's,  Brunswick  dealer,  is  closing  out  its 


retail  store  at  420  East  Grace  street,  and  ex- 
pects to  dispose  of  its  stock  of  Panatropes  and 
records  within  thirty  days.  The  company  has 
already  closed  its  stores  in  Lynchburg,  Ro- 
anoke and  Danville. 

Hoffman  and  Goodman,  radio  dealers,-  514 
East  Broad  street,  were  visited  by  a  fire  re- 
cently, suffering  an  estimated  loss  of  $25,000. 
The  fire  broke  out  in  the  basement  on  a  Satur- 
day night  after  the  store  had  been  closed,  and 
was  confined  to  that  section  of  the  establish- 
ment. 

Mrs.  Manly  B.  Ramos,  of  the  Manly  B.  Ra- 
mos Co.,  music  dealer,  is  spending  some  time 
in  Atlantic  City  for  her  health.  In  her  absence, 
Burgess  Ramos,  her  son,  is  in  charge. 

Walter  D.  Moses  &  Co.,  Victor  and  Strom- 
berg-Carlson  dealers,  report  a  good  demand  for 
both  of  these  products.  The  combination  elec- 
trically operated  instrument  is  enjoying  a  par- 
ticularly fine  demand. 

W.  H.  Agee,  who  recently  opened  a  furni- 
ture store  on  Main  street,  Bedford,  Va.,  has 
added  the  full  line  of  Orthophonic  Victrolas 
and  records. 

LeRoy  Goldberg,  of  Goldberg  Bros.,  distrib- 
utors of  Lyric  and  Artone  portables,  recently 
returned  from  a  business  trip  to  Washington, 
D.  C,  and  adjacent  territory  and  reports  a 
good  demand  for  the  products  distributed  by 
the  company. 


Interest  Grows  in 

the  Audachrome 


Interest  in  the  new  Audachrome  reproducer 
recently  introduced  by  the  Audak  Co.,  New 
York  City,  is  increasing  daily,  according  to 
Maximilian  Weil,  president  of  the  company. 

"May  I  take  this  opportunity  to  pay  a  tribute 
to  the  talking  machine  dealer,"  stated  Mr.  Weil, 
in  a  recent  interview  with  The  Talking  Ma- 
chine World.  "We  have  found  that  the  talking 
machine  dealer  is  keenly  appreciative  of  true 
sound  reproduction,  and  we  are  continuously 
striving  to  give  him  the  best.  Despite  the  al- 
ready high  state  of  perfection  of  our  product 
our  laboratory  is  constantly  experimenting  in 
an  endeavor  to  better  it  if  at  all  possible." 


Victor  to  Release 

Die  Walkure 
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The  Victor  Talking  Machine  Co.  is  prepar- 
ing to  release  at  regular  intervals  records 
containing  comprehensive  operatic  programs, 
including  all  the  principal  arias  exactly  as  they 
are  presented  in  the  great  opera  houses  of  the 
world. 

The  first  of  the  series,  Wagner's  "Die 
Walkure"  ("The  Valkyrie"),  including  all  of 
the  solos,  duets  and  trios  with  the  full  choral 
and  orchestral  numbers,  is  listed  in  the  Victor 
March  30  supplement.  The  set  consists  of 
fourteen  twelve-inch  Red  Seal  records,  two 
albums  of  seven  records  each.  The  list  price 
is  $10.50  for  each  album. 

The  artists  heard  on  these  records  include 
Walter  Widdop,  Goeta  Ljungberg,  Friedrich 
Schorr,  Frida  Leider,  Florence  Austral,  Louise 
Trenton  and  Howard  Fry.  The  orchestras 
heard  are  the  London  Symphony  Orchestra, 
under  Coates;  the  Berlin  State  Opera  Orches- 
tra, conducted  by  Dr.  Leo  Blech,  and  Law- 
rence Collingwood  and  Orchestra. 


Broadway  Number 

The  Broadway  Music  Corp.,  New  York  City, 
reports  a  most  satisfactory  dealer  response  to 
its  new  number  "You're  the  First  Thing  I 
Think  of  In  the  Morning,"  by  Billy  Tracy  and 
Jack  Stanley.  This  number  is  one  of  the  song 
hits  of  the  musical  comedy  "Take  the  Air." 
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The  Dealers'  Jobber 

Middle  West  Music  Jobbers 

228  So.  Wabash  Ave.,  Chicago 
Service  with  Right  Prices 
everything  Published  in  Sheet  Music 


Will  Write  Banjo 

Series  for  Berlin 

Roy  Smeck,  "Wizard  of  the  Strings," 
Under  Exclusive  Contract  to  Berlin 
Standard  Music  Corp. 

The  Irving  Berlin  Standard  Music  Corp., 
New  York  City,  announces  the  placing  under 
exclusive  contract  of  Roy  Smeck,  banjoist, 
known  as  the  wizard  of  the  strings. 

Mr.  Smeck  will  write  a  series  of  tenor  banjo 
solos   for   the    firm,   which   will   be  exploited 


Enters  Sheet  Music 
Distribution  Field 


Roy  Smeck 

throughout  the  country.  He  has  the  reputation 
of  being  the  highest-priced  banjo  soloist  in  the 
country.  It  will  be  remembered  that  he  was 
the  first  soloist  to  make  a  Vitaphone  record- 
ing. Success  through  his  Vitaphone  engage- 
ment was  immediately  established,  with  the 
result  that  many  immediate  bookings  followed. 

His  first  release  of  banjo  solos  by  the  Irving 
Berlin  Standard  Music  Corp.  will  be  announced 
shortly,  and  new  numbers  will  be  added  to  the 
catalog  periodically. 

Arrangements  have  been  made  with  other 
firms  for  the  exclusive  rights  to  standard  com- 
positions for  banjo  transcriptions  which  Mr. 
Smeck  will  make.  Well-known  standard  pub- 
lications for  banjo  transcriptions  which  Mr. 
Smeck  will  arrange  will  be  gotten  out  as  a 
special  series  of  banjo  transcriptions  of  famous 
standards. 

The  firm  contemplates  waging  a  campaign 
on  this  class  of  material,  since  it  now  enjoys 
a  very  substantial  sale  on  the  tenor  banjo 
folios,  which  were  released  several  months  ago, 
of  its  popular  hits.  The  demand  for  the 
tenor  banjo  folios  has  been  so  enormous  that 
the  firm  has  been  releasing  new  editions  for 
two  or  three  months. 


I  Can't  Do  Without 
You"  Berlin's  Latest 


Irving  Berlin's  latest  ballad,  "I  Can't  Do 
Without  You,"  was  released  on  March  12  after 
receiving  one  of  the  biggest  plugs  possible  and 
has  since  been  introduced  to  radio  audiences 
over  nation-wide  hook-ups  by  leading  concert 
and  other  artists.  It  has  been  acclaimed  as  a 
sure  winner.  The  new  number  was  written 
and  composed  by  Mr.  Berlin,  while  in  Califor- 
nia, and  is  a  natural  successor  to  his  "What'll 
I  Do"  and  other  ballads  of  a  similar  nature 
which  have  world-wide  recognition. 

Irving  Berlin,  Inc.,  New  York  City,  reports 
that  the  catalog  is  a  particularly  strong  one 
with  "Sunshine,"  "Back  in  Your  Own  Back 
Yard,"  "Mary  Ann,"  "Having  My  Ups  and 
Downs"  and  "The  Song  Is  Ended"  (But  the 
Melody  Lingers  On)  showing  up  very  strongly. 


The  Consolidated  Talking  Machine  Co.,  of 
Chicago,  recently  entered  the  sheet  music  field 
as  a  distributor.  The  firm  distributes  a  com- 
plete line  of  sheet  music  of  all  types,  is  well 
equipped  and  centrally  located  to  furnish 
prompt  service  to  its  dealers.  The  Consoli- 
dated Talking  Machine  Co.  is  one  of  the  old- 
established  distributing  concerns  of  the  indus- 
try, maintaining  its  headquarters  in  Chicago, 
and  branches  in  Minneapolis  and  Detroit,  each 
carrying  a  complete  line. 


Lou'siana  Lullaby" 
Finds  Wide  Favor 


The  new  waltz,  ballad,  "Lou'siana  Lullaby," 
recently  released  by  the  Broadway  Music  Corp., 
New  York  City,  gives  every  evidence  of  devel- 
oping into  one  of  the  season's  biggest  hits. 
Although  introduced  but  recently  it  has  al- 
ready been  played  by  practically  all  the  leading 
radio  ensembles,  including:  Smith  Brothers, 
Norman  Cross  and  His  South  Sea  Islanders, 
General  Motors,  Fisk  Time  to  Retire  Boys, 
Vaughn  De  Leath  and  others  who  have  sched- 
uled it  for  the  very  near  future.  The  above- 
named  artists  gave  vocal  selections  of  the  com- 
position. Will  Von  Tilzer,  head  of  the  Broad- 
way Music  Corp.,  states  that  the  inquiries  from 
orchestra  leaders  and  instrumental  groups  have 
been  most  encouraging. 


Leo  Feist  Releases 
"That's  My  Mammy" 

What  has  been  described  as  the  most  natural 
"mammy"  song  heard  in  a  number  of  years 
was  recently  released  by  Leo  Feist,  Inc.,  in 
"That's  My  Mammy,"  which  was  heard  this 
week  by  hundreds  of  thousands  of  listeners-in 
when  Nora  Bayes  sang  the  composition  over 
a  nation-wide  hook-up  of  broadcasting.  The 
number  has  been  held  by  Leo  Feist,  Inc.,  for 
some  time  waiting  for  a  proper  time  for  its 
introduction.  That  this  is  the  proper  time  for 
its  introduction  is  evidenced  by  the  fact  that  a 
great  number  of  headliners  have  included  it  in 
their  repertory,  including  Harry  Richman, 
Healy  and  Cross  and  many  others. 


"Yale  Blues"  Makes 
Hit  With  Prince 


The  Prince  of  Wales  at  the  Quorn  Hunt 
Ball,  one  of  the  most  fashionable  balls  of  its 
kind  held  in  London,  requested  "Yale  Blues" 
to  be  played  six  different  times  and  this  num- 
ber is  now  his  favorite  fox-trot.  "Yale  Blues" 
is  published  in  London  by  Francis,  Day  & 
Hunter,  Ltd.,  and  while  E.  F.  Bitner,  of  Leo 
Feist,  Inc.,  was  in  London  in  December,  he 
secured  the  publication  rights  for  the  United 
States,  and  it  is  now  being  issued  by  that  firm. 


Enters  Business 


Forney  W.  Clement,  who  for  the  past  fifteen 
years  has  held  the  position  of  vice-president 
of  the  Roat  Music  Co.,  Battle  Creek,  Mich., 
music  publisher,  has  resigned  to  become  a 
partner  in  R.  G.  Clement  Estimating  Service. 


You  Can  t  Go  Wrom£ 
With  Any  mST1 
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De  Sylva,  Brown  &  Henderson 

Hold  Anniversary  Celebration 

Executive  and  Sales  Staffs  Gather  at  Hofbrau,  With  Latest  Number  of  House,  "To- 
gether," Holding  Place  of  Honor  on  the  Program 


\  family  party  attended  by  the  executives, 
office  and  sales  staff  of  De  Sylva,  Brown 
&  Henderson,   Inc.,   New  York,  was   held  in 


Practically  all  of  the  out-of-town  representa- 
tives of  the  company  were  on  hand  for  the 
event,    including   Irving    Crocker,   of  Boston; 
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Get-Together 
of  De  Sylva, 
Brown  & 
Henderson 


gala  fashion  on  Wednesday  evening,  February 
15,  at  the  Hofbrau.  The  purpose  of  the  affair 
was  a  general  get-together  on  the  part  of  all 
members  of  the  establishment  to  celebrate  the 
completion  of  the  first  year  in  business  of  this 
successful  musical  publishing  firm,  which  has 
managed  to  produce  real  hits  faster  than  one  a 
month.  The  latest  song  of  the  song-writer 
proprietors,  "Together,"  was  sung  and  played 
dozens  of  times  during  the  course  of  the  eve- 
ning and  served  as  the  keynote  of  the  party, 
there  being  several  placards  on  the  tables  bear- 
ing the  words,  "We'll  Always  Be  Together." 


Elmer  Setzler,  of  Philadelphia;  Russell  Mur- 
phy, of  Minneapolis;  Dan  Engel,  of  Detroit; 
Joe  Stool,  of  Chicago;  Max  Lerner,  of  San 
Francisco;  Ben  Berman,  of  Los  Angeles,  and 
Sidney  Lachman,  a  utility  traveler.  Following 
the  dinner  the  doors  were  thrown  open  to  the 
many  Broadway  friends  of  the  firm  and  a  radio 
program  was  broadcast  through  WHN,  New 
York,  with  N.  T.  G.,  the  well-known  announcer, 
officiating  as  toastmaster.  Among  the  dis- 
tinguished guests  were  Mayor  James  Walker, 
Paul  Whiteman,  Belle  Baker,  Lou  Holtz,  Ben 
Bernie,  Vincent  Lopez,  and  George  Olsen. 


Marks  Co.  Publishes 
Score  of  "High-Lo" 

"High-Lo,"  the  new  musical  revue  which 
opens  this  week  at  the  City  Theatre  with  a  cast 
of  favorites,  gives  every  promise  of  being  one 
of  the  outstanding  musical  successes  of  the  sea- 
son.   Produced  by  Murray  Phillips  and  staged 


by  Victor  Morley,  with  lyrics  by  Henry  Meyers, 
and  music  by  Henry  Sullivan,  it  has  been  given 
enthusiastic  praise  by  those  fortunate  enough 
to  have  attended  rehearsals.  Among  the  prin- 
cipals are  Miss  Juliette,  Sterling  Halloway  and 
Paul  Specht's  High-Lo  Boys. 

The  outstanding  musical  numbers  are  "Spot- 
light in  the  Sky,"  "Hudson  River,"  "Love  Is 
a  Terrible  Thing,"  "Let's  Sing  a  Love  Song" 
and   "Lunching   With    Venus."     The  musical 


More  Profits  in  Your 
Sheet  Music  Department 

Buy  your  music  where  you 
can  get  the  utmost  in  selec- 
tion and  service  at  the  lowest 
possible  prices! 


BIG  HITS  OF  THE  DAY 
IN  SHEET  MUSIC 


Everything  published  in 
sheet  music  —  or  rather 
everything  that  sells  is  on 
hand  here.  Your  mail  or- 
ders will  receive  the  same 
conscientious  attention  as 
though  you  were  here  In 
person  selecting  your  num- 
bers yourself. 


Quick  Delivery — the  same 
day  as  your  order  is  received 
— and  a  fully  itemized  memo 
accompanies  each  shipment 
so  that  you  know  at  once 
what  each  selection  costs  you. 

Send  for  our  new  Sheet  music  bulletin  and  see 
for  yourself  the  extensive  variety  of  offerings — 
and  the  new  prices! 

PLAZA  MUSIC  COMPANY 

lO  West  XOth  St.  New  York 


songs 

THAT  HIT  THE  MARK! 


TOGETHER  (New) 


LILA  (New) 


AMONG  MY  SOUVENIRS 


ONE  MORE  NIGHT 


WITHOUT  YOU  SWEETHEART 
HERE  AM  I— BROKEN  HEARTED 
TIN   PAN  PARADE 


PLENTY  OF  SUNSHINE 


HENRY'S  MADE  A  LADY  OUT  OF  LIZZIE 


GEE!  I'M  GLAD  I'M  HOME 


CHURCH  BELLS  ARE  RINGING  FOR  MARY 
THERE  AIN'T  NO  SWEET  MAN 

WORTH  THE  SALT  OF  MY  TEARS 

SWEETHEART    MEMORIES  ~ 

BLUEBIRD   SING  ME  A  SONG 

I'M  RIDING  TO  GLORY  ~ 

Song  Hits  from  the  Collegiate  Musical 
Comedy 

 "GOOD  NEWS"  

GOOD  NEWS  

THE  VARSITY  DRAG  

LUCKY  IN  LOVE  

THE  BEST  THINGS  IN  LIFE  ARE  FREE 

BIG    SELLERS    IN  FOLIOS 

SUPREME  DANCE  FOLIO  (New)  

SAXOPHOLIO  

TENOR  BANJO  FOLIO  (2nd  Edition) 

(Each  containing  fifteen  great  songs) 


DC  SmVA.BUDWN'"  HOIOCBiOn  BUIIDIMS 
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numbers  are  being  published  by  the  Edward 
B.  Marks  Music  Co.,  New  York  City. 


Leo  Feist  Announces 
New  Class  "A"  Hits 


Five  New  Numbers  Included  in  March 
Releases — "My  Ohio  Home"  Heads  a 
Particularly  Strong  Feist  Catalog 


Leo  Feist,  Inc.,  New  York  City,  in  a  recent 
Bulletin  to  dealers  announced  the  following 
new  publications  as  Class  "A,"  at  twenty  cents 
a  copy,  until  March  31,  following  which  they 
will  be  listed  as  Class  "B,"  at  twenty-two  cents 
per  copy:  "Coquette,"  by  Gus  Kahn,  Carmen 
Lombardo  and  John  W.  Green;  "Indian  Cradle 
Song,"  a  fox-trot  lullaby  by  Gus  Kahn  and 
Mabel  Wayne;  "Yale  Blues,"  an  international 
dance  success  that  is  London's  best  seller; 
"When  You  Played  the  Organ"  (And  I  Sang 
the  Rosary),  another  English  success,  this  time 
a  ballad  hit,  and  "Dolores,"  a  new  collegiate 
fox-trot  hit. 

The  Feist  catalog  is  a  particularly  strong 
one  with  a  number  of  outstanding  hits  vying 
for  supremacy  as  the  best  seller.  At  the  pres- 
ent time  "My  Ohio  Home"  occupies  the  top 
of  the  list,  succeeding  "My  Blue  Heaven," 
which  was  the  No.  1  song  for  a  lengthy  period. 
Other  numbers  which  are  showing  up  particu- 
larly well  include  "Romona,"  "There  Must  Be 
a  Silver  Lining,"  "Changes,"  "What  Are  You 
Waiting  for,  Mary?"  "Baby  Your  Mother,"  "A 
Shady  Tree"  and  a  number  of  others. 


"Singapore  Sorrows" 
Proving  Popular 

"Singapore  Sorrows,"  published  by  the  Broad- 
way Music  Corp.,  New  York  City,  of  which 
Will  Von  Tilzer  is  president,  is  proving  ex- 
tremely popular  with  orchestra  leaders  through- 
out the  country.  It  is  being  used  extensively 
in  radio  and  motion  picture  theatre  presenta- 
tions and  has  been  recorded  by  several  of  the 
leading  companies. 
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Kimball-Upson  Wins     Winners  of  Victor 
Super-Ball  Contest      Co.'s  Essay  Contest 


Window  Display  of  Sacramento  Dealer  Is 
Awarded  Prize  of  Packard  Sedan  in 
Contest  Sponsored  by  Yahr-Lange,  Inc. 

Milwaukee,  Wis.,  March  6— Yahr-Lange,  Inc., 
manufacturer  of  the  Super-Ball  Antenna,  re- 
cently announced  that  the  Kimball-Upson  Co., 
of  Sacramento,  Cal.,  was  decided  to  be  the 
winner  of  the  window-display  contest  which 
was  conducted  among  Super-Ball  antenna  deal- 
ers. The  prize  of  a  valuable  Packard  sedan 
automobile  was  awarded  the  Sacramento 
dealer  in  recognition  of  the  effectiveness  and 


Kimball-Upson  Window  Display  of  Super-Ball  Antennas 

sales  appeal  of  the  window  devoted  to  the 
Yahr-Lange  product  and  which  is  shown  here- 
with. Mr.  Upson,  in  acknowledging  receipt 
of  the  news  that  his  establishment  was  the 
victor  in  the  contest,  wrote  the  following  letter 
to  the  manufacturer:  "We  shall  have  to  re- 
cuperate for  a  day  or  so  longer  from  the 
pleasant  shock  before  being  able  to  see  clear 
enough  to  decide  just  how  to  come  into  pos- 
session of  this  valuable  Packard  sedan  prize. 
We  are  completely  overcome  by  our  success 
and  extend  our  sincerest  thanks  to  Yahr- 
Lange  and  the  judges  of  the  contest.  It  is  a 
fine  tribute  to  Kimball-Upson  Co.  and  our 
window  dresser,  Douglas  Dowell,  who  worked 
up  the  idea." 

Qther  dealers  who  received  honorary  men- 
tion for  the  window  displays  which  they 
submitted  were:  Atlas  Auto  Supply,  Zanesville, 

O.;  Baird-Swannell,  Inc.,  Kankakee,  111.;  Bart- 
ley's    Radio    Shop,    Excelsior    Springs,  Mo.; 

Bowers    Bros.'    Electric    Co.,   Lafayette,  Ind.; 

James  Brady  Hardware,  Barboursville,  W.  Va.; 

Daynes-Beebe  Music  Co.,  Salt  Lake  City,  Utah; 

555,   Inc.,   Little   Rock,   Ark.;    Foster's,  Inc., 

Racine,    Wis.;    Hanson-Duluth    Co.,  Duluth, 

Minn.;    Lighthouse   Electric    Co.,   Gary,  Ind.; 

McGraw  Electric  Co.,  Sioux  City,  la.;  Pickett 

Service  Co.,  Terre  Haute,  Ind.;  Sampson  Co., 

St.  Louis,  Mo.;  Warner  Bros.,  San  Francisco, 

Cal. 

Bartley's  Radio  Shop,  in  forwarding  the 
photograph  of  the  window  display,  said:  "My 
sales  report  shows  that  I  have  sold  and  in- 
stalled seventy-six  Super-Ball  antennas  in 
Excelsior  Springs.  The  horizon  is  certainly 
dotted  with  Super-Ball  antennas  as  you  ap- 
proach Excelsior  Springs,  coming  in  from 
Kansas  City.  There  is  one  point  just  at  the 
top  of  St.  Louis  avenue  where  you  can  count 
forty-one  Super-Ball  antennas  in  sight."  Yahr- 
Lange,  Inc.,  urges  its  dealers  to  make  use  of 
window  displays  in  stimulating  sales  and  is 
providing  material   free   upon  request. 


Miss  Lucy  T.  Hackler,  of  Rice  &  Co., 
Vicksburg,  Miss.,  Awarded  First  Prize 
for  Essay — Many  Contributions  Entered 

The    essay    contest    on    the    subject  "How 
I  Sell  Victor  Red  Seal  Orthophonic  Records," 
conducted  by  the  Victor  Talking  Machine  Co. 
among  the  Victor  record  sales  staffs  through- 
out  the   country,   closed   recently  and  was  a 
complete  success,  judged  from  both  the  stand- 
point of  the  number  of  entries  and  from  the 
quality  of  the  essays  submitted.    One  hundred 
and  sixty-one  cash  prizes  were  awarded  to  the 
winning  contestants, 
with  the  first  prize  of 
$250    going    to  Miss 
Lucy  T.  Hackler,  of 
Rice   Co.,  Vicksburg, 
Miss.     The  winning 
essay  will  appear  in 
the  April  issue  of  The 
Talking  Machine 
World.     Other  prize 
winners  included: 
Three   second  prizes 
of  $100  each:  William 
P.    Walker,  Bailey's 
Music    Rooms,  Inc., 
Burlington,  Vt.;  Miss 
Mary  E.  Sigler,  C.  M. 
Sigler,    Inc.,  Harris- 
burg,  Pa.;  Miss  Rose 
Pill,   Davidson  Bros. 
Co.,   Sioux   City,  la. 
Six    third    prizes  of 
$75   each;    Miss   M.   N.   Mills,   J.    R.  Wilson 
Co.,   Philadelphia,  Pa.;  James  A.  Stafford,  J. 
R.  Wilson  Co.,  Philadelphia,  Pa.;  Miss  Mina 
Wilcox,  J.  W.  Jenkins'  Sons  Music  Co.,  Kan- 
sas City,  Mo.;  Miss  Bessie  Miller,  A.  Miller 
Jewelry  Co.,  Monroe,  Wis.;  Miss  M.  A.  Houde, 
John   Wanamaker,   New   York,    N.   Y.;  Miss 
Elsa  Stein  Weiling,  Lyon  &  Healy,  Chicago, 
111.     Ten   fourth   prizes   of  $50   each:  Miss 
Florence  E.  Kendle,  J.  R.  Wilson  Co.,  Phila- 
delphia, Pa.;  Miss  Marie  Zook,  Banner  Furni- 
ture  Co.,   Music   Dept.,    Muncie,    Ind.;  Miss 
Edith  Brisben,  The  Baldwin  Shop,  Cincinnati, 
O.;  Miss  Florence  Kane,  North  Shore  Talking 
Machine   Co.,   Evanston,   111.;   Miss  Katherine 
C.  Mcintosh,  S.  Ernest  Philpitt  &  Son,  Miami, 
Fla. ;  Miss  Fannie  Brubaker,  Penn  Traffic  Co., 
Johnstown,  Pa.;  Mrs.  Ella  T.  Patrick,  Cheyne's 
Studio,   C.  E.   Cheyne,    proprietor,  Hampton, 
Va.;  Miss  Annie  May  Britt,  The  Corley  Co., 
Inc.',  Durham,  N.  C;  Miss  Isabelle  M.  Berry- 
man,  Neal  Clark  Neal  Co.,  Buffalo,  N.  Y.;  Miss 
Gertrude  O'Connor,  W.  J.  Dyer  &  Bro.,  St. 
Paul,  Minn.    In  addition,  there  were  141  fifth 
prizes  of  $10  each. 


Philco  Takes  Over 
the  Timmons  Corp. 

Timmons  Will  Manufacture  New  Type  of 
Speaker  Under  Philco  Name — Will  Con- 
tinue to  Make  and  Sell  Timmons  Prod- 
ucts Which  Are  Widely  Known 

Philadelphia,  Pa.,  March  7. — The  Philadelphia 
Storage  Battery  Co.,  manufacturer  of  Philco 
batteries  and  Philco  "A"  and  "B"  socket  power 
units,  has  confirmed  rumors  that  have  been 
prevalent  in  the  industry  for  some  time  to 
the  effect  that  the  Timmons  Radio  Products 
Corp.,  of  Germantown,  Pa.,  has  been  absorbed 
by  the  Philadelphia  Storage  Battery  Co.  The 
announcement  of  this  merger  is  of  great  in- 
terest in  the  entire  radio  industry  because  of 
the  widespread  activities  of  these  two  large 
radio  companies.  It  is  pointed  out  that 
mergers  of  this  character  have  an  economic 
value,  resulting  in  better  production  methods, 
better  distribution  and  more  productive  selling. 

It  is  announced  that  the  Timmons  Corp. 
will  manufacture  a  new  type  of  speaker  ex- 
clusively for  Philco  and  under  the  Philco 
name.  It  will  at  the  same  time  retain  its  own 
identity  as  a  division  of  Philco  and  continue 
to  manufacture  and  sell  the  Timmons  cone 
speaker  through  jobbers  and  dealers,  as  in  the 
past.  It  will  also  build  speakers  for  manu- 
facturers of  radio  sets  and  cabinets.  John  S. 
Timmons,  president  of  the  Timmons  Corp., 
has  been  associated  with  the  production  of 
loud  speakers  from  the  earliest  days  of  radio 
and  is  an  authority  on  sound  reproduction. 

An  intensive  advertising  campaign  will  be 
placed  behind  the  Timmons  speaker  and  the 
Philco  Co.  has  pledged  its  support  to  make 
the  newest  division  an  outstanding  figure  in 
the  loud  speaker  field. 

The  officers  of  the  company  are:  John  S. 
Timmons,  president;  Sayre  M.  Ramsdell,  vice- 
president;  John  S.  Thomas,  treasurer,  and  Ed- 
ward S.   Peyton,  secretary. 


Radio  Table  Patented 

The  Stenola  table,  manufactured  by  the 
Stettner  Phonograph  Corp.,  designed  for  the 
Radiola  Model  17,  and  equipped  with  the  100A 
RCA  speaker,  has  been  patented,  according  to 
an  announcement  by  Morris  Stettner,  president. 
Patent  No.  74586,  covering  the  design  and  dis- 
tinctive features  of  this  radio  table,  was  granted 
by  the  U.  S.  Patent  Office.  The  table  is  finished 
in  mahogany  to  match  the  design  and  finish  of 
Radiola  17. 


Brunswick  Dividend 


R.  A.  Forbes  on  Trip 

Roy  A.  Forbes,  manager  of  sales  and  mer- 
chandise of  the  Victor  Talking  Machine  Co.,  is 
now  on  an  extended  trip  to  the  important  dis- 
tributing centers  in  the  West  in  the  interests 
of  Victor  products.  Mr.  Forbes  expects  to  be 
away  from  his  desk  at  Camden,  N.  J.,  three  or 
four  weeks. 


Landay  Bros.,  New  York  City,  have  discon- 
tinued their  Fifth  avenue  store. 

World's  Classified  Advertising 

Any  member  of  the  trade  may  forward  to  this  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on 
application. 

WHOLESALE  SALESMEN  WANTED 

We  would  like  to  get  in  touch  with  several 
high-grade  piano  salesmen  who  have  had  suc- 
cessful experience  in  wholesale  and  retail  sell- 
ing Our  1928  program  calls  for  expansion  of 
sales  effort,  and  there  is  now  an  opportunity 
for  men  of  the  right  caliber  to  join  this  grow- 
ing organization  on  a  favorable  working  basis. 
If  you  are  looking  for  a  permanent  opportunity 
rather  than  just  a  job,  write  us  for  an  appoint- 
ment, giving  your  experience,  reference  and 
photograph  if  convenient.  Gulbransen  Co.,  3232 
West  Chicago  Avenue,  Chicago,  111. 


M.  Price  has  resigned  as  talking  machine 
manager   of    Bloomingdale   Bros.,    New  York. 


The  Board  of  Directors  of  the  Brunswick  Co. 
have  authorized  a  dividend  of  W\  per  cent,  pay- 
able April  1,  1928,  on  the  outstanding  preferred 
stock  of  the  company  to  holders  of  record 
March  20,  1928. 


FOR  SALE 

Well  established  general  music  store;  handle  lead- 
ing lines  of:  Pianos,  Phonographs,  Radio,  also 
small  goods.  One  of  the  best  towns  in  the  West; 
population  20, OCX);  owner  wishes  to  retire;  attrac- 
tive proposition  which  bears  investigation.  Ad- 
dress Box  1630.  Talking  Machine  World,  420  Lex- 
ington Ave.,  New  York. 


The  Latest  Record  Bulletins 


Victor  Talking  Machine  Go. 

LIST  FOR  MARCH  9 

21218  OP  Man  River— Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
Make  Believe — Fox-trot, 

Paul  Whiteman  antl  His  Orch.  10 

21219  After  My  Laughter  Came  Tears — Fox-trot, 

The  Virginians  10 
In  the  Sing-Song  Sycamore  Tree — Fox-trot. 

The  Virginians  10 

35883  Together. Paul  Whiteman  and  His  Concert  Orch.  12 
My  Heart   Stood   Still   (From   "A  Connecticut 
Yankee"), 

Paul  Whiteman  and  His  Concert  Orch.  12 
21211  Mrs.  Cohen  at  the  Beach — Part  1..  Fanny  Brice  10 
Mrs.  Cohen  at  the  Beach — Part  2.. Fanny  Brice  10 

21220  Together   Franklyn  Baur  10 

Four  Walls   Franklyn  Baur  10 

LIST  FOR  MARCH  16 
SELECTED   LIST   OF  RED   SEAL  RECORDS 
(Orthophonic  Recording) 
rt771  Sonata     in     C     Minor     (Pathetique) — Part  1 
(Beethoven,      Op.      13) — First      Movement — 
Grave — Molto  allegro  e  con  brio, 

Wilhelm  Bachaus  12 
Sonata     in     C     Minor     (Pathetique) — Part  2 
Grave — Molto  allegro   e  con  brio, 

Wilhelm  Bachaus  12 
6772  Sonata     in     C     Minor     (Pathetique) — Part  3 
(Beethoven,     Op.     13) — Second     Movement — 

Adagio  cantabile   Wilhelm  Bachaus  12 

Sonata     in     C     Minor      (Pathetique) — Part  4 
(Beethoven,     Op.      13) — Third     Movement — 

Rondo    (Allegro)   Wilhelm  Bachaus  12 

6651  Die  Meistersinger — Overture — Part  1"  (Wagner), 

Frederick  Stock  and  Chicago  Symphony  Orch.  12 
Die  Meistersinger — Overture — Part  2  (Wagner), 

Frederick  Stock  and  Chicago  Symphony  Orch.  12 
9163  Wa'.kurc — Ride   of  the  Valkyries  (Wagner), 

Albert  Coates  and  Symphony  Orch.  12 
Rheingold — Prelude  (Wagner), 

Albert  Coates  and  Symphony  Orch.  12 

3047  Seven  Variations  on  a  Theme  from  "The  Magic 

Flute" — Part   1  (Mozart-Beethoven). 

Pablo  Casals- Alfred  Cortot  10 
Seven  Variations  on  a  Theme  from  "The  Magic 
Flute" — Part  2  (Mozart-Beethoven), 

Pablo  Casals-Alfred  Cortot  10 

3048  Seven  Variations  on  a  Theme  from  "The  Magic 

Flute" — Part   3  (Mozart-Beethoven), 

Pablo  Casals-Alfred  Cortot  10 
Seven  Variations  on  a  Theme  from  "The  Magic 
Flute" — Part  4  (Mozart-Beethoven). 

Pablo  Casals- Alfred  Cortot  10 
Sonata  in  A  Major  (Faure,  Op.  13) — For  Violin 

and  Piano  Jacques  Thibaud-Alf red  Cortot 

Complete  on  Three  Double-Faced  Victor  Records, 
Nos.  8086-8087-8088 

1304  Softly  and  Tenderly  Jesus  Is  Calling, 

Louise  Homer  10 

It  Is  Well  With  My  Soul  Louise  Homer  10 

1301  I     Know    a     Lovely     Garden  (Teschemacher- 

D'Hardelot)   Maria  Jeritza  10 

The   Cuckoo   (Lehmann)  Maria  Jeritza  10 

6785  Louise — Berceuse  (Lullaby)  (Charpentier), 

Marcel  Journet  12 
Jongleur  de  Notre  Dame — Legende  de  la  Sauge 
(Legend  of  the  Sagebrush)  ....  Marcel  Journet  12 
S090  L'Arlesienne — Intermezzo  (Bizet-Kreisler). 

Fritz  and  Hugo  Kreisler  12 
Sanctissima  (Corelli-Kreisler), 

Fritz  and  Hugo  Kreisler  12 
9158  Huldigungs  March — Part   1  (Wagner). 

London  Symphony  Orch.  12 
Huldigungs  March — Part  2  (Wagner), 

London  Symphony  Orch.  12 
S085  Forza   del    Destino — Invano   Alvaro!    (In  Vain, 
Alvaro!)  (Verdi), 

Giovanni  Martinelli-Giuseppe  de  Luca  12 
Forza  del  Destino — Le  Minaccie,  i  fieri  accenti 
(Thy  Menaces  Wild!), 

Giovanni  Martinelli-Giuseppe  de  Luca  12 

1305  Annie  Laurie  (Douglass-Scott) .  Tohn  McCormack  10 
The   Au'd    Scotch    Sangs    (O    Sing   to   Me  the 
Auld  Scotch  Sangs)  (Bethune-Leeson), 

John  McCormack  10 

1306  None  But  a  Lonely  Heart  (Nur  wer  die  Sehn- 

sucht  kennt)    (Tschaikowsky,  Op.  6), 

John  McCormack  10 
Who   Is  Sylvia?  (Shakespeare-Schub-rt), 

Tohn  McCormack  10 
1037  A  Fairy  Story  by  the  Fire.... John  McCormack  10 
Now  Sleeps  the  Crimson  Petal  (Quilter). 

John  McCormack  10 
1308  Don    Giovanni — DaMa    sua    pace.  (On    Her  All 

Toy  Dependeth)   (Mozart)   Tito  Schipa  10 


Don  Giovanni — U  mio  tesoro  (To  My  Beloved), 

Tito  Schipa 

6788  Rheingold — Abendlich    strahlt    der    sonne  auge 

(The  Golden  Sunlight  Gleameth)  (Wagner), 

Friedrich  Schorr-Dr.  Leo  Blech  and 
State  Opera  Orchestra,  Berlin 
Rheingold — Abendlich    strahlt    der    Sonne  auge 
(The  Golden  Sunlight  Gleameth)  (Wagner), 

Friedrich  Schorr-Dr.  Leo  Blech  and 
State  Opera  Orchestra,  Berlin 

6789  Meistersinger — Was  duftet  doch  der  flieder  (How 

Sweet  the  Elder's  Scent)  (Wagner), 

Friedrich  Schorr-Dr.  Leo  Blech  and 
State  Opera  Orchestra,  Berlin 
Meistersinger — Kein'  regel  wollte  da  passen  (I 
Found  No  Rule  That  Would  Fit  It)  (Wagner), 
Friedrich  Schorr-Dr.  Leo  Blech  and 
State  Opera  Orchestra,  Berlin 
1300  Pirate  Dreams  (Garnett-Huerter), 

Ernestine  Schumann-Heink 
At  Parting  (Peterson-Rogers), 

Ernestine  Schumann-Heink 

6766  Theme  Varie    (Sor)  Andres  Segovia 

Gavotte   (Bach)   Andres  Segovia 

1309  Festivals — Part  1   (Nocturne  No.  2)  (Debussy), 
Leopold  Stokowsky-Philadelphia  Symphony  Orch. 
Festivals — Part  2  (Nocturne  No.  2)  (Debussy), 
Leopold  Stokowsky-Philadelphia  Symphony  Orch. 
6786  Prelude  in  E  Flat  Minor  (Bach), 

Leopold  Stokowsky-Philadelphia  Symphony  Orch. 
I  Call  Upon  Thee,  Jesus  (Ich  ruf  zu  clir,  Herr 
Jesu   Christ)  (Bach), 

Leopold  Stokowsky-Philadelphia  Symphony  Orch. 

21227  There  Must  Be  a  Silver  Lining — Fox-trot, 

Waring's  Pennsylvanians 
My  Stormy  Weather  Pal — Waltz, 

Johnny  Johnson  and  His  Statler  Pennsylvanians 
21214  Ramona — Waltz.. Paul  Whiteman  and  His  Orch. 
Lonely  Melody — Fox-trot, 

Paul  Whiteman  and  His  Orch. 

21228  Smile— Fox-trot..  .Paul  Whiteman  and  His  Orch. 
Away  Down   South  in   Heaven — Fox-trot, 

The  Virginians 

21226  Black  and  Blue  Blues  The  Duncan  Sisters 

Lickens   The  Duncan  Sisters 

21230  Bungalow  of  Dreams  Crescent  Trio 

From   Midnight  Till  Dawn  Tohnny  Marvin 

LIST  FOR  MARCH  23 

21233  Let  a  Smile  Be  Your  Umbrella — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch. 
The  Man  I  Love  (From  "Strike  Up  the  Band") 

— Fox-trot   The  Troubadours 

21240  Sunshine — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
Back  in  Your  Own  Back  Yard — Fox-trot, 

Paul  Whiteman  and  His  Orch. 

21234  Mary  Ann— Fox-trot, 

Jacques  Renard  and  His  Cocoanut  Grove  Orch. 
Auf  Wiederseh'n — Waltz, 

Jacques  Renard  and  His  Cocoanut  Grove  Orch. 

21238  Can't  Help  Lovin'  Dat  Man  Helen  Morgan 

Bill   Helen  Morgan 

21108  Bohunkus   Frank  Crumit 

Kingdom  Coming  (And  the  Year  of  Jubilo), 

Frank  Crumit 

Columbia  Phono.  Co.,  Inc. 

CELEBRITY  SERIES 
9035-M  Le    Deluge    (The    Deluge)    Prelude  (Saint- 
Saens;  Op.  45) — Violin  Solo..Toscha  Seidel 
Chanson   Arabe   (Rimsky-Korsakoff-Kreisler)  — 
Violin   Solo   Toscha  Seidel 

7146-  M  Otello:    Credo    (A    Cruel    God    I  Worship) 

(Verdi) — Baritone    Solo.  . .  .  Cesare  Formichi 
Andrea     Chenier:     Monologo — Nemico  della 
Patria  (Enemy  of  His  Country)  (Giordano) 
— Baritone  Solo   Cesare  Formichi 

2058-  M  Wiegenlied     (Cradle     Song)  (Tschaikowsky; 

Op.   16,  No.  1) — Soprano  Solo, 

Maria  Kurenko 

Nur  Wer  Die  Sehnsucht  Kennt  Ye  Who  Have 
Yearned  Alone  (Tschaikowsky) — Soprano 
Solo   Maria  Kurenko 

7147-  M  The  Power  of  Love  (Grainger) — Soprano  and 

Eleven     Instruments — Soprano,     Anita  At- 
water;   Piano,   Ralph   Leopold;  Harmonium 
Percy  Grainger 

Gum-Suckers  March  (Australian  March) 
(Grainger) — Instrumental;  Piano  and  Or- 
chestra— Piano   Percy  Grainger 

2059-  M  Caprice    No.    24    (Variations    in    A  Minor), 

Parts  1  and  2  (Paganini) — Violin  Snlo, 

Joseph  Szigeti 

SACRED  MUSIC 
1271-D  Crucifix! — Tenor  and  Baritone  Duet, 

Lewis  James-Elliott  Shaw 


10 


10 


The  Lord  Is  My  Shepherd — Tenor  and  Bari- 
tone  Duet   Lewis  James-Elliott  Shaw  10 

STANDARD  AND  INSTRUMENTAL  MUSIC 

50056-  D  Light    Cavalry:     Overture— Parts    1     and  2 

(Suppe), 

Columbia  Symphony  Orch. (Dir. R.H. Bowers)  12 

50057-  D  Tannhauser:     Pilgrim's    Chorus     (Wagner)  — 

Organ  Solo   G.  T.  Pattman  12 

Prelude    in   C    Sharp    Minor  (Rachmaninoff; 
Op.  3,  No.  2)— Organ  Solo, 

G.  T.  Pattman  12 

50058-  D  Emperor  Waltz  (Strauss;  Op.  437), 

Jacques  Jacobes'  Ensemble  12 
Wine,  Woman  and  Song  (Strauss) — Waltz, 

Jacques  Jacobes'  Ensemble  12 

1279-  D  Asleep  in  the  Deep— Bass  Solo, 

Anchored — Bass  Solo   Wilfred  Glenn  10 

1280-  D  Mighty   Lak'   a   Rose— Soprano  Solo, 

Belle  Forbes  Cutter  10 
Bonnie  Sweet  Bessie — Soprano  Solo, 

Belle  Forbes  Cutter  10 
POPULAR  INSTRUMENTAL  MUSIC 
1259-D  I    Still    Love   You— Pipe   Organ,   with  Vocal 

Chorus  by  Frank  Harris  Emil  Velazco  10 

Rain — Pipe  Organ   Emil  Velazco  10 

1289-D  Among   My   Souvenirs.  .  .The  Artist  Ensemble  10 

Yesterday   The  Artist  Ensemble  10 

DANCE  MUSIC 
1296-D  The   Sweetheart  of   Sigma   Chi— Waltz,  with 
Incidental  Singing  by  Ted  Lewis, 

Ted  Lewis  and  His  Band  10 
Good   Night — Waltz,   with   Incidental  Singing 
by  Ted   Lewis.... Ted  Lewis  and  His  Band  10 
1256-D  Mary   (What  Are  You  Waiting  For?)— Fox- 
trot, with  Vocal  Chorus  by  Frank  Harris, 

Paul  Ash  and  His  Orch.  10 
What   a   Wonderful   Wedding   That   Will  Be 
— Fox-trot,   with   Vocal   Chorus  by  Harold 

Lambert   Paul  Ash  and  His  Orch.  10 

1283-D  Four   Walls— Fox-trot,    with   Vocal    Chorus  by 
Harold  Lambert, 

Ipana  Troubadours  (S.  C.  Lanin,  Dir.)  10 
In   the   Sing   Song  Sycamore  Tree — Fox-trot, 
with  Vocal  Chorus  by  Harold  Lambert, 

Ipana  Troubadours  (S.  C.  Lanin,  Dir.)  10 

128 1-  D  Henry's  Made  a  Lady  Out  of  Lizzie — Fox-trot, 

with  Vocal  Trio, 

Clicquot  Club  Eskimos  (Dir.  H.  Reser)  10 
Gee!    I'm    Glad    I'm    Home — Fox-trot,  with 
Vocal  Chorus  by  Tom  Stacks, 

Clicquot  Club  Eskimos  (Dir.  H.  Reser)  10 
1285-D  Oh   Gee!— Oh   Joy!    (From    "Rosalie")— Fox- 
trot, with  Vocal  Chorus  by  Lewis  James, 

Ben  Selvin  and  His  Orch.  10 
Say    So!    (From    "Rosalie") — Fox-trot,  with 
Vocal  Chorus  by  Lewis  James, 

Ben  Selvin  and  His  Orchestra  10 
1284-D  Ol'   Man   River    (From   "Show   Boat")— Fox- 
trot, with  Vocal  Chorus  by  Wilfred  Glenn, 

Don  Voorhees  and  His  Orch.  10 
Can't   Help   Lovin'   Dat   Man    (From  "Show 
Boat") — Fox-trot,    with    Vocal    Chorus  by 
Vaughn  de  Leath, 

Don  Voorhees  and  His  Orch.  10 

1299-  D  I'm    Walkin'    on    Air — Fox-trot,    with  Vocal 

Chorus  by  Seger  Ellis, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 
I     Never     Dreamed — Fox-trot,     with  Vocal 
Chorus  by  Lewis  James. The  Knickerbockers  10 
1287-D  The  Beggar — Fox-trot,  with  Vocal  Chorus  by 

Frank   Harris  Mai  Hallett  and  His  Orch.  10 

My  New  York — Fox-trot,  with  Vocal  Chorus 
by  Frank  Marvin. Mai  Hallett  and  His  Orch.  10 

1300-  D  Daisy  Belle— Fox-trot,  with  Vocal  Chorus  by 

Charles  Kaley  Charles  Kaley  and  His  Orch.  10 
Just    Love    Me    (That's    All) — Fox-trot,  with 
Vocal  Chorus  by  Charles  Kaley. 

Charles  Kaley  and  His  Orch.  10 
1278-D  Our    Bungalow    of    Dreams — Fox-trot  (Inci- 
dental  Singing)  The  Four  Aristocrats  10 

Blue  Baby  (Why  Are  You  Blue)— Fox-trot, 
with  Vocal  Chorus  by  Prank  Harris. 

Harold  Leonard  and  His  Orch.  10 

1298-D  Alligator    Crawl— Fox-trot  "Doc" 

Cook  and   His   14   Doctors   of   Syncopation  10 

Brainstorm — Fox-trot   "Doc" 

Cook   and   Flis   14   Doctors   of   Syncopation  10 
1260-D  Imagination — Fox-trot  The  Charleston  Chasers 

Under  the  Direction  of  "Red"  Nichols   10 

Sugar  Foot  Strut — Fox-trot,  with  Vocal  Chorus, 
The  Charleston  Chasers,  Under  the  Direc- 
tion of  "Red"  Nichols   10 

VOCAL  NUMBERS 
1295-D  Mary    Ann— Vocal .  Ukulele  Ike  (Cliff  Edwards)  10 
Together— Vocal   ..  Ukulele  Ike  (Cliff  Edwards)  10 
12S8-D  Back  in  Your  Own  Back  Yard— Vocal, 

Ruth  Etting  10 


frfc 


fcfc 


$15,000.00!  was  offered  for  this  "natural  ballad"  hit 

Fm  Tired  of  Making  Believe 

written  by  George  A.  Kelley  and  Al  Piantadosi,  and  acknowledged  to 
be  a  worthy  successor  of  Piantadosi's  "Curse  of  an  Aching  Heart!" 

TWO  BIG  HITS! 

Waltz  Ballad 

My  Stormy  Weather  Pal" 


Vox-Trot 

"Dancing  Shadows" 


AL  PIANTADOSI,  Music  Publisher,  1576  Broadway,  New  York,  N.  Y. 

JOSEPH  P.  WHALEN,  General  Manager 


106 


The  Talking  Machine  World,  New  York,  March,  1928 


107 


LATEST  RECORD  BULLETINS— (Continued  from  page  106) 


When  You're  with  Somebody  Else — Vocal, 

Ruth  Etting 

1282-D  So  Tired— Vocal, 

The  Whispering  Pianist   (Art  Gillham) 
You'd  Rather  Forget  Than  Forgive — Vocal, 
The  Whispering  Pianist   (Art  Gillham) 

1293-  D  We'll  Have  a  New  Home   (In  the  Mornin') 

(from  "Take  the  Air") 

The  Girl  Baritone,  Kitty  O'Connor 
Lullaby   (from  "Take  the  Air") 

The  Girl  Baritone,  Kitty  O'Connor 

1290-D  Beautiful— Vocal  Seger  Ellis 

Where  in  the  World — Vocal  Seger  Ellis 

1255-D  Four   Walls — Vocal  Kenneth  Sargent 

Lonely  in  a  Crowd — Vocal. .  .Kenneth  Sargent 

1257-  D  Chloe  (Song  of  the  Swamp) — Male  Quintet, 

The  Singing  Sophomores 
My  Ohio  Home — Male  Quintet, 

The  Singing  Sophomores 

1294-  D  My  Heart  Stood  Still  (from  "A  Connecticut 

Yankee") — Vocal  James  Melton 

Thou  Swell  (from  "A  Connecticut  Yanke")  — 
Male  Quartet.  .  Goodrich  Silvertown  Quartet 

1258-  D  Go  Home  and  Tell  Your  Mother  (That  I  Love 

You) — Vocal  Duet, 

Vaughn  De  Leath  and  Frank  Harris 
Just  Around  the  Corner  from  an  A.  &  P. — 
Vocal  Duet, 

Vaughn  De  Leath  and  Frank  Harris 
1286-D  Somebody  Lied  About  Me — Vocal 

Oscar  Grogan 

Who  Knows? — Vocal  Oscar  Grogan 

1272-1)  The  Centenarian — Scottish  Comedian, 

Will  Fyffe 
The  Gamekeeper — Scottish  Comedian, 

Will  Fyffe 
SPECIAL  NATIONAL  RELEASE 

1261-  D  Throwin'    the    Horns — Fox-trot,    with  Vocal 

Chorus   New  Orleans  Owls 

Goose  Pimples — Fox-trot. .  .New  Orleans  Owls 

1262-  D  Shine  on  Harvest  Moon — Fox-trot,  with  Vocal 

Chorus  Bob  Miller  and  His  Orch. 

If  You  Just  Knew — Fox-trot, 

William  Nappi  and  His  Orch. 

1263-  D  When  I'm  Blue— Fox-trot. The  Halfway  House 

Dance  Orch.  (Direction  of  Albert  Brunies) 
I    Want    Somebody   to    Love — Fox-trot,  with 

Vocal  Chorus  The  Halfway 

Dance  Orch.  (Direction  of  Albert  Brunies) 

1264-  D  Weary  Blues— Fox-trot. 

Parenti's  Liberty  Syncopators 
African  Echoes — Fox-trot, 

Parenti's  Liberty  Syncopators 

1265-  D  Transportation    Blues,    Parts   3    and    4 — Fox- 

trot (Singing  by  Orchestra), 

Charlie  Troutt's  Melody  Artists 

1266-  D  That  Florida  Low  Down— Fox-trot, 

Francis  Craig  and  His  Orch. 
Moonlight  in  Mandalay — Fox-trot, 

Francis  Craig  and  His  Orch. 

1267-  D  Daylight's   Breaking  Blues — Fox-trot, 

Fulcher's  Dance  Trio 
After  That — Fox-trot. ...  Fulcher's  Dance  Trio 

1268-  D  O  Susanna — Vocal  Dan  Hornsby  Trio 

Cubanola  Glide — Vocal....  Dan   Hornsby  Trio 

1269-  D  Real   Estate    Pa-Pa    (You   Ain't   Gonna  Sub- 

divide Me) — Vocal, 

The  Sunflower  Girl  of  WBAP,  Bessie  Coldrion 
Mamma  Wants  to  Go  Bye-Bye — Vocal, 

The  Sunflower  Girl  of  WBAP,  Bessie  Coldrion 

1270-  D  Does  It  Make  Any  Diff'rence  to  You — Vocal, 

Mary  Flood  Gates 
I'd  Do  It  All  Over  Again — Vocal, 

Mary  Flood  Gates 

FAMILIAR  TUNES— OLD  AND  NEW 

15224-  D  My  Carolina  Home.  .McMichen's  Melody  Men 

Fifty  Years  Ago. ..  .McMichen's  Melody  Men 

15221-  D  Uncle  Bud .. Gid  Tanner  and  His  Skillet-Lickers 

with  Riley  Puckett  and  Clayton  McMichen 
Johnson's  Old  Gray  Mule, 

Gid   Tanner   and   His   Skillet-Lickers,  with 
Riley  Puckett  and  Clayton  McMichen 

15227-  D  My  Bonnie  Lies  Over  the  Ocean, 

Leake  County  Revelers 
In  the  Good  Old  Summertime, 

Leake  County  Revelers 

15220-D  Kelley  Waltz  Cartwright  Brothers 

Honeymoon  Waltz  Cartwright  Brothers 

1S226-D  Red  Wing— Vocal  Riley  Puckett 

Come  Be  My  Rainbow — Vocal.. Riley  Puckett 
15223-D  Henry's  Made  a  Lady  Out  of  Lizzie — Vocal 

Al  Craver 

That  Good  Old  Country  Town— Vocal  Duet, 
Al  Craver  and  Charlie  Wells 

15222-  D  When  I  Walked  the  Streets  of  Gold— Sacred 

Singing   Roper's  Mountain  Singers 

On  the   Sea  of  Life — Sacred  Singing, 

Roper's  Mountain  Singers 

15225-  D  Come  and  Dine — Sacred  Singing, 

The  Happy  Four 
Climbing  Up  the  Golden  Stairs — Sacred  Sing- 
ing  The  Happy  Four 

15228-  D  I   Want  to  Go   There,   Don't   You?— Sacred 

Singing   Blue  Ridge  Singers 

Glory   Is   Now    Rising   in    My    Soul — Sacred 

Singing   Blue  Ridge  Singers 

IRISH  RECORDS 

33230-  F  Flanagans  at  St.  Patrick's  Parade — Vocal, 

Flanagan  Brothers 
Ireland's  32 — Vocal   Flanagan  Brothers 

3323 1-  F  St.  Patrick's  Day— Flute  Solo, 

John  Griffin  (Fifth  Avenue  Bus  Man) 
The  Land  Where  the  Shamrocks  Grow — Flute 
Solo...  John  Griffin  (Fifth  Avenue  Bus  Man) 

33232-  F  Green  Isle  of  Erin— Tenor  Solo, 

George  O'Brien 
For  Killarney  and  You — Tenor  Solo, 

George  O'Brien 

33233-  F  The    Sidewalks    of    New    York    (East  Side. 

West   Side) — Vocal   Flanagan  Brothers 

Sweet  Rosy  O'Grady — Vocal, 

Flanagan  Brothers 

33234-  F  The  Kerry  Polka— Dance, 

Frank  Quinn-Joe  Maguire 
The  Varsouviana  — Dance, 

Frank  Quinn-Joe  Maguire 

33235-  F  Lantry  Larry — Vocal   Shaun  O'Nolan 

My   Galway   Colleen — Vocal ...  Shaun  O'Nolan 

33236-  F  Jackson's  Bottle  of  Brandy — Jig, 

Sullivan's  Shamrock  Band 
Harvest  Home  Hornpipe — Whistle  Solo, 

Daniel  P.  Moroney 

33237-  F  Lord  McDonald's  Reel— Reel;   Violin  Solo, 

Michael  Coleman 
The  Grey  Goose — Jig;  Violin  Solo, 

Michael  Coleman 

33238-  F  Off   She   Goes;   The  Valleys   are  Blooming- 

Jigs.. P.  Doran-J.  Owens-D.  Flynn-M.  Harte 
Tom   Henry's  Favorite;   Pete  Brown's  Fancy 
Reels. P.  Doran-J.  Owens-D.  Flynn-M.  Harte 

33239-  F  The  Roving  Piper— Reel ;  Violin  Solo. 

James  Claffy 

Shannon  Bells;   Irish   Wedding — Jigs;  Violin 
Solo   James  Claffy 


Edison  Disc  Records 


52172 
52197 


52200 


52199 
52194 


52201 

52204 
52208 

52205 

52188 

52209 

52212 

80888 

52187 

52222 
52218 

52198 
52202 

52203 
52210 

52211 
52206 


52216 


57027 
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SPECIALS 

Mule  Mileage — A  Darky  Sketch.. Two  Dark  Knights 
Love  Affairs — A  Darky  Sketch... Two  Dark  Knights 
My   Blue    Heaven    (Whiting-Donaldson) — Piano 

Solo   Muriel  Pollock  (The  Piano  Girl) 

(What  Do  We  Do  On  a)   Dew-Dew-Dewy  Day 
(John son-Tobias- Sherman) — Piano  Solo, 

Muriel  Pollock  (The  Piano  Girl) 
Waiting  for  a  Lucky  Break, 

The  Radio  Chef  and  His  Boy  Friend  Sam 
I  Haven't  Got  a  Thing  to  Wear, 

The  Radio  Chef  and  His  Boy  Friend  Sam 
Henry's  Made  a  Lady  Out  of  Lizzie  (O'Keefe- 
)->e  bylva-Urown-Henderson) — Dave  Kaplan  at 
the  Piano, 

The  Happiness  Boys  (Ernest  Hare-Billy  Jones) 
Poor   Lizzie    (Silver-Meskill) — Dave    Kaplan  at 
the  Piano, 

The  Happiness  Boys  (Ernest  Hare-Billy  Jones) 

Mary  Ann   (Davis-Silver)  Walter  Scanlan 

Without  You,  Sweetheart  (DeSylva-Brown-Hen- 

derson)   Walter  Scanlan 

I  Must  Be  Dreaming  (Dubin-Flaherty-Sherman), 

Dick  Robertson  (The  Radio  Jester) 
Let  a  Smile  Be  Your  Umbrella  on  a  Rainy  Day 
(Kahal- Wheeler-Fain), 

Dick  Robertson  (The  Radio  Jester) 
Dream  Kisses  (Yellen-Jerome),  . 

The  Radio  Franks  (Bessinger-White). 

with  the  Variety  Players 
Who's  Blue  Now?  (Caesar-Meyer), 

The  Radio  Franks  (Bessinger-White), 

with  the  Variety  Players 
Eilleen   Allanna    (Marble-Thomas)  ...  Walter  Scanlan 
At    the   End    of   an    Irish    Moonbeam  (Ponce- 
Golden)   Walter  Scanlan 

Don't  Love  a  Smiling  Sweetheart ...  Willard  Hodgin 

Courtin'  the  Widow   Willard  Hodgin 

Phil  and  "Jerry" — Act  1, 

The  Ventriloquist  and  His  Dummy 
Phil  and  "Jerry" — Act  2, 

The  Ventriloquist  and  His  Dummy 
Little  Log  Cabin  of  Dreams  (Hanley-Dowling), 

J.  Donald  Parkei 
Forevermore  (Lewis-Gotthelf-Burnett). 

J.  Donald  Parker 
Ev'rybody   Loves   My   Girl  (Lewis-Young-Abra- 
hams)  The  Rollickers 

Oh!  Lucindy  (Hollingsworth-Deppen), 

The  Rollickers 
There  Ought  to  Be  a  Law  Against  That  (Caesar- 
Friend)    ....Jack  Kaufman  and  the  7  Blue  Babies 
The  Grass  Grows  Greener  ('Way  Down  Home) 
(  Yellen-Dougherty) , 

Jack  Kaufman  and  the  7  Blue  Babies 
There  Must  Be  a  Silver  Lining  (That's  Shining 
for  Me)  (Morse-Donaldson^, 

Vaughn  de  Leath  (The  Radio  Girl)  and  Her  Buddies 
Rambler  Roses  Ramble  (De  Leath), 

Vaughn  de  Leath  (The  Radio  Girl)  and  Her  Buddies 
Auf  Flugeln  des  Gesanges  (On  Wings  of  Song) 
(Mendelssohn) — Soprano,  in  German, 

Frieda  Hempel 
Als  die  alte  Mutter  (Songs  My  Mother  Taught 
Me)    (Dvorak;   Op.   55,  No.  4) — Soprano,  in 

German   Frieda  Hempel 

Take  Up  Thy  Cross  (Ackley), 

Homer  Rodeheaver  and  Chorus 
In  the  Garden  With  Jesus  (Poole-Ackley), 

Homer  Rodeheaver  and  Chorus 
Sunshine  (Berlin)  .Vaughn  de  Leath  (The  Radio  Girl) 
I  Just  Roll  Along  (Havin'  My  Ups  and  Downs) 

(Trent-De  Rose). Vaughn  de  Leath  (The  Radio  Girl) 
Sweetheart  Memories  (Davis-Burke) .  Elliott  Stewart 
Together  (DeSylva-Brown-Henderson), 

Elliott  Stewart 

FLASHES 

I  Just  Roll  Along  Havin'  My  Ups  and  Downs 

(Trent-De  Rose) — Fox-trot, 
Piccadilly  Players  and  the  Radio  Girl  (Dir.  M.  Morris) 
What'U  You  Do?   (Miller-Cohn)— Fox-trot, 
Piccadilly  Players  and  the  Radio  Girl  (Dir.  M.  Morris) 
I  Still  Love  You  ( Yellen-Ager) — Fox-trot,  with 
Vocal  Chorus  by  Theo  Alban, 

Duke  Yellman  and  His  Orch. 
Maybe  I'll  Baby  You  (From  "Take  the  Air") 
(Buck-Stamper) — Fox-trot, 

B.A.Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
Lovely   Little   Silhouette    (Lewis-Young-Rose) — 
Fox-trot,  with  Vocal  Chorus  by  Theo  Alban, 

Duke  Yellman  and  His  Orch. 
There's  Somebody  New  (Kahn-Jones) — Fox-trot. 

Duke  Yellman  and  His  Orch. 
My   Heart   Stood   Still    (From   "A  Connecticut 
Yankee")     (Hart-Rodgers)  —  Fox-trot,  with 
Vocal  Chorus, 
B.A.Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
My  Rainbow   (from  "Harry  Delmar's  Revels") 
(Lee-Hackett) — Fox-trot,  with  Vocal  Chorus, 
B.A.Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
Japansy     (Bryan-Klenner) — Waltz,     with  Inci- 
dental Singing  by  The  Rollickers, 

Jack  Stillman's  Orch. 
When    Love    Comes    Stealing  (Rapee-Pollack- 
Hirsch) — Waltz,    with   Incidental    Singing  by 

The  Rollickers   Jack  Stillman's  Orch. 

I   Ain't   Got   Nobody    (And   Nobody   Cares  for 
Me)    (Graham- Williams) — Fox-trot, 

Golden  Gate  Orch. 
Third  Rail  (Vern  De  Mars)— Fox-trot, 

Golden  Gate  Orch. 
Danger!    (Look   Out   for  That   Gal)  (O'Flynn- 
Kilfeather) — Fox-trot;   Intro.:   The  Songsters, 
Ken   and   Vic.  .  .Oreste  and  His  Queensland  Orch. 
Lovely   Lady    (From    "Lovely   Lady")  (Wood- 
Stamper-Levey) — Fox-trot;   Intro.:   The  Song- 
sters, Ken  and  Vic, 

Oreste    and  His  Queensland  Orch. 
I    Fell    Head    Over    Heels    in    Love  (Parson- 
Thayer) — Fox-trot, 

Piccadilly  Players  and  Singers  (Dir.  M.  Morris) 
Rose  Room  (Williams-Hickman) — Fox-trot, 

Piccadilly  Players  and  Singers  (Dir.  M.  Morris) 
My    Ohio    Home    (Kahn-Donaldson) — Fox-trot, 
with  Duet  Chorus, 

Louis  Lilienfeld  with  His  Hotel  Biltmore  Orch. 
The  Sunrise  (Will  Bring  Another  Day  for  You) 
(Friend) — Fox-trot,  with  Duet  Chorus. 

Louis  Lilienfeld  with  His  Hotel  Biltmore  Orch. 
GENERAL  GROUP 
Was  macht  der  Maier  am  Himalaya  (Where  Is 
My  Meyer?)   (From  "Balieff's  Chauve-Souris") 
(Rotter-Stransky-Profes) — Male  Voices,  in  Ger- 
man  Manhattan  Quartet 

Wo   sind   Deine   Haare,  August?    (Beda-Fall) — 

Voices,  in  German   Manhattan  Quartet 

SPANISH 

Bolero  (Paco  Lucena)  Rondalla  Uzandizaga. 

Spanish  String  Ensemble 


Ole    Las    Mujeres!  —  Paso    doble    (Oh,  Those 
Girls)    (M.  Romero)   Randalla  Uzandizaga, 

Spanish  String  Ensemble 
40-MINUTE  RECORD 
30005  Carry  Me  Back  to  Old  Virginny  (Bland),  Anna 
Case,  with  Criterion  Quartet;  Song  of  India 
(Chanson  indoue)  (Rimsky-Korsakow),  Anna 
Case;  Second  Mazurka  (Godard),  Piano  Solo 
by  Andre  Benoist;  Annie  Laurie  (Scott); 
uld  Foiks  at  Home  (1*  oster)  Anna  Case 

The  Mocking  Bird  (Winner) ;  Somewhere  a 
Voice  Is  Calling  (Tate-Newton);  Two  Larks 
(Leschetzky),  iriano  soio  by  Andre  Benoist; 
Bonnie,  Sweet  Bessie  (Gilbert-Root) ;  Home, 
Sweet  Home  (Payne)   Anna  Case 


Edison  Blue  Amberol  Records 


5458 

5459 

5460 

5461 
5462 

5464 

5465 

5466 

5467 
5468 

5469 
5470 

5472 

5473 

5474 

5452 

5457 

5463 

5471 
5476 


5477 
5478 
5479 
5480 


5481 
5482 
5483 

5484 
5485 
5487 


Get  'Em  in  a  Rumble  Seat — Dave  Kaplan  at  the 
Piano, 

The  Happiness  Boys  (Billy  Jones-Ernest  Hare) 
My  Carolina  Home — Vocal  and  Instrumental, 

Vernon  Dalhart  and  Company 
OIDem  Golden  Slippers — Vocal  and  Instrumental, 

Vernon  Dalhart  and  Company 
Love  Affairs — A  Darky  Sketch.  .Two  Dark  Knights 
I  Scream — You  Scream — We  All  Scream  for  Ice 

Cream   The  Rollickers 

Somebody's  Sweetheart — Fox-trot, 

Piccadilly  Players  and  Singers 
Among  My  Souvenirs — Fox-trot, 

B.A.Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
Up  in   the   Clouds   (From   "The   Five  O'Clock 
Girl") — Fox-trot,  with  Vocal  Chorus  by  Billy 

Jones  Dave  Kaplan  wkh  His  Happiness  Orch. 

(What  Do  We  Do  On  a)  Dew-Dew-Dewy  Day — 

Piano   Solo   Muriel  Pollock  (The  Piano  Girl ) 

Highways  Are  Happy  Ways  (When  They  Lead 
the  Way  Home) — Fox-trot,  with  Singing, 

Harry  Reser's  Roundels 

Honolulu  Moon   Waikiki  Hawaiian  Orch. 

My  Blue  Heaven, 

Vaughn  de  Leath  (The  Radio  Girl)  a.id  Her  Buddies 
That's  the  Reason  Noo  I  Wear  a  Kilt — Comic 

Song  Harry  Lauder 

One  More  Day's  Work  for  Jesus — Sacred  Song, 

Cormelia  Marvin  and  Harry  Anthony 
Three  Quotations:   And  I,  Too,  Was   Born  in 

Arcadia   Sousa's  Band 

The  Whole  World  Is  Waiting  (For  Dreams  to 

Come  True)   Vernon  Dalhart 

When   the   Robert   E.   Lee   Comes   to   Town — 
Fox-trot,  with  Vocal  Chorus, 
B.  A.  Rolfe  (Trumpet  Virtuoso)  and 

Palais  d'Or  Orch. 
Hawaiian  Yodel  Song  (E  Liliu  E), 

Mid-Pacific  Hawaiians  (W.  Kalama,  Dir.) 
My  Blue  Heaven .. .Muriel  Pollock  (The  Piano  Girl) 
Henry's    Made    a    Lady    Out    of    Lizzie — Dave 
Kaplan  at  the  Piano, 

The  Happiness  Boys  (Billy  Jones-Ernest  Hare) 

Courtin'  the  Widow  Willard  Hodgin 

Don't  Love  a  Smiling   Sweetheart.  .Millard  Hodg.n 

Together  We  Two  J.  Donald  Parker 

I'm     Walkin'     on    Air — Fox-trot,    with.  Vocal 
Chorus  by  Happy  Jack, 

Oreste  and  His  Queensland  Orch. 
Mule  Mileage — A  Darky  Sketch.. Two  Dark  Knights 

Among  My  Souvenirs   Charles  Harrison 

Carry  Thy  Burden  to  Jesus, 

Homer  Rodeheaver  and  Chorus 
Dear,    On   a    Night    Like   This — Fox-trot,  with 
Vocal  Chorus  by  Theo  Alban, 

Louis  Lilienfeld  with  His  Hole]  Biltmore  Orch. 
An  Old  Guitar  and  an  Old  Refrain — Fox-trot, 
with  Vocal  Duet, 

Ernie  Golden  and  His  Hotel  McAlpin  Orch 
Naughty  Marietta  Selections, 

Victor  Herbert  and  His  Orch. 


Okeh  Records 


40978 


40979 


40983 


4518S 
45189 
45190 


8544 


LIST  FOR  FEBRUARY  25 
DANCE  RECORDS 
Say    So!    (From    "Rosalie")  (Gershwin-Wode- 
house-Gershwin) — Fox-trot,  with  Vocal  Refrain, 

The  Okeh  Melodians 
Oh,  Gee!— Oh,  Joy!    (From  "Rosalie")  (Wode- 
house-Gershwin-Gershwin)  —  Fox-trot,  >  with 

Vocal  Refrain   The  Okeh  Melodians 

Mississippi  Mud  (Barris) — Fox-trot,  with  Vocal 

Refrain   Frankie  Trumbauer  and  His  Orch. 

There'll  Come  a  Time   (Wait  and  See)  (Man- 
none-Mole) — Fox-trot, 

Frankie  Trumbauer  and  His  Orch. 
Keep    Sweeping    the    Cobwebs    Off    the  Moon 
(Lewis- Young-Levant)  —  Fox-trot,   with  Vocal 

Trio  Refrain   Ernie  Golden  and  His  Orch. 

After  My  Laughter  Came  Tears  (Turk-Tobias- 
Turk) — Fox-trot,  with  Vocal  Trio  Refrain, 

Ernie  Golden  and  His  Orch. 
VOCAL  RECORDS 
My  Ohio  Home  (Kahn-Donaldson) — Vocal,  with 

Piano   Lillian  Morton 

After  iMy  Laughter  Came  Tears  (Turk-Tobias- 
Turk) — Vocal,  with  Piano   Lillian  Morton 

An    Old    Guitar   and    an    Old    Refrain  (Kahn- 
Black-Moret) — Vocal,    with    Instrumental  Ac- 

comp  Noel  Taylor 

Dream  Kisses  (Yellen-Jerome) — Vocal,  with  In- 
strumental Accomp  Noel  Taylor 

INSTRUMENTAL  RECORD 
Girl  of  My  Dreams   (Clapp) — Hawaiian  Instru- 
mental  Ferera-Paaluhi 

Hawaiian  Mother  o'  Mine  (Hampton) — Hawaiian 

Instrumental   Ferera-Paaluhi 

OLD  TIME  TUNE  RECORDS 
Sea  March — Instrumental   . . . .  Scottdale  String  Band 
Down   Yonder — Instrumental ..  Scottdale  String  Band 

His  Name  Is  Jesus — Vocal  Carolina  Quartet 

Twilight  Is  Stealing — Vocal  Carolina  Quartet 

My   Blue   Ridge    Mountain   Home    (Robison) — 
Vocal  Duet,  with  Instrumental  Accomp., 

Dalhart-Robison 
I  Know  There's   Somebody  Waiting  (Robison) 
— Vocal  Duet,  with  Instrumental  Accomp., 

Dalhart-Robison 

RACE  RECORDS 
Bed    Slats — Vocal,    with    Stovepipe    and  Guitar 

Accomp  Stovepipe  No.  1  and  David  Crockett 

A    Chicken    Can    Waltz    the    Gravy    Around — 
Vocal,  with  Stovepipe  and  Guitar  Accomp.. 

Stovepipe  No.  1  and  David  Crockett 
Goose  Pimples  (Trent-Henderson) — Fox-trot, 

New  Orleans  Lucky  Seven  " 
Royal  Garden   Blues   (Williams-Williams) — Fox- 
trot  New  Orleans  Lucky  Seven 

(Continued  on  page  108) 
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LATEST  RECORD  BULLETINS — (Continued  from  page  107) 


NEW/  DIFFERENT/  A  REAL 
NOVELTY  FOX  TROT/ 


8545  Do  What  You  Did  Last  Night  (Razaf-Johnson) 

— Vocal,  with  Piano  Accomp  Helen  Humes 

If  Papa  Has  Outside  Lovin'  (Johnson) — Vocal, 
with  Piano  Accomp  Helen  Humes 

EUROPEAN  RECORDINGS 
(ODEON  LABEL) 

5136  Auf  Fluegeln  des  Gesganges — On  Wings  of  Song 

(Mendelssohn)  —  Soprano,    with  Instrumental 

Accomp.;  Sung  in  German  Lotte  Lehmann 

Von  Ewiger  Liebe — Love  Eternal  (Brahms) — 
Soprano,  with  Instrumental  Accomp.;  Sung  in 
German   Lotte  Lehmann 

5137  Midsummer    Night's    Dream — Wedding  March 

(Mendelssohn) — Symphony  Orchestra. 

Dr.  Weissman  and  the  Orchestra 

of  the  State  Opera  House,  Berlin 
Midsummer  Night's   Dream — Scherzo  (Mendels- 
sohn)— Symphony  Orchestra, 

Dr.  Weissman  and  the  Orchestra 

of  the  State  Opera  House,  Berlin 
3219  Weaner  Madl'n — Girls  of  Vienna — Parts  1  and  2 

(Ziehrer) — Orchestra. Edith  Lorand  and  Her  Orch. 
LIST  FOR  MARCH  5 
DANCE  MUSIC 

40984  Honolulu   Blues    (Goldstein) — Fox-trot, 

Miff  Mole  and  His  Little  Molers 
The   New   Twister    (Lillard-Krise) — Fox-trot, 

Miff  Mole  and  His  Little  Molers 

40985  Why  Do  I  Love  You?   (From  "Show  Boat") 

(Hammerstein-Kern)  —  Fox-trot,    with  Vocal 

Refrain   The  Royal  Music  Makers 

Can't  Help  Lovin'  Dat  Man  (From  the  "Show 
Boat")  (Hammerstein-Kern) — ■  Fox-trot,  with 
Vocal   Refrain   The  Royal  Music  Makers 

40986  Look  in  the  Mirror  and  See  Just  Who  I  Love 

(Goetz-Stept) — Fox-trot,  with  Vocal  Refrain, 

Fred  "Sugar"  Hall  and  His  Sugar  Babies 
Plenty  of  Sunshine  (DeSylva-Brown-Henderson) 
— Fox-trot,  with  Vocal  Refrain, 

Fred  "Sugar"  Hall  and  His  Sugar  Babies 
VOCAL  RECORDS 

40987  Henry's  Made  a  Lady  Out  of  Lizzie  (O'Keefe) 

— Vocal,  with  Piano   Beth  Challis 

Get  'Em  in  a  Rumble  Seat  (Davidson-Lampl- 
Marshall) — Vocal  Duet,  with  Piano, 

Beth  Challis  and  Noel  Taylor 
40986  Mine — All     Mine      (Ruby-Cowan-Stept) — Vocal, 

with  Guitar  by  Ed.  Lang  Rube  Bloom 

I'm   Cryin'    'Cause   I   Know   I'm   Losing  You 

(Friend) — Vocal,  with  Piano   Rube  Bloom 

INSTRUMENTAL 
40989  Prelude   (Rachmaninoff;  Op.  3,  No.  2)— Guitar 

Solo   ; .  .Ed  Lang 

A  Little  Love,  a  Little  Kiss   (Silesu) — Guitar 

Solo   Ed  Lang 

OLD  TIME  TUNE  RECORDS 

45191  Red   Wing   (Mills)— Instrumental, 

Carolina  Mandolin  Orch. 
Georgia  Camp-Meeting — Instrumental, 

Carolina  Mandolin  Orch. 

45192  Stockade  Blues — Vocal,  with  Instrumental, 

The  Georgia  Crackers 
I've  Got  a  Gal  in  Baltimore — Vocal,  with  Instru- 
mental  The  Georgia  Crackers 

45193  Sleep  on  Departed  Ones — Male  Quartet,  Accomp. 

by   Organ   Simmons  Sacred  Singers 

Hold  to  God's  Unchanging  Hand — Male  Quartet, 

Accomp.   by   Organ  Simmons  Sacred  Singers 

RACE  RECORDS 

8546  This  World  Is  Not  My  Home   (Hill)— Vocal, 

with  Piano  and  Guitar, 

Jessie  May  Hill  (The  Church  of  God  in  Christ) 
I'm  Going  to  Lift  Up  a  Standard  for  My  King 
(Hill) — Vocal,  with  Piano  and  Guitar, 

Jessie  May  Hill  (The  Church  of  God  in  Christ) 

8547  Hell  Is  in  God's  Jail  House — Sermon, 

Rev.  J.  M.  Gates  and  Congregation 
The  End  of  the  World  and  Time  Will  Be  No 
More — Sermon  ...Rev.  J.  M.  Gates  and  Congregation 

8548  Oriental  Man   (Blythe-Robinson)— Fox-trot, 

The  Chicago  Footwarmers 
My  Baby  (Blythe-Slaughter) — Fox-trot, 

The  Chicago  Footwarmers 
LIST  FOR  MARCH  15 
DANCE  MUSIC 

40990  Together     (DeSylva-Brown-Henderson) — Waltz, 

with  Vocal  Refrain, 

Sam  Lanin  and  His  Famous  Players 
Ramona    (Gilbert- Wayne) — W3''2!    with  Vocal 
Refrain   Sam  Lanin  and  His  Famous  Players 

40991  There  Must  Be  a  Silver  Lining  (That's  Shining 

for    Me)    (Morse-Donaldson) — Fox-trot,  with 

Vocal  Refrain   Justin  Ring's  Okeh  Orch. 

I  Still  Love  You  (Yellen-Ager) — Fox-trot,  with 
Vocal  Refrain   Ted  Wallace  and  His  Orch. 

40992  Sunshine    (Berlin) — Fox-trot,    with    Vocal  Re- 

frain  The  Gotham  Troubadours 

Chloe  (Song  of  the  Swamp)  (Kahn-Moret) — 
Fox-trot,  with  Vocal  Refrain, 

The  Gotham  Troubadours 
VOCAL  RECORDS 

40993  I'll  Think  of  You  (Kahn-Lyman-Schonberger)  — 

Vocal,  with  Violin  and  'Cello  Accomp.;  Piano 

by  Ted  Shapiro   Mark  Fisher 

When  You're  With  Somebody  Else  (Baer- 
Etting-Gilbert) — Vocal,  with  Violin  and  'Cello 
Accomp.;  Piano  by  Ted  Shapiro  Mark  Fisher 

40994  Together     (DeSylva-Brown-Henderson)  —  Vocal, 

with  Instrumental  Trio  Madeline  Beatty 

Cobble-Stones  (Clark-Pollack)— Vocal,  with  In- 
strumental Trio   Madeline  Beatty 

OLD  TIME  TUNES 

45194  In  the  Shadow  of  the  Pine — Vocal,  with  Instru- 

mental  Earl  Johnson  and  His  Clodhoppers 

The  Little  Grave  in  Georgia — Vocal,  with  Instru- 
mental  Earl  Johnson  and  His  Clodhoppers 

45195  Old  Fashioned  Waltz — Accordion  and  Guitar, 

Homer  Christopher-Raney  Van  Vink 
Sleep,  Baby,   Sleep — Accordion  and  Guitar, 

Homer  Christopher-Raney  Van  Vink 

45196  Beautiful  River — Male  Quartet,  with  Organ, 

Allen  Quartet 
Life's  Railway  to   Heaven — Male  Quartet,  with 

Organ   Allen  Quartet 

RACE  RECORDS 

8549  Rock  Pile  Blues  (Johnson) — Vocal,  with  Guitars, 

Sylvester  Weaver 
Chittlin    Rag    Blues     (Williams) — Vocal,  with 
Guitars   Sylvester  Weaver 

8550  Red  Lantern  Blues  (Spivey) — Vocal,  with  Guitar 

and  Piano  Accomp  Victoria  Spivey 

Jelly  Look  What  You  Done  Done  (Hurston)  — 
Vocal,  with  Guitar  and  Piano  Accomp., 

Victoria  Spivey 

8551  I'm  Not  Rough  (Armstrong) — Fox-trot, 

Louis  Armstrong  and  His  Hot  Five 
Got  No  Blues— Fox-trot, 

Louis  Armstrong  and  His  Hot  Five 
EUROPEAN  RECORDINGS 

3220  Traviata— Selections   Parts   1    and   2    (Verdi)  — 

Orchestra   Dajos  Bela  and  His  Orch. 

3221  Tales  From  the  Vienna  Woods — Geschichten  aus 


dem  Wiener  Wald — Parts  1  and  2  (Strauss) — 
Orchestra   Edith  Lorand  and  Her  Orch. 

5138  William  Tell — Overture  Parts  1  and  2  (Rossini) 

— Symphony  Orchestra, 

Pietro  Mascagni,  Conducting  the  Orchestra 

of  the  Berlin  State  Opera  House 

5139  William  Tell— Overture  Parts  3  and  4  (Rossini) 

— Symphony  Orchestra, 

Pietro  Mascagni,  Conducting  the  Orchestra 

of  the  Berlin  State  Opera  House 


Regal  Records 


DANCE  RECORDS 

8496  What  Do  You  Say  ?— Fox-trot, 

Sam  Lanin's  Dance  Orch. 
To-day  Is  To-day — Fox-trot, 

Markel's  Society  Favorites 

8497  What   a  Wonderful   Wedding  That   Will  Be— 

Fox-trot  PeTham  Inn  Society  Orch. 

Back  in  Your  Own  Back  Yard— Fox-trot, 

Sam  Lanin's  Dance  Orch. 

8498  If  I  Can't  Have  You— Fox-trot, 

Markel's  Society  Favorites 
My  Melancholy  Baby — Fox-trot, 

The  Original  Indiana  Five 

8499  When  You're  With  Somebody  Else — Fox-trot, 

The  Rounders 

Changes — Fox-trot   The  Rounders 

8500  Sunshine — Fox-trot   Pelham  Inn  Society  Orch. 

Anything  to  Make  You  Happy — Fox-trot, 

Imperial  Dance -Orch. 

8501  Can't  Help  Lovin'  Dat  Man  (From  the  "Show 

Boat") — Eox-trot   Pelham  Inn  Society  Orch. 

Why  Do  I  Love  You?  (From  the  "Show  Boat") 
— Fox-trot   Spencer's  Dance  Orch. 

8502  A  Shady  Tree — Waltz  Dixie  Marimba  Players 

When  Love  Comes  Stealing — Waltz, 

Dixie  Marimba  Players 

8503  The  Man  I  Love— Fox-trot, 

Markel's  Society  Favorites 
'S  Wonderful  (From  "Funny  Face") — Fox-trot, 

The  Rounders 

8504  Auf  Wiederseh'n  (We'll  Meet  Again) — Waltz, 

Dixie  Marimba  Players 

Was  It  a  Dream? — Waltz, 

Sam  Lanin's  Dance  Orch. 

8513  Rose  Room — Fox-trot   Spencer's  Dance  Orch. 

My  Blue  Ridge  Mountain  Home — Fox-trot, 

Hollywood  Dance  Orch. 
VOCAL  RECORDS 

8505  Together — Baritone  Solo,  with  Orch.  Accomp., 

Rodman  Lewis 
So  Tired — Baritone  Solo,  with  Orch.  Accomp., 

Rodman  Lewis 

8506  Keep    Sweeping  the   Cobwebs   Off  the   Moon — 

Male  Duet,  with  Piano  Accomp  Lewis-Clark 

Our    Bungalow    of    Dreams — Male   Duet,  with 
Piano   Accomp  Lewis-Clark 

8507  There  Must  Be  a  Silver  Lining — Baritone  Solo, 

with  Orch.  Accomp  Rodman  Lewis 

I've  Got  the  Blue  Grass  Blues — Tenor  Solo,  with 

Orch.  Accomp  Irving  Kaufman 

NOVELTY  RECORDS 

8508  That  Good  Old  Country  Town — Male  Duet,  with 

Novelty  Accomp  Dalhart-Robison 

Sweet  Elaine — Trio,  with  Novelty  Accomp., 

Dalhart-Robison-Hood 

8509  Bring  Me   a  Leaf  From  the   Sea — Male  Duet, 

with   Novelty  Accomp  Dalhart-Robison 

You   Can't   Blame    Me   for   That — Tenor  Solo, 

with  Orch.  Accomp  Irving  Kaufman 

S510  Among  My  Souvenirs — Guitar  Duet,  with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

Pinin'  Hawaii  for  You — Guitar  Duet,  with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

8511  Down    at    Waikiki — Guitar    Duet,    with  Vocal 

Refrain   .....Frank  Ferera's  Hawaiians 

Hawaiian   Mother  o'   Mine — Guitar   Duet,  with 

Vocal  Refrain  Frank  Ferera's  Hawaiians 

RACE  RECORD 

8512  Shootin'    Star    Blues — Comedienne,    with  Piano 

Accomp  Lizzie  Miles 

Lonesome  Ghost  Blues — Comedienne,  with  Piano 
Accomp  Lizzie  Miles 


Banner  Records 


DANCE  RECORDS 

7027  My  Melancholy  Baby — Fox-trot 

The  Original  Indiana  Five 
To-day  Is  To-day — Fox-trot.  .. Gotham  Society  Orch. 

7028  Sunshine — Fox-trot   Continental  Dance  Orch. 

Remember  Me  to  Tennessee — Fox-trot, 

Missouri  Jazz  Band 

7029  A  Shady  Tree— Waltz   Royal  Marimba  Band 

Was  It  a  Dream? — Waltz.  Sam  Lanin's  Dance  Orch. 

7030  When  You're  With  Somebody  Else— Fox-trot, 

Campus  Boys 

When  Will  You  Tell  Me?— Fox-trot, 

Hollywood  Dance  Orch. 

7031  Back  in  Your  Own  Back  Yard — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
How  Can  I  Forget  You? — Fox-trot, 

Hollywood  Dance  Orch. 

7032  Why  Do  I  Love  You?  (From  the  "Show  Boat") 

— Fox-trot   Spencer's  Dance  Orch. 

I've  Got  the  Blue  Grass  Blues — Fox-trot, 

Al  Lynch  and  His  Orch. 

7033  What  Do  You   Say? — Fox-trot.  .  Missouri  Jazz  Band 
For  My  Gal  and  Me — Fox-trot, 

Al  Lynch  and  His  Orch. 

7034  Auf  Wiederseh'n  (We'll  Meet  Again) — Waltz, 

Royal  Marimba  Band 
When  Love  Comes  Stealing — Waltz, 

Royal  Marimba  Band 

7035  Changes — Fox-trot   Campus  Boys 

Blue  Land — Fox-trot   Imperial  Dance  Orch. 

7036  If  I  Can't  Have  You— Fox-trot, 

Gotham  Society  Orch. 
Goodnight,    I'll    See    You    in    Dreamland — Fox- 
trot  Imperial  Dance  Orch. 

7037  What   a   Wonderful   Wedding  That   Will  Be— 

Fox-trot   Continental  Dance  Orch. 

Anything  to  Make  You  Happy — Fox-trot, 

Missouri  Jazz  Band 

7038  The  Man  I  Love— Fox-trot. .  .Gotham  Society  Orch. 
Oh!   How  I  Love  to  Look  at  You — Fox-trot, 

Al  Lynch  and  His  Orch. 

7049  'S  Wonderful  (From  "Funny  Face") — Fox-trot, 

Campus  Boys 
What  Good  Is  the  Moon  Above? — Fox-trot, 

Hollywood  Dance  Orch. 

7050  My  Blue  Ridge  Mountain  Home — Fox-trot, 

Imperial  Dance  Orch. 

Tin-Ear — Eox-trot   Spencer's  Dance  Orch. 

POPULAR  VOCAL  RECORDS 

7039  A   Shady  Tree — Tenor  Solo,  with  Novelty  Ac- 

comp Don  Rogers 
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Forgetting — Tenor  Solo,  with  Orch.  Accomp., 
Tr  Frank  Hollis 

7040  Keep   Sweeping  the   Cobwebs   Off   the   Moon — 

Male  Duet   Melody  Twins 

Love  Me  a  Little  Bit  Every  Day — Baritone  Solo, 
with  Orch.  Accomp  Arthur  Fields 

7041  Together — Baritone  Solo,  with  Orch.  Accomp., 

Glenn  Roberts 
For  Every  Rose  That  Blossoms — Baritone  Solo, 
with  Orch.  Accomp  Glenn  Roberts 

7042  There  Must  Be  a  Silver  Lining — Baritone  Solo, 

with  Orch.  Accomp  Ralph  Haines 

Ever   Since   I    Met   That   Girl — Baritone  Solo, 
with  Orch.  Accomp  Ralph  Haines 

7043  Our    Bungalow    of    Dreams — Male    Duet,  with 

Piano  Accomp  Melody  Twins 

Let  Me  Dream  of  You  Forever — Baritone  Solo, 

with  Orch.  Accomp  Arthur  Fields 

NOVELTY  RECORDS 

7044  Somewhere  in  Hawaii — Guitar  Duet,  with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

Down    Hawaii    Way — Guitar   Duet,   with  Vocal 
Refrain   Frank  Ferera's  Hawaiians 

7045  Among  My  Souvenirs— Guitar  Duet,  with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

Hawaiian    Mother   o'   Mine — Guitar   Duet,  with 
Vocal  Refrain   Frank  Ferera's  Hawaiians 

7046  Bring  Me  a   Leaf  From   the  Sea — Male  Duet, 

with  Novelty  Accomp  Dalhart-Robison 

Sweet  Elaine — Trio,  with  Novelty  Accomp., 

Dalhart-Robison-Hood 

7047  That  Good  Old  Country  Town — Male  Duet,  with 

Novelty   Accomp  Dalhart-Robison 

Old    Plantation     Melody — Trio,  •  with  Novelty 

Accomp  Dalhart-Robison-Hood 

RACE  RECORD 

7048  Lonesome  Ghost  Blues — Comedienne,  with  Piano 

Accomp  Lizzie  Miles 

If  You  Can't  Control  Your  Man — Comedienne, 
with  Piano  Accomp  Lizzie  Miles 


Domino  Records 


DANCE  RECORDS 

4100  A  Shady  Tree— Waltz   Dixie  Marimba  Players 

When  Love  Comes  Stealing — <Waltz, 

Dixie  Marimba  Players 

4101  What  Do  You  Say  ?— Fox-trot, 

Sam  Lanin's  Dance  Orch. 
To-day  Is  To-day — Fox-trot, 

Markel's  Society  Favorites 

4102  Sunshine — Fox-trot   Pelham  Inn  Society  Orch. 

Anything  to  Make  You  Happy — Fox-trot, 

Imperial  Dance  Orch. 

4103  What   a   Wonderful   Wedding  That   Will  Be— 

Fox-trot   Pelham  Inn  Society  Orch. 

Back  in  Your  Own  Back  Yard — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

4104  If  I  Can't  Have  You— Fox-trot, 

Markel's  Society  Favorites 
My  Melancholy   Baby — Fox-trot, 

The  Original  Indiana  Five 

4105  When  You're  With  Somebody  Else — Fox-trot, 

The  Rounders 

Changes — Fox-trot   The  Rounders 

4106  The  Man  I  Love — Fox-trot, 

Markel's  Society  Favorites 
'S  Wonderful  (From  "Funny  Face") — Fox-trot, 

The  Rounders 

4107  Can't  Help  Lovin'  f)at  Man  (From  the  "Show 

Boat")  —  Fox-trot   Pelham  Inn  Society  Orch. 

Why  Do  I  Love  You?  (From  the  "Show  Boat") 
— Fox-trot   Spencer's  Dance  Orch. 

4108  Auf  Wiederseh'n  (We'll  Meet  Again)— Waltz. 

Dixie  Marimba  llayers 

Was  It  a  Dream?— Waltz, 

Sam  Lanin's  Dance  Orch. 

4113  Rose  Room — Fox-trot   Spencer's  Dance  Orch. 

My  Blue  Ridge  Mountain  Home — Fox-trot, 

Hollywood  Dance  Orch. 
VOCAL  RECORDS 

4109  There  Must  Be  a  Silver  Lining — Baritone  Solo, 

with  Orch.  Accomp  Rodman  Lewis 

I've    Got    the    Blue    Grass    Blues — Tenor  Solo, 
with  Orch.   Accomp  George  Beaver 

4110  Together — Baritone  Solo,  with  Orch.  Accomp., 

Rodman  Lewis 
So  Tired — Baritone  Solo,  with  Orch.  Accomp., 

Rodman  Lewis 
•till  Keep   Sweeping   the   Cobwebs   Off  the    Moon — 

Male  Duet,  with  Piano  Accomp  Lewis-Clark 

Our    Bungalow    of    Dreams — Male    Duet,  with 

Piano   Accomp  Lewis-Clark 

NOVELTY  RECORDS 
0220  Bring  Me  a  Leaf  From   the  Sea> — Male  Duel. 

with  Novelty  Accomp  Dalhart-Robison 

You    Can't    Blame   Me   for   That — Tenor  Solo. 

with  Orch.  Accomp  ....Irving  Kaufman 

«221  That  Good  Old  Country  Town— Male  Duet,  with 

Novelty   Accomp  Dalhart-Robison 

Sweet  Elaine — Trio,  with  Novelty  Accomp., 

Dal  hart-Robin  son- Hood 

0222  Among  My  Souvenirs — Guitar  Duet,  with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

Pinin1  Hawaii  for  You — Guitar  Duet,  with  Vocal 
Refrain   Frank  Ferera's  Hawaiians 

0223  Down    at    Waikiki — Guitar    Duet,    with  Vocal 

Refrain   Frank  Ferera's  Hawaiians 

Hawaiian   Mother  o'   Mine — Guitar   Duet,  with 

Vocal  Refrain   Frank  Ferera's  Hawaiians 

RACE  RECORD 
4112  Shootin'    Star    Blues — Comedienne,    with  Piano 

Accomp  Lizzie  Miles 

Lonesome  Ghost  Blues — Comedienne,  with  Piano 
Accomp  Lizzie  Miles 


Harmony  Records 

DANCE  SELECTIONS 

589-  H  Tin  Pan  Parade — One-step,  with  Vocal  Chorus, 

Lou  Gold  and  His  Orch. 
Lovely    Lady    (From    "Lovely    Lady") — Fox- 
trot, with  Vocal  Chorus, 

Manhattan  Dance  Makers 

600-  H  Some     Day     You'll     Know — Fox-trot.  with 

Vocal   Chorus   Broadway  Bell  Hops 

I    Don't   Believe   You — Fox-trot,    with  Vocal 

Chorus   Broadway  Bell  Hops 

596-H  I    Just    Roll    Along  —  Fox-trot,    with  Vocal 

Refrain   The  Harmonians 

Chloe — Fox-trot,  with  Vocal  Refrain, 

The  Harmonians 

590-  H  Singapore  Sorrows — Fox-trot, 

F.  Farrell  and  His  Greenwich  Village  Inn  Orch. 
In  An  Oriental  Garden — Fox-trot, 

Manhattan  Dance  Makers 

601-  H  Red   Head   Blues— Fox-trot, 

The  Arkansas  Travellers 
Stack  o'  Lee  Blues — Fox-trot, 

The  Washingtonians 
584-H  What    Do    You    Say? — Fox-trot,    with  Vocal 
Chorus, 

F.  Farrell  and  His  Greenwich  Village  Inn  Orch. 
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Back    in    Your    Own    Back    Yard — Fox-trot, 

with   Vocal  Chorus, 
F.  Farrell  and  His  Greenwich  Village  Inn  Orch.  10 

585-  H  Old   Time   Waltzes— Parts   1    and   2— Medley 

Waltz,  with  Incidental  Singing, 

Bar  Harbor  Society  Orch.  10 

586-  H  Mary  Ann — Fox-trot,  with  Vocal  Chorus, 

.Manhattan  Dance  Makers  10 
You   Gotta   Be   Good   to  Me — Fox-trot,  with 
Vocal  Chorus  ....Manhattan  Dance  Makers  10 
588-H  Together — Waltz,  with  Vocal  Chorus, 

The  Harmonians  10 
Moments     With     You — Waltz,     with  Vocal 

Chorus   Lou  Gold  and  His  Orch.  10 

599-H  Auf     Wiederseh'n     (We'll     Meet  Again)— 
Waltz,  with  Vocal  Refrain, 

Andy  Sennella  and  His  All  Star  Trio  10 
I  Still  Love  You — Fox-trot,  with  Vocal  Refrain, 

Andy  Sennella  and  His  All  Star  Trio  10 

593-  H  Sunshine — Vocal   Irving  Kaufman  10 

I'm  Cryin'   'Cause  I   Know  I'm   Losing  You 

— Vocal   Irving  Kaufman  10 

592-H  The  Lonesome  Road — Tenor  Solo, 

Tommy  Weir  10 
I'd  Rather  Be  Lonesome  Without  You  (Than 
Have  You  Unhappy  With  Me) — Tenor  So!o, 

Tommy  Weir  10 

591-H  What  Do  You  Say?— Vocal   Jane  Gray  10 

You  Gotta  Be  Good  to  Me — Vocal, 

Jane  Gray  10 

587-  H  The  Sweetheart  of  Sigma  Chi — Male  Quartet, 

Knickerbocker  Quartet  10 
Sweet  Elaine — Male  Quartet, 

Knickerbocker  Quartet  10 
583-H  I  Still  Love  You— Vocal  Duet, 

Harmony  Bros.  10 
Dream  Kisses — Vocal  Duet.... Tom  and  Jerry  10 
S82-H  We'll  Have  a  New  Home   (In   the  Mornin') 

(From  "Take  the  Air")—  Vocal ..  Al  Bernard  10 
Mine — All  Mine — Vocal   Al  Bernard  10 

597-  H  After  My  Laughter  Came  Tears — Vocal, 

The  Melody  Man  (Joe  Davis)  10 
Now  I  Won't  Be  Blue — Vocal, 

The  Melody  Man  (Joe  Davis)  10 

598-  H  Anything  to  Make  You  Happy — Vocal  Duet. 

Harmony  Brothers  10 
In  the  Land  of  the  Whippoorwill — Vocal  Duet, 

Tom  and  Jerry  10 

594-  H  Where  the  River  Shannon  Flows, 

Stellar  Male  Quartet  10 
A  Little  Bit  of  Heaven. .  Stellar  Male  Quartet  10 

595-  H 'Mother    Machree — Voeal  Charles  Harrison  10 

Macushla — Vocal   Charles  Harrison  10 

INSTRUMENTAL 
602-H  Blue  Danube  Waltz — Pipe  Organ  So'o, 

John  Hassel  10 
By   the   Waters   of   Minnetonka — Pipe  Organ 
Solo   John  Hassel  10 


Dale  Wimbrow  at 

the  Jardin  Royal 

Columbia  Recording  Artist  Uses  Novel 
Introduction  to  Act — Exploits  the  Co- 
lumbia-Kolster  Electric  Phonograph 

An  unusual  method  of  exploiting  the  Colum- 
bia-Kolster  electric  reproducing-  phonograph  is 
being  used  by  Dale  Wimbrow,  Columbia  re- 
cording artist,  in  his  act  at  the  Jardin  Royal  at 
Broadway  and  Forty-eighth  street,  New  York 
City.  The  instrument  occupies  a  prominent 
place  on  the  platform  and  as  Mr.  Wimbrow 
steps  up  to  do  his  "bit,"  a  Columbia  recording 
is  started  playing  in  ordinary  volume.  After 
the  first  verse  of  the  song,  the  volume  is  less- 
ened and  the  chorus  is  played  with  Mr.  Wim- 
brow accompanying  the  record  in  person.  The 
novelty  of  the  offering  is  scoring  a  big  hit  with 
the  dinner  and  supper  patrons  of  this  well-known 
restaurant. 

Paul  Specht  and  His  Orchestra,  Columbia  re- 
cording artists,  are  also  featured  at  this  Broad- 
way restaurant,  so  that  the  musical  features  of 
the  fine  new  establishment  are  100  per  cent 
Columbia. 


Charles  R.  Stinson  of  the  wholesale  depart- 
ment of  the  Columbia  Phonograph  Co.,  New 
York  City,  is  receiving  the  congratulations  of 
his  many  friends  upon  the  arrival  of  a  son  and 
heir,  Charles  R.,  Jr..  who  arrived  March  2. 
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Empire's  New  Products 

Empire,  established  since  1914,  is  now  ready  with  its 
new  1928  line  of  tone-arms  and  reproducers*  All  ex- 
perimenting has  been  done  in  our  factory  and  these 
new  products  are  offered  to  the  trade  constructionally 
perfect* 

In  14  years  we  have  learned  how  to  build  tone-arms 
and  reproducers  that  are  quality  products,  and  there  is 
an  Empire  tone-arm  or  reproducer  for  every  type  of 
phonograph— CONSOLES,  PORTABLES,  UPRIGHTS. 

The  prices  are  right.   Send  for  samples. 


These  new  EMPIRE  TONE-ARMS 
are  made  in  several  lengths:  6 Wins., 
7V2  ins.  and  8V2  ins.;  meeting  the  re- 
quirements for  every  type  of  phono- 
graph. 

We  are  continuing  the  manufacture  of  our 
popular  No.  75  tone-arm  for  large  machines 
and  the  No.  2  tone-arm  for  portables. 


Empire  No.  12  Tone-Arm         Empire  No.  15  Tone-Arm        New  Empire  No.  5  Reproducer 

The  Empire  Phono  Parts  Co. 

Established  in  1914  WM.  J.  McNAMARA,  President 

10316  Madison  Avenue  Cleveland,  Ohio 


She's  More  Than  a  Voice 

on  the  Edisonic  '*>  <- 


Vaughn  De  Leath's  charm — her  vibrant,  happy  personality — 
seem  right  in  the  room  with  you,  as  you  listen  to  her  "Close- 
up" — on  the  new  Edison  Records.  She  sings  right  to  you .... 
and  once  your  patrons  hear  her  on  the  amazing  Edisonic, 
they'll  want  to  hear  her  often. 

Take  our  tip!  Now  is  an  opportune  time  to  get  aboard  the 
Edison  Band  Wagon.  A  few  dealerships  are  still  available  for 
alert  merchants  who  realize  that  the  greatest  name  to  sell  in 
all  industry  is  Thomas  A.  Edison.  Thomas  A.  EDISON,  Inc., 
Orange,  N.  J. 


Invite  Your  Patrons  to  Hear 
Vaughn  De  Leath — "The  Radio  Girl 
on  These  Edison  Records 

There  Must  Be  a  Silver  Lining  (That's  Shining 

for  Me) 
Rambler  Roses  Ramble 

My  Blue  Heaven 

Keep  Sweeping  the  Cobwebs  Off  the  Moon 

There  Must  Be  Somebody  Else 
What'll  You  Do 

Lonely  Lights  Along  the  Shore 
Make  My  Cot  Where  the  Cot-Cot-Cotton  Grows 

Here  Comes  the  Show  Boat 
Blow,  Blow,  Blow  (On  Your  Old  Harmonica 
Joe) 

There's  a  Cradle  in  Caroline 
Someday  You'll  Say  "O.  K!" 

Baby  Feet  Go  Pitter  Patter 
Yep!    'Long  About  June 

Also — Vocal  Choruses — for  dancing 


The  SCHUBERT 
EDISONIC— $135 
Amazingly    modest    in  price: 
really  decorative  in  appearance 
Two-tone   English   brown  ma- 
hogany is  its  finish. 


The 


EDISONIC 


ADDRESS  THE  DISTRIBUTOR  NEAREST  YOU: 


EDISON  PHONOGRAPH  DISTRIBUTING 
CO.,  Orange,  N.  J.;  155  So.  Forsyth  St.,  At- 
lanta, Ga.;  185  State  St.,  Boston,  Mass.; 
3130  So.  Michigan  Ave.,  Chicago,  111.;  500 
Elm  St.,  Dallas,  Tex.;  1636  Lawrence  St., 
Denver,  Colo.;  1215  McGee  St.,  Kansas  City, 


Mo.;  608  First  Ave.,  No.,  Minneapolis, 
Minn.;  128  Chartres  St.,  New  Orleans,  La.; 
909  Penn  Ave..  Pittsburgh,  Pa.;  1267  Mission 
St.,  San  Francisco,  Calif.;  St.  Thomas,  Ont., 
Canada ;  W.  A.  Meyers,  761  W.  Edwin  St.,  Wil- 
liamsport.   Pa.;    B.    W.    Smith,   Inc..  2019 


Euclid  Ave.,  Cleveland,  Ohio;  Proudfit 
Sporting  Goods  Co.,  2327  Grant  Ave.,  Ogden, 
Utah;  Girard  Phonograph  Co.,  Broad  and 
Wallace  Sts.,  Philadelphia,  Pa. ;  C.  B.  Haynes 
Co.,  Inc.,  19  W.  Broad  St.,  Richmond,  Va. ; 
Silverstone  Music  Co.,  1114  Olive  St.,  .S. 
Louis,  Mo. 
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DEALER  HELPS 


BRING 
ADDED  PROFITS 


This  attractive 
counter  or  window 
card  speeds  up  con- 
sumer sales. 


THE  NEW  TYPE 


TomniRepioducer 

Iks  „ 

NEW  LIFE  TO  YOUR 
OLD  PHONOGRAPH 


TTERE  is  the  latest  Toman  sales  aid — an 

attractive  window  or  counter  card  in  red 
and  black — featuring  the  fast  selling  No.  3  Repro- 
ducer.   That's  part  of  the  Toman  policy  of  co- 
operation— not  only  selling  Dealers  but  helping 
Dealers  get  quicker  turn-over  by  speeding  up  actual 
consumer  sales. 

If  you  are  not  now  enjoying  the  ready  profits  before  you 
with  Toman  tonearms  and  reproducers,  write  today  for 
complete  catalogue  and  an  outline  of  our  generous  Dealer 
and  Jobber  policy.    And  be  sure  to  get  one  of  these  effective 
little  display  stands— FREE. 


TOMAN  NO.  3 
Most  beautiful 
reproducer 
ever  de- 
signed 


Shown  here  is  the  famous  No.  3  itself — the  world's  most 
beautifully  designed  reproducer.    The  No.  3  is,  judged 
by  all  standards,  as  line  a  product  as  has  ever  been 
offered  the  trade.    It  is  equipped  with  a  triple  sus- 
pended duraluminum  diaphragm  10/1000  thick — 
four  times  as  substantial  as  the  ordinary  2^/1000 
diaphragm.     It  is  hand  lacquered  to  protect  it 
against  climatic  changes.    Special  double  grip 
screws  securely  hold  the  reproducer  to  tone-arm, 
always  in  proper  position.    Possesses  a  mar- 
velously  full,  deep,  rich  tone  quality,  as  well 
as  great  beauty  of  design. 


All  Toman  products  are  most  favorably  priced.  Guaranteed 
quality  inside  and  out.  We  invite  inquiry  from  Manufacturers, 
Jobbers,  and  Dealers.    Samples  sent  promptly  upon  request. 


E*  Toman  &  Company 


2621  West  21st  Place 


CHICAGO,  ILL. 
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Price  Twenty-five  Cents 


Will  You  Be  Present? 


TWO  events  of  outstanding  significance  to  the  talking 
machine-radio  dealers  and  jobhers  of  the  country  are 
scheduled  for  the  month  of  June.  First:  There  is 
the  Fourth  Annual  Trade  Show  and  RMA  Convention  in 
Chicago,  June  11-15.  Second:  The  annual  convention  of 
the  Music  Industries  Chamber  of  Commerce  in  New  York 
City,  June  4-9,  a  great  gathering  of  the  music  trades. 

The  RMA  Trade  Show  gives 
dealers  and  jobbers  some- 
thing they  can  get  in  no  other 
way;  namely,  an  opportunity 
of  examining  the  newest  radio 
products  to  be  marketed  dur- 
ing the  1928-1929  season.  It 
provides  the  means  of  observ- 
ing at  first  hand  the  compara- 
tive merits  of  the  various  new 
products.  In  short,  it  places 
the  dealers  and  jobbers  in  a 
position  where  they  know  what 
the  future  holds  in  store  in  the 
way  of  products  and  it  enables 
them  to  plan  merchandising 
campaigns  in  advance  so  that 
they  can  engage  in  sales  pro- 
motion most  effectively. 


Have  an  Open  Mind 


of  the  new  AC  sets?  What  about  service?  How  does  the 
line  you  carry  compare  with  that  of  another  manufacturer? 
Should  you  confine  your  energies  to  the  promotion  of  one 
line  or  is  it  advisable  to  take  on  an  additional  product  or 
two  because  of  certain  features  that  your  present  line  will 
not  possess  in  the  new  models?  These  and  any  other  ques- 
tions that  come  to  mind  will  be  answered  to  every  person's 

satisfaction  by  a  visit  to  Chi- 
cago and  a  cai-eful  inspection 
of  the  "newest  in  radio." 


The  annual  RMA  Con- 
vention program  is  the  most 
comprehensive  ever  planned 
and  those  who  attend  the  ses- 
sions with  an  open  mind  and 
are  prepared  to  get  the  most 
out  of  the  many  addresses  by 
leaders  in  the  industry  will  go 

home  with  a  wider  outlook  on  the  business  of  which  they 
are  a  part.  Thousands  of  dealers  from  all  part  of  the  coun- 
try will  crowd  into  Chicago  for  the  Show  and  Convention 
and  the  exchange  of  thoughts  and  ideas  on  the  retail  busi- 
ness resulting  from  the  contacts  made  possible  by  the  gath- 
ering are  worth  the  time  and  money  spent  in  being  there. 

Evolution  in  the  radio  industry  is  so  rapid  that  the  trade 
simply  must  keep  on  its  toes  in  order  to  be  up-to-date. 
These  quick  changes  bring  new  problems  to  solve  and  it 
is  a  shortsighted  individual  who  fails  to  recognize  the  im- 
portance of  a  gathering  in  which  are  included  members  of 
the  industry  who  are  confronted  with  identical  difficulties. 

What  will  be  the  effect  on  the  public  of  the  introduction 


Every  Dealer  Should 
Read  These  Articles 

Fifty  Boys  Sell  for  Gray — By  John 
G.  Sanderson  (Page  3) 

Clifford  Bros.  Sideline  Is  Record 
Sales  Aid— By  Clarence  J.  O'Neil 

(Page  8) 

Cushman's  Radio  Service  Profit- 
able— By  V.  E.  Burke  (Page  io) 

Blends  Selling  and  Art — Wins 
Success — By  R.  P.  Tracy .  .  .  (Page  16) 

How  Maison  Blanche  Radio  Sec- 
tion Develops  Sales  Volume— 
By  W.  B.  Stoddard  (Page  22) 

Gets  Volume  Sales   in  a  Small 

Town  (Page  24) 

Why  Dealers  Should  Handle 
Radio  Cabinets  in  1928-9— By 
Lambert  Friedl  (Page  28) 

Merchandising  the  Finest  Re- 
cordings Profitably — By  L.  T. 
Hackler  (Page  32) 


An  Investment 

This  is  distinctly  a  trade 
show — a  special  exhibition  for 
dealers  and  jobbers.  It  has 
been  carefully  planned.  The 
public  will  not  be  admitted. 
Nearly  300  manufacturers  of 
sets,  tubes,  speakers,  cabinets 
and  accessories  will  show  their 
lines  and  are  prepared  to  go 
into  details  with  dealers  and 
wholesalers  regarding  the  vari- 
ous features  of  the  new  prod- 
ucts. By  visiting  these  exhibits 
the  dealer  will  be  accomplish- 
ing more  than  if  300  sales  rep- 
resentatives— one  from  each 
manufacturer  or  wholesalers- 
called  at  his  store.  The  time 
saved,  the  opportunity  of  pro- 
curing first-hand  information 
and  of  viewing  the  products, 
the  addresses  and  the  exchange 
of  ideas  makes  a  trip  to  Chi- 
cago for  the  RMA  Trade 
Show  and  Convention  the  best  investment  possible  of 
which  a  progressive  dealer  or  jobber  could  possibly  take 
advantage. 

The  annual  convention  of  the  Music  Industries  Chamber 
of  Commerce  in  New  York  also  gives  the  trade  the  oppor- 
tunity of  getting  the  other  fellow's  viewpoint  on  various 
merchandising  problems.  By  all  means,  if  it  is  possible, 
attend  this  important  convention.  The  program  for  the 
Music  Industries  conclave  includes,  among  other  interesting 
features,  discussions  and  addresses  on  the  talking  machine 
and  radio  business  that  should  be  of  great  value  to  every 
dealer  and  jobber.  Make  it  your  business  to  be  present  at 
both  these  events.    You  will  be  the  gainer! 


See  second  last  page  for  Index  of  Articles  of  Interest  in  this  issue  of  The  World 
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Fifty  Boys  Sell  for  Gray 

Gray  Music  Co.,  in  Town  of  70,000  People,  Increases 
Record  Sales  40  Per  Cent  With  Aid  of  Canvassers 


THERE  is  nothing  startlingly  original  in 
the  principle  of  increasing  sales  by  add- 
ing to  the  sales  force.  But  it  is  rather 
remarkable  for  a  music  store  in  a  small  city  to 
employ  fifty  additional  salesmen,  put  them  to 
work  on  commission  in  the  store's  record  de- 
partment, and  turn  in  a  big  profit  by  the  ven- 
ture. That  is  what  Clifford  L.  Gray  did  in 
London,  Ontario,  a  city  of  70,000  people.  Mr. 
Gray  evolved  this  unique  merchandising  plan 
for  the  Gray  Music  Co.  to  see  what  could  be 
done  at  a  season  of  the  year  which  usually  reg- 
istered a  low  output.  The  result  was  that  the 
store  increased  its  sales  of  Victor  records  40 
per  cent  during  the  period  from  January  15  to 
February  15.  The  salesmen  employed  for  this 
special  campaign  were  schoolboys. 

Record-Selling  Campaign 
Mr.  Gray  advertised  a  record-selling  contest. 
Fifty  boys  answered  the  ads  and  were  engaged. 
Each  one  was  supplied  with  ten  selected  records, 
a  carrier,  and  a  catalog.  They  were  offered  10 
per  cent  commission  on  all  sales  and  the  three 
best  salesmen  were  to  get  watches.  This  was 
incentive  enough.  The  boys  canvassed  every 
householder  in  the  city  of  London  in  the  30-day 
period.  Not  only  were  the  Gray  Co.'s  sales 
lifted  to  new  levels,  but  an  intimate  connection 
with  a  vast  new  clientele  was  established. 

It  was  almost  too  much  to  expect  that  this 


By  John  G.  Sanderson 

schoolboj's'  contest  would  be  effective.  The 
Gray  Co.  is  the  most  active  store  of  the  kind 
in  London,  and  advertises  extensively  at  all 
times,  and  is  constantly  pepping  up  regular 
record  sales.  According  to  the  Victor  people, 
the  Gray  Co.  handled  in  1927  30  per  cent  more 
records  than  its  two  closest  competitors  com- 
bined. Sales  were  kept  at  a  steady  high  level 
and  no  increase  had  been  registered  for  six 
months.  It  was  plainly  seen  that  it  would  re- 
quire an  extraordinary  effort  to  register  a  gain, 
particularly  at  the  period  of  the  year  when  re- 
turns might  very  well  be  expected  to  sag  to 
a  considerable  extent. 

Fourteen-Year-Old  Boys  Best 

At  first  it  was  decided  to  limit  the  contest  to 
twenty  boys,  but  the  quality  of  the  applicants 
was  so  high  that  restrictions  were  removed. 
Each  boy  was  asked  for  a  letter  of  introduc- 
tion from  minister,  teacher,  or  other  responsible 
person.  The  ages  of  the  boys  ranged  from  13 
to  16  years,  and  the  boys  of  14  proved  to  be 
the  best  salesmen.  A  boy  of  this  age  eventually 
won  the  best  of  the  three  gold  watches. 

Canvassing  earlier  than  four  o'clock  was  for- 
bidden, but  there  was  no  other  limit,  and  many 
of  them  worked  as  late  as  10  o'clock  at  night. 
Of  the  original  50  boys,  28  worked  the  whole 
30-day  period.  Every  canvasser  had  ten  selected 
records.    He  was  allowed  to  sell  these  or  to 


sell  from  the  catalog.  His  assortment  was  filled 
up  again  after  each  day's  sales.  Sales  from  the 
catalog  were  checked  at  the  .store,  and  com- 
missions credited  to  the  salesman. 

Big  Sales  in  Apartment  Houses 

Strange  to  relate,  the  highest  percentage  of 
sales  was  made  in  apartment  houses.  These 
sacred  spots  are  usually  tabu  to  the  ordinary 
canvasser,  but  boys  of  the  age  employed  in  the 
record  contest  found  no  difficulty  in  gaining 
entrance.  The  boys  made  out  daily  report  slips. 
Although  no  districts  were  mapped  out  in  de- 
tail, a  close  check  on  territory  was  kept  so  that 
the  whole  city  was  eventually  canvassed.  No 
attempt  was  made  to  keep  a  list  of  names  and 
addresses  of  purchasers,  although  this  could 
have  been  done  with  very  little  additional  effort. 

"We  were  astonished,"  was  Mr.  Gray's  com- 
ment on  the  success  of  the  scheme.  "We  did 
not  believe  we  would  make  any  real  profit,  but 
were  content  to  accept  a  loss  because  of  the 
great  advertising  value  involved.  We  found, 
however,  that  we  had  underestimated,  and  that 
we  did  make  money  directly  from  the  sales 
plan.  A  great  many  customers  were  attracted 
to  the  store,  and  bought  records  from  the  cata- 
logs left  by  the  boys." 

The  Victor  Talking  Machine  Co.  heard  of  the 
idea,  broadcast  it  to  others,  and  it  has  already 
been  tried  successfully  in  Chatham,  Ontario. 


New  Line  of  OUTING  Portable  Phonographs 


Latest  Offering  by  the  Makers 
of  Nyacco  Products 


New  Baby  Outing 
$12.00  List 


New  Junior  Outing 
$15.00  List 

jobbers — Write  for  Special  Quantity  Discount 


New  Senior  Outing 
$25.00  List 


NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

64-68  Wooster  Street,  New  York 
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Brunswick 
Perfects  a  New 
Portable 


to  list  at 


$25 


Slightly  higher  west  of  Rockies 


With  Tone-Range 

Increased  More  Than  100% 


HERE  is  new  evidence  of  how 
Brunswick  keeps  the  Bruns- 
wick dealer  always  in  the  lead. 
After  months  of  ceaseless  experi- 
menting, Brunswick  laboratories 
have  perfected  a  new-type  Port- 
able that  represents  a  tremendous 
advance  over  portable-type  instru- 
ments as  you  know  them. 

The  exponential- horn  principle 
that  has  made  the  exponential  type 
of  Brunswick  Panatrope  outstand- 
ing in  its  field  is  applied  in  this 
newest  Brunswick  model. 

As  the  illustration  shows,  horn 
length  and  diameter  are  increased 

many  times.  The  result  is  tone  range  more  than  100%  greater 
than  that  of  the  ordinary  portable.  A  wealth  of  bass  tone  will 


This  view  of  what's  underneath  the  turntable  shows  the  horn 
of  this  new  instrument.    It  is  many  times  the  sise  of  the  old. 


Department  at  623 
lay.   Cash  in  on  this 


Black  or  blue  leatherette  case  gives  the  new  Brunswick  Portable 
unusually  smart  appearance.    Metal  purls  are  in  handsome  gold  and  black. 


amaze  and  delight  your  customers 
as  they  hear  this  instrument.  Bruns- 
wick Electrical  Records  are  given 
reproduction  such  as  they  never 
got  with  the  old  portable  instru- 
ment. 

Brunswick  offers  this  new  Port- 
able in  ample  time  for  the  spring 
and  summer  season.  It  will  add 
many  dollars  to  your  sales  volume 
right  when  you  need  it  most. 

Write  for  advertising  displays 

Ask  your  Branch  for  display  ma- 
terial on  the  new  Brunswick  Port- 
able. Or,  write  our  Dealer  Service 
S.  Wabash  Avenue,  Chicago.  Don't  de- 
new  development  from  the  first. 


Scnrimswkh 


THE     BRUNSWICK-BALKE-COLLENDER  CO 


Ch 


icago 


New  York 
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Nicholas  D.  Patti  Interest  in  Radio  Myra  Hess,  Pianist, 

Joins  Sleeper  Corp.      Gaining  in  England       Is  Columbia  Artist 


Now  on  Two  Months'  Sales  Trip  Visiting 
Sleeper  Jobbers  in  East,  Middle  West 
and  Northwestern  Territory 

Nicholas  D.  Patti,  a  well-known  member  of 
the  radio  sales  fraternity,  has  joined  the  Sleeper 
Radio  &  Mfg.  Corp.,  of  Long  Island  City,  and 
is  now  on  a  two  months'  sales  trip  which  will 
carry  him  through  seventeen  cities  of  the  East, 
Middle  West  and  Northwestern  districts. 

Gordon  C.  Sleeper,  president  of  the  company, 
who  is  in  general  charge  of  sales,  dispatched 
Mr.  Patti  as  his  personal  representative,  bearing 
all  the  home  office  news  to  the  present  Sleeper 
jobbers  and  making  new  appointments  in  cities 
where  there  is  open  territory.  Mr.  Patti  was 
with  the  Freed-Eisemann  Radio  Corp.  for 
several  years  and  was  sales  manager  of  the 
Julian  M.  White  Mfg.  Co.,  of  Sioux  City,  la. 


J.  T.  Thomas,  Managing  Director,  Fada 
Radio,  Ltd.,  a  Visitor  to  New  York 


Music  dealers  in  England  are  now  handling 
radio  on  an  increasingly  larger  scale,  according 
to  J.  H.  Thomas,  managing  director  of  Fada 
Radio,  Ltd.,  of  London,  who  recently  visited 
the  Fada  offices  in  Long  Island  City. 

"Gramophone  dealers,"  stated  Mr.  Thomas, 
"found  that  radio  was  selling  more  records 
than  they  had  ever  sold  in  the  history  of  the 
industry.  Naturally,  this  sold  the  gramophone 
dealers  on  the  idea  of  radio  more  than  anything 
else  that  could  have  happened." 

Mr.  Thomas  states  that  English  bungalows 
are  being  fitted  out  with  complete  radio  equip- 
ment, builders  are  wiring  homes  for  aerials,  and 
electric  sets,  as  well  as  other  types  of  receivers, 
are  meeting  with  general  favor. 


English  Pianist,  Who  Recently  Made  an 
American  Concert  Tour,  to  Record 
Exclusively  for  the  Columbia  Catalog 

'The  latest  addition  to  the  lengthy  list  of 
exclusive  Columbia  Phonograph  Co.  recording 
artists  is  Myra  Hess,  English  pianist,  who  on 
her  American  tour  this  season  was  frequently 
called  the  leading  woman  artist  in  her  field, 
even  one  "with  few  male  equals."  Miss  Hess' 
first  Columbia  release,  issued  recently,  is  a 
coupling  of... airs.,  from  Bach,  which  composer 
she  is  said  to  interpret  with  special  insight  and 
beauty.  The  record  gives  promise  of  wide 
popularity  among  lovers  of  fine  music. 


A  radio  device  which  informs  the  pilot  of 
an  airplane  whether  or  not  he  is  on  his  proper 
course  was-  recently  demonstrated. 


Peerless  Mast er-phonic  the 
Extraordinary  Portable  for  1928 


The  Ultimate  in  Portables 
at  $25*00  List 

A  4-foot  concealed  tone  chamber 

Curved  tone-arm 

Special  matched  reproducer 

Covered  with  genuine  DuPont  Fabrikoid  of 

the  heaviest  quality 
Elaborately  decorated  in  multi-color  effects 
Genuine  Heineman  motor 


Peerless  Master-Phonic  Portable 

Appearance—Quality— Tone 

Peerless  Vanity  -  -  -  -  $12.50  List 
Peerless  Junior  -  -  -  -  $15-00  List 
Peerless  Master-phonic  -   $25-00  List 

ALL  LEADERS  IN  THEIR  FIELD 


Peerless  Vanity  Portable 

List  Price  $12.50 

In  Attractive  Colors 
3l/2  inches  high 


Write  for  Samples  and  Prices 

Two  Sales  Winning  Styles  of  Record  Albums 
Peerless  Artkraf  t  Album 

Beautiful  Gold-embossed  Cover — Heavy  Brown  Kraft  Pockets 

Peerless  Loose  Leaf  Album 

Removable  Pockets  for  Records 

PEERLESS  ALBUM  CO. 

PHIL.  RAVIS,  President 

636-638  BROADWAY,  NEW  YORK 
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Look  at  Brunswick 

—  you  hear  them  say 

Brunswick  Record  Sales  Reach  New  Peaks 


'  I  SH  E  tremendous  public  interest  in  Bruns- 
wick  Electrical  Records  has  become  the 
talk  of  the  industry.  Ever  since  last  December 
when  Brunswick  inaugurated  the  new  one- 
price-for-all  policy  on  Brunswick  Records, 
sales  have  climbed.  Gains  in  the  past  four 
months  exceed  any  in  Brunswick's  history. 

But  Brunswick  dealers  who  are  enjoying  the 
profits  know  why  Brunswick  Electrical  Rec- 
ords are  the  best  buy  on  the  market.  Three 
primary  factors  in  Brunswick's  sales  policy 
enter  into  their  success.  These  are: 

1  —  Brunswick's  recent  reduction  in  prices 

2  —  Brunswick's  special  discounts 

3 — Brunswick's  io%  return  privilege 


Mr.  Music  Dealer,  you're  missing  some- 
thing if  you're  not  handling  Brunswick  Elec- 
trical Records.  In  the  field  of  popular  music, 
Brunswick  is  admittedly  without  a  peer. 
Brunswick  sales  policies  are  up-to-date  .  .  . 
every  advantage  of  smart  merchandising  is 
given  the  Brunswick  dealer.  Brunswick  ad- 
vertises in  the  way  the  dealer  likes  .  .  .  NEWS- 
PAPERS THAT  YOUR  CUSTOMERS 
READ.  No  wonder  the  Brunswick  dealer 
is  getting  the  cream  of  the  record  business! 

Why  not  drop  us  a  line  ?  Or  let  our  repre- 
sentative call?  You  risk  nothing  .  .  .  and  you 
may  gain  a  lot!  Do  it  today. 


£7onm$wick 


THE    BRUNSWICK. BALKE-COLLENDER  CO.,  623   S.  WABASH   AVE.,  CHICAGO 


Brothers  took  over  a  slowly  failing  business 
and  made  it  successful  by  the  application  of 
modern  methods  of  merchandising — A  side- 
line finally  turned  declining  sales  into  profits 


lifford  Bros.  Sideline  Is  Bi 
Record  Sales  Aid 


INDUCE  the  passer-by  to  come  into  your 
store  and  half  the  sale  is  made.  Success 
or  failure  often  hinges  on  the  methods  of 
inducing  prospects  to  visit  your  sales  floor. 
To  most  talking  machine  dealers  this  is  a  gigan- 
tic task  involving  considerable  advertising  ex- 
pense. No  different  from  many  merchandisers, 
the  Clifford  Bros,  of  Hartford,  Conn.,  tried  ex- 
tensive newspaper  advertising,  circulars  and 
salesmen,  but  a  little  ordinary  post  card  led 
more  customers  to  the  talking  machine  and 
record  counter  than  all  other  schemes  com- 
bined. The  Clifford  Bros.'  experience  is  another 
story  of  the  silent  salesman  bringing  in  a  big 
share  of  the  new  business.  The  result  of  giv- 
ing this  midget  article  a  giant's  share  of  the 
display  window  proved  successful  in  more  ways 
than  one  in  increasing  sales  volume. 

Fight  to  Stop  Decline  in  Sales 
When  W.  C.  and  W.  K.  Clifford  bought  out 
their  present  business  two  and  a  half  years  agcf~ 
they  depended  solely  on  their  combined-  forty 
years  of  training  in  the  talking  machine  field 
to  revive  a  fast  declining  trade.  The  community 
was  prosperous,  other  retailers  in  the  vicinity 
were  thriving,  but  this  music  shop  experienced 
an  exceptional  sudden  drop  in  sales  receipts. 

In  the  pioneer  months  of  the  Clifford  store, 
it  was  a  busy  day  that  saw  three  customers 
in  the  listening  booths,  whereas  to-day  twelve 
booths  are  not  enough  to  accommodate  the 
record  trade,  which  is  still  growing. 

Big  Summer  Sales 
The  Clifford  Bros,  point  to  another  indica- 
tion that  the  post  card  has  been  an  effective 
pulling  power  for  their  sales  of  records  and  talk- 
ing machines.  Last  Summer  was  the  biggest 
sales  season  since  the  site  was  originally  opened 


By  Clarence  J.  O'Neil 

as  a  music  shop  some  seven  years  ago.  The 
sales  of  records  per  week  during  the  usual  dull 
months  of  June,  July  and  August  were  600,  800 
and  900,  respectively.  The  volume  of  3,600 
records  for  August  was  the  biggest  month  they 
ever  had.  Talking  machines  were  also  on  the 
increase,  sales  having  been  50  per  cent  better 
than  the  banner  month. 

Power  of  a  Post  Card 

This  sales  power  of  a  post  card  was  acci- 
dentally revealed  in  an  incident  that  took  place 
at  the  very  beginning  of  their  retail  career.  At 
that  time  the  Clifford  Bros,  purchased  a  special 
lot  of  holiday  greeting  cards  at  a  very  attrac- 
tive price.  This  stock  when  delivered  was  so 
voluminous  that  the  floor  space  was  actually 
covered  with  cards  of  all  varieties.  They  dis- 
played the  seasonable  cards  in  the  background 
of  their  usual  Victrola  and  record  window  as- 
sortment. A  similar  wall  decoration  was  made 
of  the  cards  at  the  entrance  to  the  store. 

For  the  first  time  in  their  retail  experience 
the  Clifford  Bros,  were  kept  busy  with  what 
seemed  to  be  a  continuous  flow  of  new  faces 
to  buy  cards.  After  the  holiday  rush  a  new 
stock  of  birthday  and  announcement  cards 
was  given  the  same  prominent  place  as  the 
holiday  stock.    Again  business  boomed. 

The  thought  of  interesting  these  customers 
in  other  articles  in  the  store  was  prompted  by 
the  apparently  unconscious  interest  shown  by 
card  patrons  when  a  talking  machine  was  put 
in  operation.  Inquiries  often  followed  as  to 
the  name  of  the  record  just  played,  what  make 
it  was,  and  to  the  price  of  the  number  played. 


Dulce-Cone 

Radio  Talking  Machine  Speaker 


Get  In  On  These 
RADIO  PROFITS 

WITH  radio  almost  universal,  it's  easy 
to  include  a  Dulce-Tone  in  every 
talking  machine  sale — and  you  might  as  well 
get  that  extra  profit.  Or  sell  Dulce  -Tone  to 
former  talking  machine  buyers. 

Dulce-Tone  makes  an  ideal  loud  speaker  of 
any  phonograph,  and  it  fits  any  make  and 
any  radio  set.  Simply  set  the  talking  machine 
needle  in  the  Dulce-Tone  reed,  plug  in, 
and  you  have  the  full  volume,  the  beauti- 
ful clear  tone  that  only  Dulce-Tone  and  a 
talking  machine  can  give. 

The  General  Industries  Co. 

Dulce-Tone  Division 
Formerly  named 
The  General  Phonocraph  Mfg.  Co. 
Elyria,  Ohio 


Ever  alert  to  every  new  sales  appeal  the  Clif- 
ford Bros,  instructed  their  clerks  to  have  a 
machine  going  regularly. 

A  Powerful  Sales  Appeal 

"An  attractive  array  of  post  cards  set  up  in 
our  windows  has  indirectly  resulted  in  more 
sales  of  records  and  talking  machines  than  any 
other  method  of  sales  appeal  that  we  have  ven- 
tured," W.  C.  Clifford  commented.  "We  have 
studied  these  results  carefully,  realizing  that  in 
all  of  our  local  newspaper  advertising,  which 
averages  about  $100  a  month,  we  never  mention 
post  cards.  Our  circulars,  letters  and  other 
announcements  never  include  post  cards.  Yet 
through  the  handling  of  cards  we  can  trace  a 
more  substantial  increase  in  sales  than  from  all 
our  other  sales  appeals  combined. 

"In  my  observation  of  the  different  classes 
of  people  who  come  in  for  the  sole  purpose  of 
buying  a  five  or  ten-cent  post  card,  I  notice 
the  majority,  through  a  sense  of  pride,  or 
something,  seem  to  be  conscience-stricken  at 
the  idea  of  making  such  a  small  purchase.  The 
playing  phonograph  in  most  cases  catches  the 
ear,  and  then  a  comment  usually  follows  as 
to  its  title.  I  always  make  it  a  point  to  add 
the  price  of  the  record  to  my  reply.  For  ex- 
ample, 'Honeymoon  Lane,  it's  a  75-cent  Victor 
record.'  A  75-cent  or  80-cent  purchase  about 
fits  the  pocketbook  of  the  majority  of  my  pa- 
trons when  not  on  a  shopping  tour.  They  go 
off  morally  contented  50  per  cent  of  the  time 
with  at  least  one  record  in  addition  to  their 
original  purchase  intent — a  post  card.  In  in- 
creasing the  volume  of  record  patrons  to  such 
large  proportions  our  talking  machine  sales 
were  naturally  improved.  The  owner  of  a  talk- 
ing machine  is  always,  as  every  dealer  knows, 
half  sold  when  it  comes  to  selling  a  modern 
and  even  more  expensive  machine." 

Better  Advertising  at  Less  Cost 

From  a  cost  standpoint  the  Clifford  Bros.' 
policy  of  delving  extensively  into  post-card 
selling  as  an  advertising  medium  proved  a  re- 
markable asset  instead  of  a  liability.  Purchas- 
ing the  cards  involved  a  very  small  investment; 
salesmen  were  unnecessary,  and  the  results 
helped  cut  down  the  general  advertising  appro- 
priation. And  again  the  cards  gave  a  quick 
turnover  at  a  reasonable  profit.  They  were 
bought  in  large  quantities,  one  year's  supply  at 
a  time,  and  at  the  lowest  possible  cost.  Very 
little  storing  space  was  used  in  buying  in  big 
lots.  In  dollars  and  cents,  Clifford  Bros.' 
ford  Bros.'  store  window  not  only  wiped  out 
profit  in  the  post  card  has  enabled  them  to 
eliminate  the  cost  of  advertising,  one  of  their 
biggest  annual  expense  items.  Advertising 
their  entire  line  cost  them  annually  about  $1,200. 
The  introduction  of  the  post  card  in  the  Clif- 
ford Bros.'  store  window  not  only  wiped  out 
this  yearly  deficit,  but  also  boosted  the  sales 
of  both  records  and  talking  machines. 


The  F.  A.  Stewart  Music  Co.,  Morgantown, 
W.  Va.,  of  which  F.  A.  Stewart  is  president, 
recently  held  its  formal  opening  at  241  Walnut 
street.  The  store  carries  a  complete  stock  of 
Orthophonic  Victrolas  and  records  and  other 
musical  instruments. 
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Stromherq-Carlsoris 
FAMOUS  TONE- 

for  Both  Radio  and  Records 


-    /J  TELLING  sales  feature  of  the  new  A.  C. 

Stromberg-Carlson  Receivers  is  that  they  give 
the  same  realistic  tone  to  phonograph  record  repro- 
duction as  to  radio. 

To  play  records  through  a  Stromberg-Carlson 
merely  add  the  new  Stromberg-Carlson  Magnetic 
Pick-up  Outfit  to  a  standard  phonograph  —  then 
push  the  Pick-up  plug  into  a  jack  provided  in  the 
Receiver.  The  operating  power  is  from  the  house- 
lighting  circuit  just  the  same  as  for  radio  —  the  tone 
of  the  record  reproduction  has  all  of  radio's  living 
beauty. 

Wide-awake  dealers  will  welcome  this  oppor- 
tunity of  giving  their  customers  two-fold  radio 
value  —  and  will  rind  the  record  reproducing  abil- 
ity of  these  Receivers  a  great  advantage  in  giving 
demonstrations  of  tone  quality,  when  there  is  no 
station  on  the  air. 

Stromberg-Carlson  Telephone  Mfg.  Co 
rochester,  n.  y. 


Listen  to  the  Stromberg-Carlson 
Sextette  Tuesday  evenings  at  8 
o'clock  E. S. T.,  through  the  NBC 
and  Associated  Stations: — 
WJZ,  WBZ-WBZA,  WBAL,  WHAM,  KDKA , 
WJR,  KYW,  KWK,  WREN,  WTMJ,  WCCO, 
KVOO,  WFAA,  KPRC,  WOAI,  WHAS,  WMC, 
WSB,  WBT,  KOA. 


tram 


Stromberg-Carlson  Receivers  complete  with 
tubes  for  A.  C.  house  current  operation, 
East  of  Rockies,  $2.95.  and  up;  Rockies  and 
West,  $315.  and  up;  Canada,  $390.  and  up. 
No.  513  A. C.  Stromberg-Carlson,  illustrated. 

£~ very  new  Stromberg-Carlson  has 
handy  jack  to  facilitate  playing 
phonograph  records. 


No.  10  Cone  Speakeh 
A  new  11-inch  Seam- 
less Cone  Speaker. 
Complete  with  long 
cord;  Price,  East  of 
Rockies,  $40;  Rockies 
and  West,  $44;  Can- 
ada, $50. 


i 


Makers  of  -voice  transmission  and  'voice  reception  apparatus  for  more  than  thirty  years. 


USHMAN'S 


ADIO 


Service 

ROFITABLE 


Yearly  Radio  Service 
Plan  Holds  Trade  and 
Brings  in  the  Cash  for 
New  York  City  Dealer 

By  V.  E.  Burke 


THE  servicing  of  radio  receivers  is  a  phase 
of  radio  merchandising  that  causes  end- 
less worry  to  many  dealers,  and  a  factor 
that  eats  into  the  profits  from  sales.  Dealers 
who  refuse  to  be  stampeded  into  giving  away 
the  services  of  their  men  for  unlimited  periods 
because  the  customers  expect  it  or  because  a 
competing  dealer  is  offering  ruinous  service 
gratis,  find  that  service  expenses  can  be  kept 
within  reasonable  bounds  and  if  properly 
handled  can  be  made  a  profitable  source  of  in- 
come. An  instance  of  this  is  the  experience  of 
Cushman  &  Cushman,  Inc.,  of  1010  Sixth  avenue, 
New  York  City.  This  establishment  has  for 
the  past  two  years  conducted  a  "Yearly  Radio 
Service,"  for  radio  set  owners.    It  consists  of 


$10  yearly  for  the  work.  While  the  amount  of 
money  received  does  not  represent  a  profit,  the 
volume  of  sales  of  parts  and  accessories  is 
profitable.  Every  one  of  the  clients  called 
upon  purchases  needed  items  from  us  and  tak- 
ing into  consideration  the  scattered  area  we 
serve,  it  is  evident  that  a  great  amount  of  this 
business  would  never  find  its  way  to  our  store 
if  it  were  not  for  the  service  calls.  In  addition 
to  these  sales,  a  number  of  sets  have  been  sold 
during  the  past  two  years  through  the  service 
men  to  customers  who  owned  sets  which  they 
wished  to  replace. 

Seven  men  comprise  the  radio  service  depart- 
ment of  Cushman  &  Cushman,  Inc.  They  are 
well  trained  and  can  render  effective  service  on 


Yearly  Radio  Service  Plan 


We  can  keep  it  "cured,"  provided  you  will  take 
advantage  of  the  golden  opportunity  now  offered  you 
and  subscribe  to  our 

YEARLY  RADIO  SERVICE 
If  you  could  have  a  specialist  look  you  over  once 
every  month,  or  twelve  times  a  year  whenever  you 
wanted  him,  who  would  tell  you  just  what  was 
needed  to  keep  your  health  up  to  100  per  cent  all 
for  the  sum  of  only  $10.00,  you  would  say  "What  an 
opportunity!"  Yet  this  is  exactly  what  we  offer  you 
for  your  radio's  health! 

Our  YEARLY  RADIO  SERVICE  costs  $10.00  a 
year  and  covers  the  boroughs  of  Manhattan  and  the 
Bronx.    It  includes  the  following: 


1.  One  monthly  inspection  of  radio,  including  test- 
ing of  tubes,  batteries  and  thorough  checking  of  set. 

2.  The  privilege  of  calling  upon  us  in  an  emer- 
gency, if  set  will  not  operate. 

3.  Free  installation  of  new  tubes  or  batteries  that 
may  be  needed  upon  any  of  these  inspections,  charge 
being  made  only  for  the  materials  supplied.  If  set 
is  found  to  need  any  new  parts,  and  these  are  not 
supplied  free  under  the  manufacturer's  guarantee, 
a  charge  will  necessarily  be  made  for  same.  (Aerial 
installation  is  not  included  in  the  above.) 

Give  a  thought  to  your  radio!  Enroll  now  and  be 
sure  your  radio  physician  will  be  at  your  service 
whenever  he  is  needed. 


the  store  and  the  lines  it  carries  by  receiving 
useful  little  gifts  carrying  the  store's  message, 
hor  instance,  in  December  a  number  of  check 
desk  blotters  with  a  celluloid  cover  on  which, 
in  addition  to  the  firm's  trade-mark  and  listing 
of  lines,  were  printed  a  calendar  for  1928  and  a 
seven-inch  ruler  were  distributed.  At  other 
times  bridge  score  pads  are  sent  out;  sometimes 
log  cards,  and  at  three-month  intervals  a  small 
memorandum  pad  with  a  calendar  of  the  follow- 
ing three  months  is  mailed.  These  constant  re- 
minders have  proved  successful  in  bringing 
people  to  the  store  and  to  them  is  attributed  a 
good  share  of  its  success. 

Cushman  &  Cushman,  Inc.,  feature  special 
programs  of  wide  interest,  and  on  such  occa- 
sions posters  in  the  store  windows  inform 
passers-by  for  a  day  or  more  in  advance  of  the 
coming  event.  For  prize  fights  a  special  window 
poster  has  been  drawn  by  an  artist  with  space 
provided  for  the  names  of  the  contestants,  the 
station  broadcasting  and,  if  possible,  the  name 
of  the  announcer. 

When  such  programs  are  broadcast  to  pas- 
sers-by from  the  store  door  a  loud  speaker  is 
placed  in  front  and  another  at  a  store  a  few 
doors  away  so  that  assembled  crowds  can  hear 
without  pushing  and  crowding.  Miss  Cushman, 
who  takes  charge  of  promotional  work,  states 
that   store-door  broadcasting  via   the  Radiola 


Above:    Provisions    of    Yearly    Service  Plan. 

Right:  Subscription  Card  for  Customers 
twelve    monthly    inspections    by    one    of  the 
trained  servicemen  on  the  Cushman  staff  and 
costs  $10  for  the  annual  period. 

The  "Yearly  Service"  is  not  the  outgrowth  of 
a  pre-conceived  plan,  but  is  rather  a  logical  part 
of  the  store's  activities.  J.  B.  Konen,  manager 
of  the  service  department,  in  a  recent  interview 
with  The  Talking  Machine  World,  explained 
the  work  of  the  department  and  its  develop- 
ment.   In  part  he  said: 

"About  six  months  after  Cushman  &  Cush- 
man, Inc.,  had  started  in  the  radio  business, 
one  of  our  customers  who  had  the  six  monthly 
inspection  calls  which  comprise  the  free  service 
which  goes  with  every  set  sale,  asked  if  there 
was  not  some  way  of  continuing  the  inspection 
calls,  in  order  that  the  receiver  would  continue 
to  function  properly  as  it  had  been  doing.  An 
arrangement  was  made  with  him  and  with  sev- 
eral of  his  friends  and  other  customers.  After 
a  time  the  number  of  set  owners  who  were 
receiving  monthly  visits  from  the  Cushman  ex- 
pert grew  to  such  an  extent  that  the  "Yearly 
Service"  became  a  regular  part  of  the  store's 
activities,  contracts  were  prepared  and  promo- 
tion Work  was  done  to  inform  more  set  owners 
of  the  plan. 

"I  have  heard  dealers  say  that  service  costs 
them  money,  and  eats  up  profits,  but  we  can 
safely  say  that  our  business  has  been  built  on 
service.  At  the  present  time  200  owners  of 
radio  sets  in  Manhattan  and  the  Bronx  receive 
inspection  calls  from  our  men  and  each  pays 


CUSHMAN  &  CUSHMAN,  Inc. 

1010  Sixth  Avenue 
New  York,  N.  Y. 

Enclosed   find    for  which 

send  YEARLY  RADIO  SERVICE  to  addresses  op- 
posite for  one  year  from  date  named. 

Sent  by   

Name   

Address   

Date   


Subscription  Service 
YEARLY  RADIO  SERVICE 
Consisting  of  12  monthly  inspections 
by  our  expert        -        -  $10.00 


Name 
Address 
Date    . . 
Name 
Address 
Date    . . 


(Make  check  payable  to  Cushman  &  Cushman,  Inc.) 


all  types  of  sets.  Although  the  "Yearly  Radio 
Service"  contract  calls  for  monthly  calls,  clients 
can  call  upon  the  store  in  an  emergency,  al 
though  Mr.  Konen  states  that  two  calls  a  month 
is  the  limit.  Of  the  200  who  buy  the  service 
some  arrange  for  a  certain  date  each  month  for 
the  inspection;  others  arrange  to  have  the  store 
telephone  at  a  certain  time  of  the  month  to  see 
if  an  inspection  is  necessary,  and  still  others 
use  the  service  simply  in  emergencies.  In  other 
words,  the  latter  class  telephone  the  store -and 
make  an  appointment  for  an  inspection,  at  their 
convenience  rather  than  at  stated'interVals.  Re- 
produced herewith  are  the  terms  of  the  "Yearly 
Radio  Service"  and  what  the  set  owner  receives 
for  his  payment  of  $10. 

The  sales  and  promotional  activities  of  the 
Cushman  establishment  are  equally  worthy  of 
mention.  A  large  mailing  list  of  customers  and 
prospective  customers  is  regularly  informed  of 
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has  been  responsible  for  a  number  of  set  sales. 

The  experience  of  this  establishment  seems 
to  bear  proof  of  the  oft-repeated  statement  that 
no  one  factor  is  responsible  for  success  in 
selling  radio.  A  well-defined  service  policy 
together  with  intelligent  sales  promotional  ac- 
tivities and  taking  advantage  of  all  opportu- 
nities are  the  rules  in  this  instance. 


Music  Week  Material 


Sevefal  new  pamphlets  have  been  issued  by 
the  National  Music  Week  Committee  contain- 
ing material  for  music  promotion  in  connection 
wilh. Music  Week,  which  is  to  be  observed  May 
0  to  12.  The  new  booklets  are:  "Piano  En- 
semble Concerts,"  "Massed  Band  Concerts," 
"Music  Week  in  the  Churches"  and  "Home 
Night  in  National  Music  Week." 
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A  Radiotron 
for  every  purpose 


RADIOTRON  UX-201-A 

Detector  Amplifier 

RADIOTRON  UV-199 

Detector  Amplifier 

RADIOTRON  UX-199 

Detector  Amplifier 

RADIOTRON  WD-11 

Detector  Amplifier 

RADIOTRON  WX-12 

Detector  Amplifier 

RADIOTRON  UX-200-A 

Detector  Only 

RADIOTRON  UX-120 

Power  Amplifier  Last 
Audio  Stage  Only 

RADIOTRON  UX-222 

Screen  Grid  Radio 
Frequency  Amplifier 

RADIOTRON  UX-112-A 

Power  Amplifier 

RADIOTRON  UX-171-A 

Power  Amplifier  Caet 
Audio  Stage  Only 

RADIOTRON  UX-210 

Power  Amvlifier  Oscillator 

RADIOTRON  UX-240 

Detector  Amplifier  for 
Resistance-coupled 
Amplification 

RADIOTRON  UX-250 

Power  Amplifier  Oscillator 

RADIOTRON  UX-226 

A.C.  Filament 

RADIOTRON  UY-227 

A.C.  Heater 

RADIOTRON  UX-280 

Full-Wave  Rectifier 

RADIOTRON  UX-281 

Half-Wane  Rectifier 

RADIOTRON  UX-874 

Voltage  Regulator  Tubs 

RADIOTRON  UV-876 

liallatt  Tube 

RADIOTRON  UV-886 

Ballatl  Tube 


The  standard  by 
which  other  vacuum 
tubes  are  rated 


Look  for  ibis  mark 
en  tviry  Radiotron 


RADIOTRON  U 
RADIOTRON  U 


When  you  choose  a  radio  set 
make  sure  that  it  is  equipped 
throughout  with  RCA 
Radiotrons.  Manufacturers 
of  quality  receiving  sets 
specify  RCA  Radiotrons 
for  testing,  for  initial  equip- 
ment, and  for  replacement. 

Every  RCA  Radiorron  is  tested  in  41  different  ways  in  the  labora- 
tories of  RCA.  Westinghouse  and  General  Elecrnc  by  rhe  radio 
experrs  who  made  modem  broadcasting  possible.  Never  use 
new  rubes  with  old  ones  that  have  been  in  use  a  year  or  more. 
Sec  rhar  your  set  is  completely  equipped  wirh  RCA  Radio* 


KCA  Kadiotron 
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MOIOTftON  U 
RADIOTftON  U 
RAOIOTRON  u 


RADIOTRON  UV-*1 


Tht  mwAa'd  by 
tKkh  ether  xccuvn 
tubti  art  raud 


If  you  want  to  offer  your  customers 
the  finest  and  fastest  selling  vacuum 
tube  made,  keep  a  complete  stock  of 
RCA  Radiotrons.  There  is  a  tube  for 
every  purpose — one  that  serves  every 
purpose  best. 

RCA  has  spent  millions  of  dollars  in 
the  development  and  perfection  of 
RCA  Radiotrons.  So  why  should  you 
risk  your  profits  by  stocking  inferior 
tubes?    Carry  the  complete  line! 


Consistent  week-in 
and  week-out  advertis- 
ing in  national  maga- 
zines and  leading 
newspapers  as  well  as 
effective  broadcasting, 
is  telling  your  custom- 
ers about  the  quality  of 
RCA  Radiotrons.  The 
public  knows  and  pre- 
fers them  because  they 
are  backed  by  RCA. 
Your  share  in  their 
sales  means  profits  and 
prestige  for  \  our  store. 


( 


BI0 


RADIOTRON' 


-171-A. 


RADIO  CORPORATION  OF  AMERICA 


NEW  YORK 


CHICAGO 


SAN  FRANCISCO 


RCA  Radiotron 


■  M 


ADE     BY    THE     MAKERS     OF     THE  RADIOLA 
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The  RCA 
-  HETERODYNE 

everywhere  acknowledged  as  the 
supreme  achievement  in 


-by  radio  experts 
-by  the  trade 


and  perfected  in  the 
Research  Laboratories  of  RCA, 
General  Electric  and  Westinghouse 


,j  J^uthoriredL 

This  sign  marks  the  leading    I  DealerN  I   dealer  in  every  community 


RADIO      CORPORATION      OF  AMERICA 


NEW  YORK  •  CHICAGO  •  SAN  FRANCISCO 


RCA  I\adiola 


MADE    BY    THE     MAKERS     OF    THE  RADIOTRON 
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RCA  RADIOLA  32— De  luxe  cabinet 
model  of  the  RCA  Super- Heterodyne 
with  the  famous  RCA  Loudspeaker  104. 
AC  or  DC  operation.  Finest  receiver 
that  carries  the  RCA  mark. 

$895  complete 


RCA  RADIOLA  30A—  Custom- 
built  cabinet  model  of  the  RCA  Super- 
Heterodyne  with  special  loudspeaker 
enclosed  For  either  AC  or  DC 
operation  from  house  lighting  circuit. 

$495  complete 


Areyoti  usmg  the  RCA 
Time  Payment  Plan? 


KCA  Kadiola 


MADE    BY    THE     MAKERS     OF    THE  RADIOTRON 
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RCA  announces 

uper-Reproducer 


New 


RCA  DE  LUXE 
LOUDSPEAKER  105 

A  power  reproducer  of  greater  range,  capacity  and  fidelity 
of  tone  than  any  ever  before  designed. 
Another  remarkable  achievement  of  the  associated  labora- 
tories of  RCA,  General  Electric  and  Westinghouse. 


This  sign  maris  thtUadin% 
dtakt  in  ti  tty  community 


RCA  De  Luxe  Loudspeaker  105-Provides  "B"  and  "C"  potentials  for 
radio  receiver.  Operates  on  110  volt,  50-60  cycle  A.  C.  current.  $350  list 

RADIO   CORPORATION  OF  AMERICA        NEW  YORK      CHICAGO       SAN  FRANCISCO 


RCA  Loudspeaker 


MADE     BY    THE    MAKERS     OF    THE    R  A  D  1  OLA 
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Neil  Bauer  Appointed 
to  an  Important  Post 

  » 

Made  Assistant  General  Sales  Manager  of 
the  Crosley  Radio  Corp. — Is  Widely 
Known  to  Trade  Throughout  Country 

Six  years  ago  when  Neil  Bauerr  then  only 
nineteen  years  old,  accepted  a  clerkship  in  the 
Crosley  Radio  Corp.,  he  says  he  knew  no  more 


Is  Now  in  Charge        Yelly  D'Aranyi  a 
of  Victor  in  Japan  Columbia  Artist 


Neil  Bauer 

about  radio  than  he  did  about  washing  ma- 
chines, but  he  believed  in  the  future  of  the 
business  and  determined  to  learn  it  from  every 
angle.  As  a  result  of  his  strict  application  to 
the  business,  Mr.  Bauer  has  been  rewarded  for 
his  untiring  effort  and  unswerving  loyalty  tn 
the  company,  being  made  assistant  general 
sales  manager.  Mr.  Bauer  is  said  to  be  one  of 
the  youngest  men  in  the  country  to  hold  such 
a  responsible  position.  He  knows  each  of  the 
165  distributors  personally,  and  many  of  the 
18,000  or  more  dealers,  representing  every  part 
of  the  country. 


Klingman-Kelsall 

Music  Co.  Opens 

Louisville,  Ky.,  April  6.— A  new  music-radio 
establishment,  the  Klingman-Kelsall  Music  Co., 
opened  here  recently  at  632  South  Fourth  street, 
with  a  complete  line  of  instruments,  including 
Victor  Orthophonic  talking  machines,  Radiolas 
arid  Atwater  Kent  receiving  sets,  Buescher 
band  instruments,  Cable  Company  pianos  and 
an  assortment  of  nationally  known  small  goods, 
records  and  sheet  music. 

The  members  of  the  new  concern  are  Gene 
Klingman,  who  for  eight  years  was  connected 
with  the  Louisville  Music  &  Radio  Co.,  serving 
for  the  past  three  years  as  vice-president  and 
sales  manager,  and  O.  C.  Kelsall,  a  Purdue 
graduate  of  radio  engineering,  who  has  had  an 
extensive  sales  experience  in  the  general  music 
business. 

Three  large  rooms  are  devoted  to  talking 
machine  and  radio  displays  and  fifteen  record 
demonstration  booths,  constructed  of  sound- 
proof cellotex,  occupy  the  greater  part  of  one 
of  the  two  floors. 


Buy  Canadian  Firm 

The  business  and  good  will  of  the  R.  S. 
Williams  &  Sons  Co.,  Ltd.,  Toronto,  Canada, 
music  dealer  and  Canadian  distributor  of  Edi- 
son phonographs  and  records,  has  been  pur- 
chased by  B.  A.  and  F.  A.  Trestrail  for  a  sum 
said  to  be  $580,000.  The  store  at  145  Yongc 
street  is  being  remodeled  extensively. 


Harold  Agnew,  of  Amsterdam,  N.  Y.,  was 
selected  by  the  Victor  Talking  Machine  Co.  to 
take  a  two  weeks'  course  in  radio  engineering 
at  Camden,  N.  J. 


B.  Gardner  to  Direct  Affairs  of  Japanese 
Company — Harry  C.  Stremshorn  Ap- 
pointed Superintendent 

Montreal,  Can.,  April  7. — Another  Canadian 
commercial  enterprise  in  the  Orient  is  an- 
nounced in  the  fact  that  B.  Gardner,  former 
treasurer  and  director  of  the  Victor  Talking 
Machine  Co.,  of  Canada,  Ltd.,  has  been  ap- 
pointed managing  director  of  the  Victor  Talk- 
ing Co.,  of  Japan,  and  has  established  offices, 
a  manufacturing  plant  and  a  sales  organization 
for  distribution  of  "His  Master's  Voice" 
products  in  that  country.  The  new  organization 
is  known  in  Japan  as  Nihon  Victor  Chikuonki 
K.K.  Another  Canadian,  Harry  G.  Stremshorn, 
of  Montreal,  recently  assistant  superintendent 
of  the  Victor  Talking  Machine  Co.,  of  Canada, 
Ltd.,  has  become  superintendent  of  the  factory. 

Mr.  Gardner's  many  years  as  treasurer  placed 
him  in  close  and  intimate  contact  with  the  ad- 
ministrative and  manufacturing  divisions  of  the 
Victor  business  in  Canada.  Besides  this,  the 
new  head  of  the  Japanese  company,  well-known 
in  manufacturing  circles,  possesses  a  back- 
ground consisting  of  a  lifetime  of  merchandis- 
ing and  manufacturing  experience.  Mr.  Strems- 
horn's  connection  with  the  Victor  company 
covers  a  period  of  years  of  research  and  prac- 
tical work  on  talking  machines. 

It  is  the  announced  intention  of  the  company 
to  go  thoroughly  into  the  matter  of  recording 
Japanese  music  and  Japanese  drama,  which 
takes  on  national  forms  of  an  individuality  and 
beauty  unsuspected  in  the  western  world.  Be- 
sides love  for  their  own  music,  Japanese  have 
a  keen  appreciation  for  the  music  of  the  west- 
ern peoples  showing  great  interest  in  the 
works  of  the  modern  European  composers. 


Violinist  to  Record  Exclusively  for  the 
Columbia  Phonograph  Co.  Catalog — Has 
Won  Following  From  Concert  Dates 


Yelly  D'Aranyi,  the  violin  "discovery"  of  the 
current  season,  has  signed  to  record  exclusively 
for    the    Columbia    Phonograph    Co.  catalog. 


Yelly  D'Aranyi 

D'Aranyi  is  a  grand-niece  of  the  virtuoso 
Joachim,  and  a  pupil  of  the  celebrated  Hubay. 

For  her  first  Columbia  release,  to  appear 
March  20,  Miss  D'Aranyi  features  a  Jota  (Span- 
ish dance),  by  De  Falla,  Spanish  composer,  and 
also  the  Brahms  Hungarian  Dance  No.  8. 


Pef  f  er  Enlarges 

Stockton,  Cal.,  April  3. — Although  8,000  square 
feet  of  floor  space  are  occupied  by  the  Peffer 
Music  Co.  for  its  radio  and  music  business, 
this  space  has  been  found  to  be  entirely  inade- 
quate, and  plans  for  enlargement  are  being 
made.  The  entire  basement  is  being  excavated 
and  fitted  for  an  up-to-date  display  space.  In 
addition  the  establishment  is  being  redecorated. 


Potential  Market  for 
New  Phonographs 

Growing  Demand  for  Electrically  Oper- 
ated Instruments  in  France 


In  a  recent  bulletin  the  Department  of  Com- 
merce, Washington,  D.  C,  calls  attention  of 
American  manufacturers  of  phonographs  to  the 
important  potential  market  in  France  for  elec- 
trically operated  phonographs.  William  W. 
Corcoran,  vice-consul  at  Boulogne-sur-Mer, 
France,  states  that  the  cafe  proprietors  are 
adopting  these  instruments  to  amuse  patrons 
and  advises  manufacturers  to  enter  the  field. 


A  NEW 

A.  C.  Portable  Instrument 

Three  ranges — 150-8-4  volts 
for  Radio 
and  Qeneral  Testing 

NOTE  its  small,  compact  shape — for  con- 
venience in  handling  and  carrying  about 
with  testing  kit  or  with  other  equipment. 
Contained  in  a  red  and  black  mottled  bake- 
lite  case  to  distinguish  it  from  the  com- 
panion Model  489  D.  C.  instruments  which 
are  plain  black.  Bold,  legible  figures  on  a 
silvered  dial — no  mistake  in  making  quick 
readings,  and  no  question  as  to  their  ac- 
curacy. 

In  all  features  of  electrical  design  and 
construction  it  is  a  truly  high-class,  scien- 
tific instrument  equally  serviceable  for 
laboratory  and  shop  work  as  well  as  for 
utility  radio  uses  in  the  home. 

Dealers  will  find  a  ready  sale  for  this 
all-purpose  A.  C.  testing  instrument — not  . 
only  to  radio  set  owners  but  to  any  cus- 
tomer who  needs  a  small,  inexpensive  A.  C. 
instrument  of  great  reliability  and  long-life 
accuracy.  Also  made  in  double  voltage 
ranges  up  to  600  volts,  and  as  Ammeters 
and  Milliammeters. 

Weston  Electrical  Instrument  Corp. 
fiOfi  Frelinghuysen  Ave.,  Newark,  N.  J. 


Model  528 


WESTON 

RADIO 
INSTRUMENTS 
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The  Hardest  Possible  Test  for  ANY  Reproducer! 


Select  a  Group  of  "Difficult"  Records 

....  Play  them  with 

AUDACHROME 

The  Chromatic  Reproducer 


ACCEPT  NO  IMITATIONS 

Every  Audachrome  and  every 
other  Audak  instrument  heart 
a   protective   tag   like  this  — 
your  guarantee  I 


Whenever  You 
Come  Across 
an  AV DAK- equipped 
Machine — 
Portable  or 
Cabinet — 
Be  Assured  That 

It  Is  a 
Quality  Machine 


A  Few  Suggested 
Records  and  the 
'Difficult"  Details  for 
Which  to  Listen 


COLUMBIA  No.  634-D— SPRING 
IS  HERE — Just  notice  how  AUDA- 
CHROME recreates  the  singing  and 
rolling  of  the  canary,  in  the  first 
quarter-inch  of  the  record. 

BRUNSWICK  No.  3655 — A  DANC- 
ING TAMBOURINE — With  AUDA- 
CHROME you  really  hear  the  tam- 
bourine dance,  as  well  as  every 
single  instrument  at  its  true  value. 

VICTOR  No.  6562— GALLI  CURCI 
— The  delicacy  and  naturalness  of 
her  voice,  as  well  as  the  orchestra- 
tion is  a  revelation.  Only  AUDA- 
CHROME can  cope  with  it. 

VICTOR  No.  9148— MARCH  OF 
THE  TOYS— The  detail  and  deli- 
cacy in  this  recording  is  simply 
marvelous.  Observe  how  AUDA- 
CHROME responds  to  every  shad- 
ing, every  touch,  however  slight. 

VICTOR  No.  35833— DANCE  OF 
THE  HOURS— It  is  impossible  for 
the  ordinary  sound  box  to  inter- 
pret properly  this  remarkable  sym- 
phony. The  detail  and  delicacy  is 
simply  marvelous — when  played 
with  AUDACHROME. 

OKEH  No.  40958— THE  BEGGAR 
— Notice  the  almost  uncanny  nat- 
uralness of  the  enunciation.  No- 
tice words  like  "Possess,"  "Happi- 
ness" the  "S"  being  recreated  by 
AUDACHROME  as  in  actual  life? 

VICTOR  No.  6625— RIENZI  OVER- 
TURE —  Amazing  how  AUDA- 
CHROME can  handle  this  very 
difficult  and  remarkable  recording. 

PLAY  THEM  WITH  AUDACHROME  AND 
YOU  WILL  SELL  MORE  RECORDS. 


AUDACHROME 

The  Standard  By  Which 
All  Others  Are  Judged 


The  AUDAK 

565  Fifth  Avenue 

Makers  of  High  Qrade  Acoustical  and 
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COMPARE 

Its  Performance  with  that 
of  Any  Other  Reproducer 


C7°HE  superiority  of  AUDACHROME  is  immediately 
evident — whether  the  record  be  very  simple  or  ex- 
tremely difficult  —  even  to  the  untrained  ear.  On  really 
intricate  selections,  however,  this  superiority  is  so  vast  as 
to  astonish  anyone  who  hears  the  comparison.  The  average 
reproducer  or  sound  box  may  get  by  with  a  fair  performance 
till  the  shrill  string  notes  begin  to  multiply  and  countless 
color-tones  mingle  with  the  deep  rumble  of  tuba  and  saxo- 
phone. But  when  things  become  thus  complicated — when 
tricks  of  the  human  voice  have  to  be  re-acted,  and  bells  and 
tambourines  and  other  "local  color"  accessories  —  THEN 
only  an  INSTRUMENT  like  AUDACHROME  will  do ! 

The  harder  the  selection,  the  more  striking  is 
AUDACHROME's  superiority  in  interpreting 
every  element  of  it.  All  the  wealth  of  detail  in 
the  splendid  new  electrical  records  is  brought  out 
by  this  revolutionary  instrument  with  amazing 
fidelity  to  the  original  performance.  That  is  why 
you  owe  it  to  yourself  to  demonstrate  with 
AUDACHROME. 

f  No  One  Can  Listen  to  an  AUDACHROME  Per-  1 
L  tormance  without  Being  Amazed  and  Delighted  J 


COMPANY 

New  York,  N.  Y. 

Electrical  Apparatus  for  More  Than  10  Years 


Business  is  very  good.  Orders  for 
AUDACHROME  continue  to  keep 
us  pretty  much  on  the  hop.  Never- 
theless, there's  a  situation  here 
that  reminds  us  of  the  kids  in  the 
snowball  fight.  One  little  chap, 
very  erratic  in  his  aim,  suddenly 
exulted:  "Wheel  I  hit  'im  with 
that  one  1"  Whereupon  the  dimin- 
utive captain  paused  in  his  task 
of  wrapping  a  rock  in  a  fistful  of 
snow  and  replied  with  biting  scorn: 
"Never  mind  the  one  that  landed — 
how  about  the  ones  that  didn't 
land!" 

♦      ♦  ♦ 

And  we  are  wondering  about  some 
of  our  snowballs  that  apparently 
have  gone  wild.  There  are  mem- 
bers of  the  trade  not  yet  aware,  it 
would  seem,  of  the  sweeping  bene- 
fits to  their  business  offered  by 
AUDAK'S  revolutionary  new  re- 
producing instrument.  This 
"snowball"  is  aimed  squarely  at 
those  dealers  and  we  hope  it  find* 
the  mark. 

♦  ♦  ♦ 

Can  you  afford  to  take  chances? 

♦  ♦  ♦ 

With  retail  sales  dependent  upon 
planning  and  putting  the  best  foot 
forward,  no  dealer  can  afford  to 
demonstrate  with  any  sound-re- 
producing apparatus  but  the  best. 

♦  ♦  ♦ 

For  the  difference  between  ordinary 
sound  box  performance  and  per- 
formance by  the  best  instrument, 
AUDACHROME,  makes  just  the 
difference  in  impression  on  the 
customer  that  results  in  sales  in- 
stead of  disappointments. 

♦  ♦  ♦ 


Putting  it  another  way — the  per- 
formance of  AUDACHROME  is  so 
realistic,  so  faithful,  so  vastly  su- 
perior to  ordinary  reproduction, 
that  the  simple  hearing  of  it  stimu- 
lates sales.  We  mean  sales  of  rec- 
ords— of  those  new  electrical  mar- 
vels whose  tone  and  preciseness, 
once  given  a  chance  to  register, 
cannot  fail  to  thrill  the  most 
apathetic  listener. 

♦  ♦  ♦ 

Say  we,  then — yoH  cannot  afford  to 
take  chances  by  demonstrating 
with  any  sound-box  inferior  to 
AUDACHROME,  because  only 
AUDACHROME  can  interpret  the 
new  records  as  they  should  be  in- 
terpreted. 

♦  ♦  ♦ 

The  talking  machine  industry's 
future?  O.  K.  Never  doubt  it. 
Just  hop  in  and  start  using  the 
assets  manufacturers  are  giving 
you. 


Profit  Wnnfi$  Sales  Wrinkles 

Move  the  Slow  Movers— Participate  in  Community  Affairs  and  Profit— Unusual  Log 
Card  Is  a  Real  Service — Build  the  Average  Unit  of  Record  Sales 
—Installs  Buzzer  in  Demonstration  Booths — Other  Stunts 


Sales  effort  should  be  largely  centered  on 
hard-to-move  merchandise.  The  popular  in- 
struments and  records  which  enjoy  the  great 
demand  of  the  moment  require  less  effort  to 
sell  in  volume,  leaving  the  dealer  free  to  busy 
himself  with  ways  and  means  of  building  up 
sales  of  merchandise  that  ordinarily  moves 
more  slowly.  This  is  especially  true  of  the 
finest  recordings,  including  the  sets  of  records 
contained  in  albums  that  the  leading  companies 
are  now  producing.  While  there  is  a  consistent 
demand  for  these  album  sets  from  music  lovers, 
there  is  a  large  potential  market  among  pur- 
chasers of  popular  music  on  records  that  has 
barely  been  scratched.  It  is  up  to  the  dealer 
to  build  up  his  sales  of  album  sets  and  also  of 
other  fine  recordings  for  several  reasons.  First, 
by  doing  this  the  dealer  will  be  placing  his 
record  business  on  a  sounder  foundation.  Second, 
the  unit  of  sales  is  increased.  Third,  they 
bring  in  more  cash,  and  this  in  itself  should  be 
the  prime  motive  for  getting  behind  these  rec- 
ords with  some  real  sales  effort.  Wurlitzer's, 
in  New  York,  for  example,  display  the  record 
album  sets  on  one  of  their  show  cases  in  the 
front  of  the  store  where  record  customers 
cannot  fail  to  see  them.  A  suggestion  is  all 
that  is  necessary  and  this  method  of  display 
accomplishes  its  purpose.  People  make  in- 
quiries regarding  the  album  sets  and  then  the 
sales  person  gets  busy.  Try  it.  These  records 
are  worth  a  good  window  and  store  display  as 
well  as  direct  mail  and  advertising  effort. 

Building  Good  Will 

Active  participation  in  civic  affairs  is  worth- 
while for  the  talking  machine  and  radio  dealer 
from  the  standpoint  of  business.  One  of  the 
best  known  and  most  progressive  retailers  in 
Union  City,  N.  J.,  is  Frank  Hermance,  who  has 
built  up  a  large  following  by  intelligent  sales 
promotion  effort.  Recently  Mr.  Hermance  tied 
up  with  a  local  Boy  Scout  drive,  devoting  one 
of  his  two  large  windows  to  a  display  of  Scout 
equipment.  In  addition  he  displayed  small  musi- 
cal instruments,  such  as  harmonicas  and  ukuleles 
in  a  tie  up  with  the  Scout  movement.  This  is 
the  type  of  co-operation  with  local  affairs  that 
brings  returns  in  dollars  and  cents.  This  dealer 
overlooks  no  opportunities  for  bringing  his 
store  and  service  to  the  attention  of  the  public. 
Another  clever  stunt  that  has  been  responsible 
for  a  considerable  amount  of  business  over  a 
period  of  time  is  an  announcement  on  the  back 
of  his  business  cards,  which  reads  as  follows: 


"We  will  set  up  and  demonstrate  any  radio  of 
your  selection  in  your  home  free  of  charge." 
This  may  seem  like  a  too  generous  offer,  but 
Mr.  Hermance  relies  on  the  quality  of  his  mer- 
chandise and  his  sales  ability  to  put  over  the 
deal  once  he  has  interested  the  customer  to  the 
point  of  a  home  demonstration. 

Unusual  Log  Card 

An  unusual  form  of  sales  promotion  and  serv- 
ice to  customers  is  practiced  by  the  Mogle 
Radio  Co.,  RCA  dealer  of  Winfield,  Kans.  With 
every  sale  of  a  receiver  a  log  card  is  given, 
with  stations  listed  and  with  the  dial  numbers 
filled  in,  instead  of  a  blank  space  to  be  filled 
in  by  the  customer.    Another  feature  the  card 


Send  in  Ideas  !  ! 

Perhaps  in  conducting  your 
business  you  make  use  of  some 
unusual  method  in  selling  ra- 
dio, talking  machines,  records 
or  accessories,  or  perhaps  your 
method  of  servicing  is  out  of 
the  ordinary.  If  these  ideas 
have  proved  successful,  send 
us  a  note  telling  of  them. 
Photographs  will  add  interest. 


has  is  that  the  stations  lisfted  have  actually 
been  logged  in  by  a  receiver  of  the  same  model 
as  that  being  purchased  by  a  set  operated  in 
Winfield.  In  addition,  this  card  lists  the  names 
of  some  200  Radiola  owners  residing  in  or  about 
Winfield.  The  prospect  is  invited  to  ask  any  of 
the  people  listed  about  the  capabilities  of  their 
Radiolas  and  about  the  service  which  the  Mogle 
Radio  Co.  renders. 

Increasing  Unit  Sales 

A  dealer  in  the  Middle  West  has  discovered 
a  way  to  increase  the  interest  of  his  sales 
people  in  building  up  his  business.  There  is 
nothing  particularly  new  in  the  idea,  but  never- 
theless, there  are  many  retailers  who  might  take 
similar  steps  to  advantage.  The  average  record 
clerk  very  often  gets  into  a  rut,  and  when  this 
happens  sales  are  bound  to  suffer.  Order  tak- 
ing is  not  selling  and  when  this  dealer  came  to 
the  conclusion  that   most  of  his  clerks  were 


order  takers  he  decided  that  he  would  make  it 
worth  while  for  them  to  actually  sell  the  custo- 
mers. In  other  words  he  decided  that  many 
sales  of  one  record  should  have  been  a  sale  of 
two  or  more  discs,  the  failure  being  on  the 
part  of  the  sales  person  to  properly  take  ad- 
vantage of  the  interest  of  the  customer  in  his  or 
her  talking  machine.  Therefore,  he  decided  upon 
a  system  of  compensation  designed  to  reward 
the  salesman  who  sold  the  largest  number  of 
records  in  the  course  of  a  week;  the  sales  per- 
son who  sold  the  largest  number  of  various 
specified  types  of  records,  such  as  classical, 
standard,  popular.  A  special  commission  was 
given  for  the  sale  of  each  specified  record  fall- 
ing in  the  "dead  stock"  class.  The  benefits 
of  the  plan  were  immediately  manifest.  Tlx. 
clerks  got  right  down  to  business,  because  the} 
realized  that  the  size  of  their  weekly  salary 
depended  in  a  large  measure  on  their  ability  to 
to  sell  more  records. 

Bettering  Service 

The  Klingman-Kelsall  Music  Co.,  632  South 
Fourth  street,  Louisville,  Ky.,  which  opened 
April  1,  has  installed  in  its  fifteen  record  demon- 
stration booths,  a  novel  feature  which  should 
go  a  long  way  in  building  up  record  sales  and 
winning  customer  good  will.  This  is  a  record 
service  signal  system  and  in  each  booth  a  but- 
ton is  prominently  displayed  with  a  notation 
that  by  pressing  the  button  the  customer  calls  a 
clerk  from  the  record  department.  In  this  man- 
ner record  buyers  will  be  spared  the  trouble 
of  making  trips  to  the  record  counter  if  addi- 
tional discs  are  wanted,  and  the  record  sales- 
men will  be  spared  the  unnecessary  inconven- 
ience of  keeping  an  eye  on  each  booth  to  see  if 
the  prospective  customers  are  being  properly 
served.  Gene  Klingman,  one  of  the  firm's  mem- 
bers, informs  The  Talking  Machine  World  that 
he  believes  this  system  will  greatly  improve 
record  service. 

Re:  Past  Releases 

Recently  the  Philadelphia  Victor  Distribu- 
tors, Inc.,  sent  to  dealers  in  their  territory  an 
attractive  bulletin,  listing  fifteen  record  cou- 
plings, under  the  caption,  "America's  Best  Sel- 
lers." The  list  was  a  varied  one,  including 
dance  orchestra  selections,  violin  solos,  vocal 
duets,  symphonic  orchestra  recordings  and 
others.  Some  of  the  records  were  new,  others 
not  so  new,  but  each  recording  was  selected  by 
an  expert  as  having  a  wide  appeal.  Why  can- 
not the  dealer,  knowing  the  tastes  of  his  custo- 
mers, prepare  at  intervals  a  similar  list.  The 
record  customer  cannot,  or  does  not,  buy  every 
lecord  as  it  is  released.  Some  favorite  might 
be  overlooked.  Look  over  your  release  listings 
for  the  past  six  months  or  so.  Pick  out  the 
records  which  you  found  the  best  sellers.  Make 
a  list  of  them  and  send  them,  accompanied  by 
an  informatory  letter,  to  your  mailing  list  and 
await  the  sales. 


Sell  Albums  That  Will  Adequately  Protect  Your 
Customers'  Valuable  Records 

The  New  National 
Loose  Leaf  Record  Album 

Beautiful  in  design. 
Durable  and  flat-opening. 

(Patent  Applied  For) 
Write  for  descriptive  list  and  prices. 

NATIONAL  PUBLISHING  CO. 

Factory  and  Main  Office 
239-245  So.  American  St.,  Philadelphia,  Pa. 
Salesroom:    225  Fifth  Ave.,  New  York  City 
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IS 


Eye  Value 

is  as  Essential  as  Performance 

--in  Present  Day  Radio  Selling 

WITH  the  perfection  of  the  Elec- 
tric Radio,  public  demand  is  for 
design  that  has  a  definite  meaning 
in  the  decorative  plan  of  the  home 
— something  permanent — concealing 
all  the  mechanical  aspects  of  radio. 

FRESHMAN 
EQUAPHASE 

W^CTTRfC  RADIOS 

fulfill  every  current  demand.  The 
ever  increasing  sales  of  Authorized 
Freshman  Dealers  testify  to  that. 

In  scientific  exactness  and  effi- 
ciency, the  Equaphase  Radio  circuit 
is  in  a  class  by  itself — simple  to 
operate  yet  accurate  and  sensitive 
to  a  fine  point  of  precision  —  mini- 
mizing the  necessity  of  service. 

A  variety  of  cabinet  designs  ade- 
quately meet  the  requirements  of 
present  day  home  decoration. 

Freshman  Electric  Radios  are 
sold  direct  to  Authorized 
Freshman  Dealers — it  will  pay 
you  to  investigate  our  dealer 
franchise* 


Model  G-4,  Freshman  Equaphase  Eleetric  Radio, 
paneled  in  genuine  mahogany,  complete,  ready 
to  operate  including  the  new  RCA,  AC  Tuhes 


225 


00 


No 


ACIDS 
BATTERIES 
WATER 
TROUBLE 


CHAS 


Manufactured  by 

FRESHMAN   CO.,  Inc. 


NEW  YORK 


CHICAGO 


LOS  ANGELES 


Freshman  Electric  Radios 


Blends  Selling  and  Art 

-  Wins  Success 


Miss  Jane  Barth  Describes  Methods 
of  Building  Up  Record  Sales 

By  R.  P.  Tracy 


A GENUINE  love  of  music,  fortified  by  a 
wide  knowledge  of  the  subject,  gained 
from  years  of  study,  and  the  inclination 
atid  opportunity  of  utilizing  this  knowledge  in 
the  business  world,  represent  a  blending  of  the 


Dear  Customer: 

DO  YOU  KNOW: 
THAT — New     Columbia    Records     are  broadcast 
every    morning    (except    Sunday)    at  nine 
o'clock  from  station  KMBC,  Kansas  City, 
Missouri  ? 

THAT — "Viva-tonal"  electric  recording  is  found 
only  on  Columbia  New  Process  records? 

THAT — Columbia  New  Process  Records  are  the 
ONLY  Records  without  scratch? 

THAT— Columbia  is  First  with  the  latest  popular 
hits? 

THAT — Columbia  Artists  are  actually  the  pick  of 
the  world? 

THAT — "Columbia    Masterworks    Series"  include 
recordings  of  the  most  celebrated  composi- 
tions in  music? 
THAT— We    have    all    the    latest    New  Process 

Columbia  Records  in  stock? 
THAT — It  is  a  pleasure  for  us  to  serve  you? 

We  wonder  if  you  have  heard:  "I'm  Coming, 
Virginia,"  by  the  Singing  Sophomores;  "The  Song 
Is  Ended"  (But  the  Melody  Lingers  On),  by  Ruth 
Etting,  and  "Among  My  Souvenirs"  by  Ben  Sel- 
vin  and  his  orchestra.    Hear  them. 

We  also  take  this  opportunity  to  thank  you  for 
your  patronage  during  the  past  year,  and  trust 
that  we  may  continue  to  have  the  pleasure  of 
serving  you  in  the  future. 

Wishing  you  a  very  Happy  and  Prosperous  New 
Year,  we  are,  '■- 


artistic  and  commercial  that  has  made  Miss 
Jane  Barth,  record  manager  of  the  Eberhardt 
Music  Co.,  Wichita,  Kans.,  "one  of  the  most 
successful  record  merchandisers  in  the  Middle 
West,"  to  quote  N.  B.  Smith,  district  manager 
of  the  Columbia  Phonograph  Co. 

Miss  Barth  has  definite  ideas  on  record  sell- 
ing, and  feels  that  the  American  public  is  at 
the  present  time  far  more  familiar  with  music 
than  it  has  ever  been  in  the  past.  This  develop- 
ment is  due  in  large  measure  to  the  influence  of 
radio,  and  Miss  Barth  comments  upon  the  sit- 
uation, saying  in  part: 

"Before  the  radio  came,  people  bought  records 
which  they  had  heard  at  the  houses  of  friends 
or  which  had  been  suggested  to  them  by  a  visit 
to  the  theatre  or  the  concert  hall.  The  average 
person  was  only  acquainted  with  a  few  types 
of  music  and  with  still  fewer  interpreting  art- 
ists. Some  of  the  phonograph  owners  would 
spend  long  periods  in  the  stores  familiarizing 
themselves  with  the  new  recordings,  but  the 
majority  of  people  did  not  have  this  much  time 
to  spare. 

"Now,  through  the  radio,  everyone  is  begin- 
ning to  be  well  acquainted  with  compositions 
of  every  kind  and  of  every  national  origin  and 
also  they  are  recognizing  the  particularly  good 
points  of  entertainers,  singers  and  orchestras  in 
all  parts  of  the  country. 

"The  radio  has  become  to  the  phonograph 
what  the  newspaper  is  to  the  library  or  first- 
class  magazine.  It  overcomes  the  barriers  of 
time  and  acquaints  everyone  with  the  newest 


developments  of  music  and  audible  entertain- 
ment. Then,  with  the  information  thus  fur- 
nished, listeners  are  enabled  to  procure  records 
of  the  artists  or  works  in  which  they  are  in- 
terested and  to  make  their  acquaintance  at 
leisure  at  home. 

"It  is  a  fact  that  the  popular  pieces  of  music 
which  come  and  go  so  quickly  are  much  like  a 
simple  cartoon  which  catches  the  eye  and  tells 
its  story  at  once.  One  soon  tires  of  seeing  it 
repeatedly,  however.  Good  music  is  more  like 
a  fine  painting  in  which  new  beauties  can  con- 
stantly be  seen— even  if  at  first  sight  it  was  not 
so  attractive  as  the  simple  sketch. 

"For  this  reason  the  possibilities  of  repeti- 
tion offered  by  the  phonograph  are  unique  as  a 
means  of  cultivating  love  for  the  best  in  the 
average  person.  Another  advantage  of  the 
phonograph  over  even  the  concert  hall  itself  is 


Dear  Customer: 

"KEEP  SWEEPING  THE  COBWEBS  OFF  THE 
MOON."  This  is  one  of  the  best  Columbia  re- 
leases we  have  had  for  some  time.  It  is  played 
by  Ted  Lewis  and  his  band,  assisted  by  Ruth 
Etting  (the  Sweetheart  of  Columbia  records).  We 
take  great  pleasure  in  calling  your  attention  to 
this  number,  as  you  will  have  the  opportunity  of 
hearing  both  Ted  Lewis  and  Ruth  Etting  at  the 
same  time,  which  is  indeed  an  unusual  thing. 

"WHAT  A  WONDERFUL  NIGHT  THIS 
WOULD  BE,"  whispers  Art  Gillham  in  his  new 
release.  Turn  this  record  over  and  he  goes  on 
to  whisper  "NOW  I  WON'T  BE  BLUE."  This 
last  number  is  rather  unusual  for  Art,  as  he  is 
usually  "Broken-hearted." 

We  also  wish  to  announce  a  new  Columbia  artist, 
Ukulele  Ike  (Cliff  Edwards),  who  is  indeed  worthy 
of  mention.  His  first  Columbia  release  being 
"AFTER  MY  LAUGHTER  CAME  TEARS," 
coupled  with  (I'm  cryin'  'cause  I  know  I'm) 
"LOSING  YOU." 

Clarence  Senna  tells  us  all  about  "THE 
DEMPSEY-TUNNEY  FIGHT"  and  also  tells  us 
"HOW  TO  WRITE  A  POPULAR  SONG."  Gives 
us  some  pretty  good  advice  too. 

It's  been  some  time  since  the  Knickerbockers 
have  given  us  a  release,  but  their  last  record  is 
one  that  Was  well  worth  waiting  for.  "BACK 
WHERE  THE  DAISIES  GROW,"  coupled  with 
"WAITING  FOR  THE  RAINBOW,"  a  fox-trot 
just  full  of  "snap." 

We  are  enclosing  our  latest  supplement,  and 
among  the  large  list  of  new  releases  we  are  sure 
there  will  be  some  records  that  you  will  want  to 
hear.  Drop  in  and  hear  them.  You  are  always 
welcome  at  Eberhardt's. 


that  with  it  music  can  be  enjoyed  in  the  com- 
fort of  the  home  fireside  and  without  the  often 
annoyingly  obtrusive  personalities  of  the  artists. 
Still  another  advantage  of  the  phonograph  is 
that  with  it  music  can  be  chosen  to  suit  the 
mood  of  the  moment." 

When  a  customer  enters  the  record  depart- 
ment of  the  Eberhardt  establishment  Miss 
Barth  plays  a  record  which  serves  as  an  index 
to  the  customer's  real  interests  and  the  reactions 
are  carefully  noted.  She  follows  this  with  in- 
teresting anecdotes  and  information  regarding 
the  artists  and  composers  concerned,  and  in 
practically  all  cases  the  customer  is  willing  to 
listen  to  record  after  record  until  a  new  musi- 
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Miss  Jane  Barth 

cal    interest    makes    itself    strongly  apparent. 

(Miss  Barth,  however,  is  not  content  to  wait 
until  the  prospective  customers  enter  the  store. 
One  of  her  first  activities  when  she  entered  the 
Eberhardt  store  was  to  compile  a  mailing  list 
and  the  advent  of  every  new  record  is  an- 
nounced to  those  who  are  likely  to  be  inter- 
ested. General  letters  are  also  sent  out  each 
month  to  the  entire  mailing  list.  These  letters, 
several  of  which  are  reproduced  herewith,  are 
totally  different  from  the  usual,  stilted,  stereo- 
typed messages  used  by  many  dealers  to  an- 
nounce new  releases.  They  are  interesting,  in- 
formative messages  written  in  a  style  that  wins 
the  attention  of  the  recipient  and  they  have 
proved  most  successful  in  building  up  sales. 

An  interesting  fact  regarding  Miss  Barth's 
success  is  that  it  has  not  detracted  from  the 
business  done  by  competing  music  dealers,  but, 


Dear  Customer: 

"Thinking,"  No.  710-D,  by  Art  Gillham,  one  of 
the  most  remarkable  records  ever  recorded.  Get 
this  record,  put  it  on  your  phonograph  some  eve- 
ning and  as  you  listen  to  it,  a  beautiful  picture 
will  come  to  mind.  A  lonely  man  is  sitting  by  the 
fireside  smoking  his  pipe  and  gazing  dreamily 
into  the  flame.  It  is  raining  outside,  and  he  is 
sitting  there  thinking,  that's  all.  Do  you  think- 
when  you're  lonesome?  Do  you?  Hear  Art  Gill- 
ham in  "Thinking"  and  you  will  have  heard  a 
record  never  to  be  forgotten.  It  will  always 
linger  in  your  memory. 

We  are  listing  a  few  others  that  we  would  like 
to  have  you  hear. 

No.  1099-D  "WHEN  DAY  IS  DONE,"  pipe- 
organ,  by  Milton  Charles. 

No.  1107-D  "YOU  WENT  AWAY  TOO  FAR." 
By   the  Sunflower  Girl  of  WBAP— she's  fine. 

No.  1090-D  "JUST  ONCE  AGAIN,"  by  Paul 
Ash  and  his  orchestra. 

No.  1101-D  "DEARER  THAN  ALL,"  by  Rode- 
heaver  and  Doe. 

A  beautiful  Sacred  Duet 

No.  140-M  "FOR  THEE."  Soprano  solo  by  Bar- 
bara Maurel. 

We  are  enclosing  our  regular  monthly  supple- 
ment and  feel  sure  there  will  be  some  records 
among  this  list  that  you  would  like  to  hear,  and 
we  are  looking  forward  to  the  pleasure  of  playing 
your  favorites  for  you.  We  appreciate  your  patron- 
age and  are  always  glad  to  serve  you. 


on  the  contrary,  the  interest  which  she  has 
aroused  in  phonograph  owners  regarding 
recorded  music  has  had  the  effect  of  consider- 
ably stimulating  sales  in  all  local  music  stores. 

(Continued  on  page  IS) 
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^VSWE  MAKERS  SToiy^ 


For 

Lasting  Quality 


Model  90 

Produces  extreme  volume  ol 
all  instruments  with  excellent 
detail  on  high,  medium  and 
lowest  bass  notes.  Finest 
shadings  on  high  notes  and 
heavy  overtones.  List  Prices 
Nickel  $7.50,  Bronze  $8.00, 
Gold  or  Oxidized  $9.00. 


Oro-Tone  Factory — Home  oj  Exclusive  Makers  oj  Quality  Tone- 
Arms,  Reproducers,  and  Amplifiers. 


Oro-tone  Products  are  made  to  stand  the  test  of  Time. 
Made  lor  manufacturers  who  want  their  products  to 
wear  well.  For  Dealers  and  Jobhers  interested  in  satis- 
fied customers  and  repeat  business  over  a  long  period 
of  time. 

That's  why  every  Oro-Tone  Product  is  made — from  the 
fabrication  of  the  raw  material  to  the  last  testing — in 
one  plant — under  one  roof — our  own.  Only  by  com- 
pletely supervising  the  manufacture  of  every  tone-arm 
— only  by  testing  the  reproducer  at  each  separate  stage 
can  we  be  sure  of  that  high  performance  standard  which 
must  go  with  our  guarantee. 

And  this  unity  of  manufacture  means  economy  in  pro- 
duction too.  So  that  you  may  buy  genuine  Oro-Tone 
Products  for  no  more  than  you  would  pay  for  most 
assembled  products. 

We.  cheerfully  cater  to  Manufacturers,  Jobbers,  and 
selected  Dealers.    Send  note  for  complete  free  catalog. 


Full  curved  VJ/2  inch  toiie- 
of  special  brass  and  cop- 
per alloy.  Highly  sensitive 
swinging  action  permits  re- 
producer to  follow  record 
grooves  without  resistance. 
List  Price  Nickel,  $3.75;  Old 
Copper,  $4.75;  Gold  or  Oxi- 
dized, $5.75. 


■1 1IJJ I k I'M d I ;gga— — 1       GEORGE  ! 


lOOO'lOIO 


CHICAGO.  ILL. 


GEORGE  ST. 
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How  Miss  Jane  Barth 
Won  Sales  Success 


{Continued  from  page  16) 

As  mentioned  at  the  beginning  of  this  article, 
Miss  Barth  is  a  musician  and  has  won  fame  as 
a  composer.  The  first  of  her  compositions,  "My 
Covered  Wagon  Pal,"  was  inspired  by  the  film 
"The  Covered  Wagon,"  and  has  proved  a  big 
success.  Miss  Barth  recently  informed  the 
writer  that  to  this  day  she  is  receiving  numer- 
ous letters  from  radio  stations  and  theatres  who 
are  featuring  the  number.  More  recent  com- 
positions by  Miss  Barth  include  "Silver  Curls" 
and  "Wending." 

Miss  Barth  has  been  so  successful  in  arous- 
ing and  retaining  customer's  interest  in  recorded 
music  that  her  comments  upon  the  different 
types  who  make  up  the  buying  public  are  in- 
teresting.    She  says: 

"The  average  person  ordinarily  tries  to  act 
and  look  as  much  as  possible  like  everyone 
else  does,  but  when  it  comes  to  selecting  music 
it  is  soon  very  evident  that  people  are  made 
up  of  very  different  emotions  and  longings  be- 
neath the  surface — for  it  is  one  of  the  best 
things  about  music,  I  think,  that  it  can  bring 
satisfaction  to  our  desires  and  imaginings. 

"Some  people  will  have  nothing  but  the  wild- 
est jazz;  some  enjoy  the  tunefully  soothing 
light  opera  airs  played  by  European  orchestras, 
while  others  seek  for  real  classics  by  the  great 
symphony  orchestras  of  the  world.  Then  there 
are  some  who  are  always  on  the  lookout  for 
new  Irish  music  and  we  have  one  or  two  friends 
who  look  over  each  new  Greek  supplementary 
list  and  send  the  records  to  their  friends  at 
home. 

"A  peculiar  thing  is  the  way  in  which  pleasure 
in  any  type  of  music  depends  on  the  mood  of 
the  moment.  I  have  often  played  a  group  of 
records  to  some  visitor  one  day,  only  to  be 


told  that  they  really  didn't  like  any  of  them 
much.  The  same  person  would  then  return  a 
day  or  two  later  and,  not  remembering  the 
titles,  pick  up  some  of  the  same  records  and 
be  delighted  with  them. 

"Quite  a  big  proportion  of  those  who  come 
in  to  hear  our  records  have  in  mind  no  particu- 

Dear  Customer: 

It  has  just  come  to  mind  that  in  all  of  our  previous 
letters  to  you  we  have  never  mentioned  the  fact  that  we 
also  have  in  stock  some  of  the  finer  classical  records. 
Complete  symphonies  by  some  of  the  most  famous  com- 
posers in  the  history  of  music,  and  whose  masterpieces 
will  live  forever.    We  are  mentioning  the  following: 

Jieettioven:  1-itlh  Symphony,  by  the  Koyal  Philharmonic 
Orchestra. 

iseethoven:  Ninth  Symphony  (Choral),  by  the  London 
Symphony  Orchestra. 

Beethoven:  Moonlight  Sonata,  by  the  London  Symphony 
Orchestra. 

Berlioz:  Symphony  Fantastique,  by  Felix  Weingartner 
and  Orchestra. 

Schubert:  Unfinished  Symphony  by  Sir  Henry  Wood 
and  New  Queen's  Hall  Orchestra. 

These  Symphonies  are  in  complete  sets  with  albums. 
We  are  also  enclosing  our  regular  monthly  supplement. 
Look  it  over  and  come  in  and  hear  your  favorites.  You 
tire   always   welcome  at  Eberhardt's. 

Yours   very  truly, 

Eberhardt  Music  Company, 
By  Jane  Barth  (Signed; 

Record  Department. 

JMB: 

P.  S.:  "Old  Time  Tunes,"  just  full  of  the  "Old  Time 
Pep." 

15181-D,  "Golden  Slippers,"  a  snappy  combination  of 
vjice,  guitar,  banjo,  harmonica  and  jew's-harp. 

15U95-L),  "Carolina  Home."  "Some"  gu.tar  in  this  record. 

15205-D,  "The  Monkey  on  the  Dog  Cart.".  This  is  abso- 
lutely the  "fiddlin'st"  record  on  the  market  to-day.  ft 
can't  be  "out-fiddled."  Come  in  and  hear  these  records. 
You'll  like  them.  Don't  forget  we  are  at  215  North 
Market  street,  just  a  few  steps  north  of  the  Hotel  Lassen. 

lar  numbers  which  they  want.  They  just  say 
What  have  you  got  that's  hew?'  sometimes  in- 
dicating that  they  are  interested  in  jazz  or  in 
symphony   classics   or   some    other  particular 

type. 

"Then  there  are  a  great  many  who  are  eagerly 
on  the  lookout  for  new  recordings  by  some 


favorite  artist,  Ruth  Etting,  Ted  Lewis,  Paul 
Ash,  Charles  Hackett,  Sophie  Braslau,  the  New 
York  Symphony  or  any  one  of  the  other  Co- 
lumbia or  Odeon  recording  organizations.  They 
don't  mind  what  the  music  is  as  long  as  it  is 
recorded  by  the  right  people. 

"There  are  the  other  type,  too,  who  want  a 
certain  piece  of  music,  and  who  are  not  particu- 
larly interested  in  the  artists  . as  long  as  they 
are  good. 

"Women  are  harder  to  please  than  men. 
They  hardly  ever  know  just  what  they  want 
and  they  rely  much  more  on  suggestions. 

"You  can  never  tell  what  sort  of  a  thought- 
world  there  is  in  anyone  by  simply  noticing 

Dear  Customer: 

This  month  we  have  some  exceptionally  fine  records 
that  we  are  telling  you  about  in  our  letter. 

"Twilight  Rose,"  a  beautiful  waltz,  by  the  Columbians. 

"Frankie  and  Johnny,"  by  Ted  Lewis. 

"Side  by  Side,"  by  Ipana  Troubadours. 

Then  if  you  are  fond  of  Art  Gillham's  records,  and  we 
-are  sure  you  must  be,  his  latest  number  might  also  be 
called  his  greatest.  "I'm  Waiting  for  Ships  that  Never 
Come  In."  You  have  not  heard  this  song  until  you  have 
lieard  Art  Gillham  whisper  it. 

We  have  another  selection  we  do  not  want  to  forget 
to  tell  you  about.  "Echoes  From  the  South,"  by  Paul 
Specht  and  his  orchestra.  This  is  a  record  of  just  the 
old-time  Southern  melodies  and  played  in  their  usual 
way.    We  are  sure  you  will  enjoy  hearing  it. 

The  above  mentioned  are  only  a  few  of  the  many  new 
selections  that  Columbia  have  for  this  month.  We  are 
enclosing  our  monthly  supplement,  look  it  over,  then 
come  in  and  ask  us  to  play  your  favorites  for  you.  We 
are  always  pleased  to  serve  you.  A  welcome  awaits  you 
at  Eberhardt's. 

their  outside  appearance.  Sometimes  the  most 
delicate-looking  ladies  are  interested  in  rousing 
marches  by  military  bands  and  then  there  are 
men  who  look .  like  prize  fighters  who  are 
mainly  interested  in  the  most  subtle  and  com- 
plicated music  requiring  intellectual  develop- 
ment as  well  as  appreciation  of  art. 

"Music  is  a  wonderful  thing — especially  in  its 
effect  upon  human  nature,  and  I  am  glad  I  have 
this  opportunity  to  study  it  and  to  help  to 
increase  its  influence." 


Have  You  Heard  the  ROLA  "20"? 


%ola  Reproducer 

MANUFACTURERS: The  new  Rola 
Cone  Reproducer  Unit  can  be  obtained 
for  installation  in  your  cabinets.  Write 
or  wire  for  samples  or  particulars. 


NTIL  you  have  heard  the  new  Rola  Table 
Cabinet,  Model  20,  it  is  impossible  to  appre- 
ciate what  splendid  reproduction  can  be  had 
in  a  moderately -priced  loudspeaker.  This 
new  speaker  is  proving  to  be  the  sensation  of 
the  radio  industry.  This  new  Rola  speaker  is 
specially  engineered  for  use  with  the  new 
socket-power  sets  and  will  handle  maximum 
power  and  tone-range  without  trace  of  rattle 
or  blasting.  It  also  possesses  a  sweetness 
of  tone  and  faithfulness  of  reproduc- 
tion that  places  it  in  the  class  of 
real  musical  instruments. 

Rola  Table  Cabinet 

Model  20,  $35 

Write  for  the  name  of  the 
neareit  l^ola  jobber 

THE  ROLA  COMPANY 

612  North  Michigan  Avenue,  Chicago,  Illinois 
Forty-fifth  and  Hollis  Streets,  Oakland,  California 
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Works  with  and  for  dealers 

It  Pays  to  be  a 
Columbia  Dealer 

Columbia  has  the  phonographs,  the  records,  and 
the  artists  the  public  wants. 

Columbia  runs  the  advertising  that  puts  them 
over,  as  the  following  pages  show. 

Columbia  provides  at  very  nominal  cost  attrac- 
tive monthly  window  displays  which  hit  your 
customers  right  at  the  point  of  sale  —  stops  them 
at  your  window,  and  draws  them  inside. 

Columbia,  in  addition  to  its  own  national  news- 
paper campaign,  offers  its  dealers  an  exceptionally 
liberal  cooperative  newspaper  advertising  plan  for 
local  use.  Special  electros,  stereos,  and  mats  are 
provided,  free  of  charge. 
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We'll  Have  a  New 
v^vy^  Heme  (&■) 

\fl  (hnVitklh-Air) 


WhenYci/re  : 
w^foiriebody 
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9ox  Vrotr 

&f        Ben/elvir  ' 

And  \\\r  Orehertra 

I274D  ic,n 
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•/"«»/»  //<  I <  it  M  oil    i: j«rfriro//y  •  - 


Girl 
of  My 

Dre&w 


I'll  Think. 

of  You 

—  "-  -s  Vocals 
Veger  Ellir 

l!<  eenl/ 

liu  flint  EhctTwalU)- 


I Thought 
I'd  Die 

Pirt/  Und2) 

Comedy  Monolougue 

Al  Herman 
1230  D 


,000.00 

COIUMDIA  PHONOGRAPH  COMPANY 

SCHUBLPT  CENTENNIAL 

for  etimphtioq  his  Mister  work 

Ask  far  details  and  hear 
COLUMBIA'S  RECORDING 

of  the famous  first  two  movements 
of  the  UNFINISHED  SYMPHONY 


Ho. 
Mc 
HO, 


1242-  d  10*75?  KeepTvveeping  the  Cobweh/  Off  the  Moon  a*9h*  led  Uwi/^Hi/ Band 

1243-  d  iom.75<  I've  Been  Longing  for  a  Girl  UkeYou(E»&)  ft****  PadA/h^HifOrer,. 
J27&D  ioin.75f  feep/weeping  the  Cobweb/  Off  the  Moon  vomi  Lee  Mor/e 
1254-D  io  in  75f  After  Mg  Laughter  Came  Tear/       Ukulele  Ike  {mfEdmrdr) 

sJ253-d  ion,  75^  Now  I  Won't  Be  Blue  Voni  Art  Giilhcvm  -  Hi/ $£$3^ 

*/_><//-/,  /o/n 759  Id  My  Baby     ^  Leo Rei/man Hi/ Cah 


Columbia  Window  Displays 

5fo/>        Prospect  at  the  Point  of  Sale  — 
YOUR  STORE 


The  display  shown  on  this  page  was  created 
by  Sachs  of  Paris,  a  younger  French  artist 
of  the  modern  school. 

These  Columbia  window  displays,  con- 
sisting usually  of  one  big  central  panel,  four 


smaller  side  cards,  and  one  large  streamer, 
are  full  of  life,  color  and  variety.  They  are 
supplied  the  Columbia  dealer  at  the  nomi- 
nal charge  of  one  dollar  a  month  —  the 
Company  standing  the  balance  of  the  cost. 
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,  tonal  Recording  /^-^ 


Viva 


The  window  streamer  reproduced 
above,  and  supplied  to  Columbia 
dealers,  tells  the  world  where  Mack's 
new  12-inch  Columbia  record  is  on 
sale.  The  newspaper  advertisements, 
furnished  by  the  Company  in  two 
sizes,  in  mat,  stereo,  or  electro  form, 
enables  the  Columbia  dealer  to  run 
impressive  local  advertising,  dividing 
the  cost  of  the  space  with  the  Company. 
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The  Priceless  Prize 

220,000,  in  commemoration  of  the 
Schubert  Centennial,  will  be  dis- 
tributed by  the  Columbia  Phono- 
graph Company  to  composers  who 
best  recapture  the  melodic  spirit  of 

Schubert's 
Unfinished  Symphony 

"Back  to  Melody"  is  the  un- 
official title  of  the  contest. 

The  priceless  prize  is  ever  yours 
in  Columbia's  Viva-tonal  record- 
ing of  the  Unfinished  Symphony, 
MasterworksSet  No.  41,  the  world's 
greatest  short  work,  recorded  the 
new  way — electrically — on  Colum- 
bia New  Process  Records,  with 
their  smooth,  scratchless  surface. 
In  six  parts,  with  album — $4.50. 


9) 


The  Viva-tonal  Colum- 
bia $115  Model.— Rich 
and  tasteful  walnut 
cabinet,  decorative  art 
finish. 

The  Viva-tonal  Colum- 
bia $90  Model.— Two- 
tone  brown  mahogany 
cabinet,  high  lighted 
and  shaded. 


Thrill  to  Columbia's 
Magic  Notes! 

On  these  marvelous  new  repro- 
ducing creations,  the  Viva-tonal 
Columbia  Phonographs,  the  orig- 
inal rendition  and  the  record 
reproduction  are  twins.  Ears 
cannot  hear  nor  can  the  imagi- 
nation conceive  a  difference. 

Enjoy  all  the  music  of  all  the 
world  in  your  own  home,  when 
you  want  it,  the  way  you  want 
it — the  Masterworks  of  Music's 
Immortals,  the  latest  song  hits, 
the  dance  numbers  that  every- 
body wants  to  dance  and  listen 
to.  Every  note,  from  the  highest 
treble  to  the  deepest  bass,  is 
exactly  "like  life  itself". 

Only  a  hearing  can  convince 
you.  Visit  any  Columbia  dealer 
—  without  obligation.  Eleven 
models,  eight  sizes,  and  eleven 
prices  meet  every  purse,  every 
taste,  and  every  space  require- 
ment. 

Thrill  with  the  world! 
Thrill  to  Columbia's  "Magic  Notes!" 


The  Viva-tonal  Columbia  $300 
Model.  —  Brown  mahogany  cab- 
inet of  imposing  proportions  and 
magnificent  design — decorative  art 
finish. 

The  V iva-tonal  Columbia  $275 
Model. —  Two-tone  walnut,  high 
lighted  and  shaded. 


Various  models  range  from  the  new  Viva-tona! 
Columbia  Portable,  priced  at  330.00,  to  the  imposing 
Columbia-Kolster  Viva-tonal,  The  Electric  Reproduc- 
ing Phonograph,  at  2475.00.  The  last  named  is  equip- 
ped with  an  "electric  pick-up"  of  new  design,  the 
rvolster  Power  Cone  Speaker,  and  Cunningham  Tubes.  It 
plays  records,  yet  its  volume  can  be  exactly  controlled, 
by  a  twist  of  your  fingers,  from  a  whisper  to  a  fortissimo. 


Columbia  Phonograph  Company,  1819  Broadway,  New  York  City 
Schubert  Centennial-Organized  bq  Columbia  Phonograph  Companq 


Columbia  Phonograph  Gompany 

1819  Broadway       ,,,,,,,       New  York  City 
Canada:  Columbia  Phonograph  Company,  Ltd.,  Toronto 
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Now  Director  Victor 
Co.  of  Canada,  Ltd 
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H.  J.  Trihey  Elected  a  Director  of  Victor 
Talking  Machine  Co.  of  Canada,  Ltd. — 
Active  in  Reorganization  of  Company 

Montreal,  Can.,  April  7— Announcement  is 
made  from  the  offices  of  Victor  Talking  Ma- 
chine Co.,  of  Canada,  Ltd.,  Montreal,  of  the 
election  of  H.  J.  Trihey,  K.  C,  as  a  director  of 
the  company.  Mr.  Trihey  is  also  a  director  of 
the  Montreal  City  and  District  Savings  Bank 
and  of  Canada  Foundries  and  Forgings,  Ltd. 

Mr.  Trihey,  who  is  also  the  Victor  Co.'s 
counsel,  began  his  association  with  the  talking 
machine  industry  in  1921,  when  he  was  retained 
as  counsel  for  Berliner  Gramophone  Co.,  Ltd., 
at  a  time  when  that  company's  affairs  were  in  a 
disorganized  state.  He  took  an  active  part  in 
the  reorganization  which  ultimately  resulted  in 
the  formation  of  Victor  Talking  Machine  Co.  of 
Canada,  Ltd.  Mr.  Trihey  is,  consequently, 
eminently  fitted  for  his  new  and  important  post 
in  this  well-known  Canadian  organization. 

Mr.  Trihey  fills  the  vacancy  in  the  directorate 
created  by  the  resignation  of  B.  Gardner,  who 
recently  left  for  Japan  to  organize  and  become 
managing  director  of  Victor  Talking  Machine 
Co.,  of  Japan,  Ltd. 

H.  I.  Wildenburg  in 
Important  New  Post 

Emil  S.  Schenkel,  president  of  the  Madden- 
Schenkel  Co.,  Inc.,  manufacturers'  representa- 
tives, New  York  City,  has  announced  the  asso- 
ciation of  H.  I.  Wildenburg  with  the  company. 
Mr.  Wildenburg  has  had  25  years  experience 
as  a  sales  and  advertising  executive,  and  among 
his  previous  connections  were  the  Larkin  Co., 
of  Buffalo,  Rothchild  Co.,  of  Chicago,  and  the 
National  Cloak  &  Suit  Co.,  of  New  York. 


W.  M.  Fagan  Urges 
Dealer  Protection 

Los  Angeles,  Cal.,  April  5—  Walter  M.  Fagan, 
president  of  Pacific  Wholesale,  Inc.,  Southern 
California  and  Arizona  distributor  for  Okeh 
and  Odeon  records,  and  Sparton  radio  dis- 
tributor for  Southern  California,  is  waging  a 
campaign  to  eliminate  the  practice  of  whole- 
salers competing  with  retail  houses.  Dealers 
throughout  the  territory  have  expressed  them- 
selves vigorously  regarding  the  matter  and  have 
pledged  their  support  to  Mr.  Fagan  in  his  at- 
tempt to  give  the  retailer  real  protection. 


Price  Reduction  on 
Victrola  No.  8-12 

The  Victor  Talking  Machine  Co.  recently  an- 
nounced a  reduction  of  $10  on  the  list  price  of 
Orthophonic  Victrola  No.  8-12.  A  merchandise 
credit  adjustment  of  $10  was  awarded  dealers 
for  each  8-12  reported  in  stock  as  of  March  15, 
the  credit  to  apply  against  the  purchase  of 
additional  No.  8-12  instruments. 


Garber  Broadcasts 


Jan  Garber  and  His  Orchestra,  exclusive 
Columbia  recording  aggregation,  featured  the 
Columbia  Phonograph  Co.'s  radio  hour  on 
March  28.  Other  artists  on  the  same  program 
included  Frank  Harris,  comedian;  Rodolfo 
Hayes,  tenor;  the  Cavaliers,  orchestra,  and  the 
Charleston  Chasers,  under  the  direction  of  Red 
Nichols. 


FERRYMAN 


FERRYMAN  RADIO  TUBES 


Distance  Without  Distortion 


Who 
makes 
the 


adjustments? 


When  a  radio  tube  that  you  have  sold  goes 
wrong  your  customer  comes  back  to  you  on 
the  double  quick  for  an  adjustment.  He  ex- 
pects you  to  make  good  no  matter  what  the 
manufacturer  does. 

Consequently,  if  you  are  a  responsible  dealer, 
your  word  counts  for  more  than  anything  else 
in  determining  the  sale  of  a  radio  tube  or  any 
similar  product. 

Why  not  assert  yourself,  therefore,  and  sell 
the  tube  which  will  earn  a  satisfactory  profit 
for  the  time  and  trouble  consumed  in  han- 
dling it? 

You  can  sell  as  many  Perryman  Radio  Tubes 
as  you  can  sell  less  profitable  tubes  if  you  tell 
your  customers,  "This  Perryman  Tube  is  as 
good  as,  or  better  than,  any  other  tube  you  can 
buy  anywhere  else  at  any  price.  I  stand  behind 
this  tube  and  if  it  doesn't  make  good,  I  will." 

There  are  no  better  tubes  than  Perryman 
Tubes.  The  guarantee  is  unlimited.  And  the 
extra  profit  for  selling  them  is  easily  earned. 
Write  in  today  for  further  information. 

Perryman  Electric  Company,  Inc. 

33  West  60th  Street  New  York,  N.  Y. 

Plant:  North  Bergen,  New  Jersey 


PERRYMAN  RADIO  TURES 

A  Complete  Line  of  Standard  Equipment  for  every  Radio  Purpose 
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The  New 
Portable  Victrola 
is  a  "Natural" 


IT'S  true  that  you  can  carry  it  around.  But  put  on  a  record.  Close  your 
eyes  .  .  .  and  you're  hearing  a  big  cabinet  instrument.  Tones  are  rich, 
smooth,  deep.  Volume  is  big  and  true  to  life  —  loud  enough  for  everyone. 

The  fact  is,  this  new  Victrola  gives  you  far  better  reproduction  than  many 
a  cabinet  machine  on  the  market  today.  And  it  has  so  many  other  sell- 
ing points — any  one  of  its  exclusive  features  will  be  enough  to 
distinguish  it.   Startling  volume  —  loud  enough  for  a  group 
of  dancers.    Cabinet  of  tempered  steel  —  indestructible. 
Covered  with  leather-finished  fabric.  Beautifully 
finished,  metal  parts  gold  plated,  gold  lac- 
quered. Orthophonic-type  Sound-box,  mar- 
velous reproduction.   Records  stop  playing 
automatically.   Angle  winding  key  —  instantly 
detachable,  a  child  can  wind  it.    Plays  three 
records  —  one  winding. 

It  opens  up  a  whole  new  field  of  prospects. 
Every  home  and  apartment  in  your  neighbor- 
hood can  now  afford  the  finest  kind  of  music. 

As  a  sales-builder,  a  profit-maker,  and  a 
means  of  selling  more  Victor  Records,  this  new 
Portable  is  a  "Natural."  It  looks  like  a  million! 
The  shrewd  dealer  will  see  its  possibilities  at  once. 
But  there's  no  time  to  waste.  Summer  is  almost  here.  Other 
stores  will  be  displaying  them  in  their  windows  first  —  unless  you  hurry 
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How  Maison  Blanche  Radio  Section 
Develops  Its  Sales  Volume 

Broadcasting,  Home  Demonstrations,  Newspaper 
Advertising,  Window  Displays  and  Service  Are 
All  Factors  That  Enter  Into  the  Sales  of  Receivers 


"M 


UCH  interest  has  been  created  in 
our  radio  department  since  our 
broadcasting  station  was  put  in  op- 
eration," said  the  manager  of  the  radio  depart- 
ment of  the  Maison  Blanche,  the  big  New  Or- 
leans store.  "We  were  the  first  mercantile 
establishment  in  the  city  to  do  this,  and  nat- 
urally local  interest  was  strong.  We  do  not 
supply  the  talent  ourselves,  the  arrangement  of 
the  programs  being  taken  care  of  by  the  Sanger 
Amusement  Co.  This  saves  us  a  great  deal  of 
time  and  labor,  and  at  the  same  time  assures 
a  program  of  standard  excellence  day  after  day, 
as  an  amusement  agency  is  in  constant  touch 
with  artists  of  all  kinds,  and  knows  those  whose 
voices  are  best  adapted  to  radio  transmission. 

"In  my  opinion,  it  is  unwise 
for  a  firm  to  install  a  radio  de- 
partment with  an  initial  outlay  — ^— 
of  less  than  $2,000.  In  a  city 
under  10,000  an  outlay  of  from 
$2,000  to  $3,000  will  secure  a 
good  standard  line;  while  in  a 
city  from  10,000  to  100,000, 
$4,000  to  $5,000  could  be  in- 
vested to  good  advantage.  I  do 
not  think  it  advisable  for  any 
but  a  complete  radio  store  to 
attempt  to  handle  parts.  The 
ramifications  are  too  extensive 
to  permit  of  a  profitable  turn- 
over. We  handle  only  stand- 
ard sets,  and  have  an  annual 
turnover  of  from  six  to  eight 
times.  In  order  to  appeal  to 
the  boys  we  sell  crystal  sets 
complete;  while  our  adult  sets 
range  in  price  from  $125  to  $300. 

"There  are  many  factors  entering  into  the 
sale  of  a  radio  set,  and  we  have  found  the 
most  important  to  be  home  demonstration, 
price  and  service.  We  believe  in  giving  all  the 
demonstration  desired.  As  a  general  thing  the 
first  one  is  given  in  the  store — the  patron  hav- 
ing been  attracted  by  our  newspaper  advertising 
or  window  display,  and,  happening  in  the  store, 
evinces  a  casual  interest.  If  interest  in  any 
special  set  is  shown,  the  salesman  suggests  a 
demonstration  in  the  home,  so  that  other  mem- 
bers of  the  family  may  enjoy  it.  One  of  our 
experienced  demonstrators  then  takes  the  pros- 
pect in  hand,  and  in  a  majority  of  cases  where 
a  home  demonstration  is  given  the  set  is  sold. 
The  demonstrator  explains  the  simple  workings 
of  the  set,  speaks  of  the  service  and  repair  de- 
partment which  can  be  called  upon  at  once  if 
anything  goes  wrong;  tells  of  the  easy  terms 
upon  which  it  can  be  secured;  but  dwells  at 
greatest  length  upon  the  pleasure  to  be  derived 
in  the  comfort  of  one's  home  from  the  concerts 


By  W.  B.  Stoddard 

and  messages  of  all  kinds  constantly  wafted  in 
upon  the  air  from  the  various  stations. 

"Price  is  an  important  item  with  many  people, 
so  we  find  it  advantageous  to  quote  specific 
prices  in  nearly  all  of  our  advertising,  and 
upon  the  cards  in  our  window  display.  To  my 
mind,  the  window  that  ties  up  with  the  printed 
ad  produces  the  best  results.  If  a  particular 
set  has  been  advertised  in  the  papers  (and  in 
presenting  our  ads  we  endeavor  to  give  some 
specific  reasons  why  this  particular  offer  is  a 
good  buy)  and  the  reader  sees  the  same  set  in 
Ihe  window,  he  is  more  apt  to  notice  it  than 
if  an  entirely  new  one  was  featured.    He  has 


T  ARGE  New  Orleans  department  store  operates 
J-J  broadcasting  station  to  build  prestige  and  uses 
every  avenue  oi  sales  promotion  to  attract  customers. 
Newspaper  advertisements  in  which  specific  prices 
are  quoted  are  found  advantageous,  together  with 
window  displays  which  effect  a  tie-up  with  the  store's 
advertising.  Other  advertisements  tell  of  future 
outstanding  broadcasts.  Home  demonstrations,  price 
and  service  are  listed  by  store's  manager  as  being 
the  most  important  factors  in  receiving  set  sales. 


already  been  partially  sold  on  its  merits  froir 
an  enjoyment  or  a  price  standpoint,  and  now 
that  he  sees  the  set  itself  he  examines  it  with 
greater  interest.  An  atmospheric  display  is 
sometimes  effective  as  it  visualizes  the  pleasure 
the  onlooker  himself  may  derive  from  a  set, 
but  as  a  general  thing  a  simple  display  that  ties 
up  with  the  printed  publicity  and  keeps  the  idea 
of  "buy  a  radio  set"  constantly  before  the  mind 
is  the  best  trade  getter  in  the  long  run. 

"Everyone  in  our  radio  department  is  a  prac- 
tical radio  man.  While  most  women  buy  chiefly 
from  the  entertainment  standpoint,  as  they  do 
a  phonograph,  and  care  little  for  the  technical 
side,  the  average  man  understands  a  little  about 
the  scientific  end,  and  woe  be  unto  the  salesman 
if  he  cannot  answer  his  questions.  We  conduct 
a  repair  department  and  also  send  out  service 
men  into  the  homes  whenever  necessary.  We 
do  not  trade  in  old  sets  on  new  ones,  but  we 
make  the  matter  of  payment  so  easy,  and  fea- 
ture so  glowingly  the  advantages  of  a  higher 


power  set  that  we  usually  have  little  trouble  in 
closing  a  deal  on  that  score.  We  sell  on  time 
when  such  an  arrangement  is  desired,  securing 
from  20  per  cent  to  25  per  cent  cash,  and  the 
balance  in  monthly  payments  covering  a  range 
of  from  six  to  eight  months. 

"We  ascertain  in  advance  the  programs  that 
are  to  be  presented  by  the  broadcasting  sta- 
tions within  range  of  the  average  set,  and  ad- 
vertise these  in  our  special  radio  announce- 
ments. People  who  have  sets  have  come  to 
look  for  these  notices,  while  those  who  do  not 
have  one,  when  they  read  of  the  excellent  pro- 
grams they  are  missing,  begin  to  consider  the 
purchase  of  one  of  the  latest  model  cabinet 
radios.    This  is  most  profitable  publicity. 

The  radio  ads  of  this  firm 
are  noteworthy  in  that  they 
^^mj  usually  stress  one  particular 
point.  One  recently  called  at- 
tention to  "Free  Demonstration 
in  Your  Home,"  and  concluded 
with  the  pricing  of  several  sets; 
while  another  advised  "Tune 
in  on  Davenport  WOC,  Thurs- 
day, at  8  p.  m.,"  and  proceeded 
to  give  the  program  that  was 
to  be  broadcast.  This  ad,  too, 
suggested  several  different 
types  of  radio  receiving  sets 
with  the  price  of  each. 

A  recent  window,  designed  to 
sell  a  large  number  of  sets  that 
had  been  purchased  as  a  splen- 
did "buy,"  had  several  cards 
mSSSS^SSmm  stating  the  wonderful  bargain 
at  which  these  sets  could  be 
had.  But  along  with  price 
they  also  featured  the  pleasure  to  be 
derived  from  a  set.  Seated  in  an  easy 
chair  was  a  white-haired  woman — a  modern 
grandmother,  trim  and  well  dressed — listening 
to  a  radio  concert,  while  her  grandson, 
a  boy  of  twelve,  v/as  adjusting  a  horn  on  the 
set.  On  a  table,  on  silk-draped  mounds,  and 
on  the  floor  were  sets,  with  loud  speaker  at- 
tachment, all  of  which  were  included  in  the 
special  price  made  on  the  cards.  They  also 
advertised  this  "buy"  in  the  newspapers,  and 
suggested  that  people  see  their  show  .windows 
for  a  closer  inspection  of  the  set. 


Adds  to  Show  Space 

Williamsport,  Pa.,  April  6. — Bloom's  Music 
Store,  311  West  Fourth  street,  has  added  new 
show  display  space  which  gives  the  impression 
of  a  new  establishment.  The  entire  store  has 
been  repainted  and  redecorated  throughout. 


M'f'g.  Radio  &  Phonograph 

HARDWARE 


PERFECT 
Portable  Needle  Cup 

Open  Stays  Open 
Closed  Keeps  Closed 

Star  Mach.  &  Nov.  Co, 

Bloomfield,  N.  J. 


The  Demand  for  Quality  Never  Ceases 

To  learn  the  difference  between  ordinary  Cotton  Flocks  and 
"QUALITY"  Cotton  Flocks,  order  a  sample  bale  of  our  Stand- 
ard No.  920  for  Phonograph  Record  Manufacturing. 


CLAREMONT  WASTE  MFG.  CO. 


Claremont,  N.  H. 
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Anaccoustical  gem  in  a  magnificent  setting — 
Each  SYMPHONIC  and  LOW-LOSS  REPRO- 
DUCER is  beautifully  encased  in  a  gold  em- 
bossed silken  container  commanding  attention 
and  bespeaking  its  quality. 


There  can  be  no  substitute  for  SYMPHONIC 
REPRODUCERS.  If  your  jobber  does  not 
stock  genuine  SYMPHONIC  REPRODUCERS, 
write  us. 


SYMPHONIC 

qA 

STANDARD 
PRODUCT 


NICKEL 
PLATED 


GOLD 
PLATED 
$1200 


LOW  (1  LOSS 

IWOGffPH  REPRODUCER 


phoitir 

REPROODKR  Nickel  Plated  $8.00 
Gold  Plated     .  10.00 


This  is  the  $8.00  number  that 
has  been  so  popular  with  phono- 
graph dealers  everywhere.  A 
wonderful  reproducer  whose 
performance  is  so  unusual  that 
it  sells  immediately  on  demon- 
stration. 


phonograph  reproducer  Nickel  Plated  $5.00 
Gold  Plated  .  .  7.00 


A  remarkable  reproducer  at  a 
remarkable  price.  Beautifully 
finished  in  polished  nickel  or 
gold  plate.  A  great  seller. 


.  $6.50 


Try  this  on  your  Orthophonic 
Victrola  or  other  new  type  pho- 
nograph, and  you  will  be  amazed. 
Booming  basses,— highest  treb- 
les,— marvelous  detail 


Bushings  to  fit  SYMPHONIC  RADIO  REPRODUCER 
to  the  old  style  Victrola,  or  to  the  Orthophonic  Victrola. 

List  price,  50c. 

{All  prices  slightly  higher  West  of  the  Rockies.) 


It  is  safer  to  BUY  a  stan- 
dard product. 

It  is  safer  to  SELL  a  stan- 
dard product. 


That  is  why  the  i»pmpJ)OntC 
trade  mark  on  a  repro- 
ducer is  of  more  importance 
than  the  price  tag. 


\ 


SYMPHONIC  SALES  CORPORATION 


370  SEVENTH  AVE. 


Pioneers  and  Leaders  in  the 
Independent  Reproducer  Industry 


NEW  YORK 


Gets  Volume 

Sales  in 

Small  Town 


Oil  Painting  Over  Entrance  to  Phonograph  Department 


THE  town  of  Mayfield,  Ky.,  numbers  about 
8,000,  yet  during  1927  the  phonograph  de- 
partment of  the  Rhodes-Burford  Co. 
sold  280  phonographs  to  residents  of  the  town 
and  vicinity.    This  satisfactory  sales  figure  was 


the  new  Columbia  Viva-tonal.  He  did  not  ask 
us  to  buy  a  large  quantity  of  the  instruments, 
but  to  take  only  a  sample.  We  did,  and  from 
that  day  to  this  our  business  with  the  Co- 
lumbia Viva-tonal  phonograph  has  been  big. 
Quota  Set  for  1928 

"Although  our  volume  of  sales  last  year  was 
satisfactory,  we  are  plugging  along  this  year  to 
exceed  300,  and  at  the  present  time  the  pros- 
pects for  reaching  a  bigger  volume  are  good." 

The  Rhodes-Burford  Co.,  which  was  founded 
and  is  operated  at  the  present  time  by  Col.  H. 
C.  Rhodes,  one  of  the  oldest  active  furniture 
men  in  the  country,  operates  other  stores  in 
Paducah,  Ky. ;  Metropolis,  111.,  and  Union  City, 
Tenn.  Some  of  these  stores  did  not  include  a 
phonograph  department,  but  the  success  which 
rewarded  the  efforts  of  the  Mayfield  store  has 


led  the  officers  of  the  company  to  add  the  line, 
and  all  stores  now  feature  the  product. 
Attracting  Public  Attention 
Mr.  Gardner  has  an  unusual  method  of  at- 
tracting the  attention  of  customers  entering  the 
store  to  the  Columbia  phonograph  department. 
He  did  not  wish  to  mar  the  appearance  of  the 
establishment  by  having  an  unsightly  sign 
erected,  so,  instead,  he  had  an  oil  painting 
made  which  depicts  a  Southern  scene  with  one 
of  the  popular  excursion  steamers  coming  down 
the  Mississippi.  Cotton  fields  are  shown  on  the 
bluffs  and  several  negro  figures  are  going  about 
their  various  tasks.  To  the  right  of  this  scene, 
is  an  oil  painting  of  the  Columbia  Viva-tonal 
phonograph,  model  No.  810,  and  standing  before 
the  instrument  is  a  negro  pickaninny,  dancing 
the  "Charleston"  to  the  strains  of  the  music. 


$25,340,660  Income      Instructions  on  Use 
for  Union  Carbide      of  Radio  Set  Tester 


R.  H.  Gardner 

made  despite  the  fact  that  the  department  was 
a  new  venture,  or  rather  a  revival  of  the  depart- 
ment, because  for  a  time  the  music  department 
was  discontinued.  The  manner  in  which  the 
establishment  decided  to  return  to  a  phono- 
graph line  is  described  by  R.  H.  Gardner,  man- 
ager of  the  music  department.  He  says: 
Had  Discontinued  Line 
"We  must  thank  Mr.  Salmon,  the  Columbia 
salesman,  for  our  success  in  the  phonograph 
field.  We  had  discontinued  the  instrument  line 
when  it  seemed  to  have  gone  to  the  bad  until 
one  day  Mr.  Salmon  called  with  a  picture  of 


The  Union  Carbide  &  Carbon  Corp.,  of  which 
the  National  Carbon  Co.,  Inc.,  manufacturer  of 
Eveready  batteries,  is  a  subsidiary,  reports  for 
1927  a  net  income  of  $25,340,660,  after  Federal 
taxes,  depreciation,  interest  and  subsidiary  pre- 
ferred dividends.  This  is  equivalent  to  $9.52 
a  share  earned  on  2,659,733  shares  of  no  par 
capital  stock,  and  compares  with  $24,142,606,  or 
$9.08  a  share  in  1926.  Directors  of  the  cor- 
poration have  approved  plans,  it  was  announced, 
under  which  the  executives  may  acquire  larger 
financial  interests  in  the  corporation  in  order 
to  encourage  those  responsible  for  determining 
and  carrying  out  the  corporation's  business 
policies. 


A  booklet  containing  detailed  instructions  for 
the  use  of  the  Weston  model  537  AC  and  DC 
radio  set  tester  has  been  prepared  by  the 
Weston  Electrical  Instrument  Corp.,  Newark, 
N.  J.  It  explains  the  general  purposes  of  the 
instrument  and  goes  on  to  tell  how  to  test  the 
conditions  of  batteries  and  circuits  on  receiving 
sets  so  operated  and  also  AC  operated  sets 
The  tester  has  been  designed  for  use  by  service 
men  and  manufacturers. 


H.  J.  Rumsey,  of  the  Vesta  Battery  Corp., 
gave  an  interesting  talk  on  "Credit  Matters" 
at  the  recent  meeting  of  the  National  Battery 
Manufacturers'  Association  in  Chicago.  The 
meeting  was  largely  attended. 


Newcombe-Hawley 
Washington  Jobber 

The  Doubleday-Hill  Electric  Co,  715  Twelfth 
street,  N.  W,  Washington,  D.  C,  has  recently 
been  appointed  a  distributor  for  Newcombe- 
Hawley  radio  reproducers. 


FOR  YEARS  THE  JEWEL  PRODUCTS 

have  been  known  to  the  trade  for  their  quality,  and  the  Jewel  Reproducer 
No.  S3  adds  to  their  reputation. 

This  reproducer  is  the  result  of  several  years'  experimental  research  and  there  are  certain 
principles  included  in  its  construction  which  are  not  to  be  found  in  any  other  phonograph 
reproducer.  The  size  and  weight  are  scientifically  correct  to  bring  out  all  tones  of  the 
electrically  recorded  records  with  that  wonderful  solidity  of  tone  which  has  great  carrying 
power  and  eliminates  the  metallic  twang  and  shrillness  which  some  call  volume.  There 

is  no  jangling  distortion  no  tin-canny  noise — nothing  but  perfect  harmony  from  the 

rumble  of  the  kettledrums  to  the  high,  tremulous  tones  of  the  violin  and  flute;  every 
instrument  is  distinctly  heard  yet  combined  in  one  glorious,  harmonious  whole. 


The  most  rigidly  constructed 
reproducer  on  the  market. 
Beautiful  in  appearance  and 
practically  "fool-proof."  Costs 
more  but  worth  it. 


Prices:  Nickel  Plate,  $7.50;  Gold  Plate,  $8.50. 


JEWEL  PHONOPARTS  CO. 
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510  N.  Dearborn  St. 
CHICAGO,  ILL. 
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Rhythm  Demands  the 
Best  Motor 


T±  ECAUSE  rhythm  is  the  thing, 
it  makes  the  motor,  by  all 
odds,  an  important  part  of  the 
phonograph,  and  the  governors 
one  of  the  most  important  parts 
of  the  motor. 

That's  why  the  governors  of 
every  Junior  motor  are  given 
such  careful  tests  before  and 
after  they  become  a  part  of  the 
complete  motor.  The  little  steel 
balls  are  carefully  weighed,  the 
bearings  are  minutely  examined, 
the  arms  are  made  just  the 
right  length. 


And,  when  run,  the  arc  of  the 
circle  the  arms  describe  and  the 
speed  with  which  they  rise  and 
fall  is  carefully  noted.  They 
must  be  right  or  they  don't  be- 
come a  part  of  a  Junior  or  Flyer 
motor. 

It  will  pay  you  in  profits  and 
good-will  to  insist  that  the 
portables  you  sell  are  Junior  or 
Flyer-equipped,  for  manufactur- 
ers, dealers  and  buyers  every- 
where have  come  to  recognize 
them  as  the  finest  in  the  world 
for  portable  phonographs. 


't-H,  ENERAL  INDUSTRIES  CO. 

FORMERLY  NAMED  THE  GENERAL  PHONOGRAPH  MFG.  CO. 
ELYRIA,  OHIO 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 


Money-Making  Suggestions 

for  Ambitious  Merchants 

Get  Ready  for  the  Heavy  Portable  Season — You  Pay  Rent  for  Your  Window  Space, 
Use  It ! — Let  Customers  and  Prospects  Know  What's  on  the  Air — A  Classi- 
fication of  Records — Music  Week  Opportunities 


With  the  approach  of  May,  the  hundreds  of 
thousands  of  city  residents  who  spend  their 
Summer  months  at  the  beach  or  in  the  country, 
are  planning  the  annual  exodus  to  camp  or 
bungalow — and  what  are  you  doing  about  it? 
Musical  entertainment,  either  by  radio  or  the 
phonograph,  has  become  practically  a  necessity 
in  the  home,  but  most  families  do  not  wish  to 
bring  expensive  and,  what  in  smaller-  dwellings 
would  be  large  instruments,  to  their  Summer 
homes,  so  the  portable  phonograph  comes  to 
the  fore  as  the  instrument  to  be  pushed  during 
the  next  month  or  two.  The  window  displays 
of  many  dealers  show  that  they  have  given 
thought  to  the  appeal  of  the  portable  instru- 
ment, for  in  practically  every  section  of  every 
city  a  portable  display  occupies  the  window. 
Other  dealers  seem  loath  to  give  adequate  space 
to  pushing  portables,  but  if  it  is  kept  in  mind 
that  the  portable  sale  represents  a  cash  sale  and 
the  additional  sale  of  $5  or  $10  worth  of  rec- 
ords, it  will  be  seen  that  this  business  is  a  most 
profitable  one.    Go  after  it. 

Window's  Rental 

The  value  of  an  attractive  window  display 
is  conceded  by  everyone,  yet  to  judge  by  the 
appearance  of  the  windows  of  many  music  and 
radio  shops,  this  space  would  seem  to  be  re- 
garded as  merely  a  depository  for  odds  and 
ends.  An  interesting  comment  on  window  dis- 
play space  appeared  in  the  March  issue  of  "Fada 
Sales,"  issued  by  F.  A.  D.  Andrea,  Inc.  It  reads 
in  part:  "If  somebody  came  to  you  and  sug- 
gested that  you  spend  $1,800  next  year  for 
advertising  you  would  think  that  was  a  pretty 
big  amount.  Yet  if  you  are  paying  $300  a 
month  rent  for  your  store,  at  least  half  of  that 
cost,  or  $1,800  a  year,  should  be  charged  to  ad- 
vertising space  in  your  windows.  You  are  al- 
ready buying  the  space,  unless  you  have  a  store 
without  windows.  It  is  the  number  of  people 
and  possible  purchasers  passing  along  the  pub- 
lic street  in  front  of  your  store  every  day  that 
determines  realty  values  which  in  turn  deter- 
mines your  rent.  That  is  the  reason  rents  are 
higher  in  large  congested  cities  than  the}'  arc 
in    small    towns.     In   your   rent   check  ever}' 


month  you  are  really  paying  for  all  of  those 
customers  out  in  the  street.  If  you  do  not 
bring  a  maximum  number  into  your  store  by 
giving  the  best  thought  and  attention  to  your 
window  displays,  you  are  not  getting  value  for 
your  money.  If  you  stop  to  realize  how  much 
real  money  your  window  display  space  is  cost- 
ing you  every  month,  you  will  want  to  utilize 
this  advertising  space  to  the  utmost." 

"On  the  Air" 

What  methods  are  you  using  to  keep  in  touch 
with  your  customers  and  prospects  in  order  to 
keep  your  store  and  the  products  you  carry 
constantly  before  their  minds?  Direct  mail  is 
the  means  which  many  dealers  adopt,  but  this 
to  be  really  effective  must  be  of  a  varied  nature, 
so  that  constant  repetition  of  the  same  type  of 
message  will  not  become  monotonous.  If  you 
are  not  already  doing  so,  why  not  inaugurate  a 
service  of  informing  the  people  on  your  mail- 
ing list  of  the  highlights  of  coming  broadcast 
programs?  This  method  directly  ties  up  with 
your  product,  and  at  the  same  time  gives  a 
real  service  to  set  owners,  and  brings  home  to 
prospects  who  have  not  already  purchased  a 
radio  receiver,  the  worth-while  entertainment 
which  they  are  missing. 

Classifying  Records 

"All  Victor  records  can  be  assigned  to  one 
of  three  classes,"  Roy  A.  Forbes,  sales  and 
merchandise  manager  of  the  Victor  Talking  Ma- 
chine Co.,  declared  in  a  recent  interview  in 
Printers'  Ink.  "These  are:  'wrap  records,'  or 
those  which  require  no  selling  effort,  because 
the  customer  comes  into  the  store  and  asks  for 
them;  'suggest  records,'  or  those  which  after 
being  suggested  to  the  customer,  and  played  for 
him,  are  either  bought  by  him  or  are  sold  to 
him  with  very  little  effort,  and  'stress  records,' 
or  those  which  require  intensive  selling  effort. 
For  example,  under  wrap  records  are  such  rec- 
ords as  'Roses  of  Picardy,'  by  Renee  Chemet, 
and  'Mother  Machree,'  by  John  McCormack; 
under  suggest  records  are  such  as  'Pagliacci,'  by 
Martinelli  and  Metropolitan  chorus;  'Banjo 
Song,'  by  Louise  Homer,  and  'Among  My  Sou- 


venirs,' a  concert  number  by  Paul  Whiteman; 
under  stress  records  are  many  like  'Toccata  and 
Fugue,'  by  the  Philadelphia  Symphony  Orches- 
tra; 'One  Lives  But  Once,'  waltz,  by  Rachman- 
inoff, and  'El  Relicario,'  by  de  Gogorza."  This 
statement  by  Mr.  Forbes  should  interest  every 
dealer  and  record  salesman.  Check  up  on  your 
record  sales  slips  for  the  past  week.  How 
many  of  the  sales  noted  thereon  were  "wrap" 
sales;  how  many  "suggest,"  and  how  many 
"stress"?  Increasing  the  unit  sale  should  be  the 
goal  of  every  sales  person  and  it  is  surprising 
how  large  the  average  can  be  made  with  a  de- 
termined effort. 

Music  Week's  Coming 

For  a  period  of  seven  days  starting  May  6, 
Music  Week  will  be  observed  throughout  the 
entire  country.  Each  year  this  setting  aside  of 
a  week  during  which  music  is  given  greater 
recognition  has  become  more  and  more  wide- 
spread. The  National  Music  Week  Committee, 
working  in  conjunction  with  the  Bureau  for  the 
Advancement  of  Music,  educational  authorities, 
musical  instrument  manufacturers  and  music 
dealers,  has,  in  the  past,  distributed  tons  of 
literature  dealing  with  the  question  of  music  in 
the  home,  in  the  school,  in  concerts  and  in 
theatres,  and  its  efforts  have  been  most  fruitful 
of  results.  This  year  the  committee  has  pre- 
pared a  wealth  of  new  material  which  should 
add  immeasurably  to  making  Music  Week  a 
real  period  of  musical  activity.  One  of  the 
new  pamphlets,  "Home  Night  in  National 
Music  Week,"  should  receive  the  attention  of 
every  music  dealer.  This  leaflet  contains  sug- 
gestions for  developing  family  and  neighbor- 
hood music  and  specifically  lists  the  radio  re- 
ceiver and  phonograph  as  being  ideally  suited 
for  observing  Music  Week  in  the  home.  Re- 
garding these  instruments  the  leaflet  reads: 
"Radio:  Home  music  making  may  be  combined 
with  listening  to  good  music  over  the  radio  by 
inviting  in  the  neighbors  for  a  'Music  Hour  in 
the  Home.'  "  In  other  words,  the  host  will  tunc 
out  from  the  radio  program  when  some  non- 
musical  feature  is  scheduled.  That  period  will  be 
filled  with  home  music-making  in  some  form. 
The  local  Music  Week  Committee  could  well 
prepare  a  list  of  the  more  meritorious  musical 
broadcasts  for  the  week.  Phonograph:  The  same 
suggestion  applies  equally  to  the  talking  ma- 
chine, with  the  additional  advantage  that  the 
household  may  have  entire  choice  as  to  the 
music  that  they  wish  to  hear,  thus  mechanically 
produced.  Interchange  of  records  among  fami- 
lies in  a  neighborhood  may  be  utilized  to  build 
up  special  phonograph  programs,  particularly 
those  built  around  some  definite  subject. 


STYLE  21 
Genuine  Mahog- 
any    or  Walnut 
only. 

STYLE  21-B 
Same    with  both 
top  panels  hinged 
t  o  accommodate 
Radio  Panel. 


THE  LINE  OF  PROFIT 


PHONOGRAPHS  AND 
RADIO  CABINETS 


Excel  phonographs,  radio  cabinets 
and  combination  instruments  have 
been  designed  to  meet  every  exact- 
ing taste.  They  are  produced  in  all 
popular  finishes  and  styles,  including 
Upright,  Console  and  Wall  Cabinets 
— a  complete  line.  Our  centrally  lo- 
cated factory  and  excellent  shipping 
facilities  insure  prompt  deliveries 
and  attractive  trade  prices. 


STYLE  17 
Genuine  Mahog- 
any    or  Walnut 
Phonograph  only. 


STYLE  1 
Gum  Mahogany. 

Golden  or  Fumed 

Oak. 


STYLE  48 
Walnut  Radio  Console.  Built-in 
loud  speaker  and  battery  com- 
partment.      Accepts    7"  x  18" 
panel. 


The  models  illustrated  show  several 
products  of  the  EXCEL  line,  me- 
chanically and  acoustically  up-to-the- 
minute  in  every  detail.  The  EXCEL 
line  is  appealing  to  the  customers' 
eye,  ear  and  purse.  Your  request 
for  a  catalog  and  price  list  will  be 
given  prompt  attention.  Enterprising 
dealers  will  find  the  EXCEL  line 
well  worth  investigating. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 
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VALLEY  FORGE  MAIN 
SPRINGS  are  packed  in  indi- 
vidual cartons — never  sold  in 
bulk. 


J. A.FISCHER,  COMPANY 


PHILADELPHIA  •  USA 
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Make  comparisons  if  jiovl 
wish— but  you  don't  need  to ! 
Accept  the  judgment  of  the 
thousands  of  successful  mer- 
chants who  have  made  Plaza 
Music  Co.  the  largest  firm  of 
its  kind  in  the  United  States. 
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Here  is  the  most  efficient  motor  ever  built  for  port- 
able phonographs — United  No.  2 — a  strong-pulling, 
silent,  durable,  even-running  unit  equipped  with  an 
easy,  noiseless  worm-gear  wind  usually  found  only 
in  the  more  expensive  cabinet  phonograph  motors. 
This,  and  other,  exclusive  United  features  mean 
something  to  you  in  your  selling — because  this  motor 
is  designed  and  built  for  portables  exclusively. 


(PHONOGRAPH  DIVISION 


UNITED  AIR   CLEANER  COMPANY 
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^onoaraph  motors 


DEALERS  are  now  insisting  —  and 
rightly — that  motors,  installed  in 
the  portables  they  buy,  give  perfect 
performance.  And  this  seems  logical 
inasmuch  as  the  motor  is  usually  the  most 
expensive  unit  in  any  portable — and  there- 
fore expected  to  be  the  most  efficient. 

Most  successful  portable  manufac- 
turers have  been  quick  to  note  this  care- 
ful attitude  of  their  dealers,  and  have 
made  demands  upon  us  to  produce  a 
strong  -  pulling  portable  motor  which 
always  runs  silently  at  exact  uniform 
speed. 

This  we  have  done  with  the  new  United 
No.  2,  a  motor  for  portable  phonographs 
that  assures  smooth,  silent,  rhythmic, 
lasting  power  to  the  instrument.  Because 
of  this,  a  portable  phonograph  actually 
has  more  value  equipped  with  the  New 
United  Motor  No.  2. 

And  we  will  be  glad  to  send  samples  of 
United  Products  to  responsible  manufac- 
turers so  that  they  may  see  for  them- 
selves how  United  equipment  guarantees 
the  utmost  in  reliability  and  lasting  busi- 
ness to  their  Dealers. 


More  than  150,000  modern  cabinet  phono- 
graphs were  equipped,  during  1927,  with 
this  latest-model,  smooth-running,  last- 
ing motor — the  famous  United  No.  5. 


United  Motors  are  de- 
signed and  built  in  a 
modern  plant  by  men 
who  are  specialists  in 
their  field.  They  know 
phonograph  motors 


(PHONOGRAPH  DIVISION) 


)705  Cottage  Grove  Avenue,  Chicago,  Illinois 
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Interesting  Events  of 
the  Trade  in  Pictures 


Above — Leon  Errol  and  his  leading  ladies  in  "Yours 
Truly"  listening  in  on  an  Atwater  Kent  set  between  acts. 


Above — Left  to  right:  G.  A.  Scoville,  vice- 
president  and  sales  manager,  Stromb erg-Carl son 
Tel.  Mfg.  Co.;  A.  P.  and  Frank  McCoy,  Hart- 
ford, Conn.,  dealers;  D.  W.  Brown,  in  charge 
Rochester  Division  Sales  and  J.  S.  Gibson,  radio 
sales  manager,  at  Stromb  erg-Carl  son  plant. 


Above — Left  to  right:  Arthur  Trostler,  assistant  to  the 
Chairman;  Joseph  D.  R.  Freed,  president;  Arthur  Freed, 
vice-president,  and  Alex  Eisemann.  Chairman  of  the 
Board,  Freed-Eisemann  Radio  Corp.,  displaying  new 
Auditorium-Amplifier  at  luncheon  of  Talking  Machine 
and  Radio  Men.  Inc.,  in  New  York. 


Above — RCA  Model  16  installed  in  car  of 
"Paul  the  Radio  Man,"  Marshall,  Tex. 

Below — Harry  Currie,  Louisville,  Ky.,  Brunsivick  dealer's 
tie-up  with  Vitaphone  production  of  "The  Jazz  Singer." 


Above — Rosamond  Pinchot,  famous  actress  and 
niece  of  former  Governor  Pinchot  of  Pennsyl- 
vania, enjoys  Kolster  Radio  reception  while 
"making  up." 


Left — One  of  the 
world's  most  fa- 
mous musical  or- 
ganizations, the 
Vatican  Choir,  is 
here  shown  chant- 
ing for  Brunswick 
records. 


Right  —  Boettcher 
Furniture  Co., 
Traer,  la.,  gets  air- 
plane shipment  of 
Mohawk  radio  from 
National  Radio  & 
Auto  Supply  Co., 
Cedar    Rapids,  la. 


Above — Robert  W .  Bennett,  who  was  recently 
appointed  general  sales  manager  of  the  A.  C. 
Dayton    Co.,    prominent    Dayton,    O.,  radio 
manufacturer. 


Above— D.  W.  May,  Newark,  N.  J.,  radio  dis 
tributor.  uses  this  traveling  display  to  bring 
the  Splitdorf  line  to  dealers'  attention 


Above — Window  display  in  Japan  featur- 
ing the  products  and  the  "magic  notes" 
of  the  Columbia  Phonograph  Co.  Note 
the  futuristic  effects  in  the  display. 
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CLASS ! 


^^HAT  is  there  in  the  rakish 
ensemble  of  a  Rolls  Royce,  the 
finish  and  balance  of  a  Stein  way  grand, 
the  craftsmanship  of  Tiffany  ware,  or 
the  lustrous  face  of  a  Piquet  watch 
that  shouts  "class"  to  the  buyer? 

It  is  that  "indefinable  something" — 
the  "it"  in  popular  parlance — which 
convinces  the  consumer  that  here 
indeed  is  the  superlative  object  of  its 
kind,  that  now,  at  last,  he  need  look 
no  further. 

And  today  in  the  talking  machine 
field  "class"  again  is  in  evidence. 


Consider  the  new  Orthophonic 
Victrola  8-35.  What  a  creation !  What 
a  spectacular,  startling  and  surpass- 
ingly beautiful  musical  instrument  it 
is!  Little  wonder  that  the  Victor 
product  stands,  as  ever,  preeminent  in 
the  field. 

8-35  spells  new  life  and  plenty  of  real 
good  dollars  for  up-and-going  Victor 
dealers.  Many  are  going  to  gather  a 
sweet  harvest,  that  much  is  certain. 
Will  you  be  one  of  them  ? 


C.  BRUNO  &  SON,  Inc. 

Victor  Distributors  to  the  Dealer  Only 


351  FOURTH  AVENUE  NEW  YORK,  N.  Y. 

1834 — Almost  a  Century  of  Dependable  Service  to  the  Music  Trade — 1928 
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The  All-American  Mohawk  Corporation  Building 


^Announcin 

The  All-American 

Mohawk  Corporation 


consolidation  of  the  Mohawk  Corporation  of 
Illinois  and  the  All-American  Radio  Corporation 


into  one  mighty  organization,  with  the  finest  possible 
facilities  for  the  building  of  radio  receivers.  All  manu- 
facturing activities  are  centered  under  one  roof,  under 
the  supervision  of  capable  engineering  and  production 
authorities,  assuring  thoroughness  and  precision  of  manu- 
facture. The  merchandising  of  Mohawk  All-American 
Radio  products  will  be  guided  by  an  aggressive  or- 
ganization, manned  by  executives  whose  background 
of  experience  dates  back  to  the  birth  of  the  industry. 

H  H  "A 

Those  radio  retailers  who  are  on  the  alert  for  a  line 
of  radio  receivers  of  outstanding  merit,  with  eye  value 
that  attracts,  selectivity  and  tone  quality  that  clinches 
sales,  at  a  price  consistent  with  perfect  workmanship, 
will  do  well  to  watch  for  the  announcement  of  the 
Mohawk  All-American  Radio  line,  to  be  revealed  in 
the  near  future.  Wire  or  Write  NOW! 

The  Officers  of  the  All-American  Mohawk  Corporation 
E.  N.  RAULAND,  President  v  GUSTAVE  FRANKEL,  Vice-President 

OTTO  N.  FRANKFORT,  Vice-President  in  Charge  of  Sales 
DONALD  MacGREGOR,  Treasurer  *  DOUGLAS  DeMARE,  Secretary 


All-American  Mohawk  Corporation 

4201  Belmont  Avenue  *  Chicago,  U.  S.  A. 
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W.  G.  Dorward  With  Plans  Second  Radio 
Allen-Hough  Mfg.  Co.      Audition  This  Year 


Appointed  Assistant  Sales  Manager  by 
Portable  Phonograph  Manufacturing 
Concern — Has  Wide  Sales  Background 

The  Allen-Hough  Mfg.  Co.  announces  the 
addition  to  executive  sales  staff  of  W.  G.  Dor- 
ward,  who  comes   to  Allen-Hough   from  the 


W.  G.  Dorward 

Lindsay-McMillan  Co.,  of  Milwaukee,  and  will 
act  in  the  capacity  of  assistant  sales  manager 
in  his  new  connection.  Mr.  Dorward  has  a 
wide  sales  background  which  exceptionally  well 
fits  him  for  his  work  with  the  increasingly 
popular  Allen  line  of  portable  instruments. 


Wide  Interest  in 

Display  Campaign 

Announcement  of  the  winners  in  the  recent 
window  display  contest  sponsored  by  Fada 
radio  has  been  made  by  F.  A.  D.  Andrea,  Inc., 
Long  Island  City.  Herpolscheimer  Co.,  Grand 
Rapids,  Mich.,  won  the  first  prize  of  $100.  The 
second  prize  of  $50  went  to  C.  D.  Tanner  Co., 
Los  Angeles,  Cal.  Tull  &  Gibbs,  Inc.,  Spokane, 
Wash.,  won  third  prize  of  $25,  and  three  prizes 
of  $10  each  were  awarded  to  the  Gray  Music 
Co.,  London,  Ontario,  Can.;  Fort  &  Tucker  Co., 
Herkimer,  N.  Y.,  and  A.  I.  Ross  Music  Stores, 
Astoria,  Long  Island,  N.  Y.  The  contest  aroused 
a  great  deal  of  interest  among  Fada  dealers 
throughout  the  country  and  many  photographs 
of  windows  were  submitted. 


THE  INSIDE 
BACK  COVER 

OF 

This  issue  of 
The  WORLD 

has  a  very  important 
message  for  phonograph 
manufacturers  and 
dealers. 

Read  it 
Carefully 


Announcement  by  Atwater  Kent  Founda- 
tion of  Philadelphia  States  Awards  Will 
Be  the  Same  as  Last  Year 


Philadelphia,  Pa.,  April  6. — Another  National 
Radio  Audition  will  be  held  this  year,  ac- 
cording to  announcement  made  by  the  Atwater 
Kent  Foundation  of  this  city.  The  awards, 
totaling  $17,500  with  tuition  in  a  musical  con- 
servatory for  certain  winners,  will  be  the  same 
as  last  year.  The  competition  to  be  held  over 
the  radio  by  states  and  districts  is  open  to  all 
amateurs,  male  and  female,  between  the  ages 
of  eighteen  and  twenty-five. 

As  in  the  previous  audition,  local  and  state 
contests  will  be  conducted  by  civic,  musical  and 
cultural  clubs  in  co-operation  with  the  Founda- 
tion, which  is  a  corporate  institution  estab- 
lished in  1919  for  philanthropic,  educational  and 
scientific  purposes. 

In  a  statement  announcing  the  new  audition, 
A.  Atwater  Kent,  president  of  the  Foundation, 
and  through  whose  generosity  the  awards  are 
made,  said  in  part: 

"The  results  of  the  National  Radio  Audition 
of  1927  were  so  splendid  that  the  Atwater  Kent 
Foundation  has  authorized  another  contest  dur- 
ing 1928.  I  am  proud  that  our  efforts  to  dis- 
cover young  amateur  singers  in  every  State, 
and  to  give  them  the  opportunity  to  be  recog- 


A.  Atwater  Kent 

ni/.ed,  produced  ten  such  superb  voices  as  were 
heard  in  the  final  competition  in  December. 
Great  success  in  their  musical  careers  has  been 
assured  these  ten  young  men  and  women,  and 
the  world  of  music  lovers  will  enjoy  hearing 
them  and  reading  of  their  achievements  for 
many  years." 


Does  Work  for  Firms 
in  South  America 


Arthur  L.  Van  Veen,  president  of  Van  Veen 
&  Co.,  Inc.,  New  York  City,  manufacturer  of 
talking  machine  wareroom  equipment,  reports 
two  recent  South  American  installations  of  Van 
Veen  equipment  in  Felix  de  Bedout  y  Hijos  in 
Medellen,  Colombia,  and  J.  V.  Mogollon,  Carta- 
gena, Colombia.  Mr.  Van  Veen  reports  both  in- 
stallations are  of  the  highest  grade. 


On  Long  Trade  Trip 

Herman  Cohen,  son  of  N.  Cohen,  president  of 
the  Wall-Kane  Needle  Mfg.  Co.,  Brooklyn,  N. 
Y.,  left  recently  on  his  initial  trip  on  the  road 
in  the  interest  of  Wall-Kane  products.  Mr. 
Cohen's  first  trip  is  quite  an  extensive  one,  as 
he  will  cover  practically  the  entire  country. 


Meets  the  increasing 
demand  for 
popular  priced 
A.  C,  sets 


with 

The  NEW 

Atwater  Kent 

Model  37  A.  C. 

^pHESE  popular  Red  Lion- 
Atwater  Kent  combina- 
tions have  found  great  fa- 
vor among  those  who  want 
first-class  A.  C.  sets  at  mod- 
erate prices.  For  today's  big 
business  in  radio  is  in  the 
popular  priced  field. 

From  your  Atwater  Kent  Dis- 
tributor you  can  secure  a  com- 
plete line  of  Red  Lion  Cabi- 
nets in  desk,  console  and 
chest  types  for  the  new  At- 
water Kent  Model  37  A.  C. 
Radio.  And  of  course  you 
can  also  get  the  regular  line 
of  cabinets  for  Atwater  Kent 
Models  35,  30,  33. 

An  ideal  outfit  is  the  new  Red 
Li  on- Atwater  Kent  Combina- 
tion which  supplies  cabinet, 
A.  C.  set  and  built-in  speaker 
to  retail  at  $133. 

Full  particulars  of  our 
complete  line  of  models 
sent  on  request. 


RED  LION 
CABINET  COMPANY 

Red  Lion,  Pa. 


Why  Dealers  Should  Handle 
Radio  Cabinets  in  1928-9 


Volume  and  Profit  Possibilities  of  Prod- 
ucts Should  Be  Analyzed — Artistic  Cabi- 
nets Give  Dealers  a  Profit-Producing  Line 

By  Lambert  Friedl 


(Mr.  Friedl,  the  writer  of  this  article,  has  been  con- 
nected with  the  music-radio  industry  for  a  number  of 
years,  and  is  an  authority  on  all  phases  of  business 
management  as  applied  to  our  own  particular  industry. — 
Editor.) 

THE  term  "Progress"  in  its  strict  definition 
implies  changes.  This  is  particularly  true 
of  the  radio  art  and  industry.  Anyone 
desirous  of  building  and  maintaining  a  position 
for  himself  in  either  division  of  radio,  must 
begin  with  his  mind  prepared  to  either  create 
and  lead,  or  at  least  devotedly 
follow.    Standpatters  were  not 
intended  for  this  industry. 
Looking  Back 
Reviewing    the    past  seven 
years  of  manufacture  and  sale 
of  radio  as  a  source  of  home 
amusement  discloses  a  library 
of    information.  Broadcasting 
was  followed  by  converting  al- 
most every  machine  shop  into  a 
radio    "laboratory"    and  every 
peanut     stand     into     a  radio 
"salon."    The    adventurers  of 
commerce  and  industry  rushed 
headlong  into  the  very  center 
of  the  arena,  only  to  end  their 
ill-conceived    ventures    in  the 
clouds  of  grief  and  loss.  Meth- 
ods, means  and  ethics  were  imported  into  this 
baby  industry  that  seemed  certain  to  prevent 
its  advance  and  growth  and  indefinitely  retard 
its  progress.     Thinking  men  in  the  business 
looked  upon  it  all  as  hopeless  chaos. 

The  Door  to  Stability 
With  it  all,  the  business  grew  and  grew  and 
prospered.  With  it  all,  each  year  it  became 
more  and  better  stabilized.  Brains,  efforts  and 
guidance  of  big  type  men,  leader  type  business 
executives,  have  finally  created  orderly  proceed- 
ings. We  now  stand  on  the  very  threshold  of 
the  last  door  to  be  unlocked,  leading  into  the 
inner  chamber  of  safety  and  stability  in  radio. 
It  might  therefore  be  of  some  interest  to  view 
the  problems  confronting  the  radio  jobber  and 
dealer  at  this  writing.  In  the  past  the  radio 
jobber's  and  dealer's  revenue  was  derived  from 
the  sale  of  parts,  accessories  and  sets.  The 
parts  business,  with  the  exception  of  some  few 
jobbers  and  dealers  who  still  specialize  in  mer- 
chandising parts,  gave  out  first.  Then  came  a 
very  heavy  percentage  of  sales  in  accessories 
and  replacements,  consisting  of  headsets,  bat- 
teries, various  kinds  of  eliminators,  tubes,  etc. 
These  sales  represented  large  volume  and  heavy 
percentages  of  the  total  sales  of  the  wholesale 
and  retail  merchants. 

Sales  of  Accessories 
According  to  the  best  obtainable  information 
the  sale  of  accessories  used  to  represent  a  per- 
centage running  anywhere  from  20  per  cent  to 
75  per  cent  of  some  dealers'  and  jobbers'  busi- 
ness. Besides,  these  sales  represented  fairly 
quick   turnover   of   inventories   by    reason  of 


President,   Symphonic  Sales  Corp. 

which  fact  they  have  in  most  instances  proved 
most  profitable  for  the  trade  to  handle. 

The  best  way  to  illustrate  that  the  great  fu- 
ture of  accessories  sales,  as  a  source  of  revenue 
to  the  jobber  and  the  dealer  is  now  in  the  past, 
is  by  the  fact  that  many  manufacturers  of  bat- 
teries, eliminators,  etc.,  are  coming  into  the 
manufacture  of  sets,  in  order  to  continue  the 
contacts  they  built  for  themselves  in  the  past, 
and   to   operate   their   respective   plants   at  a 


' /  1HA  T  many  dealers  can  increase  their  annual 


-*■  sales  volume,  as  well  as  widen,  their  merchandis- 
ing field,  by  adding  to  the  lines  they  now  handle  has 
been  demonstrated  many  times  in  this  trade.  Mr. 
Friedl,  in  the  accompanying  article,  makes  some  sug- 
gestions that  are  worthy  of  the  most  careful  perusal 
by  retail  talking  machine  and  radio  dealers  through- 
out the  country,  whether  they  now  handle  some  side 
line  or  contemplate  doing  so  in  the  future.    .    .  . 


far  more  substantial  and  satisfactory  profit. 
New  Problems  Confront  Trade 

With  the  arrival  and  almost  universal  adop- 
tion of  the  AC  type  set  by  practically  all  manu- 
facturers, new  problems  are  confronting  the 
jobber-dealer  contingent.  Further,  the  effi- 
ciency in  engineering  and  manufacturing,  and 
extremely  keen  competition  have  forced  the  list 
prices  of  sets  to  a  new  and  lower  level,  thus 
reducing  the  average  unit  sale  of  radio  mer- 
chants. Another  worth  while  factor  to  consider. 

What  Will  Take  the  Place  of  Accessories? 

What  is  there  then  that  will  enable  the  wide 
awake  element  to  secure  the  desired  volume  of 
business  in  1928-29?  The  answer  seems  to  be 
simple  enough.  Without  any  hesitancy,  briefly 
and  concisely  it  can  be  stated.  Whatever  the 
dealer  will  decide  to  add  to  his  lines  must 
necessarily  be  merchandise,  the  sale  of  which 
guarantees  the  indisputable  possibilities  of 

(1)  Volume,  and 

(2)  Profit. 

The  goods  to  be  added  should  be  as  near 
kindred  to  radio  as  possible.  It  is  generally 
admitted  that  kindred  merchandise  can  be  sold 
by  the  same  salespeople  to  the  same  customers, 
and  because  of  this  the  overhead  is  not  in- 
creased. Boiled  down  to  a  few  words,  here  is 
a  wholesome,  guaranteed  recipe  for  1928-29: 
Add  a  Good  Line  of  Radio  Cabinets 

(1.)  Select  a  line  of  sets  most  suited  to  your 
field  of  operations,  made  by  reputable  manufac- 
turers, operating  under  license  arrangements 
(this  for  the  sake  of  safety). 

(2).  Sell  aggressively.     Do  not  be  satisfied 


with  business  walking  into  your  store  through 
the  front  door.  Reach. out  for  that  vast  clientele 
that  needs  but  to  be  reminded  of  the  fact  that 
their  homes  are  still  without  radio  sets. 

(3).  Sell  radio  cabinets.  Sell  them  with  new 
sets,  and  sell  them  to  those  to  whom  you  have 
sold -table-type  sets  in  the  past.  Cabinet  sales 
can  and  will  replace  a  good  bit  of  the  sales  of 
accessories  nowi  rapidly  going  out,  and  soon  to 
be    entirely    gone    as    a    factor    in  retailing. 

Easy  Going 

^— m^^Im         Analyze     the     above  three 
points  and  you  will  easily  find 
that  you  are  moving  ahead  and 
along    the    lines    of    least  re- 
sistance.   Every  home  prefers  a 
radio  set  housed  as  a  complete 
unit.    Right  here,  however,  just 
a  word  of  caution  should  not 
be  amiss.    It  is  no  less  impor- 
tant to  sell  a  good  and  staple 
line  of  cabinets  than  it  is  to 
choose  a  good  radio  set.  The 
source  of  your  supply  should 
be  closely  scrutinized  as  to  its 
qualifications  to  serve  you  and 
its  ability  to  design,  build  and 
deliver  cabinets  to  you  that  are 
certain  to  enhance  the  sale  of 
your  sets  and  satisfy  your  most  critical  cus- 
tomers.   Finally,  be  sure  that  the  speaker  units 
used  by  your  cabinet  manufacturer  are  of  stand- 
ard and  accepted  make.     The  importance  of 
these  points  cannot  be  overemphasized. 


Reduces  Prices  on 
Two  "B"  Batteries 


List  prices  on  two  Eveready  round-cell  "B" 
batteries,  Nos.  770  and  772,  were  reduced,  effec- 
tive April  1,  according  to  an  announcement  of 
the  National  Carbon  Co.,  Inc.,  New  York.  No. 
770,  which  hitherto  sold  at  $4.75  list,  will  be 
sold  to  the  public  at  $4,  and  the  No.  772,  which 
sold  at  $3.75,  will  be  retailed  at  $2.75.  These 
two  batteries  were  the  company's  leaders  in  the 
"heavy  duty"  and  "medium  size"  radio  dry  bat- 
tery field  until  the  introduction  of  the  "Layer- 
bilt"  principle.  Dealer  prices  are  lowered  in 
proportion. 

The  announcement  was  made  in  a  letter  to 
dealers  from  the  general  sales  offices  of  the 
National  Carbon  Co.,  in  New  York,  and  points 
out  that  "Eveready  quality  will  be  rigidly  main- 
tained with  the  result  that  dealers  can  now 
offer  batteries  of  the  highest  quality  at  com- 
petitive prices." 


Ryan  &  Hughes,  Inc.,  250  West  Fifty-fourth 
street,  New  York  City,  radio  dealers,  recently 
filed  a  petition  in  bankruptcy  with  liabilities 
of  $123,000  and  assets  of  $34,600. 


VAN  VEEN  SOUND-PROOF  BOOTHS 


Write  VAN  VEEN  A  COMPANY,  Inc., 


rk/vnic;  ar,d  music  store 

UU  I  EQUIPMENT 

313-315  East  31st  Street,  New  York  City 
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A 

MESSAGE  of  THANKS 

and  a  word  of 

PROPHECY 

THE  Farrand  Manufacturing  Company  has  just  com- 
pleted the  most  successful  business  year  in  its  history 
. . .  more  Farrand  Speakers  having  been  sold  during  the 
1927-28  season  than  in  any  similar  period  in  its  career. 
While  recognizing  this  as  further  tribute  to  Farrand  su- 
premacy in  the  cone  field,  we  are  more  than  mindful 
of  the  part  played  both  by  distributor  and  dealer.  To 
them  ...  to  every  Farrand  distributor  and  dealer  through 
whose  joint  efforts  this  splendid  record  was  made  pos- 
sible . . .  we  convey  our  hearty  thanks . . . 

and  likewise,... 

the  assurance  that  the  Farrand  line  for  the  coming  season 
will,  more  than  ever,  continue  to  merit  their  fine  support. 

FARRAND  MANUFACTURING  CO.,  INC. 
LONG  ISLAND  CITY     <     <     <     NEW  YORK 

Farrand 

Always  the  FIRST  Cone 

SPEAKER 
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Pacific  Coast  Trade  Bodies 
Plan  Great  Pageant  of  Music 

International  Pageant  of  Music  and  Exposition  to  Be  Held  June  18  to  30,  Sponsored 
by  Western  Music  Trades  Association  and  Southern  California  Group 


IN  a  unified  effort  to  place  the  music  industry 
where  it  rightfully  belongs,  with  its  prod- 
uct as  a  basic  factor  in  every  American 
family's  life,  the  Western  Music  Trades  Asso- 
ciation and  the  Music  Trades  Association  of 
Southern  California,  both  with  offices  in  Los 
Angeles,  have  launched  plans  for  an  Interna- 
tion  Pageant  of  Music  and  Exposition,  to  be 
held  there  from  June  18  to  30  in  the  Ambassa- 
dor auditorium.  Brilliant  pageantry,  music  and 
entertainment  is  programmed  to  attract  the 
crowds,  while  the  artistic,  educational  and 
mechanical  development  of  the  music  industry 
is  the  fundamental  of  the  event. 

Waldo  T.  Tupper,  known  for  his  success  in 
handling  trade  expositions,  among  these  being 
the  International  Health  shows,  the  National 
Business  shows  and  the  Los  Angeles  National 
Radio  Show,  has  been  appointed  managing 
director.  Prominent  among  the  general  com- 
mitteemen, who  consist  of  heads  of  Los  An- 
geles musical  instrument  houses,  are  Edward 
H.  Uhl,  president  of  the  Western  Music  Trades 
Association,  and  W.  H.  Richardson,  president 
of  the  Music  Trades  Association  of  Southern 
California.  A.  G.  Farquharson,  executive  sec- 
retary of  both  associations,  has  been  named 
secretary  of  the  pageant. 

Keen  interest  in  the  show  is  being  evinced, 
as  has  been  attested  by  mail  and  telegraphic 
inquiries,  according  to  Mr.  Tupper,  from  all 
parts  of  the  country.  At  the  time  this  article 
was  written,  62l/2  per  cent  of  the  space  had  been 
contracted,  Mr.  Tupper  stated. 

Mr.  Uhl,  in  announcing  the  project,  said: 
"Competition  for  the  consumer's  dollar  will  be 
very  keen  during  1928.  Already  the  automobile 
and  electric  refrigeration  groups  have  launched 
impressive  campaigns.  Other  industries  are 
preparing  to  interest  the  consumer  in  their 
products.  Unless  the  music  industry  keeps 
pace  with  this  competition,  millions  of  dollars 
will  be  diverted  from  music  channels. 

"The  income  of  the  average  family  is  limited. 
If  they  decide  to  buy  an  automobile  the  elec- 


tric refrigerator  must  wait.  If  they  buy  a  re- 
frigerator the  purchase  of  the  piano  must  be 
delayed  for  a  considerable  time. 

"Thus  every  industry  is  competing  for  the 
consumer's  dollar.  Some  industries  are  going 
ahead  rapidly,  while  others  with  an  equal  right 


within  the  exposition  will  be  named  "Harmony 
Way,"  "Jazz  Boulevard,"  "Melody  Lane"  and 
similar  intriguing  titles.  A  plaza  or  "city  park," 
consisting  of  open  booths,  will  occupy  the  cen- 
tral portion  of  the  show,  and  in  the  immediate 
center  will  be  placed  a  bandstand,  with  revolv- 
ing platform,  on  which  entertainers  will  appear. 

Imparting  an  international  flavor,  each  day 
and  night  of  the  show  will  be  dedicated  to  a 
different  nationality,  and  the  best  available 
entertainers,  chiefly  musicians,  representing 
that  nationality,  will  participate  in  a  music  con- 
test of  the  nations.  Thus,  the  exposition  is  ex- 
pected to  have  a  far-reaching  effect,  pulling 
from  every  quarter  of  Southern  California  and 
interesting   the    leading   races    of   the  world. 


Ambassador  Auditorium  in  Los  Angeles  Where  Pageant  Will  Be  Held 


to  exist  are  on  the  decline.  Those  making 
progress  are  the  ones  which  have  been  the 
most  successful  in  captivating  the  public's  at- 
tention, and  a  Music  Pageant,  such  as  is 
planned  in  Los  Angeles,  should  prove  one  of 
the  most  effective  trade  expositions  as  yet  de- 
vised." 

That  the  show  will  prove  a  great  merchan- 
dising medium,  was  indicated  by  Mr.  Tupper, 
in  announcements  that  the  leading  musical  in- 
strument houses  of  Los  Angeles  are  sponsoring 
the  project,  and  that  virtually  all  lines  of  musi- 
cal merchandise  will  be  arranged  on  competi- 
tive display. 

The  show  is  being  constructed  as  a  "city  of 
music,"  with  all  wall  booths  designed  after  the 
fashion  of  downtown  store  buildings,  with 
building   front   effects.     The   streets   or  aisles 


The 


answer 
is  always — 


Gold  Seal 

u  RadioTubes  M 


Check  off  the  advantages  which  a  line  of  tubes  should  offer 
you — Gold  Seal  gives  them  all: 

First — a  strong  hold  with  the  public,  both  because  of  aggres- 
sive advertising  and  because,  with  all  the  enormous  number 
of  tubes  we  have  sold,  we  have  stuck  to  the  quality  that  makes 
satisfaction  sure. 

Second — the  store  that  sells  Gold  Seals  has  every  modern  aid 
to  attract  attention  to  its  Gold  Seal  line. 

Third — the  Gold  Seal  Policy  is  a  Square  Deal  for  all. 

It  will  pay  you  to  write  for  particulars. 

Gold  Seal  Electrical  Co. 

250  Park  Ave.,  iNew  York 


GSX  280 
Full  Wave 

Rectifier. 
List  Price, 
$5.00 


All 


Another  of  Mr.  Tupper's  plans  is  to  hold  a 
pageant  each  night  of  the  show,  directed  by 
nationally  known  figures,  and  written  to  include 
everything  from  jazz  to  classics,  and  all  instru- 
ments, thus  appealing  to  every  class  and  taste. 

Coincidental  with  three  days  of  the  Music 
Pageant,  June  26,  27  and  28,  will  be  held  in 
the  Ambassador  Hotel,  adjacent  the  Music 
Show  auditorium,  the  Fifth  Annual  Convention 
of  the  Western  Music  Trades  Association. 
Thus,  there  will  be  drawn  to  the  Music  Show 
the  representatives  of  the  leading  musical  in- 
strument houses  of  the  eleven  Western  States 
and  British  Columbia. 

Free  educational  programs  for  the  public, 
the  distribution  of  tickets  of  admission  through 
the  various  dealers,  and  numerous  special  ses- 
sions designed  only  for  the  trade,  are  other 
merchandising  features,  which  should  prove  of 
incalculable  aid. 

The  general  committee  which,  in  addition  to 
Mr.  Tupper,  Mr.  Uhl,  who  is  president  of  the 
Southern  California  Music  Co.;  Mr.  Richard- 
son, who  is  president  of  Richardson's,  Inc.,  and 
Mr.  Farquharson,  consists  of  the  following:  E. 
A.  Geissler,  vice-president  and  general  man- 
ager, Birkel  Music  Co.;  L.  E.  Fontron,  secretary 
and  treasurer,  Martin  Music  Co.;  E.  Palmer 
Tucker,  secretary  of  the  Western  Music  Trades 
Association,  and  vice-president  and  general 
manager,  Wiley  B.  Allen  Co.;  Ben  Piatt,  presi- 
dent of  the  Piatt  Music  Co.;  John  W.  Boothe, 
general  manager,  music  department,  Barker 
Bros.;  H.  L.  Nolder,  Western  general  manager, 
Starr  Piano  Co.;  Don  C.  Preston,  president, 
Don  C.  Preston  Co.,  Inc. ;  Charleston  Dow,  gen- 
eral manager,  Fitzgerald  Music  Co.,  and  G.  H. 
Barnes,  president,  Barnes  Music  Co.,  all  of  Los 
Angeles. 


Patent  Granted 


Standard 


Types 


John  F.  Nielson,  of  the  engineering  depart- 
ment of  Fada  radio,  has  received  a  patent  from 
the  United  States  Patent  Office  on  a  system  for 
reproducing  pictures  transmitted  electrically. 
The  assignee  is  the  Western  Electric  Co.,  in 
whose  laboratories  Mr.  Nielsen  was  active  be- 
fore joining  the  Fada  radio  staff,  where  he  is 
now  engaged  in  special  development  work  on 
speaker  design. 
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in  30  days  will  announce 

the  greatest  line  of 
quality  all  electric  radio 
receivers  that  years  of  radio 
power  leadership  can  produce, 
at  the  lowest  prices  ever 
placed  on  merchandise 
of  this  character, 

when  you  see  them 
when  you  hear  them 
when  you  price  them 

You'll  Know! 

GRIGSBY-GRUNOW-HINDS  CO. 

4540  Armitage  Ave*  Chicago,  111. 


Merchandising 
the  Finest  Recordings 
Profitably 

Miss  Lucy  T.  Hackler,  of  Rice  &  Co.,  Vicksburg,  Miss., 
Describes  Methods  of  Increasing  Red  Seal  Record  Sales 


(The  accompanying  article  by  Miss  Hackler  won  first 
prize  awarded  by  the  Victor  Co.  for  the  best  essay  on 
"How  I  Sell  Victor  Red  Seal  Orthophonic  Records,"  against 
competition   of  many  fine   essays  submitted. — Editor.) 

SOME  people  never  get  up  until  they  are 
called.  If  no  one  happens  to  apply  the 
stimulus  they  are  gunpowder  without  the 
spark.  Some  dealers  never  sell  a  dollar's  worth 
of  goods  until  the  customer  comes  of  his  own 
accord.  And  if  no  one  comes  they  complain 
that  trade  is  slow,  and  business  has  gone  to  the 
dogs.  But  the  man  across  the  street  gets  up 
without  an  alarm  and  is  on  the  job  when  things 
start;  he  also  attracts  the  first  reader  of  the 
morning  paper  and  the  first  customer  to  pass 
his  shop. 

Don't  wait  for  the  buyer — Go  after  him! 

Have  a  scheme  to  attract  him,  a  contest,  a 
premium  to  interest  him,  a  display  to  draw  him. 
Be  on  the  job!    Be  alive! 

First  of  all  we  must  sell  our  personality  to 
our  customer. 

Be  neat  and  clean  and  have  your  record  de- 
partment likewise. 

Be  agreeable  and  make  your  department  a 
pleasant  place  for  your  customers  to  visit. 
Know  Your  Composers 

Knowing  your  composers  is  one  of  the  next 
important  features  of  successful  selling  of  Red 
Seal  records.  How  many  of  your  customers 
know  that  Schubert  died  at  the  age  of  thirty- 
one,  that  he  never  heard  any  of  his  own  music 
and  that  1928  will  be  the  one  hundredth  anni- 
versary of  his  death?  These  things  interest 
your  customer  the  same  as  they  interest  you,  so 
why  not  be  able  to  tell  them  about  the  com- 
posers upon  any  occasion  that  might  arise.  How 
many  of  the  salespeople  care  enough  about  our 
great  composers  to  go  to  the  Libraries  and 
secure  information  concerning  the  history  of 
their  lives?  Do  this  and  use  it  with  the  selling 
of  your  Red  Seal  records  and  your  sales  will 
increase. 

How  much  greater  impression  is  made  if  a 
brief  history  is  told  of  the  composer,  or  artist, 
just  before  playing  a  record;  while  placing  the 
record  on  the  machine  you  can  very  easily  and 
quickly  remind  the  customer  of  some  particular 
instance  in  the  composer's  or  artist's  life  that 
will  make  such  an  impression  that  an  entirely 
new  interest  is  aroused  in  the  customer,  not 
only  for  that  one  particular  record,  but  for 
more  records.    The  more  knowledge  we  have 


of  an  artist  or  composer,  the  more  we  like  his 
works — so  it  is  with  our  customers. 

Know  the  Artists 

Knowing  your  artist  is  very  important.  When 
you  are  asked  if  Tibbet  is  a  bass  or  baritone, 
do  not  look  blank  and  say,  "Let  me  look  that 
up."  Be  on  the  job  and  give  a  quick  and  in- 
telligent answer.  This  insures  the  customer's 
confidence  in  you.  The  Victor  Company's 
record  catalogs  have  in  them  a  brief  history  of 
each  Red  Seal  artist's  life,  and  there  is  no  excuse 
for  stupidity  in  regard  to  the  kind  of  voice, 
whether  bass,  baritone,  soprano,  etc.,  and  also 
the  nationality.  If  you  are  interested  enough 
in  learning  of  your  composers  and  of  your  work 
you  will  visit  the  library  and  there  you  will  find 
the  biographies  of  these  composers. 

Make  your  customers'  visits  to  your  depart- 
ment pleasant  ones.  Meet  them  with  a  smile. 
Do  not  be  cold  or  strange  toward  them.  Treat 
them  with  the  proper  courtesy  and  they  will 
always  be  your  customers.  Assure  them  in 
every  possible  way  that  their  business  is  appre- 
ciated and  that  they  will  be  welcomed  to  your 
department  at  any  time,  and  that  it  is  a  pleas- 
ure to  serve  them.  How  many  times  have  we 
heard  the  expression,  "I  will  never  buy  again 
from  that  indifferent  person."  Remember  this 
and  you  will  always  use  the  old  phrase,  "Do 
unto  others  as  you  would  have  them  do  unto 
you." 

Keep  your  record  booths  clean  and  attractive. 
Do  not  allow  your  records  to  remain  in  the 
rooms  after  playing.  Aside  from  the  untidi- 
ness, the  records  become  scratched  and  no  one 
likes  or  will  buy  scratched  records. 

Use  Your  Advertising  Material 

Advertise  your  records.  Victor  Company  at 
any  time  will  supply  you  with  Al  ads.  It  costs 
very  little  to  advertise  them  in  your  local 
paper.  The  results  are  agreeably  surprising. 
Mail  supplements  out  as  they  are  issued. 
Stamp  your  name  on  them,  then  add  a  personal 
touch  in  writing  by  merely  calling  the  custom- 
er's attention  to  a  certain  record  unusually 
good.  This  arouses  the  customers'  interest  and 
they  come  in.  Then  is  the  time  to  suggest  other 
records  and  play  them.  Get  the  name  of  each 
record  customer.  Do  not  ask  them  in  an  awk- 
ward way,  "What  is  your  name?"  Some  people 
resent  this.  Ask  your  customer  if  they  receive 
the  supplements  and  get  their  name  so  they 
might  be  entered  upon  your  regular  mailing  list. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3-ply  Veneer 

The  Standard  Case  for  Talking 


Machines  and  Radio  Sets 

Let    at    figure    on    your  requirements 

Goldsboro,  N.  C. 


MADE  BY 

PLYWOOD  CORPORATION, 


Mill*  in  Va.,  N.  C.  and  S.  C. 


Miss  Lucy  T.  Hackler 

The  Red  Seal  stickers  have  been  one  of  the 
nicest  little  reminders  of  the  slack  buying  of 
Red  Seal  records.  Numbers  of  my  customers 
have  commented  on  them  and  said  that  they 
reminded  them  to  get  certain  Red  Seal  records 
that  they  had  been  wanting.  These  little  stick- 
ers have  been  used  on  each  letter  and  package 
leaving  the  store.  The  real  idea  is  to  keep 
constantly  in  the  mind  of  the  public  Red  Seal 
records;  and  it  takes  every  kind  of  advertising 
to  do  it. 

Suggestion  is  the  most  important  of  all  in 
selling  Red  Seal  records.  To  suggest  you  must: 
(1)  Know  your  composer,  (2)  Know  your  art- 
ist, and  (3,  last  but  not  least)  "Know  Your 
Records." 

Remember  as  much  as  possible  your  custom- 
er's likes  and  dislikes  in  music.  Be  able  to 
readily  suggest  something  when  your  customer 
comes  in  to  hear  records.  Some  like  songs, 
some  orchestral  pieces.  Remember  this,  be  on 
the  job  and  tactful.  The  "Musical  Galaxy"  has 
been  a  great  help  in  selling  Red  Seal  records. 
These  were  mailed  out  and  handed  out  at  the 
counter  with  the  assurance  that  each  record 
mentioned  in  the  book  could  be  heard  and  se- 
cured in  my  department. 

Play  music  for  the  children — they  love  music 
and  the  parents  buy  what  the  child  wants  and 
likes,  whether  it  is  jazz  or  classical.  Try  play- 
ing with  your  selection  of  jazz  for  the  average 
modern  child  a  Red  Seal  record,  something 
pleasing,  for  instance,  "The  Southern  Rose 
Waltz,"  by  Strauss;  nine  out  of  ten  buy.  It  is 
not  the  child's  fault  that  they  buy  all  jazz,  but 
they  have  never  heard  the  other,  therefore,  they 
know  nothing  about  it.  In  this  particular  case 
your  suggestion  is  invaluable. 

Yourself! 

Be  enthusiastic  over  your  work.  Full  of  pep! 
If  you  like  a  record,  you  can  sell  it.  Familiarize 
yourself  with  all  the  records  and  your  sales  will 
increase.  Like  your  work.  If  you  do  not,  check 
out  and  give  someone  else  the  place.  If  you  are 
not  interested  in  your  work  and  do  not  like  it, 
you  are  doing  yourself  and  all  concerned  an 
injustice.  Most  salespeople  (girls  especially) 
think  that  selling  Red  Seal  records  is  like  any- 
ordinary  salesmanship — all  they  are  interested 
in  is  their  salary  check.  So  far  as  satisfying 
their  employer  or  customer,  they  never  give  it 
a  thought.  This  type  of  salesperson  should 
be  readily  disposed  of.  To  make  a  success  of 
(Continued  on  page  34) 


MICA  DIAPHRAGMS 

For  Loud  Speaker*  and  Talking  Machine* 
RADIO  MICA 

American  Mica  Works 

47  W«at  StffMt  M«w  York 
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Phantom  melody  of  the  air  is  magie  realism  to  your  ear  as 
you  listen  to  the  new  UTAH  SPEAKER.  Full,  rich,  harmoni- 
ous, the  tones  come  in  with  mystic  fidelity  to  original  values. 

The  new,  complete  line  covers  all  designs — prices  ranging  from  $10  to  $100 
UTAH  RADIO  PRODUCTS  COMPANY,  1615  South  Michigan  Ave.,  Chicago 
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Greater  Re -sale  Value 


A  TLAS  Plywood  Packing  Cases 
will  bring  the  highest  prices  in 
the  second-hand  market  every  time. 
These  modern  containers  are  so 
strong  and  well-made  that  radios 
and  phonographs  packed  in  Atlas 
Cases  come  through  in  perfect  con- 
dition   with    the    cases  themselves 


undamaged  and  absolutely  O.  K.  for 
reshipments.  "Atlas"  on  a  packing 
case  tells  the  second-hand  buyer  that 
he  is  getting  a  container  that's  still 
good  for  many  long  distance  ship- 
ments. That's  why  he'll  pay  more 
for  Atlas  Cases.  He  knows  he  can 
depend  on  them. 


C/MFtV  THE  WEIGHT  ~  JS/JVE  FREIGHT 


ATLAS    PLYWOOD  CORPORATION 


Park  Square  Building,  Boston,  Mass. 
New  York  Office:  90  West  Broadway     Chicago  Office:  649  McCormlck  Building 
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Increasing  the  Sales  Volume 

of  the  Finest  Music  on  Records 


(Continued 

record  selling  you  have  to  make  it  one  of  the 
many  things  you  live  for.  Think  Victor,  talk 
Victor,  eat  with  Victor  and  dream  of  Victor. 

Be  on  the  learning  side.  We  never  know  so 
much  that  we  cannot  know  more.  Never  say 
"I  think"  when  you  speak,  make  it  authentic. 
Never  argue  with  a  seemingly  egotistic  cus- 
tomer. The  music  masterpieces  and  other  Red 
Seal  records  have  been  very  successfully  sold 
by  letting  the  customer  take  them  home  for  a 
night.  There  they  have  a  place  to  try  them  over 
without  the  least  disturbance,  and,  too,  Red  Seal 
buyers  have  to  please  more  than  themselves 
sometimes.  This  gives  them  a  chance  to  hear 
them  together  and  they  buy.  Of  course,  these 
records  go  out  with  the  understanding  that  they 
are  to  be  returned  in  perfect  condition.  It  is 
wise  to  know  the  customer  that  you  are  send- 
ing them  to;  use  your  own  judgment  in  this 
case. 

Stay  With  the  Customer 

Never  leave  a  customer  in  the  record  booth 
alone  unless  requested  to.  This  shows  lack  of 
interest,  and  the  customer  will  not  only  feel 
neglected,  but  will  not  buy,  nor  return  again  to 
be  treated  this  way.  Remain  in  the  room,  only 
when  necessary  to  come  out  for  more  records. 
Each  record  that  you  play  tell  the  customer  of 
some  particular  part  to  pay  especial  attention 
to.  This  makes  the  customer  listen  more 
closely  to  the  entire  record.  The  customer  in 
this  way  realizes  what  he  is  getting  for  his 
money  and  is  satisfied.  Make  the  customer  go 
home  with  the  idea  that  he  has  just  what  he 
wanted.  There  is  no  advertisement  so  lasting, 
so  wide  reaching  and  so  sure  to  grow  in  value 
as  the  "Satisfied  Customer." 

Use  the  Sales  Helps 

Use  the  posters  and  window  cards  that  you 
get  from  the  Victor  Company.  Keep  constantly 
in  mind  that  the  more  advertised,  the  more  you 
will  sell.  If  you  are  unfortunate  enough  to  be 
out  of  a  certain  record  that-your  customer  calls 
for,  order  it  at  once  and  call  or  send  it  to  them 
as  soon  as  it  is  received,  which  will  be  within 
three  days.  They  appreciate  this  and  will  gladly 
wait  for  the  record  if  you  do  not  have  it  in 
siock.  While  in  your  department  suggest  some- 
thing else  for  them.  Be  accommodating.  Do 
not  let  anything  be  too  much  for  you  to  do 
for  your  customer — assure  them  that  it  is  a 
pleasure  to  serve  them  and  not  a  duty. 

When  new  records  are  received  use  your  tele- 
phone and  call  your  customers  and  tell  them  of 
the  outstanding  numbers.  Have  them  come  in 
and  hear  these  records  and  while  they  are  in 
suggest  others.  No  word  in  the  vocabulary  is 
more   filled   with    significance   than    the  word 


from  page  32) 

"quality,"  and  the  Victor  Red  Seal  records  are 
all  quality.    Teach  your  customer  this. 
Some  Selling  Advice 

Never  misrepresent  your  goods.  If  the  record 
is  an  old  mechanically  recorded  record,  do  not 
tell  your  customer  it  is  electrically  recorded. 
This  makes  your  customer  lose  confidence  in 
you  at  once  and  it  can  never  be  regained.  Be  on 
the  square  with  them,  like  the  Victor  Company 
is  with  its  dealers.  Help  the  prestige  of  the  Vic- 
tor Company  last  forever.  They  have  the  goods 
to  do  it  with  and  no  misrepresentation  is  needed, 
neither  is  it  appreciated  by  the  right  kind  of 
dealers,  nor  the  Victor  Company  direct. 

Keep  in  touch  with  the  music  associations 
and  let  them  rest  assured  that  you  are  awaiting 
the  pleasure  of  serving  them  at  any  and  all 
times.  Lend  them  an  Orthophonic  to  use  at 
the  meetings,  and  when  once  heard  it  is  sold. 
Get  in  touch  with  the  schools.  The  younger 
people  need  a  higher-class  music  than  they  are 
getting  at  the  dance  halls.  In  school  is  the 
place  to  begin  with  the  higher  class  of  music. 
This  is  where  they  are  obliged  to  listen  and 
later  have  their  tests  to  see  just  how  much  they 
really  learned  about  it.  When  once  the  higher 
class  of  music  is  enjoyed  and  known  it  remains 
ideal  in  the  mind  of  the  individual.  Have  pa- 
tience with  your  customers.  Do  not  rush  or  be- 
come impatient  with  them.  Do  you  buy  the 
first  pair  of  shoes  or  the  first  hat  you  try  on? 

Always  have  supplements  with  your  name 
stamped  on  them  and  hand  them  to  every  cus- 
tomer. Tell  them  to  look  through  the  list  and 
return  to  hear  the  records.  This  brings  them 
back.  From  the  time  the  customer  enters  your 
department  he  is  your  problem,  study  his  tastes 
in  music,  learn  what  he  wants  and  stay  by  him 
until  he  gets  it,  and  if  he  does  not  buy,  always 
leave  him  with  a  smile — "They  will  buy  later." 
Your  Mailing  List 

Keep  an  up-to-date  mailing  list — use  it. 
Every  Orthophonic  you  sell,  put  the  name  and 
address  of  the  purchaser  on  your  list  and  send 
them  the  supplement  regularly.  Keep  their  Vic- 
trola  constantly  in  mind.  Do  not  allow  it  to 
become  old  to  them.  Sell  them  new  records  to 
make  them  play  their  machine  more.  The  more 
they  buy  the  more  they  want  and  they  will  buy 
if  the  records  are  suggested  and  played.  My 
middle  name  is  suggestion,  and  suggestion  is 
the  biggest  money-making  proposition  ever. 
But,  as  I  have  stated  before,  to  suggest  you 
must  "know  your  records."  Keep  artists'  pic- 
tures in  the  record  booths  and  be  able  to  readily 
give  a  brief  history  of  their'  lives,  or  tell  of 
some  particular  instance  in  their  lives  that  will 
make  a  lasting  impression, 


Advertise  your  records  in  local  papers  as  they 
are  released.  Make  arrangements  with  your 
local  paper  to  have  a  brief  history  of  the  great 
composers'  lives  published  and  in  this  article 
mention  some  of  their  compositions,  also  state 
that  these  compositions  can  be  heard  and  se- 
cure at  any  Victor  dealer's  department.  The 
artists  can  also  be  advertised  in  the  same  way. 
The  people  are  very  anxious  to  hear  these 
records  after  they  know  something  of  the  art- 
ist and  composer  and,  as  I  have  stated  before, 
the  more  advertised,  the  more  sold.  And  it  only 
takes  a  few  minutes  to  bring  this  (otherwise 
lost)  business  to  your  department.  If  there  is 
to  be  a  musical  or  opera  in  your  city,  before 
it  comes,  run  an  ad  stating  that  the  selections 
that  are  to  be  in  the  opera  or  musical  can  be 
secured  in  your  department.  Have  a  list  of 
these  records  in  your  window  two  or  three 
weeks  before  the  musical. 

Give  an  album  with  every  three  or  six  records 
bought.  You  can  secure  albums  at  little  cost 
that  hold  three  or  six  records.  Suggest  this  to 
your  customers,  if  they  buy  three  records  they 
get  the  album  free,  this  makes  them  buy  three 
records  where  they  would  otherwise  buy  one  or 
two.  Each  week  select  some  "particular" 
record  to  suggest  to  every  customer  that  comes 
in,  great  results  have  been  derived  from  this. 
Advertise  appropriate  lists  of  records  for 
Mothers'  Day,  birthdays  and  Christmas.  Have 
a  Victor  window.  Place  an  Orthophonic  Vic- 
trola  in  the  window  and  tastefully  arrange  the 
Red  Seal  records,  pictures  and  hangers.  Make 
it  as  attractive  as  possible  for  the  passer-by. 

Write  a  personal  letter  to  your  out-of-town 
customers  who  have  not  been  in  recently  and 
who  cannot  be  reached  by  telephone.  Tell  them 
that  they  have  been  missed,  that  you  are  send- 
ing a  list  of  new  records  you  are  sure  they  will 
like  and  ask  if  you  might  send  them  a  selection. 
If  you  have  been  the  salesperson  that  you 
should  have  been,  the  customer  will  order  a 
number  of  records  from  your  selection. 

Service  is  what  people  crave — give  it  to  them. 
Keep  a  complete  stock  of  records,  especially 
the  standard  ones.  For  instance,  Souvenir, 
Barcarolle,  etc.,  these  are  good  records  for 
suggestion  when  the  customers  do  not  know 
what  they  want.  Keep  in  mind  that  money  is 
made  on  turnovers  and  lost  on  leftovers. 


Marketing  Electric 
Window  Ad.  Sign 

The  McDonald  Travo-scope,  an  electric  win- 
dow advertising  sign,  is  now  being  marketed 
by  Scientific  Products,  Canada,  Ltd.,  manufac- 
turer of  the  McDonald  howl  arrester  for  radio 
tubes.  H.  Whittaker,  sales  manager,  announced 
this  product  upon  returning  to  his  desk  in  New 
York  from  a  visit  to  the  home  office  of  the 
company  in  Montreal. 
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THE  NEW  "A  _|_ "  MOTOR 


At  a  low  price  ....  WITH  THE  PULLING 
POWER  of  the  FAMOUS  No.  77.  The  marvel 
of  it  .  .  .  starts  immediately  at  high  momentum 
.  .  .  after  four  full  10  in.  selections  it  finishes  with 


POWER 


HMNEMAN 


MOTOR 


Okeh  Phonograph  Corporation 


25  West  45th  Street 


OTTO  HEINEMAN,  President  and  Qeneral  Manager 

Sole  Sales  Agents 


New  York,  N.  Y. 
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Perhaps  the  music  ijou  sell  would  have  pleased 

<TRE  QA1]  TIITIETIES 

"Like  Springtime,  ours  is  constantly 
budding  into  new  rhythmic  and 
harmonic  colours. 

Our  musical  arrangements  are  fas" 
tidious  achieuements  in  the  art  of 
modern  jazz.  Our  dance  music 
is  more  than  a  pleasure  ...  it  is  a 
thrill  to  the  Dancing  People. 


Ask  to 
hear  our 


Okeh  Phonograph  Corporation 

OTTO  RE1NEMAN,  President  and  Qeneral  Hlanaqer 

25  IDest  45th  Street  Neu?  IJork,  N.  IJ. 
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Richard  Wagner's 
Classics 

European  recordings 
of  the  great  composer's 
masterpieces  .  ♦  ♦ 


QDEQN 


ELECIRIC 


RECORDS 


an 
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5142     |RIENZI'    Overture,    Part  1 
12  inch  !     (Richard  Wagner). 
$1  50      Eduard  Moerike  and  the  Orchestra  of 
j  the  State  Opera  House,  Berlin. 


5143 
12  inch 
$1.50 


RIENZI,  Overture,  Part  3  (Rich.  Wag- 
ner). Eduard  Moerike  and  the 
Orchestra  of  the  State  Opera  House, 
Berlin. 

| LOHENGRIN  (Rich.  Wagner).  Scene 
and    Prayer    Act    1.     Scene  III: 
"Mein    Herr    und    Gott."  King 
Henry:    Ivar    Andresen.  Herald: 
E.  Habich. 
Dr.  Weissmann  with  Chorus  and  Or- 
chestra  of  the   State   Opera  House, 
Berlin. 

PIETRO  MASCAGNI,  Conducting  the  Orchestra  of  the 
State  Opera  House,  Berlin 

5140    jCAVALLERIA  RUSTICANA,  (P.  Mas-  5141    jCAVALLERIA  RUSTICANA,  Prelude 

12  inch  i  cagni)  Prelude  Part  1  and  2  (Siciliana  12  inch    Part  III  and  Entrance  Chorus  (P.  Mas- 

$1.50    ["0  Lola").  $1.50    |  cagni). 


3223 
12  inch 
$1.25 


DOLLAR  PRINCESS,  Waltz  from  "Die  Dollarprinzessin" 
(Leo  Fall). 

YOUR  DANCE  IS  A  LOVE  MEMORY,  from  "Die 
Geschiedene  Frau"  (Leo  Fall).  Dajos  Bela  and  His 
Orchestra. 


Okeh  Phonograph  Corporation 


OTTO  HEINEMAN,  President  and  Qeneral  Manager 
25  West  45th  Street  New  York 
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We  have  put  to  work  the  best 
steel  ...  the  result  is  a 
perfected  needle ...  a 
needle  that  keeps 
faith  with 
music. 


Okeh  Phonograph  Corporation 


OTTO  HEINEMAN,  President  and  Qeneral  Manager 
25  West  45th  Street  New  York,  N.  Y. 


Last-Minute  News  of  the  Trade 


Columbia  Phonograph  Co.  Declares 
Cash  Dividend  on  Capital  Stock 

Board  of  Directors  Announce  Dividend  of  $4  Per  Share  on  Capital  Stock — Numerous 
Factors  Responsible  for  Remarkable  Development  of  Business 


Scientific  and  commercial  advance  in  the 
phonograph  industry  within  the  last  few  years, 
including  New  Process  records,  with  their 
noiseless  and  scratchless  surface;  electric  repro- 
ducing phonographs,  whose  volume  can  be  con- 
trolled; portable  phonographs  of  a  tonal  qual- 
ity and  volume  immeasurably  superior  to  the 
old  cabinet  phonographs;  tremendous  successes 
of  individual  records,  sales  of  which  totaled 
hundreds  of  thousands,  and  the  concentration 
by  Columbia  on  the  Masterworks  series,  com- 
prising the  compositions  of  the  world's  greatest 
composers,  are  some  of  the  reasons  given  by 
the  Columbia  Phonograph  Co.  for  the  remark- 
able development  of  its  business,  which  made 
it  possible  for  the  company  to  declare  a  divi- 
dend of  $4  per  share  on  its  capital  stock  on 
March  28. 

Announcement  of  the  dividend  by  the  board 
of  directors  of  the  Columbia  Co.  at  the  regular 
monthly  meeting  at  the  executive  offices,  1819 
Broadway,  New  York  City,  it  is  declared,  is 
tangible  proof  of  the  success  of  the  new  Co- 
lumbia Phonograph  Co.,  Inc.,  organized  in  Feb- 

Dearborn  Agency  Gets 
Important  Account 

United  Air  Cleaner  Co.,  of  Chicago,  Ap- 
points Ad  Counselor  —  H.  Donaldson 
Leopold,  Vice-President  of  the  Agency, 
in  Personal  Charge  of  the  Account 

Chicago,  III.,  April  5. — Frank  F.  Paul,  general 
sales  manager  of  the  United  Air  Cleaner  Co. 
of   this   city,   announced   this   week   that  the 


H.  Donaldson  Leopold 

Dearborn  Advertising  Agency  of  Chicago  had 
been  appointed  advertising  counselor  for  the 
company's  phonograph  motor  and  air-cleaner 
divisions.  H.  Donaldson  Leopold,  who  is  vice- 
president  of  the  Dearborn  Advertising  Agency, 
will  be  in  personal  charge  of  the  account,  giving 
the  United  Air  Cleaner  Co.  the  benefit  of  his 
many  years  of  advertising  and  merchandising 
experience  in  the  music  industry. 


ruary,  1924,  and  proves  not  only  the  basic 
strength  of  the  industry,  but  demonstrates  that 
it  pays  cash  dividends  to  manufacture  quality 
merchandise  and  to  adopt  a  liberal  policy  to- 
ward the  trade  which  enables  retailers  handling 
the  line  to  share  in  the  prosperity  of  the  manu- 
facturer to  as  great  an  extent  as  possible. 

Increased  sales  have  been  made  possible  by 
expanded  production  facilities.  Columbia  busi- 
ness now  extends  throughout  the  world,  and  the 
company  makes  recordings  in  twenty-seven  for- 
eign languages  for  the  United  States  alone.  In 
addition,  Columbia  interests  own  and  operate 
eighteen  factories  in  fourteen  countries,  includ- 
ing the  new  factory  in  Australia  and  the  re- 
cently acquired  Nipponophone  Co.  of  Japan. 
The  Okeh  Phonograph  Co.  is  also  now  owned 
by  Columbia. 

The  officers  of  the  Columbia  Phonograph 
Co.,  Inc.,  are  Louis  Sterling,  chairman  of  the 
Board;  H.  C.  Cox,  president;  W.  C.  Fuhri,  vice- 
president  and  general  sales  manager;  F.  J. 
Ames,  secretary  and  treasurer;  R.  H.  Baker, 
assistant  secretary  and  assistant  treasurer. 

Ray  Reilly  Carryola 
Sales  and  Ad.  Mgr. 

Has  Been  Associated  With  the  Phono- 
graph Industry  for  Fifteen  Years — 
Formerly  With  Columbia  and  Sonora 

O.  L.  Prime,  president  of  the  Carryola  Co. 
of  America,  Milwaukee,  Wis.,  manufacturer  of 
Carryola  portables  and  phonographs  and  the 
Carryola  electric  pick-up,  announced  this  week 
the  appointment  of  Ray  Reilly  as  sales  and 
advertising  manager  of  the  company  with  head- 
quarters in  Milwaukee. 

The  appointment  of  Ray  Reilly  as  Carryola's 
sales  and  advertising  manager  will  be  welcome 
news  to  the  phonograph  industry  throughout 
the  country,  for  he  has  been  associated  with 
the  music  trade  for  fifteen  years.  He  started 
in  the  phonograph  industry  as  a  house-to-house 
canvasser  for  phonograph  products,  subse- 
quently being  a  factor  in  every  phase  of  retail 
and  wholesale  merchandising.  In  the  fifteen 
years  that  he  has  been  identified  with  phono- 
graph activities  Mr.  Reilly  has  been  associated 
with  only  two  other  companies  outside  of  his 
own  business — namely,  the  Columbia  Phono- 
graph Co.,  Inc..  and  the  Sonora  Phonograph 
Co.,  Inc.  With  the  former  organization  Mr. 
Reilly  attained  exceptional  success  as  a  member 
of  the  Chicago  sales  staff,  at  one  time  winning 


Brunswick  dealers  throughout  the  country 
received  last  week  a  very  interesting  letter  over 
the  signature  of  R.  W.  Jackson,  general  sales 
manager  of  the  Panatrope  division  of  the 
Brunswick-Balke-Collender  Co.,  wherein  he 
referred   to   certain    rumors   which   have  been 


recognition  as  the  first  man  in  the  entire  Colum- 
bia country-wide  organization  in  point  of  sales 
volume.  As  district  representative  for  the 
Sonora  Phonograph  Co.,  Inc.,  covering  Chicago 
territory,  Mr.  Reilly  won  the  friendship  and 
esteem  of  jobbers  and  dealers  through  his  abil- 
ity to  co-operate  with  them  along  practical  lines 
in  solving  their  sales  problems. 

During  the  past  six  years,  Mr.  Reilly  has  also 
made  a  detailed  study  of  radio  merchandising, 
visiting  radio  jobbers  and  dealers  throughout 
his  territory  and  acquainting  himself  with  sales 


Ray  Reilly 


developments  in  this  industry.  He,  therefore, 
brings  to  his  Carryola  connections  a  thorough 
knowledge  of  merchandising  as  applied  to 
phonograph  and  radio  products  which  will  give 
him  an  opportunity  to  work  in  close  co-opera- 
tion with  Carryola  dealers  and  wholesalers. 


New  Distributors 


Lambert  Friedl,  president  of  the  Symphonic 
Sales  Corp.,  New  York,  sole  sales  representative 
for  Wasmuth-Goodrich  radio  cabinets,  an- 
nounced this  week  that  the  company  had  ap- 
pointed the  Times  Appliance  Co.  and  Stanley 
&  Patterson,  of  New  York  City,  as  distributors 
for  these  products.  Both  of  these  concerns 
are  RCA  jobbers  and  are  recognized  as  among 
the  foremost  radio  wholesalers  in  the  East. 


The  RCA  license  for  tuned  radio  frequency 
receivers  and  for  power  supply  and  power  am- 
plifier units,  formerly  held  by  the  William  T. 
Murdock  Co.,  of  Chelsea,  Mass.,  has  been 
transferred  to  the  Philadelphia  Storage  Battery 
Co.,  of  Philadelphia,  Pa. 


prevalent  the  past  month  regarding  mergers 
in  the  phonograph  and  radio  industry.  With 
specific  reference  to  the  company's  manufac- 
turing plans  for  the  future,  and  in  order  to 
give  Brunswick  dealers  the  details  regarding 
(Continued  on  page  84) 


Brunswick  Co.  to  Make  Radio  Sets 
in  Co-operation  With  Radio  Corp. 

R.  W.  Jackson,  General  Sales  Manager  of  Brunswick  Co.,  Issues  Interesting  State- 
ment Regarding  Straight  Radio  Set  Production  Plans 
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New  Interpretation  of  Competition 

RECENTLY  there  have  been  organized  in  various  cities  clubs 
and  associations  of  dealers  and  clerks  more  often  competitors 
in  selling  the  same  line  of  goods,  but  who  realize  that  by  getting 
together  at  regular  intervals  and  discussing  common  problems  they 
are  in  a  better  position  to  present  a  united  front  to  the  public 
and  to  competing  industries,  and  thus  profit  individually.  In  one 
city  dealers  in  a  well-known  line  of  radio  gather  around  the  lunch- 
eon table  at  monthly  intervals  and  discuss  trade  affairs  from  vari- 
ous angles.  They  exchange  selling  and  promotion  ideas,  talk  over 
the  new  products  as  introduced,  consider  the  sales  arguments  best 
calculated  to  get  results,  and  on  the  whole  develop  a  co-operative 
spirit  that  is  evidenced  in  the  greatly  increased  business  that  is 
being  realized. 

In  another  city  the  clerks  of  the  various  establishments  han- 
dling a  certain  make  of  record  get  together  upon  the  issuance  of 
each  new  list,  play  over  the  sample  records,  discuss  them  and 
their  fine  points  at  length,  and  go  away  prepared  to  stage  their 
attack  upon  the  pocketbook  of  the  public  with  vim  and  enthu- 
siasm. Here,  too,  the  results  have  been  made  evident  in  a  concrete 
manner  in  increased  record  sals. 

Organized  gatherings  such  as  those  cited  and  others  reflect 
the  appreciation  of  a  new  interpretation  of  business  competition. 
It  has  come  to  be  realized  that  competitors  in  business  are  not 
those  selling  similar  products  and  striving  to  the  same  end,  but 
rather  retailers  selling  any  of  the  hundred  and  one  other  products 
that  are  offered  in  exchange  for  the  public's  dollar.  There  are 
many  dealers  in  talking  machines  and  radio  apparatus  who  have 
won  a  full  measure  of  success,  but  even  the  most  successful  of 
these  does  not  in  any  sense  know  it  all.  He  may  be  smarter  than 
some  of  his  fellow  dealers  in  a  given  territory,  but  nine  chances 
out  of  ten  even  the  humblest  of  his  confreres  will  have  a  thought 
or  an  idea  that  the  big  man  might  adopt  with  profit  to  himself 
and  his  business. 

It  would  be  well  for  dealers  and  their  clerks  in  every  com- 
munity of  any  substantial  size  to  get  together  at  regular  intervals 


and  talk  over  those  matters  that  are  distinctly  pertinent  to  their 
own  particular  lines  of  business.  By  this  means  it  would  be 
possible  to  organize  more  imposing  and  effective  campaigns  cal- 
culated to  help  all  parties  and  to  solve  those  problems  that,  though 
perhaps  troublesome  to  the  individual,  may  be  dissipated  in  con- 
ference. In  union  there  is  strength,  particularly  when  it  comes  to 
meeting  an  organized,  even  though  diversified,  opposition.  The 
dealer  who  plays  a  lone  hand  faces  this  opposition  without  the 
comfort  that  lies  in  the  experiences  and  ideas  of  others  who  are 
facing  the  same  problems  that  he  is. 


The  Phonograph  Industry  Moves  Ahead 

ANY  man  inside  or  outside  of  the  industry  who  questions  the 
comeback  of  the  phonograph,  or  rather  the  ability  of  that 
comeback,  has  but  to  go  over  the  records  of  the  New  York  Stock- 
Exchange  activities  during  the  past  few  weeks  and  watch  what 
has  happened  to  Victor,  and  then  take  cognizance  of  the  fact  that 
the  Columbia  Phonograph  Co.  has  placed  its  common  stock  on  a 
$4.00  annual  basis. 

During  the  hectic  days  on  the  Exchange,  Victor  has  vied  with 
General  Motors  and  the  Radio  Corp.  of  America  in  making  sen- 
sational rises,  and  although  the  cynic  may  have  something  to  say 
about  market  manipulations,  no  stock  can  show  such  a  substantial 
gain  unless  it  is  backed  by  public  confidence  and  has  intrinsic 
merit  that  is  readily  recognized  by  big  investors. 

The  optimistic  report  issued,  too,  by  President  Shumaker, 
of  the  Victor  Co.,  who  is  to  be  regarded  as  a  plain-spoken  con- 
servative, served  to  emphasize  the  remarkable  rejuvenation  of 
that  company's  affairs.  The  record-breaking  business  last  year,  the 
first  quarter  showing  a  gain  and  orders  on  hand  to  insure  a  tre- 
mendous volume  of  output  for  months  to  come,  all  go  to  prove 
the  wide  public  acceptance  of  the  new  Victor  product  in  its  vari- 
ous forms,  including  radio  combinations. 

Under  the  leadership  of  Louis  Sterling,  Columbia  progress 
has  been  steady  and  imposing,  though  hardly  sensational.  The 
declaration  of  a  substantial  dividend  on  the  common  stock,  how- 
ever, tells  more  than  many  printed  words  of  how  substantial  the 
progress  of  the  company  has  been.  The  dividend  has  been  de- 
clared on  the  premise  that  the  future  will  see  even  further  ad- 
vancement, a  matter  of  encouragement  for  those  who  cast  their 
lot  in  the  field  years  ago  and  hung  on  courageously  for  better 
times,  as  well  as  for  those  who  more  recently  have  seen  the  oppor- 
tunity for  tying  up  with  a  live  industry  and  have  grasped  it. 


A  Practice  That  Should  Be  Stopped 

HERE  is  a  friend  of  a  friend  of  mine  who  knows  a  whole- 
sale salesman  who  can  get  a  discount  on  phonographs  and 
radios."  This  is  a  sample  statement  of  the  sort  that  is  actually 
taking  perhaps  thousands  of  dollars  out  of  the  pockets  of  legiti- 
mate dealers  who  realize  that  it  is  only  by  obtaining  the  proper 
list  price  for  instruments  that  they  can  enjoy  a  decent  profit. 
The  statement  is  no  idle  boast,  for  any  member  of  the  trade  can 
find  among  his  friends  and  neighbors  thosel  who  have  come  to 
believe  through  hearsay  or  by  personal  experience  that  the  list 
prices  of  talking  machines  and  radio  are  put  up  simply  for  the 
purpose  of  providing  something  to  shoot  at,  and  that  the  private 
individual  who  pays  the  full  price  without  argument  is  simply  an 
easy  mark. 

The  average  citizen  is  not  to  be  condemned  for  holding  this 
view,  and  endeavoring  to  profit  by  his  direct  or  indirect  knowl- 
edge. The  fault  lies  with  the  wholesaler  or  his  representative  who 
is  inclined  to  be  a  good  fellow,  and  the  retailer  who  is  more  con- 
cerned about  the  sale  and  the  turnover  involved  than  he  is  with 
the  profit  that  should  normally  result.  How  many  dealers  are  here 
who  have  had  customers  come  into  the  store,  apparently  make 
a  final  decision  on  a  phonograph  or  radio  receiver,  and  then  start 
haggling  over  the  price.  There  is  always  the  friend  in  the  offing 
who  can  get  15  or  20  per  cent,  or  more,  off  list.  The  average 
dealer  holds  out  against  the  plea  for  a  time,  but  when  the  sale 
seems  to  be  slipping  he  is  often  inclined  to  compromise  and  allow 
at  least  a  small  discount  that  results  in  putting  the  sale  over,  but 
cuts  seriously  into  the  profit  to  which  he  is  entitled.  The  fact 
that  the  customer's  stand  is  often  bluff,  and  he  is  simply  playing 
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one  dealer  against  another,  does  not  simplify  the  matter  at  all. 

Manufacturers  of  the  better  type  have  long  ago  taken  a  firm 
stand  against  direct  discounts  of  any  kind,  in  some  cases  going  so 
far  as  to  exclude  their  own  employes  of  any  privileges  of  the 
sort  to  close  by  that  means  any  possible  leak.  Wholesalers,  too, 
have  in  most  cases  put  up  the  bars  against  any  discount  to  other 
than  legitimate  dealers,  and  there  is  a  case  on  record  of  one 
wholesaler  who  interpreted  his  own  rules  so  rigidly  that  he  re- 
fused a  discount  to  his  brother-in-law.  There  are  dealers,  too, 
who  hold  to  the  belief  that  the  list  price  is  fair,  that  they  and 
not  the  customer  should  make  the  price  and  refuse  to  be  bullied 
or  cajoled  into  granting  an  allowance.  The  difficulty  is,  however, 
that  there  are  just  enough  of  the  other  type  in  each  division  of 
the  field  to  make  the  problem  rather  a  serious  one. 

Unfortunately,  neither  the  retail  phonograph  nor  the  radio 
trades  are  so  well  organized  nationally  that  united  action  can 
be  taken  against  this  evident  evil,  but  there  are  live  organizations 
that  do  exist  in  various  sections  of  the  country  that  can  do  much 
to  check  the  discount  practice  if  an  honest  attempt  is  made.  When 
the  retailer  learns  of  a  manufacturer,  a  wholesaler,  or  a  competing 
dealer  who  actually  sells  merchandise  to  the  public  at  a  discount, 
let  the  matter  be  reported  and  made  public.  When  the  facts  are 
known  it  will  not  be  difficult  to  bring  to  bear  sufficient  pressure 
to  discourage  the  activities  of  the  first  two  factors  along  that  line, 
and  it  is  often  possible  to  make  the  dealer  himself  see  the  error 
of  his  ways. 

When  a  business  gets  on  a  basis  where  a  fair  and  legitimate 
quoted  price  is  regarded  simply  as  bait,  and  in  the  light  of  an 
"asking  price,"  things  are  in  a  bad  way.  The  wholesaler  or  manu- 
facturer who  grants  a  friendly  discount  is  simply  taking  that  much 
substance  away  from  the  dealer  upon  whom  he  depends  for  his 
distribution  and  his  ultimate  profit.  The  dealer  who  grants  a 
discount  is  making  a  present  of  just  that  much  cash  to  a  stranger. 
Even  if  the  practice  carried  on  regularly  increases  his  business  100 
per  cent,  that  increase  is  not  only  profitless,  but  often  represents 
an  overhead  cost.  By  long  odds,  such  business  is  better  left  to 
the  other  fellow. 


Equitable  Copyright  Legislation 

JUST  at  the  present  time  the  question  of  copyright,  particularly 
as  it  affects  the  miechanical  reproduction  of  music  and  the 
royalties  to  be  paid  for  the  privilege,  holds  an  important  position 
on  the  legislative  stage  in  Washington.  Early  in  the  month  a 
hearing  was  held  before  the  Patent  Committee  of  the  House  of 
Representatives  with  a  view  to  developing  a  measure  that  should 
prove  satisfactory  to  the  authors,  composers  and  publishers,  and 
also  to  the  makers  of  records  and  music  rolls,  but  the  hearing 
resulted  chiefly  in  charges  of  sharp  dealing  and  broken  agreements. 

As  the  matter  now  stands,  the  committee,  failing  in  the  effort 
to  have  the  interested  parties  present  suggestions  acceptable  to 
both  sides,  has  decided  to  draft  a  compromise  measure,  which 
will  also  probably  lead  to  prolonged  argument,  for  the  copyright 
owners  demand  greater  leeway  in  making  royalty  contracts  for 
the  use  of  their  works,  ostensibly  for  the  purpose  of  securing 
returns  greater  than  those  offered  by  the  two-cent-per-copy  clause 
in  the  present  law,  and  the  record  makers  hold  that  open  bargain- 


WARNING  TO  THE  TRADE 

PERSONS  who  claim  to  be  agents  of  The 
Talking  Machine  World  are  visiting  dealers 
in  various  sections  of  the  country  soliciting 
subscriptions  and  collecting  money  for  same. 
These  individuals  are  frauds.  The  Talking  Ma- 
chine World  has  no  subscription  agents,  and 
dealers  are  warned  against  thieves  of  this  type. 
Dealers  in  Texas  are  especially  warned  against 
the  so-called  "Publishers  Circulation  Bureau,"  a 
fraudulent  concern,  which  has  been  soliciting  sub- 
scriptions in  that  State. 


ing  might  lead  to  a  monopoly,  and  that  any  increase  in  royalties 
will  simply  be  a  burden  upon  the  record-buying  public. 

The  rumblings  of  copyright  law  adjustment  have  been  heard, 
lo,  these  many  years,  and  even  the  most  optimistic,  bearing  in  mlind 
the  troubles  realized  in  the  drafting  of  the  present  law,  cannot 
see  a  satisfactory  solution  of  the  problem  for  some  months  to 
come  at  least.  Certainty  both  factors  are  standing  by  their  guns 
and  keeping  close  watch  on  every  move. 


$20,000,000  for  Concerts  and  Opera 

GEORGE  ENGELS,  who  manages  a  number  of  great  artists 
and  musical  organizations,  has  estimated  that  citizens  of  the 
United  States  spend  something  in  excess  of  $20,000,000  each  year 
to  hear  concerts  and  operas,  and  in  that  particular  give  to  music 
support  in  excess  of  that  offered  by  any  European  country.  It 
must  be  understood,  of  course,  that  this  $20,000,000  does  not  repre- 
sent in  any  sense  America's  entire  annual  expenditure  for  music, 
but  simply  covers  the  cost  of  attending  the  operas  and  the  concerts. 

Symphony  orchestra  audiences  have  increased  probably  more 
than  any  other  group,  declared  Mr.  Engels,  and  the  thirteen  major 
symphony  orchestras  receive  approximately  $6,000,000  a  year  from 
the  public  as  their  portion.  The  New  York  and  Chicago  opera 
companies  come  next  with  $3,500,000  of  the  public's  money  an- 
nually, and  the  remainder  goes  to  individual  artists,  Summer  con- 
cert orchestras  and  minor  opera  companies. 

For  those  who  regard  musical  progress  solely  in  terms  of  sales 
of  musical  instruments  and  parts,  it  is  interesting  to  consider  that 
this  great  interest  in  operas  and  concerts  is  being  reflected  directly 
on  business  through  the  steadily  increasing  sales  of  the  better  classes 
of  records.  The  manufacturers  have  contributed  in  no  small  meas- 
ure to  this  movement  through  the  issuance  of  special  record  sets, 
but  aside  from  the  surprisingly  heavy  sales  of  these  sets  the  demand 
for  records  of  the  opera  and  those  by  noted  concert  stars  continues 
to  increase  at  a  most  gratifying  rate.  This  demand  is  not  in  any 
sense  supplanting  the  call  for  the  popular  numbers,  but  rather 
supplementing  that  call  which  means  that  it  represents  additional 
business  for  progressive  retail  dealers. 
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Let  us  assist  you  in  merchandising  these  records  and  from 
our  long  experience  increase  your  selling 
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Last-Minute  News  of  the  Trade 


All-American  Radio  Corp.  and 
Mohawk  Corp.  of  Illinois  Merge 

Consolidation  Brings  Pioneer  Manufacturers  Under  One  Roof — E.  N.  Rauland  Is  Presi- 
dent of  the  All-American-Mohawk  Corp. — Other  Officers 


The  music-radio  trade  throughout  the  coun- 
try evidenced  an  intense  interest  in  one  of  the 
most  important  moves  recently  made  in  radio 
manufacturing  circles,  when,  on  March  19,  an- 
nouncement was  made  of  the  consolidation  of 
the  Mohawk  Corp.  of  Illinois,   Chicago,  with 

Fansteel  Products 
Co.  to  Market  Set 

Manufacturer  of  Balkite  Units  Enters 
Radio  Receiver  Field  With  Balkite  AC 
Sets — Table  and  Console  Models 

The  Fansteel  Products  Co.,  North  Chicago, 
TIL,  manufacturer  of  the  well-known  line  of 
Balkite  radio  power  units,  in  a  recent  announce- 
ment stated  that  the  organization  will  soon 
place  upon  the  market  a  complete  line  of  radio 
receiving  sets. 

An  interview  with  Herman  J.  Doughty,  di- 
rector of  sales,  produced  the  following  informa- 
tion: "The  Balkite  AC  set  will  retail  in  the 
table  model  at  a  price  between  $175  and  $200 
without  tubes,  and  a  comprehensive  line  of  con- 
sole models  will  also  be  available.  Jobber  and 
retail  distribution  will  be  on  a  restricted  and 
exclusive  basis.  Samples  will  be  shown  and 
production  will  begin  at  an  early  date." 

Elaborating  on  this  statement  Mr.  Doughty 
said:  "During  the  past  five  years  we  have  been 
one  of  the  most  successful  manufacturers  in 
the  radio  field.  Balkite  radio  power  units  are 
to-day  not  only  one  of  the  best-known  items 
in  radio,  but  it  is  a  line  that  is  held  in  the 
highest  public  esteem.  The  good  will  that  Bal- 
kite radio  power  units  have  built  for  us  is  in- 
calculable. It  is  so  great  that  we  have  hun- 
dreds of  letters  in  our  files  asking  us  when  we 
intended  to  manufacture  a  radio  receiver,  and 
we  are  glad  to  be  able  to  tell  the  radio  public 
that  we  are  now  ready. 

"The  good  will  that  Balkite  has  built  for 
us  in  the  past  has  been  founded  on  two  things, 
quality  and  offering  the  most  advanced  line  of 
equipment  on  the  market.  We  intend  to  fol- 
low this  policy  exactly  in  the  manufacture  of 
radio  receivers.  The  new  Balkite  set  is  not 
low  priced,  but  it  is  as  good  a  commercial  re- 
ceiver as  we  and  money  can  make  it.  We 
have  stopped  at  nothing  to  produce  a  set  that 
will  be  as  outstanding  in  the  set  field  as  Bal- 
kite is  in  the  radio  power  field.  It  will  be 
different  in  appearance.  The  table  model  will 
be  designed  so  that  it  can  be  used  alone  as  a 
self-contained  unit,  or  in  a  console,  whichever 
the  owner  prefers.  It  will  be  different  in  per- 
formance. While  the  set  is  fully  licensed  we 
have  patterned  after  no  other  receiver,  it  will 
be  purely  a  Balkite  product,  engineered  in  our 
own  plant.  Our  decision  to  enter  the  set  field 
is  not  a  hasty  one.  Some  of  the  features  to  be 
incorporated  into  the  receiver  are  the  result  of 
a  search  in  this  country  and  abroad  and  over 
four  years  of  development  work  in  our  labora- 
tories. 

"As  for  distribution,  we  believe  that  one  of 
the  other  factors  that  is  accountable  for  the 
success  of  Balkite  in  the  past  is  that  the  trade, 
both  jobber  and  retailer,  have  always  made 
money  in  the  resale  of  our  line.  We  intend 
that  the  trade  shall  make  money  in  handling 


the  All-American  Radio  Corp.,  of  the  same  city. 
In  making  announcement  of  the  consolidation, 
the  executives  of  the  new  company,  known  as 
the  All-American-Mohawk  Corp.,  stated  that 
the  move  was  effected  in  order  to  have  the 
(Continued  on  page  83) 


our  sets,  and  we  will  do  everything  in  our 
power  to  see  to  it  that  they  do.  In  a  radio  set 
line,  unlike  a  radio  power  line,  this  calls  for 
restricted  distribution.  A  complete  statement 
of  sales  policy  will  be  made  with  the  first  show- 
ing of  the  receiver  itself." 

Mr.  Doughty  added  a  word  about  the  regular 
Balkite  line.  "Our  announcement  of  the  new 
set  is  not  to  be  taken  to  mean  that  we  intend 
to  discontinue  the  manufacture  of  Balkite  radio 
power  units.  On  the  contrary,  there  always  will 
be  a  demand  for  power  equipment  for  sets  using 
DC  tubes,  with  five  million  battery  sets  in  use, 
for  special  installations,  for  sections  of  the 
country  and  districts  which  make  the  use  of  AC 
tubes  impractical.  We  believe  that  the  radio 
power  unit  field  will  be  a  profitable  one  for  a 
long  time  to  come  and  we  mean  to  maintain 
our  leadership  in  it." 

Allen-Hough  Offices 
Move  to  Racine,  Wis. 

Don  T.  Allen,  president,  and  George  P. 
Hough,  vice-president,  of  the  Allen-Hough 
Mfg.  Co.,  manufacturer  of  Allen  portables,  were 
recent  visitors  to  New  York,  making  their 
headquarters  at  the  New  York  offices  of  the 
company.  While  here  Mr.  Allen  stated  that 
the  executive  and  sales  offices  of  his  organiza- 
tion had  been  moved  from  temporary  quarters 
in  Milwaukee,  Wis.,  to  the  factory  at  Racine, 
Wis.  In  the  latter  city  the  Allen-Hough  Mfg. 
Co.  has  a  thoroughly  up-to-date  and  well- 
equipped  plant  with  ample  facilities  for  execu- 
tive and  sales  offices  as  well  as  sufficient  room 
for  manufacturing  expansion.  Mr.  Allen  spoke 
very  enthusiastically  of  the  company's  business 
growth,  stating  that  sales  each  month  were 
steadily  increasing  and  new  jobber  appoint- 
ments throughout  the  country  have  included 
some  of  the  leading  wholesalers  in  the  in- 
dustry. 

Stewart- Warner  Adds 
to  Sales  Personnel 

According  to  an  announcement  received  from 
the  general  headquarters  of  the  Stewart-War- 
ner Speedometer  Corp.,  Chicago,  several  men 
have  been  appointed  as  sales  representatives  in 
the  radio  division  of  that  company.  C.  E.  Hall 
has  been  added  to  the  Stewart-Warner  radio 
sales  force  as  traveling  representative  covering 
the  territory  west  of  Denver.  Mr.  Hall,  for 
some  time,  was  connected  with  the  Columbia 
Phonograph  Co.,  and  in  recent  years  he  was 
radio  sales  manager  of  the  Stewart-Warner 
service  station  in  Minneapolis.  He  has  also 
been  affiliated  with  General  Motors  and  the 
Ford  Motor  Co. 

Joseph  Mayer,  formerly  of  the  Federal  Radio 
Corp.,  Buffalo,  N.  Y.,  will  represent  the  Stewart- 
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Warner  Speedometer  Corp.  in  the  Middle  West, 
maintaining  his  headquarters  in  Chicago. 

A.  A.  Fair,  who  for  the  past  four  years  has 
been  connected  with  the  Pooley  Co.,  Philadel- 
phia, will  travel  the  Eastern  States  in  the  in- 
terest of  Stewart-Warner  radio  products,  with 
headquarters  in  New  York  City. 

Langley  and  Estey 
With  Crosley  Corp. 

Ralph  H.  Langley  Appointed  Director  of 
Engineering  and  F.  Clifford  Estey  Is 
Now  Assistant  to  the  President 


Two  important  announcements  affecting  the 
executive  personnel  of  the  Crosley  Radio  Corp. 
have  just  been  made  by  Powel  Crosley,  Jr., 
president  of  the  company.  They  are  the  ap- 
pointment of  Ralph  H.  Langley  as  director  of 
engineering  and  F.  Clifford  Estey  as  assistant 
to  the  president.  Both  are  veterans  of  the 
radio  industry. 

Mr.  Langley  is  recognized  as  one  of  the  fore- 
most radio  engineers  in  the  radio  world.  He 
has  been  a  close  student  of  the  art  for  nearly 
twenty  years,  during  which  time  he  has  had 
much  practical  experience.  Mr.  Langley  is  a 
graduate  of  Columbia  University,  where  he 
completed  a  course  in  electrical  engineering  in 
1913.  It  was  while  attending  the  university 
that  the  radio  virus  was  injected  into  his  veins. 
Those  who  know  of  his  activities  say  that  ever 
since  he  was  first  bitten  by  the  radio  bug  he 
has  devoted  every  minute  of  his  life  to  study 
(Continued  on  page  96) 

Changes  Its  Name  to 
Grigsby-Grunow  Co. 

According  to  an  announcement  made  on 
March  20,  Grigsby-Grunow-Hinds  Co.,  Chicago, 
prominent  in  the  power-unit  manufacturing 
field,  has  changed  the  firm  name  to  the  Grigsby- 
Grunow  Co.  The  firm,  whose  power-unit  prod- 
ucts bear  the  name  "Majestic,"  plans  to  expand 
its  activities  and  to  place  upon  the  market  in 
the  near  future  a  full  line  of  radio  receiving 
sets.  It  is  said  that  the  company  will  manu- 
facture every  part,  excepting  tubes,  entering 
into  the  construction  and  operation  of  these  re- 
ceivers. 

On  the  same  date  a  public  offering  was  made 
of  29,000  shares  of  no  par  common  stock  of 
the  Grigsby-Grunow  Co.,  and  application  was 
made  to  list  the  issue  on  the  Chicago  Stock 
Exchange.  The  application  was  accepted  and 
the  stock,  which  was  offered  at  $40  per  share, 
is  at  this  writing  listed  at  643/i.  The  offering 
syndicate  stated  that  the  issue  was  already 
oversubscribed  and  that  the  counter  sales  on 
a  "when  issued  basis"  closed  on  the  day  of  the 
offering  announcement  at  around  47.  It  is  ex- 
pected that  the  directors  of  the  company  will 
place  the  stock  on  an  annual  dividend  rate  of 
$3.20  a  share. 

The  Grigsby-Grunow  Co.  was  organized  in 
Illinois  in  November,  1921,  with  a  paid-in  cash 
capital  of  $45,000.  In  May,  1927,  about  $300,- 
000  was  raised  by  a  sale  of  stock  to  close 
friends  of  the  company,  and,  with  that  excep- 
tion, the  growth  of  the  company  has  been  en- 
tirely from  its  earnings.  Balance  sheet  of  De- 
cember 31,  1927,  shows  net  earnings  of  $553,358 
after  all  charges,  including  provision  for  Fed- 
eral taxes. 

The  company  will  manufacture  and  sell  its 
receiving  sets  under  a  license  granted  by  the 
Radio  Corp.  of  America  and  allied  companies. 


The  Talking  Machine  World,  New  York,  April,  1928 
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One  Dats  Mail 


in  the  offices  of 
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^  <EJfor  dealers  / 
wholesalers- 
pmanufacbirers 
of phonograph™ 
(/radio  products 


Included,  among  numerous  others,  inquiries  from  WORLD  sub- 
scribers for  the  following  products  from  all  parts  of  the  globe: 

1  Electrical  Pick-up  (New  Zealand) 

2  Phonograph  Cabinets  (China) 

3  Recording  Apparatus  (Central  America) 

4  Phonograph  and  Radio  Accessories  (New  Zealand) 

5  Electrical  Pick-up  (Qreat  Britain) 

6  Record  Machinery  (Canada) 

For  over  twenty-three  years  The  Talking  Machine  World  has 
retained  the  confidence  of  its  readers  the  world  over,  a  record 
that  cannot  be  equalled  by  any  other  trade  publication  serving 
the  phonograph  and  radio  industries. 

Consistent  advertising  in  The  Talking  Machine  World  reaches 
each  month  the  buying  power  of  these  two  industries — phono- 
graph and  radio — who  read  every  issue  of  THE  WORLD  from 
cover  to  cover,  and  who  regard  its  advertising  and  editorial 
columns  with  confidence  and  respect 


arassr 


"In  the  Federated  Business  Publications  Group" 
Graybar  Building,  New  York  City 


Last-Minute  News  of  the  Trade 


Wide  Interest  Displayed  in  QRS 
Motion  Picture  Camera  Apparatus 

Appeal  of  Instrument  and  Unlimited  Market  Make  Line  Ideal  for  Talking  Machine 
Dealer — Leading  Pacific  Coast  Music  Houses  Install  Departments 


The  announcement  of  the  QRS  movie  camera 
and  projector  by  the  Camera  Division  of  the 
QRS  Co.,  of  Chicago,  which  appeared  in  The 


QRS  Camera,  Front  View 

Talking  Machine  World  last  month,  has  inter- 
ested the  talking  machine  trade  throughout  the 
country,  and  inquiries  are  pouring  in  to  the 
QRS  headquarters. 

The  popular  price  of  the  product,  bringing  it 
within  the  means  of  the  masses,  without  a  sacri- 
fice of  quality,  provides  the  retailer  with  a  new 
line  of  vast  sales  possibilities;  merchandise  that 
should  be  instrumental  in  eliminating  the  Sum- 
mer "slump"   and   at   the   same   time  increase 

Victor  and  RCA 

Merger  Rumors 

During  the  past  few  weeks  newspapers 
throughout  the  country  have  printed  rumors 
regarding  a  proposed  merger  between  the  Radio 
Corp.  of  America  and  the  Victor  Talking  Ma- 
chine Co.  Some  of  the  papers  have  given  skele- 
ton descriptions  of  the  manner  in  which  this 
merger  will  be  accomplished,  but  at  this  date 
(April  10)  the  rumor  has  not  become  an  es- 
tablished fact  and  the  executives  of  both  com- 
panies have  declined  to  issue  any  statement  for 
publication. 

Appointed  Fada  New 
England  Sales  Agent 

T.  Norman  Mason  has  been  appointed  New 
England  sales  representative  of  Fada  radio  with 
headquarters  in  Boston.  Mr.  Mason's  experi- 
ence includes  many  years  with  the  Columbia 
Phonograph  Co.,  Splitdorf  Electrical  Co.  and 
A.  C.  Erisman  Phonograph  &  Radio  Co., 
wholesale  distributors  in  Boston  and  he  is  well 
known  to  the  trade. 


J.  V.  Cremonim,  New  York  City,  has  been 
appointed  exclusive  jobber  for  the  line  of  radio 
tables  and  cabinets  produced  by  the  Watson- 
town  Table  &  Furniture  Co.  of  Watsontown, 
Pa.    This  line  is  growing  in  popularity. 


sales  volume  of  retail  dealers  in  all  the  other  sea- 
sons of  the  year. 

Both  the  QRS  Co.  and  the  men  behind  it 
have  long  been  outstanding  trade  figures. 
"Tom"  Pletcher  and  Albert  Page,  president  and 
vice-president  and  treasurer,  respectively,  know 
the  trade  and  its  problems,  and  they  have  a 
reputation  for  successful  achievement  in  the 
production  of  quality  merchandise.  H.  H. 
Roemer,  manager  of  the  Camera  Division,  and 
Charles  E.  Phillimore,  chief  engineer  in  charge 
of  production,  through  their  wide  experience  in 
the  amateur  motion  picture  apparatus  field  and 
their  knowledge  of  the  trade  in  general,  are 
ideally  qualified  to  make  this  product  a  profit- 
able one  for  retail  talking  machine  merchants 
to  handle. 

The  simplicity  of  the  QRS  camera  and  projec- 
tor, the  projector  being  provided  merely  by 
attaching  a  lamphouse  and  electric  motor  to  the 
camera,  is  one  that  commends  itself  to  the  trade 
for  several  important  reasons.  First  the  public 
is  more  easily  sold  on  a  mechanism  that  is 
not  complicated.  Second,  simplicity  of  opera- 
tion makes  for  less  trouble  in  handling  and 
creates  consumer  satisfaction. 

The  talking  machine  merchant  is  completely 
equipped  to  make  a  success  of  a  department  de- 
voted to  the  sale  of  cameras  and  projectors. 
The  investment  required  is  not  too  large  for 
the  average  dealer,  and  the  space  needed  for 
such  a  department  is  comparatively  small.  An- 
other factor  of  the  greatest  importance  from 
the  standpoint  of  the  retail  merchant  is  that 
the  consumer  market  for  this  product  is  the 
same  as  for  talking  machines  and  radio  receiv- 
ers.    The   customers   already   on    the  dealers' 

New  Victrola  2-55 
Portable  Announced 

A  new  portable,  Victrola  2-S5,  has  been  an- 
nounced to  the  trade  by  the  Victor  Talking 
Machine  Co.  Among  the  features  said  to  be 
embodied  in  this  latest  Victor  product  are  an 
Orthophonic  type  sound  box,  tone  chamber, 
automatic  stop  and  combination  record  carrier 
and  lid-closing  arrangement.  It  plays  three 
records  without  rewinding,  has  gold-plated  or 
gold-lacquered  metal  parts,  a  cabinet  of  tem- 
pered steel,  is  covered  with  leather  fabric  and 
has  a  genuine  leather  carrying  handle  and  tab, 
with  combination  record  container  for  ten  rec- 
ords and  lid  release. 

Strikingly  attractive  folders  in  full  color 
carry  the  complete  details  of  this  new  Victor 
portable. 

J.  G.  Keech  Trans- 
ferred to  Southwest 

J.  G.  Keech,  who  has  been  connected  with 
the  Atwater  Kent  Mfg.  Co.,  Philadelphia,  Pa., 
for  some  time,  has  been  appointed  assistant 
Southwest  territory  manager,  assisting  M.  T. 
Stockholm.  "Gibb,"  as  he  is  familiarly  known, 
recently  completed  a  six  weeks'  study  of  the 
territory,  traveling  through  Missouri,  Arkansas, 
Texas  and  Oklahoma.  He  found  dealers  en- 
thusiastic over  their  sales  of  the  Model  37. 


books  are  prospects  for  the  sale  of  cameras  and 
projectors.  The  contact  which  the  dealer  has 
had  with  these  people  should  make  sales  easy 
and  put  the  department  on  a  substantially  profit- 
able basis  immediately. 

That  the  music  merchant  has  already  grasped 
the  importance  of  the  QRS  cameras  and  real- 
izes the  close  sales  appropriateness  of  this 
product  in  relation  to  other  lines  handled  is 
evidenced  by  the  fact  that  among  the  great 
number  who  have  already  placed  their  orders 
are  Sherman,  Clay  &  Co.,  of  San  Francisco  and 
the  Southern  California  Music  Co.,  of  Los 
Angeles. 

With  Summer  at  hand  the  time  is  ideal  for 
the  installation  of  such  a  department.  When 
there  is  a  normal  slowing  down  of  sales  of 


QRS  Camera  Assembled  for  Projecting 

talking  machines  and  radios  the  dealer  who  can 
make  up  the  slack  by  getting  behind  a  product 
that  enjoys  its  greatest  natural  demand  during 
that  period  is  on  the  right  road  to  a  profitable 
year.  Because  of  lack  of  competition  the  dealer 
who  is  wise  enough  to  get  an  early  start  will 
have  the  field  to  himself  and  will  be  able  to 
cash  in  to  the  greatest  extent.  The  amateur 
moving  picture  camera  and  projector  provides 
an  added  line  that  stands  second  to  none  as  a 
profit-producer  for  the  retail  talking  machine 
dealer. 

Buys  an  Interest  in 

the  Willett  Patents 

Henry  C.  Forster,  treasurer  of  the  Utah 
Radio  Products  Co.,  Chicago,  recently  an- 
nounced the  acquisition  of  a  third  interest  in 
the  Willett  patents  held  by  Guy  E.  Willett, 
Louisville,  Ky.  The  Willett  patents  cover 
certain  suspension  features  employed  in  the 
manufacture  and  construction  of  phonograph 
and  radio  reproducer  diaphragms.  Mr.  Forster 
recently  stated  that  arrangements  have  been 
made  with  Schechter  &  Lotch,  New  York  City 
attorneys,  to  start  proceedings  against  any 
concern  infringing  the  Willett  patents. 

M.  J.  Adler  Is  Freed- 
Eisemann  Ad.  Manager 

M.  J.  Adler  has  been  appointed  advertising 
manager  of  the  Freed-Eisemann  Radio  Corp., 
Brooklyn,  N.  Y.,  succeeding  Ray  L.  Speicher, 
who  has  been  assigned  to  sales  promotion 
activities  in  the  Freed-Eisemann  organization. 
Mr.  Adler  brings  to  his  new  position  a  well- 
rounded  background  of  experience  obtained  in 
advertising  agency  and  other  publicity  work. 


B.  E.  Bensinger,  president  of  the  Brunswick 
Co.,  Chicago,  states  that  the  company's  first 
quarter  earnings  totaled  about  $450,000,  a  decided 
increase  over  the  same  period  of  1927. 


34/ 


The  Talking  Machine  World,  New  York,  April,-  1928 


RADIO 


Bosch  Model  1  1  6  — Completely 
self-contained  6  tube  table  type 
AC  tube  receiver,  including  B 
eliminator  tube  but  less  AC 
tubes  $160.00 


Bosch  Model  66  AC— Six  tube 
AC  operated  two  unit  model  — 
Receiver  and  A  SlB  power- 
complete  with  B  eliminator  tube, 
but  less  AC  tubes  S155.0O 


Iho  COMPLETE  ACtube  LINE 


YOU  can  meet  every  present  day 
retailing  demand  with  the  new 
Bosch  AC  tube  line.  The  seven  models 
are  in  a  price  range  to  fit  every  idea 
of  expenditure.  Each  model  is  a  design, 
finish  and  artistry  which  instantly 
creates  the  impulse  to  buy.  Bosch 
precision  workmanship,  Bosch  Radio 
performance,  makes  sales.  The  new 
Bosch  AC  line,  coupled  with  the  Bosch 
Dealer  Franchise,  has  profit  making, 
business  building  advantages  you  can- 
not afford  to  overlook  once  you  get 
the  facts.  We  can  tell  you  these  points 
in  a  letter  or  by  personal  call.  If  you 
are  the  right  kind  of  a  dealer  we  have 
something  of  interest  to  you.  Write  to 


Bosch  Model  166— Six  tubescom- 
pletely  self-contained  table  type 
AC  tube  receiver  with  B  elimi- 
nator tube,  but  less  AC  tubes 
$119.00 


Bosch  Model  146  consisting  of 
No.  46  AC  set  with  table  speak- 
er, less  AC  tubes  but  with  Ray- 
theon tube  $139.00 


Bosch  Model  96  —  Completely 
self-contained  6-tube  receiver, 
AC  tube  operated,  with  repro- 
ducer, all  tubes,  nothing  else  to 
buy  $295.00 


AMERICAN  BOSCH  MAGNETO  CORPORATION 
SPRINGFIELD         -         -         -  MASSACHUSETTS 

BRANCHES:    NEW  YORK    CHICAGO    DETROIT    SAN  FRANCISCO 


Bosch  Model  107— Completely 
self-contained  7 -t  ube  receiver, 
AC  tube  operated,  with  repro- 
ducer, all  tubes,  loop  —  nothing 
else  to  buy  $440.00 
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THESE  advertisements,  and  many 
more  of  the  same  type  appearing  in 
The  Saturday  Evening  Post  and  Liberty, 
will  create  a  world  of  new  business  for 
the  music,  radio  or  furniture  dealer  who 
handles  the  Carryola  Line.  The  Portable 
business  is  going  to  be  bigger  than  it 
ever  was  before — and  "portable"  busi- 
ness means  Carryola. 
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Leadership 

for  Carr  jola  and  for 
Carryola  Dealers 


I 


N  1927  Carryola  was  the  fastest-selling  portable  phonograph  made.  This  year 
and  next  will  see  Carryola  sales  absolutely  dwarf  anything  that  has  gone  before. 

Leadership  must  be  maintained !  Carryola  is  now  being  advertised  by  the  biggest 
campaign  that  ever  exploited  a  portable  phonograph!  Sales  are  increasing  at  an 
amazing  rate.  Dealers  are  already  finding  Carryola  the  most  profitable  line  in 
their  entire  stock. 

Dealers! 

If  you  don't  already  carry  the  Carryola  line,  write  or  wire  us  today  for  the  complete 
Carryola  story — name  of  your  nearest  distributor  and  details  of  our  selling  plan. 

THE  CARRYOLA  COMPANY  OF  AMERICA 

Dept.  G-l,  647  Clinton  Street,  Milwaukee,  Wis. 
Made  by  the  World's  Largest  Manufacturers  of  Portable  Phonographs 


^  r  r\j/C\ 


ii]  vyiu 

BEYOND     THIS     YOU     BUY  FURNITURE 


reproducer.  Makclitetonear 

tings.  Furnished  in  Black, 
and  Green  Fabrikoid.  wi>h 
tabic  in  color  to  harmonize. 

$25  List 

Sii&btiy  higher  west  0/  the  Rockies 
and  in  Canada 


Carryola  Lassie 


Flat-type  portable,  furnished  in  black,  blue  or 
brown  rabnkoid .  Both  case  and  record  album  are 
embossed  and  ait-brushed.  Latest  design  curved, 
throw-back,  die-cast  tone  arm.  Equipped  with 
Audak  reproducer.  This  Carryola  mo  del  is  the 
only  portable  phonograph  in  its  price  class  that 
has  all  these  exclusive  quality  features. 

$15  List 

Stig       hinh.-r  u-est  0/ the  Rockies 
and  in  Canada 


Carryola  Electric  Pick-Up 


The  pick-up  itself  replaces  the  reproducer  of  the  pho» 
nograph  By  simply  removing  the  detector  tube  of  the 
radio  set  and  inserting  adaptor  plug  in  its  place,  rec- 
ords may  be  played  on  the  phonograph  and  tin  in- 
cally  amplified.  Volume  may  be  controlled  by  merely 

This  arrachment  may  be  used  with  any  standard 
make  of  radio  set  and  any  phonograph  — either  port. 


$10.50  List 


To  attach,  simply  replace  the 
detector  tube  of  radio  set 
withadaptorplug.  That  's all. 
Play  records  in  usual  way- 
hear  them  from  the  loud 
speaker  with  all  the  added 
volume  and  richness  of  (one 
that  is  characteristic  of  elec- 
tric reproduction. 

The  Carryola  Porto  Pick' 
Up  is  equipped  with  single- 
spring  motor.  The  pick-up 
or  electrical  reproducer  is 
attached  to  a  curved  throw- 
back arm  which  makes  it  easy 
to  change  needles.  Volume 
control  conveniently  located 
on  motor-board  enables  op- 
erator to  regulate  volume 
anywhere  within  lim 
receiving  set  and  sp 
Box  is  beautifully  finished  in 
neat,  dutable  Fabrikoid  with 
nickel-plated  fittings. 

$23.50  List 

Slightly  higher  weif  of  '■> 
Rockies  and  in  Catu 
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Sherman,  Clay  Adds 
Atwater  Kent  Line 

Stores  in  Oregon,  Washington  and  Cali- 
fornia Featuring  Atwater  Kent  Radio — 
Extensive  Advertising  Used 

Somewhat  of  a  trade  sensation  was  created 
when  announcement  was  made  a  few  weeks  ago 
that  Sherman,  Clay  &  Co.  would  handle  in  all 
their  stores  in  Oregon,  Washington  and  Cali- 
fornia the  complete  Atwater  Kent  line  of  radio 
receiving  sets  and  speakers,  as  well  as  the 
Pooley  furniture  to  go  with  them. 

The  announcement  was  made  in  striking  full- 
page  advertising,  and  as  might  be  expected,  re- 
sulted in  a  complete  sell-out  within  a  ten-day 
period  of  all  the  initial  stocks  in  all  the  stores. 
The  initial  order,  it  is  stated,  was  one  of  the 
largest  orders  ever  placed  on  the  Coast  for 
radio  by  a  retailer.  It  was  placed  with  Krnes. 
Ingold,  Inc.,  of  San  Francisco,  and  the  Sunset 
Electric  Co.,  of  Portland  and  Seattle. 

Sherman,  Clay's  concentration  on  the  retail 
radio  field  has  resulted  in  a  very  marked  in- 
crease in  business,  and  according  to  the  finan- 
cial columns  of  the  daily  press,  the  company 
has  just  closed  an  extremely  prosperous  year. 
The  initial  page  announcement  was  followed 
by  half  pages  on  the  new  Atwater  Kent  Model 
38,  and  the  advertising  was  tied  in  with  quite 
a  remarkable  series  of  window  displays. 

Caruso  Records  Are 
Still  in  Big  Demand 

In  Trenton,  N.  J.,  recently  Chancellor  Walker 
authorized  an  allowance  of  $12,000  a  year  for 
the  maintenance  and  education  of  Gloria 
Caruso,  the  eight-year-old  daughter  of  the  late 
celebrated  record  artist  and  popular  operatic 
tenor,  Enrico  Caruso.  The  money  is  to  be 
drawn  from  an  accumulation  of  royalties  on 
Caruso  records  and  will  be  paid  to  the  mother 
of  the  child.  Since  the  death  of  Caruso,  in 
1921,  the  royalties  paid  to  his  estate  by  the 
Victor  Co.  aggregated  $741,449.  The  total  for 
1921  was  $422,981.56,  which  dropped  to  $127,- 
177.66  in  1922  and  thereafter  declined  to 
$74,762.75  in  1927,  which,  by  the  way,  showed 
larger  sales  of  Caruso  records  than  in  the  pre- 
vious year. 

Sonora  Jobber  in 
Twin  Cities  Expands 

The  Belmont  Corp.,  of  Minneapolis  and  St. 
Paul,  distributor  in  the  Northwest  of  Sonora 
radios  and  phonographs,  reports  rapid  growth 
since  its  incorporation  last  May.  It  is  inter- 
esting to  note  that  this  concern  has  just  filed 
with  the  Secretary  of  State  an  amendment  to 
its  articles  of  incorporation  increasing  the 
amount  of  authorized  capital  stock  from  five 
hundred  shares  to  fifteen  hundred  shares,  four- 
teen hundred  being  common  stock  and  one 
nundred  shares  being  preferred  stock.  George 
A.  Michel  is  president  of  the  corporation. 


Davega  Sales  Drive 

A  luncheon  attended  by  members  of  the 
Davega,  Inc.,  organization,  operating  a  chain  of 
music  stores  in  the  metropolitan  territory,  was 
held  at  the  Hotel  Commodore,  New  York  City, 
on  Sunday,  March  11,  at  which  plans  were  dis- 
cussed for  a  tremendous  sales  drive  to  take 
place  April  15  to  May  15.  The  drive  will  com- 
memorate the  forty-ninth  anniversary  of  the 
company,  and  it  is  expected  that  the  sales  vol- 
ume for  the  month  will  double  that  of  a  normal 
month. 


BRILLI  ANTON  E 

NO  other  manufacturer  can  offer  the 
music  store  organizations  the  vari- 
ety and  high  quality  of  steel  needles  that 
are  made  by  Bagshaw.  Every  needle  is 
perfect  for  tone  reproduction,  and  each 
package  returns  a  handsome  profit  to  you. 

JUMBO  —  GILTEDGE  —  REFLEXO 
—  BRILLI ANTONE  are  the  nationally 
advertised  brands,  or,  we  will  make  your 
own  private  brand  for  you  in  any  size 
and  quantity. 

Turn  your  phonograph  accessory  depart- 
ment into  a  big  money  maker  —  stock 
Brilliantone  Steel  Needles. 

Be  Sure  Your  Needle  Packages 
Are  Marked  MADE  IN  U.  S.  A. 

WRITE  US  TODAY  FOR  DETAILS,  PRICES 
AND  DISCOUNTS 

Brilliantone  Steel  Needle  Company 

of  AMERICA  Inc. 

370  Seventh  Avenue  New  York  City 
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The  above  "story"  from  a  widely  read  busi- 
ness paper  is  hereby  denied,  both  by  Mr. 
F.  D.  Pitts  and  the  Kellogg  Switchboard  & 
Supply  Company.  There  is  no  intention  of 
using  the  trade  name  "Majestic" — nor  of 
producing  a  3-tube  Kellogg  Receiver. 


Legislation  and  Acoustics 
Topics  at  March  RM A  Meeting 

Dr.  John  Winton,  Acoustical  Engineer,  Gave  Illustrated  Address  on  "Sound  Gener- 
ating Surfaces" — Legislation  in  Washington  Discussed 


Developments  in  radio,  both  in  legislation  and 
in  acoustics,  were  subjects  discussed  at  the 
monthly  luncheon  of  Radio  Manufacturers'  As- 
sociation on  March  20th,  at  the  Hotel  Com- 
modore, New  York. 

Dr.  John  Winton,  acoustical  engineer,  who 
has  been  identified  with  some  of  the  most  im- 
portant steps  of  radio  progress,  gave  an  illus- 
trated address  at  the  RMA  luncheon,  which 
was  presided  over  by  Hugh  H.  Eby,  of  Phila- 
delphia, an  RMA  director.  "Sound  Generat- 
ing Surfaces"  was  the  subject  of  Dr.  Winton, 
who  reviewed  over  a  century  of  pioneering  ex- 
periments in  acoustics  from  which  the  modern 
loud  speaker  has  developed.  These  experi- 
ments, Dr.  Winton  said,  dated  back  to  1829,  in- 
cluding tests  of  metal  bells,  one  of  the  many 
types  of  sound  transmission  surfaces.  Mathe- 
matics of  vibrating  surfaces,  as  well  as  acous- 
tics, which  are  now  incorporated  in  the  modern 
loud  speaker,  according  to  Dr.  Winton,  go  back 
at  least  to  1839.  He  reviewed  the  developments 
in  telephone,  phonograph,  and  other  sound 
transmitting  and  radiating  devices  and  stated 
that,  peculiarly,  some  modern  manufacturers 
were  basing  their  new  products  on  acoustic 
principles  as  old  as  fifty  years. 

How  representatives  of  the  radio  industry 
had  been  opposing  new  radio  legislation  in  Con- 
gress, threatening  the  radio  public  and  the  in- 
dustry, were  detailed  by  Bond  P.  Geddes,  execu- 
tive vice-president  of  the  RMA.  The  new 
legislation  was  rushed  through  Congress,  Mr. 
Geddes  stated,  without  any  one  of  the  radio  in- 
dustry or  the  radio  public  having  a  word  before 


either  House  or  Senate  Committee.  None  of 
the  radio  interests  able  to  give  their  technical 
or  other  opinion  on  the  effect  of  the  legislation 
upon  the  industry  or  the  public  was  heard. 

Protests  of  radio  industry  representatives  to 
individual  members  of  Congress,  Mr.  Geddes 
stated,  had  been  followed  by  a  compromise  on 
the  so-called  "equal"  distribution  of  broadcast- 
ing facilities,  which  actually  is  unequal  and  in- 
equitable both  to  the  radio  public  and  the  broad- 
casting interests. 

"Politics  of  many  varieties,  from  Ku  Klux 
Klan  to  the  Shipping  Bill,  all  figured,  and  un- 
fortunately, in  the  new  radio  legislation,"  said 
Mr.  Geddes.  "The  compromise  probably  will 
read  into  law  an  unfortunate  principle  that  radio 
broadcasting  facilities  should  be  allocated 
from  the  transmitting  end,  rather  than  the  pub- 
lic reception  end.  However,  the  compromise 
is  infinitely  better  than  the  original  drastic  and 
unworkable  legislation  proposed." 

That  within  a  week  the  Senate  will  take 
action  on  the  confirmations  of  radio  commission- 
ers and  give  the  radio  public  and  the  industry 
something  it  had  been  denied  for  a  year — a 
functioning  commission — appears  probable,  Mr. 
Geddes  said. 


during  the  past  four  days,  April  2  to  5,  under 
the  auspices  of  the  Federated  Radio  Trade 
School  and  the  Amateur  Relay  Clubs  of  the 
city,  was  a  decided  success.  Manufacturers  of 
radio  receivers,  parts  and  accessories  from  all 
parts  of  the  country  had  displays,  featuring 
chiefly  the  newest  AC  developments.  One  en- 
tire section  of  the  exposition  hall  was  devoted 
to  a  series  of  electrical  stunts  and  radio  experi- 
ments, including  television  and  short-wave 
operation. 


United  Co.  Announces 
Motor  for  Portables 


For  several  years  F.  F.  Paul,  president  of  the 
United  Air  Cleaner  Co.,  has  felt  that  the  one 
outstanding  need  in  the  phonographic  field  was 


Radio  Exposition 

Held  in  Detroit 


Detroit,  Mich.,  April  6.— The  radio  exhibition 
which    was    held    at    the    Convention  Hall 


United  No.  2  Motor 

a  good  small  motor  designed  exclusively  for 
portables.  This  idea,  combined  with  the 
engineering  activities  of  the  United  Air  Cleaner 
Co.  over  a  considerable  period,  has  at  last 
resulted  in  the  new  United  No.  2  Motor — a 
motor  made  to  (it  the  distinctive  needs  of  port- 
able construction. 

The  new  motor  is  silent,  and  though  of 
necessity  small,  has  a  strong,  even  pull,  oper- 
ating with  a  noiseless  worm-gear  wind.  It  has 
a  number  of  exclusive  United  features  which 
especially  adapt  it  for  use  in  portables. 
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ivellogg  Models 

will  arouse  enthusiasm  but 
they  will  not  be  3  Tube  Sets 


RUMORS  are  flying  thick  and  fast!  The 
whole  industry  seems  to  be  talking  about 
what  Kellogg  is  going  to  do. 

The  Kellogg  line  for  Fall,  1928,  has  not 
yet  been  announced.  But  to  Kellogg  distribu- 
tors and  to  the  many  dealers  and  jobbers  in- 
terested in  securing  the  Kellogg  Franchise,  we 
may  say: 

Kellogg  will  go  forward  in  the  future  as  in 
the  past.  Never  backward!  New  Kellogg 
models  will  incorporate  the  very  latest  devel- 


opments. They  will,  of  course,  be  A-C  sets, 
using  Kellogg  A-C  tubes.  They  will  be  sets 
of  unequalled  tone  quality,  as  Kellogg  sets 
always  have  been.  They  will  be  outstanding 
in  design — VALUES  that  will  insure  ready 
sales  and  clean  profits. 

Increased  production  will  make  it  pos- 
sible to  open  additional  territory  this 
season.  We,  therefore,  invite  inquiries 
from  jobbers  and  dealers  interested  in 
the  distribution  of  high  quality  radio. 


Kellogg  Switchboard  &  Supply  Co. 

Dept.  25-94  CHICAGO 


Kelloff 

Ar— €  Radio 


F.  A.  Hinners  fir  Co. 
Formed  in  New  York 


Frank  A.  Hinners,  Well  Known  to  Trade, 
Announces  New  Firm  Will  Manufac- 
ture and  Market  Radio  Speakers 


Frank  A.  Hinners,  prominent  in  Neutrodyne 
circles,  and  formerly  president  of  the  King 
Hinners  Radio  Co.,  has  announced  the  forma- 


ally  well  to  approach  the  speaker  design 
problem  from  the  angle  of  the  set  manufacturer. 
His  announced  intention  is  to  work  closely  with 
individual  manufacturers  to  the  end  that  he 
may  produce  the  most  satisfactory  speaker  for 
their  individual  console  needs. 

In  addition  to  special  type  speakers  for 
manufacturers'  consoles,  the  Hinners  Company 
plans  to  market  a  quality  speaker  for  the  whole- 
sale and  retail  trade,  details  of  which  will  be 
forthcoming  shortly. 


Seattle  Radio  Men 
in  Important  Meet 

Eighty-four  Trade  Representatives  Present 
Heard  Interesting  Talks 


C.  H.  Callies  Made 
Temple  Ad  Manager 

Widely  Known  Chicago  Advertising  Man 
Assumed  Important  Duties  with  Loud 
Speaker  Manufacturer  in  March 

Charles  H.  Callies,  a  well-known  figure  in 
Chicago  advertising  circles,  was  appointed  ad- 
vertising manager  of  Temple,  Inc.,  loud  speaker 
manufacturer  of  this  city,  assuming  his  new 
duties  on  March  9.    Mr.  Callies,  soon  after  the 


Frank  A.  Hinners 

tion  of  F.  A.  Hinners  &  Co.,  Inc.,  New  York, 
to  manufacture  and  market  radio  speakers. 
Recently  Mr.  Hinners  was  associated  with  the 
Amrad  Corp  in  the  reorganization  of  the  engi- 
neering and  production  departments  of  that 
well-known  company. 

Mr.  Hinners'  experience  fits  him  exception- 


The  radio  group  of  the  Radio  and  Music 
Trades  Association,  which  met  on  March  14, 
in  the  Seattle  Chamber  of  Commerce  Hall,  had 
a  turnout  of  eighty-four,  including  dealer  mem- 
bers and  their  staffs,  with  Harry  J.  Martin, 
chairman,  presiding.  "General  Principles  of 
Salesmanship"  was  the  topic  spoken  on  by  W. 
A.  Wicks,  of  Franklin-Wicks.  Sherman  W. 
Bushnell,  of  the  National  Radio  Co.,  delivered 
a  speech  of  excellent  value  on  "Activities  in 
Which  the  Radio  and  Music  Trades  Association 
Should  Engage  for  the  Benefit  of  the  Radio 
Industry  in  Seattle,"  which  was  followed  by  a 
general  discussion  concerning  his  remarks. 
Finally  it  was  decided  that"  a  committee  be 
appointed  by  the  chair  to  report  back  at  the 
next  meeting  concerning:  Trade  relations; 
possibility  of  making  arrangements  for  the  in- 
struction of  service  men  to  cover  the  technical 
and  selling  side  in  which  radio  service  men  are 
involved;  various  problems  in  connection  with 
broadcasting  and  local  reception  conditions. 
It  was  decided  also  that  the  second  Tuesday 
of  each  month  would  be  the  meeting  date. 


Charles  H.  Callies 

World  War,  became  interested  in  radio  from 
the  standpoint  of  an  amateur,  and  later  in  radio 
advertising  work.  He  formerly  conducted  an 
advertising  agency  in  Chicago  known  as  Charles 
H.  Callies,  Inc.,  and  through  his  experience  in 
the  handling  of  radio  accounts  and  contact  with 
the  trade  he  is  especially  well  fitted  for  his  new 
position  as  director  of  advertising  for  the 
Temple  organization.  -   -   .. 
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Satisfy  Customers  and  They  Will 
Be  Your  Best  Source  of  Prospects 


9* 


Oscar  Hanson,  Exclusive  Kolster  Dealer,  Discusses  Methods  Which  Have  Proved  Most 
Successful  in  Increasing  His  Volume  of  Radio  Set  Sales 


Use  your  record  of  sales  made  a  year  or 
more  ago  as  a  list  of  prospects  for  to-day. 
That  is  the  suggestion  of  Oscar  Hanson,  pro- 
prietor of  the  Hanson  Electric  Co.,  1915  West 


Oscar  Hanson 

Superior  street,  Duluth,  Minn.  He  is  winding 
up  his  first  complete  year  of  specializing  on 
Kolster  Radio,  and  he  has  sold  approximately 
200  sets  so  far.  In  addition,  he  has  a  prosperous 
electrical  supply  trade,  and  he  does  a  large  con- 
tracting business  that  amounts  to  more  than 
$100,000  a  year.  All  this  is  done  in  an  attractive 
basement  shop  with  the  aid  of  Mrs.  Hanson  in 
the  salesroom,  two  service  men  and  a  service 
car.    So  his  business  methods  must  be  sound. 

"I  keep  a  detailed  record  of  sales,"  said  Mr. 
Hanson.  "The  file  of  about  a  year  or  two 
baek,  I  find,  is  always  an  excellent  hunting 
ground  for  prospects.  The  amount  of  time  be- 
tween the  first  sale  and  the  possibility  of  a 
second,  of  course,  depends  largely  upon  the 
number  of  changes  that  have  taken  place  in  the 
design  of  receivers.  The  recent  advent  of  the 
AC  tubes  has  made  prospects  of  all  purchasers 
on  record  beyond  a  year  back.  My  file  is  being 
combed  regularly  for  the  names  of  those  who 
have  sets  not  using  the  latest  improvements, 


and  we  go  after  these  prospects  aggressively. 

"Take  care  to  satisfy  all  of  your  customers 
completely,  and  they  will  be  your  best  source 
of  prospects.  An  important  step  in  doing  that, 
and  one  which  lessens  your  service  calls,  is  to 
test  each  set  thoroughly  in  your  shop  before 
you  send  it  out  for  a  demonstration  or  a  de- 
livery. I  set  them  up  with  the  tubes  to  be 
used  when  the  set  is  installed  in  the  home,  and 
tune  in  both  local  and  distant  stations.  It's  a 
precaution  that  pays  well." 

Prospects  are  often  obtained  through  service 
men,  he  went  on.  A  certain  amount  of  service 
is  required  by  all  sets,  no  matter  what  kind 
or  where  they  come  from,  though  it  may  only 
be  a  call  for  new  tubes  or  batteries.  He  makes 
it  a  point  to  have  his  service  men  go  out  of 
their  way  to  service  any  set.  In  addition  to 
selling  accessories 
that  way  he  gets 
leads  which  often  re- 
sult in  sales.  The 
rest  at  least  become 
friendly  prospects 
and  they  will  want  a 
new  set  some  day. 

Another  important 
rule  he  follows  and 
recommends  is  "Al- 
ways have  a  good 
stock  of  merchandise 
on  hand."  That  means 
dollars  and  cents  to 
any  dealer.  Mr.  Han- 
son was  persuaded  to 
try  the  Kolster  line 
as  an  experiment  on 

January  1,  1927.  Between  that  day  and  May 
1,  four  months  of  post-holiday  selling,  he 
sold  fifty-eight  sets.  That  convinced  him. 
He  decided  to  get  an  early  start  for  the  new 
season,  plan  his  campaign  and  carry  it  out 
along  definite  lines  all  through  the  year.  So 
on  the  first  day  of  August  he  made  arrange- 
ments to  enlarge  the  personnel  of  his  service 
■  ■■■■■■■■■■■■■■■■■■EBHRVF"' 


department  and  sales  force,  made  up  his  adver- 
tising budget  and  detailed  plans  on  how  to  use 
it,  arranged  to  get  his  window  displays  in  and 
made  tentative  plans  for  some  public  demon- 
strations early  in  the  Fall  as  publicity  stunts 
to  attract  attention  to  his  shop. 

When  Mr.  Hanson  employs  men  for  service 
or  sales  work,  he  finds  the  kind  of  man  he 
wants  first,  and  then  talks  salary  afterward. 
He  says  it  does  not  pay  to  find  a  man  to  fit 
a  salary.  A  successful  shop  must  have  the  best 
service  and  salesmen  obtainable.  They  may 
cost  more,  but  they  make  more  for  the  shop 
than  is  required  to  make  up  the  difference  in 
salary.  A  radio  shop  quickly  gets  a  reputation 
either  for  pleasing  its  customers  or  for  being 
unsatisfactory,  through  the  good  work  of  serv- 
ice men  who  understand  their  jobs  and  sales- 
men who  are  courteous,  obliging  and  convinc- 
ing, or  through  the  half-hearted  work  of  these 
employes.  The  difference  in  reputations  means 
increasing  success  and  profits  or  meager  exis- 
tence, finally  leading  to  failure. 

At  least  two  service  men  are  employed  all 
of  the  time  in  repairing  sets  of  all  makes.  They 
also  demonstrate  sets  outside  of  the  shop  and 
"close  sales.  They  are  the  type  of  service  men 
who  can  handle  any  delicate  emergencies  that 


WE  WANT  ORDERS 

From  the  Man  Who  Demands  the  Highest  Quality  in 
PLYWOOD  SHIPPING  CASES. 

10,000  ACRES  OF  THE  FINEST  TIMBER 

NEW  MACHINERY  EQUIPMENT  THROUGHOUT 

18  YEARS  OF  SUCCESSFUL  MANUFACTURING  EXPERIENCE 

With  such  resources  we  are  meeting  this  demand. 

There  Is  No  Increase  in  Cost 

Birch  and  Maple  Plywood,  Spruce  Cleats 


Northern 
Plywood, 


Maine 


Statler  Building 


Boston,  Mass, 


Unusually  Attractive  Kolster  Window 

may  arise  in  the  course  of  a  demonstration 
or  sales  talk.  Most  of  the  sales,  however,  are 
closed  right  in  the  store  either  by  Mr.  or  Mrs. 
Hanson.  A  service  car  is  used  for  delivering 
sets  and  taking  care  of  service  calls.  It  has 
more  than  paid  for  itself,  according  to  Mr. 
Hanson. 

Early  this  season,  when  many  dealers  became 
excited  about  the  coming  AC  sets  and  refused 
to  stock  up  on  DC  sets,  awaiting  the  time  when 
their  manufacturers  could  come  out  with  elec- 
tric sets,  Mr.  Hanson  calmly  continued  to  sell 
battery  sets,  which  he  had  on  hand  and  which 
his  distributors  had,  and  he  did  a  surprising 
amount  of  business,  while  his  competitors  were 
lying  down  on  the  job.  When  electric  sets  did 
come  out  his  stock  was  clean  of  battery  sets, 
and  he  went  right  on  with  his  busy  salesmen 
selling  the  new  AC  receivers,  while  other  shops 
had  to  find  their  sales  stride  again. 

The  store  is  in  a  basement  with  one  large 
window  facing  the  main  business  street  of  the 
west  end  of  town.  Mr.  Hanson  takes  full  ad- 
vantage of  that  window.  Moving  objects  in  a 
window  always  attract  attention,  and  they  have 
been  used  quite  often.  Mystery  is  another  big 
attraction.  A  black  cloth  draped  over  a  Kolster 
Power  Cone  on  the  sidewalk,  and  operated  by 
a  set  in  the  store,  has  always  been  a  drawing 
card  for  passers-by.  During  such  extra  radio 
features  as  championship  fights  and  important 
football  games  the  speaker  on  the  sidewalk 
has  packed  the  street  for  a  half-block  in  each 
direction. 

Newspaper  advertising  is  used  consistently, 
the  total  amount  being  a  fixed  percentage  of 
his  annual  sales.  He  has  had  a  contract  with 
the  largest  paper  in  the  city  and  kept  up  a 
series  of  Kolster  advertisements.  Steady  pound- 
ing with  "ads"  is  what  counts,  rather  than  now 
and  then.    The  percentage  of  returns  is  larger. 
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Since  the  dawn  of  the  first  day, 
the  symphony  of  Life  has  been 
carved  on  the  bark  of  trees  .  .  . 
Wood  is  nature's  chosen  and 
unsurpassed  method  of  expres- 
sing the  universal  language  of 
music. 


molded  Wood  Tone  Chambers 

"DARE  tone  quality,  the  ability  to  make  musical  instru- 
ments  in  an  orchestral  production  stand  out  clear  and 
distinct,  and  impart  to  the  human  voice  a  naturalness  and 
reality  that  is  decidedly  new  in  radio  reproduction,  is  the 
notable  achievement  of  the  Molded  Wood  Tone  Chamber. 

This  is  the  result  of  the  combination  of  a  long  tone 
chamber  of  Molded  Wood  and  the  perfect,  specially  de- 
signed Fidelity  Speaker  Unit,  reproducing  with  utmost 
faithfulness  and  full-throated  beauty  every  note  of  the 
musical  scale,  without  excessive  amplification  or  weakness 
at  any  point. 

A  sample  for  your  own  test  will  be  furnished  gladly 
without  any  obligation. 

Send  for  catalog  and  wire  for  full  details. 

Molded  Wood  Products,  Inc. 

219  WEST  CHICAGO  AVE.  CHICAGO,  ILLINOIS 


LIST  $  18.00 

This  is  No  595— Tone  Travel,  8  feet.  Over  all  dimensions:  21 J^0 

High.  18"  Wide.  15"  or  13"  Deep. 
No.  570  is  identical  in  design.  Tone  Travel,  6  feet.  Over  all 
dimensions:  15"  High.  12"  Wide.  12"  Deep. 
LIST  $13.00 

A  full  line  of  tone  chambers  for  every  style  and  size  of  cabinet. 
Ready  mounted  in  sturdy  box  from  which  it  is  not  removed. 
Simply  place  in  cabinet,  block,  and  the  job  is  finished.  Takes 
any  standard  size  speaker  unit. 

Progressive  dealers  add  to  their  profits  and  good  will  by  in- 
stalling Molded  Wood  Tone  Chambers  in  new  console  cabinets 
and  as  replacements  for  old  style  cone  and  horn  loud  speakers. 


Each  month  W. 
Braid  White  will 
suggest  methods 
of  stimulating 
retail  sales  of 
high-class  music 


Creating  a  Record 
Demand  for  Finest  Music 


THE  difficulty  to-day  with  these  conversa- 
tions of  mine  is  with  the  profusion  of 
subjects.  There  was  a  time  when  one 
like  myself,  preaching  the  gospel  of  good  music 
via  the  phonograph  record,  felt  himself  truly 
vox  et  praeterea  nihil,  as  they  used  to  say  in 
Rome,  a  voice  and  nothing  more,  in  fact  quite 
decidedly  the  voice  of  one  crying  in  the  wilder- 
ness without  evoking  any  particular  response 
from  the  inhabitants  thereof.  But  to-day  we 
have  changed  all  that.  Now  it  is  really  much 
more  a  case  not  of  begging  the  manufacturers 
of  records  to  give  us  fine  music,  but  of  induc- 
ing the  dealers  and  sales  people  to  understand 
that  a  market  for  such  records  exists,  and  how 
it  may  be  reached  and  tapped. 

Three  Anniversaries 
The  year  1928  comes  as  the  last  of  a  trio 
famous  for  musical  anniversaries  and  thus  sus- 
ceptible of  more  or  less  elaborate  treatment  by 
the  industries  concerned  in  selling  music  and 
instruments.  Nineteen  hundred  and  twenty-six 
was  the  two  hundredth  anniversary  of  the  per- 
fecting of  the  original  pianoforte.  Nineteen 
hundred  and  twenty-seven  was  the  one  hun- 
dredth anniversary  of  the  death  of  Beethoven. 
Nineteen  hundred  and  twenty-eight  marks  the 
one  hundredth  anniversary  of  the  death  of 
Schubert. 

The  piano  industry  of  this  country  failed  to 
take  any  particular  interest  in  the  1926  anniver- 
sary, but  we  all  know  that  the  Beethoven  cen- 
tennial last  year  was  well  worked  up  both  in 
this  country  and  abroad  by  the  ingenious  efforts 
of  the  Columbia  interests.  The  output  of  fine 
music  during  1927  was  vastly  stimulated  by  the 
anniversary,  and  it  is  safe  to  say  that,  despite 
the  large  expenditures  involved,  all  concerned 
are  glad  that  they  went  into  the  thing  so  largely 
and  well.  For  it  has  been  a  question,  from  1926 
onwards,  of  establishing  for  the  phonograph  a 


By  W.  Braid  White 


position  of  its  own.  When  electric  recording 
came  in  nothing  was  more  necessary  than  to 
establish  at  once  a  supremacy  in  the  matter  of 
good  music,  for  evidently  the  new  methods 
would  bring  to  the  phonograph  powers  and  pos- 
sibilities never  before  possessed,  which,  how- 
ever, would  only  show  themselves  at  their  best 
in  music  of  the  higher  grades.  In  fact,  from 
the  start  of  the  new  methods  it  has  been  clear 
that  the  phonograph  must,  as  it  were,  strike 
out  for  itself  in  new  directions,  and  that,  by  all 
long-sighted  views,  this  direction  must  be 
definitely  artistic.  Whatever  might  happen  in 
the  future,  it  has  been  evident  that  the  stand-by 
of  the  phonograph  industry  would  sooner  or 
later  be  its  libraries  of  rare  interpretations  of 
great  music,  by  great  artists,  done  fully  and  not 
partially,  reproducible  faithfully  and  not  as  the 
poor  shadow  of  reality. 

Schubert 

Now,  again,  during  1928,  we  are  faced  with 
an  opportunity  to  put  before  the  intelligent 
music-loving  public  the  new  position  and  possi- 
bilities of  the  phonograph.  The  name  of  Franz 
Schubert  is  universally  known.  Uncounted  mil- 
lions have  heard  the  "Serenade,"  the  "Hark, 
Hark,  the  Lark,"  and  the  piano  Impromptus.  Of 
late  almost  as  many  millions  have  heard  via 
radio  or  in  person,  the  great  eighth  symphony, 
universally  known  as  the  "Unfinished."  Goodness 
only  knows  how  many  crowded  houses  night 
after  night  have  welcomed  the  operetta  Blossom 
Time,  which  is  all  about  Schubert  and  is  built 
entirely  on  themes  from  his  works.  The  genial- 
ity of  the  music  itself,  its  instantaneous  appeal 
to  every  hearer,  cultivated  or  barbarian  in  taste, 
gives  to  the  name  and  fame  of  Schubert  a  power 
and  an  influence  hardly  equalled  among  musi- 
cians. 

It  is  well  known  that  the  Columbia  interests 
have  organized  plans  for  suitably  celebrating 


The  ABBEY  —  Patterned 
after  an  Old  World  jewel 
case.  Antique  walnut.  Carved 
ornament.  Equipped  with 
the  famous  Splitdorf  Single 
Dial  Six-Tube  Receiver.  List 
price  for  battery  operation 
$100,  for  all-electric  opera- 
tion direct  from  socket  with- 
out batteries  or  eliminators, 
$175.  Tubes  not  included. 
Splitdorf  Period  Cone  Tone, 
$35. 


SPLITDORF  Radio  Receivers 

A  series  of  beautiful  period  furniture  models 

Twelve  models  that  are  leading  the  radio  world  in  the  new  swing  to 
beauty  in  appearance  as  well  as  excellence  of  performance.  Designed 
after  period  furniture,  reproducing  the  full  beauty  of  line  and  finish. 

Splitdorf  is  the  one  line  offering  the  dealer  complete  coverage  of  the 
most  profitable  radio  market,  with  a  minimum  investment. 

List  prices  range  from  $45  to  $800 

SPLITDORF  RADIO  CORPORATION 

Subsidiary  of  Splitdorf-Bethlehem  Electrical  Company 


Intelligent  ^pro- 
motion of  sales 
of  good  music 
means  more  sub- 
stantial success 
for   the  retailer 


NEWARK, 


India 


NEW  JERSEY 
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this  occasion.  These  plans  go  far  beyond  any 
one  selfish  monopolization  of  the  anniversary. 
They  can,  in  fact,  be  utilized  by  everybody  con- 
nected with  the  phonograph  industry.  They  call 
among  other  things  for  prizes  to  be  awarded 
to  the  living  composer  who  shall  submit  the 
best  Scherzo  and  finale  (third  and  closing  move- 
ments) to  the  Unfinished  Symphony.  There 
will  be  celebrations  all  over  the  world,  and  the 
concerts,  lectures,  and  gala  performances  which 
will  be  given  in  every  great  city  of  the  United 
States  will  bring  the  music  of  the  great  Vien- 
nese to  every  town  and  village.  How  any 
dealer  can  fail  to  capitalize  Schubert  year  is 
beyond  my  ability  to  explain. 

Valkyr! 

All  this  provides  just  another  indication  of 
the  present  trend  of  things  in  the  phonograph 
industry.  It  will  not  be  supposed  by  the  most 
careless  individual  that  the  eminent  manufac- 
turers who  are  putting  all  this  money  into  the 
production  of  complete  symphonies,  oratorios, 
even  grand  operas,  are  merely  doing  it  for  fun 
without  some  idea  of  getting  their  money  back. 
The  Victor  bulletin  of  March  30th  contains  the 
first  announcement  of  the  American  release  of 
a  new  and  virtually  complete  recording  of 
Wagner's  opera  "The  Valkyr,"  which  for  many 
years  has  been  one  of  the  stand-bys  of  the 
world's  opera  houses  and  vies  with  Lohengrin 
and  Tristan  for  the  honor  of  being  the  most 
frequently  performed  of  all  the  Bayreuth  mas- 
ter's works.  A  full  house  is  always  the  answer 
to  an  announcement  of  Valkyr,  a  house  as  full 
as  greets  Carmen,  Faust,  Trovatore  or  any  of 
the  old  Italian  operas.  Now  Victor  is  putting 
out  a  Valkyr  recording  which  will  enable  its 
owner  to  give  a  complete  operatic  performance 
at  home.  When  we  add  to  this  that  of  course 
the  recording  is  electrical,  that  the  work  has 
been  done,  in  part,  in  Germany,  that  the  Wotan 
is  sung  by  Schorr  and  the  Sieglinde  by  Flor- 
ence Austral,  that  the  conductors  are  Albert 
Coates  in  London  and  Leo  Blech  in  Berlin,  that 
the  whole  score  is  given,  save  for  a  few  short 
and  tolerable  cuts;  it  is  time  to  admit  that  this 
is  something  like  an  offering.  Nothing  so  elab- 
orate has  been  done  in  this  line  yet.  The  fine 
pioneer  attempts  of  four  years  ago,  when  Meis- 
tersinger  and  the  Ring  trilogy  were  given  in 
part,  were  subject  to  conditions  of  recording 
which  were  against  complete  success.  Now, 
however,  all  makes  for  success,  and  those  who 
have  heard  the  records  in  Great  Britain,  where 
already  they  have  been  published,  have  little  but 
praise  for  them. 

The  Trend 

This,  then,  is  the  trend  of  things.  Those  who 
have  most  at  stake  in  the  phonograph  industry 
perceive  that  its  future  support  is  to  come  more 
and  more  from  the  intelligent  music-lovers  of 
the  country,  and  they  are  therefore  doing  all 
in  their  power  to  appeal  to  this  large,  con- 
stantly increasing  but  hitherto  neglected  minor- 
ity of  the  population.  There  is  no  sense  at  all 
in  crying  over  milk  already  spilled  and  on  the 
ground.  The  taste  of  the  public  for  the  ephem- 
eral will  in  all  probability  be  largely  filled 
hereafter  through  the  broadcast;  but  the  phono- 
graph will  remain  as  the  one  and  unapproach- 
able recorder  and  reproducer  of  the  finest 
music,  available  at  any  time,  made  under  per- 
fect conditions  and  vastly  superior  in  every  de- 
tail of  reproduction.  A  concert  hall  in  the  home, 
ever  available,  subject  to  no  interruptions,  the 
(Continued  on  page  42) 
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here  it  is 


An  Automatic  Phonograph  Which  Plays 
28  Records  on  Both  Sides  Continuously 


Volume 
Controlled 

The  ORCHESTROPE 
is  the  only  instrument 
which  plays — contin- 
uously— 28  records 
on  both  sides,  turning 
and  changing  them 
automatically. 

The  ORCHESTROPE 
is  the  most  outstand- 
ing and  sensational 
improvement  in  musi- 
cal reproduction  in 
recent  years. 


All 

Electric 


An  instrument  which  you 
—MR.  DEAEER— 
with  the  aid  of  our 
co-operative  sales 
plan,  can  easily  mer- 
chandise to  locations 
such  as : 

Theatres,  Confec- 
tioners, Restaurants, 
Clubs,  Hotels,  Depart- 
ment Stores,  Dance 
Halls,  Y.  M.  C.  A.'s, 
Roadside  Places,  Fra- 
ternity Houses,  Drug 
Stores,  Pool  and  Bil- 
liard Halls,  Country 
Clubs,  etc. 


Coin  Operated 
If  Desired 


No.  28 


DEALERS! 

Wire  or  Write  for 
Exclusive  Sales  Franchise 


Capehart  Automatic  Phonograph  Corp. 

Manufacturers 
HUNTINGTON  INDIANA 
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Unique  Room  for  a 
Brunswick  Display 

Miniature  Log  Cabin,  Completely  Fur- 
nished, in  Lamar,  Col.,  Store  Attracts 
Wide  Attention  From  the  Public 


The  Valley  Department  Store,  Lamar,  Col., 
recently  installed  in  the  front  part  of  its  institu- 
tion a  miniature  log  cabin,  furnished  complete, 


Barrow,  Jr.,  Great  Neck,  N.  Y.;  C.  M.  Hay,  Co- 
shocton, O.;  Strohl  Bros.  Radio  Co.,  Fremont, 
O.;  S.  Kohn  &  Sons  Co.,  Cleveland,  O.;  J.  A. 
Polansky,  Dime  Box,  Tex.;  E.  G.  Robison, 
Gridley,  Kans.,  and  James  D.  Bellah,  Saint  Jo, 
Tex.  In  announcing  the  prize  winners  RCA 
officials  stated  that  the  simpler  and  more  direct 
sales  methods  were,  in  nearly  all  cases,  the  most 
effective  from  the  standpoint  of  results. 


Barker  Bros.  Corp. 
Floats  Stock  Issue 


The  Barker  Bros.  Corp.,  a  holding  company 
formed  to  acquire  all  the  common  stock  of 
Barker  Bros.,  Inc.,  Los  Angeles,  Cal.,  has, 
through  two  New  York  banking  houses,  sold 
$3,000,000  of  convertible  6j4  per  cent  cumulative 
preferred  stock  and  25,000  shares  of  common 
stock,  which  will  be  used  to  retire  the  first  and 
second  preferred  stocks  of  Barker  Bros.,  Inc. 
This  company,  which  handles  talking  machines 
and  pianos,  in  addition  to  a  complete  equip- 
ment of  furnishings  for  the  home,  did  a  business 
last  year  that  exceeded  $16,000,000. 


This  Cabin  Is  a  Brunswick  Display  Room 

to  use  as  a  Brunswick  display  room.  The  cabin 
is  attracting  a  great  deal  of  attention  because 
of  its  unique  design,  and  represents  a  shelter 
such  as  was  first  used  by  the  pioneers  of  that 
part  of  the  country.  Before  a  comfortable  fire- 
place in  the  interior  of  this  log  cabin,  Bruns- 
wick Panatropes,  Panatrope-Radiolas  and 
records  are  demonstrated. 


Atwater  Kent  Radio 
Hour  for  Far  West 


J.  B.  Hurd  Wins  RCA 
Sales  Plan  Contest 


The  East  has  enjoyed  Atwater  Kent  broad- 
cast hours  for  several  years.  The  Pacific  Coast 
is  now  to  have  its  own  series  of  Atwater  Kent 
Hours  broadcast  over  the  Pacific  Coast  net- 
work each  Sunday  night.  The  program  is  under 
the  auspices  of  the  Atwater  Kent  Mfg.  Co.,  of 
Philadelphia,  and  its  Pacific  Coast  distributors, 
Ernest  Ingold,  Inc.,  of  San  Francisco;  Sunset 
Electric  Co.,  of  Portland  and  Seattle,  and  Ray 
Thomas,  Inc.,  of  Los  Angeles. 


National  Campaign  Resulted  in  Bringing 
to  Light  Many  Successful  Ideas  for  Pro- 
moting Sales  of  Receiving  Sets 

First  prize  of  $1,000  has  been  awarded  by  the 
Radio  Corp.  of  America  to  Johnston  B.  Hurd, 
president  of  the  Hurd  Radio  &  Electric  Co., 
Elizabeth,  N.  J.,  for  a  sales  plan  he  devised  and 
put  into  operation  for  marketing  RCA  Radiola 
20.  The  prize  was  awarded  as  a  result  of  a 
contest  conducted  last  Summer  on  a  nation- 
wide scale,  and  was  one  of  nine,  the  other 
awards  being  $50  each.  Following  are  the 
names  and  addresses  of  the  winners  of  the  $500 
prizes : 

Burbank  Music  Store,  Burbank,  Cal.;  William 


Big  Spring  Demand 
for  Freed-Eisemann 


Spring  demand  for  radio  sets  and  acces- 
sories is  splendid,  according  to  Charles  Abel, 
vice-president  and  general  manager,  and  Harold 
Hawkins,  sales  manager,  of  the  pioneer  radio 
jobbers,  Syracuse  Auto  Supply  Co.,  Syracuse, 
N.  Y.,  on  a  recent  visit  to  the  Freed-Eisemann 
factory,  Brooklyn.  They  reported  that  the  new 
Freed-Eisemann  26-inch  cone  speaker  is  partic- 
ularly successful  among  their  customers  in 
central  New  York  State. 


Creating  a  Demand 
for  Finest  Music 

{Continued  from  page  40) 

victim  of  no  atmospheric  conditions;  this  is  the 
phonograph. 

Toward  it  already  are  looking  the  musically 
intelligent  people  of  this  country,  for  despite 
the  extraordinary  blindness  and  apathy  of 
dealers,  news  of  the  great  improvements  which 
have  been  made  during  the  last  three  years 
has  penetrated  to  the  public  mind.  Else  how 
explain  Victor's  forty-seven  million  dollar  busi- 
ness during  1927?  But  not  half  enough  is  being 
done.  Dealers  are  still  wasting  their  time  in 
crying  over  the  change  in  public  taste.  Cer- 
tainly taste  has  changed;  but  whose  taste?  The 
taste  of  those  who  bought  dance  music  and 
yelled  for  jazz  is  by  no  means  even  now  being 
satisfied  by  radio;  but  a  good  part  of  the  sales 
of  jazz  records  is  now  undoubtedly  lost  to  radio. 
That  much  is  certain.  What  then  is  to  be  done? 
Plainly  the  road  open  to  us  stretches  ahead. 
We  have  but  to  go  to  the  intelligent  music- 
lovers  of  the  country  and  let  them  know  .  .  . 
what  still  most  of  them  do  not  know  .  .  . 
that  the  phonograph  has  these  things  for  them. 
That,  and  that  only,  is  what  we  need  to  do  to 
insure  future  prosperity. 

Not  a  Difficult  Task 

Nor  is  the  task  insuperable.  It  is  not  even 
difficult.  What  is  needed,  all  that  is  needed,  is  a 
new  recognition  of  truth  and  a  new  understand- 
ing of  the  facts.  No  more  or  less  is  needed  than 
a  recognition  by  the  dealer  that  he  has  to  look 
for  a  new  type  of  customer.  But  when  that 
new  type  of  customer  is  ready,  and  waiting  for 
him,  why  should  he  feel  bad  about  anything? 

During  this  coming  year  I  intend  to  talk  a 
lot  about  the  Schubert  centennial,  about  Schu- 
bert and  his  life,  about  the  Victor  Valkyr 
recordings,  and  about  other  things  of  the  kind. 
If  no  more,  at  least  I  shall  hope  to  stir  up 
interest  among  some  who  at  present  have  none 
in  these  matters.  By  so  doing  I  shall  be  helping 
to  bring  about  that  changing  of  viewpoints 
which  the  phonograph  industry  now  calls  for 
.  .  .  and  which  is  all  that  it  just  now  needs. 


Congratulations ! 

Mr.  and  Mrs.  Joseph  D.  R.  Freed  are  receiv- 
ing the  congratulations  of  their  many  friends 
upon  the  arrival  of  a  son,  who  has  been  named 
Robert.  Mr.  Freed  is  president  of  the  Freed- 
Eisemann  Radio  Corp.,  Brooklyn,  N.  Y. 


The  New  Veraphonic  Vincennes  Phonographs 


Instruments  of  rarest  tonal  quality, 
they  incorporate  the  new  Veraphonic 
principle  and  important  amplifying 
discoveries  of  Vincennes  engineers. 

Employing  its  own  individual  repro- 
ducer, entirely  developed  in  its  own 
laboratories,  the  Veraphonic  offers  re- 
production of  music  that  cannot  be 
approached  by  any  other  mechanical 
phonograph.  The  diaphragm  used  is 
specially  constructed  of  three  con- 
centric layers  of  MICA,  and  will  not 
crystallize  under  vibrations. 

Housed  in  a  new  cabinet— first  in- 
troduced to  the  trade  by  Vincennes— 
the  Veraphonic  model  illustrated  here 
renders  lifelike  reproduction  and 
meets  the  most  exacting  requirements 
of  music  lovers. 


Valeria 
Model  No.  110  Console 

finish:  Mahogany    or  Walnut. 

dimensions:  Height      35";  Width 

3W;  Depth  195^". 
equipment:    Statuary     Bronze,     including  automatic  stop. 


The  cabinet  design  is  entirely  new 
— the  doors  covering  the  tone  chamber 
slide  behind  the  decorative  panels, 
overcoming  the  objections  sometimes 
made  to  swinging  doors. 


The  retail  price  of  this 
Model  is  only  $95.00! 


Vincennes  Phonographs — the  Rivoli  and 
Veraphonic  lines — retail  from 
$49.50  to  $485.00 

NINE  PEOPLE  OUT  OF 
TEN — BLINDFOLDED — C  H  O  O  S  E 
THE  VINCENNES! 


THE  VINCENNES  PHONOGRAPH  MANUFACTURING  CO. 


Your  territory  may  be  open — write  for  attractive  dealer  proposition. 


VINCENNES,  INDIANA 
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straiqht  answer  to  all  this 

"radio  talk" 


(irKmiil"ciicfciLiu£HJr.  The" 


A.  C.  or  D.  C  — 

Stewart-Warner  has  them 
both.  Now  you  can  answer 
enery  radio  demand !  The  time 
is  here  to  go  out  and  sell! 
People  in  your  community  are 
waiting  to  buy.'  The  biggest 
radio  spring,  the  biggest  radio 
summer,  the  biggest  radio 
year  is  here,  this  year,  for 
dealers  who  go  aggressively 
after  business! 


The  industry  is  alive  with  talk  today. 
Retailers,  wholesalers,  manufactur- 
ers— everyone  is  discussing  radio  and 
the  radio  market. 

All  recognize,  in  A.  C,  the  basis  of 
permanence  and  increased  demand. 
All  unite  on  the  expanding  future 
for  radio. 

But  through  all  this  talk,  there  is  one 
note  that  stands  forth  pre-eminent 
in  demanding  recognition.  It  goes 
beyond  the  mere  mechanics  of  radio. 

It  gets  right  down  to  fundamentals 
— places  a  detecting  finger  upon  the 
one  great  underlying  factor,  which, 
more  than  any  other,  will  ultimately 
govern  any  dealer's  permanency  and 
success  in  selling  radio. 

That  factor  is  tersely  summed  up  in 
the  answer  to  this  question:  "Who 
is  the  manufacturer?"  Find  the 
right  manufacturer!  That  is  the 
first  step.  When  you  find  the  right 
manufacturer,  you'll  have  the  right 
radio.  You'll  have  the  right  proposi- 
tion. You'll  have  the  right  assur- 
ance of  a  lasting  connection  on 
which  you  can  safely  build. 

The  Position  of  Stewart -Warner  is 
unparalleled  in  the  field  of  radio. 
Think  for  a  moment.  How  many  of 
today's  trade  names  in  radio  pre- 
date the  birth  of  broadcasting?  How 
many  carry  with  them  a  20-year 
reputation  of  stability,  achievement, 
leadership,  good  will? 


How  many  can  point  to  a  history 
that  dates  back  virtually  to  the  be- 
ginning of  the  automobile?  To  an 
experience  born  of  the  one  great  in- 
dustry which,  more  nearly  than  any 
other,  parallels  the  characteristics 
of  radio? 

The  name  Stewart-Warner — and 
Stewart- Warner  alone — stands  for 
all  these  things! 

The  dealer  or  jobber  who  ties  up  with 
Stewart -Warner  will  never  have  an 
"orphan"  radio  on  his  hands.  He 
will  have  no  unpleasant  memories 
to  live  down  or  forget.  He  can  build 
his  business  with  confidence  that  he 
will  be  selling  Stewart-Warner  Ra- 
dios five  years,  ten  years,  fifteen 
years  hence. 

And,  knowing  Stewart-Warner's 
outstanding  record  in  merchandis- 
ing and  advertising,  he  can  depend 
upon  Stewart- Warner  to  lead  the 
way  with  common-sense,  intelli- 
gent merchandising  assistance. 

Radio  has  come  to  stay.  You  are  in 
business  to  stay.  And  Stewart- War- 
ner is  in  radio  to  stay.  Here,  then, 
is  the  perfect  opportunity  for  a  per- 
manent and  profitable  union. 

Our  facilities  for  radio  production 
have  again  been  enlarged.  We  are 
looking  for  more  dealers  of  the  right 
type.  You  should  know  about  the 
Stewart-Warner  proposition.  Don't 
delay.  Write  or  wire  for  details  today. 


20  years  in  business — 50  million  dollars  in  resources — 4th  successful  radio  year 

STEWART-WARNER  SPEEDOMETER  CORPORATION 
CHICAGO       .  U.S.A. 


STEWART-WARN  E  R 

^he  voice  of  authority  in  radio 
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MODEL  5 


ftfttrutttenc  repfewhts  an  achieve 
i  fad  v  jikcJ  musical  reproduction 

OtweM  ilr vciopmenm  in  design 
irni,  reproducer,  and  tone  chain- 

Covered  beautifully   in  water* 

"">u  Pont  Fabncoid,  colors  Slue, 
*»r  red.    The  greatest  portable 

tcitc.1.     Sec  anu  hc^ar  it—today  f 


r  You 


roin:  for  Dealers  —  introduced 
by  T7ie  Allen  Pic\-Up  —  retails  for  only 
$7.50  complete  —  what  an  oppor- 
tunity !  An  excellent  product  which 
quickly  gives  your  customers  electrical 
reproduction  on  their  old  mechanical 
phonograph.  Simply  attach  to  the 
tone  arm  on  any  machine,  plug  into 
any  good  radio,  and  you  enjey  elect- 
rical reproduction. 

Allen  Portables,  all  models,  equipped 
with  this  Pic\-Up  are  available  to  your 
trade  at  the  regular  list  price  plus 
$7.50.  There  is  a  profitable  new  market 
opened  for  Dealers  and  Jobbers  with 
this  product.  Wire  or  write  today 
for  samples. 
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rospects 


ALLEN  PORTABLES  have 
jr-\jDroved  one  thing — that 
the  world  still  makes  a 
beaten  path  to  the  store 
where  a  better  product  is 
sold. 

But  we're  meeting  the  world 
more  than  half  way.  The  ad 
shown  here  will  appear  in 
the  Saturday  Evening  Post  and 
is  the  fourth  of  a  series  which 
will  go  consistently  into  some 
3,000,000  homes,  many  of 
them  in  your  own  city  or 
town. 

That's  our  way  of  4 'beating 
a  path  to  your  store. ' '  Stim- 
ulating actual  sales  right  in 
your  own  town !  Helping  you 
sell !  Bringing  you  new  busi 
ness  and  generous  extr 
profits. 

Just  call  the  jobber  near  you  for 
samples,  or  write  us  for  com- 
plete free  catalog. 


ALLEN-HOUGH  MANUFACTURING  COMPANY 

RACINE,  WISCONSIN      Factories:  New  York  and  Racine 


The  real  fun  starts  when  you 
play  the  Allen  Portable. 
Pulses  quicken  and  eyes  bright- 
en at  the  snappy  music.  Joy 
flames  for  all — happiness  holds 
sway  !  Nothing  quite  like  it 
to  put  life  in  any  party  or 
outing. 

It's  the  smartest  and  most 
modern  of  musical  instru- 
ments for  the  home.  Has  all 
the  new  features,  and  plays 
all  records.  Your  choice  of 
three  fine  models  in  striking 
colors.    Priced  right ! 

You've  read  about  the  Allen 
Portable  many  times  in  these 
columns — now  ask  your  dealer 
for  a  free  demonstration,  or 
write  for  catalog. 

HEAR  AND  SEE  ,  vl 
<>JHE  Dlff  ERENC£A$> 


PORTABLES 


ALLEN  HOUGH  MFG.  CO. 
MILWAUKEE  ,  WIS. 
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links  the  Phonograph 
to  your  Radio/ 


Volume  Control 
That  Tapers  to 
a  Whisper! 


Heres'  a  little  picture  from  life,  gentlemen,  that  tells  why  there  are  sale's, 
and  more  sales  and  more — well,  repeat  orders  are  pouring  in  from  dealers 
everywhere ! 

A  record  is  played  at  a  customer's  request.  It  gives  good  results — the  usual 
results.  Then  the  dealer,  aware  that  his  customer  owns  a  radio  set,  brings 
in  a  little  device,  weighing  but  2*/2  ounces,  places  it  lightly  on  the  turntable, 
connects  it  (instantly  and  easily)  to  a  radio  set,  pulls  the  switch — and  that 
selfsame  record  pours  out  a  wealth  of  sound  that  the  customer  never  even 
remotely  suspected  was  hidden  in  it !  A  turn  of  the  knob  and  volume  is 
reduced,  magnetically.  Another  slight  turn  and  the  record  is  whispering 
its  message ;  but  with  remarkable  clarity  and  with  every  heretofore  dis- 
torted or  lc-st  tone  coming  out  with  flute-like  beauty. 

"How  much?"  is  the  question.  "Seven-fifty,"  the  answer.  The  sale  is  made, 
then  and  there.  And  other  sales  are  made,  and  others,  until  the  pick-up 
business  in  that  shop  is  something  to  talk  about.  The  PHONO  LINK  is 
right,  precisely  right.  It  accomplishes  wonders.  It  is  literally  fascinating 
to  every  phonograph  and  radio  owner.  The  price  is  right — practically  nomi- 
nal. It's  a  combination  that  makes  new  customers  and  helps  to  sell  more 
records,  phonographs  and  sets. 

Ask  your  jobber  to  give  us  the  chance  to  prove  these  facts  to  you.  Write 
for  full  details  and  our  SPECIAL  MERCHANDISING  PLAN.  Let  us  help 
you  merchandise  the  PHONO  LINK. 


PRICE 


Instantly  and  easily- 
connected — no  tubes 
need  be  removed. 


Phono-Linkfi* 


490  BROOME  STREET,  NEW  YORK  CITY 
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Newcombe-Hawley  Is 
Licensed  by  Magnavox 

Manufacturer  of  Exponential  Horn  Type 
Reproducers  to  Market  Dynamic  Type — 
V.  Ford  Greaves  Appointed  to  New- 
combe-Hawley Engineering  Sales  Service 

A  license  agreement  has  been  consummated 
whereby  Newcombe-Hawley,  Inc.,  large  manu- 
facturer of  exponential  horn  type  reproducers, 
will  market  a  reproducer  of  the  dynamic  type 


where  he  will  be  engaged  in  engineering  sales 
service,  solving  the  acoustical  problems  of  New- 
combe-Hawley's  customers. 

Through  their  connection  with  the  Wallace 
Clement  Sabine  Acoustic  Laboratory  at  River- 
bank,  Geneva,  111.,  and  a  group  of  scientists  and 
engineers,  Newcombe-Hawley  are  developing 
many  refinements  in  radio  and  phonograph 
reproducers  of  all  types.  They  are  bringing 
the  benefits  of  their  research  work  to  the  public 
in  products  manufactured  in  Geneva  and  St. 
Charles,  111. 


Garber  Orchestra 

With  Columbia 


Polymet  Mfg.  Corp. 
Adds  to  Its  Plant 


Jan  Garber  and  His  Orchestra  Latest 
Dance  Aggregation  to  Sign  Exclusively 
With  the  Columbia  Phonograph  Co. 

Jan  Garber  and  His  Orchestra,  well-known 
dance  aggregation,  recently  contracted  to 
record  exclusively  for  the  Columbia  Phono- 
graph Co.  catalog.    Garber  won  his  early  fame 


V.  Ford  Greaves 
under  Magnavox  patents.  In  this  connection, 
Newcombe-Hawley  has  secured  the  service  of 
V.  Ford  Greaves,  who  has  been  engaged  in  the 
development  of  dynamic  cone  reproducers  with 
the  Magnavox  Co.  for  the  past  several  years. 

Mr.  Greaves  has  been  active  in  research  work 
in  acoustics  since  1910.  He  conducted  impor- 
tant radio  activities  for  the  government  during 
the  war,  and  holds  a  Lieutenant-Commander's 
commission  in  the  U.  S.  Naval  Reserve.  Since 
the  war  he  has  been  associated  with  the  Fed- 
eral Telegraph  Co.,  and  later  he  was  associated 
with  the  Magnavox  Co. 

Mr.  Greaves'  experience  in  pioneer  develop- 
ment of  the  dynamic  cone  particularly  fits  him 
for   his   new   duties  with  Newcombe-Hawley, 


A  constantly  increasing  volume  of  business 
has  compelled  the  Polymet  Mfg.  Corp.,  manu- 
facturer of  various  parts  and  accessories  for 
radio  receivers  and  power  units,  to  take  over 
another  floor  in  the  building  at  599  Broadway, 
New  York  City.  This  was  the  first  public  an- 
nouncement made  by  Otto  Paschkes,  president, 
and  Nat  C.  Greene,  vice-president,  of  the  Poly- 
met organization,  upon  their  return  from 
abroad,  where  they  made  a  thorough  survey  of 
radio  conditions  in  England  and  in  the  countries 
they  visited  on  the  Continent. 


Death  of  H.  Horner 


Henry  Horner,  for  over  forty  years  engaged 
in  the  musical  instrument  business  in  Beatrice, 
Neb.,  died  March  25  in  that  city,  aged  seventy- 
five.  He  came  from  a  musical  family,  was 
highly  respected  and  had  scored  a  great  success 
in  his  business,  which  was  recently  turned  over 
to  his  son,  Samuel  H.  Horner,  who  now  con- 
ducts it  as  H.  Horner  &  Son.  In  addition  to 
well-known  pianos,  Columbia  and  Edison  pho- 
nographs and  Zenith  and  Atwater  Kent  radio 
are  handled  bv  this  concern. 


Jan  Garber 

at  Coral  Gables,  Fla.,  where  he  conducted  the 
leading  dance  orchestra  for  several  seasons. 
Since  that  time  he  has  added  considerably  to 
his  following  by  vaudeville  appearances,  and 
is  at  present  touring  Loew's  Southern  circuit 
of  theatres  as  a  big-time  attraction,  drawing 
capacity  houses  in  the  cities  visited. 

The  orchestra's  first  Columbia  release 
couples  the  fox-trots:  "Since  My  Best  Gal 
Turned  Me  Down"  and  "I  Wish  I  Could 
Shimmy  Like  My  Sister  Kate." 


frfc 


HELYCON 


Stands  for  All  That  Is  Best  in 

PHONOGRAPH 
EQUIPMENT 


If  you  are  a  manufacturer  or  a  dealer  in  phono- 
graphs or  phonograph  equipment,  you  should 
investigate  the  "Helycon." 


509 

For  high  grade  cabinet 
phonographs 


308 

For  small  phonographs 
and  portables 


POLLOCK-WELKER,  Limited 

Kitchener,  Ont.,  Canada 

Cable  Address  :    Polwel,  Kitchener  Code :  A.B.C.,  5th  Edition,  Bentley's 
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the  smell  of  sawdust.  C  Everything  is  absolutely  the 
very  biggest,  greatest,  newest,  most  wonderful,  sensational 
and  astounding.  <L  That  night  the  circus  leaves  town— 
it  doesn't  have  to  stay  and  make  good!  ©.  During  the 
past  years  of  radio  development  many  names  have  flashed 
like  a  skyrocket  and  soon  vanished  for  evermore.  CL  They 
had  f*  circus "  plans,  but  the  trouble  was,  they  had  to  stay 


Leaves  Town! 

and  couldn't  make  good.  The  dealer  was,  in  most  cases, 
the  "goat."  (L  Of  the  enduring  names  in  radio,  Kolster 
is  today  outstanding  and  made  so  by  adherence  to  the 
basic  principle  that  a  successful  business  can  be  built  only 
on  confidence.  CL  This  confidence  has  resulted  in  con- 
tinuous growth  for  Kolster  Radio  and  will  add  thousands 
of  new  Kolster  users  this  year.  C  The  Kolster  dealer  is 
assured  of  sound,  progressive  methods  backed  bv  finance, 
engineering  and  merchandising. 


©  1928,  Kolster  Radio  Corporation 


46 


The  Talking  Machine  World,  New  York,  April,  1928 


Three-Quarters  of  Radio  Corp.'s 
Income  Put  Back  Into  Business 

Net  Earnings  for  Five  Years  Aggregated  $39,145,172,  of  Which  25.94  Per  Cent  Was 
Paid  Out  in  Dividends  and  Tax  Reserve — Balance  to  Surplus 


A  recent  study  of  the  income  accounts  and 
balance  sheets  of  the  Radio  Corp.  of  America 
for  the  years  1923  to  1927  shows  that  three- 
quarters  of  the  net  earnings  of  RCA  have  been 
plowed  back  into  the  property  in  the  last  five 
years.  With  net  earnings  for  the  five  years 
aggregating  $39,145,172,  only  $5,505,596  was  paid 
out  in  dividends  and  $4,645,735  was  set  aside  as 
Federal  tax  reserve.  Together  these  items 
comprise  25.94  per  cent,  of  the  net  earnings  and 
the  balance  of  74.06  per  cent,  went  to  surplus 
or  reserves.  These  dividends  cover  only  four 
years,  beginning  with  1924,  when  the  7  per  cent 
preferred    stock    became    cumulative,    and  no 


dividends  were  paid  on  the  common  stock  in 
the  period  under  consideration. 

The  study  shows  that  the  greater  part  of  the 
accumulation  of  reserves  remained  untouched 
until  1927.  In  the  three  years,  1924  to  1926, 
reserves  of  $6,326,699  were  used  to  write  down 
contracts  and  good-will  to  $1.  In  the  1927 
balance  sheet  many  items  were  written  down 
through  the  application  of  accumulated  and 
new  reserves.  Drastic  write-offs  appear  in  the. 
patents  and  patent  rights  account,  which  stood 
at  $12,671,184  at  the  end  of  1927.  To  this 
account  reserves  of  $7,155,640  were  applied, 
reducing  it  to  $5,515,543  or  43.5  per  cent. 


Radio  Wholesalers'  Association 
Executive  Committee  in  Session 


Organization  Plans  Completed  at  a  Two-Day  Meeting  Held  in  Chicago- 
Matters  Discussed — Next  Meeting  to  Take  Place  on  April  21 


-Important 


The  Executive  Committee  of  the  Jobbers' 
Section  of  the  Federated  Radio  Trade  Associa- 
tion met  in  Chicago  recently  for  a  two-day  ses- 
sion, at  which  time  many  things  were  accom- 
plished for  the  benefit  of  the  wholesale  trade. 
The  Jobbers'  Section  was  organized  in  Milwau- 
kee on  February  15,  1928,  and  is  now  a  complete 
organization,  working  under  the  name  of  the 
Radio  Wholesalers'  Association,  affiliated  with 
the  Federated  Radio  Trade  Association.  In- 
terest in  the  wholesalers'  organization  has  not 
lagged  one  bit,  as  evidenced  by  the  complete 
membership  of  the  Executive  Committee, 
Thomas  White,  of  the  Wholesale  Radio  Equip- 
ment Co.,  Buffalo;  Geo.  Purdy,  of  the  Geo.  C. 
Beckwith  Co.,  Milwaukee;  Martin  Wolf,  of  the 
Electric  Appliance  Co.,  Chicago;  Harry  Alter, 
of  the  Harry  Alter  Co.,  Chicago;  Fred  Wiebe, 
of  the  Brown  &  Hall  Supply  Co.,  St.  Louis;  J. 
F.  Connell,  Kruse-Connell  Co.,  Indianapolis; 
W.  H.  Roth,  of  the  Radio  Specialty  Co.,  of  Mil- 
waukee, and  Harold  J.  Wrape,  Benwood-Linze 
Co.,  St.  Louis,  being  present  in  Chicago  for 
this  important  meeting. 

Organization  plans  were  completed  and  the 
Radio  Wholesalers'  Association  now  has  a  com- 
plete set-up  to  act  as  an  organization  for  whole- 
salers for  the  benefit  of  the  radio  industry  and 
the  individual  members.  The  Manufacturers' 
Relations  Committee,  headed  by  Harry  Alter, 
reported  progress  being  made  on  trade  rela- 
tions and  development  of  a  standard  purchase 
form  which  will  be  used  by  all  members  of  the 
Radio  Wholesalers'  Association  upon  its  adop- 
tion. The  Membership  Committee,  headed  by 
J.  F.  Connell,  reported  very  keen  interest  being 
aroused  in  the  wholesale  trade  in  general,  and 


expressed  his  opinion  as  being  very  optimistic 
concerning  the  future  membership  of  this  organ- 
ization. Many  applications  from  reputable 
wholesalers  were  submitted  for  membership 
and  approved. 

The  Executive  Committee  approved  the  copy 
for  the  booklet,  "The  Radio  Wholesaler  Needs 
Organization,"  which  is  now  being  printed  and 
is  available  for  distribution.  Harold  J.  Wrape, 
president  of  the  Federated  Radio  Trade  Asso- 
ciation, reported  the  activities  of  the  Legislative 
Committee,  during  the  past  two  weeks  in  Wash- 
ington, D.  C.  The  next  meeting  of  the  Execu- 
tive Committee  of  the  Radio  Wholesalers'  Asso- 
ciation was  voted  to  take  place  in  Chicago, 
April  21. 


Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


Kellogg  Co.  Issues 
Fine  House  Organ 

Kelloggram  to  Be  a  Clearing  House  for 
Radio  Merchandising  Ideas  Tested  by 
Kellogg   Dealers  Throughout  Country 

In  October,  1927,  Kellogg  Switchboard  & 
Supply  Co.,  Chicago,  prominent  radio  receiver 
manufacturer,  issued  its  first  radio  house  organ, 
which  was  known  as  the  Dealer  Help  Bulletin, 
printed  in  newspaper  style  and  mailed  to  radio 
distributors  and  dealers  throughout  the  country. 
The  first  issue  was  so  favorably  received  that 
the  second  issue  was  compiled  early  in  De- 
cember. In  January  the  firm  received  so  many 
requests  from  the  trade  to  continue  the  bulletin 
that  it  was  decided  to  issue  it  each  month 
under  the  name  Kelloggram.  The  February 
issue  arrived  in  the  hands  of  the  trade  about 
February  15th,  and   starting  with   the  March 


TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  O.  STREET,  WASHINGTON,  D.  C. 
204-6-8-10  CI.AY  ST.,  BALTIMORE  MU. 


MICA 
DIAPHRAGMS 

Immediate  delivery — all  sizes 
Send  for  free  samples  and  prices 
All  Mica  Products 

INTERNATIONAL  MICA  CO. 

Baring  5S6    PHILADELPHIA,  PA.    fIImm.  Phil*. 
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number  the  Kelloggram  will  be  mailed  during 

the  first  week  of  each  month. 

The  Kelloggram  editor  decided  that  the  pub- 
lication could  best  serve  the  trade  if  used  as  a 
clearing  house  for  ideas  which  have  been  tried 
and  proved  successful  by  Kellogg  dealers,  in- 
stead of  using  the  publication  as  a  place  wherein 
to  exploit  Kellogg  radio  products.  Dealers  who 
have  successfully  used  some  plan  which  has 
attracted  more  prospects  to  their  stores  are 
urged  to  send  the  news  to  the  editorv  of  the 
Kelloggram  so  that  it  may  be  passed  on  to 
other  dealers  for  their  use. 

Window  displays,  direct  mail  campaigns, 
unique  selling  plans,  etc.,  are  sought  by  all 
dealers,  and  through  the  columns  of  the  Kel- 
loggram about  10,000  dealers  will  learn  new 
selling  and  advertising  ideas.  The  inside  pages 
of  the  Kelloggram  illustrate  and  describe  the 
free  dealer  helps,  and  sales  literature  which  are 
available  to  Kellogg  dealers,  and  copies  of  the 
publication  will  be  mailed  to  anyone  interested 
in  radio  merchandising. 


Stromberg-Carlson 

Line  Is  Featured 


Highway  Motor  Supply  Co.  Uses  New 
Electric  Vapor  Type  Sign  in  Window 
to  Call  Attention  to  Radio  Line 


Chicago,  III.,  April  6. — The  Highway  Motor 
Supply  Co.,  authorized  Stromberg-Carlson 
dealer  of  this  city,  is  a  firm  believer  in  the  sell- 
ing power  of  window  display  space,  and  utilizes 


Unique  Stromberg-Carlson  Sign 

this  "silent  salesman"  to  the  best  possible  ad- 
vantage. An  unusual  feature  of  this  window,  a 
photograph  of  which  is  reproduced  herewith,  is 
the  large  Stromberg-Carlson  electric  sign  near 
the  top.  This  sign  is  one  of  the  newest  electric 
vapor  types  which  does  not  use  electric  bulbs. 
It  costs  considerable  and  is  a  striking  indication 
of  the  Highway  Motor  Supply  Co.'s  enthusiasm 
and  desire  to  push  the  line. 


Elsa  Alsen,  operatic  and  concert  soprano, 
was  the  featured  artist  at  the  Columbia  Phono- 
graph Co.'s  Schubert  Centennial  broadcast 
which  took  place  on  March  21. 


COTTON  FLOCKS 

Air  floated,  all  injurious  foreign  matter  eliminated 
for 

Record  and  Radio  Manufacturing 

THE  PECKHAM  MFG.  CO.  23^±^Tl 
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PORTABLE 


The  Most  Complete  Line 

Seven  Models  Described  Below 

Tone  and  Volume 
From  Long  Horns 





The  Smallest 


Artone  No.  14,  $12.50 
A  flat  model  with  fine 
tone. 


The  Largest 


Seven  Models 


No.  14  - 
No.  828  - 
No.  728  - 
No.  528  - 
No.  228  - 
Grand  - 
No.  30,  with  electric 
pick-up 


$12.50  List 
15.00  List 
16.50  List 
20.00  List 
25.00  List 
35.00  List 


32.50  List 


Write  for  new  circular 


BERG  A.  T.  &  S.  CO.,  Inc. 

Long  Island  City,  N.  Y. 


Artone  Grand,  $35 
A  strictly  de  luxe 
portable  with  44-inch 
lone  column  and 
special  reproducer. 
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A 

Complete  List 

of 


Distributors 


THE  ARTOPHONE  CORPORATION 
1624  Pine  St.,  St.  Louis,  Mo. 

THE  ARTOPHONE  CORPORATION 
McCall  Building 
Memphis,  Tennessee 

THE  ARTOPHONE  CORPORATION 

203  Central  Exchange  Building, 
804  Grand  Avenue,  Kansas  City,  Mo. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
227  W.  Washington  St.,  Chicago,  I1L 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

HAWAII  MUSIC  COMPANY 
1021  Fort  Street,  Honolulu,  Hawaii 

L.  D.  HEATER 
469^4  Washington  St.,  Portland,  Ore. 

IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y, 

OHIO  SALES  &  SUPPLY  CO. 
1231  Superior  Ave.,  Cleveland,  Ohio 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St.,  New  York  City 

OKEH  PHONOGRAPH 

CORPORATION 
809  So.  Los  Angeles  St. 

Los  Angeles,  Cal. 

OKEH  PHONOGRAPH 
CORPORATION 

339  Bryant  St. 
San  Francisco,  Cal. 

JAMES  K.  POLK,  INC. 
217  Whitehall  St.,  S.  W.,  Atlanta,  Ga. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
803-05  West  Broad  St.,  Richmond,  Va. 

THE  Q.  R.  S.  MUSIC  CO. 
1017  Sansom  St 
Philadelphia,  Pa. 

STERLING  ROLL  AND  RECORD 
COMPANY 
137  W.  4th  St.,  Cincinnati,  Ohio 


Landay  Bros.  Feature  Fada  Sets 
in  Comprehensive  Screen  Tests 

Series  of  Newspaper  Advertisements  Invite   Buying   Public  to   Make   Selection  of 
Radio  Receiver  From  Comparative  Tests  Behind  Screen 


While  occasionally  the  "blind"  test  has  been 
used  for  loud  speakers,  it  has  remained  for 
Landay  Bros.,  New  York  musical  instrument 
house,  to  adopt  a  comprehensive  screen-test 
plan  for  radio.  The  announcement  to  this  effect 
was  first  made  in  the  New  York  Times  for 
Friday,  February  24,  in  connection  with  Lan- 
day's  featuring  of  the  Fada  A.  C.  electric  radios. 

The  idea  is  regarded  as  sufficiently  revolu- 
tionary to  warrant  the  belief  that  radio  selling 
methods  will  be  considerably  altered  by  it. 

Landay  announced  that  the  music  specialists 
in  the  organization  had  tested  Fada  behind 
screens  and  that  by  process  of  elimination  the 


product  of  Frank  Andrea  and  his  associates  had 
"proved  its  thoroughbred  qualities."  The  sig- 
nificant thing  for  readers  of  this  publication 
about  this  screen-test  idea  is  set  forth  by  Lan- 
day in  these  words: 

"After  all,  most  of  our  patrons  are  not  tech- 
nical experts,  every  radio  owner  thinks  he 
knows  the  best  radio  made,  but  how  many  has 
he  actually  listened  to — side  by  side — under 
exactly  the  same  conditions? 

By  arranging  for  its  customers  to  be  able 
to  have  the  radio  screen  test  in  all  the  com- 
pany's stores,  Landay  feels  that  each  customer 
will  be  satisfied  by  means  of  his  own  ears. 


R.  B.  Rose  Radio         Acquires  Control  of 
Chain  Is  Bankrupt     Mu-Rad  Radio  Corp. 


Operator  of  Thirty  Radio  Sections  in  De- 
partment Stores  Lists  Liabilities  of 
$400,000;  Assets  $100,000 


The  R.  B.  Rose  Co.,  221  West  Fifty-seventh 
street,  New  York  City,  operating  a  chain  of 
some  thirty  radio  departments  in  department 
stores  throughout  the  East  and  Midwest,  re- 
cently filed  a  voluntary  petition  in  bankruptcy, 
listing  liabilities  of  approximately  $400,000  and 
assets  of  approximately  $100,000.  Melville  Boyd 
and  Thomas  H.  Matters  were  appointed  as  re- 
ceivers under  bond  of  $20,000. 

The  Rose  organization  was  formed  four  years 
ago  by  Robert  B.  Rose,  for  years  talking  ma- 
chine buyer  for  R.  H.  Macy  &  Co.,  and  Ralph 
B.  Austrian,  formerly  assistant  buyer  of  the 
phonograph-radio  department  of  Gimbel  Bros. 


H.Bobker  Now  With 
Cable  Supply  Co. 

H.  Bobker,  a  widely  known  sales  and  adver- 
tising executive,  is  now  associated  with  the 
Cable  Supply  Co.,  New  York,  in  an  executive 
capacity.  The  Cable  Supply  Co.  manufactures 
radio  tubes,  transformers,  condensers,  electrical 
specialties  and  Neon  tube  signs.  Mr.  Bobker 
was  sales  manager  of  the  Supertron  Mfg.  Co., 
Hoboken,  N.  J.,  manufacturer  of  Supertron 
tubes,  for  four  years. 


Bosch  Profits  Were 
$469,174  in  1927 

Profits  of  $469,174,  equivalent  after  expenses, 
depreciation,  etc.,  to  $2.26  per  share  on  207,399 
shares  of  no  par  stock,  were  shown  in  the  1927 
annual  report  of  the  American  Bosch  Magneto 
Corp.,  Springfield,  Mass.  This  compared  with 
$448,319,  or  $2.16  a  share  earned  in  1926.  Net 
sales  were  $7,975,027  in  1927,  compared  with 
$12,510,222  reported  for  1926. 


Southern  Victor 

Dealers'  Meeting 

Atlanta,  Ga.,  April  5. — Victor  dealers  froin 
Georgia,  South  Carolina,  Alabama  and  Tennes- 
see attended  a  general  sales  meeting  last  month 
at  the  Capital  City  Club,  the  Elyea  Talking 
Machine  Co.,  Victor  distributor,  sponsoring  the 
meeting. 


Sleeper  Radio  &  Mfg.  Corp.  Officials  and 
Mu-Rad  Corp.  in  Important  Deal — Gor- 
don C.  Sleeper  Heads  Both  Companies 

Announcement  of  the  acquisition  of  control 
of  the  Mu-Rad  Radio  Corp.  by  officers  of  the 
Sleeper  Radio  and  Mfg.  Corp.  and  their  trans- 
ferring to  the  Mu-Rad  Corp.  of  common  stock 
control    of    the     Sleeper     Corp.,     has  been 


Gordon  C.  Sleeper  at  His  Desk 

announced  by  Gordon  C.  Sleeper.  Mr.  Sleeper 
is  now  president  of  Mu-Rad,  as  well  as  of 
the  Sleeper  Company,  and  his  associate,  H.  C. 
Doyle,  becomes  treasurer  of  both  corporations. 
Under  the  merger  agreement,  Mu-Rad  becomes 
the  holding  company  and  Sleeper  the  manufac- 
turing and  operating  company. 

The  contract  between  these  two  well-known 
radio  concerns  is  said  to  involve  a  substantial 
increase  in  the  working  capital  of  the  Sleeper 
Radio  and  Mfg.  Corp.,  which  will  greatly 
broaden  manufacturing  and  sales  activities  dur- 
ing 1928. 

"The  identity  of  the  Sleeper  organization  is 
in  no  way  lost  or  changed  by  combination  with 
Mu-Rad,"  Mr.  Sleeper  stated  in  discussing  the 
merger.  "The  stockholders  of  the  Mu-Rad 
Company  simply  offered  to  turn  over  control, 
as  well  as  to  provide  a  substantial  increase  in 
the  working  capital  of  the  Sleeper  Company  if 
my  associate,  H.  C.  Doyle,  and  myself  would 
merge  our  company  with  theirs." 


A  series  of  recitals,  utilizing  the  Columbia 
Viva-tonal  phonograph  and  New  Process  rec- 
ords, have  been  given  throughout  Portugal.  In 
Oporto  the  recording  of  "Hallelujah,"  by  Cass 
Hagan  and  His  Orchestra,  was  so  well  received 
it  was  repeated  three  times.  Phonographs  are 
popular  with  the  public  in  Portugal. 
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Light  OFF! 


UP  to  date  dealers  who  are  real  mer- 
chandisers have  marked  the  Har- 
monica as  one  of  the  fastest  growing  and 
most  profitable  lines  in  their  entire  stock. 

The  spreading  of  Harmonica  instruc- 
tion in  the  schools,  the  great  and  rapid 
development  of  Harmonica  Orchestras 
and  Bands  throughout  the  country  and 
the  recognition  of  the  Harmonica  by 
parents  and  educators  as  the  first  step  in 
musical  knowledge  have  placed  this  in- 
strument in  a  unique  position  and  have 
increased  its  sale  by  leaps  and  bounds. 

Enterprising  merchants  are  capitalizing 
on  this  situation  by  giving  the  Harmonica 
prominent  space  in  their  show  windows 
and  on  their  counters.  They  are  reaping 
extra  profits  and  securing  many  new  and 
satisfied  customers. 

The  Hohner  Flasher  illustrated  above 
is  a  sure  medium  through  which  to  obtain 
profits  for  all  retail  dealers. 

Set  it  up  in  your  window,  plug  in  on  a 
light  socket  and  let  it  go !  Day  and  night 
it  will  flash  its  selling  message  to  new 
customers.  Beautifully  colored,  electri- 
cally illuminated,  substantially  built,  con- 
venient in  size  (14"xl7"),  it  is  a  REAL 
sales  stimulator. 

The  Flasher  costs  you  practically 
nothing  when  you  purchase  the  No.  800 
Assortment  of  Hohner  Harmonicas — 
"The  World's  Best"  both  as  musical  in- 
struments and  as  profit-making  mer- 
chandise. 


YmitWay  to 

'Extra 

HOHNER 

frofitS/ 


You 
Receive 

7  pes.  No. 

8  " 
2  " 
2  " 
2  " 
2  " 

2  " 

2  " 

1  " 

1  " 

1  " 
1  " 


32  pes. 


HOHNER  HARMONICAS 
contained  in  Assortment  No.  800 
-(includes  Electric  Flasher) 


Assortment 
of  Styles 

34B  "Old  Standby" 
1896  "Marine  Band" 
605  "Echo" 
254  "Sportsman" 
3CND  "World  Renov 
"Marine  Band 

Tremolo" 
"Auto  Valve" 
"Harmonette" 
"Goliath" 
"Marine  Band 

Tremolo" 
'Echo" 
•Up-to-Date" 
'Chromonica" 


105 
3101 
453 
146 


60S 
46V4 
260 


1.00 
1.00 
1.00 
1.50 

1.50 
2.00 
2.00 
2.75 


1.50 

2M 
2.00 
2.75 


$27.45 


YOU  INVEST 


for  these  Harmonicas  AND  the  «fclQ  Crt 
flasher    CplV.3U 

YOU  GAIN 
Over    40%    Cash    Profit— PLUS  a 
valuable  attention  getter  for  your 
window   


M.  HOHNER,  Inc.,  Dept.  72,  114  E.  16th  St.,  New  York 

Canadian  Address:  HOUGH  &  KOHLER,  468  King  St.,  W.,  Toronto 


HOHNER 

Harmonicas 
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Sell  New  Instrument,  If  You 
Can— If  Not,  a  Reproducer 

Russell  Raymond  Voorhees  Tells  How  Reynalds  Music  House  Found  Sale  of  New 
Sound  Boxes  Increased  Profits  and  Led  to  Phonograph  Sales 


Some  dealers  seem  to  feel  that  unless  a  per- 
son who  has  one  of  the  old  style  phonographs 
can  be  sold  one  of  the  new  type  that  it  is  not 
the  best  merchandising  to  sell  them  a  new 
sound  box  so  that  they  can  improve  their  old 
machine.  G.  J.  Emmanuel,  manager  of  the 
Reynalds  Music  House  at  Pensacola,  Fla.,  felt 
this  way  and  so  for  over  a  year  he  refrained 
from  selling  new  sound  boxes  unless  they  were 
called  for.  Finally  he  began  to  mull  over  the 
entire  proposition,  with  the  result  that  he  de- 
cided he  would  give  the  new  sound  box  a  fling 
anyway  and  see  what  happened. 

As  a  result  he  changed  his  selling  plans.  He 
tried  in  the  first  place  to  sell  a  customer  with 
an  old  machine  one  of  the  new  phonographs, 
taking  the  old  one  in  for  part  payment.  When 
he  saw  that  this  could  not  be  done  for  one 
reason  or  another,  but  principally  because  they 
didn't  want  to  take  on  the  added  financial  bur- 
den, he  would  shift  and  try  to  sell  them  a  new 


sound  box  so  that  they  could  bring  their  old 
machine  up  to  date.  The  result  was  that  in 
most  instances  he  made  a  sale,  either  of  a  new 
machine  or  of  a  sound  box.  In  addition  he 
stimulated  the  sale  of  records,  and  this  depart- 
ment began  to  show  more  activity. 

Following  up  the  sale  of  sound  boxes,  Em- 
manuel found  that  later  on  these  same  people 
became  prospects  for  the  new  machine,  whereas 
if  he  had  not  sold  them  a  new  sound  box  their 
machine  would  likely  have  been  out  of  use  all 
of  that  time,  and  they  might  never  have  become 
prospects  for  the  new  phonograph.  After  using 
this  method  for  some  time  now,  Emmanuel  is 
convinced  that  the  thing  to  do  is  to  try  to  sell 
a  new  machine,  and  if  that  cannot  be  done, 
then  the  wise  thing  to  do  is  to  sell  them  a 
new  sound  box.  That  stimulates  business  and 
keeps  the  customer  using  the  phonograph, 
which  is  the  only  way  that  the  dealer  can  make 
continuous  profits  from  it. 


Grebe  Establishes 
Radio  Scholarships 

Two  radio  scholarships,  sponsored  by  Alfred 
H.  Grebe,  president  of  A.  H.  Grebe  &  Co.,  Inc., 
New  York  City,  manufacturer  of  the  Synchro- 
phase  receiving  set,  will  be  given  to  worthy 
applicants  by  the  Veteran  Wireless  Operators' 
Association  each  year,  it  was  announced  at  a 
recent  meeting  of  that  organization.  The 
scholarships,  known  as  the  "Grebe  Radio 
Scholarships,"  will  be  awarded  one  for  an 
attendant  student  and  the  other  for  a  corre- 
spondence student  in  the  Radio  Institute  of 
America,  New  York  City.  The  candidate  will 
be  selected  by  means  of  a  letter  or  essay  pre- 
pared on  a  subject  selected  by  a  committee  of 
the  association.  J.  V.  Maresca  at  the  Hotel 
Roosevelt,  New  York,  has  been  placed  in  charge 
of  applications  for  the  scholarships. 


of  Mr.  Forbes'  talk  on  retailer  education, 
briefly  summed  up,  are:  A  connecting  link- 
between  the  company's  national  advertising 
campaign  and  the  dealer's  educational  campaign 
which  was  accomplished  by  the  distribution  of 
a  sales  booklet  entitled,  "Getting  Acquainted"; 
a  point  of  contact,  represented  by  "Dorothy 
Martin,"  namely,  a  woman  who  keeps  in  touch 
with  the  salespeople,  95  per  cent,  of  whom  are 
women;  the  organization  of  Victor  Record 
Clubs  of  retail  salespeople  in  as  many  important 
cities  as  possible,  each  club  holding  monthly 
meetings  at  which  advance  records  are  played 
and  discussed,  and  finally,  the  classification  of 
records  into  types  and  the  working  for  a 
higher  unit  of  sale. 


Roy  A.  Forbes  on 

Dealer  Education 


How  the  Victor  Talking  Machine  Co.  trains 
its  retail  representatives  was  the  subject  of  an 
interesting  article  based  upon  an  interview  with 
Roy  A.  Forbes,  sales  and  merchandise  manager 
of  the  Victor  Company,  that  appeared  in  a 
recent  issue  of  Printers'  Ink.    The  chief  points 


Co-operative  Kolster 
Billboard  Campaign 

Harper-Megee,  Inc.,  Kolster  distributor, 
Seattle,  with  the  co-operation  of  Kolster 
dealers,  sponsored  a  concentrated  billboard 
campaign  lasting  over  a  period  of  several 
months.  At  various  points  along  the  highways 
to  and  from  Seattle  nine  twenty-four  sheet 
billboards  were  placed.  The  message  they  have 
is  brief  and  forceful  and  easily  read  by  a  glance 
of  a  passing  motorist.  It  reads  in  huge  letters: 
"Kolster  Radio,  a  Triumph  in  Tone — Matchless 
in  Value — Sold  Only  Through  Authorized 
Dealers — Harper-Megee,     Distributors."  Fea- 


tured across  the  center  of  the  board  is  a  large 
illustration  of  the  Kolster  6  H.  Nightly 
illumination  keeps  the  message  at  work  at  all 
times.  Since  this  campaign  started  increased 
sales  can  be  traced  directly  to  the  Kolster  bill- 
boards, and  even  though  the  expense  was  great, 
the  remarkable  advance  in  inquiries  for 
Kolsters  and  about  Kolsters  and  actual  pur- 
chases have  more  than  justified  the  expense. 


New  Distributors 

for  Steinite  Line 


I.  J.  Cooper  Rubber  Co.  to  Cover  Central 
Ohio  and  Indiana — Dunham-Carrigan- 
Hayden  Co.  in  California  Field 

The  Steinite  Laboratories  Co.,  Chicago,  re- 
cently announced  the  appointment  of  the  I.  J. 
Cooper  Rubber  Co.,  as  an  exclusive  distributor. 
The  firm  will  cover  the  central  Ohio  and  In- 
diana territory,  and  with  offices  located  at  Co- 
lumbus and  Dayton,  O.,  and  Indianapolis,  Ind., 
the  Cooper  organization  is  in  a  position  to  give 
prompt  and  efficient  service  to  Steinite  dealers 
in  that  territory. 

The  Steinite  Laboratories  Co.  also  announced 
the  addition  of  another  well-known  distributor 
to  its  rapidly  growing  list,  the  Dunham-Carri- 
gan-Hayden  Co.,  San  Francisco,  Cal.,  who  will 
act  as  an  exclusive  Steinite  jobber  in  the  north- 
ern California  territory. 


Fischer  Co.  Issues 

Chart  of  Springs 

Philadelphia,  Pa.,  April  7.— The  J.  A.  Fischer 
Co.,  of  this  city,  has  just  issued  its  new  chart 
of  Valley  Forge  "Non-Jump"  main  springs. 
A  novelty  has  been  introduced  in  the  prepara- 
tion of  the  new  chart  in  that  it  has  been  pre- 
pared in  a  wall-hanger  type.  The  cover,  artis- 
tically prepared  in  two  colors,  shows  the  Valley 
Forge  heat-treating  process  and  the  succeeding 
pages  list,  describe  and  give  minute  measure- 
ments of  every  spring  in  the  Valley  Forge  line. 


An  Important  Move 

To  remedy  poor  conditions  surrounding  the 
handling  of  insolvencies  in  the  radio  industry 
arising  through  lack  of  unified  action  of  credi- 
tors, the  Radio  Manufacturers  of  America  have 
decided  to  refer  all  insolvency  cases  of  their 
members  to  the  Credit  Clearing  House.  The 
plan,  as  announced,  will  enable  unit  action  in 
the  election  of  proper  trustees,  and  is  expected 
to  result  in  large  savings  in  administrative  ex- 
penses, as  well  as  larger  dividends  for  the 
parties  concerned.  


Ask  for  a  copy  of  catalog  illustrating  and 
describing  motors  ivith  1,  2,  3  and  4  springs, 
playing  2  to  10  records  with  one  winding. 


Exclusive  Features 

which  will  increase  the  sales 
value  of  your  phonographs  are 
incorporated  in  the  superior 
line  of 

KRASCO  silent 
MOTORS 

Krasco  Phonograph  Motor  Co. 

Elkhart,  Indiana,  U.S.A. 
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F.  A.  D.  Andrea  Re- 
turns From  Cruise 


President  of  Fada  Radio  Completed  Per- 
sonal Test  of  Radio  Reception  in  Vari- 
ous Ports  of  the  West  Indies 


F.  A.  D.  Andrea,  president  of  Fada  radio,  has 
completed  a  personal  test  of  radio  reception  in 
various  ports  of  the  West  Indies  and  aboard 
ship.  Mr.  Andrea  recently  returned  to  his  desk 
from  an  enjoyable  trip. 

From  the  moment  he  left  New  York,  Mr.  An- 
drea reports  that  he  was  able  to  keep  in  touch 
with  New  York  stations  during  daylight  hours, 
until  within  one  day  of  Havana.  By  night  he 
was  able  to  tune  in  New  York  stations  from 
every  port  his  ship  touched  in  the  West  Indies, 
with  uniform  good  reception.  The  tests  were 
made  on  a  stock  seven-tube  Fada  receiver  with 
a  small  aerial. 


Analysis  of  Radio 

Stock  Turnover 

Hal  P.  Shearer,  general  manager  of  the  Split- 
dorf  Radio  Corp.,  Newark,  N.  J.,  calls  attention 
to  an  analysis  made  by  the  Retail  Ledger  from 
the  same  set  of  statistics  from  which  Mr. 
Shearer  has  prepared  articles  on  radio's  com- 
petition and  comparative  conditions  as  to  radio 
sales  throughout  the  country.  The  Retail  Ledger 
analysis  has  to  do  with  average  stock  invest- 
ments and  annual  turnover  of  money  as  to  sev- 
eral lines,  including  radio.  Mr.  Shearer  espe- 
cially directs  the  industry's  attention  to  the 
figure  given  for  radio.  It  is  stated  in  the  article 
referred  to  that  the  average  stock  investment 
to  yield  sales  of  $100,000  in  radio  is  $18,000. 
This  makes  the  annual  money  turn  approxi- 
mately 5.5. 

Another  interesting  development,  and  which 
was  noted  by  Mr.  Shearer  on  his  recent  West- 
ern trip,  was  the  strong  position  of  the  music 
dealer  in  the  West  in  the  merchandising  of 
radio  products.  It  has  been  said  that  the  West- 
ern music-radio  dealer  was  formerly  slightly 
behind  the  East  in  the  promotion  of  radio 
products,  but  it  would  now  seem  that  the  music 
dealer  is  a  radio  dealer  from  coast  to  coast. 


Atwater  Kent  Hour 
to  Open  Music  Week 

Philadelphia,  Pa.,  April  9.— For  the  third  time 
the  Society  for  the  Advancement  of  Music  has 
designated  the  Atwater  Kent  Sunday  evening 
broadcast  concert  as  the  official  radio  opening 
of  National  Music  Week.  The  Atwater  Kent 
Mfg.  Co.,  of  this  city,  which  is  a  member  of 
the  Music  Industries  Chamber  of  Commerce, 
has  always  heartily  co-operated  with  that  organ- 
ization in  the  advancement  of  music,  and  this 
year,  as  in  other  years,  calls  the  attention  of 
Atwater  Kent  dealers  to  the  various  seals,  win- 
dow stickers,  hangers,  billboards,  books  and 
pamphlets  available  for  increasing  the  interest 
of  the  general  public  in  music. 


New  York  Wholesale 
House  Changes  Name 

The  Greater  City  Phonograph  Co.,  New 
York,  one  of  the  best-known  distributors  of 
phonograph  and  radio  products  in  the  East, 
recently  announced  a  change  in  name  to  Greater 
City  Distributing  Co.  Maurice  Landay  is  presi- 
dent of  the  organization.  The  most  recent  ac- 
quisition to  the  radio  lines  distributed  by 
Greater  City  is  that  of  Kolster  radio,  manu- 
factured bv  Federal-Brandes,  Inc.,  Newark,  N.  J. 


c 


onvert  them  ALL 
to  use  AC  Tubes! 


Complete  "A-B-C" 
for  sets  using 

AC  Tubes 

Sterling  Tri-Power  sales 
are  outstripping  all  com- 
petition because  of  these 
features  which  quickly 
adapt  the  unit  to  any  set 
— variable  "B"  voltages ; 
"A"  voltage  regulation  to 
protect  overloading  fila- 
ments where  AC  line  volt- 
age is  high;  complete — no 
extra  mid-tap  resistors  or 
by-pass  condensers  or  "C" 
bias  needed.  All  are  built 
into  the  unit.  Standard 
AC  cable-adapters  are  fur- 
nished or  installation  is 
quickly  made  to  rewired 
AC  sets. 

These  units  offer  you  big 
profits.  Write  your  jobber 
or  us  direct.  Do  it  now. 
Every  minute  counts. 


Complete  "A-B-C 
for  sets  using 

DC  Tubes 


In  the  face  of  the  popularity 
of  AC  tubes  Sterling  "Dri-A" 
Power  Units,  "B"  Units  and 
"B-C"  Units,  also  Radiola 
"A"  and  "B"  Power  Teams 
continue  to  sell  and  sell  big. 
Why?  Because  they  have 
proved  themselves  most  sat- 
isfactory to  owner  and  dealer 
alike.  They  give  tone  quality 
and  are  free  from  service 
troubles.  Constantly  increas- 
ing sales  prove  it. 

Thousands  of  owners  of  DC 
sets  want  reliable,  light  sock- 
et— all  electric  radio — and 
they  want  to  keep  their  DC 
tubes.  They  want  Sterling. 
There  is  a  Sterling  unit  for 
every  set  and  every  pocket- 
book. 

"Dri-A"  Power  with 
Tungar    Bulb,   R-93  $39.50 

"B"  Power  with  Ray- 
theon Tube    -  R-81 

"B-C"  Power  Heavy 
Duty  Model  with 
Raytheon  Tube,  R-98 

"A"  and  "B"  Power 
Team  for  Radiolas, 
.    .    R-94  and  R-41 


28.50 


38.00 


TripowER  xEs 

The  Complete  "A-B-C"  for  All  5-7  Tube  Sets 

List  Price,  Model  R-810,  115  volt  60  cycle  .  .  .  $32.00 

Model  R-809,  115  volt,  25-40  cycle   37.00 

BH   Raytheon   Tube   4.50 

Special   harness    with   adapters   6.00 

This  Complete  AC  Tube  Transformer 

Requires  no  mid-tap  re- 
sistors,  no  by-pass  con- 
densers,  no  "C"  bias. 
They  are  all  built  in. 
Added  to  any  good  "B" 
supply  you  get  perfect  (SC 
AC  tube  conversion. 

List  prices,  Model  850  115v  60  cycle  $14.50 

849  115v  25—40  cycle  16.00 

Harness  with  AC  Tube  adapters  $6.00  to  $8.00 


59.00 


OTHER  STERLING  AC 
PROFIT-MAKERS 

R-509  AC  Tube  Tester  for  Stores 

Shows  grid  performance  and  tests  emission 

of  all  tubes.    List  $35.00 

R-512  for  Service  Men 
—The  Universal  Tube  and  Set  Tester.  Tells 
you  everything  you  want  to  know.  Port- 
able.   Accurate.    List  35.00 

Sterling's  Latest! 
—the  Junior  Short  Checker,  makes  the  rejection  tests  of  all 
types— both   AC   and  DC  tubes.    Also  checks  filament 
emissions.    Your  best  insurance  is  R-514.    List  .    .  13.50 
OUTPUT    TRANSFORMER,    R-360    5.00 

AC  LIKE  TESTER 

More  than  ever,  since  AC  tubes  have  been  so 
widely  adopted,  varying  AC  line  voltages 
present  a  real  problem  to  radio  service  men. 
,  Every  installation  of  an  AC  receiver  should 
be  checked  and  "A"  voltages  adjusted  accord- 
ingly. This  Sterling  AC  Voltmeter,  specially 
designed  for  AC  radio  work,  tests  AC  circuits 
up  to  150  volts.  Compact— rugged.  R-417.  List 
price  $7.50 

THE  STERLING  MFG.  CO. 

2831  Prospect  Ave.,  Cleveland,  O. 
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United  Air  Cleaner 
Co.  Has  Fine  Plant 


Sixty  Thousand  Square  Feet  of  Factory- 
Space  Possessed  by  Chicago  Manufac- 
turing Firm  Headed  by  F.  F.  Paul 

Owning  right  in  Chicago  seven  and  one-half 
acres  of  valuable  land,  on  part  of  which  stands 
a  huge  modern  plant  with  60,000  square  feet 


selling  of  a  Radiola,  and  how  one  satisfied  cus- 
tomer leads  to  further  sales.  It  is  designed  to 
show  the  RCA  dealer  the  sales  methods  cal- 
culated to  result  in  increasing  his  retail  busi- 
ness. It  is  a  two-reel  film,  and  takes  about 
twenty-five  minutes  to  show  upon  the  screen. 
It  may  be  had  in  two  sizes,  for  standard 
projection  machines  and  also  for  small  home 
projectors.  Additional  information  may  be  ob- 
tained from  the  Radio  Corp.  offices  at  New 
York,  Chicago  and  San  Francisco. 


Interest  in  Radio 

Wholesalers'  Assn. 


Heads  Brunswick 

Promotion  Dept. 

E.  L.  Sorsen  Appointed  to  New  and  Im- 
portant Position  in  the  Brunswick  Or- 
ganization— Will  Co-operate  With  Trade 

The  Brunswick-Balke-Collender  Co.  an- 
nounces the  appointment  of  E.  L.  Sorsen  as 
manager   of   the    Sales    Promotion   and  Mer- 


Many  Applications  From  Leading  Dis- 
tributors Being  Received  by  Member- 
ship Committee — Circulars  Sent  Out 


Frank  F.  Paul 

of.  floor  space,  that's  the  position  the  United 
Air  Cleaner  Co.  enjoys. 

The  company  is  known  throughout  the  in- 
dustry as  manufacturer  of  United  motors, 
which  to-day  are  used  very  generally  by  the 
trade.  Last  year  their  No.  S  motor  created  a 
sensation  when  it  was  introduced — a  six-record 
motor  of  distinctive  design  and  constructed  on 
a  modern  new  principle. 

F.  F.  Paul,  general  manager  of  this  company, 


The  Radio  Wholesalers'  Association,  formed 
at  the  Federated  Radio  Trades  Association  Con- 
vention, in  Milwaukee,  February  IS,  recently 
mailed  circular  letters  to  the  entire  radio 
wholesale  trade  with  the  result  that  several 
hundred  more  interested  wholesalers  have  re- 
quested further  information  concerning  this 
newly  formed  organization.  The  results  of  the 
membership  campaign  have  been  very  satisfac- 
tory, and  many  new  applications  have  been  re- 
ceived from  the  most  reputable  wholesalers 
throughout  the  country. 

The  membership  committee  reports  great  in- 
terest evinced  in  various  localities,  with  the 
result  that  they  plan  on  far  exceeding  the  quota 
of  members  which  was  anticipated  by  the 
executive  committee.  The  dealer-relations  com- 
mittee is  actively  at  work  on  dealer-help  prob- 
lems and  other  activities  to  make  the  radio 
retail  store  a  more  profitable  enterprise.  The 
manufacturers'  relations  committee  reports  con- 
tinued activities  with  results  to  be  made  public 
at  the  next  meeting  of  the  executive  committee. 
The  last  executive  committee  meeting  was  held 


Huge  Plant  of  United  Air  Cleaner  Co.  Is  One  of  the  Most  Modern  in  the  Middle 


advises  that  the  1928  program  is  the  most  am- 
bitious ever  undertaken  by  his  organization. 
It  embraces  large-scale  production  of  the  No. 
5,  and  active  exploitation  of  the  new  No.  2 
motor  for  portables,  exclusively.  Dealer  helps 
are  being  created,  advertising  planned  and  a 
policy  of  dealer  promotional  effort  has  been 
established.  The  concern  specializes  in  the  manu- 
facture of  quality  products,  a  fact  that  has  been 
instrumental  in  building  up  one  of  the  largest 
businesses  of  its  kind  in  the  country. 


for  two  days  on  March  16  and  17  in  Chicago,  at 
which  time  organization  plans  were  perfected. 


RCA  Film  "Links" 
Used  to  Aid  Sales 


A  motion  picture  entitled  "Links,"  the  story 
of  a  successful  dealer,  has  been  produced  by 
the  Radio  Corp.  of  America,  to  show  how  deal- 
ers can  increase  sales  of  RCA  products.  It 
shows  a  typical  American  family;  how  they  re- 
spond to  RCA  national  and  local  advertising; 
how  a  progressive  radio  dealer  utilizes  that  ad- 
vertising; the  various  steps  in  his  successful 


Correcting  an  Error 

In  a  news  article  in  the  March  issue  of  The 
Talking  Machine  World,  New  England  News 
Section,  it  was  stated  in  error  that  the  radio 
receivers  manufactured  by  the  Kellogg  Switch- 
board &  Supply  Co.,  Chicago,  were  known  by 
the  trade  name  "Majestic."  It  was  further 
stated  that  the  company  was  planning  to  place 
upon  the  market  a  three-tube  receiver  shown 
in  several  different  models.  In  order  to  correct 
the  erroneous  impression  which  this  article 
may  have  created,  it  is  hereby  stated  that  the 
radio  receivers  manufactured  by  the  Kellogg 
Switchboard  &  Supply  Co.  are  known  by  the 
trade  name  "Kellogg"  and  that  the  Kellogg 
organization  has  made  no  announcement  as  yet 
regarding  its  new  line  of  radio  receivers.  Fur- 
thermore, according  to  advices  received  from 
the  Kellogg  Co.  in  Chicago,  the  firm  has  no 
intention  of  introducing  a  three-tube  receiver. 


E.  L.  Sorsen 

chandising  Department  of  the  company,  a  newly 
created  department  for  which  the  company 
officials  felt  there  was  a  real  need  in  view  of  the 
existing  demand  for  better  merchandising 
methods  and  more  efficient  saleswork. 

Mr.  Sorsen  will  keep  an  accurate  report  on 
the  work  of  each  Brunswick  salesman  through- 
out the  country,  and  will 
at  all  times  be  conversant 
with  the  situation  in  each 
territory.  He  will  assist 
branches  in  the  merchan- 
dising of  Panatropes  and 
records,  and  in  the  crea- 
tion of  new  sales  plans, 
and  will  conduct  cam- 
paigns and  contests  on 
special  models. 

Mr.  Sorsen  is  particu- 
larly well  fitted  for  this 
new  and  important  post. 
For  the  past  several  years 
he  has  been  in  charge  of 
the  general  sales  offices 
of  the  Brunswick  Co..  and 

West 

has  worked  in  close  con- 
tact with  the  dealers  from  that  office  and  is 
thoroughly  conversant  with  modern  merchan- 
dising problems  in  the  music  industry.  His 
long  experience  enables  him  to  appreciate  the 
problems  that  confront  the  music  dealer  to-day, 
and  with  this  appreciation  he  can  more  readily 
work  toward  the  solution  of  those  problems. 

Mr.  Sorsen  is  now  lining  up  his  new  depart- 
ment and  is  fortunate  in  having  Frank  Fry  to 
assist  him  in  his  work.  Mr.  Fry  has  been 
associated  with  previous  promotional  activities 
with  Brunswick,  and  he  too  is  conversant  with 
the  dealer  situation,  and  his  experience  will  be 
invaluable  to  Mr.  Sorsen  in  the  operation  of 
his  new  department. 


New  A-K  Dealer  Aid 


The  Atwater  Kent  Mfg.  Co.,  of  Philadelphia, 
Pa.,  has  prepared  for  the  use  of  its  dealers 
three  new  designs  in  letterheads,  and  each  thou- 
sand lot  is  split  evenly  among  the  three  designs, 
which  should  add  to  the  effectiveness  of  the 
dealer's  mail  solicitations  and  follow-ups. 
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$ 


15 


List 


Dealer's  Price 

$9,50 
Quantity  Price 
on  Request 


W  MODEL 

A  Portable  Phonograph 
Built  to  Suit  Trend 

of  Popular  Demand 


'"THIN  model  portables  are  wanted — 
^  not  the  bulky  machine  that  bangs 
against  your  leg  as  you  carry  it.  The 
THIN  MODEL  Swanson  is  compact 
and  light — no  parts  to  remove  or  apply. 
Price  within  the  reach  of  all. 


Improved  Tone 
Quality 

XJO  detail  of  mechanical  per- 
^  fection  has  been  sacrificed 
in  re-designing  the  Swanson 
THIN  MODEL.  A  tone  cham- 
ber of  improved  design  and  the 
phonic  reproducer  give  the 
new  machine  even  better  tone 
quality. 


Consolidated  Talking  Machine  Co* 

CONSOLIDATED  BUILDING 

227-229  W.  Washington  Blvd.,  Chicago 
Minneapolis:  1424  Washington  Ave.  S.  Detroit:  2949  Gratiot  Ave. 
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Deca-Disc  Co.  Re- 
names Its  Products 


Automatic  Instrument  Now  Known  as  the 
Fulamatic  Creatone — New  Remote  Con- 
trol Model — W.  R.  Moore,  Secretary 


Waynesboro,  Pa.,  April  7. — 'Having  completed 
a  change  in  organization,  name  of  product,  and 
added  new  products,  the  Deca-Disc  Phonograph 


Speaker  With  Remote  Control  Panel 

Co.,  of  this  city,  is  preparing  to  make  1928  one 
of  the  biggest  years  in  its  history.  W.  R. 
Moore,  Jr.,  an  engineer  and  experienced  execu- 
tive, has  been  elected  secretary  and  general 
manager  of  the  organization. 

While  the  name  of  the  Deca-Disc  Phono- 
graph Co.  will  remain  the  same  as  heretofore, 
the  instrument  itself  will  hereafter  be  called  the 
Fulamatic  Creatone.  This  name  has  been  se- 
lected as  being  more  fully  descriptive  of  the 
instrument  than  the  name  Deca-Disc  phono- 
graph. It  is  pointed  out  that  it  is  more  than 
a  phonograph,  as  it  is  an  automatic  record- 
playing  instrument  that  will  play  ten  records 
continuously  or  any  predetermined  number 
which  might  be  selected.  The  method  of  repro- 
duction is  by  power  amplification. 

The  Model  25  and  the  smaller  but  equally 
efficient  Model  15  will  be  retained  in  the  line 
this  year.  There  has  also  been  introduced 
within  the  last  few  months  Model  O,  which  is 
either  the  Model  25  or  15  equipped  with  a  re- 
mote control  box.  The  newest  product  is  a 
speaker,  including  a  remote  control  panel  which 

PHONOGRAPH 
MOTORS 


WIDE  variety  of 
Motors  made  by 
Hermann  Thorens, 
Ste.  Croix,  Switzer- 
land, Manufacturer 
of  Europe's  most 
celebrated  phono- 
graph motor. 

High  quality  —  rea- 
sonably priced.  In 
different  capacities, 
playing  up  to  10 
records. 

jo .  1 


THORENS,  Inc. 

Sole  Distributors  for  U.  S.  A. 
450  Fourth  Ave.      New  York  City 


allows  the  music  to  be  brought  to  any  room  of 
the  building  without  moving  the  Fulamatic 
Creatone  itself,  and  the  control  panel  controls 
the  playing  of  the  machine  no  matter  how  far 
distant  the  speaker  may  be  removed. 

The  speaker,  which  is  illustrated  herewith, 
is  known  as  the  Model  R-2  when  equipped  with 
a  cone  speaker,  and  the  Model  R-3  when 
equipped  with  dynamic  speaker. 

The  officers  of  the  Deca-Disc  Phonograph  Co. 
for  the  ensuing  year  remain  the  same,  with  the 
exception  of  the  secretary,  to  which  office  Mr. 
Moore  was  appointed.  The  officers  of  the  com- 
pany are  as  follows:  President,  Mark  H.  Landis; 
vice-president,  G.  T.  Shearer;  treasurer,  John  B. 
Eader,  and  secretary  and  general  manager,  W. 
R.  Moore,  Jr. 


H.  R.  Fletcher  With 
Racon  Electric  Co. 


Nationally  Known  Figure  of  the  Music- 
Radio  Industry  Has  Been  Appointed 
General  Sales  Manager  of  the  Firm 


Harold  R.  Fletcher,  nationally  known  in  the 
music-radio  industry  and  a  pioneer  radio  execu- 
tive, has  joined  the  Racon  Electric  Co.,  Inc., 
New  York,  as  general  sales  manager,  according 
to  an  announcement  by  A.  I.  Abrahams,  vice- 
president  of  Racon.  Mr.  Fletcher  will  shortly 
leave  his  desk  on  an  extended  sales  trip 
throughout  the  country  in  the  interests  of  the 


H.  R.  Fletcher 

special  line  of  horns  and  loud  speakers  manu- 
factured under  the  Racon  trade-mark. 

The  new  Racon  official  brings  to  his 
position  a  wide  experience  in  radio,  having  at 
various  times  been  associated  with  the  Apco 
Manufacturing  Co.,  Amsco  Products,  Inc., 
Algonquin  Electric  Co.,  and  other  radio  inter- 
ests. He  is  a  prominent  member  of  the  Radio 
Manufacturers'  Association  and  is  actively 
identified  with  a  number  of  its  important 
committees. 


Grebe  Co.  Guarantee 
a  Dealer  Protection 


A.  H.  Grebe  &  Co.,  Inc.,  New  York  City 
and  Los  Angeles,  Cal.,  have  issued  a  new 
guarantee  of  apparatus  which  is  included  with 
every  piece  of  equipment  leaving  its  factory. 
The  three  sections  of  this  guarantee  are  print- 
ed on  one  card  and  are  readily  detachable. 
This  card  includes  the  guarantee  itself,  a  pur- 
chaser's record  card,  which  is  to  be  filled  out 
by  the  purchaser  and  returned  to  the  Grebe 
Co.,  and  a  dealer's  record  card,  which  is  de- 
tached and  kept  on  file  by  the  dealer  for  his 
own  protection. 


II  CI  FV'<i  GRAPHITE  PHONO 
ILJLIi  *    J  SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good. 
Is  prepared  in  the  proper  consistency,  will  not  run 
out,  dry  up  or  become  sticky  or  rancid.    Remains  in 

its  original  form  indefinitely. 
Put  up  in  1,  5,  10,  25  and  50-pound  cans  for  dealers. 
This  lubricant  is  also  put  up  in  4-ounce  cans  to 
retail  at  25  cents  each  under  the  trade  name  of 

FITDFK  A  NOISELESS  TALKING 
LtlttLnM   MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St.,  NewYork 


"Aunt  Jemima"  on 
Columbia  Records 


"Aunt  Jemima,"  who  has  been  a  vaudeville 
headliner  for  a  number  of  years,  and  who  has 


"Aunt  Jemima" 

this  season  won  new  laurels  as  Aunt  Jemima 
in  the  Ziegfeld  success,  "The  Show  Boat,"  re- 
cently contracted  to  record  for  the  Columbia 
Phonograph  Co.  Her  first  release  is  one  of 
the  song  hits  of  the  production,  "Can't  Help 
Lovin'  Dat  Man." 

"Aunt  Jemima"  is  a  blackface  artist,  but  has 
been  known  to  deceive  many  of  her  audiences, 
so  successful  a  "mammy"  is  she.  Her  voice  is 
of  a  surprising  range  and  quality. 


Ties  Up  With  Movie 
and  Record  Artist 

The  Brunswick  record  of  the  theme  song  of 
the  "Jazz  Singer,"  motion  picture  in  which  Al 
Jolson,  Brunswick  recording  artist  is  starred, 
and  which  Jolson  recorded,  namely,  "Mother  of 
Mine,  I  Still  Have  You,"  was  attractively  fea- 
tured by  the  Chas.  E.  Wells  Music  Co.,  of  Den- 
ver, Col.  In  addition  to  this  very  attractive 
window,  the  store  ran  an  effective  advertise- 
ment in  the  Denver  Post  for  five  consecutive 
days.  A  model  P-13  Panatrope  was  placed  in 
the  lobby  of  the  Aladdin  Theatre  where  "The 


Wells  Co.'s  Clever  Tie-Up 

Jazz  Singer"  was  being  shown  and  Jolson's 
record  "Mother  of  Mine,  I  Still  Have  You,"  was 
played  softly.  This  proved  a  very  effective  tie- 
up  and  the  dealer  reports  gratifying  results. 


In  New  Quarters 

San  Francisco,  Cal.,  April  4. — The  local  branch 
of  the  Columbia  Phonograph  Co.,  of  which  A. 
J.  Schrade  is  manager,  has  now  settled  in  its 
new  quarters  at  941  Mission  street. 
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The  Line  That  Measures  Up- 


—  to  the  standard  you  set  for 
radio  in  your  own  home  should 
be  a  profitable  one  for  you  to 
sell— 


— especially  if  investigation  shows 
the  sales  and  merchandising 
policies  behind  the  line  to  be 
equally  right* 


Ask  for  the  facts  on 
Slagle  1928-29  Radio 


Slagle  Radio  Company 

Fort  Wayne  Indiana 

Division  of  United  States  Electric  Corp. 
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Widespread  Demand  Features 

Trade  in  Kansas  City  District 

Medium  and  Higher  Priced  Instruments  Continue  to  Lead  in  Point  of  Sales  and  the 
Entire  Trade  Is  Optimistic  Over  the  Outlook  for  Business 


Kansas  City,  Mo.,  April  7. — Demand  for  pho- 
nographs and  radios  is  brisk  at  this  time,  ac- 
cording to  leading  retailers  in  this  city.  Activ- 
ity is  well  distributed  over  the  medium  and 
higher-priced  instruments.  Record  demand  is 
unusually  good. 

The  talking  machine  and  radio  department 
of  J.  W.  Jenkins'  Sons  is  enjoying  a  fine  busi- 
ness in  Orthophonies,  combinations  and  radios, 
according  to  Burton  J.  Pierce,  head  of  the  re- 
tail department.  In  radio  they  have  so  much 
business  that  it  has  been  almost  impossible  to 
handle  it  all.  Kellogg,  RCA  and  Atwater  Kent 
are  all  in  good  demand.  J.  W.  Jenkins'  Sons 
were  hosts  to  the  Victor  dealers  from  more 
than  thirty  towns  in  Missouri  and  Kansas  at 
a  dinner  at  the  Hotel  Muehlebach  on  March  29. 
The  meeting  was  a  sales  conference. 

Kolster  and  Columbia  lines  are  holding  to  an 
excellent  volume  at  this  time,  according  to  C.  M. 
Willis,  sales  manager  of  the  Sterling  Radio  Co. 
Mr.  Willis  finds  ever-increasing  interest  in  the 
Columbia-Kolster  electric  phonograph. 


Cincinnati,  O.,  April  9.— Talking  machine 
dealers  report  that  Spring  business  has  opened 
up  in  a  way  that  is  better  than  fair  with  sales 
at  a  better  level  than  they  were  at  this  time 
last  year. 

Recent  visitors  to  the  local  branch  of  the 
Columbia  Phonograph  Co.,  of  which  Miss  Rose 
Helberg  is  manager,  were  W.  C.  Fuhri,  of  New 
York,  general  sales  manager,  and  R.  J.  Mueller, 
of  Cleveland,  district  manager.  "Our  Colum- 
bia-Kolster electric  reproducing  machine  has 
met  with  a  splendid  reception,  and  orders  for 


Standke's  report  that  business  is  well  ahead 
of  last  year  at  this  time.  Sales  of  records  are 
more  than  satisfactory. 

Paul's  report  activity  in  phonographs  rn  the 
increase  now.  A  very  good  attraction  at  this 
time  is  the  new  Orthophonic  Radiola  with  AC 
operation. 

At  the  recent  Better  Homes  and  Building 
Exposition  held  in  Convention  Hall  in  this  city 
a-  number  of  the  music  dealers  exhibited.  J. 
W.  Jenkins'  Sons  had  two  attractive  booths, 
displaying  an  Automatic  Victrola  Electrola 
Radiola,  priced  at  $1,550,  as  the  central  piece 
of  the  exhibit.  A  model  510  Kellogg,  priced  at 
$495,  was  featured,  two  smaller  Orthophonies 
and  the  new  small  Atwater  Kent.  Duff  & 
Repps  had  a  Kolster  exhibit,  showing  the  com- 
plete Kolster  line.  The  booth  was  artistically 
appointed  with  tapestry  hangings  and  shaded 
lights.  The  Jones  Store  Co.  exhibited  an 
Atwater  Kent  as  a  part  of  their  furniture  dis- 
play. These  exhibits  attracted  a  great  deal  of 
attention  on  the  part  of  the  public. 


it  are  increasing  satisfactorily  day  by  day," 
said  Miss  Helberg. 

The  Ohio  Talking  Machine  Co.  has  just  re- 
ceived the  new  8-35  Orthophonic  Victrola, 
which  retails  at  $300.  This  has  been  demon- 
strated to  local  dealers.  Following  the  demon- 
stration here  it  was  taken  to  Indianapolis, 
Louisville  and  other  cities. 

A  new  store  which  soon  is  to  be  opened  in 
Springfield,  O.,  by  James  Waite,  will  carry  the 
Brunswick  line. 

"Our  greatest  trouble  is  to  get  high-grade 


models  of  instruments  as  fast  as  we  can  sell 
them,"  said  Miss  Nan  Tighe,  manager  of  the 
Baldwin  Victrola  Shop,  which  adjoins  the  store 
of  the  Baldwin  Piano  Co. 

The  store  of  the  Starr  Piano  Co.,  which  is 
the  home  of  the  Starr  phonograph  and  Gennett 
records,  is  undergoing  several  changes,  the 
principal  one  of  which  is  the  alteration  of  the 
front  of  the  first  story. 

According  to  H.  O.  Biddle,  of  the  Biddle 
Brunswick  and  RCA  Shop,  which  has  space  in 
the  store  of  the  Starr  Piano  Sales  Co.,  the  de- 
mand for  talking  machines,  combinations  and 
straight  radio  has  been  very  good  and  it  is 
getting  still  better. 

Ernest  C.  Daulton,  son  of  E.  B.  Daulton, 
local  manager  of  the  Brunswick-Balke-Collen- 
der  Co.,  has  gone  to  New  York  City,  ai;d  is 
now  assistant  musical  director  in  the  Bruns- 
wick Recording  Laboratories. 

L.  D.  Fairall,  son  of  P.  J.  Fairall,  proprietor 
of  Fairall's  Music  Store,  Newark,  O.,  has  been 
appointed  a  member  of  the  sales  staff  of  the 
Brunswick  Co.  and  will  cover  eastern  Tennes- 
see and  portions  of  Kentucky  and  Virginia. 
T.  T.  Marshall,  who  formerly  represented  the 
company  in  Indianapolis  territory,  has  been 
transferred  to  western  Tennessee  and  western 
Kentucky. 

The  last  week  of  March  the  Otto  Grau  Piano 
Co.  took  advantage  of  the  Vitaphone  appear- 
ance of  Al  Jolson  and  featured  "Mother  of 
Mine"  and  other  Brunswick  records. 

Trade-in  Allowance 
Plan  Is  a  Success 

Unique  Plan  Devised  for  Ortho-Sonic  Ra- 
dio Dealers  by  Federal  Radio  Corp.  Is 
Stimulating  Sales  of  Receivers 

The  Federal  Radio  Corp.  has  adopted  a 
unique  method  of  stimulating  radio  sales  for 
its  retailers  during  the  Spring  period.  The  Fed- 
eral Co.  has  reports  from  many  retailers  to  the 
effect  that  their  business  is  peaking  that  of 
November  and  December  combined,  and  that 
if  the  Trade-in  Allowance  Plan  is  continued,  it 
will  result  in  the  sale  of  many  Federals  during 
the  Spring  season.  This  is  the  first  time  that 
a  radio  manufacturer  has  attempted  the  trade-in 
plan  on  a  national  basis.  That  it  is  working 
out  successfully  is  proven  by  the  results  re- 
ported by  many  Federal  retailers. 

In  connection  with  the  plan  the  following 
letter  was  sent  to  Federal  retailers  by  L.  E. 
Noble,  president  of  the  Federal  Radio  Corp.: 

"Letters  are  pouring  in  from  retailers  and  wholesalers 
telling  us  in  detail  about  the  success  of  the  Federal 
Trade-in  (Allowance  Plan. 

"Any  radical  merchandising  innovation  is  undertaken 
with  considerable  anxiety  as  to  the  outcome  and  effect 
and,  therefore,  the  fact  that  this  plan,  which  we  have 
been  first  in  the  industry  to  institute  on  a  national 
basis,  has  worked  out  so  successfully,  is  most  gratifying. 
In  any  -  new  industry  there  is  always  a  tendency  to 
attempt  to  apply  such  experience  and  methods  as  have 
proven  successful  in  other  and  older  industries.  This 
industry  of  ours  does  not  seem  to  submit  itself  to  such 
application  of  precedents,  but  seems  to  require  a  constant 
development  of  merchandising  ways  and  means  to  fit 
the  kaleidoscopic  changes  in  the  business. 

"Our  experience  up  to  this  time  with  the  trade-in 
allowance  plan  leads  us  to  consider  the  advisability  of 
its  application  to  future  product  as  well  as  to  current 
merchandise.  We  are  advised  that  various  agencies  ex- 
ternal to  the  Federal  family  have  questioned  the  intent 
and  sincerity  of  the  trade-in  allowance  plan  and  we 
wish  to  state  emphatically  at  this  time  that  the  plan 
is  only  as  it  appears  on  the  surface,  that  is,  it  is  de- 
signed to  'secure  a  wider  consumer  ownership  of  Federal 
Ortho-sonic  receivers  in  order  that  there  may  be  a  greater 
appreciation  of  the  extraordinary  value  of  the  equipment 
and  consequently  more  general  word-of-mouth  advertising 
of  it.'  The  plan  can  in  no  way  be  construed  to  in- 
timate implied  future  reduction  of  suggested  list  prices. 

"We  wish  to  take  this  occasion  to  compliment  whole- 
salers and  retailers  who  have  been  and  are  aggressively 
taking  advantage  of  the  possibilities  which  the  plan 
offers  and  profiting  accordingly  and  to  point  out  to  any 
who  are  not  the  opportunity  that  is  passing  by  their 
door.  The  plan  is  solid  and  well  grounded  and  a  boon 
to  those  users  who  have  a  recent  or  sizable  investment 
in  inferior  or  battery  apparatus.  Federal  intends  to 
push  to  the  limit  the  advantage  gained  by  first  instituting 
this  plan  on  a  national  basis,." 


To  Hold  Trade 

(Qive  Qood  Service) 

The  surest  way  of  holding  your  customers'  trade  is  to 
give  them  good  service.  This  means  that  you  must  use 
good  service  instruments. 

A  Jewell  service  instrument  which  will  help  you  keep 
customer  good-will  is  the  Pattern  No.  137  A.C.  and  D.C 
Set  Analyzer.  It  is  the  most  popular  development  In 
radio  service  equipment  because  of  its  ease  of  operation. 
Plainly  marked,  individual  push  button  switches  indi- 
cate the  tests  to  be  made. 

The  instruments  incorporated  are  a  0-150  A.C.  volt- 
meter for  checking  line  voltage  and  filament  voltage  of 
tubes  operated  in  series;  a  double  range  0-3-15  A.C. 
voltmeter  for  adjusting  filament  voltage  on  A.C.  tubes, 
and  a  D.C.  voltammeter  having  a  voltmeter  resistance 
of  1000  ohms  per  volt  with  ranges  of  0-10-50-100-500  volts 
and  0-10-100  milliamperes.  .  ;' 

This  service  instrument  maintains  the  usual  high  quality  of  Jewell  instruments-  The  case  is  covered 
with  genuine  Morocco  leather  and  the  analyzer  comes  completely  equipped  with  adapters  and  test  leads. 

Write  for  descriptive  circular  No.  1141. 

Jewell  Electrical  Instrument  Co. 


Pattern  No.  137 


1650  Walnut  Street 


Chicago 


"28  Years  Making  Good  Instruments" 


Advent  of  Spring  Puts  New  Life 
in  Business  in  Cincinnati  Field 

W.  C.  Fuhri,  of  the  Columbia  Phonograph  Co.,  New  York,  Visits  Local  Branch — Al- 
terations Under  Way  at  Starr  Co.'s  Store — Other  Trade  News  of  the  Month 
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The  new  President  of  SONORA 

is  gathering  Men! 


fit,: 

jf^  -  * 

■ 

NO  business  despite  its  millions  of  money, 
despite  its  revolutionary  products  like  the 
wonderful  new  Sonoras,  can  hope  to  rise  higher 
than  the  abilities  of  the  men  who  command  it 
and  who  serve  it. 

You  have  probably  heard  of  the  vast  and 
far-reaching  plans  of  Sonora,  you  have  perhaps, 
heard  of  its  millions  of  life-giving  money — 
and  you  may  have  heard  of  its  astounding  new 
improvements  and  products  and  its  new  plans 


in  the  interest  of  dealers  the  whole  land  over. 

But  the  last  and  greatest  guarantee  of  its 
future  is  the  new  man-power  Sonora  is  assem- 
bling. Some  of  our  new  leaders  are  with  us  now, 
others  are  soon  to  be  announced.  Watch  for 
the  most  important  announcement  of  personnel 
in  next  month's  issue  of  this  publication. 

P.  L.  Deutsch,  the  new  president  of  Sonora 
is  gathering  men.  And  he  is  gathering  dealers 
too.  The  Sonora  Snowball  has  started  to  roll. 
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Manufacturer  of 

PHONOGRAPH  AND  RADIO  CABINET 
HARDWARE  AND  METAL  SPECIALTIES 

155  Leonard  St.  NEW  YORK,  N.  Y. 

Samples  and  Prices  on  Request 


r-NONSPILL-. 

«  NEEDLE  CUP  ' 

PATENT  PENDING- 

MEMBERS  OF  A  BIG  FAMILY— LEADERS  IN  THEIR  LINE 


Phonograph  Record  Sales  Gained 
in  Germany  in  the  Year  1927 

Interesting  Report  of  Commercial  Attache  to  the  Department  of  Commerce  Shows  Ex- 
ports for  the  Year  Totaled  7,120,759  Records  Valued  at  9,765,000  Marks 


Germany's  sales  of  phonograph  records  in- 
creased considerably  in  1927,  in  the  domestic 
market  and  abroad,  reports  Commercial  Attache 
F.  W.  Allport,  Berlin,  to  the  Department  of 

Commerce. 

Exports  amounted  to  7,120,759  records,  valued 
at  9,765,000  marks,  as  compared  with  4,261,446 
records,  valued  at  5,855,000  marks  in  1926 — an 
increase  in  value  of  nearly  4,000,000  marks,  or 
almost  65  per  cent  over  1926.  (The  mark  is 
worth  $0.23).  The  favorable  balance  of  the 
foreign  trade  in  talking  machine  records  in- 
creased in  round  numbers  from  4,840,000  marks 
to  8,200,000  marks. 

According  to  Germany's  monthly  summaries 
of  foreign  trade,  the  greatest  number  of  records 
in  1927  was  taken  by  the  Netherlands,  as  in  the 


year  before.  It  is,  however,  to  be  assumed  that 
at  least  part  of  these  exports  Were  not  destined 
for  the  Netherlands,  but  were  shipped  in  transit 
through  that  country  to  other  markets. 

Exports  to  the  United  States  were  relatively 
small  in  1927,  amounting  to  only  134,000  records. 
Exports  to  South  America  and  the  United 
Kingdom  were  negligible.  As  these  markets 
are  entirely  in  the  hands  of  the  American  and 
English  record  manufacturers,  German  statis- 
tics give  no  export  figures  on  them. 

In  1927  Germany  imported  1,225,182  records, 
valued  at  1,579,000  marks,  compared  with  833,714 
records,  valued  at  1,017,000  marks  in  1926.  Out 
of  the  total  in  1927,  966,000  records  came  from 
Great  Britain  and  nearly  53,000  from  the  United 
States. 


Talking  Machine 

and  Radio  Patents 


Sound-Reproducing  Machine.  William  H. 
Thommen,  Plymouth,  Wis.  Patent  No.  1,661,- 
396  and  Patent  No.  1,661,397. 

Phonograph  System.  Joseph  P.  Maxfield, 
Maplewood,  N.  J.    Patent  No.  1,661,539. 

Sound-Reproducing  Means.  George  W. 
Smith,  Jr.,  Riverton,  N.  J.,  assignor  to  the  Vic- 
tor Talking  Machine  Co.,  Camden,  N.  J.  Patent 
No.  1,662,135. 

Talking  Machine.  Costantino  Moccia,  Lynch 
Mines,  Ky.    Patent  No.  1,662,584. 

Sound  Reproducer.  George  C.  Lindsey,  Los 
Angeles,  Cal.    Patent  No.  1,663,256. 

Operator  for  Tuning  Units  of  Radio  Appara- 
tus. Dorsey  F.  Asbury,  Washington,  D.  C. 
Patent  No.  1,660,368. 

Rheostat.  Daniel  E.  Moore,  Chicago,  111., 
assignor  to  Central  Radio  Laboratories  of  Wis- 
consin.   Patent  No.  1,660,879. 

Combined  Radio  Loud  Speaker  and  Phono- 
graph. Newman  H.  Holland,  East  Orange,  N.  J. 
Patent  No.  1,660,996. 

Radiocondenser.  James  Barnet,  Baltimore, 
Md.    Patent  No.  1,661,159. 

Logging  and  Indicating  Device  for  Radio 
Tuning  Instruments.  James  P.  Coughlin,  Kan- 
sas City,  Mo.    Patent  No.  1,661,410. 

Radiolog.  Harry  D.  Bartlett,  Delevan,  Wis. 
Patent  No.  1,661,456. 

Duplex  Radio  Signaling  Set.  Ralph  K.  Pot- 
ter, New  York,  N.  Y.,  assignor  to  the  Ameri- 
can Tel.  &  Tel.  Co.,  same  place.  Patent  No. 
1,662,126. 


Loud  Speaker.  Jack  A.  Glassman,  Chicago, 
111.    Patent  No.  1,662,742. 

Radio  Signaling  System  Employing  Machine 
Switching  Dial.  Milton  L.  Almquist,  Brook- 
lyn, N.  Y.,  assignor  to  the  American  Tel.  & 
Tel.  Co.,  New  York,  N.  Y.  Patent  No.  1,662,- 
877. 

Radio  Receiver.  Wm.  M.  Bruce,  Jr.,  Spring- 
field, O.    Patent  No.  1,663,110. 

Radio  Receiver.  George  F.  Borkman,  Salt 
Lake  City,  Utah.    Patent  No.  1,663,583. 

Radio  Apparatus.  Matthew  H.  Loughridge, 
Bogota,  N.  J.,  and  John  S.  Holliday,  New 
York,  N.  Y.    Patent  No.  1,663,635. 

Radio  or  Radiophone  Receiving  Set  Demon- 
strator. Archie  R.  Wolfe,  Summit,  N.  J.  Pat- 
ent No.  1,663,743. 

Radio  Loud  Speaker  Assembly.  Roger  H. 
Bryant,  Wilkingsburg,  Pa.,  assignor  to  the 
Westinghouse  Electric  &  Mfg.  Co.  Patent 
No.  1,664,241. 


Open  Dallas  Branch 

Dallas,  Tex.,  April  6.— The  Wolf  Manufactur- 
ing Industries,  makers  of  the  Mastercraft  line 
of  phonographs,  recently  opened  a  division 
office  in  this  city,  which  makes  immediate  de- 
livery to  dealers  in  the  Southwest.  This  branch 
office  covers  the  States  of  Texas,  Arkansas  and 
Oklahoma,  and  since  its  inception  a  great  num- 
ber of  new  accounts  have  been  opened.  The 
bulk  of  shipments  are  received  from  the  Wolf 
plant  at  Kokomo,  Ind.  In  addition  to  the  com- 
pany's line  of  phonographs  the  branch  is  doing 
a  large  business  with  the  reproducer  recently 
introduced  to  the  trade. 


Emil  Velazco  New 

Columbia  Artist 


Well-known  Motion  Picture  Theatre  Or- 
ganist Has  Won  Fame  as  Composer  of 
Music  for  Motion  Picture  Theatre  Organ 

Emil  Velazco,  new  exclusive  Columbia  artist, 
is  not  only  one  of  the  youngest  but  at  the  same 
time  one  of  the  outstanding  theatre  organists 


Emil  Velazco 

in  the  country.  He  is  also  regarded  as  being 
one  of  the  leaders  in  the  composition  of  nov- 
elty jazz  for  the  modern  theatre  organ.  With 
the  rapid  development  of  the  motion  picture 
theatre  and  the  strides  taken  by  the  pipe  or- 
gan, Velazco  began  an  intensive  study  of  pipe 
organ  music  as  applied  to  motion  pictures.  For 
two  seasons  he  played  with  a  jazz  orchestra 
to  be  closer  to  the  subject  of  his  study. 

Mr.  Velazco  has  composed  theatre  pipe 
organ  music  for  practically  every  type  of  film. 
When  the  Roxy  theatre  opened  in  New  York 
he  was  selected  as  its  chief  organist,  and  re- 
cently he  added  to  his  following  by  broadcast- 
ing "The  Witching  Hour"  three  times  a  week 
from  radio  station  WOR. 


Radiomarine  Donates 
Two  Scholarships 

Two  scholarships,  donated  by  the  Radio- 
marine  Corp.  of  America,  for  attendance  at  the 
Radio  Institute  of  America,  will  be  administered 
and  awarded  by  the  Veteran  Wireless  Opera- 
tors' Association,  according  to  a  recent  an- 
nouncement. Awards  will  be  made  to  those 
American-born  youths  over  eighteen  who  write 
the  best  letters  or  essays  on  "Why  the  Ameri- 
can Merchant  Marine  Needs  Perfect  Wireless 
Communication."  Complete  information  may 
be  obtained  from  James  Maresca,  secretary, 
Veteran  Wireless  Operators'  Association,  Hotel 
Roosevelt,  New  York  City. 
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who  will  introduce 
a  new  and  dominant 
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Darrow  Music  Co.,  of  Denver, 

Stages  Unique  Publicity  Stunt 

Jos.  C.  Coyle  Describes  How  Live  Dealer  Attracted  Attention  to  His  Lines  by  Clever 
Use  of  a  Large  Beer  Keg  in  Which  Was  Concealed  a  Loud  Speaker 


Since  so  many  different  kinds  of  establish- 
ments have  started  handling  radio  supplies,  and 
there  is  a  loud  speaker  in  almost  every  block, 
appealing  to  the  public  to  stop  and  listen,  it 


A  Display  That  Makes  'Em  Stop 


takes  something  decidedly  out  of  the  ordinary 
to  get  a  rise  out  of  city  crowds.  Realizing  this 
fact,  and  that  to  sell  the  passer-by  anything  he 
must  first  be  induced  to  enter  the  store,  the 
Darrow  Music  Co.,  of  Denver,  has  hit  upon  a 
unique  and  very  effective  way  of  advertising 
phonographs  and  radios. 

The  loud  speaker  was  removed  from  a  Pana- 
trope  and  placed  in  a  ten-gallon  beer  keg,  with 
a  portion  of  the  upper  part  sawed  off,  and  a 
pair  of  swinging  doors  in  the  front.  After 
placing  the  speaker  in  the  keg,  facing  the  open 
doors,  the  top  is  put  back  in  place  and  the 
speaker  connected,  either  with  a  Panatrope  or 
a  six-tube  radio  set.  In  the  latter  case  the 
second  stage  of  audio  is  cut  out. 

The  mellow  notes  of  "Turkey  in  the  Straw," 
"Little  Brown  Jug"  and  other  old-time  music, 
issuing  from  the  keg,  seems  to  fascinate  the 
passing  crowds  fully  as  much  as  would  the 
original  contents  of  the  keg,  if  opened  on  a  hot 
Summer's  day.  In  fact  so  many  people  gather 
about  the  unique  display  that  police  have  re- 
quested the  company  to  cut  out  the  perform- 
ance when  too  large  a  crowd  congregates. 


"The  Keganola,  as  we  call  it,  has  been  so 
successful  that  we  soon  sold  out  our  best 
records  and  were  obliged  to  order  more,"  said 
O.  M.  Frazier,  manager  of  the  phonograph  and 
radio  department.  "The  old  time  music  seems 
to  make  the  biggest  hit  with  the  crowds,  and 
the  stunt  has  resulted  in  many  sales  in  the  radio 
department  also,  which  we  are  able  to  trace  to 
the  demonstration  outside." 

H.  P.  Shearer  Talks 
on  Buying  Areas 

General  Manager  of  Splitdorf  Radio  Corp. 
Gives  Interesting  Facts  and  Figures  on 
Buying  Conditions  on  the  Coast 

Hal  P.  Shearer,  general  manager  of  the  Split- 
dorf Radio  Corp.,  Newark,  N.  J.,  who  recently 
returned  from  an  extensive  trip,  presented  in- 
teiesting  facts  and  figures  upon  the  question 
"Do  the  very  largest  cities  produce  greater 
sales  in  proportion  to  population  than  the  next 
grouping  and  still  smaller  cities?"  Mr.  Shearer 
found  this  was  a  question  frequently  asked  by 
radio  merchandisers  and  stated  in  part: 

"I  was  recently  in  California,  and  was  inter- 
ested in  the  figures  compiled  by  the  Domestic 
Distribution  Department  of  the  United  States 
Chamber  of  Commerce  on  San  Francisco  itself, 
and  in  comparison  Metropolitan  San  Francisco. 
While  these  comparisons  will  not  answer  en- 
tirely the  above  question,  an  analysis  of  the 
figures  will  throw  considerable  light  on  the 
topic  which  surely  is  of  interest  to  everyone 
engaged  in  selling  radio. 

"In  1926  San  Francisco  radio  sales  were  $2,- 
992,600.  Metropolitan  San  Francisco  sales  were 
$4,459,100.  San  Francisco  population  was  given 
at  566,800  and  metropolitan  San  Francisco  at 
946,500.  The  latter  figure  therefore  leaves 
389,700  for  the  rest  of  the  market  which  in- 
cludes Oakland,  Alameda  and  Berkeley.  The 


latest  figures  I  have  before  me  give  Alameda  at 
28,806,  Berkeley,  56,036  and  Oakland,  216,261. 
In  round  numbers  San  Francisco  has  60  per 
cent  of  the  population,  and  the  other  parts  of 
the  trading  zone  40.  Sales  are  above  the  60 
per  cent  for  San  Francisco  proper.  Better  get 
it  accurately:  Percent  Percent 

Population  Sales 

San  Francisco    59.8  67.1 

Outside  territory    40.2  32.9 

100.00  100.0 

"Thus  it  would  appear  that  in  areas  of  great- 
est concentration  sales  are  greatest.  Of  course, 
this  fact  must  be  taken  into  consideration. 
Many  people,  as  in  the  New  York  trading  area, 
'come  to  town,'  as  it  were,  to  trade,  and  even 
such  large  'suburbs'  as  those  on  the  West  Coast 
are  no  exception." 

A.  N.  Doty  Joins  the 
Atwater  Kent  Staff 

Widely  Known  in  Trade — Will  Assist  H. 
T.  Stockholm,  District  Sales  Manager  in 
the  Southwestern  Territory 

Philadelphia,  Pa.,  April  6. — A.  N.  Doty,  who 
was  formerly  connected  with  the  Pooley  Co.,  of 
this    city,   has   joined   the    sales    staff   of  the 


A.  N.  Doty 

Atwater  Kent  Mfg.  Co.,  also  of  this  city.  Mr. 
Doty  is  widely  known  in  radio  circles,  having 
traveled  the  entire  Southern  part  of  the  United 
States  for  the  Pooley  Co.,  and  also  has  had  a 
previous  wide  and  varied  experience  in  both  the 
talking  machine  and  piano  industries.  In  his 
new  capacity  Mr.  Doty  will  assist  H.  T.  Stock- 
holm, district  sales  manager  in  the  Southwest- 
ern part  of  the  country. 


New  RMA  Directors 


M.  Frank  Burns,  general  sales  manager  of 
E.  T.  Cunningham,  Inc.,  New  York  City,  and 
J.ohn  C.  Tully,  president  of  the  Bremer-Tully 
Manufacturing  Co.,  Chicago,  111.,  were  recently 
appointed  members  of  the  board  of  directors 
of  the  Radio  Manufacturers'  Association  by 
President  C.  C.  Colby.  These  appointments 
fill  the  vacancies  caused  by  resignations,  in- 
cluding that  of  Carl  D.  Boyd,  who  has  entered 
a  different  line  of  business. 


Art  Gillham  Pleases 


Atlanta,  Ga.,  April  5. — Ludden  &  Bates, 
Phillips  &  Crew,  Bame's,  Inc.,  Edico  Piano  Co. 
and  LeRoy  Webb,  all  Columbia  dealers,  report 
a  decided  increase  in  record  sales,  due  to  the 
appearance  at  the  Grand  Theatre  for  a  week 
of  Art  Gillham,  the  Whispering  Pianist,  of  wide 
fame. 
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Watch  for  complete  announcement 


FANSTEEL  PRODUCTS  COMPANY,  INC. 

NORTH  CHICAGO,  ILLINOIS 
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Here's  the  Solution  of 
Your  Accessory  Problem ! 


What  is  going  to  take  the  place  of  your  accessory  business 
— the  quick-turning,  profitable  sales  of  batteries,  elimi- 
nators, etc.,  that  brought  new  and  old  customers  into 
your  store  frequently  and  helped  you  sell  complete  sets  ? 

Progress  of  the  radio  industry  is  wiping  out  this  busi, 
ness — but  we  now  offer  you  an  even  more  profitable 
alternative ! 


Made  in  walnut  and  mahogany  finishes. 
Contains  RCA  100-A  Speaker.  Accom- 
modates any  radio  set.  Height  29"; 
width  30". 


THE  SEVILLE 

Butt  walnut  front,  attractively  overlaid 
in  rippled  maple.  Equipped  with  RCA 
100-A  Speaker.  Accommodates  all  makes 
of  radio  sets.  Height  42";  width  32". 


Wasmuth'Goodrich  Radio  Furniture 

is  made  by  masters  of  the  wood-working  craft;  conceived 
by  men  who  know  1928-29  requirements.  The  modern 
replacement  for  your  dwindling  accessory  sales — ready 
now,  for  this  week's  business  ! 

We  shall  present  new  designs  and  new  goods  as  often  as 
the  basic  demands  of  the  industry  justify  or  require. 
Careful  distribution  through  wholesalers  of  approved 
standing — wholesome  merchandising  methods  and  lib- 
eral discounts — these  mean  quick  turnover  and  greater 
profits  for  you! 

The  coupon  is  for  your  convenience — mail  it  NOW! 

SYMPHONIC  SALES  CORPORATION 
370  Seventh  Avenue,  New  York 


Symphonic  Sales  Corporation 
370  Seventh  Avenue,  New  York 

Please  send  me  detailed  description;  list  prices  and  discounts  on 
the  new  Wasmuth-Goodrich  Radio  Furniture. 


Name  _ . 
Address 


JOHN  H.WILSON, Manager 


324 WASHINGTON  SI, BOSTON, MASS 


ENGLAND 


Gradual  Strengthening  of  Trade 
Volume  in  New  England  District 


New  England  Music  Trade  Association  Stages  Annual  Meeting  and  Dinner — F. 
Pitts  Co.  Campaign  Stimulates  Improved  Window  Displays — Other  News 


D. 


Boston,  Mass.,  April  9. — Business  is  gradually- 
strengthening  as  the  Spring  comes  along.  In 
the  talking  machine  field  the  new  models  be- 
ing put  out  by  the  different  companies  are  at- 
tracting considerable  attention. 

Annual  Meeting  of  Association 

The  annual  meeting  and  dinner  of  the  New 
England  Music  Trade  Association  held  a  fort- 
night ago  at  the  Hotel  Statler  was  a  most  en- 
joyable affair,  and  was  attended  by  quite  a 
number  of  the  talking  machine  men.  The  new 
president,  Shepard  Pond,  is  widely  and  pleas- 
antly known  in  the  trade. 

Sponsors  Window  Display  Campaign 

There  is  considerable  local  interest  in  the 
window  display  campaign  fathered  by  the  Kel- 
logg Switchboard  &  Supply  Co.,  whose  line  is 
handled  by  the  F.  D.  Pitts  Co.,  of  this  city. 
The  prize  of  $400  will  be  given  the  winner  of 
the  best  window  during  March,  and  many  of 
the  100  dealers  in  New  England  have  entered 
the  competition,  responding  to  the  request  of 
the  Pitts  Co.  to  come  to  the  fore. 

Addresses  Sales  Meeting 

There  was  an  important  sales  meeting  one 
evening  recently  at  the  Columbia  branch,  which 
was  attended  by  a  large  contingent  of  the  em- 
ployes of  the  F.  C.  Henderson  Co.  Manager 
Bill  Parks  gave  an  informative  talk  on  the  Co- 
lumbia product  and  its  great  possibilities. 
Brunswick  Branch  Activities 

Branch  Manager  Charles  F.  Shaw,  of  the  lo- 
cal Brunswick  headquarters,  is  rapidly  getting 
the  machinery  of  his  new  environment  into 
that  complete  working  order  to  which  he  has 
become  accustomed  in  his  earlier  associations 
with  the  Brunswick  line.  Dealers  from  all  of 
the  territory  have  either  got  in  touch  with  him 
by  letter  or  through  personal  calls  to  wish  him 
the  best  of  luck  in  his  new  undertaking.  In 
addition  to  the  new  men  he  added  a  few  weeks 
ago  to  his  staff,  and  which  were  mentioned  in 


the  March  issue  of  The  World,  he  has  taken 
on  still  another,  A.  Schulman,  who  comes  here 
from  New  York,  and  who  will  be  in  charge  of 
the  foreign  record  department.  W.  H.  Stevens, 
who  has  been  with  the  record  merchandising 
department  of  the  Brunswick,  was  over  in  New 
York  for  a  short  visit  to  the  laboratories. 
Reports  Big  A.  K.  Demand 

Business  in  the  Atwater  Kent  line  appears 
to  be  holding  up  well  with  the  J.  H.  Burke 
Co.,  and  if  the  needed  merchandise  could  be 
secured  in  such  lots  as  the  house  actually  can 
use,  business  could  be  reported  as  much  larger. 
Orders  on  the  Burke  Co.'s  books  total  far  more 
than  can  be  taken  care  of  at  the  present  time. 
A  local  caller  has  been  Vernon  Collamore,  gen- 
eral sales  manager  of  the  Atwater  Kent  Co., 
who  paid  a  hurried  visit  here  a  week  ago  for 
the  special  purpose  of  attending  the  auto  show 
in  Mechanics  Building.  A  new  addition  to  the 
Burke  personnel  is  John  F.  Burke,  who  will 
take  charge  of  the  credit  department  of  the 
company's  business,  having  already  been  ex- 
perienced in  this  line  of  undertaking.  Joe  Burke, 
head  of  the  Burke  Co.,  was  over  in  New  York 
and  Philadelphia  recently  to  hasten  shipments. 
Victor  President  "Addresses"  Dealers 

President  E.  E.  Shumaker,  of  the  Victor, 
was  in  town  (by  proxy)  a  few  days  ago  to 
address  the  New  England  Victor  dealers,  the 
same  as  he  has  been  doing  and  will  continue 
to  do  for  a  while  yet  in  other  parts  of  the 
country.  The  sales  convention  was  held  at  the 
Ritz-Carlton,  Boston's  newest  hotel,  and  there 
was  a  large  attendance.  Mr.  Shumaker's  ad- 
dress was  actually  delivered  at  the  Camden, 
N.  J.,  factory  of  the  company.  He  spoke  into 
a  microphone  and  it  was  recorded  accordingly 
on  an  Orthophonic  Victor  record,  signed  by 
Mr.  Shumaker  and  despatched  to  this  city  by 
air  mail,  arriving  just  before  the  meeting.  This 
is  said  to  have  been  the  first  phonograph  record 


that  ever  came  to  the  East  Boston  airport  by 
air  mail.  In  his  address  Mr.  Shumaker  indi- 
cated the  rapidly  growing  demand  for  the  per- 
manently recorded  great  music  which  gives  the 
listeners  the  absolute  option  as  to  programs. 
He  traced  the  "come-back"  of  the  talking  ma- 
chine industry,  saying  that  it  never  was  dead, 
but  only  dormant,  awaiting  the  advent  of  the 
new  instruments. to  again  awaken  it.  Thus  at 
relatively  the  same  time,  or  at  least  within  the 
same  week,  Mr.  Shumaker  was  heard  through- 
out the  country  at  many  Victor  gatherings; 
and  in  these  cases  his  voice  is  reproduced 
through  the  medium  of  the  new  Model  8-35 
Orthophonic  Victrola,  which  is  at  this  writing 
having  an  advance  showing  in  Boston. 

W.  S.  Parks  Plans  Business  Trip 
William  S.  Parks,  New  England  manager  of 
the  Columbia  Co.,  is  planning  to  take  a  trip 
among  the  agencies  in  his  jurisdiction  within 
the  next  few  weeks,  and  will  have  a  business 
conference  with  the  respective  managers.  Mr. 
Parks  has  just  returned  from  New  York,  where 
he  conferred  with  the  Columbia  officials  re- 
garding business  conditions  touching  the  next 
few  months.  The  Boston  headquarters  are  en- 
tirely out  of  Columbia-Kolsters,  and  the  new 
Columbia  portable  is  finding  a  ready  sale. 


Correcting  an  Error 

In  a  news  article  in  the  March  issue  of  The 
Talking  Machine  World,  New  England  News 
Section,  it  was  stated  in  error  that  the  radio 
receivers  manufactured  by  the  Kellogg  Switch- 
board &  Supply  Co.,  Chicago,  were  known  by 
the  trade  name  "Majestic."  It  was  further 
stated  that  the  company  was  planning  to  place 
upon  the  market  a  three-tube  receiver  shown 
in  several  different  models.  In  order  to  correct 
the  erroneous  impression  which  this  article 
may  have  created  it  is  hereby  stated  that  the 
radio  receivers  manufactured  by  the  Kellogg 
Switchboard  &  Supply  Co.  are  known  by  the 
trade  name  "Kellogg"  and  that  the  Kellogg 
organization  has  made  no  announcement  as  yet 
regarding  its  new  line  of  radio  receivers.  Fur- 
thermore, according  to  advices  received  from  the 
Kellogg  headquarters  in  Chicago,  the  firm  has 
no  intention  of  introducing  a  three-tube  re- 
ceiver. 
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DOLLARS  OR  DIMES? 

Big  Unit  Sales  in  Instruments — larger  than  ever  before 
in  Victor  history — and  quick  turnover  in  records  are  now 
possible  for  the  dealer  who  has  vision  and  energy  plus  a 
representative  stock. 

DITSON  Service  Will  Supply  the  Products — and  Help  in  Their  Selling 


Oliver  Ditson  Co.  Chas.  H.  Ditson  &  Co. 

BOSTON  NEW  YORK 
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Harry  Chirelstein 
Returns  From  Trip 

President  of  Sonatron  Tube  Co.  Completes 
Three  Months'  Trade  Tour— Sees  Com- 
bination Unit  as  a  Big  Seller 

Harry  Chirelstein,  president  of  the  Sonatron 
Tube  Co.,  Chicago,  has  just  completed  a  three 
months'  trade  tour  from  Maine  to  Washington 
and  from  Minnesota  to  Florida.    On  this  corn- 


Harry  Chirelstein 


prehensive  tour  Mr.  Chirelstein  had  occasion 
to  observe  various  phases  of  the  radio  business, 
and  he  has  drawn  some  interesting  deductions 
as  a  result. 

His  trip  carried  him  to  every  large  city  and 
every  important  point  of  distribution  in  the 
country,  and  everywhere  he  saw  signs  of 
healthy  prosperity.  Mr.  Chirelstein  describes 
business  in  the  Eastern  territory  as  very 
good.  The  most  reliable  dealers  and  job- 
bers all  reported  increased  business  over  the 
same  period  last  year.  Among  jobbers,  those 
who  followed  the  principle  of  specializing  on 
a  few  lines  instead  of  carrying  large  and  cum- 
bersome assortments  of  lines  were  in  the  lead, 
and  more  and  more  jobbers  were  turning 
towards  this  sensible  policy.  It  was  pointed  out 
that  a  jobber  only  carrying  two  or  three  set 
lines,  one  or  two  tube  lines,  one  or  two  speaker 
lines  and  one  or  .  two  "B"  battery  and  power- 
unit  lines,  gave  his  salesmen  the  opportunity 
to  put  more  effort  on  these  few  lines  and  thus 
work  them  more  intensively  for  greater  sales. 

An  important  trend  noted  by  Mr.  Chirelstein 
is  the  fact  that  the  average  large  radio  mer- 
chandiser, who  is  doing  a  business  of  a  half- 
million  or  more  at  retail,  feels  that  the  combina- 
tion of  AC  sets  and  phonographs  will  be  a 
dominant  seller  this  year.  Of  course,  Mr. 
Chirelstein  points  out  the  fact  that  such  a 
combination  must  be  listed  at  a  very  fair  price. 
The  table  model  AC  sets  are  and  always  will 
be  big  sellers,  and  a  flourishing  accessory  busi- 
ness on  speakers  and  tubes  is  looked  for.  Mr. 
Chirelstein   reports  that  the  Sonatron  line  is 


rapidly  gaining  a  prominent  position  in  tube 
affairs,  aided  by  advertising,  which  Sonatron 
has  been  placing  in  the  Saturday  Evening  Post 
since  January. 

"The  June  RMA  Show  will  be  more  impor- 
tant than  ever  this  year,"  said  Mr.  Chirelstein, 
and  "dealers  and  jobbers  may  well  look  for 
many  remarkable  features  at  this  show.  The 
events  of  the  past  season  all  point  definitely 
towards  a  final  clearing  up  of  the  radio  situa- 
tion this  year,  and  June  should  bring  big  news 
to  the  radio  world." 

Amrad  Officials 

Meet  in  Chicago 

Medford  Hillside,  Mass.,  April  6. — Officials  of 
the  Amrad  Corp.,  of  this  city,  recently  returned 
from  Chicago,  where  a  general  meeting  of  Am- 
rad men  in  the  Western  territory  took  place. 
Another  mission  of  this  journey  was  to  start 
the  wheels  of  progress  in  the  new  Amrad 
branch  factory  at  Chicago.  The  gathering  was 
a  success  from  every  viewpoint  and  the  execu- 
tives of  the  Amrad  Corp.  are  very  optimistic 
regarding  their  plans  for  the  year  1928. 

The  party  included  Major  James  E.  Hahn, 
president  of  the  Amrad  Corp.;  Albert  B.  Ayers, 
general  manager;  F.  E.  Johnston,  -chief  engi- 
neer, and  W.  H.  Lyon,  general  sales  manager, 
together  with  Louis  Glaser,  general  executive 
of  Glaser  &  Marks,  Inc.,  advertising  agents  for 
the  Amrad  Corp. 

Grebe  Ties  Up  With 
Dodge  Bros.  Hour 

A.  H.  Grebe  &  Co.,  Inc.,  New  York  City, 
effectively  tied  up  with  a  recent  broadcast  hour 
of  Dodge  Brothers,  in  which  Norma  Talmadge, 
Charlie  Chaplin,  Douglas  Fairbanks,  D.  W. 
Griffith,  John  Barrymore,  Dolores  Del  Rio  and 
Paul  Whiteman  broadcast.  Through  an  ar- 
rangement with  Bishop,  McCormack  &  Bishop, 
Dodge  distributors  in  New  York,  nineteen 
showrooms  of  this  organization  were  equipped 
with  Grebe  Synchrophase  AC-6  radio  receivers, 
through  the  medium  of  which  many  thousands 
of  guests  of  the  Dodge  Co.  listened-in  on  this 
remarkable  radio  program. 

Sonora  Phonograph 
Co.  Opens  Branch 

San  Francisco,  Cal.,  April  5. — The  Sonora 
Phonograph  Co.  has  opened  a  branch  office  in 
this  city  which  will  sell  direct  to  talking  ma- 
chine and  radio  dealers  located  in  the  Far 
Western  territory.  Henry  E.  Gardiner,  who 
formerly  held  the  position  of  district  sales 
manager,  is  in  charge  of  the  new  headquarters. 


Visits  Bremer-Tully 
Plant  Via  Airplane 

Major  Edwin  H.  Cooper,  New  England 
Representative  of  Bremer-Tully  Mfg. 
Co.,  on  Tour  of  Inspection  of  Airports 

Upon  his  arrival  by  airplane  in  Chicago  re- 
cently Major  Edwin  H.  Cooper,  New  England 
representative  of  the  Bremer-Tully  Mfg.  Co., 
Chicago  radio  manufacturer,  was  welcomed  by 
Gilman  Anderson,  sales  manager  of  the  airport 


Major  E.  H.  Cooper  Travels  by  Plane 


in  Chicago.  Major  Cooper,  who  maintains  his 
headquarters  in  Boston,  escorted  Mrs.  Evange- 
line Lindbergh,  "Lindy's"  mother,  upon  the  first 
lap  of  his  journey  from  Boston  to  Detroit.  He 
is  now  making  an  inspection  of  army  airports 
and  landed  in  Chicago  to  pay  a  visit  to  the 
Bremer-Tully  headquarters  en  route. 

Okeh-Odeon  Catalog 
Issued  to  Dealers 

Active  Records  Listed  Numerically  With 
Space  Provided  for  Future  Releases — 
Inventory  System  Is  a  Feature 

The  Okeh  Phonograph  Corp.,  New  York 
City,  recently  issued  a  domestic  numerical 
catalog  of  Okeh  and  Odeon  records  containing 
a  complete  revised  list  of  active  records  issued 
up  to  and  including  March  S,  1928.  The  rec- 
ords are  listed  in  groups  according  to  classi- 
fication, there  being  eleven  separate  listings. 
Blank  spaces  are  provided  for  future  releases. 
On  the  thirtieth  of  each  month  the  numbers 
and  titles  of  these  new  records  will  be  printed 
on  perforated,  gummed  paper  and  sent  to  each 
dealer  for  inclusion  in  the  numerical  catalog. 

In  addition  to  the  complete  listing  of  records 
the  booklet  contains  a  practical  system  for 
ordering,  stocking  and  keeping  inventory.  Op- 
posite each  record  number  twelve  blank  spaces 
are  provided,  one  for  each  month.  Detailed 
instructions  for  keeping  record  of  orders, 
number  of  recordings  in  stock,  etc.,  are  given 
for  the  instruction  of  dealers  in  making  the 
best  possible  use  of  the  catalog. 

Radiola  and  Speaker 
in  Mexico  City  Clock 

An  interesting  radio  installation  in  Mexico 
City  is  the  Radiola  Clock,  located  at  Parque 
San  Martin,  a  new  residential  section  in  Mexico 
City.  In  this  clock  there  are  installed  an  RCA 
Radiola  25  and  four  model  104  loudspeakers,  one 
under  each  face  of  the  clock.  The  radio  set 
and  speakers  are  operated  by  means  of  Tork 
clocks  and  relays.  These  relays  have  been  ad- 
justed in  such  a  way  that  at  certain  hours  dur- 
ing the  day  a  local  broadcasting  station  is  tuned 
in  and  the  program  is  reproduced.  At  the  con- 
clusion of  the  desired  program  the  apparatus 
is  automatically  turned  off  until  it  is  time  for 
the  next  program. 


Electric  Pick-Ups 

£or 

Manufacturers 

Modernize   your   phonographs    or  portables 
with  an  electric  pick-up. 

Write  us  for  particulars.  We  are  specializing 
upon  manufacturer's  needs  and  will  be  pleased 
to  quote. 


BROOKLYN   METAL   STAMPING  CORP. 

720  Atlantic  Ave.  Brooklyn,  N.  Y. 
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\  -  POOLEY 

Leader  in  Radio  Cabinets 
of  Quality 


Four  years  of  leadership  in  ra- 
dio cabinets— and  now  for 
1928-29  Pooley  will  pre- 
sent the  finest  line  in  its 
history. 

A  large  part  of  the  public  wants 
quality  radio  merchandise. 
Pooley  Radio  Cabinets  are 
built  expressly  to  fill  that 
part  of  the  market. 

THE  POOLEY  COMPANY 

1600  Indiana  Avenue  Philadelphia,  U.  S.  A. 


POOLEY  , 

RADIO  CABINETS 


k  AtwaterKent  J 
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New  Victor  Model  Displayed  at 
Meeting  of  Dealers  in  Milwaukee 

Seventy-five  Dealers  From  City  and  the  Northwestern  Territory  Attend  Meeting  Spon- 
sored by  the  Badger  Talking  Machine  Co. — Addresses  Featured  the  Event 


Milwaukee,  Wis.,  April  7.— About  seventy-five 
dealers  from  Milwaukee  and  the  Northwest  at- 
tended a  Victor  dealers'  meeting  held  by  the 
Badger  Talking  Machine  Co.,  Milwaukee,  dis- 
tributor of  Victor  merchandise,  at  the  Wiscon- 
sin Hotel.  According  to  reports  from  the  corrir 
pany  a  spirited  enthusiasm  was  accorded  the 
presentation  of  the  new  Victor  model  8-35. 

The  meeting  was  opened  by  an  address  from 
the  president  of  the  Victor  Talking  Machine 
Co.,  delivered  from  a  Victor  record,  a  "Message 
From  E.  E.  Shumaker."  William  R.  Lewis,  dis- 
trict sales  manager  of  the  company,  was  pres- 
ent at  the  meeting  and  made  the  presentation 
of  the  new  model. 

H.  A.  Goldsmith,  secretary  of  the  Badger 
Talking  Machine  Co.,  conducted  the  meeting. 
Following  the  presentation  of  the  instrument 
Mr.  McGarrey,  service  engineer  from  Camden, 
N.  J.,  spoke  on  the  possibilities  a  well-organ- 
ized service  department  represents  in  a  dealer's 
establishment,  not  only  from  a  service  angle, 
but  also  from  a  sales  angle.  Record  business 
and  the  volume  sales  that  can  be  developed  by 
the  proper  interest  of  the  manager  or  owner 
in  the  record  department  were  discussed  in  an 
address  by  Geoffrey  J.  Daley,  Wisconsin  rep- 
resentative for  the  Victor. 

Otto  Schopen,  sales  representative  of  the 
Badger  Talking  Machine  Co.,  spoke  on  the  pos- 
sibilities that  continual  demonstrations  of  new 
instruments  hold  forth  for  the  dealer. 

Edmund  Gram,  Inc.,  made  a  very  successful 


featuring  of  the  Brunswick  Panatrope  at  the 
Milwaukee  Home  Show  recently.  The  Pana- 
trope provided  most  of  the  music  for  the  show, 
and  its  performance  attracted  much  favorable 
comment  from  those  present. 

Irving  Shalek,  of  the  Tay  Sales  Co.,  jobber 
of  the  Sonora  in  Wisconsin,  reports  business  as 
being  fairly  good.  The  Tay  Sales  Co.  is  put- 
ting on  some  big  advertising  campaigns  on  the 
Sonora.  Newspaper  advertising  is  the  chief 
medium  being  used  and  it  has  been  found  very 
effective. 

Michael  Ert,  of  Michael  Ert,  Inc.,  was  re- 
elected president  of  the  Wisconsin  Radio  Trade 
Association  at  the  annual  meeting  here  last 
week.  Other  officers  re-elected  were  secretary, 
Sidney  Neu;  treasurer,  Eric  Pfleger,  of  the 
General  Ignition  Co.  Three  new  vice-presidents 
were  elected.  They  are  W.  H.  Roth,  of  the 
Radio  Specialty  Co.;  A.  J.  Wolfe,  manager  of 
the  radio  departments  of  the  three  stores  of 
Edward  Schuster  &  Co.,  Inc.,  who  heads  the 
retail  committee  of  the  Association,  and  W.  C. 
Kluge,  of  Julius  Andrae  &  Sons  Co.,  in  charge 
of  the  wholesale  committee.  Mr.  Ert  has  been 
named  chairman  of  the  committee  in  charge 
of  the  1928  radio  show;  Sam  Snead,  of  the  Sam 
Snead  Radio  Service,  chairman  of  the  technical 
committee;  Charles  Krech,  publicity;  W.  C. 
Kluge,  convention;  Fred  Yahr,  of  Yahr-Lange, 
Inc.,  legislative,  and  Frank  Vaughan,  of  the 
Wisconsin  School  of  Engineering,  broadcasting. 

Articles  of  incorporation  have  been  filed  at 


Madison,  Wis.,  for  the  Sidney  Neu  Co.,  Mil- 
waukee. The  company  is  organized  to  manu- 
facture and  sell  radios  and  accessories.  Sidney 
Neu,  S.  M.  Soref  and  E.  A.  Miller  are  the  in- 
corporators. 


Crosley-Amrad  Ads. 
to  Cost  $1,000,000 

Cincinnati,  O.,  April  7. — The  Crosley  Radio 
Corp.  and  the  Amrad  Corp.  will  spend  $1,000,- 
000  during  the  next  nine  months  in  advertising 
its  products.  Two-thirds  of  the  appropriation 
or  nearly  $700,000  will  be  spent  in  newspaper 
advertising,  covering  every  section  of  the 
United  States  and  Canada.  A  very  careful  sur- 
vey of  the  newspaper  field  throughout  the  coun- 
try has  just  been  completed  by  H.  Curtiss  Ab- 
bott, general  sales  manager  of  the  Crosley 
Radio  Corp.,  and  its  advertising  campaign  has 
been  definitely  planned. 


Lauds  the  Federal 
Radio  Commission 


Declaring  that  the  order  and  efficiency  which 
now  prevail  in  the  broadcasting  industry  in  this 
country  are  due  to  the  work  of  the  Federal 
Radio  Commission,  Major  General  J.  G.  Har- 
bord,  president  of  the  Radio  Corp.  of  America, 
asserted  in  recent  speeches  before  the  Chicago 
Association  of  Commerce  and  the  Chicago  Bar 
Association  that  it  was  "high  time  some  one 
pinned  a  rose  on  the  Commission."  General 
Harbord  stated  that  the  Commission,  working 
unpaid,  with  no  staff,  deserves  the  esteem  of 
all  who  have  enjoyed  radio  programs  of  con- 
stantly increasing  quality. 


T3EMEND0US  DEMANDS 


^/         rM$;E$T  StUERS  INDUSTRY 

The  new  electrical  records  have  had  the  biggest  year  in  the  history  of  the  phonograph 
business.  That's  why  rich-toned  Electro-phonic  Needles  are  selling  like  wild-fire!  Electro- 
phonic  needles — made  of  special  composition — carry  the  tremendous  volumes,  the  high 
and  low  notes,  of  these  new  records  without  a  shiver  or  a  blast.  That's  why  dealers  are 
finding  Electro-phonics  fast-moving,  popular  and  profitable. 

Revolving  Display  Stand  Keeps  "ELECTRO-PHONICS"  Moving 

Keeps  these  new  needles  before  public  eye.  Stimulates  sales!  Revolves.  Made  of  attrac- 
tively colored  heavy  metal.  Occupies  only  5  inches  of  counter  space.  16  3/4  in.  high, 
4  3/4  in.  wide,  4  3/4  in.  deep.  Finest  needle  display  stand  on  the  market. 

ORDER  FROM  YOUR  JOBBER 


Display  Stand  Outfit 

Stand  outfit  contains  complete  assortment  of  100  packages 
in'  three  tones — Loud,  Extra  Loud — Medium.  Each 
package  in  attractive  colored  box. 

Retail  Value  $15.00 


JOBBERS— Write  for  FREE  Examination 
Offer.  Thousands  of  Dealers  Already  Lined  Up 

Electrophonic  Needle  Company 

506  So.  Wabash  Ave.,  Chicago,  111. 


Refill  Cartons  qf 
lOOPkas. 


$450 


PER 
CARTON 
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There's  no  "Static"  in  these  Motors 


TN  building  the  Flyer  particular 
attention  is  given  to  every 
construction  and  assembly  step 
to  insure  a  noiseless  motor.  Two 
separate  and  distinct  listening 
tests  conclude  a  series  of  77  in- 
spections. They  are  tests  which 
amplify  many  times  any  sound 
the  motor  may  make.  And  if 
any  sound  is  detected,  however 
slight,  the  finished  motor  is 
completely  torn  down  and  every 
part  must  again  pass  inspection. 


It  is  these  exhaustive  tests — and 
the  construction  of  the  motor 
— the  cast  iron  frame,  everlast- 
ing bronze  bushings,  spring  of 
finest  steel,  especially  cut  preci- 
sion governors  and  many  other 
features  —  that  insure  satisfac- 
tion in  every  Flyer  motor. 

They  are  reasons  why  manu- 
facturers and  dealers  everywhere 
insist  on  portables  that  are  Flyer 
equipped. 


t'-.ENERAL  INDUSIMS  CO. 

^J?     FORMERLY  NAMED  THE  GENERAL  PHONOGRAPH  MFG.  CO. 
ELYRIA,  OHIO 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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Pittsburgh  Stewart- Warner  Dis- 
tributor Sponsors  Dealer  Meet 

More  Than  125  Retailers  From  the  Western  Pennsylvania  District  Hear  Interesting 
Addresses — Farm  Products  Show  to  Feature  Radio  This  Year 


Pittsburgh,  Pa.,  April  9. — According  to  a  state- 
ment issued  by  the  Department  of  Agriculture 
of  Pennsylvania  the  annual  State  Farm  Prod- 
ucts Show,  which  always  attracts  hundreds  of 
farmers  and  their  families  from  all  sections  of 
the  State,  will  devote  a  department  next  year 
to  the  radio.  In  the  past  few  years  there  have 
been  radio  exhibits,  and  it  was  only  at  a  re- 
cent meeting  of  the  State  Farm  Show  Commis- 
sion that  it  was  decided  to  give  the  radio  the 
recognition  it  deserves.  It  was  stated  by  a  rep- 
resentative of  the  Farm  Show  that  since  the 
popularization  of  the  radio  every  county  fair 
has  had  its  radio  display.  The  farmer,  he  said, 
was  quick  to  discover  in  the  radio  something 
he  wanted  and  needed. 

More  than  125  dealers  handling  Stewart- 
Warner  radio  products  in  western  Pennsylvania 
were  guests  of  Walter  and  Ralph  Friday,  Stew- 
art-Warner distributors  in  the  western  Penn- 
sylvania territory,  at  the  Stanton  Heights  Golf 
Club.  E.  R.  Stoll,  of  the  Pittsburgh  News- 
paper Publishers'  Association,  was  toastmaster, 
and  the  principal  address  was  by  Wm.  C.  Ham- 
ilton, of  the  S.  Hamilton  Music  Co.,  who  spoke 
on  what  radio  has  done  and  is  doing  for  peo- 
ple in  a  music  sense.  Frank  Dugan  spoke  on 
the  increasing  value  of  radio  to  the  modern 
home,  while  F.  R.  Railand  pointed  out  the  pos- 
sibilities of  the  Stewart-Warn£r  line  and  the 
excellent  service  that  is  given  to  the  dealer 
and  patron. 

The  O-M-C  Supply  Co.,  western  Pennsyl- 
vania distributor  of  the  American  Bosch  Mag- 
neto Corp.,  received  a  full  carload  of  Bosch 
radio  a  few  days  ago,  which,  a  member  of  the 
firm  said,  indicated  an  increasing  and  continued 
public  demand  for  the  Bosch  line. 

J.  E.  (Jack)  Thompson,  a  well-known  radio 
entertainer  of  Pittsburgh  and  a  member  of  the 
famous  R.  V.  B.  Trio  who  broadcast  weekly 


St.  Louis,  Mo.,  April  7.— Moran  and  Mack, 
known  as  the  "Two  Black  Crows,"  dominated 
the  activities  of  the  talking  machine  and  record 
trade  in  St.  Louis  during  the  past  month.  The 
famous  team  came  to  St.  Louis  the  last  week 
in  March  with  Earl  Carroll's  "Vanities."  They 
were  met  upon  their  arrival  by  a  reception  com- 
mittee composed  of  dealers  and  officials  of  the 
local  Columbia  branch.  The  following  after- 
noon they  visited  the  music  department  of  Nu- 
gent's  Dry  Goods  Store,  where  they  auto- 
graphed records  and  entertained  more  than 
1,500  people.  They  climaxed  their  visit  here 
by  visiting  the  city  hall,  where  they  were  warm- 
ly greeted  by  Mayor  Miller,  who  presented 
Charlie  Mack  with  a  key  to  St.  Louis. 

The  appearance  of  the  two  comedians  had 
a  tremendous  effect  upon  Columbia  business  in 
St.  Louis,  particularly  records,  according  to 
N.  B.  Smith,  manager  of  the  local  branch  of 
the  Columbia  Co.  The  company  released 
Mack's  latest  record,  "Our  Child"  and  "Elder 
Eatmore's  Sermon  on  Throwing  Stones,"  simul- 
taneously with  the  appearance  of  the  two 
world-famous  artists. 

The  reception  accorded  the  "Two  Black 
Crows"  in  the  city,  however,  had  a  counter- 
part in  the  welcome  given  Ed  Lowry,  master 


from  KDKA,  has  joined  the  interior  decorating 
staff  of  Boggs  &  Buhl,  the  Northside  depart- 
ment store.  Boggs  &  Buhl  maintain  a  large 
talking  machine  and  radio  department. 

The  Player-Tone  Talking  Machine  Co., 
manufacturer  of  the  well-known  Player-Tone 
talking  machine,  through  I.  Goldsmith,  the 
president,  reports  a  very  satisfactory  volume  of 
business  for  the  fifteen  models,  consoles  and 
consolettes  and  uprights,  that  are  made  by  the 
company.  The  local  dealers  in  a  number  of 
cities,  it  was  stated,  find  it  a  comparatively  easy 
matter  to  sell  the  Player-Tone,  due  to  its  fine 
tonal  qualities. 

The  Campbell  Department  Store,  Columbia 
and  Brunswick  dealer,  has  issued  a  statement 
to  the  effect  that  the  sale  of  the  property 
would  not  affect  the  operation  of  the  business 
of  the  firm.  The  business  was  founded  more 
than  fifty  years  ago  by  the  late  William  Camp- 
bell, a  well  known  trade  figure. 

The  estate  of  the  late  T.  E.  McCausland, 
music  dealer,  at  330  Penn  avenue,  Pittsburgh, 
will  continue  to  operate  the  business  for  some 
time.  A  department  in  the  store  is  devoted  to 
the  sale  and  display  of  talking  machines  and 
radio  receiving  sets. 

Edgar  J.  Kaufmann  was  re-elected  president 
of  the  Kaufmann  Department  Stores,  Inc.,  at 
the  annual  meeting  of  the  directors.  The  other 
officers  chosen  were  Oliver  M.  and  Henry 
Kaufmann,  vice-presidents;  Irvin  D.  Wolf,  sec- 
retary, and  Oliver  M.  Kaufmann,  treasurer.  The 
firm  has  installed  on  the  eleventh  floor  of  the 
store  one  of  the  largest  and  most  complete 
Victor  departments  in  the  country. 

The  C.  C.  Mellor  Co.  has  moved  its  place  of 
business  from  38  Twelfth  street,  Wheeling,  to 
a  new  location  at  1420  Market  street.  Walter 
R.  Stump  is  the  local  manager.  Victor  and 
Brunswick  phonographs  are  handled. 


of  ceremonies  at  the  Ambassador  Theatre  here, 
upon  his  return  from  Los  Angeles,  where  he 
has  been  making  Vitaphone  pictures  and  record- 
ings and  Columbia  recordings. 

Brunswick  business,  insofar  as  the  St.  Louis 
branch  is  concerned,  also  is  reacting  favorably 
under  the  stimulus  given  it  during  recent  weeks 
by  the  appearances  of  artists,  new  records  re- 
leased and  greater  concentration  upon  territory, 
according  to  H.  A.  Brown,  manager.  He  as- 
serted that  business  handled  by  the  St.  Louis 
branch  the  first  three  months  of  this  year  in- 
creased 130  per  cent,  compared  with  the  same 
period  last  year.  The  company  has  added  A.  J. 
Tucker  and  E.  S.  Cahill  to  the  staffs.  Mr. 
Tucker  will  be  in  charge  of  the  southern  Mis- 
souri and  southern  Illinois  territory,  while  Mr. 
Cahill  has  been  named  a  record  salesman  in 
New  Orleans.  The  Brunswick  Co.  also  re- 
ported a  notable  addition  to  its  list  of  accounts 
—the  Bry-Block  Mercantile  Co.,  of  Memphis, 
Tenn.,  a  most  successful  firm. 

The  organization  of  a  Victor  Record  Club 
in  St.  Louis  has  proved  a  boon  to  Victor  busi- 
ness in  the  city,  according  to  officials  of  the 
Koerber-Brenner  Co.,  local  distributor.  At  the 
March  meeting  of  the  club  Miss  Josephine  Mc- 
Keough,  of  the  Victor  Co.,  was  the  principal 


speaker.  The  club  elected  Mrs.  Marie  Scherer, 
treasurer.  The  Koerber-Brenner  Co.  announced 
that  the  St.  Louis  Music  Co.  has  opened  a 
Victor  record  account  with  it. 

W.  F.  Peterson,  wholesale  manager  of  Har- 
bour-Longmire  Co.,  of  Oklahoma  City,  spent 
several  days  in  St.  Louis  discussing  plans  for 
the  coming  portable  season  with  officials  of 
the  Columbia  branch.  Among  the  new  accounts 
opened  by  the  local  Columbia  branch  is  the 
Schneider-Jordan  Music  Co.,  of  Evansville,  Ind. 

At  a  recent  meeting  of  the  St.  Louis  Kolster 
Club  at  the  Coronado  Hotel  here,  Eric  Bruns, 
of  the  Baldwin  Piano  Co.,  was  elected  president; 
M.  G.  Dorton,  of  the  Dorton  Radio  Co.,  first 
vice-president;  Ralph  Crancer,  of  the  South 
Side  Electric  Co.,  second  vice-president,  and 
Thomas  Crabb,  of  the  Straus  Co.,  secretary. 

Announcement  was  made  during  the  past 
month  that  the  All  Star  Square  Stores  have 
been  authorized  to  handle  the  Atwater  Kent 
radio  receiving  set  line. 

Attractive  New  Berg 
Co.  Sales  Literature 

Several  new  pieces  of  attractive  sales  litera- 
ture have  originated  from  the  headquarters  of 
the  Berg  A.  T.  &  S.  Co.,  Long  Island  City, 
N.  Y.  An  eight-page  folder  on  the  1928  Artone 
portable  line  has  been  prepared  with  space  for 
the  dealer's  imprint.  The  seven  models  of  the 
line  are  shown  ranging  from  the  Artone  No. 
14  at  $12.50  to  the  Artone  Grand  at  $35.  There 
is  also  illustrated  and  described  the  Artone 
Model  No.  30,  which  is  equipped  with  an  elec- 
tric pick-up  for  the  talking  machine.  The 
message  on  this  folder  follows  the  theme  used 
throughout  the  1928  sales  campaign,  "Tone  and 
volume  for  long  horns."  There  have  also  been 
prepared  pages  for  use  in  jobbers'  catalogs. 
The  type  measurements  of  these  pages  have 
been  so  arranged  that  they  may  be  trimmed  to 
fit  any  size  binder. 

Emil  S.  Schenkel  on 
Middle  Western  Trip 

Emil  S.  Schenkel,  president  of  the  Madden- 
Schenkel  Co.,  Inc.,  New  York  City,  manufac- 
turers' representative,  left  last  week  for  an 
extended  Middle  West  trip  to  consult  with 
executives  of  a  number  of  large  organizations 
who  have  solicited  the  representation  of  the 
Madden-Schenkel  Co.  in  the  East.  Mr. 
Schenkel's  itinerary  includes  Chicago,  Quincy 
and  Rockville,  111.;  Evansville,  Indianapolis  and 
Peru,  Ind.;  Bay  City,  Jackson  and  Grand 
Rapids,  Mich.;  Minneapolis  and  St.  Paul,  Minn.; 
Dayton  and  Cincinnati,  O.,  Milwaukee,  Wis. 

Magnavox  Speaker 
Licenses  Granted 

Oakland,  Cal.,  April  5. — The  Magnavox  Co- 
maker of  Magnavox  speakers  and  other  radio 
accessories,  recently  announced  that  the  fol- 
lowing companies  have  been  licensed  under  the 
Magnavox  electro-dynamic  loud  speaker  pat- 
ents: Electrical  Research  Laboratories,  Chicago, 
111.;  Newcombe-Hawley,  Inc.,  St.  Charles,  111., 
and  the  Jensen  Radio  Manufacturing  Co.,  Oak- 
land, Cal. 


New  Kolster  Jobbers 


Four  well-known  jobbing  houses  which  have 
recently  been  added  to  the  list  of  Kolster  radio 
distributors  are  Greater  City  Distributing  Co., 
New  York;  E.  M.  Wilson  &  Son,  Newark,  N.  J.; 
Harger  &  Blish,  Des  Moines,  la.,  and  Howard 
Cranfill  Co.,  South  Bend,  Ind. 


"Two  Black  Crows"  Dominate 
Trade  Activities  on  St.  Louis  Visit 

Met  by  Reception  Committee — Tie-Ups  by  Dealers  and  Appearances  of  Artists  in  Store 
Draw  Crowds  and  Result  in  Sales — Brunswick  Business  Gains — Other  News 
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DECA-Disc  Fulamatic  Cvecttoue 


Think  of  all  the  hotels,  boarding  houses  and  Summer  resorts  where  this 
automatic  record  playing  instrument  can  be  sold. 

The  Fulamatic  "CREATONE"  plays  ten  records  continuously  or  any  predeter- 
mined  number.  It  is  absolutely  fool-proof  in  its  operation  and  through 
electrical  amplification  the  full  volume  of  an  orchestra  is  realized. 

In  addition  to  the  regular  models  of  the  line,  we  have  just  introduced  a 
remote  control  unit  combined  with  the  reproducing  unit  so  that  the  music 
can  be  carried  to  any  part  of  the  building. 

The  Summer  season  is  almost  here  and  you  will  be  able  to  reap  a  big  harvest 
among  the  Summer  resort  hotels  so  write  for  full  information  today. 


DECA-DISC  PHONOGRAPH  CO. 

WAYNESBORO,  PA. 
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St.  Louis  Kolster         Okeh  Race  Records      Important  Trade 

Dealers  Organize      in  New  Supplement      Deal  Consummated 


Merchants  Handling  the  Line  Meet  Each 
Month  to  Discuss  Experiences  and  Make 
Sales  Plans — Business  Has  Increased 


St.  Louis,  Mo.,  April  7. — Friendly  co-operation 
exists  between  the  Kolster  radio  dealers  of  this 
city  who,  despite  the  fact  that  they  are  com- 
petitors  in   business,   have   organized   a  club 


Miss  A.  M.  Kennard,  Advertising  Manager 
of  Okeh  Phonograph  Corp.,  Designs  In- 
teresting Release  Bulletin 

The  Okeh  Phonograph  Corp.,  New  York 
City,  recently  issued  a  new  form  of  race  record 
supplement  to  dealers.  The  supplement,  pre- 
pared by  Miss  A.  M.  Kennard,  advertising  man- 


A  Monthly  Meeting  of  the  St.  Louis  Kolster  Club  Which  Was  Recently  Formed 


which  meets  monthly,  and  at  which  business 
experiences  are  discussed  and  sales  suggestions 
are  made.  This  organization  was  formed  at  the 
suggestion  of  Eugene  Straus,  head  of  the  Straus 
Co.,  Kolster  distributor,  some  months  ago. 

Once  a  month  the  Kolster  retail  representa- 
tives gather  at  dinner  and  decide  on  ways  and 
means  of  increasing  Kolster  sales.  In  emergen- 
cies the  dealers  help  each  other  and  it  is  inter- 
esting to  note  that  since  the  formation  of  the 
club  sales  of  the  Kolster  instrument  have  in- 
creased appreciably. 


James  Melton,  tenor,  and  the  London  String 
Quartet,  will  be  featured  in  the  Columbia 
Phonograph  Co.  Hour  on  April  18. 


ager  of  the  company,  is  intended  for  consumer 
use,  and  is  in  the  form  of  a  four-page  paper 
with  a  number  of  human  interest  stories  and 
articles  to  relieve  the  possible  monotony  of 
mere  listings  of  records. 

The  record  releases  are  illustrated  and  de- 
scribed in  a  series  of  eye-arresting  boxes  with 
characteristic  reading  matter  relating  to  the 
title  of  the  song  and  a  sketch  illustrative  of 
the  subject  matter  of  the  composition.  The 
first  issue  of  this  supplement  contained  a  full- 
page  story  of  race  superstition  in  which  the 
words  of  one  of  the  most  popular  spirituals 
are  contained.  Humorous  dialogue  and  snatches 
of  poetry  are  also  included,  making  an  unique 
and  interesting  supplement. 


No.  7401-16.  With  Newcombe-Hawley  horn, 
35  inch  air  column  and  panel  cut  for  Radi- 
ola  16. 

H.  43.  W.  27Y2.  D.  l7l/2.  Shipped  in  an- 
tique mahogany.  Average  weight  crated  102 
pounds.  Battery  compartment  24  inches  wide, 
11  inches  high,  1454  inches  deep  inside. 


Radio 
Cabinets 

by 

UDELL 

A  beautiful  new  32  page 
catalog  illustrating  and  de- 
scribing the  greatest  line  of 
Radio  Cabinets  in  the  coun- 
try is  ready. 

Cabinets  and  Tables  for 
Radiola  17  and  Atwater 
Kent  37. 

Write  for  your 
copy  today. 

The 

Udell  Works 

28th  St.  at  Barnes  Ave. 
Indianapolis,  Ind. 


Chairman  of  Board,  Graham  Amplion, 
Ltd.,  Leslie  Laurence,  on  Visit  to  U.  S., 
Arranges  for  J.  W.  and  W.  L.  Woolf  to 
Buy  Interest  in  Amplion  Corp. 

A  trade  deal  of  unusual  interest  to  the  music- 
radio  industry  was  concluded  in  March,  when 
Leslie  Laurence,  chairman  of  the  board  of 
directors  of  Graham  Amplion,  Ltd.,  London, 
England,  visited  the  American  branch  of  the 
company,  the  Amplion  Corp.  of  America,  New 
York.  Mr.  Laurence  arranged  with  J.  W.  and 
W.  L.  Woolf,  well-known  as  a  result  of  their 
activities  in  the  horn,  unit  and  loud  speaker 
business  as  factory  representatives  of  Nathaniel 
Baldwin,  Inc.,  to  purchase  a  substantial  interest 
in  the  Amplion  Corp.  Mr.  Laurence  returned 
to  England  upon  consummation  of  this  impor- 
tant arrangement. 

The  active  management  of  the  Amplion  Corp. 
is  now  under  the  direction  of  W.  L.  Woolf,  who 
has  become  treasurer.  A.  W.  Harris  remains 
as  president.  He  has  also  taken  a  financial 
interest  in  the  business,  according  to  the 
announcement,  and  in  addition  to  dealing  with 
problems  of  general  administration,  will  be  in 
direct  charge  of  engineering  and  development. 
P.  M.  Dreyfuss,  general  sales  manager  of  the 
company  for  the  past  few  months,  has 
resigned  that  position. 

The  Woolf  organization  will  continue  to 
represent  the  Baldwin  interests  in  New  York. 
Mr.  Woolf  stated  that  he  became  interested  in 
Amplion  not  only  because  of  its  excellent  posi- 
tion in  the  trade,  but  also  because  of  new 
developments  in  progress  in  the  Amplion 
laboratories  consisting  of  the  Revelaphone,  a 
phonograph  pick-up,  a  new  dynamic  unit  for 
public  address  use  and  one  for  popular  use, 
which  is  said  to  involve  construction  entirely 
new  to  the  radio  industry  and  to  embody  new 
features  in  design. 


Sun  Reproducers  Are 
Featured  in  Folder 


Louisville,  Ky.,  April  6. — An  attractive  folder 
devoted  to  Sun  reproducers  and  tone  arms  was 
recently  sent  to  the  trade  by  the  Golden  Sun 
Co.,  of  2829-31  Grand  avenue,  this  city.  The 
type  M-28  Sun  reproducer  with  the  Willett 
patented  diaphragm,  available  in  nickel,  statuary 
bronze,  gold  and  oxidized  finishes,  is  featured 
in  the  folder.  The  other  reproducer  illustrated 
and  described  is  the  type  G-29  Sun  reproducer, 
finished  in  nickel,  gold  and  oxidized.  The  dia- 
phragm used  in  this  reproducer  is  a  develop- 
ment of  the  Golden  Sun  Co. 

The  type  GH-1  full-curved  large-size  tone 
arm,  finished  in  nickel,  statuary  bronze,  gold 
and  oxidized,  is  also  described  in  detail.  Large 
illustrations  of  each  of  the  models  are  included, 
as  is  the  Willett  patented  diaphragm  which  has 
a  spring  bronze  spider  riveted  to  the  dia- 
phragm at  three  points. 


Feature  Sonora  Line 


Allan  &  Co.,  Melbourne,  Australia,  feature 
the  Sonora  line  in  various  ways,  one  of  the  most 
interesting  of  which  is  the  imprinting  of  the 
Sonora  trade-mark  in  the  upper  left-hand  cor- 
ner of  the  envelopes  used  at  the  same  time  the 
stamp  and  postal  city  and  date  line  are  im- 
printed. This  is  made  possible  by  means  of 
a  postal  permit  machine. 


Prince  Mohiuddin,  a  lineal  descendant  ert 
Mohammed,  is  recording  exclusively  for  the 
Columbia  Syrian-Arabic  catalog.  He  plays  na- 
tive airs  on  the  oud,  a  sort  of  mandolin. 
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Victor  Co.'s  Record  Plant  in 

Japan  Now  in  Full  Operation 

Japanese  Artists  and  Dealers  Enthusiastic  Over  the  Outlook  as  Recordings  Are  Made 
Daily  and  Factory  Is  Kept  Busy  Making  Records  for  the  Far  Eastern  Trade 


$0) 


mm 


This  is  what  the  title  of  the  Victor  Talking 
Machine  Company  of  Japan,  Ltd.,  looks  like  in 
Japanese  characters 

"The  Victor  Talking  Machine  Co.  of  Japan?" 
Yes;  for  the  company's  new  plant  at  Yokohama 
is  in  full  operation,  the  pressing  of  rec- 
ords for  the  Far  Eastern  trade  having 
begun  on  January  11  of  the  present  year. 
Recording  takes  place  daily  and  Japanese 
artists  and  dealers  are  most  enthusiastic 
over  the  outlook  for  the  future. 

It  is  the  announced  intention  of  the 
3J£  company  to  go  thoroughly  into  the  matter 
of  recording  Japanese  music  and  the 
Japanese  drama,  which  takes  on  national 
forms  of  an  individuality  and  beauty  un- 
suspected in  the  Western  world.  Originals 
of  the  records  will  be  sent  to  the  United 
States  and  released  to  dealers  as  rapidly 
as  possible  for  the  large  Japanese  'trade 
in  America.  Two  general  series  are  an- 
nounced, the  Black  and  Red  label  classes, 
corresponding  to  the  Red  and  Black  label 
series  marketed  in  the  United  States. 

The  aims  of  the  Victor  Co.  in  Japan 
were  so  definitely  stated  with  its  opening, 
and  so  clearly  understood,  that  five  days 
after  the  factory  began  to  press  records 
His  Imperial  Highness  Prince  Asaka 
¥$      visited  it  in  person  and  had  some  records 

made  of  his  own  voice. 
Ul  For  some  years  past  the  Japanese  have 
been  exhibiting  a  pronounced  interest  in  the  mu- 
sic of  the  west,  and  visiting  artists  there,  includ- 
ing, among  others,  Kreisler,  Schumann  Heink, 
Mclba,  Zimbalist,  Alda,  Galli-Curci,  Elman  and 
Heifetz,  have  been  received  with  remarkable 
appreciation  and  understanding.  With  centuries 
of  artistic  tradition  behind  them,  cultured  Jap- 
anese usually  reach  an  appreciation  of  our 
music  with  greater  comparative  swiftness  than 


the  average  Westerner.  There  is  a  large  de- 
mand for  vocal  operatic  records,  and  the  better 
class  of  instrumental  records,  insuring  sales 
volume  to  dealers. 

The  sales  of  Red  Seal  records,  it  is  an- 
nounced, are  proportionately  larger  than  in  any 
Western  country,  even  in  Latin  America,  and 
the  records  are  heard,  analyzed  and  debated 
with  keen  interest.  And  while  Japan  is  proud 
of  Japanese  artists  who  have  entered  the  field 
of  Western  music,  as  singers,  orchestral  con- 
ductors and  the  like,  interest  in  Western  music 
is  no  less  keen  for  its  own  sake. 

There  are  in  Japan,  at  the  present,  very  many 
exclusive  Victrola  shops,  where  records  and 
instruments  are  handled  by  Japanese  dealers. 
Japanese  music  stores,  which  market  a  general 
line  of  musical  instruments,  are  eagerly  looking 
forward  to  a  thriving  business  as  rapidly  as  the 
new  Victor  catalog  is  built  up. 

The  wish  to  preserve  records  by  its  great 
artists,  many  of  whom  have  large  earnings,  and 
records  of  some  of  its  peculiarly  national  art 
works,  such  as  the  classical  "No"  drama,  is 
very  keen.  Interest  in  the  theatre  has  always 
been  intense,  either  in  the  aristocratic  "No" 
or  the  popular  drama;  it  must  be  remembered 
in  this  connection  that  the  actor's  profession  is 
hereditary,  even  a  stage  name  passing  from 
father  to  son  or  adopted  successor,  faithfully, 
generation  after  generation. 

The  formal  installation  and  opening  of  the 
factory  were  supervised  by  the  Victor  officials 
from  the  United  States  and  Canada.  Appreciat- 
ing national  feeling  toward  the  arts,  it  left  to 
Japanese  initiative  many  matters  of  choice  and 
policy,  although  trained  employes  from  the  Vic- 
tor plants  in  Camden  and  Canada  remain  in 
charge  of  the  major  operations  of  the  new 
plant,  which  has  employed  a  force  of  Japanese 
workmen. 


Talking  Machine  and  Radio  Sales 
Forging  Ahead  in  Buffalo  Field 

Art  Smith  Opens  Another  Branch  Store— Important  Ruling  Made  by  the  Canadian 
Customs  Department— Display  of  Freshman  Radio  Sets  Arouses  Interest 


Buffalo,  N.  Y.,  April  9.— Business  in  both  talk- 
ing machines  and  radio  has  brightened  up  per- 
ceptibly during  the  past  month.  Wholesalers 
and  retailers  alike  declare  that  in  many  in- 
stances their  March  sales  volume  was  the  best 
of  the  year,  and  in  several  cases  the  business 
done  during  the  month  is  reported  to  have 
equaled  that  of  the  months  of  January  and  Feb- 
ruary combined. 

Art  Smith,  who  operates  a  chain  of  stores  in 
Buffalo  and  western  New  York,  has  opened  a 
branch  at  Main  and  Allen  streets,  Buffalo, 
where  his  radio  department  is  being  featured  in 
a  modern  setting. 

Ralph  Lucas,  who  recently  opened  a  talking 
machine  store  at  237  Delaware  avenue,  featur- 
ing the  Victor  line,  has  incorporated  the  busi- 
ness with  $15,000  capital,  under  the  firm  name 
Lucas,  Inc. 

A  ruling  of  the  utmost  interest  has  just  been 
given  by  the  Canadian  Customs  Department 
and  goes  into  effect  at  once.  It  is  now  ruled 
that  an  American  going  to  Canada  for  pleasure 
may  take  with  him  any  musical  instrument 
which  he  plans  to  use  solely  for  his  own  and 
his  friends'  entertainment,  but  which  will  not 
be  used  for  gain  or  hire.  All  the  owner  has 
to  do  under  the  new  plan  is  to  deposit  with 
the  Canadian  customs  officials  a  sum  equal  to 
the  duty  which  would  be  collected  on  the  in- 
strument if  it  were  to  be  taken  into  that  coun- 
try for  permanent  use.  This  sum  will  be  re- 


turned when  the  instrument  is  brought  back  to 
the  United  States. 

Floyd  Barber,  one  of  the  pioneer  radio  and 
talking  machine  dealers  of  Kenmore,  a  Buffalo 
suburb,  was  presented  with  a  beautiful  watch 
by  the  Kenmore  Retail  Merchants'  Association, 
in  appreciation  of  his  three  years  of  service  as 
president  of  that  organization. 

One  of  the  finest  and  most  complete  dis- 
plays of  radio  seen  here  in  some  time  was  that 
of  Charles  Freshman,  Inc.,  held  recently  in  the 
Hotel  Lafayette  in  this  city.  The  company's 
entire  line  was  shown,  under  the  direction  of 
F.  H.  Waite,  of  New  York,  State  representative. 
With  Mr.  Waite  were  Assistant  Sales  Manager 
James  A.  Frye,  and  H.  H.  Harris,  company 
engineer. 

The  South  Side  Furniture  Co.  has  been  ap- 
pointed a  dealer  in  its  community  for  Fada 
radio,  and  has  installed  an  up-to-date  radio  de- 
partment in  its  store  at  2196  Seneca  street. 

The  L.  F.  Ellison  Piano  Co.,  of  this  city,  has 
opened  a  branch  at  235  North  Union  street, 
Olean,  under  the  management  of  J.  H.  Mc- 
Cusker  and  is  featuring  talking  machines. 

Frank  Hager's  talking  machine  store  in  the 
Arcade  Building,  Jamestown,  was  badly  dam- 
aged in  a  fire  which  swept  through  that  block. 

The  Rudolph  Wurlitzer  Co.  has  leased  the 
centrally  located  ground  floor  of  the  Zorn 
Building,  80  Clinton  avenue,  Rochester,  and  will 
open  a  fine  musical  instrument  store  there. 


Wu  Can  t  Go  Wrong 
With  Any  FEIST' 
Song" 


Ji$  Hot 
As  They  Come! 

CHANGES 

A  Donaldson, 
Novelty/ 


Sensation! 

MY  BLUE 

heaven: 

kly Walter  Donaldson, 
&  George  Whitinjk 


A  Real 
s  Ballad  Hit 7 


tv  Walter  Donaldson, 
6-  Gas  Kahn 


LEO.  PEirT  inc. 

231     40*  St., 
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Executive  Committee  of  F.R.T.A. 
Jobbers'  Section  Holds  Meeting 

Important  Accomplishments  Resulted  From  Meeting  of  Executive  Committee  of  the 
Radio  Wholesalers'  Association,  Recently  Formed  and  Affiliated  With  Federated 


The  executive  committee  of  the  jobbers'  sec- 
tion of  the  Federated  Radio  Trade  Association 
met  in  Chicago  for  a  two-day  session  on  March 


wholesalers  were  submitted  for  membership  and 
approved. 

The  executive  committee  approved  copy  for 


Trade  News  From 
Richmond  Territory 

Richmond,  Va.,  April  7.— Victor  dealers  in  this 
territory  are  very  much  interested  in  the  new 
Orthophonic  Victrola  No.  8-35,  an  advance 
model  of  which  was  shown  at  the  offices  of  the 
Corley  Co.  W.  T.  Davis  and  Dave  Pruitt,  Vic- 
tor factory  representatives,  displayed  and 
demonstrated  the  instrument  to  a  recent  meet- 
ing of  dealers.  The  instrument  was  also  shown 
at.  Norfolk,  Roanoke  and  Charleston,  W.  Va. 

A  series  of  radio  lectures  is  being  given  in 
the  public  schools  of  the  city,  sponsored  by  the 
Richmond  Radio  Dealers'  Club. 

R.  J.  Martin,  talking  machine  and  jewelry 
dealer  of  Farmville,  reports  a  satisfactory  Vic- 
tor instrument  and  record  business.  A  great 
proportion  of  Mr.  Martin's  business  is  done 
with  the  students  of  the  State  Normal  College 
and  the  Hampden-Sidney  College. 

Schneer's  Jewelry  Store,  which  recently 
moved  to  a  more  desirable  location  at  311  East 
Broad  street,  has  added  the  Victor  line  of  talk- 
ing machines  and  records. 

The  Gerson  Co.,  furniture  dealer,  has  added 
the  Lyric  line  of  phonographs. 

The  James  Cowan  Co.  recently  added  the 
Brunswick  and  Vocalion  record  lines  to  its 
stock.  This  company  also  carries  Victor,  Co- 
lumbia, Okeh  and  Paramount  records. 

James  K.  Polk,  Inc.,  has  placed  a  new  port- 
able machine,  the  Old  Glory,  on  the  market. 

Schubert  Week  Date 
to  Be  Decided  Upon 

Louis  Sterling,  chairman  of  the  Board  of  the 
Columbia  Phonograph  Co.,  sponsor  of  the  Schu- 
bert Centennial  observance,  has  issued  a  call 
to  the  Ministers  of  European  countries  for  an 
international  meeting  to  be  held  in  Washing- 
ton to  fix  on  a  simultaneous  date  for  Schubert 
weeks  to  be  held  throughout  the  world  and 
to  co-ordinate  the  Centennial  plans.  Mr.  Ster- 
ling recently  started  a  fund  to  relieve  the  desti- 
tution of  Ignatz  Stuppock,  living  descendant  of 
Schubert.  A  series  of  Schubert  Centennial 
Scholarships  are  being  established  by  Mr. 
Sterling  to  aid  talented  students  in  European 
conservatories  to  continue  their  musical  studies. 

Les  Backer  Gennett 
Records  in  Demand 

Indianapolis,  Ind.,  April  6. — Gennett  record 
dealers  in  this  city  experienced  a  decided  in- 
crease in  record  sales,  due  to  the  recent  appear- 
ance at  B.  F.  Keith's  Theatre  of  Les  Backer, 
Gennett  recording  artist  and  radio  favorite. 

Mr.  Backer  sings  a  variety  of  popular  songs, 
playing  his  own  accompaniment  on  the  guitar. 
On  the  occasion  of  his  broadcasts  over  station 
WFBM  here  recently,  hundreds  of  letters  were 
received  from  all  over  the  State  requesting 
favorite  numbers.  The  local  branch  of  the 
Starr  Piano  Co.,  maker  of  Gennett  records, 
received  a  great  many  requests  for  Mr.  Backer 
to  autograph  records. 

Freed-Eisemann  Is 
Popular  in  England 

Record-breaking  sales  of  Freed-Eisemann 
electric  receivers,  power  units  and  speakers 
were  reported  by  Frank  Murray,  an  executive 
of  Post  &  Lester,  New  England  distributors, 
on  a  recent  visit  to  the  Freed-Eisemann  plant 
in  Brooklyn,  N.  Y.  Mr.  Murray  stated  that 
Post  &  Lester  had  concluded  the  biggest  year's 
business  in  the  history  of  the  organization. 


Executive  Committee  of  Jobbers'  Section,  Federated  Radio  Trade  Association 

Left  to  right:  F.  Thiebe,  Brown  &  Hally  Supply  Co.;  C.K.  Purdy,  Geo.  C.  Beckwith  Co.;  W.  H.  Roth,  Radio 
Specialty  Co.;  H.  G.  Erstrom,  Executive  Secretary,  F.  R.  T.  A.,  and  Radio  Wholesalers'  Ass'n. ;  Harold  J.  Wrape, 
President,  F.  R.  T.  A.;  Thos.  White,  Wholesale  Radio  Equipment  Co.;  Harry  Alter,  The  Harry  Alter  Co.;  H.  H. 

Cory  and  Martin  Wolf,  Electric  Appliance  Co. 


17  and  18,  at  which  time  many  things  were 
accomplished  for  the  benefit  of  the  wholesale 
trade.  The  jobbers'  section  was  organized  in 
Milwaukee  on  February  15,  1928,  and  is  now  a 
complete  organization  working  under  the  name 
of  the  Radio  Wholesalers'  Association,  affiliated 
with  the  Federated  Radio  Trade  Association. 

Organization  plans  have  been  completed  and 
the  Radio  Wholesalers'  Association  now  has 
a  complete  program  to  act  as  an  organization 
for  wholesalers  for  the  benefit  of  the  radio  in- 
dustry and  the  individual  members.  The  manu- 
facturers' relations  committee,  headed  by  Harry 
Alter,  Chicago,  reported  progress  being  made 
on  trade  relations  and  development  of  a  stand- 
ard purchase  form  which  will  be  used  by  all 
members  of  the  Radio  Wholesalers'  Association 
upon  its  adoption.  The  membership  committee, 
headed  by  J.  F.  Connell,  reported  keen  interest 
being  aroused  in  the  wholesale  trade  in  general 
and  expressed  his  opinion  as  being  very  opti- 
mistic concerning  the  future  membership  of  this 
organization.  Many  applications  from  reputable 


the  booklet,  "The  Radio  Wholesaler  Needs 
Organization,"  which  has  been  printed  and  is 
available  for  distribution.  This  booklet  has 
been  requested  by  interested  wholesalers  from 
coast  to  coast,  and  will  enjoy  one  of  the  largest 
circulations  ever  achieved  by  a  booklet  of  such 
nature.  It  deals  concretely  with  the  Radio 
Wholesalers'  Association,  its  accomplishments 
and  purposes,  giving  a  brief  description  of  the 
entire  organization  and  personnel. 

Harold  J.  Wrape,  president  of  the  Federated 
Radio  Trade  Association,  reported  the  activities 
of  the  legislative  committee  during  the  past  two 
weeks  in  Washington,  D.  C,  where  the  legis- 
lative committee  of  the  Association  has  been 
actively  representing  this  organization  on  the 
grave  legislative  problems.  The  next  meeting 
of  the  executive  committee  of  the  Radio  Whole- 
salers' Association  will  take  place  in  Chicago, 
April  21. 


The  Kennedy  Furniture  Co., 
added  the  Sparton  radio  line. 


Toledo,  O.,  has 


Announcing  the  MUSIC  BOX 


Suit-Case 
Size 


A  New  Hyatt  Product 
5  Tube  Single  Dial 

$60*0°  Without 

accessories 


Complete 


Two-toned   Green   Cabinet — Nickel 
Trimmings — Loop  Panel  embossed 
j       in  Gold  Relief. 

Hyatt 
Electric  Corporation 

836  N.  Wells  Street 
CHICAGO 
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ARMS  and  SOUND  BOXES 

(Made  in  their  entirety  in  our  own  plant) 

Increase  Sales — Improve  Quality 

Made  for  CONSOLES,  PORTABLES,  UPRIGHTS  and  REPLACEMENTS 

Sold  to  MANUFACTURERS,  JOBBERS  and  DEALERS 

STATE  YOUR  REQUIREMENTS 
AND  GET  OUR  STORY  IN  DETAIL 


K 


ent  Products 


EXCEL  IN 

Value 
Quality 
Material 
Workmanship 
Simplicity 
Durability 
Practicability 


Noteworthy  for 

Grace 
Beauty 
Tone  and 
Execution 


Manufactured  by 

F.  C.  KENT  CO. 

Irvington,  New  Jersey,  U.S.A. 
(Makers  of  the  Famous  KENT  ATTACHMENTS) 


Organized  in  1914 


Incorporated  in  1920 
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Retailer  Features  Zenith  Corp.  Closes 

Rola  Loud  Speakers       an  Important  Deal 


Window  of  H.  C.  Capwell  Co.,  Oakland, 
Cal.,  Turned  Into  a  Miniature  Speaker 
Factory — Attracted  Wide  Attention 

The  Rola  Co.  of  Oakland,  Cal.,  manufacturer 
of  Rola  loud  speakers,  recently  turned  one  of 
the  show  windows  of  the  H.  C.  Capwell  Co., 


E.  F.  McDonald,  President,  Announces 
Purchase  of  Patents  Covering  New 
Automatic  Broadcast  Receiver 


H.  C.  Capwell  Co.  Shows  How  Rola  Speakers  Are  Made 

of  Oakland,  into  a  factory  in  demonstrating 
how  Rola  speakers  are  made.  A  realistically 
painted  back  drop  gave  a  comprehensive  idea 
of  the  factory,  and  one  of  the  girls  from  the 
factory  sat  at  a  work-table  in  the  foreground 
winding  bobbins,  giving  life  and  interest  to  the 
display  which  made  it  attention-compelling. 

In  the  foreground  were  various  types  of  fin- 
ished speakers,  as  well  as  a  cabinet  speaker  in 
various  stages  of  construction,  with  a  huge 
parts  board  showing  all  the  parts  entering  into 
the  Rola  reproducing  unit.  This  gave  the  un- 
initiated a  very  comprehensive  idea  of  the 
number  of  parts  and  the  careful  workmanship 
required  in  manufacturing  the  modern  radio 
loud  speaker. 

During  shopping  hours  the  window  drew  a 
constant  crowd,  and  the  radio  department  of 
the  H.  C.  Capwell  Co.  reported  a  50  per  cent 
increase  in  loud  speaker  inquiries  and  a  num- 
ber of  sales  of  Rola  Cabinet  speakers  during 
the  week  this  window,  was  on  display. 


E.  F.  McDonald,  president  of  the  Zenith 
Radio  Corp.,  announced  several  weeks  ago  that 
his  company  had  purchased  the  ownership  and 
control  of  all  patents 
covering  the  new  au- 
tomatic broadcast  re- 
ceiver from  Harry 
N.  Marvin  of  Rye, 
N.  Y.,  and  A.  J. 
Vasselli.  In  announc- 
ing this  purchase  Mr. 
McDonald  stated,  "I 
believe  that  this  auto- 
matic is  the  greatest 
development  since  the 
advent  of  broadcast- 
ing. It  will  be  in  the 
future  unnecessary  to 
tune  your  radio  set; 
just  push  the  button, 
and  the  desired  sta- 
tion is  tuned  in  automatically.  I  had  hoped 
that  there  would  be  no  further  radical  develop- 
ment or  changes  in  radio.  This  automatic  de- 
velopment, however,  is  too  great  to  be  ignored, 
and  great  credit  is  due  to  Harry  N.  Marvin, 
the  original  automatic  inventor,  and  to  Anthony 
J.  Vasselli  who  worked  along  the  same  lines, 
simultaneously. 

"It  is  hoped  that  Zenith  can  be  in  produc- 
tion of  these  automatic  radio  sets  by  June,  but 
the  automatic  field,  I  believe,  is  entirely  too 
large  to  be  monopolized  by  one  company.  It  is 
the  intention  of  the  Zenith  Radio  Corp.  to 
license  its  competitors  under  its  automatic 
radio  patents." 


Hinde  &  Dauch  Own 
Many  Large  Plants 


Landay  Bros.,  who  recently  closed  their  store 
at  427  Fifth  avenue,  New  York  City,  will  open 
a  new  salon  at  581-583  Fifth  avenue  soon. 


Through  its  recent  assimiliation  of  the 
Thompson  &  Norris  and  J.  M.  Raffel  interests, 
the  Hinde  &  Dauch  Paper  Co.,  of  Sandusky, 
now  owns  and  operates  twenty-eight  individual 
manufacturing  units,  grouped  in  twenty  sepa- 


rate plants  and  located  at  fifteen  strategic 
points  in  the  industrial  section  on  both  sides  of 
the  Canadian  border,  all  devoted  to  the  produc- 
tion of  fiber  shipping  boxes  and  packing  ma- 
terials. North  Atlantic  coast  cities,  the  Great 
Lakes  basin,  the  Mississippi  and  Missouri  val- 
leys and  the  populous  centers  of  the  lower 
Canadian  provinces  are  all  served  by  Hinde  & 
Dauch  plants,  conveniently  situated  as  to  mar- 
kets and  sources  of  supply.  Although  there 
are  many  smaller  fiber  box  industries  which 
produce  fiber  packages  in  almost  inconceivable 
aggregate  volume,  the  Hinde  &  Dauch  Paper 
Co.  enjoys  the  distinction  of  being  the  largest 
producer  of  that  commodity  in  the  entire  world. 


Feature  Freshman  in 
Landay  Broadcasts 

Broadway  Stars  and  Recording  Artists 
Entertain  Crowds  From  Window  at 
Landay  Hall— Others  to  Use  Display 

-One  of  the  most  original  window  display 
stunts  was  recently  produced  by  the  Charles 
Freshman  Co.,  in  co-operation  with  Landay 
Bros.,  New  York  music  house.  This  was  ac- 
complished when  the  show  window  of  Landay 
Hall  at  Forty-second  street  and  Sixth  avenue 
was  decorated  to  represent  a  broadcasting 
h-tudio.    A  regulation  microphone  was  used  in 


Crowd  Viewing  Freshman  Radio 

conjunction  with  the  Freshman  Equaphase  elec- 
tric radio  and  phonograph  to  personalize  the 
appearance  of  favorite  artists  and  demonstrate 
the  tone  quality  and  volume  of  the  pooular 
Freshman  radio  product. 

Such  well-known  stars  as  Guy  Robertson 
and  Marie  Dayne,  now  playing  in  two  of  Broad- 
way's leading  musical  productions,  appeared. 
Oscar  Grogan,  Columbia  recording  artist,  and 
Frederick  Fradkin,  Brunswick  recording  violin- 
ist, entertainedthe  crowds.  It  is  estimated  that 
10,000  people  witnessed  the  broadcasting  daily, 
and  on  Saturday  afternoon  it  was  necessary  for 
the  police  to  request  Landa3r  Bros,  to  suspend 
the  performance  because  of  traffic  congestion. 

It  is  planned  to  use  the  display  throughout 
the  country  in  co-operation  with  large  music 
dealers,  who,  according  to  officials  of  the  Fresh- 
man organization,  are  booking  it  as  far  as  six 
months  in  advance. 


Price  Increase  on 
Synchrophase  Models 

A.  H.  Grebe  &  Co.,  Inc.,  New  York  City  and 
Los  Angeles,  Cal.,  have  announced  a  $10  in- 
crease in  the  list  price  of  Synchrophase  five  and 
seven-tube  receivers.  The  new  price  increases,  ii 
is  stated,  apply  only  to  the  battery-ooerated 
broadcast  receivers,  and  the  list  price  of  the 
newly  announced  Synchrophase  AC-6  table 
model  will  remain  the  same. 


The  Disabled  American  Veterans  Hospital  at 
Liberty,  N.  Y.,  has  been  equipped  with  a  Freed- 
Eisemann  receiver  donated  and  installed  com- 
plete by  the  Freed-Eisemann  Radio  Corp.  of 
Brooklyn,  N.  Y. 
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RMA  Convention  and  Trade 
Show  Plans  Rapidly  Mature 

Attendance  of  25,000  or  30,000  Persons  Connected  With  the  Radio  Industry  Expected 
— Leading  Manufacturers  to  Exhibit  New  Lines — Elaborate  Program  Planned 


Plans  are  maturing  for  the  premier  radio  in- 
dustry event  and  trade  conclave  of  1928,  the 
fourth  annual  Convention  and  Trade  Show  of 
the  Radio  Manufacturers'  Association,  to  be 
held  June  11-15,  at  the  Stevens  Hotel,  Chicago. 
An  attendance  of  25,000  to  30,000  persons  con- 
nected with  or  interested  in  radio  manufacturing 
and  merchandising  is  expected. 

During  the  week  of  June  11,  coincident  with 
the  RMA  Trade  Show,  there  will  be  held  the 
fourth  annual  RMA  Convention,  and  also  meet- 
ings of  the  National  Association  of  Broadcast- 
ers and  the  Federated  Radio  Trades  Associa- 
tion. The  radio  industry  meetings  and  Trade 
Show  will  be  staged  simultaneously  at  the  Ho- 
tel Stevens  and  the  gathering  of  radio  interests 
will  be  the  greatest  in  the  history  of  the  in- 
dustry. Problems  incidental  to  radio  manufac- 
turing, distribution,  engineering  and  merchan- 
dising will  receive  attention  at  many  national 
and  group  meetings.  Addresses  will  be  deliv- 
ered by  prominent  national  and  industry  figures 
and  extensive  programs  of  entertainment  for 
guests  and  visitors  are  in  preparation. 

The  last  word  in  modern  radio  will  be  on 
exhibition  in  the  Trade  Show.  The  newest  and 
latest  in  receiving  sets,  tubes,  loud  speakers, 
parts,  cabinets,  accessories,  etc.,  will  be  dis- 
played by  about  300  of  the  leading  manufac- 
turers (all  RMA  members),  but  only  for  the 
trade.    The  public  will  not  be  admitted. 

Over  30,000  square  feet  of  space  in  the 
Stevens  Hotel,  the  largest  in  the  world,  has 
been  oversubscribed  by  RMA  members  for  the 
Trade  Show.  The  space  engaged  is  almost 
double  that  of  the  first  and  highly  successful 
RMA  Trade  Show  in  1927,  which  occupied 
19,000  feet  of  space.  Reservations  being  made 
insure  that  virtually  the  whole  Stevens  Hotel 
will  be  used  by  the  radio  gathering  for  the 
largest  assemblage  of  radio  interests  ever  held 
under  one  roof.  The  entire  ballroom,  foyer 
and  exhibition  hall  of  the  Stevens  Hotel  will 
be  devoted  to  the  Trade  Show,  and  three  entire 
floors  have  been  reserved  by  exhibitors  for 
demonstrating  purposes. 

Arrangements  for  the  Trade  Show  are  again 
in  the  hands  of  Major  H.  H.  Frost,  chairman 
of  the  RMA  Trade  Show  Committee,  and  the 
exhibition  is  again  in  direct  charge  of  G.  Clay- 
ton Irwin,  Jr.,  of  Hermann  &  Irwin,  the  man- 
agers of  the  RMA  Radio  World's  Fair  in  Madi- 
son Square  Garden  and  the  Chicago  Radio 
Show  held  at  the  Coliseum,  the  annual  public 
radio  show  features. 

Invitations  to  the  Chicago  Trade  Show  will  be 
sent  to  25,000  radio  jobbers  and  retail  dealers. 
These  will  go  out  about  May  1,  and  if  they 
are  not  received  promptly  inquiry  should  be 
made  of  the  Radio  Manufacturers'  Show  Asso- 
ciation, 1800  Times  Building,  New  York. 

For  the  radio  throngs  going  to  Chicago,  re- 
duced railroad  rates,  a  fare  and  a  half,  have 
been  granted  by  the  Eastern  and  Central 
Passenger  Associations.  Trade  Show  travelers 
should  request  reduced  fare  certificates  when 
purchasing  tickets  for  Chicago — certificates,  not 
receipts,  should  be  secured  from  the  railroads. 
The  certificates  will  be  exchanged  at  Chicago 
for  reduced  fare  credentials. 

RMA  Convention  and  Trade  Show  special 
trains  will  be  run  from  several  cities.  A  private 
section  of  the  Twentieth  Century  Limited — - 
probably  two  sections- — will  be  chartered  from 
the  Atlantic  Coast.  One,  and  possibly  two, 
special  trains  from  the  Pacific  Coast,  San 
Francisco  and  Los  Angeles,  are  being  arranged, 
and  another  from  the  South  and  Southwest  is 
in  prospect. 

At  Chicago  during  the  entire  week  of  June 
11   a  continuous  and  elaborate  program  of  en- 


tertainment for  the  radio  visitors  is  being  com- 
pleted by  Henry  C.  Forster,  of  Chicago,  chair- 
man of  the  RMA  convention  program  commit- 
tee. The  principal  social  event  will  be  the  an- 
nual RMA  banquet,  on  Flag  Day,  Thursday, 
June  14.  This  will  be  staged  at  the  Rainbo 
Gardens,  the  famous  million-dollar  entertain- 
ment resort. 

Instead  of  a  long  list  of  speakers  at  the  ban- 
quet, there  will  be  a  lavish  entertainment  pro- 
gram, with  celebrities  of  the  musical  and  en- 
tertainment world  appearing  for  a  national 
chain  broadcast.  Rainbo  Gardens  also  will  be 
equipped   with   amplifiers   within    the  banquet 


On  Tuesday,  March  27,  members  of  the  Vic- 
tor distributing  organizations  in  the  metropoli- 
tan territory,  including  the  Blackmail  Distrib- 
uting Co.,  Inc.,  C.  Bruno  &  Son,  C.  H.  Ditson 


Victrola  No.  8-35 


&  Co.,  New  York  Talking  Machine  Co.,  all 
of  New  York  City,  and  Collings  &  Co.,  of  New- 
ark, N.  J.,  gathered  at  the  Hotel  Roosevelt, 
New  York  City,  and  heard  the  first  demonstra- 
tion in  this  territory  of  the  new  Orthophonic 
Victrola,  No.  8-35.  Following  this  gathering 
a  series  of  dealer  meetings  were  held  at  the 
Hotel  Roosevelt  and  the  Newark  Athletic  Club, 
Newark,  N.  J.,  and  the  new  instrument  was 
displayed  and  demonstrated  to  the  retail  repre- 
sentatives, who  received  it  enthusiastically. 

The  outstanding  feature  of  the  8-35  is  its 
appearance.  The  work  of  a  prominent  interior 
decorator,  it  is  modern  in  design,  has  beauty 
of  lines  and  it  is  of  convenient  size.  The  ac- 
companying photograph  gives  an  idea  of  the 
attractiveness  of  the  instrument,  but  it  must  be 
seen  to  appreciate  the  value  of  the  color  har- 
mony that  is  added  by  the  twelve  record 
albums.  These  albums  are  finished  in  six  dif- 
ferent, rich,  blending  color  schemes  with  genu- 
ine leather  backs  and  harmonize  with  the  fur- 
nishings of  any  room  in  which  the  instrument 
is  placed.  The  albums  provide  space  for  144 
records  and  the  index  markings  are  such  that 
either  a  numerical  or  alphabetical  system  can 
be  used. 

A  new  type  lid  allows  space  at  sides  and 
back  for  vases  or  other  decorations.  Other 
features  incorporated  in  this  model  are  an 
overhang  top,  which  permits  the  instrument  to 
fit  flush  against  the  wall,  concealed  drawers  for 
needles,  catalogs  or  other  small  articles,  and 
turntable  covered  with  chrome-green  leather. 


hall,  and  music  for  diners  and  dancers  will  be 
furnished  by  Isham  Jones'  famous  orchestra. 
Rainbo  Gardens  will  be  closed  to  the  public 
during  the  RMA  festivities,  but  all  of  its  vari- 
ous entertainment  features  will  be  in  full  blast, 
including  the  Spanish  speed  game  of  Jai  Alai. 
Also  there  will  be  a  revue  during  the  banquet 
by  professional  entertainers.  Special  entertain- 
ment features  for  ladies  accompanying  the  radio 
visitors,  such  as  excursions,  theatres,  dances, 
etc.,  also  will  be  provided. 

During  the  RMA  Annual  Convention,  which 
will  be  presided  over  by  C.  C.  Colby,  of  Canton, 
Mass.,  president  of  the  Association,  there  will 
be  open  sessions  for  the  discussion  of  radio 
problems  and  one  or  two  closed  sessions,  in- 
cluding election  of  new  Association  officers. 
There  will  also  be  many  meetings  of  RMA 
committees  and  the  RMA  membership  will  con- 
sider the  proposed  patent  interchange  plan  and 
adoption  of  a  new  Constitution  and  By-Laws 
designed  to  increase  the  activities  and  extend 
to  a  still  greater  degree  the  influence  and  scope 
of  the  RMA. 


The  Victor  Talking  Machine  Co.  has  prepared 
a  great  deal  of  literature,  advertisements  and 
suggestions  to  assist  dealers  in  building  sales 
volume  on  the  new  instrument.  A  four-page 
brochure  gives  a  detailed  description  of  the 
8-35,  stressing  its  outstanding  features,  and 
also  contains  a  full-page  illustration  in  colors 
of  the  new  instrument  in  a  home  setting.  A 
portfolio  for  dealer  use  with  every  talking 
point  emphasized  and  with  window  display  sug- 
gestions and  a  sample  presentation  has  also 
been  distributed. 

Sparton  Radio  Ad. 
Campaign  a  Success 

"Radio's  Richest  Season"  Ad  Drive,  Spon- 
sored by  Sparks-Withington  Co.,  Re- 
sults in  Continued  Good  Sales 


The  music-radio  trade,  which  has  been 
watching  the  results  of  the  "radio's  richest  sea- 
son" advertising  campaign  now  being  conducted 
by  the  Sparks-Withington  Co.,  Jackson,  Mich., 
will  be  interested  in  the  following  data  made 
public  regarding  the  sale  of  Sparton  instru- 
ments: Sparton  newspaper  advertising,  starting 
in  January,  was  built  around  the  theme  that 
"January,  February,  March  and  April  are 
radio's  richest  months."  The  idea  has  been 
followed  consistently.  Weekly  advertisements 
of  usually  six  hundred  lines  were  run  in  ap- 
proximately one  hundred  metropolitan  daily 
newspapers.  The  aim  was  to  help  extend  the 
radio  season  as  far  as  possible  beyond  the 
usual  "falling  off"  in  January. 

In  contrast  to  the  general  tendency  in  radio 
sales  at  this  season  of  the  year,  in  March 
Sparton  deliveries  were  approximately  75  per 
cent  those  of  December  and  60  per  cent  those 
of  November.  This  shows  a  remarkable  sales 
activity  during  the  early  Spring  months.  Two 
dealers  report  that  their  January  sales  were 
double  their  December  sales.  .  One  dealer  re- 
ports January  as  his  best  month  in  two  years. 

The  idea  of  selling  the  public  on  the 
desirability  of  the  entertainment  offered  well 
into  the  Spring  originated  with  Captain  William 
Sparks,  president  of  the  Sparks-Withington  Co. 
The  campaign  was  well  received  by  Sparton 
distributors  and  dealers  and  the  gratifying  re- 
sults form  an  excellent  example  of  what  can 
be  accomplished  with  a  real  sales  idea,  backed 
by  earnest  dealer  co-operation. 


New  Victor  Model  Introduced  to 
Trade  of  the  New  York  Territory 

Victor  Distributing  Organizations  Meet  at  Hotel  Roosevelt,  New  York,  for  First 
Demonstration — Followed  by  Gatherings    of  Dealers — Enthusiasm  Marks  Showing 
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Company  Formed  to  Exploit 

RCA  Photophone  Apparatus 

Announcement  of  Formation  of  "RCA  Photophone,  Inc.,"  Made  by  Major  General 
James  G.  Harbord — Photophone  Synchronizes  Film  and  Voice 


Formation  of  a  new  company  to  be  known 
as  "RCA  Photophone,  Inc.,"  is  announced  by 
Major  Gen.  James  G.  Harbord,  president  of  the 
Radio  Corp.  of  America,  who  will  act  as  chair- 
man of  the  Boatd  of  Directors  of  the  new  sub- 
sidiary company.  The  enterprise  has  been  en- 
tirely financed  by  the  Radio  Corp.  and  the 
General  Electric  and  Westinghouse  companies, 
and  there  is  no  public  offering  of  its  securities. 

The  RCA  Photophone,  an  apparatus  for 
synchronizing  motion  pictures  with  voice  and 
music,  will  be  sold  to  motion  picture  theatres, 
schools,  churches  and  other  institutions.  En- 
gineers of  the  radio  group  are  now  at  work  in 
their  laboratories  on  a  simplified  photophone 


"Here's  the  best 
aerial  to  use 
with  that  set 
you've  bought 

Just  connect  it  to  your  set  and  plug  into  the 
nearest  light  socket.  This  little  device  uses 
absolutely  no  current,  requires  no  lightning 
arrester,  and  cuts  static  down  to  almost  zero. 
You  will  get  the  same  perfect  reception  as 
you've  just  listened  to  here — because  we  always 
demonstrate  with  the  Dubilier  Light  Socket 
Aerial.   Expensive?   No,  sirl   Only  $1.50." 

More  dealers  than  you  can  count  are  show- 
ing off  their  receivers  to  best  advantage  with 
this  unique  aerial,  and  then  selling  them  at 
good  profit  with  every  set.  Others  are  in- 
cluding the  Dubilier  Light  Socket  Aerial  in 
the  purchase  price  of  equipped  sets  as  an 
added  inducement.  Have  you  tried  out  either 
of  these  plans?  If  you're  not  equipped  to 
collect  on  this  nationally  advertised  aerial, 
phone  your  jobber  today  for  a  trial  supply. 
Packed  individually  in  attractive  counter  dis- 
play cartons  of  ten.  They  are  available 
through  any  good  radio  distributor. 

Dubilier  Condenser  Corp. 

4377  Bronx  Blvd.  New  York 

Dubilier 

LIGHT-  SOCKET  AERIAL 


device  suitable  for  use  in  the  home,  which  will 
make  it  possible,  it  is  stated,  to  reproduce  "talk- 
ing movies"  in  the  home  very  much  as  the  ordi- 
nary radio  broadcast  programs  are  now  being 
received  in  more  than  eight  million  homes. 

General  Harbord  announced  that  the  other 
members  of  the  Board  of  Directors  would  be 
Owen  D.  Young,  Gerard  Swope,  Paul  D. 
Cravath,  E.  M.  Herr,  E.  W.  Harden,  Cornelius 
N.  Bliss,  James  R.  Sheffield  and  David  Sarnoff. 

The  president  of  the  new  company  will  be 
David  Sarnoff,  and  Elmer  E.  Bucher  will  be 
vice-president  in  charge  of  commercial  activi- 
ties. Doctor  A.  N.  Goldsmith  will  be  vice- 
president  in  charge  of  technical  matters.  The 
other  officers  of  the  company  will  be  George 
S.  DeSousa,  treasurer;  Lewis  MacConnach,  sec- 
retary, and  Charles  J.  Ross,  comptroller.  A 
board  of  consulting  engineers  has  been  created 
and  its  members  are:  A.  N.  Goldsmith,  C.  W. 
Stone  and  S.  M.  Kintner. 

In  discussing  the  formation  of  the  new  com- 
pany Mr.  Sarnoff  pointed  out  that  although  the 
Radio  Corp.,  General  Electric  and  Westing- 
house  had  been  preparing  for  several  years  to 
market  apparatus  synchronizing  voice  and  music 
with  motion  pictures,  public  introduction  of  the 
apparatus  had  been  delayed  until  the  engineers 
had  achieved  "complete  practicability"  so  that 
it  would  be  as  simple  to  operate  as  a  radio  set, 
and,  at  the  same  time,  highly  perfected. 

"The  Photophone,"  said  Mr.  Sarnoff,  "is  both 
simple  and  practical.  The  essential  principle 
is  the  recording  of  pictures  and  sound  on  one 
film.  While  various  methods  have  been  devised 
for  'talking  movies,'  experience  has  shown  that 
the  most  practical  is  that  of  recording  pictures 
and  sound  on  the  same  film.  This  is  the 
method  employed  by  the  Photophone.  It  is 
now  possible  to  photograph  the  President  of 
the  United  States— voice  as  well  as  action — 
and  to  distribute  films  reproducing  the  event 
throughout  the  country. 

"Easily -operated  reproducing  apparatus  for 
use  in  theatres,  schools  and  churches  will  be 
nationally  available.  An  entire  opera,  musical 
comedy  or  drama  can  be  electrically  recorded 
on  the  film,  just  as  it  is  seen  and  heard,  and 


then  reproduced  from  the  same  film.  What- 
ever can  be  seen  or  heard,  whether  it  is  a  night- 
ingale singing  or  an  army  in  battle,  can  .now 
be  recorded  and  reproduced  for  both  the  eye 
and  the  ear.  Moving  picture  dramas  with  com- 
plete orchestral  accompaniment,  or  with  music 
and  speech,  will  be  available  for  nation-wide 
use. 

"Standard  films  without  the  sound  can  be 
used  without  any  change  in  the  machine.  The 
only  thing  the  operator  has  to  do  is  to  close 
one  switch  when  he  is  projecting  pictures  with 
sound,  and  open  it  when  he  does  not  want  the 
sound.  Any  type  of  'talking  film'  can  be  used 
in  the  machine.  The  type  of  sound  reproducer 
to  be  used  will  vary  with  the  size  of  the  room 
in  which  the  pictures  are  to  be  shown.  The 
reproducer  embodies  some  remarkable  new  de- 
velopments in  acoustics. 

"Sight  and  hearing  have  been  the  two  avenues 
of  approach  to  the  human  mind  for  education, 
religion  and  entertainment.  Now  one  medium 
combines  the  appeal  to  sight  and  hearing  simul- 
taneously with  universal  accessibility  and  avail- 
ability. The  complete  practicability  of  the  new 
ait  has  already  been  demonstrated,  and  there 
remained  only  the  need  for  an  intelligent  and 
serviceable  system  of  manufacture  and  dis- 
tribution. 

"One  can  only  guess  at  the  many  varied  uses 
of  this  invention  as  an  instrument  for  the  spread 
of  knowledge,  for  bringing  the  peoples  of  the 
w  orld  closer  together,  and  for  the  advancement 
of  civilization. 

"It  is  entirely  possible,  and  I  may  say  prob- 
able, that  the  new  device  will  be  used  to  stage  . 
debates  on  great  national  issues.  Presidential 
candidates,  photographed  while  speaking,  can 
be  shown  the  same  evening  on  the  same  film, 
one  earnestly  presenting  one  side  of  a  national 
question,  the  other  eloquently  presenting  the 
other  side." 

Mr.-  Sarnoff  stated  that  the  new  company 
would  make  its  products  available  to  the  entire 
motion  picture  industry,  as  well  as  to  individual 
home-users.  Through  the  National  Broadcast- 
ing Co.,  another  Radio  Corp.  associate,  it  will 
be  able  to  obtain  programs  and  artists  which 
can  be  recorded  and  reproduced  by  the  RCA 
Photophone. 

Experimental  motion  picture  laboratories  at 
4-11  Fifth  avenue  have  been  established  by  the 
Photophone  Co.  for  the  development  of  "talk- 
ing movie"  technique.  With  20,000  motion  pic- 
ture houses,  150,000  churches  and  270,000  schools 
in  the  United  States,  the  new  company  expects 
to  develop  a  very  large  market  for  its  Photo- 
phone apparatus. 


Los  Angeles  Trade  Interested  in 
Exposition  and  Radio  Trade  Show 

Many  of  the  Leading  Manufacturers  Have  Taken  Space  at  the  Pageant  of  Music  and 
Exposition  to  Be  Held  in  June — F.  B.  Simpson  on  a  Trip  to  Hawaii 


Los  Angeles,  Cal.,  April  4. — The  Victor  Talk- 
ing Machine  Co.  has  secured  large  space  at  the 
forthcoming  Pageant  of  Music  and  Exposition 
which  will  be  held  at  the  Ambassador  Audito- 
rium, June'  18-30.  A.  C.  Love,  Pacific  Coast 
representative  of  the  Victor  Co.,  wired  to  Presi- 
dent Richardson  of  the  Music  Trades  Associa- 
tion of  Southern  California,  late  last  month,  the 
definite  news  that  his  company  had  decided  to 
take  up  the  reservation  which  had  been  held 
for  some  time.  The  reservation  comprises  a 
space  sixty  feet  by  twenty  feet,  immediately 
adjoining  the  entrance  to  the  exposition,  and 
permits  of  eighty  feet  of  window  display  visible 
through  the  scrim — instead  of  glass,  and  will 
enable  the  thousands  of  visitors  to  view  the 
entire  line  of  Victrolas,  Electrolas  and  Com- 
bination Victrola-Electrola-Radiolas.  Many 
other  large  concerns  plan  to  have  exhibits  at 
the  Pageant  of  Music  and  Exposition. 

F.  B.  Simpson,  general  manager  of  the  Bruns- 
wick-Balke-Collender  Co.'s  business  in  Califor- 


nia, left  three  or  four  weeks  ago  for  a  trip  to 
Hawaii.  Irving  J.  Westphal,  manager  of  the 
phonograph  division  in  Southern  California,  has 
been  awaiting  the  return  of  Mr.  Simpson  in 
order  that  a  final  selection  of  space  in  the  Pag- 
eant of  Music  may  be  made  for  the  display  of 
Brunswick  Panatropes,  Panatrope-Radiolas  and 
Brunswick  records. 

Walter  M.  Fagan,  president  of  Pacific  Whole- 
sale, Inc.,  distributor  of  Sparton  radios,  Okeh 
records  and  portable  phonographs,  contracted 
for  two  center  exhibition  spaces  in  the  Pageant 
of  Music  and  Exposition. 

H.  J.  Zeusler,  manager,  Edison  Phonograph 
Distributing  Co.,  was  in  Los  Angeles  last 
month  and  accompanied  W.  G.  Carson,  South- 
ern California  representative,  in  visiting  the 
trade.  Mr.  Zeusler  spoke  very  optimistically  ol 
the  future  and  appeared  to  be  much  gratified 
at  the  results  of  the  efforts  of  Mr.  Carson  in 
interesting  new  accounts  in  Los  Angeles  and 
the  Southland. 
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Cleveland  Distributor  Holds  a 

Three-Day  Meeting  of  Retailers 

New  Model  Atwater  Kent  Shown  to  Retail  Fraternity  at  One  of  the  Most  Successful 
Meetings  Ever  Held  by  a  Distributor  in  This  Territory — Other  News 


Cleveland,  O.,  April  9. — The  Cleveland  Ig- 
nition Co.,  distributor  of  Atwater  Kent  in 
Cleveland  and  northeastern  Ohio,  held  a  very- 
successful  three-day  meeting  for  the  purpose 
of  introducing  the  new  Model  38.  The  affair 
was  held  at  the  Hotel  Westlake  and  the  new- 
model  was  enthusiastically  received,  and  a  large 
number  of  orders  placed  for  it.  The  new  Pooley 
radio  tables,  Styles  No.  1  and  No.  2,  were  also 
shown,  and  received  a  welcome  from  the  trade, 
as  both  styles  are  large  enough  to  accommodate 
the  Atwater  Kent  Models  37  and  38. 

N.  W.  Steiger,  a  Cleveland  Crosley  dealer, 
gained  considerable  publicity  for  himself,  and 
also  for  the  Crosley  Bandbox,  by  equipping  a 
Green  taxi  cab  with  one  of  these  well-known 
sets.  The  installation  excited  considerable  fa- 
vorable comment. 

Brunswick  dealers  are  finding  an  exception- 
ally good  demand  for  Al  Jolson's  exclusive 
Brunswick  record  "Mother  O'  Mine,"  theme 
song  of  the  Jazz  Singer.  The  picture,  when 
shown  in  communities  that  do  not  have  a  Vita- 
phone,  offers  dealers  an  opportunity  to  tie  up 
therewith,  by  using  the  Brunswick  Panatrope, 
and  synchronize  with  the  film.  E.  S.  Germain, 
district  sales  manager  of  the  local  Brunswick 
branch,  visited  the  territory  served  by  the 
branch  and  is  optimistic  over  the  outlook. 

The  Wolfe  Music  Co.  moved  during  the 
month  to  its  new  home  at  2112  Euclid  avenue 
from  its  old  location  on  Prospect  avenue  at  the 
Taylor  Arcade.  T.  E.  Chadwick,  sales  man- 
ager of  the  Cleveland  Ignition  Co.,  assisted  the 
Wolfe  Music  Co.  in  a  display  of  the  new  At- 
water Kent  models  during  the  month. 

Thc  regular  monthly  meeting  of  the  Cleve- 
land Music  Trades  Association  was  held  at  the 
Hotel   Statler  and   was   fairly   well  attended. 

The  Cleveland  Talking  Machine  Co.,  Victor 
distributor,  reports  the  sale  of  Red  Seal  records 
to  have  been  unusually  heavy  during  the  month. 
The  company  has  been  holding  monthly  sales 
promotion  meetings  for  dealers'  sales  ladies, 
which  are  bringing  forth  very  encouraging  re- 


sults. The  various  models  of  Victor  instru- 
ments are  also  selling  well,  said  Howard 
Shartle,  of  the  Cleveland  Talking  Machine  Co. 

The  Empire  Phonoparts  Co.,  of  Cleveland, 
manufacturer  of  tone  arms  and  reproducers,  has 
recently  placed  four  new  products  on  the 
market  which  are  meeting  with  considerable 
success.  They  are  the  No.  12  and  No.  13  Em- 
pire tone  arms,  Empire  No.  5  tone  arms  and 
Premier  reproducer.  President  McNamara,  of 
the  company,  is  well  pleased  with  the  demand. 

Robert  E.  Taylor,  general  manager  of  the 
Cleveland  branch  of  the  Starr  Piano  Co.,  pre- 
sided, in  his"  capacity  of  president  of  the  Music 
Merchants'  Association  of  Ohio,  at  the  mid- 
year meeting  held  at  Columbus.    He  was  ac- 

Attributes  Success 

to  Service  Policy 

J.  E.  Sawkins,  manager  of  the  Sawkins  Music 
House,  Grebe  radio  dealer  of  Alma,  Mich.,  sold 
a  lot  of  radio  sets  last  year,  mainly  because  he 
gave  "instant  radio  service"  and  courteously 
told  his  customers  the  truth  at  all  times. 

"When  we  first  installed  our  service  depart- 
ment we  missed  a  few  service  calls,  and  our 
customers  were  sore,"  said  Mr.  Sawkins. 
"After  that  we  put  up  a  large  blackboard  in 
the  office  and  wrote  down  every  call  that  came 
in.  Thereon  the  name  remained  until  the  call 
was  made  and  the  service  card  signed  and  re- 
turned to  our  office  files. 

"Shortly  after  we  began  handling  radio  we 
hired  a  young  chap  who  said  he  could  install 
and  repair  radio  sets.  We  didn't  have  much 
confidence  in  him  at  first  and  always  went  out 
with  him  to  see  that  he  did  his  work  right. 
Soon  afterward  I  found  out  that  he  knew  a 
hundred  times  more  than  I  did.  I  then  raised 
his  salary  and  placed  him  in  complete  charge 
of  service.    We  laid  the  law  down  to  him  about 


companied  to  Columbus  by  Rexford  C.  Hyre, 
secretary  of  the  organization,  Otto  C.  Muehl- 
hauser  and  Henry  Dreher,  past  presidents  of 
the  Association.  Considerable  interest  in  the 
meeting  was  taken  by  the  Cleveland  branch, 
practically  all  of  whom  are  members,  on  ac- 
count of  the  vote  on  whether  the  Association 
should  affiliate  with  the  national  body,  and 
which  was  voted  down. 

R.  J.  Mueller,  manager  of  the  Columbia 
Phonograph  Co.  branch  in  this  city,  recently 
sent  a  message  to  dealers  advising  them  to  loan 
a  set  of  the  Bayreuth  Festival  recordings  to 
local  newspaper  reviewers  to  secure  free  pub- 
licity for  the  Masterworks  set. 

The  second  annual  radio  show  of  Bergers, 
West  Side  department  store,  was  held  during 
the  month  with  gratifying  results. 

Emerson  Gill  and  his  Bamboo  Garden  Orches- 
tra went  to  Chicago  on  March  27  to  record  for 
Columbia.  They  are  the  second  Cleveland 
organization  now  on  the  Columbia  recording 
list,  and  it  is  expected  by  the  local  Columbia 
branch  that  their  records  will  prove  brisk 
sellers.  Many  dealers  had  special  window  dis- 
plays of  the  new  Columbia  hits. 


pleasing  customers  and  giving  'instant  radio 
service,'  and  right  there,  I  firmly  believe,  is  the 
basic  reason  why  we  sold  so  many  sets  there- 
after— and  have  so  many  satisfied  customers." 

Asked  how  he  managed  his  service  depart- 
ment, Mr.  Sawkins  told  of  the  present  system 
which  he  maintains.  "We  give  a  few  free  serv- 
ice calls  with  every  set  sold,  and  after  that  we 
charge  one  dollar  and  a  half  ($'1.S0).  This 
charge  is  always  made  even  if  we  only  find 
that  the  storage  battery  is  dead.  Sometimes 
they  kick,  and  once  in  a  while  we  cancel  the 
charge  with  a  warning  that  the  next  time  we 
will  collect.  Not  only  do  we  believe  in  it  but 
we  have  found  that  the  public  is  willing  to  pay 
for  reliable  instant  radio  service  from  the 
dealer!" 

Newspaper  Section 
Devoted  to  Kolster 

Federal-Brandes,  Inc.,  manufacturer  of  Kols- 
ter radio,  with  the  co-operation  of  Kolster  dis- 
tributors and  dealers  in  the  metropolitan  dis- 
trict of  New  York,  executed  a  strikingly  effec- 
tive piece  of  co-operative  advertising  on  April 
1  in  the  New  York  Herald  Tribune.  This  was 
a  special  eight-page  section  devoted  entirely  to 
Kolster  news  and  advertising,  and  published  as 
part  2  of  the  regular  Herald  Tribune  radio 
section. 

Musical  Products  Distributing  Co.,  Greater 
City  Distributing  Co.,  McPhilben-Keator,  Inc., 
and  E.  M.  Wilson  &  Son,  Kolster  distributors 
in  the  metropolitan  territory,  and  approximately 
225  dealers  carried  advertising  space  in  this 
special  section.  Photographs  and  personal  his- 
tories of  Federal-Brandes  executives,  the  story 
of  Kolster  Radio  from  its  inception,  news  and 
features,  including  the  Kolster  Radio  Hour  now 
being  broadcast  weekly,  as  well  as  photographs 
of  Kolster  distributors,  combined  to  make  this 
one  of  the  most  forceful  layouts  of  co-operative 
advertising  effort  ever  directed  to  the  buying 
public. 

Start  Radio  Service 
School  in  Newark 

A  vocational  training  school  for  radio  service 
men  has  started  in  Newark,  N.  J.,  having  been 
established  by  the  Essex  County,  N.  J.,  Board 
of  Education,  working  in  co-operation  with  the 
Radio  Manufacturers'  Association.  The  success 
of  the  initial  radio  servicing  school  has  inter- 
ested many  other  institutions  of  .technical  train- 
ing throughout  the  country,  and  it  is  expected 
that  a  number  of  similar  schools  will  be 
founded  in  the  near  future. 


For  Talking  Machines 

It's  only  first-quality  felt,  properly  and  particularly  made,  that 
keeps  on  the  job  longer  .  .  .  that  always  proves  most  economical 
in  the  final  test.  You  can  look  to  American  Felt  Company's 
Felts  for  these  "built-in"  qualities — and  get  them! 

For  American  Felt  Company's  Felts  are  made  by  an  organiza- 
tion as  particular  as  its  most  exacting  customers — an  organiza- 
tion backed  by  many  years  of  sound  experience  in  advising 
talking  machine  manufacturers  ...  in  recommending  the  grade 
of  felt  best  suited  to  each  requirement.  Our  customers  profit 
by  all  this.    Write  us  for  quotations. 

AMERICAN  FELT  COMPANY 

211  Congress  St.,  Boston  114  E.  13th  St.,  New  Ybrk  City 

325  So.  Market  Street,  Chicago 
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Broader  Scope  of  Buying  Creates 
Optimism  in  Philadelphia  Field 

Combination  Instruments  and  AC  Sets   Lead  the  Demand  —  C.  J.  Heppe  &  Son 
Co.  Makes  Strong  Bid  for  Sales— First  Showing  of  New  Victor  Model 


Philadelphia,  Pa.,  April  9.— While  March  was 
marked  for  its  lively  demand  for  the  newer 
types  of  AC  radio  sets  and  combination  talking 
machine  outfits  the  early  days  of  the  current 
month  were  more  encouraging  for  the  general 
industry  in  the  broader  scope  of  trade.  Con- 
trasted with  March  of  1927,  that  of  1928  was 
more  satisfactory  in  sales  of  records,  with  many 
reports  from  dealers  and  distributors  showing 
a  slight  increase  in  the  sales.  Straight  talking 
machines  were  slower  in  moving,  but  the  com- 
binations were  on  the  active  list. 

Talking  machine  repair  parts  and  accessories 
manufacturers  have  been  enjoying  a  fairly  well 
maintained  demand  for  these  supplies  through- 
out the  month,  and  particularly  for  the  newer 
reproducers  that  are  needed  to  improve  ma- 
chines of  older  makes. 

Portable  talking  machines  have  been  enjoy- 
ing a  growing  demand  during  the  past  month, 
and  the  April  shipments  have  been  in  keeping 
with  the  normal  seasonal  requirements.  Ship- 
ments from  local  manufacturers  to  South 
American  parts  have  been  noticeably  increased. 
Vigorous  Sales  Promotion 

That  clever  and  original  ideas  are  required 
to  meet  the  problems  of  moving  talking  ma- 
chines in  satisfactory  volume  from  the  stores 
of  the  dealers  is  realized  by  alert  concerns.  C. 
J.  Heppe  &  Son  Co.  has  developed  a  novel 
plan  for  bringing  to  the  attention  of  the  patrons 
the  newer  types  of  straight  models  of  the  Ortho- 
phonic.  Following  out  a  similar  plan  worked 
out  successfully  on  the  radios,  the  firm  will  this 
week  inaugurate  its  new  sales  policy  on  the 
Orthophonic.  A  direct  mail  campaign  among  a 
large  list  of  customers  will  place  before  the 
public  the  opportunity  of  a  three  days'  demon- 


stration of  the  Victor  machine  in  the  home 
without  cost.  Of  course  the  firm  is  placing  the 
machine  in  the  homes  of  patrons  who  are  reli- 
able— discriminating  rather  than  promiscuously 
installing  the  instruments  where  irresponsibility 
is  likely  to  incur  trouble  and  future  returns  of 
its  property.  The  first  steps  will  be  to  canvass 
the  patrons  of  the  company,  bringing  to  their 
attention  the  proposed  three  days'  trial  offering. 
Where  answers  are  received,  follow-up  methods 
will  be  applied.  Should  the  initial  steps  prove 
satisfactory  the  firm  will  then  undertake  a  news- 
paper campaign  on  the  three  day  demonstra- 
tion offer.  The  Heppe  Co.  just  completed  a 
very  lively  sales  campaign  along  similar  lines 
on  radio,  featuring  the  RCA,  Atwater  Kent, 
Federal,  Zenith  and  Kolster  sets.  There  has 
been  added  to  the  list  of  records  handled  by 
the  company,  the  Masterworks  of  the  Colum- 
bia Phonograph  Co.  These  will  be  stocked 
along  with  the  Victor  and  Brunswick.  Man- 
ager Leo  Cromson,  of  the  radio  and  talking  ma- 
chine departments,  has  been  most  successful  in 
promoting  the  various  exploitation  stunts  that 
have  within  recent  days  made  the  department 
one  of  the  most  profitable  branches  of  the 
Heppe  store. 

Improve  Panatrope  Stage  Setting 
For  the  national  exploitation  of  the  Bruns- 
wick Panatrope,  the  manufacturer  under  direc- 
tion of  the  Philadelphia  branch  of  the  Bruns- 
wick Co.,  40  North  Sixth  street,  is  now  re- 
modeling the  lighting  system  in  its  Atlantic  City 
Boardwalk  store,  in  preparedness  for  the  com- 
ing Summer  campaign.  The  Atlantic  City  store 
at  7039  Boardwalk  will  have  a  unique  and  im- 
proved lighting  system  with  colorful  and  effec- 
tive lights  flashed  upon  the  auditorium  where 


daily  concerts  and  talks  on  the  Panatrope  are 
given.  There  will  be  color  lights  flashed  on 
the  machines  as  they  are  shown  on  the  stage 
while  the  main  body  of  the  concert  hall  will  be 
effectively  lighted.  With  the  Easter  Week  the 
local  branch  featured  a  campaign  on  the  new 
13-8  combination  electrical  Panatrope,  on  the 
Boardwalk  and  in  the  Philadelphia  headquarters. 
Ivan  Brooks,  who  is  in  charge  of  the  Board- 
walk store,  a  former  army  aviator,  will  do  a 
flying  stunt  for  the  exploitation  of  the  Pana- 
trope by  making  an  air  trip  with  novelty  flying 
enroute  from  the  shore  to  Philadelphia  for  the 
purpose  of  securing  the  first  batch  of  records 
to  be  used  on  the  new  model  displayed  at  the 
seashore.  The  first  batch  to  be  shipped  by  air 
will  be  the  April  releases.  H.  A.  Hawley  is 
giving  particular  attention  to  promotion  of  the 
Adelphia  Hotel  Orchestra,  which  is  now  being 
featured  by  the  Brunswick  as  a  local  recording 
dance  band  under  direction  of  Herbert  Gordon. 
W.  J.  Waldis,  who  formerly  was  associated  with 
the  Sun  Oil  Co.,  is  now  assistant  to  District 
Manager  George  A.  Lyons. 

Ben  Bernie  recordings  on  the  Brunswick  were 
exploited  during  the  premier  showing  of  "And 
Howe,"  the  new  musical  comedy  in  which  his 
band  now  is  appearing,  and  which  made  its  bow 
here  in  the  early  days  of  April.  The  Philadel- 
phia branch  tied  up  with  the  appearance  by 
exploitation  in  co-operation  with  the  dealers. 

That  the  trade  has  given  a  warm  welcome  to 
the  traveler  for  the  Brunswick  in  the  central 
Pennsylvania  district,  M.  R.  Walanka,  is  evi- 
denced by  the  growth  of  business  in  Harris- 
burg,  Lancaster  and  surrounding  territory 
within  recent  months.  He  has  made  many  new 
friends  for  the  Brunswick  in  that  section. 
Showing  of  New  Victor  Model 

A  joint  meeting  of  the  Philadelphia  dis- 
tributors of  the  Victor  was  held  March  28th,  at 
the  Benjamin  Franklin  Hotel,  when  the  whole- 
sale departments  of  H.  A.  Weymann  &  Son, 
Inc.,  and  the  Philadelphia  Victor  Distributors, 
Inc.,  entertained  the  dealers  and  then  demon- 
strated the  new  Victor  Model  No.  8-35  which 
has  just  been  introduced  to  the  trade.  The 
new  model  has  been  much  complimented  be- 
cause of  its  beautiful  cabinet.  The  session  was 
opened  with  a  word  of  greeting  by  President 
Louis  Buehn,  of  the  Philadelphia  Victor  Dis- 
tributors, Inc.,  and  then  by  a  word  of  cheer 
from  the  president  of  the  Victor  Co.,  E.  E. 
Shumaker,  who  appeared  as  a  Victor  record- 
ing artist  for  the  occasion  in  the  special  record 
played  at  the  gathering  and  containing  his  mes- 
sage of  greeting.  Louis  Morgan,  Philadelphia 
representative  of  the  Victor  Co.,  introduced  the 
various  speakers,  including  Assistant  Sales  Man- 
ager Davis  Pruett,  of  the  Southeastern  district, 
and  Sales  Manager  L.  Richardson.  They  told 
of  the  improvements  in  the  new  model.  Two 
hundred  dealers  attended  the  joint  meeting. 
Previous  to  the  Philadelphia  meeting,  there  was 
a  similar  introductory  session  for  the  new  Vic- 
trola  held  at  the  Penn  Harris  Hotel,  in  Harris- 
burg,  Pa.,  on  February  27  for  the  dealers  in 
that  section  of  the  State.  George  Tatem  and 
james  Robinson,  of  the  Philadelphia  Victor 
Distributors,  Inc.,  presided  at  the  Harrisburg 
gathering. 

Featuring  T.  M.  Department 

That  the  dealers  are  alive  to  the  needs  of 
the  day  in  exploitation  of  talking  machines 
through  proper  displays,  and  the  visualizing  of 
the  attractiveness  of  the  instruments  as  furnish- 
ings for  the  home  is  demonstrated  by  the 
prominence  given  these  trade  commodities  in 
the  department  stores.  During  the  month  Gim- 
bel  Bros,  talking  machine  department,  under 
(Continued  on  page  80) 


Substantial  Price  Revisions 

AUTOMATIC  VICTROLA  No.  10-50  now  $500.00 
AUTOMATIC  ELECTROLA  No.  10-51  "  $975.00 
AUTOMATIC  ELECTROLA  No.  10-70    "  $975.00 


An  added  feature  —  the  KRAWOOD  COIN  BOX  attach- 
ment, $50.00  list  price  and  $20.00  list  for  each  additional  Wall 
Box,  opens  a  wonderful  field  for  sales  prospects  to  Hotels, 
Road  Houses,  Tea  Rooms,  Restaurants  and  other  public  places. 

This  feature  readily  appeals  to  prospective  purchasers  as  a 
profitable  investment. 

The  field  for  the  sale  of  these  instruments  is  almost  untouched. 
Capitalize  this  price  reduction  by  doubling  your  efforts  to 
sell  these  models. 

H A.WEYMANN  &  SONjNCo 

1103  Chestnut  Street  -Philadelphia ,  Pa. 
Victor  Wholesalers 
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Oh,  What  a  Portable!!! 

The  Loudest  and  Clearest  in  the  World 


You  should  stock  this  SERPENTINE  PORTABLE  because  it  is,  without  question,  the  loudest  and 
clearest  phonograph  on  the  market  selling  at  anywhere  near  its  price,  $25.00,  in  fact  on  many  records 
a  soft  needle  will  have  to  be  used  unless  dance  music  volume  is  desired. 

It  only  measures  approximately  12x12x6  inches,  is  built  of  the  very  best  materials  obtainable, 
is  unqualifiedly  guaranteed  both  to  you  and  your  customer,  is  light  in  weight  and  will  carry  twenty 
double-face  records.  The  tone  arm  fits  snugly  inside  the  box  for  carrying  purposes.  It  can  be  replaced 
on  the  pin  in  an  instant  for  playing. 

The  SERPENTINE  PORTABLE  will  play  old  records  practically  as  loudly  as  the  new  electric 
records  and  it  brings  out  tone  qualities  which  have  certainly  never  been  produced  on  a  portable  of 
this  size  and  for  the  price.  In  the  playing  of  Grand  Opera  records  each  note  of  the  complete  scale, 
from  the  lowest  to  the  highest,  is  brought  forth  with  astounding  volume  and  clarity. 

This  portable  embodies  the  famous  SERPENTINE  TONE  ARM  amplifying  principle  and, 
of  course,  a  first  class  reproducer  is  furnished. 

By  removing  the  sound  box  and  attaching  a  radio  unit  this  portable  also  becomes  one  of  the  fore- 
most horns  for  radio  reproduction. 

Liberal  Jobber's  Discount  Order  Now  for  Early  Delivery 

We  Have  Been  Manufacturers  for  Years 


Astral  Radio  Corporation 

1812  Chestnut  Street  Arcade— Store  12  Philadelphia,  Pa. 
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Velvaloid  Record  Brush 

Ideal  for  advertising  purposes  or  resale.    Write  us  for  full  information. 

PHILADELPHIA  BADGE  CO. 

Manufacturers 

942  Market  Street  Philadelphia,  Pa. 


the  management  of  G.  F.  Wurtle,  rearranged 
its  department  so  that  a  full  view  of  its  Victor 
and  Brunswick  Panatropes  was  available  to 
customers.  Heretofore  the  records  and  ma- 
chines were  confined  to  the  rear  of  the  seventh 
floor,  but  now  the  space  has  been  cleared  by 
rearrangements  of  record  cases  and  the  various 
instruments  are  readily  discernible  to  customers 
by  a  full  floor  exhibition  of  the  various  models 
extending  to  the  front  portion  of  the  depart- 
ment. The  record  cases  have  been  placed  so 
that  they  too  may  be  readily  viewed  and  attrac- 
tive furnishings  complete  one  of  the  most  at- 
tractive displays  featured  by  local  department 
stores.  There  also  are  shown  the  Atwater 
Kent  and  RCA  lines. 

Features  "Talkers"  and  Radios 

Stern  &  Co.,  furniture  dealers  with  a  piano 
and  talking  machine  radio  department,  recently 
damaged  by  fire,  have  reconstructed  the  musical 
instrument  section  with  complete  new  surround- 
ings and  booths  and  cases.  The  store  at  712 
Market  street  is  now  giving  prominence  to  the 
talking  machine  and  radio  stocks. 

Association  Expands  Scope 

Under  the  plans  for  extension  of  membership 
the  Pennsylvania  Music  Merchants'  Association, 
which  meets  here  in  convention  on  May  7 
and  8,  at  the  Adelphia  Hotel,  will  include 
other  divisions  of  the  trade  to  enrollment  in  its 
ranks.  The  plans  to  develop  the  organization 
will  include  the  enrollment  of  talking  machine 
dealers  and  radio  associates  who  are  linked  with 
the  music  trade.  At  the  meeting  of  the  State 
organization  with  the  Philadelphia  Piano  Deal- 
ers' Association  held  in  early  March,  it  was 
announced  that  the  annual  convention  would 
lake  place  in  May.  Later  in  the  month  the 
committee  on  arrangements  with  A.  Z.  Moore, 
of  the  Kirk  Johnson  Co.,  Lancaster,  Pa.,  and 
president  of  the  State  Association  and  President 
G.  C.  Ramsdell,  of  the  Philadelphia  organiza- 
tion, chairman;  A.  C.  Weymann,  of  H  A.  Wey- 
mann  &  Son,  Inc.;  George  Witney,  C.  J.  Heppe 
&  Son,  and  George  Miller,  of  the  Lester  Piano 
Co.,  and  the  F.  A.  North  Co.,  met  here  and  se- 
lected the  Adelphia  Hotel  as  the  place  for  the 
annual  gathering. 

Vatican  Choir  Records  Popular 

Vatican  Choir  records  have  been  profitable 
Easter  sellers  among  the  recordings  of  the 
Brunswick  list.  The  Philadelphia  trade  gave 
much  attention  to  the  feature  of  these  over  the 
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Pascal  season.  The  Vatican  Choir,  with  its  60 
male  singers,  is  considered  the  greatest  of 
Catholic  Church  Choral  organizations,  and  re- 
cently completed  a  tour  of  America,  making  its 
record  while  in  this  country. 

Girard  Co.  a  Carryola  Distributor 
The  Girard  Phonograph  Co.,  Broad  and  Wal- 
lace streets,  has  become  the  Philadelphia  dis- 
tributor for  the  Carryola  line  of  portables  and 
electric  pick-ups.  The  Girard  Co.  has  been 
local  distributor  for  the  Bosch  radio  for  some 
time,  and  has  long  been  established  here,  pre- 
viously featuring  the  Edison  and  other  phono- 
graphs and  radios.  The  firm  will  take  care  of 
the  distribution  of  the  Carryola  in  the  eastern 
Pennsylvania,  south  New  Jersey  and  Delaware 
territory. 

Brisk  Demand  for  Valley  Forge  Line 

Returned  from  a  tour  of  the  South,  Irvin 
Epstan,  of  the  J.  A.  Fischer  Co.,  730  Market 
street,  reports  that  business  in  that  section  is 
spotty  in  the  larger  centers,  but  quieter  in  the 
Florida  resorts  where  the  Winter  season  has 
not  been  as  lively  as  in  normal  years.  There 
has  been  a  lively  demand  for  the  Valley  Forge 
repair  parts  and  accessories,  but  particularly 
for  the  ValPhonic  reproducers  that  now  are 
being  used  for  modernizing  the  old  type  in- 
struments. The  newest  of  products  to  be  in- 
troduced by  the  Fischer  Co.  is  the  Riophonic, 
the  medium-priced  reproducers  which  will  be 
advantageous  to  the  modernizing  of  the  old 
style  talking  machines.  The  new  medium-priced 
reproducer  is  a  vast  improvement  over  the 
former  Valley  Forge  make.  It  has  more  rigid- 
ity and  tonal  qualities  are  improved.  The  firm 
is  now  working  on  several  new  types  of  tone 
arms  and  shortly  will  announce  these  products 
to  the  trade. 

The  Valley  Forge  manufacturer  shortly  will 
issue  the  new  Spring  chart  with  eight  or  ten 
new  springs  added  for  the  new  type  of  port- 
ables and  various  modern  machines.  Recently 
the  firm  has  been  highly  complimented  by 
trade  associates  on  its  advertisement  appearing 
in  The  Talking  Machine  World  last  month  in 


two  color  full-page  display.  Those  dealers  who 
wrote  in  on  the  ad  state  it  was  unique  and 
original. 

Speeds  Production 

With  the  opening  of  the  outdoor  season  the 
Guarantee  Talking  Machine  Supply  Co.,  35 
North  Ninth  street,  has  been  speeding  up  pro- 
duction on  its  portables.  This  season  there  are 
three  new  models  with  modern  features,  among 
them  a  thin  model  in  which  the  tone  arm  is 
stationary  so  that  necessary  work  of  removing 
it  when  packing  is  eliminated.  The  new  Guar- 
antee Special  is  guaranteed  to  play  two  records 
at  a  single  winding.  It  is  made  in  pastel  tints 
with  the  Guaraphonic  reproducer  which  en- 
hances the  volume.  The  third  and  latest  de- 
velopment in  the  $25  model  is  the  Guarantee 
Deluxe  with  the  serpentine  tone  arm  and  high 
grade  synchronized  Guaraphonic  reproducer — 
a  remarkable  value  for  the  money.  There  has 
been  a  lively  demand  for  the  Guarantee  port- 
ables in  Venezuela,  South  America  and  Austra- 
lia, where  distributors  have  been  successful  in 
promoting  the  sales  of  these  Quaker  City-made 
products.  E.  Bauer,  who  travels  for  the  Guar- 
antee Co.,  is  now  en  route  South  taking  in  Balti- 
more, Washington,  Richmond  and  other  points 
en  route.  The  Guarantee  Talking  Machine  Sup- 
ply Co.  has  been  appointed  distributor  for  the 
Mack  Aerial,  made  by  the  Mack  Mfg.  Co.,  of 
Philadelphia. 

M.  Grass  &  Son  Expand 

M.  Grass  &  Son  have  removed  the  wholesale 
sheet  music  department  to  the  music  store  in 
West  Philadelphia.  The  firm  recently  took  over 
an  additional  floor  and  enlarged  its  business  in 
the  talking  machine  section,  and  extend- 
ing stocks  to  pianos  and  musical  instruments. 
The  radio  department  also  has  been  developed, 
with  the  RCA,  Atwater  Kent,  Zenith,  and  Fada 
in  stock.  Better  service  to  the  dealers  is 
planned  with  the  removal  of  the  sheet  music 
department  to  its  store  quarters  from  1017  Sam- 
son street. 

Rosen  Buys  Victor  Department 

Last  month  Rosen's  Music  Stores,  of  1131 
Poplar  street,  bought  out  the  stock  and  fixtures 
of  the  Victor  department  of  the  Penn  Furniture 
Co.,  on  Market  street,  and  have  added  the  line 
to  the  branch  store  at  840  North  Second  street. 
In  preparation  for  this  event  Hyman  Rosen 
added  eight  new  booths,  enlarged  the  record 
shelving  and  generally  remodeled  the  store. 
Rosen's  Music  Stores  are  doing  a  very  large 
business  in  foreign  records.  Mr.  Rosen  re- 
ports that  the  foreign  population  is  very  much 
interested  in  high-priced  Victor  products  and 
believes  that  by  adding  this  line  they  have  all 
that  is  required. 

Victor  Foreign  Record  Drive 

The  foreign  department  of  the  Philadelphia 
Victor  Distributors,  Inc.,  is  engaged  in  a  cam- 
paign stressing  foreign  language  record  re- 
leases. A  series  of  half-page  advertisements 
was  inserted  in  thirteen  foreign  language  news- 
papers, circulating  in  this  territory  the  latter 
part  of  last  month,  featuring  music  of  the 
Eastertide.  Dealers  were  urged  to  run  ad  copy 
tying  up  with  the  half-page  ads. 

Makes  Sales  Suggestion 

The  sales  promotion  department  of  H.  A. 
Weymann  &  Son,  Inc.,  Victor  distributors,  has 
issued  a  very  interesting  communication  to  its 
dealers  upon  the  subject  of  sales.  Among 
other  things,  it  is  pointed  out  that  the  sales 
people  in  the  record  department  have  an  en- 
viable opportunity  to  develop  prospects  for  ma- 
chine sales.  It  is  suggested  that  the  record 
clerk  when  selling  a  record  ask  the  simple  ques- 
(C ontinued  on  page  82) 
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"GROW  WITH  US" 
is  our  slogan,  and  it  expresses 
two  things: 

1     That  our  business  is  developed  on  the  seeds  of  CONFIDENCE, 
'  planted  by  selling  RELIABLE  merchandise  of  nationally  rec- 
ognized manufacturers ;  and  by  giving  our  dealers  a  Service 
that  leaves  nothing  to  be  desired. 

O  That  Trilling  &  Montague's  dealers  subscribe  to  the  same 
business  principles  in  their  relationship  with  their  customers 
in  order  to  "grow  with  us." 

TRILLING  6c  MONTAGUE 

WHOLESALE  RADIO  MERCHANDISERS 
N.W.  COR.  7TH  AND  ARCH  STREETS  PHILADELPHIA,  PA. 
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2nd  ANNUAL  R.  M.  A. 
RADIO  TRADE  SHOW 

2nd  R.  M.  A.  BANQUET  -  THURSDAY,  JUNE  14 

At  the  RAINBO  GARDENS,  on  Chicago's  North  side,  the  show 
place  of  the  Middle  West,  on  the  evening  of  Thursday,  June  14th, 
will  be  held  the  Second  Radio  Manufacturers'  Association  Banquet. 
The  entire  proceedings  will  be  broadcast.  Sumptuous  feasts  for  eye 
and  ear,  including  ISHAM  JONES  and  his  world  famous  Chicago 
Jazz  Orchestra  will  round  out  the  banquet.  As  the  banquet  hall 
borders  on  the  Jai  Lai  Courts  there  will  be  an  opportunity  to  witness 
several  matches  of  this  interesting  game  of  the  Spanish  Countries. 

Tickets  can  be  had  upon  application  to  the  Radio  Manufacturers' 
Association  office,  32  West  Randolph  Street,  Chicago,  Illinois,  or 
1265  Broadway,  New  York  City.  Tables  will  be  reserved  for  parties 
of  ten  persons  each.   Tickets  $6.50  per  person. 

Full  particulars  regarding  your  credentials  to  the  Trade  Show 
will  be  sent  to  you  in  April.   For  any  other  information  address 

Radio  Manufacturers'  Association  Trade  Show 

Under  Direction  of  U.  J.  Herrmann  and  G.  Clayton  Irwin,  Jr. 
Room  1800  Times  BIdg.,  New  York  City 


CONVENTION 
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'Nuf  Said 


Penn  Phonograph  Co. 

913  Arch  St.  Philadelphia 


tion,  "Do  you  play  your  records  on  the  Ortho- 
phonic  Victrola?"  Those  replying  in  the  nega- 
tive should  receive  a  comparison  demonstration 
in  their  homes  between  the  old  type  which  they 
own  and  the  new  type  Orthophonic. 

Trilling  &  Montague  Add  QRS  Cameras 

Trilling  &  Montague,  well-known  distributing 
firm  of  this  city,  recently  announced  that  they 
have  secured  the  wholesale  distribution  rights 
for  the  QRS  motion  picture  camera  and  projec- 
tor for  the  home.  They  plan  an  intensive  ad- 
vertising campaign  to  interest  dealers  and  the 
public  in  this  product. 

David  M.  Trilling,  Harry  Montague  and  J. 
Lobel,  sales  manager  of  the  company,  recently 
returned  from  Chicago,  where  they  attended 
the  wholesale  distributors'  convention  of  the 
Zenith  Radio  Corp. 

Visitors  to  the  Trilling  &  Montague  offices 
have  commented  on  the  improved  service  since 
a  reception  room  with  an  information  clerk 
on  duty  was  installed. 

Attractive  programs  on  alternating  Sunday 
evenings  over  stations  WLIT,  of  this  city,  are 
sponsored  by  Trilling  &  Montague.  The  pro- 
grams are  proving  popular. 

This  well  known  and  progressive  wholesale 
firm  will  soon  announce  a  new  line  of 
popular-priced  radio  receivers,  which  has 
been  selected  after  a  thorough  survey  of  the 
new  offerings  of  leading  radio  manufacturers. 
Trilling  &  Montague  are  well  known  as  dis- 
tributors of  Zenith  and  Kolster  radio,  and  they 
are  extending  a  service  that  leaves  nothing  to 
be  desired,  promising  dealers  exclusive  terri- 
tory and  liberal  merchandising  and  advertising 
co-operation. 

Motor  Parts  Co.  Crosley  Distributor 

The  Motors  Parts  Co.,  radio  distributor,  818 
North  Broad  street,  this  city,  has  been  ap- 
pointed exclusive  distributor  of  the  Crosley 
radio  line  in  the  Philadelphia  territory-  Carl 
Wilkeriing,  head  of  the  Motor  Parts  Co.,  is 
making  extensive  plans  for  the  distribution  of 
this  line  during  the  coming  season. 

News  Brieflets 

An  attractive  store  is  being  fitted  for  the.  ex- 
clusive Columbia  dealer,  T.  J.  Dougherty,  1027 
Arctic  avenue,  Atlantic  City. 

E.  E.  Garrett,  who  covered  the  Philadelphia 
trade  for  the  local  branch  of  the  Columbia 
Phonograph  Co.,  has  severed  his  connection 
with  the  concern. 

Harvey  Hortman  has  opened  a  new  store  at 
5655  North  Fifth  street,  removing  from  the  old 
quarters  at  5617  North  Fifth  street,  just  a  few- 
doors  away. 

Stricken  suddenly  while  conversing  with 
Harold  Cregar  of  the  Philadelphia  Victor  Dis- 
tributors, Inc.,  J.  C.  Holtby,  Sr.,  father  of  J. 
C.  Holtby,  owner  of  the  Victor  Shop  in  Lans- 
downe,  Pa.,  passed  away  from  a  heart  attack 
on  March  16. 

Vice-President  Harry  Ellis,  accompanied  by 
George  Tatem,  representative  of  the  Philadel- 
phia Victor  Distributors,  Inc.,  835  Arch  street, 
journeyed  to  the  Harrisburg  and  Lancaster 
trade  in  March. 

H.  R.  Baldwin,  Victor  dealer  at  Haddon 
Heights,  N.  J.,  is  recuperating  from  an  opera- 
tion for  appendicitis. 

Following  the  gift  of  a  specially  built  Vic- 
trola to  the  Peoples  Church,  of  Dover,  Del.,  J. 
A.  Downes  sold  more  than  300  records  to  the 
Church.  The  Victrola  was  the  gift  of  former 
President  Eldridge  Johnson,  of  the  Victor  Co., 
and  the  Dover  dealer  was  in  turn  benefited  by 
the  sale  of  the  records. 

A  tour  of  the  Victor  plant  was  enjoyed  by 
the  Philadelphia  Victor  Record  Sales  Club  in 
March.  The  visitors  were  conducted  over  the 
plant  by  Miss  I.  M.  Groell,  Philadelphia  record 
representative,  and  then  were  shown  to  the 
Auditorium,  where  they  heard  the  Quaker  City 
sales  representative  tell  of  the  advance  samples 
of  new  recordings  and  saw  a  demonstration  for 
the  benefit  of  the  dealers. 

The  Victor  is  being  featured  at  the  newly 


opened  branch  of  the  Ludwig  Piano  Co.,  in 
Burlington,  N.  J.,  under  the  able  management  of 
Charles  Leudeke. 

William  H.  Davis  is  making  a  special  drive 
on  dollar  records  in  his  store  at  4231  German- 
town  avenue. 

An  attractive  Easter  window  was  made  a  fea- 
ture for  the  sales  of  the  Victor  talking  ma- 
chines, RCA  and  Atwater  Kent  radios  at 
Ertelt's  during  the  month. 

Carson's  Music  Store  in  the  South  street  sec- 
tion has  been  giving  wide  publicity  to  the 
Hebrew  recordings  of  the  Victor  Co.  The  store 
at  518  South  street  is  running  ads  in  the  Jewish 
World  on  the  noted  Cantors  in  the  record  list. 

Moissi,  Noted  Actor, 
a  Columbia  Artist 

Columbia's  German  list  for  April  carries  the 
first  American  record  by  Alexander  Moissi,  re- 
puted to  be  the  most  popular  actor  of  Europe, 
who  lately  concluded  a  notable  ten-weeks'  en- 
gagement in  New  York  City.  Early  during  his 
stay,  The  Columbia  Phonograph  Co.  secured 
him  under  exclusive  contract.  The  present 
record,  coupling  the  ballad  "Novemberwind" 
and  Goethe's  "Osterglocken"  from  "Faust,"  is 
a  remarkable  example  of  elocution,  and  should 
prove  of  interest  to  more  than  native  German 
people. 

F.  A.  D.  Andrea  Gives 
Trophy  for  Bowling 

An  attractive  trophy,  donated  by  F.  A.  D. 
Andrea,  will  be  given  to  the  winning  team  of 
the  inter-department  bowling  tournament  now 
in  progress  among  the  employes  at  the  Fada 
radio  plant  in  Long  Island  City.  The  tourney 
started  in  March  and  will  run  through  to  May, 
at  the  conclusion  of  which  there  will  be  a  ban- 
quet and  the  presentation  of  the  trophy  and 
other  individual  prizes. 

The  tournament  committee  is  headed  by  Wil- 
liam Hay,  assistant  production  manager.  John 
Andrea  is  treasurer  and  Frank  Rampp  is 
secretary,  with  Charles  Davis  and  Joe  Poitras 
on  the  bowling  committee. 

Music  Fair  in  Paris 
Occurs  May  12-28 

The  sixth  Salon  de  la  Musique  will  take 
place  this  year  on  the  customary  site  at  the 
great  Paris  International  Fair,  the  date  set  be- 
ing from  May  12  to  28.  The  importance  of 
this  annual  display  has  been  universally  recog- 
nized by  exhibitors  and  buyers,  who  find  the 
Salon  de  la  Musique  a  real  necessity,  afford- 
ing, as  it  does,  an  opportunity  of  developing 
business  and  helping  buyers  to  make  selections. 
Hence  it  helps  to  make  direct  contact  between 
suppliers  and  customers. 

Every  branch  of  the  music  trade  is  repre- 
sented at  the  Salon  de  la  Musique,  and  foreign 


traders  have  found  the  salon  a  splendid  means 
of  closing  new  business  connections.  The 
offices  of  the  Salon  de  la  Musique  are  located  at 
15  Rue  de  Madrid,  Paris,  France,  where  the 
fullest  information  will  be  given  on  request. 

Interior  of  Store 
Decorated  for  $6.45 

New  Andrews  and  Brand  Radio  Shop 
Presents  Attractive  Interior  Despite 
Smallness  of  Sum  Expended 


Dallas,  Tex.,  April  5. — The  new  Andrews  and 
Brand  Radio  Shop,  327  North  St.  Paul  street, 
exclusive   Atwater   Kent   dealer,   presents  an 


Unusual  Interior  at  Low  Cost 


unusually  attractive  appearance,  and  yet  $6.45 
was  the  total  sum  expended  on  the  decoration 
of  the  interior  of  the  shop. 

As  can  be  seen  in  the  accompanying  photo- 
graph, branches  of  trees  are  artistically  used 
for  both  utilitarian  and  practical  purposes  and 
the  display  material  supplied  by  the  advertising 
department  of  the  Atwater  Kent  Mfg.  Co.  lias 
also  been  put  to  good  use. 


Correcting  an  Error 


A  paragraph  in  the  March  issue  of  The  Talk- 
ing Machine  World  gave  the  impression  that 
Jacob  H.  Keen,  of  this  city,  distributed  RCA, 
Atwater  Kent  and  Magnavox  lines.  This  is 
incorrect,  as  Mr.  Keen  is  devoting  his  activ- 
ities to  talking  machine  repair  parts  and  Keen 
portables,  and  has  no  working  agreement  either 
as  distributor  or  dealer  with  any  of  the  afore- 
mentioned manufacturers. 


Change  of  Name 

The  corporate  name  of  the  Indiana  Mfg.  & 
Electric  Co.,  of  Marion,  Ind.,  has  been  changed 
to  the  Case  Electric  Corp.  (Division  of  the 
United  States  Electric  Corp.)  to  conform  to 
the  name  of  Case  products.  The  Case  1928-29 
radio  receiving  sets  will  be  announced  around 
April  15. 


The  regular  monthly  meeting  of  the  Phila- 
delphia Victor  Record  Club  was  held  at  the 
Chamber  of  Commerce '  on  April  10  Dorothy 
Martin  of  the  Victor  Co.  spoke.  Fred  and  Tom 
Waring  were  among  the  guests. 
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All-American  Radio  Corp.  and 
Mohawk  Corp.  of  Illinois  Merge 


{Continued  from  page  34rf) 


best  possible  facilities  for  the  building  of  radio 
receivers,  with  all  manufacturing  facilities  under 
one  roof,  and  to  thus  be  enabled  to  give  the 


ciated  with  the  progress  of  the  radio  industry 
for  many  years.  Mr.  Rauland,  formerly  presi- 
dent of  the  All-American  Radio  Corp.,  has  been 


and  great  popularity  in  the  national  trade. 

Mr.  MacGregor,  treasurer  of  the  new  organ- 
ization, is  well  known  in  the  financial  field,  and 
needs  no  introduction  to  the  trade.  He  is  also 
prominently  identified  with  RMA  activities  and 
is  treasurer  of  that  organization.  Mr.  DeMare 
has  been  associated  with  the  Mohawk  organ- 
ization for  the  past  several  years,  and  is  recog- 
nized as  one  of  the  foremost  authorities  on 
radio  production  and  factory  management  in 
the  field. 


1— Otto  N.  Frankfort.    2— Gustave  Frankel.    3— E.  N, 


Officials  of  the  All-American-Mohawk  Corp. 

Rauland.    4 — Donald  MacGregor.      S — Douglas  DeMarc.  6 — E.  N. 


making  of  the  products  the  most  thorough  su- 
pervision. The  new  headquarters  of  the  All- 
American-Mohawk  Corp.  are  located  in  the 
modern  and  thoroughly  equipped  plant  at  4201 


Glimpses  in  the  Home  of 
JHlohaw/fX/idio 


identified  with  the  industry  for  the  past  six 
years,  and  has  been  a  prominent  figure  in  ac- 
tivities of  the  RMA.  He  is  now  serving  as 
chairman  of  the  Fair  Tsades  Practice  Commit- 
tee of  that  organization.  Mr.  Frankel,  formerly 
president  of  the  Mohawk  Corp.  of  Illinois,  is 
one  of  the  veterans  of  the  industry,  having  suc- 
cessfully guided  the  Mohawk  organization,  as 
a  pioneer  in  the  one-dial  receiver  field,  to  a  po- 
sition of  first  rank  in  the  industry.  As  a  pos- 
sessor of  aggressive  merchandising  ability,  Otto 
N.  Frankfort  holds  a  top-notch  position  in  the 
field,  for  he  has  been  identified  with  the  adver- 
tising and  selling  of  radio  receiving  apparatus 
since  the  early  days  of  the  industry.  Through 
his  close  study  and  contact  in  the  field  of  radio 
merchandising  he  is  in  a  position  to  bring  to 


Belmont  avenue,  Chicago,  with  the  factory  and 
general  offices  housed  in  one  building.  The 
line  of  radio  receiving  sets  to  be  produced  by 
the  All-American-Mohawk  Corp.  will  be  known 
as  Mohawk-All-American  products. 

The  officers  of  the  All-American-Mohawk 
Corp.  are  E.  N.  Rauland,  president;  Gustave 
Frankel,  vice-president;  Otto  N.  Frankfort, 
vice-president  in  charge  of  sales;  Donald  Mac- 
Gregor, treasurer,  and  Douglas  DeMare,  secre- 
tary. All  of  the  officers  are  well-known  figures 
in  the  trade,  having  been  prominently  asso- 


Rauland  and  Gustave  Frankel  signing  articles  of  agreement. 

Both  of  the  firms  in  the  consolidation  are 
licensees  of  the  Radio  Corp.  of  America, 
American  Telephone  &  Telegraph  Co.,  West- 
inghouse  Electric  Co.  and  General  Electric  Co. 
In  addition  the  Mohawk  Corp.  of  Illinois  owns 
a  number  of  other  valuable  patents.  The  Mo- 
hawk organization  is  known  as  the  pioneer  in 
the  one-dial  control  field  and  the  All-American 
Radio  Corp.  was  the  second  licensee  under  the 
RCA  patents. 

The  factory  which  now  houses  the  manufac- 
turing activities  of  the  new  firm  is  one  of  the 
most  modern  in  the  industry,  both  from  the 
standpoint  of  construction  and  facilities,  and 
94,000  square  feet  of  floor  space  will  be  devoted 
to  the  manufacturing  of  the  firm's  products, 
which  will  bear  the  name  "Mohawk."  It  is 
expected  that,  through  the  combining  of  the 
talent  of  the  All-American  factory  personnel  in 
the  making  of  power  units  and  parts,  and  the 
knowledge  of  the  Mohawk  organization  in  the 
production  of  radio  receivers,  the  1928  products 
of  the  company  will  create  widespread  interest 
in  the  trade  upon  their  introduction. 


Charles  Tait  to 

Visit  United  States 

Charles  Tait,  one  of  the  directors  of  Allan  & 
Co.,  Melbourne,  Australia,  sailed  for  America 
last  month  for  an  extended  stay.  Mr.  Tait  has 
many  affiliations  with  the  talking  machine  and 
sheet  music  industries  in  the  United  States,  and 
his  friends  will  be  glad  to  hear  of  his  visit. 


All-American-Mohawk  Plant 

his  task  of  directing  the  sales  of  the  new  cor- 
poration a  wide  background  of  experience.  Mr. 
Frankfort  has  played  an  important  part  in 
bringing  Mohawk  products,  during  the  past  two 
years,  to  their  present  widespread  distribution 


TYPE  M  RECORDING  WAX 

Developed  for  Electrical 
Recording.  Works  at  70°  or 
Normal  Room  Temperature 

F.  W.  MATTHEWS  £<g33&.T? 
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K.  Bancroft  Is  With 
the  Brunswick  Co. 

Covering  Syracuse  and  Northern  New 
York  Territory  in  the  Interest  of  the 
Brunswick  Line  of  Instruments 


Brunswick  Panatrope  and  record  dealers  in 
Syracuse  and  northern  New  York  are  now  be- 
ing contacted  by  a  new  Brunswick  representa- 
tive, Kenneth  Bancroft,  who  succeeded  Paul 
Herrity  as  New  York  State  representative  for 
the  Panatrope  division  of  the  Brunswick-Balke- 
Collender  Co.  For  several  years  Mr.  Bancroft 
was  connected  with  the  McCall  Pattern  Co., 
New  York,  as  their  Canadian  and  Pacific  Coast 
representative.  Prior  to  that  time  he  was  asso- 
ciated with  the  Goodyear  Tire  &  Rubber  Co., 
spending  two  years  promoting  sales  for  this 
company  in  South  Africa. 

Gets  Important  Post 
With  Stewart- Warner 

R.   H.   Woodford,   While   in   East,  An- 
nounced Promotion  of  Don  Terwilliger 

R.  H.  Woodford,  sales  manager  of  the  radio 
division  of  the  Stewart-Warner  Speedometer 
Corp.,  Chicago,  111.,  was  a  recent  visitor  to 
New  York.  While  here,  Mr.  Woodford  made 
arrangements  whereby  Don  Terwilliger,  who 
has  been  identified  with  the  Stewart  Warner 
New  York  branch  since  the  inception  of  the 
company's  radio  activities  in  charge  of  the 
service  department,  becomes  a  field  service 
engineer  operating  out  of  the  New  York  branch 
and  under  the  direction  of  the  factory  at  Chi- 
cago. Mr.  Terwilliger  is  well  equipped  for  his 
new  work,  being  thoroughly  familiar  with 
dealer  activities  in  the  servicing  of  radio. 

Otto  Heineman  Host  to 
Columbia  Executives 

Otto  Heineman,  president  of  the  Okeh 
Phonograph  Corp.,  was  the  host  recently  a*r 
a  dinner  and  theatre  party  given  to  several  of 
the  executives  of  the  Columbia  Phonograph 
Co.,  Inc.  Among  those  present  at  the  dinner, 
which  was  given  at  Mr.  Heineman's  home, 
were  Louis  S.  Sterling,  chairman  of  the  Colum- 
bia'  directorate;  H.  C.  Cox,  president;  W.  C. 
Fuhri,  vice-president  and  general  sales  man- 
ager; Fred  Ames,  secretary;  Frank  Dc  -ian. 
assistant  to  the  president,  and  Raymond 
Glotzner,  general  manager  of  Columbia  fac- 
tories. Subsequent  to  the  dinner  the  party 
visited  one  of  the  Broadway  musical  shows 
and  completed  the  evening  at  Mr.  Sterling's 
hotel  apartment. 

Plaza  Co.  Originates 
New  Dealer  Service 

The  Plaza  Music  Co.,  New  York  City,  has 
originated  a  mat  service  for  its  dealers,  for 
use  in  their  local  newspaper  advertising.  This 
service  is  much  appreciated  by  "Pal"  dealers  as 
collectively  it  has  been  possible  to  produce  ad- 
vertising copy  and  art  illustrations  that  would 
be  prohibitive  in  price  individually  to  the 
dealer.  These  mats  have  been  prepared  in  five- 
column  width,  but  the  copy  and  illustrations 
are  so  ingeniously  arranged  that  it  can  be 
trimmed  to  any  space  between  one  and  five 
columns,  according  to  the  dealer's  requirements. 


The  Denver  Music  Co.,  Denver,  Colo.,  Vic- 
tor dealer,  has  added  a  piano  department. 


J.  E.  Thorne  Opens 
Eastern  Headquarters 

Plans  to  Devote  All  His  Attention  to  Pro- 
motion of  Trav-Ler  Portable  Receiver 
Sales  in  the  Eastern  Territory 


J.  E.  Thorne,  of  the  Trav-Ler  Mfg.  Corp., 
Chicago,  maker  of  Trav-Ler  portable  receivers, 
left  Chicago  a  few  weeks  ago  for  New  York 
City,  where  he  will  establish  his  headquarters 
and  devote  all  of  his  attention  to  Trav-Ler 
sales  on  the  East  Coast.  Mr.  Thorne  stopped 
at  several  important  trade  centers  en  route  to 
New  York,  arriving  in  this  city  April  12. 

Sales  work  in  the  Chicago  headquarters  is 
now  under  the  supervision  of  L.  L.  Martell, 
who  recently  joined  the  Trav-Ler  organization. 
Mr.  Martell  has  been  active  in  the  radio  field 
for  many  years  and  brings  to  his  new  position 
a  wide  background  of  radio  sales  experience. 
F.  A.  Magee,  president  of  the  Trav-Ler  Mfg. 
Corp.,  has  issued  a  defi  to  all  RMA  golfers, 
especially  those  radio  executives  in  the  East, 
offering  to  defend  his  RMA  golf  championship 
against  all  contenders  during  the  June  Trade 
Show  in  Chicago. 

C.  F.  Propson  Now 
Crosley  Ad  Manager 

Carl  F.  Propson,  of  Rochester,  N.  Y.,  has 
been  appointed  advertising  manager  of  the 
Crosley  Radio  Corp.  He  has  had  wide  experi- 
ence in  the  advertising  field.  For  the  last  six 
years  Mr.  Propson  was  director  of  advertising 


Carl  F.  Propson 

and  sales  promotion  for  the  Bausch  &  Lomb 
Optical  Co.,  in  Rochester,  and  prior  to  that 
was  export  advertising  manager  of  E.  I.  du 
Pont  de  Nemours  &  Co.,  Inc.,  of  Wilmington, 
Del. 

"None  of  the  larger  American  industries  has 
a  more  promising  future  than  radio,"  Mr. 
Propson  said.  "I  feel  that  its  possibilities  are 
unlimited  and  am  glad  to  be  identified  with 
an  organization  that  is  recognized  as  one  of 
the  foremost  in  this  comparatively  new  field. 

"Having  started  on  high  gear,  with  business 
mounting  higher  than  ever  before  during  a 
similar  period,  I  predict  for  1928  the  greatest 
volume  of  sales  in  the  history  of  the  Crosley 
Radio  Corp.  A  most  energetic  newspaper  and 
magazine  advertising  campaign  is  to  be  carried 
out  this  year,  and  this,  together  with  the  high 
reputation  of  Crosley  products,  is  bound  to 
bring  big  results." 


Samson's  Radio  Stores,  Milwaukee,  Wis.,  cele- 
brated their  eleventh  anniversary  in  March. 


Brunswick  to  Make 

Straight  Radio  Sets 

—  i 

(Continued  from  page  34a) 
the   Brunswick  arrangements   with  the  Radio 
Corp.  of  America,  Mr.  Jackson  said: 

"Our  contract  with  the  Radio  Corp.  of 
America,  whereunder  the  Brunswick  Panatrope 
and  Radiola  as  heretofore  has  been  available 
to  you,  not  only  covers  a  period  of  time  which 
eliminates  any  need  for  disturbance  upon  your 
part  as  to  our  ability  to  serve  and  supply  you, 
but  as  a  matter  of  fact  has,  by  negotiations 
iust  completed,  been  amplified  whereby  our 
service  at  an  early  date  will  be  expanded  so 
that,  in  addition  to  our  present  comprehensive 
line  of  reproducing  instruments  and  records, 
we  shall  be  able  to  offer  you  Brunswick  Radio 
as  straight  radio  receivers  and  in  assorted  as- 
sembly in  table  and  console  styles,  all  produced 
in  co-operation  with  the  Radio  Corp.,  the  Gen- 
eral Electric  and  the  Westinghouse  Electric  & 
Manufacturing  companies  with  that  assurance 
of  quality,  patent  protection,  performance  and 
inclusion  of  latest  developments  which  the 
great  productive  and  research  departments  of 
our  combined  institutions  insure. 

"We  are  prompted  to  believe  that  there  is 
little  we  can  say  which  would  be  more  ex- 
pressive than  the  foregoing  announcement  to 
you  as  an  indication  of  not  only  our  ability 
but  our  determination  to  continue  aggressively 
the  Musical  Division  of  our  manufacturing  and 
merchandising  activities. 

"We  hope  that  you  will  recognize  from  the 
foregoing  the  vast  immediate  and  future  oppor- 
tunity in  your  possession  of  the  Brunswick 
dealer  franchise,  and  we  take  this  opportunity 
of  assuring  you  of  our  purpose  and  sincere 
effort  at  all  times  in  the  advancement  of  our 
mutual  business  interests  which  we  are  pleased 
to  believe  are  cemented  by  a  spirit  of  mutual 
friendliness  and  confidence. 

"Official  announcement  in  behalf  of  Bruns- 
wick Radio  will  be  made  to  you  in  full  detail 
as  soon  as  necessary  production  achievements 
permit." 

Harry  Alter  Co.  Is 
G-G-H  Distributor 

Well-known  Chicago  Radio  Distributor 
Adds  Line  of  Popular  Grigsby-Grunow- 
Hinds  Co.  Receiving  Sets 

The  Harry  Alter  Co.,  prominent  radio  dis- 
tributor of  Chicago,  has  been  appointed  as  a 
jobber  for  the  Grigsby-Grunow-Hinds  Co.,  also 
of  that  city.  The  firm  will  handle  the  line  of 
radio  receivers  manufactured  by  the  Grigsby- 
Grunow-Hinds  Co.,  having  as  its  territory  the 
City  of  Chicago  and  northern  Illinois.  The 
appointment  of  the  Harry  Alter  organization 
as  a  Grigsby-Grunow-Hinds  Co.  distributor 
was  made  effective  early  in  March. 

Radio  Foundation, 
Inc.,  Changes  Hands 

Ansonia,  Conn.,  April  5. — The  Ansonia  Mfg. 
Co.,  of  this  city,  has  taken  over  the  Radio 
Foundation,  Inc.,  formerly  of  New  York,  and 
moving  it  to  this  city,  where  radio  speakers 
will  be  manufactured.  It  is  announced  that 
Radio  Foundation,  Inc.,  will  be  continued  as  a 
selling  organization  with  offices  at  Park  Place 
and  Broadway,  New  York  City.  Although  de- 
tailed plans  are  not  as  yet  available  it  is  the 
intention  of  the  Ansonia  Mfg.  Co.  to  make  a 
general  line  of  speakers  at  their  factory  in  this 
city.  The  radio  division  of  the  business  will 
be  under  the  supervision  of  Leslie  H.  Jockmus, 
who  is  well  qualified  for  this  work. 
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Demonstrate  Automatic  Zenith 

Set  at  Jobbers'  Convention 

Receiver  Which  Tunes  to  Desired  Station  at  Touch  of  a  Lever  Arouses  Enthusiasm  of 
Distributors — Coming  Year's  Orders  Total  $12,367,438 


Chicago,  III.,  March  31. — The  annual  conven- 
tion of  the  wholesalers  of  the  products  of 
the  Zenith  Radio  Corp.  was  held  at  the  Hotel 
Stevens  this  week  and  was  a  decided  success 
viewed  from  every  angle.  The  high  point  of 
the  gatherings  was  the  demonstration  of  the 
new  automatic  Zenith  radio  receiver,  which 
tunes  to  any  desired  station  at  the  touch  of  the 
lever.  In  seeking  to  ascertain  what  the  dis- 
tributors' requirements  would  be  for  the  com- 
ing year  in  Zenith  products  officers  of  the 
company  found  that  orders  totaled  $12,367,438, 
despite  the  fact  that  every  distributor  was  told 
that  the  conservatism  which  has  attended 
their  policies  in  the  past  would  be  expected 
from  them  during  the  coming  year. 

The  convention  opened  officially  on  Tuesday 
morning,  March  27.  Eugene  F.  McDonald,  Jr., 
president  and  founder  of  the  Zenith  organiza- 
tion, extended  a  brief  address  of  welcome  to 
the  assemblage  of  distributors  and  introduced 
as  chairman  Paul  B.  Klugh,  vice-president  and 
general  manager.  In  his  talk  Mr.  Klugh  re- 
viewed the  general  radio  situation  and  its  out- 
look with  respect  to  the  Zenith  organization. 
The  company,  he  stated,  had  no  desire  nor 
intention  of  entering  the  low-price  set  field, 
feeling  that  the  present  tendency  on  the  part 
of  buyers  did  not  look  in  that  direction.  He 
also  said  that  the  Zenith  Co.  would  not  in- 
crease the  percentage  of  trade  discounts  and 
would  continue  to  recommend  to  wholesalers 
that  the  maximum  discount  given  dealers  be 
no  more  than  40  per  cent. 

Other  speakers  at  the  Tuesday  morning  ses- 
sion included  Irving  Herriott,  general  counsel 
of  the  Zenith  Radio  Corp.,  and  James  Heg'gie, 
patent  counsel,  who  told  of  the  company's 
acquisition  of  rights  in  the  "push-button" 
operative  method  in  set  design  and  its  control 
of  patents  upon  the  automatic  device. 

On  Tuesday  afternoon  the  new  Automatic 
receiver  was  demonstrated.  President  McDon- 
ald told  of  the  discovery  of  the  automatic 
device  and  the  company's  steps  in  securing  the 
basic  rights  to  use  the  invention.  He  then 
threw  the  switch  and  brought  in  station  after 
station  by  touching  lever  after  lever.  Other 
models  in  regular  and  automatic  design  were 
then  exhibited  and  demonstrated.  Mr.  Klugh 
then  introduced  Thomas  H.  Endicott,  the  re- 
cently appointed  sales  manager,  who  spoke 
briefly,  telling  of  his  pleasure  and  interest  in 
his  new  work. 

A  variety  of  interesting  talks  featured  the 
Wednesday  business  sessions.  John  Fletcher, 
vice-president  of  the  banking  and  investment 
firm  of  John  H.  Rurnham  &  Co.,  talked  on  a 
"Banker's  Idea  of  Radio,"  outlining  the  funda- 
mentals governing  the  business.  C.  J.  Callahan, 
advertising  director  of  the  Zenith  Corp.,  told 
of  the  company's  plans  regarding  advertising 
and  dealer  helps,  and  L.  A.  Graham,  of  the 
Chicago  agency  of  Low,  Graham  &  Wallis, 
spoke  of  advertising  in  general  and  policies  de- 
veloped and  adopted.  It  was  announced  that 
the  company  intended  to  allow  over  $600,00(1 
during  the  coming  year  for  advertising  by  the 
Zenith  trade  to  consumers,  in  addition  to  the 
direct  advertising  done  by  the  company  itself. 

Thomas  H.  Pletcher,  president  of  the  QRS 
Co.,  spoke  on  and  displayed  the  new  QRS 
motion  picture  camera  and  projector.  He  dwelt 
on  the  many  uses  of  the  moving  picture  camera 
in  all  seasons  and  stated  that  parents  owed 
it  to  their  children  to  make  a  permanent  rec- 
ord of  every-day  happenings.  Mr.  Pletcher 
was  followed  by  Warren  Ripple,  president,  and 
L.  G.  Chadbourne,  vice-president  of  the  John- 
son Motor  Co.,  maker  of  Johnson  outboard 
motors.    They  spoke  of  the  greatly  increased 


interest  in  motor  boating  and  urged  the  jobbers 
to  add  the  line  to  their  merchandise. 

The  entertainment  of  the  visiting  distributors 
was  not  forgotten.  On  Monday  evening,  fol- 
lowing dinner,  they  adjourned  to  the  Rainbo 
Gardens  to  see  the  jai  a'  lai  games,  and  on 
Wednesday  a  theatre  party  witnessed  "The 
Wooden  Kimono,"  after  which  there  was  a 
cabaret  party  at  the  Midnight  Frolic,  a  most  en- 
joyable affair. 

J.  A.  Prestele,  in  charge  of  the  Philadelphia 
territory  for  the  Atwater  Kent  Mfg.  Co.,  Phila- 
delphia, Pa.,  is  receiving  congratulations  upon 
the  birth  of  a  son  on  March  20. 
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Zelma  O'Neal  Makes 
Brunswick  Recording 

Edward  Wallerstein,  of  the  New  York 
wholesale  division  of  the  Brunswick  Co.,  re- 
ports that  the  first  Brunswick  recording  by 
Zelma  O'Neal,  featured  artist  of  "Good  News," 
the  collegiate  musical  comedy  which  has  proven 
a  Broadway  sensation,  is  selling  well  with  met- 
ropolitan dealers.  This  record  couples  "The 
Varsity  Drag,1'  from  "Good  News,"  the  number 
which  stopped  the  show  on  its  opening  night, 
when  Miss  O'Neal  rendered  it  in  her  inimitable 
fashion,  and  "Can't  Help  Lovin'  That  Man." 

New  Fada  Jobber 


Appointment  of  the  Robertson  Supply  Co., 
Orlando,  Fla.,  as  Fada  distributor  for  the  State 
of  Florida,  has  been  announced  by  F.  A.  D.  An- 
drea, Inc.  The  Robertson  Supply  Co.  has  a 
branch  in  Miami. 


Another  Step  Forward 

Orthophonic  Victrola  8-35 


List  Price  $300 

Beautiful  .  .  .  distinctive  .  .  .  classic  in  principle  .  .  . 
modern  in  effect  .  .  .  musically  superb  .  .  .  these  are  the 
qualities  of  the  amazing  new  Orthophonic  }  ictrola  No.  8-35. 

NOW  YOU  HAVE  IT!  .  .  .  The  Eight-Thirty-Five  is 
an  instrument  that  will  command  instant  eye-and-ear  atten- 
tion .  .  .  anywhere!  Once  again,  it  will  focus  on  you  and 
your  business  the  keen  attention  of  that  immense  section 
of  the  public  who  want  what  is  good  .  .  .  new  .  .  .  up-to-date 
.  .  .  yet  in  good  taste.  The  development  of  the  EIGHT- 
THIRTY-FIVE  is  in  harmony  with  a  great  movement  that 
is  getting  under  way  throughout  the  country  .  .  .  the  move- 
ment toward  better,  more  modern  furniture  .  .  .  designed 
for  the  home  of  today  .  .  .  the  home  in  which  only  what  is 
beautiful,  practical  and  up-to-date  can  have  a  place. 


WHOLESALE  DISTRIBUTORS 
VICTBOLAS   -    RADIO   —  ACCESSORIES 


DISTRIBUTING  CO.,  inc. 

28-30  W.  23rd  St.,  New  York,  N.  Y. 
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Saal  Co.,  Motor  Manufacturer, 
Now  Known  as  the  L.  S.  Gordon  Co. 

L.  S.  Gordon  Purchases  Assets  of  Co. — Name  Change  Does  Not  Affect  Company  in 
Any  Particular — Johnson-Gordon  Electric  '  Phonograph  Motor  Improved 


To  indicate  the  present  executive  direction 
which  has  for  some  time  past  headed  the  af- 
fairs of  the  H.  G.  Saal  Co.,  phonograph  motor 

manufacturer,  Chicago,  an  interesting  change 
of  name  has  just  been  announced  whereby  the 
concern  becomes  the  L.  S.  Gordon  Co.,  the 


Leslie  S.  Gordon 

assets  having  been  purchased  by  L.  S.  Gordon, 
president.  In  every  particular  the  company  is 
unchanged,  and  as  it  has  for  twenty  years,  this 
concern  continues  noted  for  the  manufacturing 
quality  of  all  operations  carried  on  in  its  large 
modern  factory. 

Credit  for  a  great  share  in  the  firm's  success 
is  no  doubt  due  to  its  completely  equipped 
tool  and  die  department,  manned  largely  by 
old-country  mechanics  long  trained  in  patient 
painstaking  and  precision.  One  of  the  inter- 
esting developments  recently  announced  by  the 
company  is  the  improved  Johnson-Gordon 
electric  phonograph  motor,  in  which  annoying 
hum  is  said  to  have  been  eliminated.  Since 
the  motor  is  universal,  it  can  be  operated  AC 


for  radio  hook-up  and  either  DC  or  AC  for 

phonograph  use  alone. 

The  perfection  of  this  device  is  of  special 
interest  to  manufacturers  of  phonographs  em- 
ploying electrical  reproduction  and  amplifica- 
tion. The  electrical  characteristics  of  the 
motor  are  said  to  be  so  perfectly  balanced  as 
to  give  no  "interference."  The  motor  was 
commercially  announced  only  after  rigid 
laboratory  tests  and  actual  performance  in  the 
homes  of  several  thousand  users. 

Ingenious  engineering  has  given  the  motor 
such  high  starting  torque  that  correct  turn- 
table speed  is  reached  practically  the  second 
that  the  switch  is  turned  on  and  there  is  no 
"moaning"  in  the  music  as  the  motor  gathers 
speed,  according  to  the  maker.  The  scientific 
governor  operates  so  exactly  that  there  is  no 
change  or  fluctuation  in  the  turntable  r.p.m. 
even  when  the  line  voltage  fluctuates.  This 
does  away  with  the  irritating  changes  in  pitch 
so  frequently  heard  when  motor  speeds  vary. 
The  Johnson-Gordon  motor  is  supplied  with 
turntable,  speed  regulator  and  automatic  stop 
and  is  guaranteed  to  be  quiet. 

As  a  result  of  enlarged  facilities,  the  com- 
pany has  announced  that  it  is  now  in  a  position 
to  supply  turntables  for  all  types  of  electric 
drive  motors. 

Studner  Bros.,  Inc.,  of  67  West  Forty-fourth 
street,  New  York  City,  have  been  appointed 
national  sales  agents  for  the  L.  S.  Gordon  Co., 
according  to  announcement  from  the  Chicago 
headquarters  of  the  Gordon  organization. 


F.  C.  Kent  Co.  Line 
Popular  With  Trade 

The  F.  C.  Kent  Co.,  Newark,  N.  J.,  well 
known  in  the  talking  machine  field  as  the  manu- 
facturer of  Kentone  attachments  for  Edison 
phonographs  and  Kentone  sound  boxes,  is  gam- 


;  Speakers 

have  everything 


Sturdy  ability  to  perform  brilliantly  always 
because  of  exclusive  scientific  features. 

Attractive  beauty  of  design  and  finish. 

Full  line  of  models  in  a  range  of  prices  to 
meet  the  needs  of  every  buying  prospect. 


Model  A-27 
uya  in. 

Seamless  Burtex  co- 
noidal  diaphragm  — 
substantial  sounding 
board — Jasper  brown 
mahogany  and  bronze 
finish  with  "Golden 
Chime" 

Price 

$18.50 


Made  by  the  Pioneers  in  Cone  Speakers 

STEVENS  &  COMPANY,  Inc. 

46-48  East  Houston  St.,  New  York 


ing  an  equally  enviable  reputation  through  the 
line  of  tone  arms  which  it  produces.  These  tone 
arms  are  now  produced  in  four  models  as  fol- 
lows: No.  30-SP  for  portable  phonographs,  No. 
40  for  the  better  grade  of  portable  phonographs, 
No.  55  designed  for  the  highest  grade  of  cab- 
inet and  console  model  phonographs  of  the 
extra  larg-e  size,  and  No.  60  designed  for  the 
same  grade  of  the  conventional  size.  These 
tone  arms  are  made  of  seamless  drawn  brass 
and  although  only  comparatively  recently  in- 
troduced they  already  enjoy  much  popularity. 
The  F.  C.  Kent  Co.  has  recently  issued  a  catalog 
of  these  tone  arms  in  an  attractive  loose-leaf 
binder. 


Madeline  Beatty  Now 
on  Okeh  Recordings 

A  recent  release  of  Okeh  records  was  marked 
by  a  very  excellently  sung  vocal  record.  This 
record  introduced  a  new  Okeh  artist,  Made- 


Madeline  Beatty 

line  Beatty.  It  has  been  remarked  that  among 
record  buyers  there  is  a  definite  desire  for 
songs  sung  by  the  ladies.  If  this  is  true  the 
quality  of  Miss  Beatty's  singing  will  make  her 
very  popular  on  Okeh  listings. 


U.  S.  Army  Guests  at 
Kolster  Radio  Hour 


The  United  States  Army  were  guests  of  honor 
during  the  Kolster  Radio  Hour  on  April  11, 
when  a  program  of  stirring  army  tunes  identi- 
fied with  various  regimjents  was  played  by  the 
Kolster  military  band  and  sung  by  the  male 
quartet.  Major  Herbert  H.  Frost,  of  the  Signal 
Reserve  Corps  and  Vice-president  of  Kolster, 
personally  invited  Major  General  George  S. 
Gibbs,  chief  signal  officer  of  the  army,  to  listen 
in  on  the  program. 


Wins  Prize  for  Open- 
ing of  New  Accounts 

—  i 

George  Tressider,  Brooklyn  representative  of 
the  Auto  Hardware  &  Equipment  Co.,  distribu- 
tor of  New  York,  won  first  prize  of  $100  for 
the  greatest  number  of  new  accounts  opened 
from  January  1  to  March  1,  a  contest  open  to 
all  auto  hardware  salesmen.  Robert  Marans, 
with  a  Manhattan  territory,  won  a  similar  prize 
for  the  greatest  amount  of  new  business  ob- 
tained within  that  period. 


Fada  Sales  Record 


The  largest  first  quarter  business  in  the  his- 
tory of  Fada  radio  has  been  announced  by  R. 
M.  Klein,  general  manager  of  F.  A.  D.  Andrea, 
Inc.,  Long  Island  City.  Mr.  Klein  stated  that 
this  was  "a  tribute  to  the  merchandising  value 
of  the  electric  set."  "Last  year  we  broke  all 
previous  records  for  the  first  three  months," 
said  Mr.  Klein,  "and  the  first  quarter  this  year 
shows  an  appreciable  gain  over  1927." 


The  Talking  Machine  World,  New  York,  April,  1928 
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Annual  Banquet  of 

Talking  Machine  Men 

—  i 

Will  Be  Held  on  April  23  at  Hotel  Com- 
modore— Record  Companies  Supplying 
Wealth  of  Talent  to  Entertain 


Members  of  the  Talking  Machine  and  Radio 
Men,  Inc.,  of  New  York,  New  Jersey  and  Con- 
necticut, their  families  and  friends,  will  gather 
at  the  Hotel  Commodore,  New  York  City,  on 
Monday,  April  23,  for  the  annual  banquet  and 
ball  of  the  Association. 

As  in  other  years,  the  record  manufacturing 
companies  and  the  radio  broadcasting  stations 
are  co-operating  to  the  utmost  to  make  the 
event  a  decided  success  and  the  best  affair  that 
has  ever  been  held — and  from  plans  already- 
announced,  the  banquet  of  1928  will  reach  this 
goal.  As  this  issue  of  The  Talking  Machine 
World  goes  to  press  the  list  of  entertainers 
who  will  appear  is  far  from  complete,  yet  those 
already  scheduled  are  more  than  enough  to  give 
an  indication  of  the  enjoyment  that  is  in  store. 
Among  them  are:  Columbia  artists,  Jan  Garber 
and  his  Orchestra,  Andy  Sannella,  saxophone 
soloist;  the  Charleston  Chasers,  under  the  direc- 
tion of  Red  Nichols;  Oscar  Grogan,  tenor; 
Irving  and  Jack  Kaufman,  The  Cavaliers,  waltz 
artists;  Sam  Lanin,  of  the  Ipana  Troubadours, 
guest  conductor,  and  W.  C.  Perry,  of  Fisk's 
Orchestra,  guest  conductor;  Okeh,  artists,  Dor- 
sey  Bros  and  Orchestra,  Seger  Ellis,  tenor,  and 
others. 

The  Brunswick  artists  thus  far  scheduled  are: 
Vincent  Lopez  and  his  orchestra,  Ben  Bernie 
and  his  orchestra,  Bernie  Cummins  and  his  or- 
chestra and  others.  Emerson  artists  include: 
B.  A.  Rolfe  and  his  Palais  d'Or  orchestra, 
Lilienfeld  and  his  Hotel  Biltmore  orchestra, 
Winniger  and  his  Penn  Boys  and  the  Rollick- 
ers.  The  entertainment  committee  reports  that 
artists  from  other  companies  who  have  not  yet 
forwarded  their  lists  will  practically  double  this 
number  of  artists.  In  addition,  broadcasting 
stations  will  send  the  "cream"  of  their  talent 
so  that  those  attending  the  banquet  will  be  able 
to  be  entertained  in  person  by  their  favorites  of 
the  air. 

The  entertainment  will  start  promptly  at 
seven  o'clock  and  from  10.15  until  midnight  the 
program  will  be  broadcast  over  station  WHN 
with  N.  T.  G.  at  the  microphone  in  the  an- 
nouncer's role. 


Jensen  Dynamic  Cone 
Speaker  Plant  Opens 

Oakland  Manufacturer  Opens  Manufac- 
turing Plant  in  Chicago — T.  A.  White 
Is  Appointed  Sales  Manager 

The  Jensen  Radio  Mfg.  Co.,  Oakland,  Cal., 
has  opened  a  manufacturing  plant  on  the  West 
Side  of  Chicago  for  the  making  and  assembling 
of  Jensen  dynamic  cone  speakers.  Thos.  A. 
White,  formerly  manager  of  the  Wholesale 
Radio  Equipment  Co.,  Buffalo,  N.  Y.,  has  been 
appointed  sales  manager  of  the  Jensen 
organization  and  maintains  headquarters  at  the 
Chicago  factory.  Mr.  White  was  formerly  a 
vice-president  of  the  Federated  Radio  Trade 
Association,  chairman  of  the  Radio  Whole- 
salers' Association  and  a  member  of  the  Radio 
Legislative  Committee,  which  has  been  active 
in  radio  legislation  work  in  Washington,  D.  C. 
Mr.  White  has  spent  the  past  seven  years  in 
the  radio  industry  and  brings  to  his  new 
position  a  wide  background  of  radio  sales  ex- 
perience. 

Peter  L.  Jensen,  of  the  Jensen  Radio  Mfg. 
Co.,  spent  several  days  in  Chicago  at  the  time 
of  the  opening  of  the  new  plant  in  that  city 
and  departed  for  the  Oakland,  Cal.,  factory 
early  in  April.  Mr.  Jensen,  with  E.  S.  Pridham. 
was.  a  co-inventor  of  the  dynamic  speaker  and 


with  Mr.  Pridham  founded  the  Magnavox  Co. 
in  1911.  The  Jensen  Radio  Mfg.  Co.  started 
production  in  August,  1927,  in  Oakland,  and 
that  plant  will  continue  to  be  maintained. 

The  Jensen  dynamic  cone  speaker  will  be 
produced  in  several  different  types  for  the  dis- 
tributor and  dealer  trade  and  they  will  also 
be  available  for  use  by  radio  receiver  and  cab- 
inet manufacturers  for  original  installation. 


New  Astral  Tone  Arm 


Philadelphia,  Pa.,  April  6. — The  Astral  Radio 
Corp.,  of  this  city,  maker  of  the  Astral  Ser- 
pentine tone  arm,  has  entered  the  portable  field. 
This  tone  arm  with  its  serpentine  curves  adds 
materially  to  the  length  of  air  column  and 
therefore  lends  itself  readily  for  use  on  port- 
ables. The  Astral  Co.  will  produce  portables 
equipped  with  this  new  arm. 


Herbert  N.  Teepell,  radio  dealer  of  Watertown, 
N.  Y.,  has  added  the  Victor  line. 


Gramophone  Shop 
Does  Big  Business 

New  Establishment  Specializing  in  Im- 
ported Records  Starts  With  Fine  Sales 
Volume — Has  Own  Catalog 

On  April  1  a  new  talking  machine  store,  the 
Gramophone  Shop,  opened  at  126  East  Forty- 
first  street,  New  York  City,  and  in  the  short 
time  that  has  elapsed  has  built  up  a  sales  vol- 
ume that  reached  a  figure  more  than  double  ex- 
pectations. W.  H.  Tyler  and  J.  F.  Brogan  are 
the  proprietors  of  the  new  store,  and  both  have 
had  many  years'  experience  in  the  retail  music 
field.  Mr.  Tyler  was  until  recently  manager 
of  the  Victor  departments  of  the  New  York 
Band  Instrument  Co.,  and  prior  to  that  was 
connected  with  Landay  Bros,  and  Lord  &  Tay- 
lor. Mr.  Brogan  has  been  connected  with  the 
New  York  Band  Instrument  Co.,  Wanamaker's 
and  the  Knabe  Warerooms. 


RADIO 

CABINETS 


Distributors  in  21  States  tell  us  "this 
first  of  the  new  Adler-Royal  200  series 
is  topping  all  previous  sales  records." 


It  speeds  the  sale  of  any  set  to  say 
"Cabinet  by  Adler-Royal."  You  need 
Adler-Royal  numbers  in  your  line. 
Write  for  details  today. 


Adlbr 

/    m  Manu/acturinq  Co. 

^^^^^B^^^^fc  Incorporated. 


The  Newest  in  Radio 


Radio  Cabinets 

Symphonic  Sales  Corp,  New  York 
City.  (Wasmuth  Goodrich  Cabinets) . 
Seville  model  with  butt  walnut  front, 
attractively  overlaid  in  rippled  maple. 
Has  drop  door  to  serve  as  desk  or 
elbow  rest.  Is  equipped  with  RCA 
100-A  speaker.  Lifting  top  for  easy 
access  to  tubes  and  ventilating  device 
to  prevent  excess  AC  tube  heat  are 
provided.  Will  house  any  set.  Height 
42  inches  and  width  32  inches. 

Madrid  model.  Spanish  table  type, 
containing  RCA  100-A  speaker.  Top 


area  sufficient  to  accommodate  any 
radio  set.  Available  in  mahogany  and 
walnut.  Height  29  inches,  width  30 
inches. 

Imperial  combination  phono-radio 
cabinet  of  walnut  with  striped  walnut 
veneer  front  with  maple  overlay. 
Equipped  with  spring  motor  or  G-E 
electric  phonograph  motor  and .  cone 


speaker.  Has  efficient  electric  pick-up. 
Sliding  drawer  is  large  enough  to  ac- 
commodate any  radio  set.  Special 
shelved  compartment  for  record  libra- 
ry. A  ventilating  device  prevents 
excessive  AC  tube  heat.  Height  " 
inches,  width  32  inches. 
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Radio  Speaker 

Temple,  Inc.,  Chicago,  111.  The 
Temple  Airchrome  speaker  with  two 
diaphragms  of  airplane  linen  pulled 
together  under  200  pounds  tension  to 
the  square  inch,  fastened  to  a  wooden 
framework  and  drawn  together  at  the 
exact  "center  where  the  driving  unit 


operates,  securing  a  balanced  tension. 
Slightest  impulse  of  driving  pin  is 
transmitted  to  the  two  taut  dia- 
phragms without  loss.  Linen  is 
chemically  treated,  impervious  to 
climatic  changes,  and  speaker  will 
handle  tremendous  volume  without 
rattling  or  distortion.  Furnished  in 
three  manufacturers'  models  for  cab- 
inet or  console  installation,  size  14 
inches  by  14  inches,  18  inches  by  23 
inches  and  24  inches  by  24  inches. 
Prices  $20,  $23  and  $25,  respectively. 
Temple,  Inc.,  will  later  introduce  two 


standard  models,  one  of  the  "clock" 
type  for  use  on  table  or  radio  re- 
ceiver, and  a  cabinet  style. 


Audio  Unit 

Wholesale  Radio  Service  Co.,  New 
York  City.  Ra-Pam  Audio  Unit,  de- 
signed for  use  with  practically  all 
makes  and  models  of  radio  receivers 
and  for  phonograph  reproduction.  Is 
selfrcontainecl,  light-socket  operated, 
two-stage  amplifier  employed,  heater- 
type  AC  tube  in  first  stage  and  two 
210  type  power  tubes  in  second  stage. 
A  281  type  rectifier  tube  is  used  to 
supply  "B"  current  through  the  power 
transformer  and  filter  system,  which 
is  self-contained  in  a  metal  case  ap- 


proximately 15  inches  by  11  inches  by 
7  inches.  The  Ra-Pam  unit  does  not 
supply  the  "B"  current  for  the  tubes 
in  the  set  that  remain  in  use  after 
the  unit  is  connected. 


"B"  Eliminator 

Radio  Corp.  of  America,  New  York 
City.  RCA  "B"  eliminator,  model 
AP-1080,  designed  to  meet  demand  for 
reliable  "B"  or  plate  supply  requiring 
minimum  attention  and  expense.  Em- 
ploys no  acids  or  liquids ;  has  no 
mechanical  parts  or  tubes  to  be  re- 
placed ;  operating  mechanism  enclosed 
and  sealed  in  permanent  steel  con- 
tainers; measures  714  by  10J4  by  6^ 
inches  and  fits  readily  into  usual  radio 
cabinet.  "When  attached  to  lighting 
socket  and  radio  set,  no  further  at- 
tention is  required.  Tests  made  on 
rectifier  have  been  going  on  for  4,600 
hours  of  continuous  operation,  during 


which  no  adjustments  or  replacements 
have  been  required.  Power  output 
ample  for  any  type  receiver  up  to 
''ight-tube  circuit  with  power  tube. 
Maximum  voltage  limited  to  135. 


Clarostat 

American  Mechanical  Laboratories, 
Brooklyn,  N.  Y.  Table  type  Clarostat, 
providing  precise  variable  resistance 
in  the  form  of  an  accessory,  together 
with    sufficient    current-handling  ca- 


pacity for  long-life  opei-ation.  Com- 
prises a  micrometric  variable  resistor 
of  from  zero  to  500,000-ohm  range, 
mounted  in  metal  stand,  with  two 
flexible  conducting  cords  provided 
with  standard  cord  tips,  as  well  as 
a  connection  block  to  take  the  usual 
loud  speaker  cord  tips.  Metal  case 
is  finished  in  nickel  and  bronze  and 
the  bottom  is  covered  with  a  soft 
felt  pad.  May  be  used  as  a  through 
connection  or  to  cut  in  resistance  in 


any  given  circuit:  May  also  be  used 
as  a  volume  control  for  electric 
phonographs.    List  price  $2.50. 


Radio  Tables 

The    Pooley    Co.,    Philadelphia,  Pa. 

Three  radio  table  models — Model  1, 
Model  2,  Model  ff-R-l.  The  first  two 
models  are  designed  to  accommodate 
either  the  Atwater  Kent  37  or  38  re- 
ceiving sets.  Model  1  has  single  shelf 
beneath  to  accommodate  book  rack  or 


loud  speaker;  Model  2  has  two  shelves 
to  accommodate  two  rows  of  books; 
Model  5-R-l  accommodates  Atwater 
Kent  37  on  top  and  is  equipped  with 
built-in  Pooley  speaker  and  Atwater 
Kent  new  AC  reproducer  unit. 


Indoor  Aerial  Kit 

Belden  Mfg.  Co.,  Chicago,  111.  In- 
door aerial  kit  containing  a  seventy- 
foot   spool   of  indoor   aerial   wire,  a 


twenty-flve-foot  coil  of  Belden  Colo- 
rubber  ground  wire  and  a  ground 
clamp.  The  indoor  aerial  wire  con- 
sists of  fine-stranded  copper  wire  in- 
side a  neat  brown  braid,  is  very 
flexible  and  can  be  run  around  a  win- 
dow frame  or  over  the  molding.  The 
Colorubber  ground  wire  is  tinned  cop- 
per, rubber  insulated. 


Resistance  Unit 

Anylite  Electric  Co.,  Fort  Wayne, 
Ind.  The  King  Cole  resistance  unit 
for  32-volt  systems  is  a  means  of  con- 
necting the  radio  receiver  direct  to 
the  house  lighting  circuit.  Units  are 
made  to  screw  into  the  light  socket 
and  furnish  the  current  for  the  "A" 


Radio  and  Speaker 

Radio  Corp.  of  America,  New  York 

City.  Radiola  No.  50  embodying  the 
Radiola  No.  17  and  loud  speaker  No. 
100-A.  Cabinet  model  in  walnut  with 
two  doors  in  front  which  when  open 
reveal  the  tuning  control  panel,  with 
a  (pillared)  loud  speaker  opening  be- 
low. Four  UX-226  Radiotrons  are 
used  as  first  audio  and  radio  fre- 
quency amplifiers,  one  UX-227  Radio- 
tron  functions  as  a  detector  and  a 
lTX-171-A  as  the  second  audio  am- 
plifier. The  new  model  weighs  SS 
pounds  and  measures  383^  inches  high, 
2i]/2  inches  wide  and  14  inches  deep' 
It  lists  at  $285. 

De  Luxe  loud  speaker  No.  105,  a 
floor  cabinet  model  employing  the  new 


super-power  amplifier  Radiotron  UX- 
250  and  two  alternating  current  rec- 
tifier Radiotrons  UX-281.  Has  an 
acoustic  response  that  is  markedly 
better  than  Model  No.  104  and  will 
handle  three  times  the  load  of  the 
104.  A  new  type  of  cone  is  em- 
ployed, provided  with  corrugations  and 
rendered  moisture-proof,  eliminating 
"paper  rattles"  even  at  maximum 
power,  as  well  as  distortion  due  to 
climatic  conditions.  In  addition  to 
supplying  its  own  power  requirements, 
Loud  Speaker  105  furnishes  "B" 
voltages  up  to  90  volts,  as  well  as 
"C"  potential  for  the  receiver  with 
which  it  is  employed.  It  operates 
only  on  110-volt,  50-60  cycle  alternat- 
ing current.  The  wattage  consumption 
is  approximately  140  watts.  A  "high- 
low"  switch  is  provided  to  take  care 
of  line-voltage  variation  between  the 
limits  of  105  and  125  volts.  The 
mechanism  is  housed  in  an  attractive 
two-toned  walnut  cabinet  measuring 
41 H  inches  high,  23?4  inches  wide  and 
10;4  inches  deep. 


Electric  Pick-Up 

United  Air  Cleaner  Co.,  Chicago,  III. 

Portable  electric  pick-up  designed  for 


circuit  and  are  made  in  different  sizes 
suitable  for  four,  five  and  six-tube 
sets.  Are  designed  to  give  a  lifetime 
of  service  and  are  wound  with  a  spe- 
cially heavy  resistance  wire  having 
plenty  of  su  'face. 


use  by  families  with  old  type  phono- 
graphs   and     new     AC     radios.  By 
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simply  plugging  the  new  device  into 
the  detector  socket  of  the  radio  re- 
ceiver the  phonograph  is  converted 
into  an  electrically  reproducing  me- 
dium. 


Radio  Set  Tester 

Weston  Electrical  Instrument  Corp., 
Newark,  N.  3.  Weston  model  537 
A.C. -D.C.  radio  set  tester  ingeniously 
designed  and  fully  adaptable  to  the 
testing  requirements  of  every  set 
made,  whether  operated  by  batteries 
or  socket  power.  Measures  various 
currents  and  voltages  employed  any- 
where in  the  set.  Provided  with  two 
Instruments,  an  A.C.  voltmeter  and  a 


D.C.  volt-milliammeter.  A  system  of 
switches  and  binding  posts  provides 
for  automatically  connecting  the  in- 
struments to  circuits  being  tested. 
A.C.  voltmeter  has  three  ranges  and 
D.C.  volt-milliammeter  four  voltage 
ranges.  All  voltage  ranges  have  re- 
sistance of  1,000  ohms  per  volt.  The 
set  is  furnished  with  the  necessary 
socket  adapters  and  complete  instruc- 
tion book. 


AC  Tube 

G.  K.  Mfg.  Co.,  Inc.,  Providence,  K.I. 
"Ceco"  AC  tube,  RF-22,  with  four 
element  shielded  grid.  Can  be  used 
to  advantage  only  in  special  circuits 
or  equipment  designed  for  its  use.  De- 


signed primarily  as  a  radio  frequency 
amplifier  and  as  such  is  capable  of 
voltage  amplification  of  from  30  to  tiO 
per  stage.  Operating  data:  filament 
3.3  volts,  filament  amps  .132,  plate 
volts  135,  control  grid  bias  1  to  1.5, 
shielded  grid  bias  plus  45. 

Three  additional  new  AC  tubes. 
L50 — a  TA  volt  l'A  amp.  power  tube, 
and  F-12A  and  J-71A,  described  as 
being  similar  to  the  112  and  171  type 
tubes  in  all  characteristics,  excepting 
in  "A"  current  consumption,  which  in 
the  new  types  is  Vi  amp.  current  drain 
as  against  Vt  amp.  tn  the  older  types. 


"B"  Battery 

National  Carbon  Co.,  Inc.,  New 
York  City.  A  new  smaller  size 
Bveready  Layerbilt  "B"  battery, 
known  as  No.  485,  is  constructed  of 
layers  of  fiat  cells  placed  one  upon 
the  other  and  is  designed  to  outlast 
the  cylindrical  cell  battery  of  the  same 
size.  The  new  model  is  a  45-volt 
battery  and  retails  at  $3.50. 


Condenser 

Aerovox    Wireless    Corp.,  Brooklyn. 

N.  Y.  Moulded  mica  condensers  in 
genuine  bakelite.  Dielectric  of  India 
Ruby  Mica,  plates  of  pure  tinfoil 
with  condenser  element  thoroughly  im- 
pregnated. Lugs  allow  for  screw 
or  soldering  assembly.  Soldering  tabs 
have  split,  elongated  slots  for  easy 
connection  to  wires.  List  prices  from 
35  cents  to  $1.50. 


Condenser 

Aerovox    Wireless    Corp.,  Brooklyn, 

N.  Y.  Paper  dielectric  condensers  are 
non-inductively  wound  with  a  mois- 
ture proof  wax  pitch  compound  of 
high  melting  point  resulting  in  high 
Insulation  resistance.  List  prices  from 
55  cents  to  $25.50. 


AC  Receiver 

Crosley  Radio  Corp.,  Cincinnati,  O. 

Jewelbox  single  unit  AC  radio  set  is 
self-contained.  Supplies  180  volts  to 
power  output   tube   and   gives  pure, 


undistorted  volume.  Is  acutely  selec- 
tive, using  accuminators  which  enable 
one  to  tune  sharply  on  distant  sta- 
tions, increasing  signal  strength  and 
volume.  Has  illuminated  dial  and  is 
completely  shielded.    Lists  at  $95. 


Radio  Speakers 

Steinite  laboratories  Co.,  Chicago. 
III.  Steinite  Polyphonic  speaker,  con- 
sole model,  with  tone  travel  chamber 
of  non-vibrant  cast-iron.     Outer  am- 


plifying chamber  is  of  hard  wood, 
speaker  accentuates  neither  high  nor 
low  notes,  and  has  no  tonal  charac- 
teristics of  its  own.  Made  of  solid 
Philippine  mahogany,  in  Duco  finish. 
List  price  $45. 

Steinite  Polyphonic  speaker,  table 
model,   with   tone  travel  chamber  of 


non-vibrant  cast-iron,  outer  amplify- 
ing chamber  of  hard  wood.  Speaker 
accentuates  neither  notes  of  high  nor 
low  pitch  and  has  no  tonal  character- 
istics of  its  own.  Made  of  solid 
Philippine  mahogany,  in  Duco  finish. 
List  price  $20. 


AC  Wire  Kit 

Belden     Mfg.     Co.,     Chicago,  III. 

Colorubber  AC  Wire  Kit  is  designed 
to  smooth  the  path  of  the  amateur 
set  builder  in  constructing  an  alter- 
nating current  receiver.  Consists  of 
a  black  twisted  pair  of  Colorubber 
Insulated  Hookup  Wires  for  the  1  J-i 
volt  filament  circuit,  a  yellow  twisted 
pair  for  the  volt  filament  circuit, 
a  red  twisted  pair  for  circuits  of  five 
volts  or  more,  and  a  coil  of  green 
Colorubber  Hookup  AVire.    The  twist- 


ed pairs  have  the  precise  number  of 
turns  necessary  for  best  results.  Con- 


ductors are  flexible  tinned  copper.  A 
cotton  serve  inside  the  insulation 
makes  stripping  for  soldering  easy. 


Connectoralds 

Aldcil  Mfg.  Co.,  Springfield,  Mass. 
Na-ald  Connectoralds,  designed  to 
electrify  sets  with  the  new  AC  tubes. 
Bring  the  filament  voltages  1.5  volts. 
2.5  volts  and  5.5  volts  to  the  tubes, 
at  the  same  time  making  the  other 
necessary  connections  to  the  set 
wiring.  They  provide  the  necessary 
compensations    for    the    new  tubes. 


Standard  harnesses  are  made  for 
three  models  of  Atwater  Kent  sets, 
Crosley  Bandbox,  Radlola  10.  Kolster 
and  many  others.  The  Na-ald  AC 
Connectoralds  are  listed :  No.  920  red 
all  purpose;  927  UY  green  detector; 
920  orange  power;  920  GT  red,  and 
920  GT  orange  power.  The  Con- 
nectoralds are  colored  for  the  different 
tubes.  Red — all  purpose.  Green — de- 
tector. Orange — power.  List  prices: 
first  three  models  $1;  others  $1.25. 


Power  Cone 

Decatur    Mfg.    Co.,    Inc..  Brooklyn, 

N.  Y.  Decatur  power  cone,  which,  it 
is  claimed,  re-creates  the  complete 
tonal  range  without  giving  exaggerat- 
ed prominence  to  any  particular  part 


Latest  Summary  of  Exports  and 
Imports  of  "Talkers" 

Figures    on    Exports    and    Imports  of 
Talking    Machines    and    Records  for 
February — General    Increase   Over  the 
Year  Previous 


Washington.  D.  C.  April  10 — In  the 
summary  of  exports  and  imports  of  the 
commerce  of  the  United  States  for  the 
month  of  February,  192S,  the  following 
are  the  figures  bearing  on  talking  ma- 
chines and  records. 

The  dutiable  imports  of  talking  ma- 
chines and  parts  during  February. 
1928.  amounted  in  value  to  $34,589,  as 
compared  with  $5S,009  worth  which 
were  imported  during  the  same  period 
of  1927.  The  two  months'  total  ended 
February,  1928.  showed  importations 
valued  at  $04,880;  in  the  same  period 
of  1927,  .fl04,4^u.  a  substantial  de- 
crease. 

Talking  machines  to  the  number  of 
11,400,  valued  at  $513,934,  were  exported 
in  February,  192S.  as  compared  with 
S.190  talking  machines,  valued  at  $303,- 
5S0,  sent  abroad  in  the  same  period  of 
1927.  The  two  months'  total  showed 
that  we  exported  21,574  talking  ma- 
chines, valued  at  $952, 5S0,  as  against 
20,043  talking  machines,  valued  at 
$714,035,  in  1927. 

The  total  exports  of  records  and 
supplies  for  February,  1927,  were  val- 
ued at  $239,302,  as  compared  with 
$173,422  in  February,  192S.  The  two 
months  ending  February,  1928,  show 
records  and  accessories  exported  val- 
ued at  $500,242,  as  compared  with 
$380,975  in  1927. 

The  countries  to  which  these  ma- 
chines were  sent  during  February,  and 
their  values  were  as  follows:  Europe, 
$11,S24:  Canada,  $10,789;  Central 
America,  $27,013;  Mexico,  $50,080; 
Cuba,     $30,593;     Argentina,  $5S,577; 


of  the  scale.  Careful  engineering 
design,  combined  with  the  selection  of 
best  possible  materials  and  accurate 
workmanship,  have  made  the  Decatur 
power  cone  one  of  great  fidelity.  it 
responds  to  faintest  impulses  without 
forcing;  has  ability  to  carry  volume 
of  power  tube;  is  well  balanced  and 
harmonious  in  appearance.  List  price 
$30.    Far  West  $32.50. 


Electric  Pick-Up 

Allen-Hough  Mfg.  Co.,  Milwaukee, 
Wis.  Allen  Pick-up.  which  when  con- 
nected with  the  phonograph  tone  arm 
and  plugged  in  on  any  radio  receiver, 


imparts  electrical  reproduction  of 
records.  Simple  in  operation  and 
moderate  in  price.  May  be  purchased 
separately  or  in  conjunction  with  the 
Allen  portable  phonograph. 


Metal  Cabinet  Corners 

Dochler  Die  Casting  Co.,  Brooklyn, 

N.  Y.  Cast  metal  corners  for  radio 
cabinets  designed  in  unlimited  variety, 
available  in  imitation  of  any  grain  or 
wood  or  electro-plated,  bronzed,  lac- 
quered or  enameled  to  match  any 
color  scheme.  Stock  cabinet  corners 
are  in  Doric,  Greek,  Renaissance  an'1. 
Etruscan  design. 


Brazil,  $5S,04S;  Chile,  $8,3G0;  Colombia, 
$100,557;  Peru,  $10,529;  other  South 
America,  $51,033;  British  India,  $220; 
China,  Hong  Kong  and  Kwantung,  $S,- 
703:  Philippine  Islands,  $27,072;  Au- 
stralia. $16,504;  New  Zealand,  $1,- 
796;  British  South  -  Africa,  $1,188; 
Other  Countries,  $39,180. 


Twin  Cities  Trade  News 


St.  Paul  and  Minneapolis,  Minn., 
April  9. — Business  in  March  picked  up 
noticeably  at  the  George  C.  Beckwith 
Victor  headquarters,  according  to  the 
manager,  C.  C.  Hicks.  In  fact,  quite 
a  phenomenal  volume  of  record  orders 
was  received.  The  heaviest  demand 
is  for  the  Automatic  Orthophonic. 

The  Geo.  C.  Beckwith  office  spon- 
sored a  dealer  meeting  at  the  Radis- 
son  Hotel,  Tuesday,  March  27.  Never 
has  so  much  unanimous  approval  been 
expressed  over  any  model  as  was  ac- 
corded the  8-35,  which  was  presented 
at  this  time.  William  R.  Lewis,  of 
Chicago  was  here  to  introduce  the  new 
model. 

R.  C.  Coleman,  manager  of  the  radio 
division  of  the  George  C.  Beckwith 
Co.,  announces  the  addition  of  the 
Crosley  line  to  their  distribution.  The 
company  will  have  exclusive  rights  in 
Minnesota  and  parts  of  Wisconsin  and 
North  Dakota.  Five  new  Crosley  ac- 
counts were  opened  the  last  day  of 
March  and  Mr.  Coleman  is  especially 
pleased  with  the  reception  given  the 
Jewell  Box. 

Columbia  continues  at  the  high  speed 
set  when  the  Kern-O'Neill  Co.  took 
over  the  Northwest  territory. 

A.  L.  Toepel,  manager  of  the  Law- 
rence Lucker  Co.,  is  more  than  satis- 
fied with  March  volume.  The  demand 
for  Sparton  AC  sets  has  been  remark- 
able and  the  business  done  in  the 
Carryola  portable  has  exceeded  all  pi  c- 
dictions. 
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Baltimore  Music-Radio  Trade 

Reports  Good  March  Business 

Satisfactory  Volume  of  Sales  With  Outlook  for  Coming  Year  Encouraging— Records? 
Still  Selling  Consistently — Chickering  Warerooms  Drop  Piano  Lines 


Baltimore,  Md.,  April  7. — According  to  the 
reports  of  distributors  and  retailers  the  talking 
machine  trade  keeps  up  its  wonderful  pace,  and 
all  prospects  seem  most  encouraging  for  a  con- 
tinuation of  this  prosperity  during  the  balance 
of  the  year.  This,  in  spite  of  the  doldrums  in 
which  business  in  general  finds  itself. 

H.  R.  Eisenbrandt  &  Sons,  Victor  distrib- 
utors, while  reporting  a  slight  falling  off  in 
machine  sales  during  the  past  month,  state  that 
this  was  more  than  compensated  for  by  in- 
creased volume  of  record  orders. 

lE.  F.  Droop  &  Sons  Co.  report  business  to 
be  even  in  excess  of  last  year's  record  sales, 
and  are  confident  that  next  quarter's  business 
will  attain  a  new  high  level. 

Joseph  G.  Mullin,  local  manager  of  the 
Brunswick-Balke-Collender  Co.,  states  that  the 
sale  of  Panatropes  and  records  for  the  quarter 
ending  April  1  was  far  in  excess  of  the  sales 
for  the  same  period  of  1927.  Their  well-known 
"popular-price"  policy  on  their  Gold,  Purple 
and  Black  label  records  has  contributed  in  no 
small  degree  to  this  gain. 

Effective  May  1,  J.  B.  Elliott,  Brunswick's 
North  Carolina  representative,  will  be  pro- 
moted to  district  manager  of  the  Boston 
branch.  R.  H.  Cagle,  eastern  Virginia  repre- 
sentative, will  succeed  Mr.  Elliott  in  North 
Carolina,  and  H.  M.  Wagner,  formerly  record 
salesman  of  Baltimore  and  Washington,  will 
be  assigned  to  Mr.  Cagle's  territory. 

The  Hamilton  Co.,  operating  the  Chickering 
Warerooms,  at  309  North  Charles  street,  and 
who  handled  Chickering  and  other  well-known 
pianos,  announce  their  retirement  from  the 
piano  business.  After  April  1  they  will  devote 
their  entire  efforts  to  conducting  a  strictly 
modern  and  up-to-date  talking  machine  and 
radio  store,  offering  a  complete  line  of  high- 
grade  talking  machines  and  radios,  featuring 
the  Orthophonic  and  Radiola  combinations  and 
the  AC  electric,  Fada  and  Crosley  radios,  to- 
gether with  a  complete  catalog  of  the  Victor 
records. 

A.  &  J.  Oldewurtel,  who  have  for  over  fifteen 


years  been  conducting  the  Talking  Machine 
Shop,  at  305  North  Howard  street,  are  remov- 
ing to  316  North  Howard  street.  Pollacks,  the 
Baltimore  division  of  the  Reliable  Furniture 
Stores,  .one  of  the  larger  chain  store  systems, 
have  quit  .  this  building,  which  adjoins  their 
corner  property,  and  will,  after  extensive  altera- 
tions have  been  made,  occupy  it  as  a  talking 
machine  and  radio  store. 

Sales  of  the  Columbia  "Two  Black  Crows" 
records  were  increased  considerably  at  the 
Talking    Machine    Shop,     Hagerstown,  Md., 


"Two  Black  Crows"  Window  Display 


which  featured  the  records  in  the  eye-arresting 
and  attractive  window  display  which  is  pictured 
herewith.  Figures  representing  the  two  black- 
face comedians  are  shown  placing  a  record  on 
the  Columbia  Viva-tonal  phonograph,  and  dis- 
play material  provided  by  the  Columbia  Pho- 
nograph Co.  is  used.  A  profusion  of  farm 
products  lent  an  unusual  touch. 

A  meeting  and  luncheon  of  Victor  dealers, 
sponsored  by  the  Victor  Talking  Machine  Co., 
was  held  March  31,  at  the  Southern  Hotel,  in 
this  city.  Announcement  was  made  that  the 
new  model  No.  335  will  replace  model  No.  300. 
The  hundred  or  more  dealers  present  were  all 
greatly  enthused  over  business  conditions  and 
prospects.  Addresses  were  made  by  William 
T.  Davis  and  David  Pruitt.    Larry  Richardson, 
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division  manager,  gave  an  interesting,  sales  talk. 

Braiterman-Fe  dder  Co.,  of  414-416  East  Pratt 
street,  distributor  of  "Brafco  Products,"  de- 
serve great  credit  for  the  elaborate  and  artistic 
catalog  which  they  have  just  issued.  Their 
activities  are  certainly  far-flung,  and  they  have 
built  up  a  fair  volume  of  export  business  to 
South  America  and  other  distant  points.  And 
to  such  places,  their  catalog  is,  of  necessity, 
their  only  representative.  An  idea  of  its  wide- 
spread distribution  may  be  had  from  the  fact 
that  they  were  forced  to  increase  the  number 
printed  from  3,000  to  5,000.  They  have  recent- 
ly appointed  the  Halperin  Co.  as  their  distrib- 
utors in  New  York  and  the  Paul  Susseman  Co. 
to  represent  them  in  the  Philadelphia  section. 

L.  L.  Andrews,  president  of  the  Columbia 
Wholesalers,  Inc.,  Baltimore,  tells  of  the  secur- 
ing by  that  energetic  firm  of  a  distributor's 
franchise  for  Kolster  Radio.  The  executives  of 
this  jobbing  house  have  been  well  aware  of 
the  steady  growth  of  Kolster  sales  in  their 
territory,  and  although  enjoying  good  business 
on  several  other  well-known  radio  lines,  they 
realized  the  desirability  of  getting  a  Kolster 
jobbing  franchise  and  have  been  working  to 
that  end  for  some  months.  The  notice  of  their 
appointment  as  distributors  for  Maryland,  Dis- 
trict of  Columbia,  parts  of  Virginia  and  West 
Virginia,  has  been  enthusiastically  received  by 
the  trade,  and  many  letters  and  telegrams  of 
congratulation  were  received  by  the  Baltimore 
headquarters. 

March  business  of  the  Columbia  Whole- 
salers, Inc.,  was  the  largest  for  any  month  this 
year.  All  departments  contributed  to  the  good 
volume.  The  biggest  dollar  and  cents  seller  on 
the  list  was  the  Columbia-Kolster  combina- 
tion model  No.  900. 

The  Kunkel  Piano  Co.  has  been  very  active 
in  getting  the  machine  played  before  every  pos- 
sible gathering,  such  as  dances,  bazaars,  min- 
strel shows,  church  meetings,  schools  and 
Rotary,  Kiwanis  and  other  such  clubs.  Such 
activities  have  not  only  resulted  in  actual  ma- 
chine sales,  but  have  earned  for  this  store  the 
reputation  of  being  one  of  the  most  wide- 
awake music  houses  in  Baltimore.  The  Kun- 
kel Piano  Co.  has  also  been  sponsoring  a  Co- 
lumbia record  program  over  Radio  station 
WCAO. 

The  Charles  Electric  Co.  has  also  arranged 
some  fine  demonstrations  of  this  Columbia- 
Kolster  model,  one  of  the  most  effective  being 
for  the  Baltimore  Advertising  Club,  when  it 
entertained  Mayor  Walker,  of  New  York. 

Another  good  demonstration  of  the  Columbia- 
Kolster  model  was  before  the  student  body 
of  the  Johns  Hopkins  University.  A  special 
assembly  was  held  to  hear  this  new  machine 
and  to  learn  the  engineering  principles  in- 
volved. 

Louis  &  Co.,  of  Washington,  and  G.  Fred 
Kranz  Music  Co.,  in  Baltimore,  are  leading  the 
rest  of  the  dealers  in  this  section  in  the  sale 
of  Bayreuth  Wagner  Masterwork  records.  The 
G.  Fred  Kranz  Co.  has  gotten  up  a  special  dis- 
play, featuring  these  particular  recordings,  and 
sent  out  a  special  sales  letter  to  its  entire  mail- 
ing list.  By  these  aggressive  methods  they 
have  been  able  to  build  up  a  fine  business  on 
this  $16.50  sales  unit,  as  well  as  increasing  sales 
on  other  of  the  Columbia  Celebrity  records. 

Among  the  new  dealers  to  secure  Columbia 
franchises  in  this  territory  is  the  well-known 
house  of  Shaw's,  Inc.,  of  Charlotte,  N.  C.  This 
progressive  concern  has  just  taken  over  the 
store  and  equipment  of  the  Stieff  Piano  Co.'s 
branch  in  Charlotte. 

Dealers  in  Newport  News  had  record  busi- 
ness considerably  stimulated  by  the  appearance 
there  of  the  ever-popular  "Whispering  Pianist," 
Art  Gillham.  This  famous  exclusive  Columbia 
artist  stayed  a  full  week  at  a  local  theatre  and 
also  broadcast  several  times  over  the  Norfolk 
Radio  station,  bringing  good  record  sales  to 
those  dealers  who  tied  up  with  this  event. 

Richmond  and  Norfolk  dealers  were  consid- 
erably enthused  over  the  statement  of  the  Co- 


IpTHe  Head  "Black.  Crow" 
Makes  12-inch  Record 


Now's  the  time  for  every 
Columbia  dealer — and  every 
live  dealer  who  wants  to  add 
to  his  prestige  and  profits  by 
becoming  a  Columbia  dealer 
— to  display,  play,  and  adver- 
tise the  special  new  12-inch 
record  by  Charles  E.  Mack 
of  Moran  and  Mack  ("The 
Two  Black  Crows"),  the 
most  talked  of  comedians  in 
America. 


This  record  No.  50061-D, 
retailing  at  $1.25,  carries  on 
one  side  Mack's  favorite  se- 
lection, "Our  Child,"  and,  on 
the  reverse,  "Elder  Eat- 
more's  Sermon  on  Throwing 
Stones,"  in  which  Mack  is 
assisted  by  Moran. 

Special  advertising  mate- 
rial, free  upon  request,  tells 
the  story  to  your  customers. 


Write  us  for  details 


ColumbiaWholeJ 

L.L.Andrews      —      Wm.H.  Swart  z  1 

Exclusively  Wholesale 

205  W  Camden  St..    Baltimore, Md. 
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lumbia  Phonograph  Co.  that  it  would  insert 
its  national  newspaper  advertising  in  their  lo- 
cal papers.  Columbia  business  has  been  stead- 
ily growing  in  both  these  cities. 

Feature  Modernistic 
Atwater  Kent  Radio 

.  When  the  Atwater  Kent  Modernistic  style 
radio  receiver  was  introduced  in  this  city,  de- 
partment and  furniture  stores  which  carry  the 
line  and  whose  organizations  were  already  fa- 
miliar with  the  modernistic  fashion  in  furni- 
ture, jewelry,  draperies,  etc.,  took  up  the  plan 
of  a  concerted  window  display.  Parke  &  Hull, 
Inc.,  Atwater  Kent  distributor,  supplied  appro- 
priate window  cards  which  were  used  by  the 
establishments  featuring  the  receiver  in  their 
window  displays.  The  displays,  together  with 
newspaper  advertising,  resulted  in  a  record- 
breaking  number  of  set  sales. 

Grossman  Bros.  Music 
Co.  an  Okeh  Jobber 

Otto  Heineman,  president  of  the  Okeh 
Phonograph  Corp.,  New  York,  announced  this 
week  the  appointment  of  the  Grossman  Bros. 
Music  Co.,  Cleveland,  O.,  as  an  Okeh  jobber. 
This  concern  is  well  known  in  Ohio  territory 
and  has  already  opened  up  a  number  of  im- 
portant dealer  accounts  who  are  aggressively 
merchandising  Okeh  records.  Referring  to 
general  business  conditions,  Mr.  Heineman 
stated  that  Okeh  record  sales  for  March  were 
far  ahead  of  1927,  with  the  first  two  weeks  of 
April  showing  a  similar  gain.  Motor  and 
needle  sales  for  March  were  ahead  of  last  year, 
with  the  first  quarter  of  1928  showing  a  sub- 
stantial increase  over  1927. 

Wiedenbach  Brown 
a  Sylvania  Jobber 

The  Sylvania  Products  Co.,  of  Emporium, 
Pa.,  has  announced  the  appointment  of  the 
Wiedenbach  Brown  Co.,  Inc.,  118  East  Twenty- 
fifth  street,  New  York  City,  as  sole  distributor 
of  Sylvania  tubes  for  the  metropolitan  territory. 
F.  H.  Strayer,  sales  manager  of  the  Sylvania 
Products  Co.,  reports  a  heavy  demand  for  Syl- 
vania tubes,  and  the  sales  quota  for  the  first 
three  months  of  the  year  has  been  exceeded 
by  a  wide  margin.  Several  new  tubes  have  re- 
cently been  added  to  the  line. 

100  Percent  Memphis 
Record  Is  Big  Seller 

Memphis,  Tenn.,  April  6.— Harry  T.  Goldstein, 
manager  of  the  local  branch  of  the  Artophone 
Corp  ,  Okeh  record  distributor,  is  receiving  the 
congratulations  of  dealers  for  his  idea  of  the 
100  per  cent  Memphis  record  which  was  car- 
ried out  and  found  to  be  most  successful. 

The  Okeh  record  in  question  is  a  coupling 
of  "Does  It  Make  Any  Difference  to  You"  and 
"Wonderful  Pal  of  My  Dreams,"  both  composi- 
tions the  work  of  Memphis  residents.  The 
songs  are  played  by  Homer  Guenette  and  His 
Washington  Syncopators  from  the  Lyceum 
Theatre,  and  the  vocal  choruses  were  sung  by 
Lysle  Talbot,  leading  man  of  the  Lyceum 
Theatre.  The  record  was  made  in  this  city  in 
a  studio  specially  constructed  by  the  Okeh 
Phonograph  Corp.  Twenty-three  dealers  in 
Memphis  are  selling  the  record  and  report  a 
most  satisfactory  demand. 


The  New  England  Cycle  &  Radio  Co.,  Boston, 
Mass.,  has  taken  on  the  Amrad  line. 


Open  South  American 
Columbia  Agencies 

A.  G.  Linsig,  Traveling  Representative, 
Has  Appointed  Agents  in  All  of  the  Im- 
portant West  Coast  Cities 


A.  G.  Linsig,  traveling  representative  for  the 
Columbia  Phonograph  Co.,  New  York  City,  for 
the  West  Coast  of  South  America,  has,  during 
the  past  year,  established  Columbia  agencies  of 
the  first  rank  in  all  the  leading  Coast  cities  from 
Santiago  to  Guayaquil.  Among  the  prominent 
agents  to  handle  Columbia  products  in  this 
territory  are  W.  R.  Grace  &  Co.,  owners  of  the 
Grace  line  of  steamships  and  leading  importers 
and  exporters. 

Well  Known  Artists 
in  Maine  Festival 

Conductor  Sprage,  of  the  Eastern  Maine 
Musical  Association,  recently  announced  that 
Allen  McQuhae,  Irish-American  tenor,  and  the 
Cleveland  Orchestra,  Brunswick  artists,  have 
been  engaged  to  participate  in  the  1928  Bangor 
Festival  on  May  1  and  2.  This  is  the  Thirty- 
second  Festival  to  be  given  in  the  Maine  city, 
and  it  is  expected  that  this  event  will  excel  all 
others  in  brilliance. 


Jobber  Expands 


The  Edison  Phonograph  Distributing  Co., 
Orange,  N.  J.,  has  taken  over  as  of  April  1 
the  Edison  phonograph  distributing  business  of 
W.  A.  Myers,  Williamsport,  Pa.,  and  in  the 
future  that  territory  will  be  covered  direct  from 
the  Orange  headquarters. 


Window  Displays 

for  Kolster  Trade 

Each  Display  Designed  for  the  Average 
Window  and  With  Consideration  of  the 
Important  Factor  of  Cost 


Window  displays  that  can  easily  be  set  up 
by  each  radio  dealer  to  fit  his  own  space  at  a 
very  small  cost  are  planned  and  photographed 


An  Artistic  Kolster  Window 

by  Kolster  Radio  each  month,  and  published 
in  its  house  organ,  "The  Kolster  Dealer."  Each 
window  is  designed  for  the  average  amount  of 
space  and  is  decorated  mostly  with  colored 
paper  which  can  be  purchased  at  any  stationery 
store.  Complete  instructions  on  arranging  the 
display  are  published  with  the  photograph. 
Dealers  who  have  little  time  to  plan  effective 
windows  appreciate  this  service. 


Increases  Capital 


The  Bracken  Furniture  Co.,  Inc.,  45  West 
125th  street,  New  York  City,  carrying  a  com- 
plete line  of  radios  and  talking  machines,  is 
increasing  its  capital  stock. 


mm 


RADIO 


The  radio  Leadership  of  1928! 
Compare  these  amazing  radios ! 
Check  them  with  any  set !  Learn 
for  yourself  by  comparison  their 
amazing  reception  qualities.  Gen- 
uine neutrodyne  receivers ! 

1.  Single  Unit  AC  Jewelbox  704,  $95 
Completely  shielded  and  very  se- 
lective. 

2.  Dry  cell  operated  Bandbox  Junioi . 
$35.  Loud  speaker  volume — most 
economical. 

3.  Bandbox  601,  $55.  Operates  from 
batteries  or  power  supply  units. 
Splendid  volume. 

4.  New  Type — D  Musicone,  $15,  gold 
highlighted  to  match  Jewelbox. 


Licensed  only  for  Radio  Amateur,  Ex- 
perimental and  Broadcast  Reception. 

Montana,  Wyoming,  Colorado,  Nezu 
Mexico  and  West,  prices  slightly  higher. 

Write  Dept.  26  for  descriptive  information. 

The  Crosley  Radio  Corporation 

POWEL  CROSLEY,  Jr.,  President 
Cincinnati,  Ohio 
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UR  SPECIAL 

MODERNISTIC 


Frankie  Trumbauer 
and  His  Orchestra 


40979 
10  in.  75c 


(  MISSISSIPPI  MUD— Fox  Trot 

\  THERE'LL   COME  A  TIME  (Wait 

[    and  See) — Fox  Trot 


Joe  Venuti's  Blue  Four 

40947      JFOUR  STRING  JOE— Fox  Trot 
10  in.  75c   /PENN  BEACH  BLUES— Fox  Trot 


McKenzie  and 

Condon's  Chicagoans 

41011      (SUGAR— Fox  Trot 
10  in.  75c   (CHINA  BOY— Fox  Trot 


40971 
10  in. 75c 


[LIZA— Fox  Trot 
NOBODY'S  SWEETHEART 
!    —Fox  Trot 


Bix  Beiderbecke 
and  His  Gang 


41001 


[SORRY— Fox  Trot 


in  .  { SINCE   MY   BEST  GAL  TURNED 

w  in.  /5c    y    ME  DOWN— Fox  Trot 


Boyd  Senter 


[MOBILE  BLUES— Instrumental 
41018      I1  WISH  I  COULD  SHIMMY  LIKE 
10  in.  75c   -     MY  SISTER  KATE— Instrumental, 
I    with  Guitar  by  Ed  Lang  (Boyd  Senter 
[    and  His  Senterpedes) 

(WABASH  BLUES— Clarinet  with 
40949      J    Piano ;  Guitar  by  Ed  Lang 
10  in.  75c  )THE  BOSS  OF  THE  STOMPS— Clari- 
ty   net  with  Piano ;  Guitar  by  Ed  Lang 

fHOT  LIPS— Clarinet  with  Piano; 
40888      j    Guitar  by  Ed  Lang 
10  in.  75c  ]  THE  GRIND  OUT— Clarinet  with 
[    Piano ;  Guitar  by  Ed  Lang 


EXCLUSIVE  OKEH  ARTISTS 


Consolidated  Talking  Machine  Co. 

227  West  Washington  Street  Chicago,  Illinois 

Branches:  2957  Gratiot  Ave.,  Detroit,  Mich.       1424  Washington  Ave.,  So.,  Minneapolis,  Minn. 
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LEONARD  P.  CANTY 


Mid- West  Phonograph-Radio  Sales 
for  March  Show  Decided  Increase 

Comparison  With  Same  Period  of  1927  Shows  Increase  in  Sales  Volume — Anticipat- 
ing New  Models  and  New  Products — News  of  Middle  West  Area 


Chicago,  III.,  April  7.— The  trade  this  Spring 
has  witnessed  a  partial  fulfillment  of  the  prophe- 
cy of  trade  leaders  that  the  sale  of  sound- 
reproducing  instruments  for  the  home  in  the 
future  would  not  be  allowed  to  slump  and  fall 
off  sharply  in  the  Spring  of  the  year.  In  the 
past  it  has  been  the  experience  of  manufac- 
turers to  stop  production  in  their  factories 
around  the  first  of  the  year,  and  in  many  cases 
before  Christmas,  and  to  devote  their  com- 
plete attention  to  the  designing  of  new  products. 
This  year,  through  combined  advertising  and 
sales  promotional  efforts  of  manufacturers,  dis- 
tributors and  dealers,  and  aided  by  products  of 
sufficient  merit,  the  public  was  told,  and  in 
large  measure  convinced,  that  radio  and  phono- 
graph products  should  be  purchased  and  used 
every  month  of  the  year.  The  sales  curve  is 
by  no  means  completely  straightened,  but 
worth-while  progress  in  that  direction  has  been 
made  during  the  past  three  months. 

As  a  result  of  this  continued  effort  in  bring- 
ing its  products  to  the  attention  of  the  con- 
sumer, the  music-radio  trade  in  the  Middle 
West  has  enjoyed  a  fairly  profitable  late  Win- 
ter and  early  Spring  season.  Sales  are  not  as 
heavy  as  in  mid-Winter  or  the  Fall  season, 
but,  from  various  sources  it  is  learned  that 
March,  from  both  a  phonograph  and  radio 
standpoint,  brought  heavier  returns,  than  the 
corresponding  month  in  1927,  and  in  some  in- 
stances it  was  reported  to  have  brought  heavier 
sales  than  the  preceding  month,  February. 
This  is  especially  true  in  the  sale  of  talking 
machine  records,  because  of  the  new  customers 
created  by  the  sale  of  both  cabinet  and  port- 
able machines. 

The  entire  trade  is  looking  forward  to  the 
announcements  to  be  made  by  radio  manufac- 
turers in  the  near  future  regarding  new  lines  of 
products,  especially  since  a  large  number  of 
firms  have  announced  their  intention  of  placing 
on  the  market  phonograph-radio  combination 
instruments.  The  improvements  made  in  pho- 
nograph reproduction,  radio  receivers  and  loud 
speakers  would  make  it  appear  that  the  music- 
radio  dealer  in  1928  will  have,  more  than  ever 
before,  lines  of  merchandise  which  he  is  ably 
equipped  to  sell. 

Declares  50  Per  Cent  Cash  Dividend 

The  board  of  directors  of  the  Kimberly  Radio 
Corp.,  this  city,  recently  declared  a  50  per  cent 
stock  dividend,  payable  in  cash,  to  the  stock- 
holders of  the  company.  P.  R.  Kimberly,  presi- 
dent of  the  company,  states  that  the  great  suc- 
cess enjoyed  by  the  organization  can  be  traced 
to  its  policy  of  confining  its  activities  to  the 
Zenith  line  exclusively.  He  states  that  the  past 
year  was  the  most  successful  ever  experienced 
by  the  Kimberly  Corp. 

Paul  B.  Klugh  Home  From  Coast 

Paul  B.  Klugh,  vice-president  and  general 
manager  of  the  Zenith  Radio  Corp.  of  Chicago, 
who  has  just  returned  from  an  extended  tour 
on  the  Pacific  Coast,  makes  some  observations 
of  interest  to  the  music  and  radio  trades. 

"While  music  dealers,"  said  Mr.  Klugh,  "are 
just  becoming  seriously  interested  in  radio  in 
eastern  United   States,   I  find  on  the  Pacific 


Coast  the  largest  radio  outlets  are  through  the 
music  trade.  This  is  surprising  in  view  of  the 
fact  that  such  a  small  percentage  of  radio  is 
sold    through    Eastern    music    dealers.  Ap- 


parently, exclusive  radio  stores  are  not  in  vogue 
on  the  Pacific  Coast  as  they  are  in  the  East — 
neither  is  there  found,  in  serious  number,  the 
cut-price  "gyp"  type  of  radio  dealer  such  as 
is  found  in  the  East.  This  situation  is  highly 
creditable  to  Pacific  Coast  music  dealers. 
Through  their  activity  in  radio  they  have  found 
substantial  profits  and  quick  turnover,  two  es- 
sential elements  in  every  successful  business. 
Most  of  the  piano  dealers  interviewed  were 
strong  believers  in  the  eventual  comeback  of 
the  straight  piano,  but  the  consensus  of  opinion 
(Continued  on  page  94) 


KIMBALL 


Phonographs 


Again  Words  of  Praise 
From  Dealers: 

MONTGOMERY,  ALABAMA: 

"We  like  the  Kimball  phonographs.  Be- 
lieve these  the  best  phonographs  on  the 
market,  selling  for  less  than  $300.00." 

MEADVILLE,  PA.: 

"A  noted  singer  possesses  a  mighty  par- 
ticular ear  for  lone  and  told  us  the  Kim- 
ball had  the  BEST  TONE  of  any  they  had 
heard  and  they  had  listened  to  different 
makes  in  competition." 

PLEAS  ANT  VIEW,  KY.: 

"Kimball  has  beautiful  quality,  durability 
and  the  FINEST  TONE  toe  have  ever 
heard." 

McMINNVILLE,  TENN.: 

"Well  pleased  with  all  of  them.  They  are 
FULLY  UP  TO  EVERY  RECOMMENDA- 
TION." 

PADUCAH,  KY.: 

"Much  pleased.  They  are  the  best  phono- 
graphs ue  have  ever  heard." 


St  vie  275  Walnut 


These  quotations,  entirely  unsolicited  come 
from  those  meeting  sharp  competition  every  day. 
Each  speaks  from  experience  with  the  Kimball 
line. 


W rite  or  wire  for  particulars  as  to  open 
territory,  prices  and  terms. 


W.  W.  KIMBALL  COMPANY 

Established  1857 


306  So.  Wabash  Ave. 


Kimball  Bldg.,  Chicago 
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Manufacturers 
of  the 
Alto  Fibre 
Needle 
Cutter 


Accurate! 
The  Alto 

Automatic  Stop 
For  Phonographs 

Accuracy  at  low  cost  means 
satisfied  customers.  Fits  un- 
der the  turntable.  Simple  to 
attach.  With  a  record  of 
ten  years  satisfactory  serv- 
ice in  the  phonograph  lii- 
sj  dustry. 

Alto  Mfg.  Co.,  1647  Wolfram  St.,  Chicago,  111. 

Canadian    Distributor:    Universal    Supply    Co..    Toronto.  Ont. 


was  that  while  one  may  speculate  upon  the 
revival  of  the  piano  business,  there  is  no  need 
for  such  speculation  in  connection  with  radio." 

Zenith  radio  is  handled  on  the  Pacific  Coast 
by  Chanslor  &  Lyon,  an  organization  having 
main  offices  in  San  Francisco  and  well-located 
branches  in  Los  Angeles,  San  Diego,  Fresno, 
Oakland,  Portland,  Seattle  and  Tacoma.  They 
are  the  largest  and  oldest  automotive  organiza- 
tion on  the  Pacific  Coast,  and  concentrate  all 
of  their  efforts  upon  Zenith,  exclusively. 
Smith  Music  Shoppe  Opened 

On  March  9  over  five  thousand  people  from 
Danville,  111.,  and  vicinity  attended  the  open- 
ing of  the  Smith  Music  Shoppe,  16  East  Third 


Ralph  Smith 

street,  Danville.  Ralph  Smith,  president  of  the 
Illinois  Corp.,  was  for  ten  years  manager  of 
the  Cable  store  in  Danville,  and  is  widely  known 
and  popular  with  the  people  of  that  section. 
His  wife  was  formerly  Miss  Elsie  Trent,  daugh- 
ter of  O.  J.  Trent,  of  the  Trent  Lumber  Co., 
also  a  Danville  institution. 

Dr.  W.  C.  Smith,  St.  Louis,  and  Dr.  D.  Hally 
Smith,  of  France,  are  associated  financially 
with  Mr.  Smith.  W.  Carlyle  Smith,  son  of  Dr. 
W.  C.  Smith,  is  the  other  active  member  of  the 
firm.  Carlyle  Smith,  who  has  been  connected 
with  the  National  Cash  Register  Co.  until  re- 
cently, will  act  as  secretary  and  treasurer  of 
the  new  company  and  have  charge  of  the  Vic- 
trola  and  small  goods  departments. 

These  gentlemen,  with  their  new  and  beauti- 


ful store,  fully  equipped  with  the  latest  fixtures 
and  with  merchandise  of  high  quality,  should 
realize  their  hope  of  making  the  Smith  Music 
Shoppe  one  of  the  musical  centers  of  eastern 
Illinois.  The  complete  Victor  line,  as  well  as 
standard  makes  of  pianos  and  radio  products, 
are  featured  by  the  store. 

Hyde  Park  Shop  Opened 
The  Hyde  Park  Music  Shop  recently  opened 
its  new  store  at  1501  East  Fifty-third  street, 
Chicago,  just  a  few  hundred  feet  west  of  the 
old  site,  where  this  shop  has  been  established 
for  many  years.  The  new  quarters  of  the  store 
are  more  spacious  and  are  attractively  ap- 
pointed. In  addition  to  the  Victor  line  of  rec- 
ords and  Victrolas  the  Hyde  Park  Music 
Shop  carries  Zenith,  Sparton,  Atwater  Kent, 
RCA  and  Day-Fan  radio  receivers.  In  addi- 
tion to  musical  instruments  the  firm  has  also 
added  the  complete  line  of  Graybar  household 
and  electrical  appliances,  including  vacuum 
gleaners,  sewing  machines,  ironing  machines, 
etc.  The  Hyde  Park  Music  Shop  is  owned  by 
Home  Appliances,  Inc.,  and  this  organization  al- 
so operates  two  other  stores,  at  4123  West  Madi- 
son street  and  4803  West  Twenty-second  street, 
the  other  two  stores  also  carrying  the  Victor 
line. 

Chicago  Firm  Chartered 

Garfield,  35  East  Wacher  Drive,  Chicago,  III., 
was  recently  incorporated  with  a  capital  stock 
of  $2,000  to  manufacture  and  deal  in  radio  sets, 
musical  instruments,  etc.  The  incorporators 
are  R.  J.  Klinger,  Helen  Camfield  and  R.  W. 
Camfield. 

Big  Demand  for  Zenith  AC  Sets 

Thomas  H.  Endicott,  sales  manager  of  the 
Zenith  Radio  Corp.,  Chicago,  recently  returned 
from  an  extensive  survey  of  the  Eastern  and 
Middle  West  territories,  and  is  highly  enthusi- 
astic regarding  the  future  sales  of  the  new 
Zenith  AC  electric  receivers,  particularly  the 
models  with  self-contained  power  speakers. 

In  a  recent  interview  Mr.  Endicott,  in  out- 
lining the  attitude  of  distributors  of  the  Zenith 
line,  said,  "The  advent  of  the  electric  radio  re- 
ceiver has  increased  our  sales  over  100  per  cent 
and  kept  the  Zenith  factory  at  top  speed  on 
three  shifts.  The  popularity  and  improved  tone 
quality  established  by  the  use  of  power  speakers 
in  the  electric  receivers  will  cause  another  wave 
of  demand  which  we  will  meet  by  being  the 
first  radio  manufacturer  on  the  market  with  new 


receivers  in  the  early  part  of  this  year,  and  by 
also  being  able  to  make  early  deliveries.  We 
look  forward  to  the  largest  sales  in  the  history 
of  the  Zenith  Radio  Corp.  The  market  for 
electric  radio  has  barely  been  scratched  during 
the  past  year — the  real  volume  will  come  dur- 
ing 1928." 

Chicago  T.  M.  Co.  in  New  Home 
The  Chicago  Talking  Machine  Co.,  Victor 
wholesaler,  formally  opened  its  new  offices  and 
warerooms  in  the  South  Butler  Building,  111 
North  Canal  street,  on  Monday,  March  19.  The 
organization  has  been  established  for  the  past 
fifteen  years  at  12  North  Michigan  avenue,  and 
the  new  headquarters  are  in  the  wholesale  dis- 
trict that  has  been  created  just  west  of  the 
Loop  and  within  easy  access  of  the  majority 
of  the  railroad  terminals.  The  removal  of  stock 
and  equipment  to  the  new  quarters  was  effected 
without  interruption  to  the  ordinary  business 
schedule. 

Theatres  Broadcast  Dodge  Program 

The  great  interest  aroused  by  the  new  Dodge 
Hour  programs,  inaugurated  March  29  and  fea- 
turing Hollywood  movie  stars  and  Paul  White- 
man,  was  responsible  for  Chicago  theatres  mak- 
ing it  a  part  of  their  evening  program.  Through 
the  enterprise  of  Young,  Lorish  &  Richardson, 
leading  Chicago  radio  jobbers,  a  group  of  twen- 
ty-two theatres  controlled  by  Lubliner  &  Trinz 
broadcast  this  program,  using  AC  Sparton 
Electric  sets.  This  arrangement  was  received 
with  a  great  deal  of  enthusiasm,  and  Young, 
Lorish  &  Richardson  received  many  compli- 
ments from  the  public  and  the  trade  for  this 
novel  hookup  in  theatre  programs. 

Designates  Friday  as  "Radio  Day" 

The  Electric  Association,  30  North  Dearborn 
street,  Chicago,  has  designated  each  Friday  as 
"Radio  Day,"  and  at  1.15  p.  m.,  in  the  lounge  of 
the  Electric  Club,  radio  authorities  and  well- 
known  trade  figures  address  the  members 
of  the  Association.  Among  those  who  have 
made  addresses  are  Paul  B.  Klugh,  vice-presi- 
dent of  the  Zenith  Radio  Corp.,  Chicago;  H.  E. 
Richardson,  of  Young,  Lorish  &  Richardson, 
radio  distributors,  and  C.  W.  Pierson,  president 
of  the  Pierson  Co.,  Rockford,  111.,  who  ad- 
dressed the  club  on  April  6.  Mr.  Pierson 
stressed  the  profit  possibilities  of  quality  radio 
furniture  and  illustrated  his  talk  with  samples 
of  period  furniture. 

A  Unique  Advertising  Plan 

A  departure  in  trade  advertising  is  being 
made  this  month  by  the  Trav-Ler  Mfg.  Corp., 
Chicago,  makers  of  the  Trav-Ler  portable  radio 
receiver.  In  the  trade  publication  advertise- 
ments prepared  by  this  company  for  April  the 
comparative  sales  standing  of  all  distributors 
of  Trav-Ler  receivers  is  shown  upon  a  map  of 
the  United  States,  Lyon  &  Healy,  Chicago, 
holding  the  first  position  this  month.  By  glanc- 
ing at  the  map,  a  dealer  is  able  to  tell  in  which 
nearby  city  Trav-Ler  portables  are  distributed 
and  the  names  of  the  distributors  handling  the 
Trav-Ler  line.  The  firm  plans  to  show  the 
comparative  standing  of  all  distributors  in  the 
sale  of  Trav-Ler  portables  each  month  in  its 
advertising. 


A  new  store,  the  Smith  Music  Shoppe,  opened 
at  16  East  Third  street,  Danville,  111.,  recently 
with  a  full  line  of  Victor  products. 


Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


INCORPORATED  UNDER  THE 
LAWS  OF  ILLINOIS 


succ  ess  o  r  s^To^a 

Standard  Talking  Machine  Co. 
Ciilorf  Talking  Maekino  Co. 
Harmony  Talking  Maxkins  Co, 
O'NoUIJamam  Co. 
Arttlaa  Co. 


-^TaltotujK^cMies.ffiscl—. 
Talking  Machine  Supplies,  Etc 
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VALANCES 

■MMWri 


Pp**  Improve  Display  Windows  50% 

§Scnd  Cla»i  Size*  tor  Eotlm*<»  Mfc  ™ 

Camden  Artcraft  Co.  160  N.weii$  st 
CHICAGO.  ILL. 

Sings  in  Hollywood, 
Recorded  in  N.  Y. 


and  South  Dakota.  The  Piper  &  Taft  Co., 
Seattle,  Wash.,  has  been  reappointed  as  Split- 
dorf  distributor  for  the  entire  State  of  Wash- 
ington. Announcement  from  the  executive 
offices  of  the  Splitdorf  Radio  Corp.  states  that 
for  the  first  quarter  of  1928  more  business  was 
done  than  during  the  entire  vear  of  1927. 


Columbia  Phonograph  Co.  Recording  Stu- 
dios in  New  York  Record  Song  Received 
Over  Phone  From  .Hollywood 


The  new  recording  process  has  been  respon- 
sible for  many  new  records  which  it  would  have 
been  impossible  to  secure  under  the  old  acous- 
tical method,  as  witness  the  long-distance  re- 
cording which  was  accomplished  last  month. 
Dolores  Del  Rio,  film  star,  singing  over  the 
telephone  in  Hollywood,  Cal,  through  a  spe- 
cial hook-up  over  the  American  Telegraph  & 
Telephone  Co.'s  lines  from  the  drawing  room  of 
Miss  Del  Rio's  home  and  the  recording  studio 
of  the  Columbia  Phonograph  Co.,  located  in  New 
York  City. 

Miss  Del  Rio  sang  the  Feist  hit,  "Ramona," 
which  bears  the  same  title  as  her  latest  film 
production.  The  recording  studio  officials  state 
t hat  the  rendition,  despite  the  miles  intervening, 
was  beautiful  and  came  fully  up  to  expectations. 


E.  J.  Biel  to  Act 

as  Makers'  Agent 

Edward  Jay  Biel,  who  recently  resigned  his 
executive  post  with  the  Progressive  Musical 
Instrument  Corp.,  New  York,  has  announced 
his  re-entry  into  the  music-radio  trade  as  manu- 
facturers' representative,  with  offices  at  1239 
Broadway,  New  York  City.  Mr.  Biel  has  been 
identified  with  music  and  radio  for  many  years, 
as  advertising  manager  for  Landay  Bros.'  chain 
store  organization  and  as  co-founder  of  the 
Progressive  Musical  Instrument  Corp.,  whole- 
sale distributor.  Mr.  Biel  will  shortly  an- 
nounce his  acquisition  of  prominent  radio  lines, 
negotiations  for  which  are  now  under  way. 


Transfer  License 


Two  Distributors  for 
Splitdorf  Appointed 

Hal  P.  Shearer,  general  manager  of  (lie  Splil 
dorf  Radio  Corp.,  Newark,  N.  J.,  has  announced 
fhe  appointment  of  two  distributors  for  the 
Splitdorf  line  of  radio  receivers.  The  Williams 
Hardware  Co.,  Minneapolis,  Minn.,  will  dis- 
tribute the  Splitdorf  line  in  Minnesota,  North 


The  RCA  licenses  for  tuned  radio  frequency 
receivers  and  also  for  power  supply  and  power 
amplifier  units  heretofore  held  by  the  Pfanstiehl 
Radio  Co.,  YVaukcgan,  111.,  have  been  trans- 
terred  to  the  Grigsby-Grunow-Hinds  Co.. 
well  known  firm  of  Chicago,  111.,  according  to  .1 
recent  announcement. 


Stevens  &  Co.  Plans 
for  1928  Completed 

J.  B.  Price,  Sales  and  Advertising  Manager, 
States  There  Will  Be  Four  New  Radio 
Loud  Speaker  Models 

J.  B.  Price,  sales  and  advertising  manager  of 
Stevens  &  Co.,  New  York,  manufacturer  of  all 
Stevens  loud  speaker  products,  stated  this  week 
that  the  company  has  practically  completed 
plans  for  its  new  line  of  1928  speakers.  There 
will  be  four  new  models  this  coming  season, 
including  two  cones  and  two  cabinets.  The 
cone  models  will  be  known  as  A-28,  listing  at 
$18.50,  and  B-28,  listing  at  $25.  The  other  two 
models  consist  of  table  speakers,  one  being  an 
artistic  Gothic  cabinet  listing  at  $25  and  the 
other  being  an  original  design  along  modern- 
istic lines  in  two-tone  effect,  listing  at  $35.  All 
speakers  will  contain  the  well-known  Stevens 
TT  unit,  which  has  been  greatly  improved. 

In  addition  to  the  line  of  Stevens  speakers, 
the  company  will  produce  three  built-in  console 
speakers  on  which  the  factory  is  already  in 
production  for  prominent  set  manufacturers 
Another  Stevens  product  this  season  consists  of 
three  Burtex  diaphragms  for  use  in  dynamic 
speakers.  The  Stevens  line  and  distributing  plan 
will  be  announced  in  May. 


R.  Hunting  Now  With 
the  Louis  Buehn  Co. 


Price  Reduction 


Reduced  prices  on  Diamond  B  batteries  were 
recently  announced  by  the  Diamond  F.lectric 
Corp.,  Newark,  N.  J.  B-6,  45-volt  upright, 
formerly  $1.95,  is  now  $1.60;  B-20,  45-volt  heavy 
duty,  formerly  $2.47,  is  now  $2.30. 


Philadelphia,  Pa.,  April  8. — The  Louis  Buehn 
Co.,  of  this  city,  Atwater  Kent  distributor,  has 
announced  the  appointment  of  Russell  Hunting 
as  sales  manager  of  the  organization.  Mr.  Hunt- 
ing has  had  a  long  experience  in  the  radio  field, 
his  most  recent  connection  having  been  with 
the  Pooley  Co.,  where  he  made  an  enviable 
record. 


Motor  gives  quiet  operation  on 
AC  for  radio  hook-up;  on  DC 
or  AC  for  phonograph  me  alone. 


*en  sopranos 
sound  like  baritones 

with  a  buzz  saw 
obbligato 


AUR  Turntable  De- 
^^partment  supplies 
turntables  for  all  types 
of  electric-drive  motors. 


NO  more  irritating  changes  in  pitch  due 
to  varying  motor  speed;  no  more  moan- 
ing in  the  music  as  the  turntable  gathers 
speed;  no  more  static  discords  caused  by  un- 
balanced and  faulty  electrical  characteristics. 

The  improved  Johnson-Gordon  Motor  ends 
all  that.  Guaranteed  quiet  for  electric  repro- 
duction, it  will  not  hum-m-m-m.  It  will 
not  "interfere."  But  noiselessly,  effortlessly, 


steadily,  it  will  turn  the  table. 

The  motor  operates  on  either  DC  or  AC 
(25  and  60  cycles),  and  is  supplied  complete 
with  turntable,  accurate  speed  governor, 
automatic  stop,  mounting  plate,  and  exten- 
sion cord.  Manufacturers  of  radio-phono- 
graph combinations  and  phonographs  are 
invited  to  write  for  a  sample  motor,  speci- 
fications, prices,  and  discounts. 


L.  S.  GORDON  COMPANY    ,    Successor  to  H. 

1800  MONTROSE  AVENUE,  CHICAGO,  ILL. 


G.  Saal  Co 


STUDNER  BROS.  INC.,  67  W.  44th  Street,  New  York  City,  National  Sales  Representatives 
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Langley  and  Estey 
With  Crosley  Corp. 

(Continued  from  page  34d) 
of  that  profession.    He  has  literally  lived,  slept 
and  eaten  radio  from  the  time  he  first  became 
interested  in  it. 

Mr.  Langley  has  been  identified  with  many 
of  the  important  radio  organizations,  such  as 
the  International  Wifeless  Telegraph  Co.,  the 


Ralph  H.  Langley 

Marconi  Wireless  Telegraph  Co.  and  the  Gen- 
eral Electric  Co.  He  held  important  positions 
in  all  those  organizations  and  achieved  notable 
results  while  with  the  General  Electric  Co.  He 
spent  seven  years  with  this  company  in  Sche- 
nectady before  joining  the  Crosley  organization. 

During  his  radio  career  Mr.  Langley  has 
worked  with  some  of  the  most  prominent  men 


F.  Clifford  Estey 


in  the  industry,  such  as  Dr.  Lee  De  Forest, 
Frederick  A.  Kolster,  Sanatore  Marconi,  S.  M. 
Kintner  and  many  others.  He  was  formerly 
vice-chairman  of  the  radio  section  of  the  Asso- 
ciated Manufacturers  of  Electrical  Supplies, 
and  is  now  chairman  of  the  committee  on  sec- 
tion activities  in  the  radio  division  of  the  Na- 
tional Electric  Manufacturers'  Association  and 
also  served  on  the  standardization  committee 
of  the  Institute  of  Radio  Engineers. 

Clifford  Estey,  one  of  the  best-known  sales 
executives  in  the  industry,  became  interested  in 
radio  in  1906,  being  one  of  the  first  amateurs 
in  the  country  to  operate  radio  on  steamships 
out  of  Boston.  He  owned  and  operated  the 
Salem  Evening  News  station  at  Salem,  Mass., 
in  the  early  days  and  designed  and  built  one 
of  the  first  amateur  stations  to  be  heard  across 
the  Atlantic. 

He  was  one  of  the  first  sales  managers  in 


The  Tai 

the  radio  field,  starting  with  the  American 
Radio  &  Research  Corp.  in  New  York,  later 
joining  the  Clapp-Eastham  Co.  of  Cambridge, 
Mass.,  as  sales  and  advertising  manager.  He 
was  general  sales  manager  of  the  Priess  Radio 
Corp.  of  New  York;  founder  and  president  of 
Essex  County  (Massachusetts)  Radio  Associa- 
tion, and  one  of  the  organizers  and  president 
of  the  New  England  Executive  radio  counsel 
at  Boston.  Just  before  coming  with  the  Cros- 
ley Corp.,  Mr.  Estey  was  sales  manager  of  the 
Stewart  Battery  Co.  of  Chicago.  He  is  a  mem- 
ber of  the  Institute  of  Radio  Engineers  and  the 
Radio  Club  of  America. 

J.  L.  Hudson  Buys 
Janney-Bowman  Stock 

Hudson  Establishment  Reports  Large 
Sales  Volume  of  Columbia  Records — 
Celebrate  Andrews  Anniversary 

Detroit,  Mich.,  April  7. — The  Janney-Bowman, 
Inc.,  conducting  a  general  music  store,  handling 
the  Victor  and  Brunswick  lines,  has  decided 
to  discontinue  business,  having  sold  its  entire 
stock  on  hand  to  the  J.  L.  Hudson  Music  Store. 
Several  music  firms  are  now  negotiating  for 
the  lease  of  the  Janney-Bowman  Building,  at 
Park  and  Elizabeth  street,  which  is  completely 
equipped  and  splendidly  laid  out  for  the  con- 
duct of  the  music  business. 

Thomas  Devine,  local  manager  of  the  Colum- 
bia Phonograph  Co.,  wholesale  branch,  is  one  of 
the  most  enthusiastic  men  we  have  ever  met 
in  the  phonograph  industry.  Judging  from  the 
increase  in  the  sale  of  Columbia  products  he- 
predicts  the  best  year  the  phonograph  industry 
has  ever  had.  Mr.  Devine  reports  brisk  sales 
of  the  Columbia  portable  at  $50,  and  the  Col- 
umbia-Kolster  instrument. 

The  J.  L.  Hudson  Music  House  was  the  first 
locally  to  announce  the  new  Columbia  Beyreuth 
records,  offering  them  in  a  beautiful  album. 
During  the  first  week  the  Columbia  wholesale 
branch  had  calls  every  day  to  duplicate  orders, 
as  the  demand  was  far  greater  than  had  been 
anticipated.  We  might  mention  in  this  connec- 
tion that  the  Hudson  store  is  now  a  full- 
fledged  Columbia  dealer  handling  the  complete 
line  of  phonographs  and  records. 

Julius  Dsuabak,  foreign  record  salesman  for 
the  local  Columbia  wholesale  branch,  has  been 
transferred  to  the  New  York  branch,  where  he 
will  act  in  a  similar  capacity.  In  Detroit  he  is 
succeeded  by  William  Schultz. 

Gerald  Marks  and  His  Orchestra,  playing  for 
the  past  three  years  at  the  Hotel  Tuller,  will 
soon  embark  for  New  York  to  make  their  sec- 
ond series  of  records  for  the  Columbia  Phono- 
graph Co. 

In  honor  of  their  wedding  anniversary  Mr. 
and  Mrs.  E.  K.  Andrews  recently  gave  a  party 
ai  the  Detroit  Athletic  Club  to  about  forty  of 
their  friends.  The  table  was  charmingly  deco- 
rated for  the  occasion.  Bridge  and  dancing  fol- 
lowed the  supper.  Mr.  Andrews  is  manager  of 
the  J.  L.  Hudson  Co.'s  large  and  successful 
talking  machine  department. 

The  radio  jobbers'  and  manufacturers'  repre- 
sentatives of  Detroit  and  eastern  Michigan  have 
formed  an  organization  known  as  the  Radio 
Jobbers'  and  Manufacturers'  Representatives 
Club.  The  immediate  reason  for  the  formation 
of  such  a  group  is  the  staging  of  a  pre-season 
radio  show  to  be  held  at  the  Book  Cadillac, 
July  24,  25,  26,  27.  The  entire  twenty-eighth 
floor  has  been  engaged  for  this  event,  and  at 
a  meeting  held  about  two  weeks  ago  the  entire 
floor  was  sold  out  to  exhibitors  in  less  than 
an  hour's  time.  The  purpose  of  the  pre- 
season radio  show  is  to  provide  an  advance 
exposition  of  new  models  and  new  apparatus 
properly  presented  so  that  the  radio  dealers 
may  see  the  actual  merchandise  all  together 
under  one  roof  and  make  their  franchise  ar- 
rangements for  the  coming  season;  A  large 
attendance  is  anticipated. 
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Dixie  Co.  Atwater 

Kent  Distributor 

Raleigh,  N.  C,  April  7. — The  Dixie  Radio  Co., 
of  this  city,  of  which  C.  H.  Rawls  is  president, 
was  recently  appointed  Atwater  Kent  distribu- 
tor, covering  the  central  part  of  North  Caro- 
lina.   The  first  shipment  of  Atwater  Kent  mer- 


Big  Shipment  of  Atwater  Kent  Sets 


chandise  received  by  this  new  distributor  was 
the  subject  of  a  motor  parade  and  celebration 
in  this  city.  This  shipment,  consisting  of  a 
solid  carload,  was  placed  upon  four  motor 
trucks  with  banners  on  the  side  announcing  the 
event.  Preceded  by  a  band  this  motor  caval- 
cade went  up  and  down  the  streets  of  Raleigh. 

Last  month  this  new  distributor  held  its  first 
dealer  meeting  to  organize  a  Spring  and  Sum- 
mer sales  drive.  It  is  pointed  out  that  a  meet- 
ing of  dealers  at  a  time  when  in  previous  years 
dealers  have  been  marking  time  is  significant 
of  a  new  trend  in  year-around  radio  selling. 

At  this  meeting  dealers  pledged  sales  every 
week  in  the  year.  The  dealers  were  greeted 
by  C.  H.  Rawls,  president  of  the  Dixie  Radio 
Co.,  after  which  followed  addresses  by  P.  A. 
Ware,  L.  A.  Charbonnier,  A.  E.  Bucholz  and 
others  of  the  staff  of  the  Atwater  Kent  Mfg.  Co. 
in  Philadelphia. 


RCA  1928  Ad  Drive 
Is  Well  Under  Way 

The  national  advertising  campaign  of  the 
Radio  Corp.  of  America  for  1928  is  now  well 
under  way  and  is  proving  to  be  of  great  assist- 
ance to  RCA  authorized  dealers  and  distribu- 
tors in  sales  of  sets  and  accessories.  Color 
pages  are  being  run  in  consumer  mediums  such 


RADIOL  A  17 

the  "wonder  box"  that  has  become 
the  most  popular  of  all  Radiolas 


KCA  Kadiola 


One  of  the  RCA  Radiola  Ads 


as  the  Saturday  Evening  Post,  Liberty,  Collier's 
Weekly  and  the  Literary  Digest  on  Radiolas 
and  Radiotrons.  An  extensive  program  of  farm 
paper  advertising  is  also  being  carried  on. 

One  hundred  and  ten  big  city  newspapers  in 
March  carried  Radiola  advertising  and  146  car- 
ried Radiotron  copy.  One  of  the  newspaper 
Radiola  ads  is  reproduced  herewith. 


Instrument  and  Ac- 
cessories Mfrs.  Meet 


National  Association  of  Musical  Instru- 
ment and  Accessories  Manufacturers 
Hold  Spring  Meeting  in  W.  Va. 

The  members  of  the  National  Association  of 
Musical  Instrument  and  Accessories  Manufac- 
turers held  their  Spring  meeting  at  the  Green- 
briar  Hotel,  White  Sulphur  Springs,  West  Vir- 
ginia, in  March.  The  following  members  were 
present:  President  Walter  M.  Gotsch,  Walter 
M.  Gotsch  Co.;  Bjorkman,  Armour  &  Co.;  D. 
L.  Day,  Bacon  Banjo  Co.;  L.  A.  Elkington, 
L  A.  Elkington;  J.  P.  Grant,  Wm.  L.  Lange; 
Walter  Grover,  A.  D.  Grover  &  Son;  F.  R. 
Johnson,  Globe  Music  Co.;  Jay  Kraus,  Har- 
mony Co.;  H.  Kuhrmeyer,  Stromberg-Voisinet 
Co.;  H.  C.  Lomb,  Waverly  Musical  Products 
Co.;  H.  H.  Slingerland,  Slingerland  Banjo  Co. 

The  fretted-instrument  promotion  plan  of 
the  National  Bureau  for  the  Adancement  of 
Music  was  finally  adopted  following  the  ap- 
proval of  both  the  Eastern  and  Western  Asso- 
ciations. This  is  the  plan  looking  toward  tin- 
organization  of  fretted-instrument  orchestras 
in  industrial  plants,  Summer  camps  and  recrea- 
tional centers.  A  special  committee  is  planned 
for  the  standardization  program,  which  will  en- 
deavor to  increase  the  interest  in  that  activity. 
The  standard  approved  label  is  already  being 
attached  by  a  good  many  members  to  their 
products,  but  the  new  Standards  Committee  will 
work  toward  the  adoption  of  the  standards 
by  the  entire  membership.  Names  of  the 
committee  members  will  be  announced  later. 
The  guitar  is  the  next  instrument  to  be  stand- 
ardized and  a  complete  list  of  the  specifications 
will  be  ready  before  the  convention. 

In  accordance  with  the  action  of  the  board 
of  directors  of  the  Music  Industries  Chamber 
of  Commerce  it  was  decided  that  members  mak- 
ing application  for  membership  after  March  1 
would  not  be  permitted  to  exhibit  at  the  con- 
vention. This  action  will  help  to  restrict  the 
exhibition  privilege  to  members  who  are  ac- 
tively carrying  on  the  work  of  the  Association 
year  after  year.    Credit  matters  were  discussed. 

The  meetings  were  held  on  Friday  morning 
and  Friday  evening,  while  the  afternoon  of  Fri- 
day and  all  of  Saturday  were  used  for  golfing, 
walking,  swimming  and  horseback  riding.  A 
golf  tournament  was  played  on  Saturday  morn- 
ing, competition  of  the  keenest  kind  featuring  this 
annual  event. 


Music  Industries 

Seeking  a  Slogan 

Immediate  work  is  to  begin  on  a  plan  for  a 
slogan  for  the  music  industry  according  to 
developments  at  the  first  meeting  of  the  slogan 
committee  held  in  the  offices  of  the  Music  In- 
dustries Chamber  of  Commerce  on  March  13 
when  the  following  members  were  in  attend- 
ance: William  J.  Haussler,  representing  the  Na- 
tional Musical  Merchandise  Association,  Ed- 
ward C.  Boykin  and  Max  J.  deRochemont,  piano 
promotion  committee;  H.  C.  Lomb,  National 
Association  of  Musical  Instrument  and  Acces- 
sories Manufacturers;  C.  M.  Tremaine,  National 
Bureau  for  the  Advancement  of  Music,  and  Al- 
fred L.  Smith,  general  manager,  Music  Indus- 
tries Chamber  of  Commerce. 


Slogans  such  as  those  adopted  by  the  Flower 
and  Paint  and  Varnish  Associations  have  been 
considered  for  sometime  by  .  the  Associations 
comprising  the  industry  and  recently  the  Na- 
tional Association  of  Musical  Instrument  and 
Accessories  Manufacturers  appropriated  the 
sum  of  $1,000  with  the  proviso  that  other  di- 
visions of  the  Chamber  would  furnish  $3,000. 
The  slogan  when  completed  was  to  promote 
the  idea  of  playing  musical  instruments. 

A  contest  of  some  sort  will  very  likely  be 
the  means  for  securing  the  slogan  according  to 
one  member  of  the  committee,  although  the 
type  of  contest  to  be  considered  was  not  re- 


vealed. On  letterheads,  envelopes,  advertising, 
windows,  delivery  wagons — everywhere  will 
this  music  slogan  be  displayed  when  finally 
adopted  by  the  Chamber  of  Commerce. 


Prepare  for  Contest 

San  Francisco,  Cal.,  April  3. — Members  of  the 
band  contest  committee,  in  charge  of  the  San 
Francisco  Music  Week  band  contest,  expect  to 
send  the  winning  bands  to  Joliet,  111.,  to  take 
place  in  the  national  school  band  contests 
which  will  be  held  soon. 


ICeep  No  More  Cats 


"•than  will  catch  mice 


rHICH  is  an  indirect  way  of  saying  "Don't  over- 
stock." But  there  is  another  side  to  the  problem. 
Even  though  your  stock  is  at  a  minimum  it  does  you 
no  good  unless  that  stock  moves.  One  cat  is  too 
many  if  it  fails  to  catch  mice. 

King  instruments  are  good  order  catchers.  In  the 
first  place  they  are  widely  and  favorably  known.  And 
we  are  making  mighty  sure  that  folks  don't  forget  them. 

The  interest  created  by  this  knowledge  can  be  turned 
into  buying  desire  by  putting  a  King  in  the  prospect's 
hands.  For  every  instrument  in  the  broad  King  line 
is  thoroughly  good  in  every  part  and  detail. 

Two  strong  points,  but  there  is  still  a  third.  Pro- 
gressiveness  means  much  to  you.  Constant  improve- 
ment in  instruments,  cases  and  selling  co-operation 
bring  easier  selling  and  greater  profits. 

If  you  feel  that  your  band  instrument  department 
is  falling  short  of  its  possibilities,  give  us  an  oppor- 
tunity to  tell  you  about  the  White  Way  to  added  profits. 

THE  H.  N.  WHITE  CO.,  5215-97    Superior  Ave.,  Cleveland,  Ohio 


Makers  of 


BAND  INSTRUMENTS 


9? 
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B  &  D 

Silver  Bell" 

BANJO  ARTISTS 

MONTANA 

Cowboy  Banjoist 


ROY  SMECK 

Wizard    of   the  Strings 


FRANK  REINO  c 

Ha ii joist,  Ben  Black's  Orchestra 
Paramount  Theatre,  N.  Y.  City 


STEVE  FRANGIPANE 

Banjoist,  Levitow's  Commodore 
Hotel  Grill  Orchestra 


SLEEPY  HALL 

With  His  Orchestra  at 
Castillian  Royal  Pelham  Parkway 


New  1927-28   Illustrated  48  Page 
Combined  Catalog  and  Silver 
News — Free. 

THE  BACON  BANJO  CO.,  Inc. 

Groton,  Connecticut 


Trumpet  Prodigies 
Use  King  Instruments 


Jean  and  Mariane  Fonda,  of  Portland, 
Ore.,  Age  6  and  8,  Respectively,  Create 
a  Sensation  in  Orgeon  Music  Circles 


or  are  in  process  of  organization  under  his 
jurisdiction.  These  two  little  ladies  are  the 
pupils  of  Mrs.  Edward  Wetmore,  former  Co- 
lumbia recorder  and  band  instrument  teacher  of 
Sherman,  Clay  &  Co. 


Portland,  Ore.,  April  3. — King-  trumpets  are 
the  choice  of  Jean  and  Mariane  Fonda,  aged 
six  and  eight  years.    These  two  youngsters  are 


Increased  Interest 
Shown  in  Harmonica 


Los  Angeles,  Cal.,  April  5. — The  popularity  of 
the  harmonica  is  steadily  growing  in  the  play- 
grounds of  this  city.  Girls  who  formerly 
strummed  ukuleles  have  become  advocates  of 
the  harmonica  and  in  several  of  the  play- 
grounds they  have  organized  their  own  bands 
and  in  others  have  joined  with  the  boys  in 
playing  the  mouth  organ. 

The  interest  in  harmonica  playing  is  not  con- 
fined to  the  children,  however,  for  the  grown- 
ups also  show  decided  favor  for  the  instrument. 
Entertainments  and  outings  of  lodges,  civic 
clubs,  churches  and  other  organizations  make 
repeated  calls  for  harmonica  bands  to  be  repre- 
sented on  the  programs. 

Many  of  the  boys  and  girls  who  learn  to  play 
the  easily  mastered  harmonica  become  inter- 
ested in  other  forms  of  music.  Glenn  M.  Tin- 
dall,  supervisor  of  musical  activities  for  the  Los 
Angeles  Department  of  Playground  and  Recrea- 
tion, gives  many  instances  of  children  who  have 
taken  up  other  musical  study  as  a  direct  result 
of  the  interest  aroused  by  the  mouth  organ. 
The  accordion,  the  clarinet  and  the  piano  lead 
all  other  musical  instruments  chosen. 


Jean  and  Mariane  Fonda 

real  artists,  and  on  account  of  their  ability  are 
being  presented  by  Howard  Stanchfield,  man- 
ager of  the  small  goods  department  of  Sher- 
man, Clay  &  Co.,  before  the  Lions'  Club  and 
various  civic  organizations,  in  order  to  stir  up 
more  interest  in  music  for  the  juvenile  and 
to  get  their  backing  to  promote  more  music 
for  the  younger  generation.  Mr.  Stanchfield  is 
also  presenting  these  two  children  at  various 
high  schools,  where  bands  have  been  organized 


Frederick  J.  Bacon 
Home  From  South 


Groton,  Conn.,  April  6. — Frederick  J.  Bacon, 
president  of  the  Bacon  Banjo  Co.,  Inc.,  this 
city,  has  concluded  an  extensive  Southern  trip. 
Mr.  Bacon  made  several  demonstrations,  broad- 
cast, played  one  of  the  leading  moving  picture 
houses  and  otherwise  contributed  to  the  popu- 
larity of  B  &  D  Silver  Bell  banjos. 

David  L.  Day,  treasurer  and  general  manager 
of  the  company,  reports  that  volume  of  business 


The  Oldest  and 
Largest  Musical 
Merchandise  House 
in  America 

Exclusively  Wholesale 

ESTABLISHED  1634 

C.Brvao  6y  Sonjnc. 

351-53Fourth  Ave.  NewYorkCity 


is  equal  to  that  of  the  same  period  of  last  year 
and  the  demand  has  been  for  the  higher-priced 
banjos,  with  a  marked  demand  for  the  highest- 
priced  model  of  the  B  &  D  Silver  Bell  line. 


Small  Goods  Makers 
Urge  Guild  Support 

The  desirability  of  supporting  the  American 
Guild  of  Banjoists,  Mandolinists  and  Guitarists, 
which  holds  its  next  convention  in  Hartford, 
Conn.,  on  June  11,  was  the  subject  of  much  dis- 
cussion at  the  last  meeting  of  the  National 
Association  of  Alusical  Instrument  and  Acces- 
sories Manufacturers.  It  was  particularly  recom- 
mended that  members  subscribe  for  member- 
ships in  the  Guild.  One  of  the  important  mem- 
bership privileges  is  the  exhibition  of  instru- 
ments at  the  convention.  This  will  be  one  of 
the  chief  features  of  the  convention  this  year. 


Use  Freed-Eisemann 
Set  to  Synchronize 

The  Freed-Eisemann  Radio  Corp.  has  been 
informed  that  model  70  was  used  in  the  syn- 
chronization work  of  stations  WLTH  in  Brook- 
lyn, N.  Y.,  and  KTNT  in  Muscatine,  Iowa.  The 
set  was  connected  by  special  telephone  lines  to 
a  remote  control  station  ten  miles  from  the 
WLTH  studios,  and  was  brought  in  on  a  loud 
speaker,  so  that  the  zero  beat  of  station  KTNT 
could  be  noted.  By  the  synchronization  listen- 
ers in  many  States  were  able  to  hear  both  sta- 
tions, whereas  heretofore  an  annoying  whistle 
marred  the  reception. 


Zinke  Opens  Store 

Milwaukee,  Wis.,  April  3. — Arno  Zinke,  who 
owns  the  East  Side  Music  Co.  store  at  425  Far- 
well  avenue,  has  opened  the  Zinke  Music  and 
Radio  Shop  at  953  Third  street.  The  Zinke 
stores  feature  the  Sonora,  the  Freed-Eisemann, 
and  Columbia  and  Victor  records.  Bjur 
Brothers,  Gordon  and  Starr  are  included  in  the 
piano  iine-S. 


Harry  Von  Tilzer,  head  of  the  music  publish- 
ing firm  bearing  his  name,  recently  issued  spe- 
cial orchestrations  of  his  two  new  numbers, 
"When  the  Harvest  Moon  Is  Shining"  and  "Out 
of  a  Clear  Blue  Sky."  ' 
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House  Committee  Holds  Hearings 
on  New  Vestal  Copyright  Bill 

Publishers  and  Record  Manufacturing  Companies  Represented  at  Hearings  Held  by 
House  Committee  on  Patents — Seek  General  Agreement  on  Terms 


Washington,  D.  C,  April  5. — An  amendment 
to  the  Copyright  Law  designed  to  permit 
authors  and  composers  to  "bargain"  with  the 
companies  using  their  copyrighted  works  for 
mechanical  reproduction  as  to  the  royalties 
to  be  paid  was  argued  before  the  House  Com- 
mittee on  Patents,  which  has  the  Vestal  "me- 
chanical copyright"  bill  under  consideration, 
this  week. 

Arguments  for  the  measure  were  submitted 
by  E.  C.  Mills  and  Gene  Buck,  representing 
the  American  Society  of  Authors,  Composers 
and  Publishers,  who  declared  that  the  royalty 
of  two  cents  fixed  by  the  Copyright  Law  in 
1909  was  a  hardship.  It  was  pointed  out  by 
Mr.  Buck  that  in  the  case  of  Herbert's  "Kiss 
in  the  Dark,"  for  instance,  the  composer,  the 
lyricist  and  the  publisher  or  agent  receive  two 
cents  for  the  records  sold,  while  the  artist  who 
made  the  records  could  bargain  and  might  get 
several  times  as  much  for  his  work. 

"All  we  are  asking  for,"  he  told  the  com- 
mittee, "is  that  the  law  be  amended  so  as  to 
permit  the  creators  of  a  work  the  right  to 
make  an  arrangement  or  contract  with  the 
producers  of  records  for  the  rate  they  are  to 
be  paid.  We  believe  there  should  be  a  field 
of  open  trade  for  the  creator  of  the  material." 

Those  who  presented  the  case  for  the  record 
companies  included  A.  f..  Smith,  manager  of 
the  Music  Industries  Chamber  of  Commerce; 
George  W.  Case,  Jr.,  representing  the  Bruns- 
wick-Balke-Collender  Co.;  Henry  Lanahan, 
counsel  for  Thos.  A.  Edison,  Inc.,  and  others. 

Mr.  Case  declared  that  the  public  must  pay 
for  any  change  in  the  existing  copyright  law 
covering  royalties  and  mechanical  reproduction. 
He  maintained  that  there  was  no  constitutional 

Velour  Background 
Is  Aid  to  Display 

RCA  Window  Displays  Are  Simple  but 
Effective  and  Retailers  Are  Finding 
Them  Excellent  in  Sales  Promotion 


How  a  simple  background  of  velour  adds 
dignity  to  the  dealer's  window,  is  shown  in  the 
illustration  herewith  of  a  new  RCA  display.  In 


Effective  RCA  Display 

the  center  of  the  background  one  of  the  velour 
curtains  is  hung  to  serve  as  a  background  for 
the  new  Nickel-a-Day  poster  and  Radiola  30. 
The  other  two  pieces  are  draped  over  packing 
boxes  to  serve  as  pedestals  for  Radiola  17  and 
Radiola  16.  If  the  center  piece  of  velour  is 
black  and  the  other  pieces  a  second  color,  such 
as  green,  the  effect  is  still  more  striking. 

The  Talking  Machine  and  Radio  Men,  Inc., 
held  their  regular  monthly  meeting  on  Wednes- 
day, April  11,  at  the  Cafe  Boulevard,  New  York, 


right  to  invention  or  creative  art,  but  merely 
a  direction  for  Congress  to  grant  copyrights 
in  the  interest  of  the  public.  After  all,  he  said, 
the  primary  consideration  of  Congress  is  the 
protection  of  public  interest. 

Mr.  Smith  declared  that  the  record  industry 
had  been  developed  on  the  basis  of  the  two- 
cent  royalty  charge  and  could  be  continued 
only  on  such  a  basis,  and  with  his  confreres 
urged  that  the  compensation  should  be  limited 
so  much  per  record,  excluding  lump  sum  and 
percentage  basis  settlements.  Mr.  Smith  also 
expressed  surprise  at  the  form  that  had  been 
suggested  for  the  bill,  as  presented  at  the  hear- 
ing. 

"When  we  left  here  last  year,"  he  said,  "it 
was  understood  that  a  compromise  bill  would 
be  worked  out,  and  now  we  find  a  bill  sub- 
mitted which  we  have  not  had  an  opportunity 
to  study,  and  a  bill  has  been  introduced  to 
which  we  cannot  wholly  subscribe." 

Referring  to  the  testimony  taken  at  the 
hearings  held  last  year,  it  was  shown  that  both 
sides  had  agreed  that  legislation  should  be 
drafted  to  provide  "that  a  mechanical  license 
under  the  copyright  law,  if  granted  to  one 
licensee,  shall  be  granted  to  any  responsible 
applicant  at  the  same  rate  of  royalty  under  a 
proper  and  workable  scheme  insuring  an  ac- 
curate accounting  for  and  prompt  payment  of 
royalties,  with  provision  of  adequate  penalties 
in  case  of  fraud." 

It  was  announced  by  the  Committee  that, 
if  a  general  agreement  on  the  language  and 
terms  of  the  bill  could  be  reached  by  the  in- 
terested parties,  the  committee  would  take  up 
the  measure  in  executive  session  to  frame  its 
recommendations. 

Extend  Life  of  the 
Radio  Commission 

President  Signs  Radio  Bill  Making  It 
Law — Equal  Distribution  of  Stations, 
Wave  Lengths  and  Power  Required 

Washington,  D.  C,  March  29. — The  radio  bill 
extending  the  life  of  tlu-  Federal  Radio  Com- 
mission was  signed  by  President  Coolidge  yes- 
terday, after  many  weeks  ol  uncertainty 
and  delay,  and  became  a  law,  effective  imme- 
diately. The  law,  briefly  summarized,  extends 
the  life  of  the  Commission  until  March  16,  1929, 
allows  broadcasting  licenses  to  be  issued  for 
periods  of  three  months-  only,  and  requires 
equal  distribution,  as  nearly  as  possible,  of 
broadcasting  stations,  wave  lengths,  power  and 
hours  of  operation  among  the  five  radio  zones 
and  equitable  distribution  among  States  on  a 
population  basis. 

The  law  also  provides  that  when  the  lull 
power  is  nut  applied  for  within  the  State  or 
zone,  unused  facilities  may  be  "borrowed"  by 
stations  in  other  States  or  zones.  Such  licenses 
for  "borrowed"  power  and  wave  lengths  can  be 
issued  for  only  ninety-day  periods,  and  are  sub- 
ject to  withdrawal  when  application  is  made  for 
their  use  by  the  State  originally  entitled  to  the 
facilities. 

The  Radio  Commission,  soon  after  the  sign- 
ing of  the  bill,  announced  a  number  of  changes 
regarding  locations,  frequency  and  the  sharing 
of  time  in  the  South  and  West  and  stated  that 
in  view  of  the  new  law  many  changes  will  be 
necessary  and  in  all  probability  some  stations 
in  New  York  and  Chicago  will  be  eliminated. 

During  the  past  month  Congress  confirmed 


Sam  Pickard,  of  Kansas;  Harold  A.  Lafount, 
of  Utah;  Ira  E.  Robinson,  of  West  Virginia, 
and  Orestes  E.  Caldwell,  of  New  York,  as  mem- 
bers of  the  Federal  Radio  Commission.  Mr. 
Robinson,  the  new  member  and  chairman  of  the 
Commission,  was  appointed  to  succeed  Rear 
Admiral  W.  H.  G.  Bullard,  who  died  several 
months  ago. 

Gange,  Columbia 

Artist,  Starts  Tour 

Well-known  Concert  and  Recording  Artist 
to  Make  Extensive  Tour  of  Australia 
and  New  Zealand — New  Recordings 

Fraser  Gange,  British  baritone  and  Colum- 
bia celebrity  artist,  sailed  March  21  from  San 
Francisco  for  a  ten-week  tour  of  New  Zealand, 


Fraser  Gange 


after  which  he  will  make  a  similar  tour  of  Aus- 
tralia, which  country  he  has  visited  before  and 
where  he  is  widely  known.  Before  leaving  for 
this  tour,  he  recorded  five  new  couplings  fof 
Columbia  which  will  shortly  be  released. 

P.  W.  Carlson  Is  Now 
With  the  Victor  Co. 

Paul  W.  Carlson,  in  charge  of  the  wholesale 
Victor  department  of  Chas.  H.  Ditson  &  Co., 
and  a  member  of  the  Board  of  Control  of  that 
company,  resigned  on  April  1,  to  take  an  im- 
portant post  that  had  been  created  for  him  with 
the  Victor  Talking  Machine  Co.,  Camden,  N.  J., 
details  of  which  will  be  forthcoming  shortly. 
Mr.  Carlson  will  take  up  his  new  duties  after 
April  15,  and  in  the  interim  will  enjoy  a  vaca- 
tion with  his  family. 

Joseph  C.  May,  who  has  been  connected  with 
the  Victor  department  of  Chas.  H.  Ditson  & 
Co.  for  the  past  eighteen  years  as  traveling 
representative,  and  who  is  well  and  favorably 
known  in  the  Eastern  trade,  has  been  promoted 
to  succeed  Mr.  Carlson  in  charge  of  the  depart- 
ment, the  personnel  of  which  will  remain  un- 
changed. 

Mr.  Carlson  is  being  widely  congratulated 
upon  his  new  connection  with  the  Victor  Co., 
for  he  has  a  wide  knowledge  of  the  company's 
product  and  its  policies,  and  his  executive  abil- 
ities have  been  widely  recognized.  He  received 
his  early  training  with  Henry  A.  Winkelman, 
manager  of  the  wholesale  Victor  department  of 
the  Oliver  Ditson  Co.,  and  is  a  distinctly  popu- 
lar member  of  the  Victor  wholesale  trade. 


Alexander  Kipnis,  celebrated  bass  singer, 
world-famed  as  an  interpreter  of  Wagnerian 
bass  roles,  recently  recorded  the  "Serenade 
Mephistopheles"  and  the  "Veau  d'Or"  (Calf 
of  Gold)  from  Faust  for  the  Columbia  Phono- 
graph Co.  catalog.  Mr.  Kipnis  was  heard  on 
the  Columbia  Bayreuth  recordings, 
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LARGE  ST.  LOUIS 
MUSIC  STORE 
FOR  SALE 

A  large  retail  music  store  centrally  located  in  the 
rapidly  expanding  downtown  shopping  district  of  St. 
Louis  offers  an  exceptional  opportunity  for  continued 
profit  to  a  wide-awake,  progressive  management.  This 
store  has  operated  for  ten  years  at  the  same  location 
and  has  built  up  a  large  patronage  at  a  substantial, 
consecutive  annual  profit  with  numerous  agencies  for  the 
highest  grade,  nationally  advertised  lines  of  musical  in- 
struments, phonographs,  records,  radios,  etc.,  in  the  music 
Irade  to-day. 

Full  information  will  be  given  to  executives  of  firms 
or  substantial  individuals  interested.  Address  com- 
munications to  Box  No.  1631,  Talking  Machine  World, 
420  Lexington  Ave.,  New  York  City. 


Features  Allen  Portables  in  Fine  Display 


Portable  phonographs  have  with  the  arrival  Hough  Mfg.  Co.,  are  being  featured  in  many 
of  Spring  been  put  to  the  foreground  of  dealer  window  displays  throughout  the  country.  Above 
activities.    Allen  portables,  made  by  the  Allen-     is  a  display  of  the  Dreher  Piano  Co.,  Cleveland. 


Federal-Brandes  1927  Report 

Shows  Sales  of  $11,039,678.07 

Annual  Report  as  of  December  31  Lists  Current  Assets  of  $6,987,854.15  and  Liabili- 
ties of  $2,904,887.70 — Interesting  Facts  Regarding  Firm 


The  annual  report  of  Federal-Brandes,  Inc., 
just  issued,  contains  interesting  information  re- 
garding the  history  of  the  company  and  its 
operations  for  the  year  1927.  The  consoli- 
dated balance  sheet  as  of  December  31  shows 
current  assets  of  $6,987,854.15  with  current 
liabilities  of  $2,904,887.70,  or  a  ratio  of  2.5  to  1. 
The  properties  and  plants  of  its  subsidiary  com- 
panies have  a  sound  value  after  depreciation  of 
$1,252,137.11.  With  the  exception  of  $380,000 
fifteen-year  6z/>  per  cent  convertible  gold  notes 
the  companies  have  no  funded  indebtedness. 
The  sale  of  broadcast  receivers  and  electrical 
phonographs  for  the  fiscal  year  ended  Decem- 
ber 31  amounted  to  $11,039,678.07.  Since  that 
date  the  volume  of  sales  has  been  exceptionally 
good,  and  there  is  every  indication  that  the 
record-breaking  progress  of  the  company  will 
be  continued,  according  to  the  board  of  direc- 
tors. 

Federal-Brandes  was  incorporated  on  July  1, 
1926,  for  the  purpose  of  acquiring  the  entire 
capital  stock  of  Federal  Telegraph  Co.  (Cali- 
fornia), Brandes  Products  Corp.,  Canadian 
Brandes,  Ltd.,  Brandes,  Ltd.,  and  Brandes 
Laboratories,  Inc.  All  of  the  stock  of  the  four 
Brandes  companies  was  acquired  on  November 


1,  1926,  and  since  that  date  Federal-Brandes 
has  acquired  99.6  per  cent  of  the  stock  of  Fed- 
eral Telegraph  Co.  In  addition  to  being  the 
holding  or  parent  company  of  Federal  Tele- 
graph and  the  four  Brandes  companies,  Federal- 
Brandes  also  functions  as  a  merchandising 
corporation  of  Kolster  Radio  in  the  United 
States.  Canadian  Brandes,  Ltd.,  and  Brandes, 
Ltd.,  perform  similar  functions  in  Canada  and 
the  British  Isles,  respectively.  In  two  years, 
according  to  the  report,  Federal-Brandes  has 
become  recognized  as  occupying  third  place 
nationally  in  sales  volume  in  this  phase  of  the 
radio  industry.  Kolster  radio  is  sold  in  the 
United  States  by  over  seventy  wholesale  dis- 
tributors and  by  more  than  7,000  franchised 
dealers,  and  the  directors  expressed  confidence 
that  the  company  will  show  similar  gratifying 
merchandising  progress  in  the  future. 

In  1927  Federal-Brandes  entered  into  a  con- 
tract with  the  Columbia  Phonograph  Co., 
under  the  terms  of  which  Kolster  radio  and  the 
Kolster  electrical  phonograph  will  be  used  ex- 
clusively by  the  Columbia  Co.  Certain  patent 
arrangements  were  also  concluded  with  the 
Radio  Corp.  and  associated  companies,  which 
gave    Federal-Brandes    not    only  substantial 


World's  Classified  Advertising 

Any  member  of  the  trade  may  forward  to  thi«  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on 
application. 


POSITION  WANTED 
WHOLESALE  radio  manager  and  buyer,  at 
present  employed  by  large  Southeastern  jobber, 
wants  position  with  reliable  radio  manufacturer. 
Qualified  by  long  experience  as  "contact"  man 
with  distributors  and  dealers  and  by  knowledge 
and  acquaintance  in  Southeastern  territory  as 
field  representative.  Over  twenty  years  with 
present  employer,  who  is  old  automotive  job- 
ber. Experienced  catalog  and  booklet  compiler. 
Five  and  one-half  years  in  radio  dept.  Address 
Box  1632,  Talking  Machine  World,  420  Lexing- 
ton Ave.,  New  York. 


MANUFACTURER'S  REPRESENT- 
ATIVES WANTED 

We  have  some  very  valuable  territory  for  live 
wire  representatives  who  are  acquainted  with  the 
jobbing  trade  in  their  territory  and  who  can 
produce  results.  In  answering  be  sure  to  give 
experience  and  references.  Bush  &  Lane  Piano 
Co.,  Radio  Div.,  Holland,  Mich. 


PHONOGRAPH  DEPT.  MANAGER 

Experienced  Phonograph  man  who  is  capable  of 
creating  and  closing  sales.  Must  understand 
Radio  and  Combinations,  one  with  Victor  experi- 
ence preferred.  Salary  and  commission.  All  ap- 
lications  strictly  confidential.  Address  Box  JNo. 
1633,  Talking  Machine  World,  420  Lexington  Ave., 
New  York. 


DIRECT  SALES 

We  will  organize  a  Direct  Sales  force  in  New 
England  territory  to  distribute  your  product.  Give 
complete  details  in  first  letter.  For  further  in- 
formation and  terms  address  Drayton-Erisman, 
Inc.,  128  Summer  St.,  Boston,  Mass. 


SALESMAN  WANTED:  Reliable  man  to  travel  over 
the  entire  United  States  selling  a  nationally  known 
article  to  jobbers  only.  Salary  and  commission.  Ad- 
dress Box  No.  1634,  Talking  Machine  World,  420  Lexing- 
ton Ave.,  New  York. 

AVAILABLE:  Recording  manager — thoroughly  experi- 
enced. Address  Box  No.  1635,  Talking  Machine  World, 
420  Lexington  Ave.,  New  York. 

AVAILABLE:  New  York-Metropolitan  district  man- 
ager or  agent.  More  than  ten  years'  experience  in  sim- 
ilar capacity  in  piano  and  phonograph  lines.  Address 
Box  No.  1636,  Talking  Machine  World.  420  Lexington 
Ave.,  New  York. 

WANTED:  New  York  representation  of  music  store 
merchandise.  Either  one  or  more  lines.  Address  Box 
No.  1637,  Talking  Machine  World,  420  Lexington  Ave., 
New  York. 

RECORDING  ENGINEER  with  20  years'  experience  is 
open  for  engagement.    C.  Kanuath,  92  69th  St.,  Maspeth, 


recognition  of  its  own  patents  but  the  right  to 
use  the  inventions  of  RCA  and  associates.  An 
advantageous  agreement  with  the  Postal  Tele- 
graph interests  was  also  reached  in  1927. 

As  of  December  31,  1927,  Federal-Brandes, 
Inc.,  had  outstanding  21,200  shares  of  preferred 
stock,  542,400  shares  of  A  common  stock  and 
20,000  shares  of  B.  common  stock.  Dividends 
of  $7  per  share  per  annum  have  been  paid  on 
the  preferred  since  its  issuance. 


Nita  Mitchell  New 
Okeh  Record  Artist 


Okeh  dealers  were  more  than  pleased  with 
the  first  Nita  Mitchell  record.    It  not  only  gave 


Nita  Mitchell 

to  them  an  excellent  singer  but  a  record  that 
was  an  artistic  achievement.  Miss  Mitchell's 
voice  is  of  a  plaintive  Blues  quality  and  is 
keenly  in  sympathy  with  the  mood  of  her  songs. 


Sheet  Music  Dealers 

to  Meet  During  June 

—  i 

The  fifteenth  annual  convention  of  the  Na- 
tional Association  of  Sheet  Music  Dealers  will 
be  held  on  June  11  and  13  at  the  McAlpin 
Hotel,  New  York  City.  All  retail  sheet  music 
dealers  are  urged  to  be  represented  whether 
members  of  the  association  or  not.  A  number 
of  topics  of  interest  to  all  dealers  will  be  dis- 
cussed, among  which  are:  Co-operation  between 
retailers  and  publishers;  newspaper  reviews  of 
new  music  and  the  inserting  of  advertisements 
in  conjunction  with  them;  the  securing  of  con- 
tact with  educational  authorities  to  increase  the 
sale  of  public  school  music,  and  a  number  of 
other  live  subjects. 

Trinidad  Distributor 


Bremer-Tully  Mfg.  Co.,  Chicago  radio  set  and 
parts  manufacturer,  announces  the  appointment  of 
Hardware  &  Electric  Supplies,  Ltd.,  4  Frederick 
street  and  11  Henry  street,  Port-of-Spain,  Trini- 
dad B.  W.  L,  as  wholesale  distributors, 


UNMGS^fOBLMUKI 


Walter  Donaldson  Week  Observed 
Throughout  the  Entire  Country 


The  event  wrote  a  new  chapter  in  the  ex- 
ploitation work  of  Irving  Berlin,  Inc.,  which 
includes  similar  introductions  in  the  past  of 
Irving  Berlin  ballads  by  artists  of  the  caliber 
of  Frances  Alda,  John  McCormack  and 
Lucretia  Bori. 


Broadcasting  Stations,  Orchestra  Leaders,  Organists  and  Artists  in  Vaudeville  and        During  the  week  following  his  introduction 


Movie  Theatres  Joined  in  Concentrated  Exploitation 


of  "I   Can't   Do  Without  You,"   Mr.  Crooks 


The  week  of  April  9,  just  ended,  was  observed 
by  music  dealers  throughout  the  entire  coun- 
try as  Walter  Donaldson  Week,  and  the  com- 


You  Waiting  for,  Mary,"  "If  I  Can't  Have 
You,"  "Changes."  "That  Melody  of  Love"  and 
"At  Sundown." 

That  dealers  were  alive  to  the  opportunity 
of  increasing  their  sales  of  music,  records  and 
rolls  was  evidenced  by  the  reports  received  at 
Feist  headquarters  telling  of  the  great  num- 
ber of  window  displays  that  were  devoted  ex- 
clusively to  Donaldson  numbers.  The  talkinc 
machine  recording  companies  co-operated  with 
the  Feist  organization  by  supplying  display  and 
consumer  literature  material,  and  this  played 
its  share  in  making  the  week  a  successful  one 
from  the  dealers'  standpoint. 

Among  the  factors  that  made  Walter  Donald- 
son Week  the  success  that  it  was  were  the 
number  and  variety  of  his  compositions.  Despite 
the  fact  that  countless  hours  were  devoted  to 
these  numbers  by  broadcasting  stations  listen- 
ers-in  did  not  become  bored  because  Donald- 
son has  written  so  many  hits  and  his  work 
represents  such  variety  that  repetition  was 
avoided. 


Walter  Donaldson 

positions  of  this  gifted  composer,  in  sheet  mu- 
sic, talking  machine  record  and  player-piano 
roll  form,  were  featured  in  a  concerted  drive 
that  added  considerably  to  the  sales  volume  of 
these  items.  During  the  week  every  possible 
avenue  of  exploitation  was  used  in  bringing 
Donaldson  compositions  before  the  public. 
"Donaldson  Hours"  were  featured  by  broadcast- 
ing stations  and  orchestra  leaders,  organists 
and  artists  in  vaudeville  and  moving  picture 
houses  all  joined  in  the  concentrated  exploita- 
tion which  meant  greater  profits  for  the  music 
dealer. 

Leo  Feist,  Inc.,  New  York  City,  publisher 
of  Donaldson's  compositions,  inaugurated  the 
sales  campaign  and  supplied  dealers  with  a 
wealth  of  material  to  enable  them  to  tie  up  with 
the  promotion  work.  The  most  outstanding 
dealer's  aid  was  a  poster  suitable  for  both  in- 
terior or  window  display  in  easel  form,  which 
contained  a  photograph  of  Mr.  Donaldson,  and 
listed  his  most  recent  hits,  namely:  "My  Ohio 
Home,"  "There  Must  Be  a  Silver  Lining,"  "A 
Shady  Tree,"  "My  Blue  Heaven,"  "What  Are 


New  Berlin  Ballad 
Heard  in  A-K  Hour 


Richard  Crooks,  Concert  Tenor,  Intro- 
duces "I  Can't  Do  Without  You,"  the 
Latest  Waltz  Ballad  by  Irving  Berlin 


Richard  Crooks 

appeared  in  concert  in  Kansas  City  and  as 
soloist  with  the  Chicago  Symphony  Orchestra. 
In  addition  to  his  concert  appearances  Mr. 
Crooks  has  a  wide  following  through  his  Vic- 
tor Red  Seal  recordings,  of  which  he  has  made 


"I  Can't  Do  Without  You,"  the  new  waltz 
ballad  of  Irving  Berlin,  was  given  a  most  ef- 
fective introduction  to  the  hundreds  of  thou- 
sands of  radio  listeners-in  when  Richard 
Crooks,  concert  tenor  of  world-wide  reputation, 
sang  it  during  his  program  of  songs  in  the 
At  water  Kent  radio  hour  on  March  11.  The 
program  was  broadcast  over  a  national  hook- 
up of  stations  and  letters  in  untold  numbers 
have  been  received  by  the  popular  tenor  and 
the  stations  which  co-operated  in  the  hook-up. 
Haenscl  &  Jones,  Mr.  Crooks'  managers,  re- 
cently wrote  to  Ed  Christy,  of  Irving  Berlin, 
Inc.,  and  told  him  that  a  great  number  of  the 
letters  made  specific  mention  of  the  Berlin 
number  and  gave  it  unqualified  praise. 


"Diamond  Lil"  Is 
Published  by  Marks 

"Diamond  Lil,"  the  theme  song  of  the  pro- 
duction of  the  same  name,  which  opened  at  the 
Royale  Theatre,  New  York  City,  on  April  9, 
after  playing  at  the  Shubert-Teller  Theatre, 
Brooklyn,  N.  Y.,  for  a  week,  has  been  published 
by  the  Edward  B.  Marks  Music  Co.,  New  York. 
The  song  and  lyrics  of  the  theme  song  were 
written  by  Robert  Sterling.  Newspaper  reviews 
predicted  a  long  run  for  the  production. 
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Pat  Sullivan's  Famous  Creation 

Now  in  Song 


Backed  by  the  Biggest 
Promotion  Campaign 
Ever  Arranged 
on  a  Song 

10,000 
Theatres  in  a 
Hook-Up 


Nation-wide  Tie-up  of  Sun- 
day Papers  Blanketing  the 
Country,  All  Supplemented 
by  Daily  Papers  of  Prominence 


Circulation  of 
MILLIONS 

PLUS  —  Broadcasting  Stations, 
Dance  Orchestras,  Vaudeville  Acts, 
Organists  and  Singers  everywhere — 
combined  with  other  advertising. 


Free!  II  The  Details  of  This 
Tremendous  Exploitation  Drive  — 

Write  Us — Now 


Cleveland  Dealer  Ties  Up  With 
Exploitation  of  Fox  Hit  "Rosita" 

Schirmer's  Music  Store  Uses  Attractive  Window  Display  to  Effect  a  Tie-up  with  Theme 
Song  of  "Gaucho"  Also  Used  in  Picture's  Prologue 


has  led  publishers  of 
place  in  these  acts  for 


The  increasing  importance  of  the  stage 
presentation  as  a  major  part  of  the  motion  pic- 
ture theatre's  program 
popular  music  to  seek  a 
the  exploitation  of  their 
numbers.  When  the  mu- 
sic used  in  the  stage  fea- 
ture is  also  a  part  of 
the  musical  score  for  the 
film  the  exploitation  is 
doubly  effective  and 
every  effort  should  be 
made  by  dealers  to  tie 
up  with  the  promotion 
work  for  the  building  up 
of  sales. 

A  good  example  of  a 
clever  dealer  tie-up  with 
a  photoplay  presentation 
was  recently  given  in 
Cleveland,  O.,  where  the 
Douglas  Fairbanks  film 
"The  Gaucho"  was 
shown  at  Loew's  Still- 
man  Theatre,  and  where 
the  orchestra,  under  the 
direction  of  Morris  Spi- 
talny,  had  one  of  the  most  elaborate  prologues 
of  the  season.  "Rosita,"  published  by  the  Sam 
Fox  Publishing  Co.,  Cleveland  and  New  York 
City,  was  used  in  both  the  prologue  and  as  the 
theme  song  of  the  film's  score.  The  presenta- 
tion opened  with  a  tenor  soloist  singing  "Ro- 
sita." He  was  joined  in  the  first  chorus  by  a 
soprano  and  on  the  repeat  of  the  chorus  a 
group  of  eight  joined  in  a  rousing  close.  Then 
followed  a  tango  dance  set  to  the  strains  of 
"Rosita,"  and  as  a  finale  the  entire  cast  sang 
the  number. 

From  this  description  it  can  be  readily  seen 


that  the  presentation  is  a  production  in  itself, 
a  type  of  limited  operetta.  When  a  song  of 
merit  is  given  exploitation  of  this  character  to- 
gether with  being  repeated  many  times  during 


the  showing  of  the  film,  it  is  obvious  that  the 
possibilities  for  sales  are  great,  provided  the 
dealer  takes  advantage  of  his  opportunities. 

Schirmer's  Music  Store,  Cleveland,  greatly  in- 
creased its  sheet  music  sales  during  the  photo- 
play's run  in  Cleveland  by  presenting  a  par- 
ticularly attractive  window  setting  of  the  com- 
position. The  accompanying  photograph  shows 
both  the  prologue  and  a  view  of  the  Schirmer 
window.  The  store's  manager  reports  that, 
in  addition  to  selling  copies  of  "Rosita," 
many  of  the  customers  purchased  other  articles 
of  musical  merchandise,  particularly  records. 


Sammy  Lerner  With     "Ramona"  Featured 
De  Sylva,  B.  and  H.     in  Dodge  Bros.  Hour 


Sammy  Lerner  recently  assumed  the  post  of 
publicity  manager  for  De  Sylva,  Brown  &  Hen- 
derson, Inc.,  New  York  City,  succeeding  Mort 
Bosley.  Mr.  Lerner  should  prove  a  valuable 
acquisition  to  the  organization  and  to  the 
organists  throughout  the  country,  for  he  has 
had  a  wide  experience  as  a  song  writer,  author 
of  special  material  for  vaudeville  and  other 
acts  and  in  preparing  organ  versions  of  songs. 
Among  the  actresses  who  have  used  material 
prepared  by  Mr.  Lerner  are  Sophie  Tucker  and 
Grace  Hayes. 

Among  the  song  successes  which  Mr.  Ler- 
ner has  written  are  "By  the  Sign  of  the  Rose," 
"Nobody  Worries  'Bout  Me"  and  "The  Pump 
Song."  Before  becoming  associated  with  De 
Sylva,  Brown  &  Henderson,  Inc.,  Mr.  Lerner 
resided  in  Detroit. 


Allen  McQuhae  Sings 
Latest  Berlin  Hit 


(-ONDON-PAR[S-B6RLI^-MELBOUBNE 

fftcprvsentotu'es  in  otnrr  Important  Cmtrri 


Allen  McQuhae,  tenor,  who  has  won  a  wide 
reputation  as  a  concert  artist,  and  who  is  favor- 
ably known  to  radio  audiences  through  his  fre- 
quent appearances  on  the  Atwater  Kent  radio 
hours,  included  "I  Can't  Do  Without  You"  in 
his  program  during  the  A.  K.  Hour  on  Sunday, 
April  9.  This  is  the  second  time  an  artist  of 
international  reputation  has  sung  this  ballad 
"hit,"  as  Richard  Crooks,  concert  tenor,  intro- 
duced it  recently. 


One  of  the  outstanding  broadcasts  during 
the  past  month  was  that  of  Dodge  Bros.,  which 
presented  Paul  Whiteman  and  His  Orchestra, 
playing  in  New  York;  and  officials  of  Dodge 
Bros.,  speaking  from  Detroit,  and  Douglas 
Fairbanks,  Norma  Talmadge,  John  Barrymorc, 
Charlie  Chaplin  and  Dolores  Del  Rio  from 
Hollywoo'd,  Cal.,  on  March  29,  over  a  nation- 
wide hook-up  of  stations.  During  the  program 
Dolores  Del  Rjrj,  star  of  "What  Price  Glory" 
and  of  the  forthcoming  film  "Ramona,"  sang 
this  Feist  hit.  Incidentally,  the  composition  is 
dedicated  to  Miss  Del  Rio  and  it  is  the  theme 
of  the  film  of  the  same  name.  Later  in  the 
program  Paul  Whiteman  and  His  Orchestra 
played  "Ramona"  with  a  vocal  chorus  sung  by 
members  of  the  orchestra. 

The  results  of  the  broadcast  were  that 
"Ramona,"  which  had  been  climbing  steadily 
to  occupy  an  important  place  in  the  Feist  cat- 
alog, jumped  to  No.  1  position,  and  officials 
at  Feist  headquarters,  New  York  City,  were 
deluged  with  wires  and  letters  requesting  im- 
mediate shipment  of  quantities  of  the  number. 
The  Victor  record  of  "Ramona,"  made  by  Paul 
Whiteman  and  His  Orchestra,  which  is  said 
by  many  to  be  one  of  the  best  discs  ever  made 
by  Mr.  Whiteman,  is  also  selling  in  a  must  sat- 
isfactory fashion. 

Leo  Feist,  Inc.,  anticipated  the  sensation 
which  "Ramona"  would  prove  in  the  nation- 
wide broadcast  and  some  time  prior  to  the 
event  sent  special  "hurry-up"  order  blanks  to 
dealers  throughout  the  country. 
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The  Dealers'  Jobber 

Middle  West  Music  Jobbers 

228  So.  Wabash  Ave.,  Chicago 
Service  With  Right  Prices 
Everything  Published  in  Sheet  Music 


Eddie  Peabody  Uses 
Sam  Fox  Numbers 

Banjoist  Who  Is  Being  Featured  With 
Band  in  Publix  Theatres  Accords  High 
Praise  to  Sam  Fox  Popular  "Hits" 

Eddie  Peabody,  versatile  banjoist  and  well- 
known  recording  artist,  who  created  a  sensation 
a  season  or  two  back  by  signing  a  contract 

\r\irod\xciT\q 


Jr  no  rvctson  ct 


with  t lie  Publix  theatres  for  a  six-year  period 
with  his  band  for  a  total  of  over  a.  million 
dollars,  will  be  seen  in  Eastern  theatres  in  the 
Fall.  Mr.  Peabody  has  been  a  huge  success  on 
t!i'-  Pacific  Coast,  where  he  increased  the  weekly 
gross  in  numerous  theatres,  drawing  capacity 
houses  wherever  he  appeared. 

Mr.  Peabody,  who  plays  twenty-six  different 
musical  instruments,  in  a  recent  letter  to  the 
Sam  Fox  Publishing  Co.,  states  that  he  is  using 
a  number  of  the  Sam  Fox  popular  numbers, 
including  "Starlight  and  Tulips"  and  "Hu- 
moreskimo,"  and  thinks  they  are  both  marvel- 
ous hits,  which  is  good  news  for  the  publisher 
coming  from  an  authority  of  the  caliber  of  Mr. 
I  Yabody. 


Joe  Davis  Reports 
Volume  Music  Sales 

Head  of  Triangle  Music  Co.  States  March 
Sheet  Music  Sales  Were  Largest  in  Co.'s 
Existence — New  Numbers  Added 

Joe  Davis,  head  of  the  Triangle  Music  Co., 
New  York  City,  states  that  the  total  sheet 
music  sales  for  the  month  of  March  exceeded 
by  far  the  total  sales  of  an}'  month  since  he 
has  been  in  business  The  leading  numbers 
were  "My  Blue  Ridge  Mountain  Home," 
"You'd  Rather  Forget  Than  Forgive,"  "Little 
Marian  Parker,"  "Now  I  Won't  lie  Blue,"  "M\ 
Carolina  Home,"  "A  Good  Man  Is  Hard  to 
Find,"  "In  My  Sweetheart's  Arms"  and  Rube 
Bloom's  latest  piano  solo,  "Serenata." 

In  addition  to  enjoying  a  large  volume  of 
sheet  music  sales,  the  Triangle  Music  Co.  has 
had  a  great  number  of  its  compositions  listed 
mechanically  during  the  past  few  weeks.  "I 
Ain't  Got  Nobody"  and  "A  Good  Man  is  Hard 
to  Find"  were  recently  made  on  Columbia  rec- 
ords by  Ted  Lewis  ami  His  Orchestra,  ami 
Ruth  Etting  sang  "I  Ain't  Got  Nobody"  for 
the  same  catalog.  The  Columbia  race  release 
was  also  enriched  by  Ethel  Waters'  version  of 
"I'm  Saving  It  All  for  You."  Dolly  Kay  may 
be  heard  singing  "I  Ain't  Got  Nobody"  and 
"A  Good  Man  Is  Hard  to  Find"  on  Vocalion 
releases.  The  Triangle  waltz  ballad  hit,  "You'd 
Rather  Forget  Than  Forgive,"  lias  been  record- 
ed 100  per  cent  by  the  following  artists:  Joe 
White,  "The  Silver  Masked  Tenor,"  Victor;  Art 
Gillham,  "Whispering  Pianist,"  Columbia;  Joe 
Green's  Marimba  Orchestra,  Brunswick;  Rich- 
ard Greene,  Vocalion;  Joe  Davis,  tin  "Melody 
Man,"  Harmony;  Carolina  Club  Orchestra,  Per- 
fect; Golden  Gate  Orchestra,  Cameo;  Seger 
Ellis,  vocal,  and  Sam  Lanin  and  His  Orchestra, 
Okeh;  Jack  Parker,  Edison,  and  Irving  Kauf- 
man, Banner. 

Mr.  Davis  announces  that  he  is  arranging 
plans  to  start  an  immediate  campaign  on  three 
new  songs:  "All  Day  Long,"  a  wait/  ballad, 
written  by  Milton  J.  Gross,  Walter  H.  Prcs.ton 
and  Eugene  Stanley;  "Red  Head,"  by  Ruth 
Miller  and  Howard  Johnson,  and  "Should  I  Be 
Sorry?"  by  Dave  Kapp,  Jack  Filer  and  Howard 
Johnson.  A  'piano  and  orchestra  novelty, 
"Fidgets,"  by  Carson  J.  Robinson,  has  also 
been  added  to  the  catalog.  This  number  is 
being  featured  by  Vincent  Lopez  and  His  Or- 
chestra as  a  regular  part  of  their  radio  pro- 
grams. The  Triangle  race  catalog  recently  added 
two  new  songs  of  Spencer  Williams. 


Appointed  Feist  De  S.,  B.  &  H.  Issue 

Agent  in  Germany       Three  New  Folios 


Francis,  Day  &  Hunter  G.  m.  b.  H.,  Ber- 
lin, Is  Exclusive  German  Representative 
for  the  Feist  Catalog 


Leo  Feist,  Inc.,  New  York  City,  recently  an- 
nounced that  the  Feist  catalog  is  being 
exclusively  represented  in  Germany  by  Francis, 
Day  &  Hunter  G.  m.  b.  H.,  I.eipziger  Strasse 
37,  Berlin.  This  is  a  German  company  recentlv 
formed  and  is  a  branch  of  Franis,  Day  &  Hun- 
ter, Ltd.,  of  London,  and  Publications  Francis- 
Day,  of  Paris.  In  the  future  all  orders  for  the 
Feist  catalog  emanating  from  Germany  will  be 
handled  by  the  new  company  and  performers 
traveling  in  Germany  can  secure  the  latest 
Feist  songs  through  this  firm. 


The  Edward  B.  Marks  Music  Co.,  New  York 
City,  has  accepted  for  publication  a  new  number 
by  Donald  Heywood,  composer  and  lyricist,  of 
"I'm  Coming  Virginia."  It  is  entitled  "No 
Need  to  Tell  Me  That  You  Love  Me"  (T  Can 
See  It  in  Your  Eyes). 


Outstanding  Hits  of  De  Sylva,  Brown  & 
Henderson  Popular  Catalog  Contained 
in  Recently  Issued  Folios 

Three  new  folios  were  recently  placed  on 
the  market  by  De  Sylva,  Brown  &  Henderson. 
Inc.,  New  York  City,  and  they  are  meeting  with 
great  success  both  from  dealers  and  tin  pub- 
lic. They  are  the  second  edition  of  the  Su- 
preme Dance  Folio,  containing  such  outstand- 
ing successes  as  "Among  My  Souvenirs," 
"Without  You,  Sweetheart,"  "Tin  Pan  Parade" 
and  "One  More  Night."  This  issue  gives  every 
promise  of  being  one  of  the  greatest  dance 
folios  of  the  year;  Tenor  Banjo  Folio  No.  3 
contains  the  numbers  listed  above  in  addition 
to  other  hits  from  the  De  Sylva.  Brown  &  Hen- 
derson popular  catalog,  and  is  being  warmly 
welcomed  by  tenor  banjo  enthusiasts,  and  Saxo- 
pholio  No.  2,  a  saxophone  folio,  also  containing 
the  "cream"  of  the  popular  catalog,  and  judg- 
ing by  its  reception  it  gives  every  indication 
of  being  a  very  big  seller. 
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"My  Blue  Heaven"      Leo  Feist  Issues 

Is  Text  of  Sermon      Five  New  Numbers 


In  an  interesting  piece  of  exploitation  work- 
recently  sent  to  dealers,  Leo  Feist,  Inc.,  gave 
further  proof  that  "You  Can't  Go  Wrong  With 
Any  Feist  Song."  This  proof  was  in  the  form 
of  a  reprint  of  a  letter  and  newspaper  clipping 
received  from  H.  G.  Munden,  choirmaster  of 
the  Kelley  Memorial  Methodist  Church,  of 
Longview,  Tex.,  which  told  of  the  effect  of  an 
inspirational  sermon  preached  by  the  pastor 
of  the  church  on  the  subject,  "My  Blue 
Heaven."  In  the  words  of  Mr.  Munden,  "The 
church  was  crowded  to  overflowing  and  every 
one  got  a  thrill  and  a  blessing  as  they  listened 
to  Rev.  Swain  picture  the  ideal  Christian  home 
as  'My  Blue  Heaven.'  I  want  you  to  know 
that  we  appreciate  the  kind  of  popular  music 
that  when  properly  played  has  a  tendency  to 
lift  people  to  a  higher  plane.  Looting  forward 
to  Feist  hits,  I  remain,  etc." 


Leo  Feist,  Inc.,  has  announced  five  new  pub- 
lications which  are  listed  as  class  "A,"  or 
twenty  cents  a  copy  until  April  30,  after  which 
date  they  will  be  included  in  class  "B"  at  twen- 
ty-two cents  a  copy.  They  are  "Ole  Virgin- 
ny's  Lullaby,"  a  waltz  song,  by  Erno  Rapee, 
Lew  Pollock  and  Sidney  Mitchell;  "Just  Like 
the  End  of  a  Story,"  fox-trot  ballad  by  George 
Whiting  and  Lew  Pollack;  "Waitin'  for  Katy," 
novelty  fox-trot,  by  Gus  Kahn  and  Ted  Sha- 
piro; "There  Ought  to  Be  a  Law  Against  That," 
comedy  song,  by  Irving  Caesar  and  Cliff  Friend, 
and  "That's  My  Mammy,"  ballad  hit,  by  Harry 
Pease,  Ed.  G.  Nelson  and  Abel  Baer. 


songs 

THAT  HIT  THE  MARK! 


Will  Sing  "Beloved 


t9 


Acquire  Rights  to 

Pingitore's  Works 

Paul  Whiteman  Publications,  Inc.,  New  York 
City,  have  taken  over  the  publishing  rights  to 
Mike  Pingitore's  Complete  Method  for  Tenor 
Banjo  from  Wm.  L.  Lange,  and  hereafter  it  will 
be  published  under  the  trade-mark  of  the 
Whiteman  firm. 

Special  significance  is  attached  to  this  an- 
nouncement by  the  fact  that  Mike  Pingitore  is 
the  featured  banjoist  of  the  Paul  Whiteman 
Orchestra,  and  has  held  this  position  for  years. 

Mr.  Pingitore's  method  has  already  had  a 
considerable  sale,  but  now  that  it  has  found  its 
way  into  the  Whiteman  catalog  it  will,  in  all 
probability,  soon  find  the  place  that  rightfully 
belongs  to  it  as  the  leading  method  of  its  kind. 


Marguerite  Namara,  operatic  and  concert 
artist,  and  recently  the  featured  star  of  several 
operettas,  will  sing  the  Irving  Berlin,  Inc.,  song 
success,  "Beloved,"  on  Tuesday,  April  24,  when 
she  is  to  appear  before  the  microphone  in  a 
wide  hook-up  as  the  guest  artist  of  the  Eveready 
Hour.  According  to  Berlin  officials,  this  num- 
ber and  "I'm  Afraid  of  You"  are  showing  a 
most  satisfactory  progress,  and  give  every  in- 
dication of  becoming  leading  sellers  of  the  Ber- 
lin catalog. 


TOGETHER  (New) 


LILA  (New) 


AMONG  MY  SOUVENIRS 


ONE  MORE  NIGHT 


WITHOUT  IOC  SWEETHEART 


TIN   PAN  PARADE 


MY  ANGEL 


CHURCH  BELLS  ARE  RINGING  FOR  MARY 


THERE  AIN'T  NO  SWEET  MAN 

WORTH  THE  SALT  OF  MY  TEARS 


SWEETHEART  MEMORIES 


BLUEBIRD  SING  ME  A  SONG 


I'M  RIDING  TO  GLORY 


Song  Hits  from  the  Collegiate  Musical 
Comedy 
"GOOD     NEW  S" 


GOOD  NEWS 


THE  VARSITY  DRAG 


LUCKY  IN  LOVE 


THE  BEST  THINGS  IN  LIFE  ARE  FREE 


Big  Sellers  in  Folios 

EACH  CONTAINING  "AMONG  MY 
SOUVENIRS" 

SUPREME  DANCE  FOLIO  (New) 


SAXOPHOLIO  (No.  2) 


TENOR  BANJO  FOLIO  (3rd  Edition) 

(Each  containing  fifteen  great  gongs) 


'.  >e  SmmJBfgwn  and  HeotrsonJnc 

<r7llusic  "Publishers 


-w-^  -|  T  ,  ■»  *  DESYIVA.BHOWN*-  HENDEtSON  BUILDING  

Ends  Lengthy  1  rip    — — —  


7U5  SEVENTH  AVENUE  NEW  YOaX 


Matter  Song  in  Favor 

S.  A.  Matter,  music  publisher  of  1658  Broad- 
way, New  York  City,  reports  that  "Dreaming 
Away"  (To  Find  a  New  Way)  is  proving  popu- 
lar with  a  great  number  of  radio  entertainers 
and  is  selling  satisfactorily  in  sheet  music 
form.  Strickland's  Mayflower  Orchestra  is 
featuring  the  number  in  its  radio  auoearances. 


William  Wiemann,  who  has  been  on  a  sales 
trip  for  the  Edward  B.  Marks  Music  Co.,  New 
York  City,  continuously  lor  the  past  six  months, 
is  just  starting  the  last  leg  of  this  unusual 
stretch  of  music-selling  activity,  determined  to 
push  out  as  close  to  1,000,000  copies  as  pos- 
sible. Although  Mr.  Wiemann  may  not  reach 
this  goal  he  will  have  broken  all  sales  records 
for  one  trip  in  the  long  history  of  the  Marks 
organization. 

The  trip  took  Mr.  Wiemann  right  to  the 
Coast,  embracing  comparatively  lengthy  visits 
to  the  larger  cities  and  flying  trips  to  smaller 
towns.  The  best  spots  of  Canada  were  in- 
cluded, and  at  the  present  time'  he  is  in  the 
South  gradually  returning  to  New  York  from 
the  Southwest.  Upon  his  return  in  May,  Mr. 
Wiemann  will  take  a  well-earned  vacation. 


More  Profits  in  Your 
Sheet  Music  Department 

Buy  your  music  where  you 
can  get  the  utmost  in  selec- 
tion and  service  at  the  lowest 
possible  prices! 


BIG  HITS  OF  THE  DAY 
IN  SHEET  MUSIC 


Everything  published  in 
sheet  music  —  or  rather 
everything  that  sells  is  on 
hand  here.  Your  mail  or- 
ders will  receive  the  same 
conscientious  attention  as 
though  you  were  here  in 
person  selecting  your  num- 
bers yourself. 


Quick  Delivery — the  same 
day  as  your  order  is  received 
— and  a  fully  itemized  memo 
accompanies  each  shipment 
so  that  you  know  at  once 
what  each  selection  costs  you. 

Send  for  our  new  Sheet  music  bulletin  and  see 
for  yourself  the  extensive  variety  of  offerings — 
and  the  new  prices! 

PLAZA  MUSIC  COMPANY 

lO  West  zoth  St.  New  York 


Fred  K.  Steele,  Inc. 
Issues  Two  New  Songs 

Fred  K.  Steele,  head  of  the  music  publishing 
firm  bearing  his  name,  tells  an  interesting  story 
regarding  the  title  of  his  new  Hawaiian  fox- 
trot number,  "Lei  Lani,"  meaning  "Wreath  of 
Heaven."  Billy  Heagney,  composer  and 
lyricist  of  the  song,  after  having  composed  the 
melody,  chanced  to  speak  to  a  child  who  ac- 
companied her  father,  a  well-known  Hawaiian 
actor,  on  a  vaudeville  tour.  He  asked  her 
name  and  was  informed  that  it  was  "Lei  Lani," 
pronounced  "Lay  Lah-nee."  The  musical  qual- 
ity of  the  name  and  the  further  information 
that  it  meant  "constellation  of  stars"  or  "wreath 
of  Heaven,"  decided  Mr.  Heagney  in  giving 
the  name  to  his  composition.  He  also  learned 
that  this  name  is  given  Hawaiian  children  who 
are  unusually  fair  of  face  and  beautiful  of 
nature.  Fred  K.  Steele  is  establishing  the  sub- 
title, "Wreath  of  Heaven,"  as  part  of  the  title 
itself. 

Another  new  Fred  K.  Steele  number  which 
has  received  high  praise  from  all  orchestra 
leaders  who  have  heard  it  is  "Hurry  On,"  by 
Frank  Bannister  and  Billy  Heagney. 


Piantadosi  Songs 

Proving  Popular 

"I'm  Tired  of  Making  Believe,"  the  ace  num- 
ber in  the  catalog  of  Al  Piantadosi,  New  York 
City,  is  showing  decided  strength  and  is  prov- 
ing popular  with  vaudeville  and  radio  enter- 
tainers, justifying  the  confidence  which  Mr. 
Piantadosi  placed  in  the  number  and  which 
led  him  to  place  a  strenuous  campaign  behind 
I  he  number.  The  composition,  which  was 
written  by  Al  Piantadosi — who  has  had  innu- 
merable "hits"  to  his  credit — and  George  Kelly, 
immediately  drew  an  offer  of  $15,000,  which 
was  refused  by  the  firm. 

"Dancing  Shadows,"  a  novelty  fox-trot,  and 
"My  Stormy  Weather  Pal,"  waltz  ballad,,  also 
featured  in  the  Piantadosi  catalog,  are  showing 
up  well  in  both  sheet  music,  record  and  roll 
form,  and  are  heard  nightly  over  the  leading 
broadcasting  stations. 


The  Latest  Record  Bulletins 


Victor  Talking  Machine  Go. 

LIST  FOR  APRIL  6 

21259  Little  Mother— Waltz, 

Nat  Shilkret  and  the  Victor  Orch.  10 
Without  You,  Sweetheart — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 
21258  Who's  Blue  Now  ?— Fox-trot, 

Waring's  Pennyslvanians  10 
Stay  Out  of  the  South!  (If  You  Want  to  Miss 
a  Heaven  on  Earth) — Fox-trot, 

Coon-Sanders  Orch.  10 

21256  The  Beggar — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 
The  Sunrise  (Will  Bring  Another  Day  for  You) 
— Fox-trot, 

Johnny  Hamp's  Kentucky  Serenaders  10 
21241  Ol'   Man  River   (From   "Show  Boat"), 

The  Revelers  10 

Oh  Lucindy   The  Revelers  10 

21257  Dream    Kisses  The  Silver  Masked  Tenor  10 

You'd  Rather  Forget  Than  Forgive, 

The  Silver  Masked  lenor  10 

LIST  FOR  APRIL  13 

21273  My  Ohio  Home  Harold  Yates-Cooper  Lawley  10 

In  the  Evening  Harold  Yates-Cooper  Lawley  10 

21276  The  Black  Jacks— Part  3,  . 

George  Le  Maire-Rex  Van  10 
The  Black  Jacks— Part  4,  . 

George  Le  Maire-Rex  Van  10 

21274  Mississippi  Mud — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
From  Monday  On— Fox-trot,  _ 

Paul  Whiteman  and  His  Orch.  10 

21275  Speedy  Boy— Fox-trot,  . 

Johnny  Johnson  and  His  Statler  Pennsylvanians  10 
The  Grass  Grows  Greener— Fox-trot,  . 

Johnny  Johnson  and  His  Statler  Pennsylvanians  10 

21260  Let's  Mishehave— Fox-trot,  ,  ,„ 

Irving  Aaronson  and  His  Commanders  10 
An'  Furthermore — Fox-trot, 

Irving  Aaronson  and  His  Commanders  10 

LIST  FOR  APRIL  20 

21299  Mary  Ann   Johnny  Marvin  and  Ed  Smalle  10 

Old-Fashioned  Locket   Johnny  Marvin  10 

35912  Ol'  Man  River  (from  "Show  Boat'  ).  Selections 
from  "Show  Boat".. Paul  Whiteman  and  His 
Concert    Orchestra    with    Paul    Robeson  ami 

Mixed  Chorus   

21298  Chlo  e  (Song  of  the  Swamp) 

Shilkret's  Rhyth  Melodists  10 
When  You're  With  Somebody  Else  ,n 
Shilkret's  Rhyth-Melodists  10 
21297  That  Melody  of  Love— >-Waltz  . 

Waring'9  Pennsylvanians  10 
Was  It  a  Dream?— Waltz    .  .  . 

Waring's  Pennsylvanians  10 

LIST  FOR  APRIL  27 
VOCAL  AND  INSTRUMENTAL 
35914  The  Man  I  Love  (From  "Strike  Up  the  Band"). 

Victor  Salon  Orch.  12 
Manhattan  Serenade   Victor  Salon  Orch  12 

21250  A  Dream    (Corey-Bartlett)  Jesse  Crawford  0 

Humoreske    (Dvorak)   Jesse  Crawford  10 

21251  Light  Cavalrj — Overture— Part  1  (von  Suppe), 

Victor  Symphony  Orch.  10 
Light  Cavalry— Overture— Part  2  (von  Suppe), 

Victor  Symphony  Orch.  10 

21296  Anchors  Aweigh— March, 

United  States  Navy  Band  10 

All  Hands— March  ...United  States  Navy  Band  10 

21223  The  Storm— Part   1  Arthur  Meale  10 

The   Storm— Part   2  Arthur  Meale  10 

21142  Blue  Yodel   Jimmie  Rodgers  10 

Away  Out  on  the  Mountain.  ..  .Jimmie  Rodgers  10 
21122  'Twas  on  a  Cold  and  Stormy  Night, 

The  Tietge  Sisters  10 

Only  a  Flower   The  Tietge  Sisters  10 

DANCE  RECORDS 
21301  Coquette — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
Dolly  Dimples — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 

21304  Parade  of  the  Wooden  Soldiers — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
Oh,  Ya  Ya— Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
21184  Waitin'  for  Katie— Fox-trot, 

Ben  Pollack  and  His  Orch.  10 
Memphis  Blues — Fox-trot, 

Ben  Pollack  and  His  Orch.  10 

21305  Sluefoot— Fox-trot   Coon-Sanders  Orch.  10 

The  Wail— Fox-trot   Coon-Sanders  Orch.  10 
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21307  Collegiana — Fox-trot    .  .  Wfering's  Pennsylvanians  10 
The  Yale  Blues — Fox-trot, 

Waring's  Pennsylvanians  10 

21302  From  Monday  On, 

Paul  Whiteman's  Rhythm  Boys  10 
What  Price  Lyrics?, 

Paul  Whiteman's  Rhythm  Boys  10 

21303  Little    Mother   Franklyn  Baur  10 

I'm  Waiting  for  Ships  That  Never  Come  In, 

Franklyn  Baur  10 

RED  SEAL 

6822  Song  of  the  Volga  Boatmen  (Koenemann), 

Feodor  Chaliapin  12 
In  questa  tomba  oscura  (Within  the  Tomb  For- 
gotten)   (Beethoven)   Feodor  Chaliapin  12 

6802  Liebesleid  (Love's  Sorrow)  (Kreisler), 

Alfred  Hertz  and  San  Francisco  Symphony  Orch.  12 
1.  Serenade  (Moszkowski) ;  2.  Aubade  (Auber), 
Alfred  Hertz  and  San  Francisco  Symphony  Orch.  12 

1320  The  Rosary   (Nevin-Kreisler)  Fritz  Kreisler  10 

Mighty  Lak'  a  Rose  (Nevin-Kreisler), 

Fritz  Kreisler  10 

1321  Dear  Old  Pal  of  Mine  (Robe-Rice). 

John  McCormack  10 
Roses  of  Picardy  (Weatherly-Wood), 
,,,„  _  John  McCormack 

1319  Songs    My    Mother    Taught    Me  (Macfarren- 

Dvorak)   Rosa  Ponselle 

Since  First  I  Met  Thee  (Watson-Rubinstein), 
,  a    ,r      .   ,,  Rosa  Ponselle 

A    Vucchella    (A    Little    Posy)  (D'Annunzio- 

i.T-Tostl)   Tito  Schipa  10 

Nina    (Pergolesi)   Tito  Schipa  10 

Lohengrin — Prelude — Part  1  (Wagner), 

Leopold  Stokowski-Philadelphia  Symphony  Orch.  12 
Lohengrin— Prelude — Part  2  (Wagner), 
Leopold  Stokowski-Philadelphia  Symphony  Orch.  12 

Columbia  Phono.  Co.,  Inc. 

CELEBRITY  SERIES 

2063-  M  Jesu,  Joy  of  Man's  Desiring  (Chorale  from 

Cantata  No.  147)  (Bach-Hess)— Piano  Solo, 

_         _.,  ,  Myra  Hess  10 

Giguc    From    lifth    French    Suite    (Bach) — 
Piano   Solo   Myra  Hess  10 

2064-  M  Faust:    Serenade    Mephistopheles    (Gounod) — 

Bass  Solo   Alexander  Kipnis  10 

Faust:     Veau  d'Or  (Calf  of  Gold)  (Gounod) 
„„     .„„  — Bass  Solo   Alexander  Kipnis  10 

2061-  MJota  (DeFalla-Kochanski)— Violin  Solo, 

„  Yelly  D'Aranyi  10 

Hungarian    Dance.    No.    S  (Brahms-Joachim) 

Violin   Solo   Yelly  D'Aranyi  10 

50/3iM  Grave       (F riedeman-Bach-Kreisler)  —  Violin 

Solo   Naoum  Illinder  12 

Ave  Maria  (Schubert-Wilhelmj)— Violin  Solo, 

Naoum  Blinder  12 

2062-  M  Elegie  (Massenet) — Soprano  Solo, 

Maria  Kurenko  10 
lraviata:   Addio  del  passato  (Farewell  to  the 
Bright  Visions)   (Verdi) — Soprano  Solo, 

Maria  Kurenko  10 
7150-MTo  Spring  (Grieg);  One  More  Day,  My  John 
(Sailor's    Sea-Chanty)     (Grainger)  —  Piano 

Solo   Percy  Grainger  12 

Wedding  Day  at  Troldhaugen  (Grieg) — Piano 

Solo   Percy  Grainger  12 

2060-M  Obstination    (A   Resolve)    (de    Fontenailly) — 

Baritone  Solo   Cesare  Formichi  10 

D'une  Prison  (Hahn) — Baritone  Solo, 

Cesare  Formichi  10 
7149-M  Der   Rosenkavalier:      Waltz,    Parts    1    and  2 
(Strauss) — Instrumental, 

Eduard  Moerike  and  the  Orchestra 
of  the  State  Opera  House,  Berlin  12 
7148  M  Dance  Macabre— Parts  1  and  2  (Saint-Saens; 
Op.  40). 

Sir  H.  J.  Wood  and  New  Queen's  Hall  Orch.  12 
INSTRUMENTAL  MUSIC 
50062-D  Victor  Herbert  Waltz  Medley. 

Eddie  Thomas'  Collegians  12 
Beautiful  Ohio — Waltz,  with  Vocal  Refrain  by 
James   and    Shaw. Eddie  Thomas'  Collegians  12 
1297-D  Al   Fresco  (Herbert), 

Columbia  Symphony  Orch.  (Dir.  R.  H.  Bowers)  10 
Badinage  (Herbert), 

Columbia  Symphony  Orch.  (Dir.  R.  H.  Bowers)  10 
50060-D  Pan   Americana  (Herbert). 

Columbia  Symphony  Orch. (Dir.  R.  H.  Bowers)  12 
March   of   the   Toys    (From   "Babes   in  Toy- 
land")  (Herbert), 

Columbia  Symphony  Orch. (Dir.  R.  H.  Bowers)  12 
50059-D  Selection   from   La    Boheme — Parts   1   and  2 
(Puccini), 


Columbia  Symphony  Orch. (Dir.  R.  H.  Bowers) 

1305-  D  Little    Log   Cabin    of   Dreams — Pipe  Organ, 

with  Vocal  Chorus  by  Frank  Harris, 

Marsh  McCurdy 
Did  You  Mean  It? — Pipe  Organ, 

Marsh  McCurdy 
SPECIAL  MOTHER'S  DAY  RECORD 
1327-D  Little  Mother — Tenor  and  Baritone  Duet, 

Lewis  James-Elliott  Shaw 
Little  Log  Cabins  of  Dreams — Tenor  Solo, 

Lewis  James 

DANCE  MUSIC 

1313-  DMary  Ann — Fox-trot,  with  Incidental  Singing 

by  Ted  Lewis.... Ted  Lewis  and  His  Band 
Cobble-Stones — Fox-trot, 

Ted  Lewis  and  His  Band 

1321-  D  When— Fox-trot,  with  Vocal  Chorus  by  Frank 

Harris  Ben  Selvin  and  His  Orch. 

Tell  Me  You're  Sorry — Fox-trot,  with  Vocal 
Chorus  by  Frank  Harris, 

Ben  Selvin  and  His  Orch. 

1306-  D  Since  My  Best  Gal  Turned  Me  Down— Fox- 

trot, with  Vocal  Chorus  by  Goldie, 

Jan  Garber  and  His  Orch. 
I  Wish  I  Could  Shimmy  Like  My  Sister  Kate 

— Fox-trot  Jan  Garber  and  His  Orch. 

130S-D  Sunshine — Fox-trot,    with    Vocal    Chorus  by 
Harold  Lambert, 

Ipana  Troubadours  (S.  C  Lanin,  Dir.) 
After  My  Laughter  Came  Tears  —  Fox-trot, 
with  Vocal  Chorus  by  Harold  Lambert, 

Ipana  Troubadours  (S.  C.  Lanin,  Dir.) 

1322-  D  Wings — Fox-trot,  with  Vocal  Chorus  by  Tom 

Stacks, 

Clicquot  Club  Eskimos  (Harry  Reser,  Dir.) 
Humoreskimo  — ■  Fox-trot,  with  Vocal  Chorus 
by  Tom  Stacks, 

Clicquot  Club  Eskimos  (Harry  Reser,  Dir.) 

1314-  D  What    Do   You    Say ?— Fox-trot,   with  Vocal 

Chorus  by  Ed.  Kirkeby .California  Ramblers 
Singapore  Sorrows — Fox-trot, 

California  Ramblers 
1326-D  Rain   or  Shine    (From    "Rain   or   Shine") — ■ 
fox-trot,  with  Vocal  Chorus  by  Frank  Harris, 
The  Radiolites 

Forever  and  Ever  (From  "Rain  or  Shine") 
— Fox-trot,  with  Vocal  Chorus  by  Frank- 
Harris   The  Radiolites 

1301-  D  My  Ohio  Home — Fox-trot,  with  Vocal  Chorus 

by  Frank  Harris, 

Cass  Hagan  and  His  Park  Central  Hotel  Orch. 
I     Still    Love    You — Fox-trot,    with  Vocal 
Chorus  by  Harold  Lambert.. The  Radiolites 

1307-  D  St.  Louis  Shuffle— Fox-trot. 

Paul  Specht  and  His  Orch. 
Cornfed! — Fox-trot . Paul  Specht  and  His  Orch. 

1311-  1)  After  We  Kiss — Waltz,  with  Vocal  Chorus  by 

Oscar  Grogan.  .The  Cavaliers  (Waltz  Artists) 
Moonlight  Lane — Waltz,  with  Vocal  Chorus, 

The  Cavaliers  (Waltz  Artists) 
1309-D  Lovely      Little      Silhouette  —  Fox-trot,  with 
Vocal  Chorus  by  Frank  Harris, 
V.  Rose-J.  Taylor  and  Their  Hollywood  Orch. 
In  My  Little  Dream  House  on  the  Hill — Fox- 
trot, with  Vocal  Chorus  by  Frank  Harris, 
V.  Rose-J.  Taylor  and  Their  Hollywood  Orch. 
1317-D  Dreams  That   Remind   Me   of  You  —  Waltz, 
with  Incidental  Singing.  South  Sea  Islanders 
Sailing  Along;  to   Hawaii — .Waltz,  with  Inci- 
dental Singing   South  Sea  Islanders 

VOCAL  NUMBERS 

1312-  D  I  Ain't  Got  Nobody  (And  Nobody  Cares  for 

Me)— Vocal   Ruth  Etting 

Don't  Leave  Me.  Daddy — Vocal. Ruth  Etting 
1319-D  Silver-Haired  Sweetheart — Vocal, 

The  Whispering  Pianist  (Art  Gillham) 
Who  Gives  You  All  Your  Kisses?— Vocal. 

The  Whispering  Pianist  (Art  Gillham) 

1302-  D  Away  Down  South  in  Heaven — Vocal  Duet, 

Van-Schenck 

You  Can  Tell  Her  Anything  Under  the  Sun 
— Vocal  Duet   Van-Schenck 

1303-  1)  There  Must  Be  a  Silver  Lining— Vocal, 

Lee  Morse  and  Her  Blue  Grass  Boys 
Let  a  Smile  Be  Your  Umbrella  on  a  Rainy 
Day — Vocal, 

Lee  Morse  and  Her  Blue  Grass  Boys 

1324-D  One  More   Night— Vocal  Little  Jack  Little 

I  Wonder— Vocal   Little  Jack  Little 

1316-D  When  I  Was  Hikin'  With  You— Vocal  Duet, 

Ford-Glenn 

Hum  All  Your  Troubles  Away— Vocal  Duet, 

Ford-Glenn 

1315-  D  Mine— All  Mine— Vocal   Ed.  Lowry 

Mamma's   Gone  Young — Papa's   Gone  Old- 
Vocal  Ed.  Lowry 

(Continued  on  page  106) 
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Nothing  ean  stop  this  "Natural" 

I'm  Tired  of  Making  Believe 


By  George  A.  Kelly  and  Al  Piantadosi,  Composer  of  "Curse  of  an  Aching  Heart." 


Waltz  Ballad 

"My  Stormy 
Weather  Par* 

Getting  Bigger  Every  Day 


Read  This  Chorus 
and  Then  You'll 
Know  Why  We 
TURNED  DOWN 

$15,000 


CHORUS 

I'm  so  tired  of  making  believe 
I'm  so  tired  of  wearing  a  mask 
For  all  that  I  do  is  just  grieve 
Say  you're  sorry  is  all  that  I  ask 
Though   you've   crushed   every  dream 
my  soul 

I've  a  heart  that  I  cannot  control 
I  want  you,  I  need,  God  help  me, 

I  love  you, 
I'm  tired  of  making  believe. 

Copyright  192S  Al  Piantadosi 


Fox-trot 

"Dancing 

Shadows'* 

This  Has  "It" 


1576  Broadway     AL  PIANTADOSI,  Music  Publisher 


New  York 


JOSEPH  P.  WHALEN,  General  Manager 
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THE  LATEST  RECORD  BULLETINS — (Continued  from  page  105) 


'  13JJ4-D 
1323-D 
1320-D 
r5006l'-D 

1 5232-  D 
T5237-D 

15238-D 
aS23(S-D 

15234-  D 

15233-  D 
15229TJ 

15250-D 
15231-D 

15235-  p 

33240- JF 

3324 1-  F 

33242-  F 

33243-  F 

33244-  F 

33245-  F 

33246-  F 


6l''  Man  River   (From   'Show  Boat") — Male 

Quartet   Goodrich  Silvertown  Quartet 

Can't   Help   Lovin'   Dat   Man   (From  "Show 

Boat") — Vocal   Aunt  Jemima 

I    Just    Roll    Along    (Havin'    My    Ups  and 

Downs) — Vocal   Vaughn  de  Leath 

Watching  for  the  Boogie  Man — Vocal, 

Vaughn  de  Leath 
What  Do  You  Say?— Vocal. .  .Hughie  Barrett 
Passing  the  Time  Away — Vocal, 

Hughie  Barrett 
NOVELTY  RECORD 
Our  Child,  .      .  „  , 

Charles  E.  Mack,  of  Moran  and  Mack, 
"The  Two  Black  Crows" 
Elder  Eatmore's  Sermon  on  Throwing  Stones, 
Charles  E.  Mack,  asst.  by  George  Moran, 
"The  Two  Black  Crows' 
FAMILIAR  TUNES— OLD  AND  NEW 
Cindy— Vocal. Riley  Puckett-Clayton  McMichen 
Little  Brown  Jug— Vocal, 

Riley  Puckett-Clayton  McMichen 
Buckin'  Mule,  ...       .  ,  , 

Gid   Tanner   and    His   Sxillet-Lrckers,  with 
Riley  Puckett  and  Clayton  McMichen 
Casey  Jones,  ,  .  , 

Gid   Tanner   and    His   Skillet-Lickers,  with 
Riley  Puckett  and  Clayton  McMichen 
Engineer  Joe— Singing,  with  Banjo  Accomp., 

Banjo  Joe 

I'm  Just  a  Ramblin'   Gambler— Singing,  with 

Banjo  Accomp  •  ...Banjo  Joe 

Ticklish  Reuben— Vocal,  . 

Charlie  Parker-Mack  Woolbnght 
The   Man    Who   Wrote   Home   Sweet  Home 
Never  Was  a  Married  Man— Vocal 

Charlie  Parker-Mack  Woolbnght 
Chinese  Rag— Dance  Music. The  Spooney  Five 
My  Little  Girl— Dance  Music. 

The  Spooney  Five 

Fight  to  Win  Royal  Sumner  Quartet 

Be  a  Man...  Royal  Sumner  Quartet 

Sweetest  Flower— Waltz  Music, 

East  Texas  Serenaders 
Combination'  Rag— Dance  Music,  , 

East  Texas  Serenaders 
I  Want  to  Go  to  Heaven,  •  ' 

Smith  s  Sacred  Singers 

We  Shall  Rise  Smith's  Sacred  Singers 

Down    Where    the    Cotton    Blossoms  Grow— 

Vocal   Hugh  Cross 

The  Mansion  of  Aching  Hearts— Vocal 

Hugh  Cross 
Hallelujah!  He  Is  Mine— Sacred  Singing, 

Bush  Brothers 
Oh,  Wonderful  Day— Sacred  Singing, 

Bush  Brothers 

IRISH  RECORDS 
Hail!  Glorious  Apostle— Irish  Melody, 

Irish  Male  Chorus 
Hymn  to  the  Holy  Name.  .Irish  Male  Chorus 
Shall  My  Soul  Pass  Through  Irelaiid— Tenor 

S0]0  Seamus  O  Doherty 

Ned  o'  the  Hill— Tenor  Solo, 

Seamus  O  Doherty 

Oh  Mind  Your  Eye — Vocal.  ' 

Un'     1  Frank  Quinn-Joe  Maguire 

The   Hare    in   Corn— Reel;    Accordion  Solo. 

with  Lilting   Frank  Quinn-Joe  Maguire 

xh*   t    R    A  — Vocal  Flanagan  Brothers 

Shaskeen  Reel— Banjo  and  ^cordw"-r.rnthl,TS 
Flanagan  Brothers 

Kevin  Barry— Bass  Solo   .John  Oakley 

U'p  the  G^een  Flag  'Round  Me^Boys-Bass 

He  Loved  His  Jenny  Dearly— Flute  Solo,  with 

L,lt,fogl'.n  Griffin  (The  Fifth  Avenue  Bus  Man) 
Creen  "  Fields   of   America;    Swallow  s    1  ail- 
Reels;  Violin  Solos   Michael  Coleman 

Uverpool-0'Neill's  Hornp,pe^,o,,nJolo.n 

Brunswick  Records 


3829 


3  SOS 


3772 


3770 


3817 


3816 


3800 


3779 
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LIST  FOR  APRIL  5 
Is    She    My    Girl    Friend?    (How-de-ow-dow! ) 
lYellen-Ager)— Fox-trot,  with  Vocal  Trio 
(Yelien  Ager,  'Ray  Miller  and  His  Orch. 

I  Wish  I  Could  Shimmy  Like  My  Sister  Kate 
fPirnnt— Fox-trot  Ray  Miller  and  His  Orch. 

Can*  Help  Lovin'  Dat  Man '(From  "The  Show 
Boat")  (Hainmerstein-Kern)-Fox-trot,  with 
Vocal  Chorus  by  Vaughn  de  Leath 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 

Make  Believe  (From  "Show  Boat")  (Hammer- 
stein-Kern)—  Fox-trot,  with  Vocal  Chorus  by 
ScrappyBLambertie  ^  ^  ^  ^ 

When  You're  With  Somebody  Else  (Gilbert- 
Etting-Baer)—  Fox-trot,  with  Vocal  Chorus, 

Bernie  Cummins  and  His  Orch. 

Lonely  Melody  (Coslow-Meroff-Dyson)  —  Fox- 
trot, with  Vocal  Trio,  . 

Bernie  Cummins  and  His  Orch. 

Linger  Longer  Lane  (Lyons)— Waltz,  with 
Vocal  Duet   Regent  Club  Orch. 

A  Kiss  Before  the  Dawn  (Perkins)— Waltz, 
with  Vocal  Chorus   Regent  Club  Orch. 

Chloe  (Song  of  the  Swamp)  (Kahn-Moret)  — 
Comedienne,   with   Orch  Bessie  Brown 

Someone  Else  May  Be  There  While  I  m  Gone 
(Berlin)— Comedienne,  with  Orch.. ..  Bessie  Brown 

Stay  Out  of  the  South!  (If  You  Want  to  Miss 
a  Heaven  on  Earth)  (Dixon)— Vocal  TJuet, 
with  Violin  and  Piano. Ed  Smalle-Dick  Robertson 

Wob-a-ly  Walk  (Green-Warren) — Vocal  Duet, 
with  Violin  and  Piano. Ed  Smalle-Dick  Robertson 

Diane  (I'm  in  Heaven  When  I  See  You  Smile) 
(Rapee-Pollack)— Piano  Solo   Lee  Sims 

Are  You  Thinking  of  Me  To-night?  (Davis- 
Gilbert)— Piano  Solo  Lee  Sims 

Will  the  Circle  Be  Unbroken  (Gabriel) — Vocal 
Duet,  with  Piano,  Violin  and  Guitar, 

Frank  and  Tames  McCravy 

When  They  Ring  the  Golden  Bells  (de  Marbelle) 
— Vocal  Duet,  with  Piano,  Violin  and  Guitar, 

Frank  and  James  McCravy 

The  Faded  Coat  of  Blue — Voice,  with  Guitar, 
Violin  and  Piano   Buell  Kazee 

Don't  Forget  Me,   Little  Darling — Voice,  with 

Guitar   Buell  Kazee 

LIST  FOR  APRIL  12 

Golden  Gate  (Rose-Jolson-D.  Dreyer-J.  Dreyer) — 
Foxtrot,  with  Vocal  Chorus  by  Lucas 
Brothers   Herb  Wiedoeft  and  His  Orch. 

Rose  Room  (In  Sunny  Land)  (Williams-Hick- 
man)— Fox-trot,  with  Vocal  Chorus  by  Lucas 
Brothers   Herb  Wiedoeft  and  His  Orch. 


3S27  The  Sunrise  (Will  Bring  Another  Day  for 
You)  (Stanley-Friend) — Fox-trot,  with  Vocal 
Chorus  by  Scrappy  Lambert, 

Herbert  Gordon's  Adelphia  Whispering  Orch. 
Thou  Swell  (From  "The  Connecticut  Yankee") 
—    (Hart-Rodgers)  —  Fox-trot,  wit'rr "Vocal  Chorus 
by  Scrajjpy  Lambert, 

Herbert  Gordon's  Adelphia  Whispering  Orch. 

3792  If  I  Can't  Have  You  (I  Want  to  Be  Lonesome 

— I  Want  to  Be  Blue)  (Donaldson) — Fox-trot, 
with  Vocal  quartet, 

Hal  Kemp  and  His  Orch.,  for.  of  the  U.  of  N.  C. 
Mary  Ann  (Davis-Silver) — Fox-trot,  with  Vocal 
trio, 

Hal  Kemp  and  His  Orch.,  for.  of  the  U.  of  N.  C. 
3822  Lady  of  Havana   (Bernie-Val-Van   Loan)— Fox- 
trot.  Anglo-Persians,  under,  direc.  of  Louis  Katzman 
Singapore   Sorrows   (Le   Soir-Doll) — Fox-trot, 

Anglo-Persians,  under  direction  of  Louis  Katzman 

3793  There  Ain't  No  Sweet  Man  That's  Worth  the 

Salt  of  My  Tears  (Fisher) — Comedienne  with 

orchestra   Libby  Holman 

The  Way  He  Loves  Is  Just  Too  Bad  (Curtis- 
Rose-Robbins) — Comedienne  with  orchestra, 

Libby  Holman 
3515  Stars  and  Stripes  Forever  (Sousa) — March, 

Concert  Band.  ..  .Walter  B.  Rogers  and  His  Band 
National  Emblem  March  (Bagley) — Concert  Band, 

Walter  B.  Rogers  and  His  Band 
3780  I'm    Forever   Blowing   Bubbles  (Kenbrovin-Kel- 
lette) — Vocal    Duet    with    Mandolin,  Guitar, 
Violin  and  Piano, 

Lester  McFarland  and   Robert  A.  Gardner 
Let  the  Rest  of  the  World  Go  By  (Ball)— Vocal 
Duet  with  Mandolin,  Guitar,  Violin  and  Piano. 
When  You  and  I  Were  Young  Maggie  (John- 
son-Butterfield) — Vocal  Duet  with  Piano,  Vio- 
lins and  Cello  Frank  and  James  McCravy 

Silver  Threads  Among  the  Gold  (Rexford-Danks) 
- — Vocal  Duet  with  Piano,  Violins,  Cello  and 
Bells   Frank  and  James  McCravy 
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LIST  FOR  APRIL  19 


3S14 


3838  I' 


3843 


3819 


Maybe  You'll  Be  the  One  Who'll  Be  the  One 
to  Care  (McKiernan) — Fox-trot,  with  Vocal 
Chorus-by  Clyde  Lucas, 

Herb  Wiedoeft  and  His  Orch. 
Trianon  (Rose) — Toddle, 

Herb  Wiedoeft  and  His  Orch. 
There    Must    Be   a    Silver    Lining  (Donaldson- 
Morse)— Fox-trot,    with    Vocal  .Trio,  •Lambert- 
Hillpot-Smalle, 

Vincent  Lopez  and  His  Casa  Lopez  Orch. 
Sunshine  (Berlin) — Fox-trot,  with  Vocal  Chorus 
by  Scrappy  Lambert, 

Vincent  Lopez  and  His  Casa  Lopez  Orch. 
Think  of  You  (Kahn-Schonberger-Lyman> — 
Fox-trot,    witli     Vocal     Chorus    by  Scrappy 

Lambert   Colonial  Club  Orch. 

Beautiful  (Shay-Gillespie) — Fox-trot,  with  Vocal 
Chorus  by  Scrappy  Lambert, 

Colonial  Club  Orch. 
March    of    the    Marionettes    (Savino-DeRose) — 

Novelty  Fox-trot   Varsity  Four 

Lovely   Little    Silhouette    (Rose-Lewis-Young) — 

Novelty  Fox-trot   Varsity  Four 

Rain  (Ford) — Vocal  Duet  with  Steel  Guitar 
Saxophone  and  Piano   (White  and  Bessinger) 

Radio  Franks 
Mary  Ann  (Davis-Silver) — Vocal  Duet  with  Steel 
Guitar  Saxophone  and  Piano  (White  and  Bes- 
singer)  Radio  Franks 

3834  My  Melancholy  Baby  (Norton-Burnett) — Novelty 
Violin  Solo  with  Orchestra  Ace,  with  Vocal 

Chorus  by  Eddie  Thomas  .'...Dave  Rubinoff 

Fiddlin'  the  Fiddle  (Rubinoff) — Novelty  Violin 
Solo  with  Orchestra  Ace,  with  Vocal  Chorus 

by  Eddy  Thomas   ...Dave  Rubinoff 

50133  Morning  Greeting  (Schubert) — Pianoforte  Solo, 

Leopold  Godowsky 
Good  Night  (Schubert) — Pianoforte  Solo, 

Leopold  Godowsky 
When  You  and  I  Were  Young  Maggie  (Johnson- 
Butterfield) — Vocal    Duet   with    Piano,  Violin 

and  Cello   Frank  and  James  McCravy 

Silver  Threads  Among  the  Gold  (Rexford-Danks) 
Vocal    Duet   with   Piano,    Violins,   Cello  and 

Bells   McCravy  Brothers 

The   Faded   Coat   of   Blue — Voice   with  Guitar, 

Violin  and  Piano   Buell  Kazee 

Don't    Forget    Me,    Little  Darling — Voice  with 

Guitar  Buell  Kazee 

Seeing  Nellie  Home  (Quilting  Party)  (Fletcher) 
' — Vocal    Duet    with    Harmonica,    Guitar  and 
Mandolin. Lester  McFarland  and  Robert  A.  Gardner 
Weeping   Willow  Tree— Vocal   Duet   with  Har- 
monica, Guitar  and  Mandolin. 

Lester  McFarland  and  Robert  A.  Gardner 
Climbing  Up  De  Golden  Stairs  (Heiser)— Male 

Voices  with  Orch  Kanawha  Singers 

Swing   Low,   Sweet   Chariot    (Arr.   by   Frey)  — 

Male  Voices  with  Orch  Kanawha  Singers 

LIST  FOR  APRIL  26 

Back  In  Your  Own  Backyard  (Jolson-Rbse- 
Dreyer)— Foxtrot,  with  Vocal  Chorus  by 
Scrappy  Lambert. 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch 
I  Just  Roll  Along  Havin'  My  Ups  and  Downs 
(Trent-De  Rose) — Fox-trot,  with  Vocal  Chorus 
by  Scrappy  Lambert  and  Billy  Hillpot, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
Sorry    (Klages-Quicksell) — Fox-trot,   with  Vocal 
Chorus  by  Al  Cameron, 

TI       *,    _     .  Ray  Miller  and  His  Orch. 

My  Honeys  Lovin'  Arms  (Ruby-Mevers) — Fox- 
— -trot,  with  Vocal  ChbTus" 'by"  Ar 'Cameron," " 
T  „  ,     T  -    Ray  Miller  and  His  Orch. 

Iogether  (DeSylva-Brown-Henderson)— Waltz, 
with  V  ocal  Chorus  by  Frank  llunn, 

T  r.  ,.         Regent  Club  Orch. 

Love    Comes    Stealing  (Rapee-Pollack- 


3785 


199 


205 


3837 


3S2S 


■Wlit 


Hirsch)— Waltz,  with  Vocal"  Chorus' l>y  Frank 

j j  'V"""   ■■;  Regent  Club  Orch. 

Until  tomorrow  (Gillespie-Hegbom-Van  Alstyne) 

Baritone  and  Accordionist  Salerno  Brothers 

<lhe  Desert  Song  (From  'The  Desert  Song") 
(riarbach-Hammerstein-Romberg)  —  Baritone 
and  Accordionist   Salerno  Brothers 


3793  The  Sweetheart  of  Sigma  Chi  (Stokes-Vernor) — 

Tenor  with  Orch  Allen  McQuhae 

Charmaine   (Rapee-Pollack) — Tenor  with  Orch. 

Allen  McQuhac 
3783  Down     in     Waikiki     (Morse-Archer) — Hawaiian 
Instrumental,  with  Vocal  Trio, 

Royal  Hawaiians 
Rainbow    of    Love     (Perry-Squires) — Hawaiian 
-    Instrumental,  with  Vocal  Trio. ...  Royal  Hawaiians 
204  Keep  on  the  Firing  Line  If  Jesus  Leads  This 

Army — Singing  and  Guitar   Howard  Hanev 

ALBUM  NO.  10.  To  be  Released  both  as  separate 
Records  and  in  Album  Form. 

Male  Choir  Roman  Polyphonic  Society,  recorded  in 
America  as  "Vatican  Choirs,"  under  direction  of  Monsignor 
Raffaele  C.  Casimiri. 

50124  Io  Tacero  (Da  Venosa) 
Chi  La  Gagliarda  (Donati) 

50125  Laudate  Dominum  (Palestrina) 
Exaltabo  Te  (Palestrina) 

50126  Ave  Maria  (Palestrina) 
Alleluja:  Tulerunt  (Palestrina) 

50127  Improperium  (Palestrina) 
Innocentes  (Palestrina) 

50128  Credo— Parts  1  and  2  (Palestrina) 

50129  II  Mare — Parts  1  and  2  (Alberti-Casimiri) 


Edison  Disc  Records 


SPECIALS 

Hawaiian  Hula  Medley, 

Mid-Pacific  Hawaiians  (W.  Kalama,  Dir.) 
Wahine  u'  i   (Beautiful  Woman), 

Mid-Pacific  Hawaiians  (W.  Kalama,  Dir.) 

Rain  (Ford)   The  Rollickers 

Auf  Wiederseh'n  (We'll  Meet  Again)  (Green- 
berg)   The  Rollickers 

Since  My  Best  Gal  Turned  Me  Down  (Quick- 

sell-Lodwig)   Jack  Parker-Will  Donaldson 

One  More  Night  (Rose-Burke), 

Jack  Parker-Will  Donaldson 
Bridal    Rose    Overture     (Lavallee) — Accordion 

Solo   Charles  Magnante 

Dolores  Waltz  (WWdteufel) — Accordion  Solo, 

Charles  Magnante 

Serenade  (Squire) — 'Cello  Solo .  .  Oswaldo  Mazzucchi 
Danza  Espanola  (Granados) — 'Cello  Solo, 

Oswaldo  Mazzucchi 
On  a  Laundry  Wagon — A  Darky  Sketch, 

Two  Dark  Knights 
The  Dish  Washers— A  Darky  Sketch, 

Two  Dark  Knights 

Old  Plantation  Melody  (Hall), 

Vernon  Dalhart  and  Company 
A  Memory  That  Time  Cannot  Erase  (Robison), 

Vernon  Dalhart  and  Company 
The  Penitent  (Words  from  St.  Luke  XV.  11-25) 

(Van  de  Water)   Charles  Hart 

The    Lord   Is   My   Light    (Words    from  Psalm 

XXVII)    (Allitsen)   Charles  Hart 

Among  My  Souvenirs  (Leslie-Nicholls), 

The  Edisonians 
The  Song  Is  Ended   (But  the  Melody  Lingers 

On)    (Berlin)   The  Edisonians 

Sweet  Elaine  (Gerard-Armstrong), 

Arthur  Hall  and  Chorus 
Memories  of  the  Past  (Jackson-Gilbert), 

Charles  Harrison-Vernon  Archibald 
It's  in  the  Bag  (Tobias-Sherman), 

The  Happiness  Boys 
Stay  Out  of  the  South  (If  You  Want  to  Miss 

a  Heaven  on  Earth)  The  Happiness  Boys 

Christ  Arose  (Lowry) — Easter  Hymn, 

Metropolitan  Quartet 
Christ  Is  Risen  (Sullivan) — Easter  Hymn, 

Metropolitan  Quartet 
Was  It  a  Dream?  (Coslow-Spier-Britt), 

J.  Donald  Parker 
You'd   Rather    Forget   Than   Forgive  (Johnson- 
Davis)   J.  Donald  Parker 

Love's  Dream  (After  the  Ball)  (Czibulka), 

La  Petite  Concert  Ensemble  (Dir.  Alex.  Draesin) 
The  Love  Waltz  (Jacquet), 

La  Petite  Concert  Ensemble  (Dir.  Alex.  Draesin) 
Arabesque,     in     G     Major     (Debussy) — Piano 

Solo   E.  Robert  Schmitz 

The  Little  Shepherd;  and  Golliwogg's  Cake 
Walk  (From  "Children's  Corner"),  Suite 
(Debussy) — Piano   Solo   E.  Robert  Schmitz 

FLASHES 

52223  Can't    Help    Lovin'    Dat    Man    (From  "Show 

Boat")   (Hammerstein,  2nd-Kern), 
B.  A.  Rolf e (Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
Why  Do  I  Love  You?   (From  "Show  Boat") 
(Hammerstein,  2nd-Kern), 

B.  A.  Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 

52224  Stay  Out  of  the  South  (If  You  Want  to  Miss  a 

Heaven  on  Earth)  (Dixon) — Fox-trot, 

Winegar's  Penn.  Boys 
I    Call    Yrou    Sugar    (Baxter-Bowles) — Fox-trot, 

Winegar's  Penn.  Boys 

52225  The  Dance  of  the  Blue  Danube  (Fisher)— Fox- 

trot  Duke  Y'ellmau  and  His  Orch. 

Missouri  Squabble   (Holst-Kretzmer) — Fox-trot, 

Duke  Yellman  and  His  Orch. 

52226  Anything    to    Make    You    Happy    (Valentine)  — 

Fox-trot,  with  Vocal  Chorus  by  Victor  Hall, 

Al.  Lynn's  Music  Masters 
O,    Promise   Me    (That  You   Will   Never  Cry) 
(Porter-Perry) — Fox-trot,   with    Vocal  Chorus 
by  Victor  Hall   Al.  Lynn's  Music  Masters 

52227  I'm  More  Than  Satisfied  (Klages- Waller) — Fox- 

trot  Duke  Yellman  and  His  Orch. 

Symphonic  Raps  (Stevens-Abrams) — Fox-trot, 

Al.  Lynn's  Music  Masters 

52231  When    You're    With    Somebody    Else  (Gilbert- 

Etting-Baer) — Fox-trot,  with  Vocal  Chorus, 

The  Florida  Four 
Ramona     (Gilbert- Wayne) — Waltz,    with  Vocal 
Chorus   The  Florida  Four 

52232  Rain  or  Shine  (From  "Rain  or  Shine")  (Y'ellen- 

Ager) — Fox-trot,  with  Vocal  Chorus, 

Piccadilly  Players  (Dir.  Mel.  Morris) 
Feeliu'  Good  (From  "Rain  or  Shine")  (Yellen- 


52186 

52213 
52217 

52219 

52220 
52228 

52229 

52230 

52233 

52235 

52236 

52238 

52240 


S(JS90 


DREAMING  AWAY 

(TO  FIND  A  WAY) 


A  BEAUTIFUL 
WALTZ 

Special  dance  arrangement 
by  Mickey  Guy.  Featured 
everywhere. 


S.  A.  MATTER 


1658  Broadway,  New  York  City 
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Murphy) — Fox-trot,   

Piccadilly  Players  (Dir.  Mel.  Morris) 
S2234  Shepherd    of   the    Hills    (Leslie-Nicholls)— Fox- 
trot, with  Vocal  Chorus  by  Billy  Jones, 

Dave  Kaplan,  with  His  Happiness  Orch. 
Golden    Gate    (Jolson-Dreyer-Meyer-Rose) — Fox-  ■ 
trot,  with  Vocal  Chorus  by  Ernest  Hare, 

Dave  Kaplan,  with  His  Happiness  Orcli. 
52237  Mary  Ann  (Davis-Silver)— Fox-trot,  with  Vocal 
Chorus  by  Happy  Jack, 

Louis  Lilienfeld,  with  His  Hotel  Biltmore  Orch. 
One   More   Night   (Rose-Burke)— Fox-trot,  with 

Vocal  Chorus   The  McAlpineers 

52239  Persian  Rug   (Kahn-Moret)— Fox-trot,  , 

The  McAlpineers 
My  Blue  Ridge  Mountain   Home    (Robison) — 

B°A.  Ro'lfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
52241  Let  a  Smile  Be  Your  Umbrella  on  a  Rainy  Day 
(Kahal-Wheeler-Fain)— Fox-trot,     with  Vocal 
Chorus  by  Happy  Jack, 

Louis  Lilienfeld,  with  His  Hotel  Biltmore  Orch. 
Since  My  Best  Gal  Turned  Me  Down  (Quick- 

sell-Lodwig)—  Fox-trot   Winegar's  Penn.  Boys 

GENERAL  GROUP 
57028  Blaemerln   aus  Mittenwald   (Flowers  From  the 

Forest)    (Muhlauer)   Gottsmann's  Zither  Trio 

Im  Kastanienhain   (In  the  Chestnut  Lane)  (I. 
Schnabl)   Gottsmann's  Zither  Trio 

Edison  Blue  Amberol  Records 


5486 


5490 
5491 


5492 

5493 
5494 

5495 

5497 

5498 

5500 

5502 

5503 

5505 
5506 
5507 


There  Ought  to  Be  a  Law  Against  That,  ■ 

Jack  Kaufman  and  the  Seven  Blue  Babies 

Honolulu  Hula  Medley   Mid-Pacific  Hawaiian-, 

My   Heart   Stood    Still    (From    "A  Connecticut 
Yankee") — Fox-trot,  . 
B.  A.  Rolfe(Trumpet  Virtuoso)and  Palais  d  Or  Orch. 
I  Fell  Head  Over  Heels  in  Love — Fox-trot. 

Piccadilly  Players  and  Singers  (Dir.  Mel.  Morris) 
Christ  Arose — Easter  Hymn  ...  Metropolitan  Quartet 
She  Don't  Wanna— Fox-troL  ,,,,,,      •  % 

Piccadilly  Players  and  Singers  (Dir.  Mel.  Morris) 
A  Memory  That  Time  Cannot  Erase, 

Vernon  Dalhart  and  Company 
Let   a    Smile   Be    Your   Umbrella   on   a  Rainy 

Day   Dick   Robertson  (The  Radio  Jesl er  I 

That  Good  Old  Country  Town, 

Vernon  Dalhart-Carson  Robison 
My  Blue  Ridge  Mountain  Home — Fox-trot, 

B.  A.  Rolfe(Trnmpet  Virtuoso)and  Palais  d'Or  Orch. 
Baby  Your  Mother  (Like  She  Babied  You). 

Walter  Scanlan 
A  Red-Headed  Widow  Was  the  Cause  of  It  All, 

Willard  Hodgm 

Billie  Waltz  Henry  Ford's  Old-Time  Dance  Orch 

Queen  Among  the   Heather  Harry  Lauder 

Three  Quotations,  No.  3— Nigger  in  the  Wood- 
pile  Sonsa  s  Band 


Okeh  Records 


LIST  FOR  APRIL  25 
DANCE  MUSIC 

41013  Take  It  Easy  (Ellington)— Fox-trot, 

Duke  Ellington  and  His  Orch. 
Jubilee  Stomp  (Ellington)— Fox-trot, 

Duke  Ellington  and  His  Orch. 

41014  Pardon  the  Glove  (Quicksell)— Fox-trot, 

Jack  Linx  and  His  Birmingham  Society  Screnaders 
Buffalo     Rhythm     (Beaty-Smolev-Arluck)— Fox- 
trot  Ted  Wallace  and  His  Orch. 

41017  Rain  or  Shine   (From  "Rain  or  Shine")  (Yel- 

len-Ager)— Fox-trot,  with  Vocal  Refrain. 

The  Okeh  Melodians 
Forever   and   Ever    (From    "Rain   or  Shine") 
(Yellen-Ager) — Fox-trot,   with   Vocal  Refrain. 
V  The  Okeh  Melodians 

VOCAL  RECORDS 

41015  We  Love  It  (Rose-Dixon- Warren) — Vocal  Duet, 

with  Piano   Beth  Challis-Noel  Taylor 

Nothin'  on  My  Mind   (But  the  Moonlight, 
the    Starlight     and     You)     (Kahn-Fiorito)  — 
Vocal  Duet,  with  Piano.. Beth  Challis-Noel  Tayloi 

41016  Lila    (Gottler-Tobias-Pinkard) — Vocal  Accomp. 

by  the  Okeh  Novelty  Orch  Lillian  Morton 

My   Melancholy    Baby    (Norton-Burnett) — Vocal 
Accomp.  by  the  Okeh  Novelty  Orch., 

Lillian  Morton 

INSTRUMENTAL 

41018  Mobile   Blues   (Rose-Short) — Instrumental,  with 

Guitar  by  Ed.  Lang, 

Boyd  Senter  and  His  Senterpedes 
1   W  ish  I  Could  Shimmy  Like  My  Sister  Kate 
(Piron) — Instrumental,    with    Guitar    by  Ed. 
Lang   Boyd  Senter  and  His  Senterpedes 

OLD  TIME  TUNES 

45206  Whistling    Rufus — Vocal    and    Whistling  with 

Guitar  Accomp  Short  Brothers 

Whistling     Coon — Vocal     and     Whistling  with 
Guitar  Accomp  Short  Brothers 

45207  Hand    Me   Down    My    Silver   Trumpet — Instru- 

mental   with  Vocal  Duet, 

Chas.  Winters  and  Elond  Autry 
You  Tell  Me  Your   Dream  and  I'll   Tell  You 
Mine — Vocal   Duet    with    Violin   and  Guitar, 

Chas.  Winters  and  Elond  Autry 

45208  Red    River  Valleys — Vocal    Duet   with  Instru- 

mental Accomp  Childers  and  White 

Your  Mother  Always  Cares  for  You — Vocal  Duet 
with  Instrumental  Accomp  Childers  and  White 

RACE  RECORDS 

8561  Climbing  Up  the  Mountain,  Children — Vocal, 

Invincible  Quartet,  Rust  College 
King  Jesus  Is  A-Listening — Vocal, 

Invincible  Quartet,  Rust  College 

8562  The  Ball  Game  of  Life — Sermon  with  Singing, 

Rev.  J.  M.  Gates  and  Congregation 


Tiger  Flowers'  Last  Fight— Sermon  with  Singing, 

Rev.  J.   M.   Gates  and'  Congregation 
S563  Boe     Hog     Blues      (Alexander) — Vocal  with 

Guitar   "Texas"  Alexander 

Bell  Cow  Blues  (Alexander) — Vocal  with  Guitar, 

"Texas"  Alexander 

EUROPEAN  RECORDINGS 
(Odeon  Label) 

5142  Rienzi — Overture,    Part    I    and    II  (Richard 

Wagner) — Symphony  Orchestra, 

Eduard  Moerike  and  the  Orchestra  of  the  State 
Opera  House,  Berlin 

5143  Rienzi— Overture,  Part  III  (Richard  Wagner)— 

Symphony  Orchestra, 

Eduard  Moerike  and  the  Orchestra  of  the  State 
Opera  House,  Berlin 
Lohengrin — Scene  and  Prayer,  Act  I,  Scene  III: 
"Mein   Herr  und  Gott."     King  Henry:  Ivar 
Andresen.     Herold:   E.   Habich    (Rich.  Wag- 
ner)— Opera  Scene, 

Dr.  Weissmann,  with  Chorus  and  Orchestra  of  the 
State  Opera  House,  Berlin 
3223  Dollar   Princess— Waltz — Dollar   Walzer   aus  d. 

Operette  "Die  Dollarprinzessin"  (Leo  Fall) — 

Orchestra   Dajos  Bela  and  His  Orch. 

Your  Dance  Is  a  Love  Memory — Kind  du 
kannst  tanzen  a.  d.  Op.  "Die  geschiedene  Frau" 
(Leo  Fall)— Orchestra.  .Dajos  Bela  and  His  Orch. 


Regal  Records 

DANCE  RECORDS 

8514  Coquette — Fox-trot   Sam  Lanin's  Dance  Orch. 

Tin-Ear — Fox-trot  ..Herbert  Spencer  and  His  Orch. 

8515  I'm   Cryin'   Cause   I    Know   I'm    Losin'   You — 

Fox-trot   Sam  Lanin  s  Dance  Orch. 

When  the  Robert  E.  Lee  Comes  to  Town — Fox- 
trot  The  Rounders 

8516  Lila — Fox-trot   Herbert  Spencer  and  His  Orch. 

She's  a  Great,  Great  Girl — Fox-trot, 

Herbert  Spencer  and  His  Orch. 

8517  Together — Waltz   Hollywood  Dance  Orch. 

Ramona— Waltz   Dixie  Marimba  Players 

S51S  Hello  Montreal!  — Fox-trot   The  Rounders 

You  Can't  Blame  Me  for  That — Fox-trot, 

The  Rounders 

85 19  Little  Log  Cabin  of  Dreams — Fox-trot, 

Markel's  Society  Favorites 
Dolores — Fox-trot   Sam   Lanin's   Dance  Orch. 

8520  1  Still  Love  You — Fox-trot, 

Herbert  Spencer  and  His  Orch. 
Speedy  Boy — Fox-trot, 

Markel's  Society  Favorites 

8521  Ah!  Sweet  Mystery  of  Life — Waltz, 

Dixie  Marimba  Players 

Gypsy  Love   Song — Waltz, 

Adrian  Schubert's  Concert  Orch. 

VOCAL  RECORDS 

S522  .My  Ohio  Home — Male  Duet,  Nov.  Ace, 

Lewis  and  Clark 
Blue  Land— Tenor  Solo,  Orch.  Acc, 

Irving  Kaufman 

8523  Mary  Ann — Male  Duet,  Nov.  Ace, 

Lewis  and  Clark 

Beautiful — Tenor  Solo,  Orch.  Acc... Irving  Kaufman 

8524  I  Can't  Do  Without  You — Baritone  Solo,  Orch. 

Acc  Rodman  Lewis 

You'd  Rather  Forget  Than  Forgive — Tenor  Solo. 
Orch.  Acc  Irving  Kaufman 

8525  I'm  Away  From  the  World — Baritone  Solo,  Orch. 

Acc  Rodman  Lewis 

Girl  of  My  Dreams — Tenor  Solo,  Orch.  Acc. 

Irving  Kaufman 

NOVELTY  RECORDS 

8526  Little   Marian   Parker — Tenor   Solo,   Nov.  Ace. 

Vernon  Dalhart 
Six  Feet  of  Earth— Male  Duet,  Nov.  Ace, 

Dalhart  and  Robison 

8527  I'm   Drifting   Back   to   Dreamland— Male  Duet, 

Nov.  Acc  Dalhart  and  Robison 

The  Little  Brown  Jug— Tenor  Solo,  Nov.  Ace, 

Vernon  Dalhart 
•  S52S  My  Ohio  Home— Octo-Chorda  Solo,  Piano  Acc. 

Roy  Smeck 

12th  Street  Rag— Ukulele  and  Piano  Duet, 

Roy  Smeck  and  Art  Kahn 

8529  My  Melancholy  Baby — Hawaiian  Guitars,  Vocal 

Refrain   Frank   Ferera's  Hawaiian* 

Down    Hawaii    Way — Hawaiian    Guitars,  Vocal 
Refrain   Frank  Ferera's  Hawaiians 

RACE  RECORD 

8530  Second   Hand  Daddy — Comedienne,  Nov.  Ace. 

Lizzie  Miles 

A  Good  Man  Is  Hard  to  Find — Comedienne,  Nov. 
Acc  Lizzie  Miles 


Banner  Records 


DANCE  RECORDS 

7051  Hello  Montreal — Fox-trot   Campus  Boys 

When   the   Robert  E.   Lee   Comes  to   Town — 

Fox-trot   Campus  Boys 

7052  Can't  Help  Lovin'  Dat  -Man   (From  the  "Show 

Boat") — Fox-trot   Continental  Dance  Orch. 

Do  I  Get  It  (I'll  Say  I  Do)— Fox-trot, 

Missouri  Jazz  Band 

7053  Coquette — Fox-trot   Sam  Lanin's  Dance  Orch. 

Bib  Brown  Eyes — Fox-trot. .  Hollywood  Dance  Orch. 

7054  I  Still  Love  You— Fox-trot, 

Herbert  Spencer  and  His  Orch. 
My  Little  Sunshine — Fox-trot, 

Missouri  Jazz  Band 

7055  She's  a  Great,  Great  Girl — Fox-trot. 

Herbert  Spencer  and  His  Orch. 


Speedy  Boy — Fox-trot    Gotham  Society  Orch. 

7056  Ramona— Waltz   Royal  Marimba  Band 

If  You  Loved  Mary — Waltz. .  .Imperial  Dance  Orch. 

7057  Lila — Fox-trot   Herbert  Spencer  and  His  Orch. 

Where  Will  I  Be?— Fox-trot, 

The  Original  Indiarta  Five 

7058  I'm  Crying  Cause  I   Know  I'm  Losing  You — 

Fox-trot   Sam  Lanin's  Dance  Orch. 

I  Found  a  Red,  Red  Rose  in  the  Moonlight — 
Fox-trot  Hollywood  Dane*  Orch. 

7059  Ah  Sweet  Mystery  of  Life — Waltz, 

Royal  Marimba  Band 

Yesterthoughts — Concert, 

Adrian  Schubert's  Concert  Orch. 

7060  Dolores — Fox-trot   Sam  Lanin's  Dance  Orch. 

Whisper  You  Love  Me — Fox-trot, 

Hollywood  Dance  Orch. 

7061  Little  Log  Cabin  of  Dreams — Fox-trot,  , 

Gotham  Society  Orch. 
Some  Day  in  June — Fox-trot.  .Hollywood  Dance  Orch. 

7062  Together — Waltz   Imperial  Dance  Orch. 

Come  on  Along — Waltz   Imperial  Dance  Orch. 

POPULAR  VOCAL  RECORDS 

7063  I  Can't  Do  Without  You — Baritone  Solo,  Orch. 

Acc   ......  Ralph  Haines 

Moonlight  Reminds  Me  of  You — Baritone  Solo, 
Orch.  Acc  Ralph  Haines 

7064  My  Ohio  Home — Male  Duet,  Nov.  Ace, 

Melody.  Twins 
I  Wanna  Go  Back  to  Indiana — Contralto  Solo, 
Piano  Acc  Helen  Richards 

7065  Beautiful — Tenor  Solo,  Orch.  Acc  George  Beaver 

If  You  Can't  Find  a  Man  of  Your  Own — Con- 
tralto Solo,  Piano  Acc  Helen  Richards 

7066  Mary  Ann — Male  Duet,  Nov.  Acc  Melody  Twins 

The   Big  Things   in   Life   to   Me — Tenor  Solo, 

Orch.  Acc  Charles  Harrison 

7067  Girl   of  My  Dreams — Tenor   Solo,   Orch.  Acc 

George  Beaver 
You'd  Rather  Forget  Than  Forgive — Tenor  Solo, 
Orch.  Acc  George  Beaver 

7068  I'm    Away    From    the    World — Baritone  Solo, 

Orch.  Acc  Ralph  Haines 

I  Wonder  If  You  Care— Tenor  Solo,  Orch.  Ace, 

Charles  Harrison 

STANDARD  RECORD 

7069  Southern  Roses— Waltz,  :  i  ■ 

Adrian  Schubert's  Concert  Orch. 
The  Skaters  (Les  Patineurs)- — Waltz, 

Adrian  Schubert's  Concert  Orch. 

NOVELTY  RECORDS 

7070  Two     Licorice     Drops — "Bricklayers" — Comedy 

Duet   l.Xook  and  Fleming 

Two  Licorice  Drops — "Mule  Mileage" — Comedy 
Duet   Cook  and  Fleming 

7071  12th  Street  Rag— Ukulele  and  Piano  Duet. 

Roy  Smeck  and  Art  Kahn 
Laughing  Rag — Octo-Chorda  Solo,  Piano  Acc", 

Roy  Smeck 

7072  My     Melancholy     Baby— Duet    Guitars,  Vocal 

Refrain   Frairk  Ferera's  Hawaiians 

Home    Again     (Hawaiian    Home    Song) — Duet 
Guitars,  Vocal  Refrain .'.  Frank  Ferera's  Hawaiians 

7073  I'm   Drifting   Back   to   Dreamland — Male  Duet, 

Nov.  Acc.  Dalhart  and  Robison 

Drifting  Down  the  Trail  of  Dreams— Male  Duet, 
Nov.  Acc  Dalhart  and  Robison 

7074  Little  Marian  Parker — Tenor  Solo,  Nov.  Ace, 

Vernon  Dalhart 
That  Old  Wooden  Rocker — Male  Duet,  Nov.  Acc. 

Dalhart  and  Robison 

RACE  RECORD 

7075  Nobody   Shows  What  My  Baby   Shows— Come- 

dienne, Nov.  Acc.   Lizzie  Miles 

Second   Hand   Daddy — Comedienne,  Nov.  Acc, 

Lizzie  Miles 

Domino  Records 


DANCE  RECORDS 

4114  I'm   Cryin'  Cause  I   Know  I'm  Losing  You — 

Fox-trot   Sam  Lanin's  Dance  Orch. 

When   the    Robert    E.    Lee   Comes    to   Town — 
Fox-trot   The  Rounder 

4115  Together — Waltz   Hollywood  Dance  Orch. 

Ramona — Waltz   Dixie  Marimba  Players 

4116  I  Still  Love  You — Fox-trot, 

Herbert  Spencer  and  His  Orch. 
Speedy  Boy — Fox-trot. ..  .Markel's  Society  Favorites 

4117  Coquette — Fox-trot   Sam  Lanin's  Dance  Orch. 

Tin-Ear — Fox-trot ..  Herbert  Spencer  and  His  Orch. 

4118  Hello  Montreal!— Fox-trot   The  Rounders 

You  Can't  Blame  Me  for  That — Fox-trot, 

The  Rounders 

4119  Lila— Fox-trot  Herbert  Spencer  and  His  Orch. 

She's  a  Great,  Great  Girl — Fox-trot, 

Herbert  Spencer  and  His  Orch. 

4120  Ah!    Sweet  Mystery  of  Life— AValtz, 

Dixie  Marimba  Players 
Gypsy  Love  Song — Waltz.  ...  Dixie  Marimba  Players 

4121  Little  Log  Cabin  of  Dreams — Fox-trot, 

Markel's  Society  Favorites 
Dolores — Fox-trot   Sam  Lanin's  Dance  Ofch. 

VOCAL  RECORDS 

4122  Mary  Ann — Male  Duet,  Nov.  Acc... Lewis  and  Clark 
Beautiful — Tenor  Solo,  Orch.  Acc. ..Irving  Kaufman 

4123  I  Can't  Do  Without  You — Baritone  Solo,  Orch. 

Acc  Rodman  Lewis 

You'd  Rather  Forget  Than  Forgive — Tenor  Solo, 
Orch.  Acc  Irving  Kaufman 

4124  My  Ohio  Home— Male  Duet,  Nov.  Acc, 

Lewis  and  Clark 

Blue  Land — Tenor  Solo,  Orch.  Acc. Irving  Kaufman 

4125  I'm    Away    From    the    World — Baritone  Solo, 

Orch.  Acc  Rodman  Lewis 

(Continued  on  page  108) 
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THE  LATEST  RECORD  BULLETINS— (Continued  from  page  107) 


Girl  of  My  Dreams — Tenor  Solo,  Orch.  Acc., 

  „  Irving  Kaufman 

NOVELTY  RECORDS 

0224  I'm  Drifting  Back  to  Dreamland— Male  Duet, 

Nov-.  Acc  Dalhart  and  Robison 

lhe  Little  Brown  Jug — Tenor  Solo,  Nov.  Acc, 
„,.,  T         „,    .      _    ,        „  Vernon  Dalhart 

0225  Little  Marian  Parker — Tenor  Solo,  Nov.  Acc, 

o-     v.         ,    •     ,  _  Vernon  Dalhart 

Six  Feet  of  Earth — Male  Duet,  Nov.  Acc, 

„,  .    „  _  Dalhart  and  Robison 

0226  My  Ohio  Home— Octo-Chorda  Solo,  Piano  Acc, 

12th  Street  Rag— Ukulele  and  Piano  Duet,°y  Sme°k 
noo7  *r    »r  i      i   ,     n  ,      ,  R°y  Smeck  and  Art  Kahn 

0227  My  Melancholy  Baby— Hawaiian  Guitars,  Vocal 

Refrain    ..... ....  ..Frank    Ferera's  Hawaiians 

JJown    Hawaii   Way— Hawaiian    Guitars,  Vocal 

Refrain  Frank  Ferera's  Hawaiians 

„        ,  „       RACE  RECORDS 
4126  Second  Hand  Daddy—Comedienne,  Nov.  Acc, 

i  r-     i  »r      T    tt  „■    .  Lizzie  Miles 

A  Good  Man  Is  Hard  to  Find— Comedienne,  Nov. 


Acc. 


.Lizzie  Miles 


Bell  Records 

588  Golden  Gate— Foxtrot] 

r~  „r       r-     .  Chuck  Sawyer  and  His  Syncopators 
<S7  Cfar?h"e— F°Jv'™t  .......... Kirby's  Kings  of  Jazz 

587  If  I  Can't  Have  You— Fox-trot, 

....  .  ,  .  _  Chuck  Sawyer  and  His  Syncopators 
...  Whisp  nng  Eyes— Fox-trot. Hal  Stuart  and  His  Gang 
586  lm  Always  Smiling— Fox-trot. . Sunnyside  Inn  Orch 
c„.  §,ome  Other  Time— Fox-trot . Hal  Stuart  and  His  Gang 
585  There  Ain't  No  Sweet  Man— Fox-trot, 

„ ■.  .  T .  ,      _,  Hal  Frazer  and  His  Georgians 

to.  Licks— Fox-trot  ..Original  Atlanta  Footwarmers 
584  I  Just  Roll  Along  Havin'  My  Ups  and  Downs 

Tr^°«tr?tV>Ru^}r  Green  and  His  Manhattan  Madcaps 

If  I  Had  My  Way  About  My  Sweetie — Fox-trot, 
,.,  „.      ,.  ,Rub/  Green  and  His  Manhattan  Madcaps 
583  Moonlight  ■  On   the   Danube — Waltz, 

r         |         „T  Jimmy  Peltzer  and  His  Boys 

Little  Love  Notes — Waltz 
,„„        ,     '  Jimmy  Peltzer  and  His  Boys 

582  Wob-A-Ly  Walk— Fox-trot, 

_  _  ,  Chuck  Sawyer  and  His  Syncopators 

I  Fell  In  Love  With  You— Fox-trot, 

Ted  Parker  and  His  Troubadours 
581  Danger!    (Look  Out  for  That  Girl)— Fox-trot, 

Sunnyside  Inn  Orch. 

Down  Moonlight  Lane — Fox-trot, 
,         .                            Ted  Parker  and  His  Troubadours 
580  Kiss  and  Make  Up— Vocal  Solo  Chris  Patterson 

Life  Without  You  Is  Just  a  Bubble— Vocal  Solo, 

Arthur  Fields 

579  For  My  Baby — Vocal  Solo  Horace  Winters 

I  Know  We'll  Meet  Again — Vocal  Solo 
«,»  .    ,  Arthur  Fields 

578  Everybody  Loves  My  Girl — Fox-trot, 

Imperial  Dance  Orch. 

Sueno  Chino — Fox-trot   Imperial  Dance  Orch. 

577  Lady  of  Havana — Fox-trot.  .Arlington  Garden  Orch. 

Carnival — Fox-trot  Arlington  Garden  Orch. 

576  Down  South — Fox-trot. .  Dick  Burton  and  His  Orch. 
Mother  of  the  Volga — Fox-trot, 

Dick  Burton  and  His  Orch. 

575  Cobble-Stones — Fox-trot  Club  Folly  Orch 

When  We're  Together— Fox-trot  Club  Folly  Orch 

574  Among-  My  Souvenirs— Fox-trot. .  Club  Folly  Orch. 

One  Golden  Hour— Fox-trot  Hill  Top  Inn  Orch. 

573  The  Hours  I  Spent  With  You— Fox-trot, 

Dick  Burton  and  His  Orch. 
I  Dream  About  You — Fox-trot, 

Dick  Burton  and  His  Orch. 
572  The  Song  Is  Ended— Waltz, 

Dick  Burton  and  His  Orch. 
Sweet  Violets — Fox-trot. .  Dick  Burton  and  His  Orch. 
1176  My  Father's  House — Spiritual, 

Plantation  Jubilee  Singers 
Give  Away  Jordan — Spiritual, 

Plantation  Jubilee  Singers 
1174  Down  Home  Blues — Blues, 

Bud  Wanner  and  His  Red  Caps 
Fourth  Avenue  Stomp — Stomp, 

Little  Joe  Jackson  and  His  Boys 

1173  Hesitation  Blues— Vocal  Blues  Big  Boy  Woods 

Devil  in  the  Lions'  Den — Vocal  Blues, 

Big  Boy  Woods 
1172  Over  the  Waves — Old-Time  Instrumental, 

Uncle  Frank  Tempi  eton 
After  the  Ball;  Peek  A  Boo;  In  the  Good  Old 
Summertime;  The  Kentucky  Bean  With  His 
Double  Barreled  Shot  Gun — Old-Time  Instru- 
mental Uncle  Frank  Templeton 

1171  And  the  Cat  Came  Back— Old-time  Fiddlin', 

Fiddlin'  Bob  White 

Cripple  Creek — Old-time  Fiddlin', 

Fiddlin'  Bob  White 
1170  When  the  Moon  Shines  Down  Upon  the  Moun- 
tain— Old  Time  Singin'  and  Playin' 

Vernon  Dalhart 
You'll  Find  Her  With  the  Angels— Old  Time 

Singin'  and  Playin'  Godfrey  Borton 

1169  It  Can't  Be  Done— Old  Time  Singin' and  Playin', 

Will  Pickett 

Bury  Me  on  the  Lone  Prairie — Old  Time  Singin' 

and  Playin'   George  Talbot 

1168  Praise   the    Lord,   It's    So— Old    Time  Sacred 

Singin'   Belford  and  Rogers 

I  Am  Resolved — Old  Time  Sacred  Singin', 

Belford  and  Rogers 
1167  The  Marian  Parker  Murder — Old  Time  Singin' 

and  Playin'  Henry  Graham 

Wreck  of  the  Virginian  Train  No.  3 — Old  Time 

Singin'  and  Playin'   Henry  Graham 

1166  Gypsy  Love  Song — Vocal  The  Lorain  Four 

Love's  Old  Sweet  Song — Vocal.... The  Lorain  Four 
1165  Strange  Isles  Medley — Hawaiian  Guitar  Duet, 

The  Hawaiian  Serenaders 
Waialae — Hawaiian  Guitar  Duet, 

The  Hawaiian  Serenaders 


Gennett  Records 


(ELECTROBEAM  BLACK  LABEL) 
LIST  FOR  APRIL  1 
POPULAR  DANCE 

6380  What'll  You  Do— Fox-trot, 

The  Cotton  Pickers  (Andy  Mansfield,  Dir.) 
Third  Rail — Fox-trot, 

The  Cotton  Pickers  (Andy  Mansfield,  Dir.) 

6381  Wob-a-ly  Walk — Fox-trot,  with  Specialty  Chorus, 

Gordon  Howard  and  the  Multnomah  Chieftains 
If  _I    Can't    Have   You — Fox-trot,   with  Vocal 


— Fox-trot,   with  Vocal  Chorus. The  New  Yorkers 

6383  There  Ain't  No  Sweet  Man  That's  Worth  the 

Salt    of    My    Tears — Slow     Fox-trot,  with 

Chorus   Harry  Pollack's  Blue  Diamonds 

Shepherd  of  the  Hills — Fox-trot,  with  Chorus, 

Harry  Pollack's  Blue  Diamonds 

6384  Danger!    (Look   Out   for   That   Gal)— Fox-trot, 

with  Chorus.. Mack  Finkel's  Clover  Gardens  Orch. 
I'm  Always  Smiling — Fox-trot,  with  Chorus, 

Mack  Finkel's  Clover  Gardens  Orch. 
POPULAR  VOCAL 

6385  (What  Could  Be  Finer  Than  a  Seat  in  a  Diner) 

On  a  Train  to  Carolina  Wright-Wrong 

She  Didn't  Say  "Yes,"  She  Didn't  Say  "No" 
(She   Only  Said   "Maybe")  Wright- Wrong 

6386  Laugh    Clown,    Laugh — Accomp.    by    the  New 

Yorkers  Arthur  Hall 

Little  Log  Cabin  of  Dreams — Accomp.  by  the 

New  Yorkers   Arthur  Hall 

OLD  TIME  PLAYING 
6390  And   the   Cat   Came   Back— Old   Time  Fiddlin' 

with  Guitar  Accomp  Fiddlin'  Doc  Roberts 

Billy  in  the  Low  Ground — Old  Time  Fiddlin', 

with  Guitar  Accomp  Fiddlin'  Doc  Roberts 

OLD  TIME  SINGIN'  AND  PLAYIN' 

6387  Your  Mother  Still  Prays  for  You,  Jack — Sung 

by  Mrs.  Otto  Gray, 

Otto  Gray's  Oklahoma  Cowboy  Band 
In  the  Baggage   Coach  Ahead — Sung  by  Mrs. 
Otto  Gray  ..Otto  Gray's  Oklahoma  Cowboy  Band 

6388  Down   Where  the   Swanee   River  Flows — With 

Guitar  Accomp  David  Miller 

Give   My   Love   to   Nellie,  Jack — With  Guitar 

Accomp  David  Miller 

OLD  TIME  SACRED  SINGING 

6389  Praise  the  Lord,  It's  So — With  Guitar  and  Harp 

Accomp  John  McGhee-Frank  Welling 

I'm  on  the  Sunny  Side — With  Guitar  and  Harp 

Accomp  John  McGhee-Frank  Welling 

STANDARD  VOCAL 

6391  Silver  Threads  Among  the  Gold, 

Maple  City  Four  of  WLS 

Perfect  Day, 

Luke  Minnick's  Harmony  Four  of  WLY\ 
HAWAIIAN 

6392  Aloha  Oe — Hawaiian  Guitars, 

Sam  Ku,  Jr.  (Of  the  Irene  West  Royal  Hawaiians) 
Strange  Isles  Medley — Hawaiian  Guitars, 

Sam  Ku,  Jr.  (Of  the  Irene  West  Royal  Hawaiians) 
RACE  RECORDS 

6393  Lazybone  Blues — Instrumental  Blues, 

King  Brady's  Clarinet  Band 
Embarrassment  Blues — Instrumental  Blues, 

King  Brady's  Clarinet  Band 

6394  My  Father's  House — Spiritual.  .Pace  Jubilee  Singers 
Witness  for  My  Lord — Spiritual, 

Pace  Jubilee  Singers  (Featuring  Catherine  Simpson) 


Harmony  Records 

DANCE  RECORDS 
609-H  Ramona — Waltz,  with  Vocal  Refrain, 

Lou  Gold  and  His  Orch. 
Moonlight  Lane — Waltz,  with  Vocal  Refrain, 
The  Westerners 

613-H  I  Can't  Do  Without  You — Waltz,  with  Inci- 
dental Singing, 

Andy  Sannella  and  His  All  Star  Trio 
Beautiful  (Incidental  Singing) — Fox-trot, 

Andy  Sannella  and  His  All  Star  Trio 


615-H  Little  Mother— Waltz,  with  Vocal  Refrain, 

Bar  Harbor  Society  Orch.  10 
My  Stormy  Weather  Pal — Waltz,  with  Vocal 

Refrain   Manhattan  Dance  Makers  10 

607-H  01'  Man  River   (From  "Show  Boat")— Fox- 
trot, with  Vocal  Refrain, 

L.  Raderman  and  His  Pelham  Heath  Inn  Orch.  10 
Why  Do  I  Love  You?  (From  "Show  Boat") 
— Fox-trot,  with  Vocal  Refrain, 
L.  Raderman  and  His  Pelham  Heath  Inn  Orch.  10 
603-H  When— Fox-trot,  with  Vocal  Chorus, 

Ernie  Golden's  Orch.  10 
Who's     Blue     Now? — -Fox-trot,     with  Vocal 

Chorus   Ernie  Golden's  Orch.  10 

620-H  Was  It  a  Dream? — Waltz .  Melody  Waltz  Orel]  10 
Ah!    Sweet  Mystery  of  Life — Waltz, 

,      „  Melody  Waltz  Orch.  10 

605-H.  In   the   Sweet   Bye   and    Bye — Fox-trot,  with 

Vocal   Chorus   Broadway  Bell  Hops  10 

Coquette — Fox-trot,  with  Vocal  Chorus, 
,„,„  „.  ,  Broadway  Bell  Hops  10 

''04- H  One  More  Night— Fox-trot,  with  Vocal  Chorus, 

Manhattan  Dance  Makers  10 
Down  South — Fox-trot,  with  Vocal  Chorus, 

Manhattan  Dance  Makers  10 

616-  H  Luscious — Fox-trot,  with  Vocal  Refrain, 

Lou  Gold  and  His  Orch.  10 
I'm  Waiting  for  Ships  That  Never  Come  In 
Fox-trot,  with  Vocal  Refrain, 

Lou  Gold  and  His  Orch.  in 

617-  HStay   Out  of  the  South!    (If  You   Want  to 

Miss  a  Heaven  on  Earth) — Fox-trot,  with 

Vocal   Refrain   University  Six  10 

Lila — Fox-trot,  with  Vocal  Refrain, 
,  „  _  _   '  _         University  Six  10 

610-  H  Danger!  (Look  Out  for  That  Gal)— Fox-trot. 

Victor  Irwin  and  His  Orch.  10 
I  Found  a  Horseshoe — Fox-trot,  with  Vocal 
TT     Refrain   The  Night  Club  Orch.  10 

611-  HOh,  Gee!   Oh,  Joy!    (From  "Rosalie")— Fox- 

trot, with  Vocal  Refrain, 

L.  Raderman  and  His  Pelham  Heath  Inn  Orch.  10 
She's    a    Great,    Great    Girl — Fox-trot,  with 

Vocal  Refrain   The  Westerners  10 

VOCAL  RECORDS 
614-H  Mary   Ann — Vocal   Duet. .  .Harmony  Brothers  10 
Tell  Me  You're  Sorry— Vocal  Duet, 

Harmony  Brothers  10 
619-H  Speedy  Boy — Vocal,   with   Accomp.  Univer- 
sity Six   Jack  Kaufman  10 

She's  the   Sweetheart  of  Six   Other   Guys — 
Vocal,  with  Accomp.  by  University  Six, 

Jack  Kaufman  10 
618  H  Hush-a-Bye  Baby — Male  Quartet, 

Knickerbocker  Quartet  10 
If  I  Can't  Have  You   (I  Want  to  Be  Lone- 
some— I  Want  to  Be  Blue) — Male  Quartet, 

Knickerbocker  Ouartet  10 
606-H  Roll  Them  Roly  Boly  Eyes— Vocal, 

Al  Bernard  10 
Ida!  Sweet  as  Apple  Cider — Vocal, 

Al  Bernard  10 

612-  H  I'll  Meet  Her  'When  the  Sun  Goes  Down- 

Vocal  Mack  Allen  10 

When    the    Son    Goes    Down    Again — Vocal 

Duet    Mack  Allen-Gil  Parker  10 

NOVELTY 
608-H  The  Lion  Tamer — Parts  1  and  2,  _ 

Irving  Kaufman  10 
621-H  Romola — Hawaiian  Guitar  Duet, 

Frank  Ferera-Anthony  Franchini  10 
Honolulu  Bay — Hawaiian  Guitar  Duet, 

Frank  Ferera-Anthony  Franchini  10 


Sidney  Johnson  Elected  President 
of  Oregon  Music  Trades  Assn. 


Gordon  Howard  and  the  Multnomah  Chieftains 
6382  Moonlight  on  the  Danube — Waltz,  with  Vocal 

Chorus   The  New  Yorkers 

I  Just  Roll  Along  Havin'  My  Ups  and  Downs 


Portland,  Ore.,  April  3.— The  G.  F.  Johnson 
Piano  Co.,  of  410  Morrison  street,  for  the  past 
ten  years  one  of  the  most  prominent  music 
stores  in  Portland,  has  closed  its  doors,  and, 
according  to  G.  F.  Johnson,  involuntary  bank- 
ruptcy papers  will  be  filed  by  him  in  a  few 
days. 

The  A.  A.  Hager  Co.,  of  Eugene,  Ore.,  an- 
nounces the  addition  of  a  record  department. 
The  company  will  carry  the  Harmony  records 
exclusively. 

The  Oregon  Music  Trades  Association  held 
its  annual  meeting  March  14  at  the  Elks'  Club 
with  a  small  but  representative  attendance.  The 
election  of  officers  for  the  coming  year  was 
the  main  object  of  the  gathering,  and  this  was 
attended  to  in  short  order,  all  the  officers  be- 
ing unanimously  elected.  Sidney  Johnson, 
manager  of  Sherman,  Clay  &  Co.,  was  chosen 
president;  E.  B.  Hyatt,  of  the  Hyatt  Music  Co., 
vice-president,  and  J.  J.  Collins,  of  Collins  & 
Erwin,  secretary-treasurer,  a  post  he  has  held 
for  the  past  three  years. 

W.  C.  Rice,  pioneer  phonograph  man  of 
Seattle,  Wash.,  has  been  appointed  manager  of 
the  Portland  wholesale  branch  of  the  Pacific 
Northwest  Victor  Distributing  Co.,  succeeding 
Elmer  Hunt,  resigned. 

Elmer  Hunt,  who  was  connected  with  Sher- 
man, Clay  &  Co.  for  about  thirty  years,  and 
who  has  been  in  charge  of  the  wholesale  de- 
partment for  many  years,  has  not  announced 
his  future  plans. 

Randall  Bargelt,  Oregon  representative  of 
the  Columbia  Phonograph  Co.,  returned  from  a 


trip  into  his  southern  Oregon  territory  full  of 
enthusiasm  and  news  of  dealers'  activities  in 
that  district.  He  reports  that  the  Ocla  E. 
White  Co.,  of  Medford,  is  opening  a  branch 
store  at  Klamath  Falls. 

Sherman,  Clay  &  Co.  have  established  a  new 
branch  store  at  Corvallis,  Ore.,  according  to  a 
report  by  Sidney  Johnson,  manager'  of  the 
Portland  branch. 

P.  L.  Clay,  of  San  Francisco,  spent  March  19 
in  Portland  in  company  with  Ernest  Ingold, 
Atwater  Kent  distributor.  A  meeting  of  all 
Sherman,  Clay  &  Co.  employes  was  held,  at 
which  time  Mr.  Clay  gave  a  splendid  talk  and 
introduced  Mr.  Ingold,  who  also  gave  an  in- 
teresting radio  talk. 

Herman  Kenin  and  his  Multnomah  Hotel 
orchestra,  who  have  a  number  of  Victor  records 
to  their  credit,  have  returned  from  California, 
where  they  journeyed  for  the  express  purpose 
of  making  a  new  set  of  records  for  the  Victor 
Talking  Machine  Co. 

The  phonograph  department  of  Olds,  Wort- 
rnan  &  King  presented  an  educational  program 
in  the  form  of  a  concert-lecture  before  mem- 
bers and  friends  of  the  Portland  Junior  Sym- 
phony orchestra. 

Sigrid  Onegin,  contralto  and  exclusive  Bruns- 
wick artist,  was  here  in  concert  March  19,  and 
completely  captivated  her  audience. 

Ed  Borgum,  who  has  been  in  charge  of  the 
phonograph,  radio  and  record  departments  of 
Olds,  Wortman  &  King  department  store  since 
the  establishment  of  a  music  department  about 
six  months  ago,  has  resigned.  J.  A.  Perry  has 
been  appointed  in  his  place. 
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Toledo  Reports  Big 
Increase  in  Sales 

Talking  Machine,  Radio  and  Record  Sales 
Volume  for  First  Quarter  of  1928 
Greater  Than  That  of  1927 

Toledo,  O.,  April  9. — Talking  machine,  radio 
and  record  sales  for  the  first  quarter  of  1928 
have  produced  a  greater  volume  than  the  same 
period  last  year. 

Frank  E.  Flightner  recently  held  an  opening 
of  his  new  music  store  at  2124  Ashland  avenue. 
Mr.  Flightner  features  the  Columbia  Sonora 
and  Steinite  lines. 

The  demonstration  of  the  new  8-35  Ortho- 
phonic  Victrola  at  the  Commodore  Perry  Hotel 
on  Tuesday  by  the  Victor  Talking  Machine  Co. 
and  its  jobbers,  the  Chicago  Talking  Machine 
Co.,  the  Cleveland  Talking  Machine  Co.  and 
Grinnell  Bros.,  Detroit,  was  well  attended. 
Dealers  were  enthusiastic  over  the  smart  ap- 
pearance of  the  instrument. 

Robert  C.  Elwell,  for  the  past  three  years 
associated  with  J.  W.  Greene  Co.,  is  now  man- 
ager of  the  radio  and  machine  sections  of  Grin- 
nell Bros. 

The  Lion  Store  music  rooms  for  the  first 
quarter  have  experienced  a  larger  business  than 
a  year  ago,  L.  S.  Talbert,  manager,  stated.  A 
number  of  sales  recently  have  resulted  from 
courtesy  demonstrations  in  the  U.  B.  Churches, 
Knights  of  Columbus  Hall  and  Maternity  Hos- 
pital. Restaurants  are  being  solicited  by  letter 
followed  by  a  call  of  a  salesman. 

At  the  J.  W.  Greene  Co.,  radio  volume  sur- 
passed the  first  quarter  of  last  year.  Phono- 
graph and  record  sales  are  holding  their  own. 
Recently  the  Allen,  QRS  and  Carryola  lines 
were  added.  The  store  is  deriving  much  pub- 
licity and  not  a  little  business  from  the  hook- 
up with  station  WSPD.  Every  morning  an 
Orthophonic  program  arranged  by  Miss  Helen 
Baumgardner,  in  charge  of  records,  is  broad- 
cast for  an  hour. 

The  Whitney-Blaine-Wildermuth  Co.  reports 
the  firm  had  expanded  its  force  through  the 
addition  of  A.  Cunningham  and  J.  Carter.  Also 
Domino  records,  Golden  Sun  reproducer  and 
Quaker  portables  have  been  added.  Some  time 
ago  the  house  started  sending  a  baby  record 
book  to  new  arrivals  upon  our  planet;  this  little 
courtesy  has  paid  handsomely  in  addition  to 
creating  much  good  will. 

At  the  LaSalle  &  Koch  Co.  the  new  Bruns- 
wick Shop  is  gradually  gaining  momentum,  ac- 
cording to  Miss  M.  Plotkin,  in  charge.  Walter 
Wolf  has  been  appointed  manager  of  the  Radio 
Shop.  Radiola,  Atwater  Kent  and  Steinite  lines 
are  featured. 

The  Toledo  Radio  Co.,  Sparton  wholesaler, 
is  doing  a  better  business  than  a  year  ago,  ac- 
cording to  Chas.  H.  WomeldorfF,  president. 

The  United  Music  Store  is  putting  forth  much 
effort  on  Brunswick  machines.  A  large  number 
of  Panatropes  have  been  sold  recently,  Harry 
Wasserman  stated. 

Ralph  Crane,  of  Bowling  Green,  O.,  has  taken 
over  the  interests  of  Kenneth  Halleck  in  the 
Crane-Halleck  Co.  The  store  deals  in  pianos, 
phonographs  and  radio,  featuring  Victor  and 
Sparton  lines. 

Porter  Bros.,  Findlay,  O.,  recently  completed 
enlargement  and  improvement  of  a  new  store 
on  Main  street,  which  they  occupied  within  the 
recent  past. 

The  Gift  &  Radio  Shop,  Tiffin,  O.,  moved 
into  a  new  store  in  the  heart  of  the  business 
district.  Sparton  sets  are  featured  in  a  Spring 
sales  promotion  drive. 


New  French  Paper 

Revue  des  Machines  Parlantes  is  the  title  of 
an  interestingly  edited  publication  devoted  ex- 
clusively   to    talking    machines    and  records, 


which  is  issued  in  Paris,  France,  by  the  same 
organization  that  publishes  Music  et  Instru- 
ments, a  well-known  monthly  covering  the 
music  industry,  of  which  Auguste  Bosc  is  di- 
rector. The  Revue  des  Machines  Parlantes 
should  do  much  to  stimulate  a  greater  interest 
in  talking  machines  and  records  throughout 
France  and  its  colonies. 

Victor  Portable  on 
Asiatic  Expedition 

When  Roy  Chapman  Andrews  and  the  Cen- 
tral Asiatic  Expedition  of  the  American  Mu- 
seum  of  Natural  History,  of  which  he  is  the 
head,  depart  in  the  near  future  from  Peking 
for  the  Gobi  Desert  and  Turkestan,  they  will 
carry  with  them  a  portable  Victrola  and  a  large 
number  of  records,  the  gift  of  the  Victor  Co. 

AC  Operation  De- 
scribed by  Arcturus 

An  interesting  booklet  telling  how  to  operate 
any  receiver  from  ordinary  house  current  with- 
out batteries  through  the  use  of  AC  tubes  has 
been  prepared  by  the  Arcturus  Radio  Co.,  New- 
ark, N.  J.  It  explains  the  various  types  of  AC 
tubes  and  how  the  work  is  done,  as  well  as 
detailing  the  adaptation  of  receivers  to  AC 
operation  by  using  the  Arcturus  AC  table. 


Buys  Edison  Business 


Robert  J.  Bolan,  formerly  traveler  for  Thos. 
A.  Edison,  Inc.,  and  connected  with  that  com- 
pany in  Orange  for  twenty-three  years,  has  pur- 


chased the  retail  Edison  phonograph  business 
of  F.  A.  Intermister,  in  Scranton,  Pa.,  regarded 
as  one  of  the  best  Edison  retail  shops  in  the 
East.  Mr.  Bolan  has  had  a  varied  experience 
and  a  thorough  knowledge  of  the  business. 

J.  H.  Mayers  Warns 
of  "Gyp"  Customer 

Joseph  H.  Mayers,  proprietor  of  the  Inter- 
national Phonograph  Co.,  New  York  City, 
sends  warning  to  the  talking  machine  and  radio 
trade: 

"On  February  29,  1928,  a  customer  giving  the 
name  of  Samuel  Fain,  1237  Fortieth  street, 
Brooklyn,  N.  Y.,  purchased  a  Zenith  16  E.  P., 
serial  No.  12682.  A  first  deposit  of  $50  was 
received.  One  day  after  the  Zenith  was  in- 
stalled it  was  removed  from  the  premises.  We 
have  learned  that  this  man  makes  it  a  practice 
to  buy  radios  and  furniture  on  the  instalment 
plan,  orders  it  to  a  certain  address  and  dis- 
poses of  same  within  a  day  or  two  after  a 
delivery  without  leaving  any  trace  or  clue  as 
to  his  whereabouts." 

New  Songs  Featured 
in  Plaza  Bulletin 

The  Plaza  Music  Co.  bulletin  for  April,  issued 
by  the  sheet  music  department  of  the  Plaza 
Music  Co.,  New  York  City,  lists  the  latest  re- 
leases of  the  leading  publishers,  and  among 
other  features  Irving  Berlin's  new  triumph, 
"I  Can't  Do  Without  You,"  "Chloe-E,"  "You 
Can't  Blame  Me  for  That,"  "So  Tired,"  "Lou'si- 
ana  Lullaby,"  "Starlight  Lane"  and  "Speedy 
Boy." 
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The  Talking  Machine  World,  Kexv  York,  April,  1928 


WE  THANK  YOU 

The  announcement  last  month  of  our  new  Empire 
products  for  the  1928-1929  season  has  brought  us 
inquiries  for  samples  from  all  parts  of  the  world* 
Orders  for  immediate  delivery  are  now  being  received 
daily  and  the  trade  has  been  quick  to  appreciate  the 
merits  of  the  new  Empire  line* 


Neii'  Empire  No.  5  Reproducer 


These  new  EMPIRE  TONE-ARMS, 
No.  12  (illustrated),  and  No.  15, 
are  made  in  several  lengths:  6V2  ins., 
7V2  ins.  and  8V2  ins.;  meeting  the  re* 
quirements  for  every  type  of  phono- 
graph. 

We  are  continuing  the  manufacture  of  our 
popular  No.  75  tone-arm  for  large  machines 
and  the  No.  2  tone-arm  for  portables. 


The  prices  are  right.   Send  for  samples 

The  Empire  Phono  Parts  Co. 


Established  In  1914 

103 16  Madison  Avenue 


WM.  J.  McNAMARA,  President 


Cleveland.  Ohio 


B.  A.  Rolfe  and  His  Famous  Palais  d'Or  Orchestra  Play  Exclusively  for  the  Edisonic 


The  Latest  Broadway  Jazz— "Close-up 


Your  patrons  know  of  the  gay  Palais 
d'Or  on  bright  Broadway!  At  this 
favorite  resort  of  diners  and  dancers 
the  music  is  always  sprightly  and  care- 
dispelling;  Rolfe  and  his  merry  men 
interpret  the  newest  tunes  irresist- 
ibly! Only  for  the  Edisonic  do  Rolfe 
and  his  Palais  d'Or  Orchestra 
make  records!    On  the 
Edisonic  they  know 
that  their  lilting 
music  will  be 


faithfully  Re-Created — each  instru- 
ment, each  note,  clearly  silhouetted 
in  clean-cut  perfection.  Demonstrate 
THE  EDISONIC  to  your  trade  with 
some  of  the  Rolfe  Records!  Share 
in  the  prestige  and  sales  that 
"Edison"  —  the  greatest  name 
in  the  phonograph  industry, 
brings   alert  dealers. 

THOMAS  A.  EDISON, 
Inc.  *  Orange, 
New  Jersey 


T"E  D  I  S  O  N  I  C 


ADDRESS  THE  DISTRIBUTOR  NEAREST  YOU: 


EDISON  PHONOGRAPH  DISTRIBUTING 
CO.,  Orange,  N.  J.;  155  So.  Forsyth  St.,  At- 
lanta, Ga.;  185  State  St.,  Boston,  Mass.; 
3130  So.  Michigan  Ave.,  Chicago,  111.;  500 
Elm  St.,  Dallas,  Tex.;  1636  Lawrence  St.. 
Denver,  Colo.;  1215  McGee  St.,  Kansas  City, 


Mo.;  608  First  Ave.,  No.,  Minneapolis, 
Minn.;  128  Chartres  St.,  New  Orleans,  La.; 
909  Penn  Ave.,  Pittsburgh,  Pa.;  1267  Mission 
St.,  San  Francisco,  Calif.;  St.  Thomas,  Ont, 
Canada;  W.  A.  Myers,  T61  W.  Edwin  St., 
Wiliiamsport,  Pa.;  B.  W.  Smith,  Inc.,  2019 


Euclid  Ave.,  Cleveland,  Ohio;  Proudfit 
Sporting  Goods  Co.,  2327  Grant  Ave.,  Ogden, 
Utah;  Girard  Phonograph  Co.,  Broad  and 
Wallace  Sts.,  Philadelphia,  Pa.;  C.  B.  Haynes 
Co.,  Inc.,  19  W.  Broad  St.,  Richmond,  Va.: 
Silverstone  Music  Co.,  1114  Olive  St.,  St. 
Louis,  Mo. 
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Scrap  Your  Smoked  Glasses 


THE  trade  outlook  is  bright;  better  than  it  has  been 
since  radio  became  a  factor  in  retail  activities. 
Reports  from  all  sections  denote  a  quickening  of 
interest.  Sales  of  talking  machines  increase  steadily.  High 
and  low-priced  models  move  at  a  more  than  satisfactory  rate. 
Portable  phonographs  grow  in  popularity  by  leaps  and 
bounds.  Dealers  are  reaping  a  harvest  from  the  sales  of 
these  instruments.  Record 
sales  were  never  better,  and 
there  is  no  let-up  in  the  demand 
in  sight.  Radio  set  sales  are 
bringing  substantial  profits  to 
aggressive  dealers.  Consumer 
uncertainty  regarding  radio  has 
been  largely  dissipated.  Stabi- 
lization in  radio  is  rapidly 
becoming  a  certainty.  The 
Federal  Radio  Commission  is 
functioning  efficiently  and  the 
"chaos"  in  broadcasting  is,  to 
some  extent,  history.  Programs 
have  never  been  better. 


The  Silver  Lining 


Every  Dealer  Should 
Read  These  Articles 


Set  Record  Sales  Quota — By  Roy 

George  (Page  4 


fundamental  principles  in  retail  selling.  Theories  that  look 
well  on  paper  will  not  do  the  trick.  Reduced  to  a  simple 
formula,  retailing  consists  of  buying  right  and  selling  at  a 
profit.  Buying  is  easy  once  the  right  lines  are  selected. 
But  select  carefully.  Handle  merchandise  with  the  least 
sales  resistance.  That  means  standard  products  made  by 
reputable  manufacturing  organizations.    Stay  away  from  the 

unknown,  unless  the  men  be- 
hind the  product  are  known  for 
their  integrity  and  ability  and 
the  line  is  distinctive  enough  so 
that  you  have  a  fair  chance  to 
light  for  business  in  the  face  of 
the  keen  competition  existing 
at  the  present  time. 


Record  of  the  Month  Club  Plan- 
By  C.  H.  Mansfield  (Page  /o 

Profit  Winning  Sales  Wrinkles 
A   Budget   of  Sales  Building 

Ideas  (Page  14 


Selling     Latin- American  Field 
Successfully — By  John  Lilien- 

thal  (Page  16 


Making  Your  Windows  Work 
Overtime  Practical  Window 
Display  Tips  (Page  22 


Know  Your  Radio  Line  to  Build 
Retail  Success — By  P.  D.  Fah- 

nestock  (Page  24) 

Operation  of  AC  Tubes  and  Socket 
Power  in  General  By  Dr.  Al- 
fred N.  Goldsmith  (Page  28) 


These  are  facts  and  they 
have  a  bearing  on  the  prosperity 
of  the  retail  trade:  Talking 
machines,  both  large  instru- 
ments and  portables,  have  been 
vastly  improved.  Methods  of 
recording  have  kept  pace  witli 
machine  development,  and  re- 
production is  practically  perfect. 
Radio  has  made  startling  strides 
in  the  past  year.  AC  sets  have 
been  placed  on  the  market, 

simplifying  operation  and  eliminating  maintenance  worries 
on  the  part  of  the  consumers.  This  has  reduced  service  calls 
on  dealers,  which  in  turn  has  cut  service  overhead,  making 
possible  a  dealer  profit.  Battery  sets  continue  in  fair  de- 
mand for  the  simple  reason  that  there  always  will  be  a 
market  for  these  products.  Dealers  have  solved  many  of 
the  profit-killing  problems  that  were  so  worrisome  in  the 
past.  They  have  learned  by  experience.  In  short,  the  entire 
stage,  from  manufacturing  down  to  retailing,  is  set  for  big 
business  throughout  the  present  year. 

What  the  retail  dealers  of  the  country  do  with  the  oppor- 
tunity that  is  theirs  depends  on  the  efficiency  of  their  mer- 
chandising methods.    The  time  has  come  to  get  back  to 
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Strip  for  Action 

The    time    has    arrived  in 
talking  machine  and  radio  mer- 
chandising when  salesmanship 
is  the  dominant  factor  in  retail 
success.    Order-taking  is  obso- 
lete.    Swivel-chair  store  man- 
agement has  gone  by  the  boards. 
Intelligently  directed  sales  pro- 
motion   backed    by  energetic 
sales  effort  will  bring  home  the 
bacon.    In  a  few  words:  Ad- 
vertise, circularize,  demonstrate 
and  sell.   Get  down  to  business. 
If  the  customer  does  not  come 
to  the  store,  go  to  the  customer. 
If  you  don't  a  competitor  will. 
Keep  your  salesmen,  on  their 
toes.     If  the  business  in  the 
store  is  slack  send  them  out  to 
call  on  prospects.    Another  point:    Watch  overhead.  Elim- 
inate waste.    Get  rid  of  slow-moving  stock.    It  can  be  done. 
Put  your  salesmen  on  the  job.    Assets  are  just  as  much  tied 
up  in  immovable  stock  as  they  are  frozen  in  slow  paying  and 
uncollectible  accounts.    Go  after  delinquents — hard.  Make 
them  pay.    Slow-paying  accounts  are  profitless.    Get  rid  of 
them.    Sell  at  a  profit.    Strip  your  business  for  some  real 
action  by  getting  rid  of  the  deadwood.    Pay  real  salaries  to 
good  salesmen.    That  is  good  economy.    Make  the  best  pos- 
sible use  of  the  manufacturers'  sales  aids.   That  also  is  econo- 
my and  good  sense.   Yes,  there  is  ample  reason  for  optimism 
— but  optimism  must  be  backed  by  hard,  intelligent  work 
on  the  part  of  every  factor  in  this  great  industry. 


Set  Record  Sales  Quota 

Geo.  P.  Ripper  Assigns  Quota  of  Records  to  Every  Machine  Sale 
and  Finds  Plan  Keeps  Disc  Sales  Up  to  10  Per  Cent  of  Business 

By  Roy  George 


PHOENIX,  Arizona,  is  the  scene  of  one  of 
the  finest  exclusive  Brunswick  shops  to  be 
found  in  the  country,  and  due  to  the  ex- 
ceptional management  of  Geo.  P.  Ripper,  who 
opened  the  store  less  than  three  years  ago,  an 
unprecedented  volume  of  business  has  rolled  up 
for  a  town  of  50,000.  The  entire  Salt  River 
Valley  is  served  here,  which  is  one  reason  for 
the  exceptional  success  enjoyed;  a  good  loca- 
tion and  live  methods  account  for  the  rest. 
Believes  in  Exclusive  Line 
"I  was  firmly  convinced  when  I  came  to 
Phoenix,"  says  Mr.  Ripper,  "that  there  was  a 
field  for  the  exclusive  line,  and  every  month  of 
my  experience  has  deepened  the  conviction  that 
the  greatest  mistake  of  the  talking  machine 
world  has  been  to  clutter  it  up  with  a  lot  of 
other  things."  Mr.  Ripper  showed  his  confi- 
dence in  the  exclusive  shop  by  securing  a  loca- 
tion in  the  very  best  business  section  of  the 
city  and  then  fitting  it  up  for  the  proper  display 
of  the  Brunswick  line.  Six  comfortable  demon- 
stration rooms  with  sound-proof  partitions  af- 
ford every  facility  for  the  customer's  con- 
venience in  making  his  record  selections  and 
comparing  the  various  machines,  while  an  ade- 
quate sales  force,  exceptionally  well  trained  in 
the  facts  behind  the  business  as  well  as  in  the 
technic  of  displaying  the  wares,  moves  about 
the  salesroom  at  the  service  of  the  customers. 
"I    try   to   give   my    organization  adequate 


training  in  the  essential  facts  of  such  wonders 
as  Light-ray  recording  and  electrical  reproduc- 
tion," says  Mr.  Ripper,  "so  that  they  can  an- 
swer intelligently  such  questions  as  are  asked, 
or  may  even  briefly  introduce  a  matter  of  in- 
terest when  the  occasion  demands  it,  but  they 
are  especially  trained  in  deftness  in  the  mechan- 
ics of  display. 

"It  is  most  important  that  when  the  record 
is  placed  and  the  customer  is  waiting,  there 
must  be  no  delay,  no  shifting,  no  uncertainty 
as  to  what  it  is  nor  of  the  artist's  name.  The 
attendant  must  be  ready  at  the  first  sign  of 
impatience  or  of  questioning  on  the  part  of  the 
customer  and  his  wants  must  be  anticipated. 
The  instrument  must  be  stopped  for  the  pur- 
pose, not  of  making  an  explanation,  but  of 
getting  the  customer's  next  order.  But  when 
a  customer  is  satisfied  to  listen  the  attendant 
is  trained  to  efface  herself  by  relaxing  and 
listening,  too.  The  benefit  of  this  training  is 
for  its  effect  on  the  sales  people.  It  keeps  them 
keyed  up." 

Records  on  Approval 

Mr.  Ripper  is  an  enthusiastic  supporter  of 
the  sale  of  records  on  approval.  Not  only  does 
he  approve  and  practice  the  method,  but  he 
has  records  to  show  that  it  has  paid,  and  by 
"records"  is  meant  book  records.  "We  require 
no  particular  form  of  procedure  on  the  part  of 
the  customer,"   said  Mr.   Ripper,  "but  we  do 


require  the  cash  for  every  record  taken  out 
unless  the  customer  is  on  our  credit  list,  of 
course.  In  that  case,  we  charge  him  for  the 
goods  in  full,  and  see  to  it  that  he  understands 
this  to  be  the  case.  We  then  allow  him  to  re- 
turn any  part  of  the  purchase,  up  to  two-thirds, 
after  keeping  them  out  for  three  days. 

"The  result  is  just  as  you  might  expect.  Two- 
thirds  of  the  goods  are  returned.  But  it  facili- 
tates the  sale  of  the  one-third  that  stays  out 
and  stimulates  the  sale  of  records  by  fully  50 
per  cent.  The  psychology  of  selling  records 
demands  that  the  customer  must  have  a  margin 
of  time  and  a  margin  of  selection;  the  margin 
of  selection  can  be  best  given  him  at  the  shop, 
of  course,  but  the  margin  of  time  can  be  most 
economically  arranged  at  his  home,  where  the 
attendance  of  a  sales  person  is  not  necessary. 
My  experience  has  been  that  the  average  cus- 
tomer can  be  satisfied  with  a  margin  of  selec- 
tion equal  to  twice  the  amount  of  his  purchase; 
or,  in  other  words,  he  can  be  permanently  sat- 
isfied with  one  record  in  three,  and  we  have 
never  had  a  single  instance  of  damage  done  to 
the  other  two  which  he  returns." 

Setting  a  Sales  Quota 

Primarily  Mr.  Ripper's  organization  is  con- 
cerned with  the  sale  of  machines,  and  he  car- 
ries as  fine  a  line  of  Panatropes  as  there  is  to 
be  found  in  the  entire  Southwest,  yet  he  makes 
(Continued  on  page  11) 


New  Line  of  OUTING  Portable  Phonographs 


Latest  Offering  by  the  Makers 
of  Nyacco  Products 


New  Baby  Outing 
$12.00  List 


New  Junior  Outing 
$15.00  List 

Jobbers — Write  for  Special  Quantity  Discount 


New  Senior  Outing 
$25.00  List 


NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

64-68  Wooster  Street,  New  York 
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For  the  June  Bride's 
Wedding  Qift 


Model  17-8.  List 

$550 


Sell  the 

Brunswick 

Panatrope  with  Radiola 


JUNE  is  the  month  of  brides  .  .  .  and  of 
wedding  gifts ! 
The  Brunswick  Panatrope  with  Radiola  Model 
17-8  is  an  ideal  instrument  for  the  bride.  For 
every  modern  home  today  should  have  the  means  of 
enjoying  both  records  and  radio.  Here,  at  the  lowest 
price  ever  put  upon  such  a  combination,  are  the  two 
instruments  in  one. 

The  superb  musical  quality  of  the  Brunswick 
Panatrope  with  Radiola  1 7-8,  whether  playing  records 
or  radio,  coupled  with  its  exquisite  cabinet,  has  swept 
this  instrument  into  first  rank  as  one  of  the  most 
popular  combination  models.  It  is  a  splendid  ex- 
ample of  the  truth  that,  for  musical  quality  plus  fine 
cabinet  work,  Brunswick  stands  without  a  peer  in  the 
fields  of  both  music  and  radio. 

The  big  political  conventions  next  month  offer 
another  buying  incentive  from  which  the  alert  dealer 
will  profit.  Model  17-8  is  the  logical  instrument  to 
push  for  these  occasions  also. 

Put  the  Brunswick  Panatrope  with  Radiola  Model 
17-8  out  in  your  window.  Demonstrate  it  in  vour 
store  and  in  the  homes  in  your  community.  It  offers 
a  unique  opportunity  for  summer  business. 


Brunswick  Panatrope  with  Radiola  Model  17-8 


THE  BRUNSVV I CK-BALKE-COL LENDER  CO.,  CHTCAGO,  NEW  YORK      Branches  in  All  Principal  Cities 
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Albert  W.  Atkinson      John  G.  Wolfe  With     H.  W.  Chadwick  Is 
Resigns  From  Victor        New  York  Jobber     Fada  Representative 


Albert  W.  Atkinson,  dean  of  the  official  staff 
of  the  Victor  Talking  Machine  Co.,  and  one  of 
the  small  group  associated  with  Eldridge  R. 
Johnson  when  the  company  was  formed,  re- 
cently resigned  from  the  Victor  board  of  direc- 
tors. In  1901  when  the  Victor  Co.  was  incor- 
porated Mr.  Atkinson  was  foreman  of  the  ma- 
chine shops.  His  next  position  was  that  of 
superintendent  of  the  factory,  and  in  1907  he 
was  elected  to  the  board  of  directors  and  ap- 
pointed assistant  secretary.  In  1914  he  was 
appointed  assistant  treasurer  but  also  continued 
his  jurisdiction  over  the  plant. 

In  retiring  from  the  Victor  directorate,  Mr. 
Atkinson's  chief  desire  has  been  to  reduce  the 
number  of  active  interests,  many  of  them  call- 
ing for  heavy  outlays  of  time  and  energy, 
among  which,  in  late  years,  a  great  deal  of  his 
time  has  been  divided. 


John  G.  Wolfe,  who  has  long  been  active  in 
the  music-radio  trade,  recently  joined  the 
organization  of  the  North  American  Radio 
Corp.,  New  York  City,  distributor  of  Zenith 
receivers  and  Farrand  speakers,  as  credit  man- 
ager. All  matters  pertaining  to  credit  on  cus- 
tomers' accounts  are  being  handled  by  Mr. 
Wolfe,  who,  through  his  long  experience  in  the 
trade,  is  ably  fitted  to  take  charge  of  this  work. 


Henry  W.  Chadwick  has  been  appointed  sales 
representative  for  Fada  Radio  in  the  states  of 
Iowa,  Nebraska,  Colorado  and  western  Illinois, 
according  to  a  recent  announcement.  Mr.  Chad- 
wick was  formerly  manager  of  the  Chicago 
sales  office  of  Crosley  Radio  Corp.  and  also 
held  the  same  position  at  one  time  with  Garod. 
He  brings  to  his  new  position  a  wide  acquaint- 
ance with  the  music-radio  industry. 


Brunswick  Dividend 


The  Board  of  Directors  of  the  Brunswick  Co. 
recently  authorized  a  dividend  of  75  cents  per 
share  on  the  outstanding  common  stock  of  the 
company  to  stockholders  of  record  at  the  close 
of  business  on  May  5,  1928,  and  payable  to 
stockholders  on  May  15,  1928. 


The  Victor  Talking  Machine  Co.  released  two 
special  records  by  Gene  Austin  the  latter  part 
of  last  month  and  both  have  found  wide  favor 
with  dealers.  They  are  "Ramona"  and  "Girl  of 
My  Dreams,"  originally  scheduled  for  the  May 
11  list,  and  "Tomorrow"  and  "So  Tired" 
scheduled  for  the  May  18  list.  A  special 
streamer  featuring  the  releases  in  a  most  at- 
tractive manner  was  provided  dealers 


The  New  Improved  PEERLESS  Portables 

Comparison  with  the  machines  you  are  now  selling 
will  reveal  their  superiority 


Due  to  increased  production  we  are  now 
able  to  offer  these  wonderful  machines  to 
jobbers  and  other  large  users  at  the  right 
prices.  If  desired,  you  can  obtain  them 
under  your  own  name  or  trade  mark. 


Peerless  Master-Phonic— $25.00  List 


Appearance— Quality— Tone 

Covered  with  genuine  DuPont  Fabrikoid  of 

the  heaviest  quality 
Elaborately  decorated  in  multi-color  efSects 


Peerless  Junior — $15.00  List 


For  those  who  desire  lightness  and  compactness  —  Peerless  Vanity 
four  colors  —  $12.50  list — dimensions        x  12  x  13 

Two  Sales  Winning  Styles  of  Record  Albums 
Peerless  Arfkraf t  Album 

Beautiful  Gold-embossed  Cover — Heavy  Brown  Kraft  Pockets 

Peerless  Loose  Leaf  Album 

Removable  Pockets  for  Records 

PEERLESS  ALBUM  CO. 

PHIL.  RAVIS,  President 

636*638  BROADWAY,  NEW  YORK 
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No  Summer  Slump 
on  Brunswick 


Terr.,  <rf**rr 

.  l/3  to  72  Less 


Artists  at  V3J 


BRUNSWICK  Electrical  Rec- 
ord sales  continue  to  increase. 
February  showed  a  decided 
gain  over  January.  March  was  a  big- 
ger month  than  February.  April 
promises  no  let-down. 

All  over  the  country  Brunswick 
dealers  are  feeling  the  results  of  this 
tremendous  swing  to  Brunswick  which 
reflects  itself  in  the  consistent  gains  just 
mentioned.  The  public  is  alive  to  the 
wonderful  quality  of  Brunswick  elec- 
trical recording  as  never  before. 
Brunswick  sales  and  advertising  poli- 
cies have  helped  awaken  record  buyers 
to  the  better  music  now  to  be  found 
on  Brunswick  Records. 

Are  you  getting  your  share?  Business 
is  good.  There  is  every  reason  to  be- 
lieve it  is  going  to  continue  to  be 
good.  All  it  takes  is  your  co-operation 
.  .  .  your  willingness  to  work  with  us. 


Still  a  Big  Seller! 


foriheLauqh 
ofyour Life  Bear 

Sweet  William 
^BaJ  Bill 

inAkwyork  * 

<9Va  3710 


A  Few  Outstanding  Brunswick  Electrical  Records 


"Poor  Butterfly"  .  .  .  "Can't 
Yo'  Heah  Me  Callin'  Caro- 
line?"—  popular  concert. 
Red  Nichols  and  His  Five 
Pennies,  with  vocal  chorus 
by  "Scrappy"  Lambert. 

20062 

"Ramona"  .  .  .  "I'm  Wing- 
ing Home  (Like  a  Bird  On 
the  Wing)"  —  sung  by 


Harold  ("Scrappy")  Lam- 
bert, Tenor.  3870 
"My  Rainbow"  .  .  .  "Co- 
quette"— fox  trots.  Herbert 
Gordon's  Hotel  Adelphia 
Whispering  Orchestra.  3862 
"I  Do  Not  Choose  To  Run" 
.  .  .  "Hey!  Hey!  Hazel"  — 
fox  trots.  Six  Jumping 
Jacks.  3876 


"OT  Man  River"  (from 
"Show  Boat")  .  .  .  "Back 
In  Your  Own  Back  Yard" 

—sung  by  Al  Jolson.  3867 

"Can't  Help'  Lovin'  Dat 
Man"  (from  "Show  Boat") 
.  .  .  "Varsity  Drag"  (from 
"Good  News") — sung  by 
Zelma  O'Neal,  Comedienne, 
of  "Good  News."  3864 
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TROGK'S 


RICE 


Plan  Wins 

USTOMERS 


Quoting  the  Complete 
Price  Reduces  Sales 
Resistance  of  Buyers 
of    Radio  Receivers 

By  Frank  H.  Williams 


CAN  you  quote  complete  prices  to  your 
customers  without  having  to  stop  and 
figure  up  the  total  costs?  Can  you 
tell  customers,  offhand,  just  how  much 
the  set  will  cost,  how  much  the  tubes  will 
cost,  how  much  the  B  batteries  will  cost  and 
how  much  everything  else  connected  with  the 
proposition  will  cost?  Carl  G.  Strock,  of  Santa 
Ana,  Cal.,  can  do  all  this,  and  he  finds  that  his 
ability  to  do  it  is  a  big  asset  to  him  in  business. 
All  Prices  Are  Listed 
Not  only  has  Mr.  Strock  listed  all  these  prices 
for  every  set  he  carries  in  stock,  but  he  goes 
a  step  farther  than  this — he  has  the  complete 
price  lists  plainly  lettered  and  placed  on  the 
walls  of  his  radio  department  where  every  visi- 
tor can  see  the  prices  for  himself. 

"In  the  first  place,"  says  Mr.  Strock,  "I  have 
found  by  experience  that  with  my  customers 
it  makes  a  rather  bad  impression  when  I  tell 
them  that  a  set  is  priced  at  $250,  for  instance, 
and  then  ask  them  to  buy  $70  or  more  of  acces- 
sories after  they've  bought  the  set  for  the  first 
price.  This  sort  of  thing  used  to  seem  to  make 
customers  feel  that  something  was  being  put 
over  on  them.  They  seemed  to  feel  that  the 
price  first  quoted  them  was  deceptive  and  that 
it  wasn't  the  real  price  at  all. 

"This  new  plan,  then,  lets  the  customers  see 
everything  for  themselves.    They  can  look  at 


the  price  lists  on  the  walls  of  my  department 
and  see  for  themselves  just  what  the  total  cost 
of  the  set  is.  And  this  is  tremendously  helpful 
in  creating  a  feeling  of  confidence  on  the  part 
of  the  public  for  this  establishment. 

A  Time  Saver 

"In  the  second  place,  this  proposition  is  a 
great  time  saver.  You  know  how  it  is  when 
people  price  sets  in  so  many  radio  stores  and 
ask  what  the  prices  of  the  sets  are  complete. 
The  dealer  at  once  gets  out  pencil  and  paper  and 
does  a  lot  of  figuring.  Even  after  jotting  down 
the  various  figures  he  may  not  be  sure  he's  right 
and  may  go  over  them  several  times.  This  takes 
a  lot  of  time  and  may  scare  the  customer  out. 
When  the  customer  sees  a  lot  of  figures  being 
put  down  and  realizes  that  the  figures  represent 
money  that  he  must  spend,  he's  apt  to  get 
scared  and  shy  away  from  the  proposition.  Also 
when  the  dealer  or  the  salesman  takes  so  much 
time  figuring  up  the  cost  on  each  set  it  means 
that  the  efficiency  of  the  store  or  department  is 
cut  down  just  that  much. 

Too  Much  Emphasis  on  Price 

"In  the  third  place,  where  prices  are,  seem- 
ingly, kept  secret  and  where  the  dealer  or  sales- 
man has  to  do  a  lot  of  figuring  when  the  cus- 
tomer asks  for  a  price  it  is  apt  to  be  the  case 
that  too  much  emphasis  will  be  placed  on  price. 
In  other  words,  a  large  part  of  the  time  devoted 


Dulce 

Radio  Talking  ft 


Get  In  On  These 
RADIO  PROFITS 

WITH  radio  almost  universal,  it's  easy 
to  include  a  Dulce-Tone  in  every 
talking  machine  sale— and  you  might  as  well 
get  that  extra  profit.  Or  sell  Dulce-Tone  to 
former  talking  machine  buyers. 

Dulce-Tone  makes  an  ideal  loud  speaker  of 
any  phonograph,  and  it  fits  any  make  and 
any  radio  set.  Simply  set  the  talking  machine 
needle  in  the  Dulce-Tone  reed,  plug  in, 
and  you  have  the  full  volume,  the  beauti- 
ful clear  tone  that  only  Dulce-Tone  and  a 
talking  machine  can  give. 

The  General  Industries  Co. 

Dulce'Tone  Division 
Formerly  named 
The  General  Phonocraph  Mfc.  Co. 
Elyria.  Ohio 


hine  Speake 


Fully  guaranteed 
Fits  any  radio 


to  the  sale  will  be  spent  in  discussing  price. 

"Now  I  feel  that  it  is  rather  bad  business  to 
spend  too  much  time  talking  about  the  price 
of  the  radio.  The  more  you  talk  about  price 
the  more  the  customer  is  impressed  with  the 
idea  that  a  lot  of  money  is  involved  in  the 
proposition.  And  the  more  he  becomes  con- 
vinced that  he  is  being'asked  to  spend  a  lot  of 
money,  the  more  he  is  apt  to  shy  away  from 
making  the  purchase. 

Waiting  Customers 

"There  is  another  angle  to  the  proposition 
that  is  worth  while.  Suppose  there  are  several 
people  in  the  radio  department  waiting  for 
demonstrations  or  service.  Suppose  the  sales- 
man is  so  busy  he  must  keep  some  of  them 
waiting.  If  this  is  the  case  the  people  who 
are  waiting  will  find  it  interesting  and  profitable 
for  them  to  look  at  the  price  placards  on  the 
walls  of  the  department  and  to  note  what  the 
costs  of  the  various  items  are  and  what  the 
complete  cost  is  and  all  that  sort  of  thing.  This 
makes  it  possible  for  the  customers  to  find  the 
radio  that  represents  the  amount  they  feel  like 
paying.  Consequently  when  the  salesman  does 
get  to  them  they  are  all  set,  ready  to  buy,  and 
it   is   just   that   much   easier   to   make  sales." 


Three  Bremer-Tully 
Jobbers  Appointed 

Chicago,  III.,  May  5. — The  Bremer-Tully  Mfg. 
Co.,  520  South  Canal  street,  ^this  city,  manufac- 
turer of  the  Counterphase  radio  receiver,  re- 
cently announced  the  appointment  of  the  fol- 
lowing distributors  of  Bremer-Tully  products 
in  their  respective  territories:  Granzow  Bros., 
Dayton,  O.;  Odell  Hardware  Co.,  Greensboro, 
N.  C,  and  the  Richmond  Hardware  Co.,  Rich- 
mond, Va. 


George  Soule  Joins 
Pacent  Electric  Co. 


Appointment  of  George  Soule,  well  known  in 
the  music-radio  industry  through  New  England 
and  the  Middle  West,  as  assistant  sales  man- 
ager of  the  Pacent  Electric  Co.,  New  York,  was 
recently  announced.  Mr.  Soule  has  been  en- 
gaged for  the  past  six  years  in  the  electrical 
field  in  both  sales  and  engineering  capacities. 


The  Mohawk  Radio  &  Electric  Store,  Syra- 
cuse, N.  Y.,  recently  filed  a  petition  in  bank- 
ruptcy with  liabilities  of  $12,443  and  assets  of 
$2,187. 
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listen  to  the 
Stromberg-Carlson  Sextette 
Tuesday  evenings  at  8  o'clock 
E.S.T.  through  the  NBC  and 
Associated  Stations:  wjz, 
WBZ-WBZA,  WJR,  WBAL 
WHAM,  KIT,  KWK,  WREN, 
WTMJ,  KDKA,  WCCO,  KVOO, 
WFAA,  KPRC,  WOAI,  «  HAS, 
WMC,  WSB,  WBT,  KOA. 


eminence  ~ 

inybne  Quality 

UPPERMOST  in  the  mind  of  every  prospective  purchaser 
of  radio  today... is  the  question  of  Tone  Quality.  He  wants 
assurance  that  the  receiver  under  consideration  will  reproduce 
with  true  fidelity  all  the  tonal  excellence  of  the  original 
artist's  voice  or  playing. 

Because  the  Stromberg-Carlson  Receiver  has  demonstrated 
quality  of  tone  heyond  compare,  it  has  hecome  the  choice  of 
people  with  musical  discrimination  everywhere. 

For  this  reason  the  Stromherg-Carlson  Dealer  points  with 
pride  to  the  sign  announcing  him,  as  an  "Authorized  Dealer." 
He  knows  that  he  can  offer  a  Receiver  which  by  virtue  of 
its  pre-eminence  in  tone  quality,  has  become  the  standard 
by  which  all  other  receivers  ai*e  judged. 


Stromberg-Carlson  Telephone  Mfg.  Co. 

Rochester,  N.  Y. 


torn 


Makers  of  'voice  transmission  and  voice  reception  apparatus  for  more  than  thirty  years. 
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LUB  JT  LAN 


By  C.  H.  Mansfield 

Fitzgerald  Music  Co. 


Provisions  of  the 
Record  of  the  Month  Plan 


EACH  month  five  of  the 
outstanding  musical  au- 
thorities in  our  organization 
of  one  hundred  people  will 
hear  every  Brunswick  and 
Victor  record  issued  for  that 
month.  They  will  select  the 
outstanding  record  in  each 
class  or  type  of  music.  On 
the  enclosed  slip  are  listed 
a  few  of  the  various  types 
of  music  from  which  these 
outstanding  records  will  be 
selected  monthly  from  new 
records  issued.  Three  dance 
choices  will  be  selected  by 
the  committee  each  month 
and  rated  1,  2,  3,  in  order 
of  choice.  If  you  want  the 
most  popular  dance  number 
of  the  month,  place  the  fig- 
ure "1"  after  "Dance  Mu- 
sic." If  you  want  the  two 
or  three  outstanding  dance 
numbers,  place  the  figure 
"2"  or  "3"  after  "Dance 
Music."  In  other  types  of 
music  only  one  selection  will 
be  chosen  each  month. 


REGARDLESS  of  type 
or  class  of  music,  there 
will  be  one  outstanding  selec- 
tion each  month,  known  as 
the  "Record  of  the  Month." 
So  if  you  want  just  one 
record  sent  you  each  month, 
and  you  are  not  particular  as 
to  the  type  of  music,  simply 
check  "One  Record  of  the 
Month"  on  the  card  provided 
for  that  purpose. 

CHECK  and  mail  the  en- 
closed card,  and  you  will 
receive  your  selections  by 
parcel  post  in  regular  order. 
They  will  then  be  charged 
to  your  account.  If  they  do 
not  prove  satisfactory,  you 
may  return  them  within 
three  days,  and  exchange 
them  for  others.  Or  you 
will  receive  outright  credit. 
You  are  not  obligated  in  any 
way  to  keep  the  records, 
providing  returns  or  ex- 
changes are  made  within 
three    days    from  receipt. 


owners  of  combina- 
tions play  the  phono- 
graph side  of  the  in- 
strument, their  interest 
and  enthusiasm  in  the 
phonograph  will  wane, 
and  the  chief  source  of 
future  business  will  be 
eliminated,  for  we  all 
know  that  an  enthu- 
siastic customer  is  the 
greatest  of  all  business 
stimulators. 

If  the  combination 
owner  does  not  have  a 
good  selection  of 
records  or  new  num- 
bers, then  he  is  not 
very  likely  to  play  the 
phonograph  side  of  the 
combination  for  friends 
who  drop  in,  hence  a 
very  effective  means  of 
advertising  for  the 
retail  merchant  is  com- 
pletely lost. 

As  an  example,  if  the 
owner  of  a  large  com- 
bination is  not  inter- 
ested in  the  phono- 
graph side  of  his  in- 
strument he  naturally 
is  not  going  to  enthuse 
over  it  to  his  friends — 
in  fact  he  is  apt  to  be 
quite  the  contrary — he 
is  more  likely  to  advise 


IN  order  to  sell  phonographs,  the  music  from 
records  idea  must  be  sold— for  since  the 
ascendency  of  radio  to  popularity  many 
people  have  ceased  to  think  of  the  phonograph 
and  records  as  a  medium  of  music.  Many 
people  still  imagine  that  records  and  phono- 
graphs are  out  of  date  and  turn  to  the  radio 
for  their  musical  entertainment. 

In  our  own  business  we  have  concentrated 
upon  the  selling  of  the  phonograph  as  a  medium 
of  musical  entertainment  with  the  result  that  we 
have  developed  quite  a  large  amount  of  phono- 
graph and  combination  business  in  addition  to 
a  very  healthy  radio  volume. 

However,  after  a  check-up  I  have  found  that 
many  of  the  customers  who  purchased  com- 
binations have  been  notably  poor  record  cus- 
tomers, which  is  evidence  of  the  fact  that  the 
phonograph  side  of  the  combination  is  not  as 
popular  apparently  as  the  radio  side.  After 
making  a  canvass  of  some  75  or  80  of  these 
customers  in  order  to  learn  why  they  were  not 
purchasing  records,  the  composite  of  the  an- 
swers was  about  like  this:  "We  don't  have  time 
to  come  down  and  select  new  records,  and  it 
is  so  easy  to  just  turn  on  the  radio  that  we 
never  think  much  about  records  any  more." 

Unquestionably  if  this  is  the  consensus  of 
opinion  of  the  majority  of  owners  of  phono- 
graphs and  combinations,  then  something  must 
be  done  to  stimulate  and  keep  alive  their  in- 
terest in  records  or  selling  phonographs  will 
become  increasingly  hard  and  ultimately  the 
volume  will  be  affected  seriously,  for  unless  the 


C.  H.  Mansfield 

and  that  periods  as  long  as  six  months  or  a: 
year  had  elapsed  without  the  addition  of  a: 
single  new  record  to  their  collection,  all  be- 
cause they  imagined  that  they  did  not  have 
time  to  come  in  and  select  new  records. 

This  actual  situation  exists  in  an  appalling; 
number  of  cases  with  phonograph  and  combina- 
tion owners. 

This  is  indeed  anything  but  a  cheering  situa- 
tion to  the  phonograph  dealer — for  while  we  alii 
naturally  want  to  do  as  large  a  volume  as  pos- 
sible in  straight  radio,  still  the  wise  dealer  also 
realizes  that  there  is  a  great  volume  possible  in 
phonographs  and  combinations  and  a  volume 
that  will  yield  a  large  profit.  So  in  searching 
around  for  some  scheme  to  keep  up  interest  in 
the  phonograph  by  getting  new  records  into  the 
hands  of  our  phonograph  owners,  we  organized 
the  "Record  of  the  Month  Club" — patterned 
after  the  now  famous  "Book  of  the  Month 
Club."  We  reasoned  that  if  we  could  get  even 
only  one  new  record  into  the  hands  of  our 
phonograph  owners  each  month  we  would  be 
doing  much  to  stimulate  interest  in  the  phono- 
graph— for  then  at  least  once  a  month  the  cus- 
tomer would  play  his  phonograph  and  thus 
again  be  reminded  of  its  potentialities  as  a  dis- 
penser of  music,  and  then  too,  if  the  owners 
have  at  least  one  new  record  each  month  they 
are  more  apt  to  play  the  phonograph  for  their 
friends   who    drop  in, 


Check  Your  Musical  Likes  Below 

For  instance,  if  you  Jike  vocal  and  popular  songs,  put  a  check  after 
each.  In  other  words,  put  a  check  after  the  type  of  music!  as  well  as  type 
of  voices  or  instruments  you  like. 


(Check)    (Quantity  desired) 


One  Record  of 

the  Month  □ 

Dance  Music  □ 

Popular  Songs  □ 

Concert  Numbers  □ 

Grand  Opera  □ 

Symphonies  □ 


Put  check  in  square  after  types  of  music 
you  like.  Put  figure  in  space  after  square 
stating  how  many  records  of  that  type 
you  would  like  to  receive  each  month. 
If  you  wish  only  the  one  outstanding  rec- 
ord each  month  regardless  of  type  then 
put  no  figures  on  lines  after  squares. 


Types  of  Instruments 
and  Voices 

Piano  □ 
Pipe  Organ  □ 
String  Orchestra  □ 
Symphony  Orchestra  □ 
Hawaiian  Guitars  □ 
Violin  □ 

Female  Voices  □ 
Male  Voices  □ 
Duets  □ 
Quartets  □ 

Put  check  in  square  after 
type  of  singer  or  instru- 
ment you  like. 


for  they  will  not  feel 
that  their  library  of 
records  is  out  of  date, 
as  is  customary  when 
there  have  been  no  new 
records  added  for  sev- 
eral months. 

The  record  a  month 
plan  was  first  broached 
to  several  phonograph 
and  combination  own- 
ers and  met  with  such 
an  enthusiastic  re- 
sponse that  we  decided! 
definitely  to  put  it  into 
(Continued  on  page  11) 


his  friends  to  purchase 
only  a  straight  radio — 
and  such  advice  from 
the  owner  of  a  com- 
bination to  a  friend  is 
indeed  very  difficult  for 
a  salesman  to  over- 
come. My  check-up  re- 
vealed that  many  own- 
ers of  phonographs  and 
combinations  cost  ing 
over  a  thousand  dollars 
had  purchased  only  a 
comparatively  small 
number  of  records  at 
the  time  the  instru- 
ment   was  purchased 


FITZGERALD  MUSIC  CO. 

Los  Angeles  Date  192.... 

You  may  enroll  me  as  a  member  of  the  "Record  of  the  Month"  Club 

and  send  me,  subject  to  return  in  3  days  after  receipt  

(quantity)  records  each  month.  Your  selections'  to  be  based  on  my  taste 
as  indicated  on  other  side  of  this  card. 

It  is  understood  that  this  does  not  obligate  me  to  purchase  even  one 
record  provided  I  return  the  records  within  3  days  from  the  date  I 
receive  them.  I  also,  however,  agree  to  keep  and  pay  for  records  which 
I  do  not  return  within  3  days. 

Sincerely  yours, 


IMPORTANT 

Type  Instrument 
owned 


Date  purchased 


NAME 


ADDRESS   

CITY   TELEPHONE. 


IiE  SURE  AND  GIVE  INFORMATION  REQUESTED  ON  OTHER  SIDE 
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A  Radiotron 
for  every  purpose 


RADIOTRON  UX-201-A 

detector  Amplifier 

RADIOTRON  UV-199 

Detector  Amplifier 

RADIOTRON  UX-199 

Detector  Amplifier 

RADIOTRON  WD-11 

Detector  Amplifier 

RADIOTRON  WX-12 

Detector  Amplifier 

RADIOTRON  UX-200-A 

Detector  Only 

RADIOTRON  UX-120 

Power  Amplifier  Last 
A  udio  Stage  Only 

RADIOTRON  UX-222 

Screen  (hid  Radio 
Freq-iencj/  Amplifier 

RADIOTRON  UX-112-A 

Power  Amplifier 

RADIOTRON  UX-171-A 

Power  Amplifier  Last 
Audio  State  Only 

RADIOTRON  UX-210 

Power  Amplifier  Oecillator 

RADIOTRON  UX-240 

Detector  Amplifier  for 
Resietance-cou  pled 
Amplification 

RADIOTRON  UX-250 

Power  Amplifier 

RADIOTRON  UX-226 

A.C.  Filament 

RADIOTRON  UY-227 

A.C.  Heater 

RADIOTRON  UX-280 

Full-Wave  Rectifier 

RADIOTRON  UX-281 

Half-Wane  Rectifier 

RADIOTRON  UX-874 

Voltage  Reyulator  Tube 

RADIOTRON  UV-876 

Hallast  Tttbl 

RADIOTRON  UV-886 

Ballast  Tube 


The  standard  by 
which  other  vacuum 
tubes  are  rated 


for  ei«rv  purpose 

'  RADIOTRON  Ul-Ktl-A 
RADIOTRON  UV-199 
RADIOTRON  UK-1M 
RADIOTRON  WD-11 

|  RADIOTRON 

,  RADIOTRON  UX-m-A 
RADIOTRON  UX-120 
RADIOTRON  UI-222 


RWDTOTRON  UX-ITl- 

RADIOTRON  UX-210 
RADIOTRON  UX-240 

RADIOTRON  UX-2S0 
RADIOTRON  U 1-276 
RADIOTRON  Ur-227 
RADIOTRON  UX-260 


RADIOTRON  UV-876  | 
RADIOTRON  UV-886 


Tht  itandatd  by 
wh»eh  ether  mcuum 
tuhts  arr  raltd 


The  lingering  vibrations  of 
the  fine-toned  "E"  string 
come  to  you  on  the  air.  Their 
exquisite  modulations  will 
be  faithfully  reproduced  if 
the  tubes  of  your  receiving 
set  arc  RCA  Radiotrons. 

RCA  Radiotrons  arc  developed  and  perfected  in  the  great  lab- 
o  rat  ones  of  RCA,  West  ingho  use,  and  General  Electric,  where 
ihe  leading  broadcasting  stations  are  also  designed.  In  (hex 
laboratories  each  Radiotron  undergoes  41  different  tests.  For 
fuller  enjoyment  of  your  radio  set  equip  it  throughout  with 
RCA  Radiotrons.  Never  use  new  rubes  wirh  old  ones  that 
have  been  in  use  a  year  or  more.  Sec  thar  your  set  is  com- 
pletely ctjuipped  with  RCA  Radiorrons  once  a  year  at  least. 

KCA  Kadiotron 


RADIO       CORPORATION       OF      AM  E  MCA 


CH ICACO 


FRANCISCC 


Look  for  this  mark 
on  every  Radiotron 


Why  sacrifice  profits  and  easier  sales 
when  you  can  offer  your  customers 
RCA  Radiotrons?  Far  and  away 
the  biggest  selling  vacuum  tubes 
on  the  market.  And  there  is  an 
RCA  Radiotron  for  every  purpose. 
The  public  knows  and  prefers  them. 
That  is  why  it  will  pay  you  to 
carry  the  complete  line. 


RCA  Radiotrons  are 
being  consistently  and 
impressively  exploited 
to  millions  of  owners 
of  radio  sets  by  more 
National  Advertising 
than  is  behind  any  other 
make  of  vacuum  tube. 
In  addition, RCA  Radio- 
trons provide  novel 
counter  and  window  dis- 
plays and  other  force- 
ful selling  helps  that  aid 
you  to  greater  profits. 


i  m 


RADIO  CORPORATION  OF  AMERICA 


NEW  YORK 


CHICAGO 


SAN  FRANCISCO 


1\CA  Radiotron 


MADE     BY    THE     MAKERS     OF     THE  KADIOLA 
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the  new  and  improved  alternating  current  RADIOLA 

RCA  RADIOLA  1 


Li 


The  combined  resources  of  RCA,  General  Electric 
and  Westinghouse  make  possible  such  an  achievement 


This  sign  marks  the  leading  Staler  in  every  community 


A  finer  instrument  than  the  sensational  "17 


RADIO  CORPORATION  OF  AMERICA 


NEW  YORK   CHICAGO  SAN  FRANCISC* 


KCA  Kadiola 


MADE    BY    THE     MAKERS     OF    THE     RAD  I  OTRON 
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the  most  I   i   ^Hft 


Most  popular  of  all  Radiolas 

improved  and  beautified 
-and  at  a  lower  price 


The  new  RAD  I  OLA  18 


KCA  Kadiola 


RAT?* 
•'   £3  ^"Hiiiii,„h 


bovver  ;n  „  .  1 


,  — -  *t  . 


io/a 


and  RCA  lias  scheduled 


MAGAZINES 

Pages  in  Collier's,  Liberty,  Literary  Digest,  The  Saturday 
Evening  Post. 

NEWSPAPERS 

The  new  Model  18  will  be  backed  with  the  biggest 
spring  newspaper  campaign  ever  ordered  for  any 
Radiola. 

BROADCASTING 

The  new  RCA  Demonstration  Hour  (Blue  Network 
and  associated  stations)  every  Saturday  afternoon. 

SALES  HELPS 

Dealer  mats,  Radiola  18  brochure,  and  other  smash- 
ing dealer  helps. 


'he  Radio  Corporation  of  America 

ANNOUNCES  A  NEW  AND  IMPROVED  MODEL 

of  tne  most  popular  of  all  Radiolas 


A  D  1 0  LA  1  > 


m 


I\  thin  the  wonderful  "17."  o 
which  more  thin  IIT.000.000  wonl 

hjvt  been  told  iince  October 
Everything  (hit  nude  UK  "17™  (hi 

(BOB  pOpuU/  Of  ill   RldlOlll  —  an 

lenuoonil  ptooeer  of  (he  new  en  ir 
nJio — hu  been  irnrofporued  in  tlx 

Simplified  operation  direcr  (mm  thi 
eleCTncligh(outle(-nJggeilrorwauc 

volume  ind  rtaluro  of  tone — hod) 
bilinccd  jenlitivity  ind  lelecnnry  — 
ihey  ut  ill  m  the  new  instrument  — 


The  I 


\CA  Ridnt*  IH  utri  hive  further  improved  jelecuviry  10 

tCA  L  -■  I  -  ■*  ».-  ■  •  '  (fur  there  a  mil  ihirper  tuning  The 

. .      t«i.b  «mi>i  cibincr  aiAen  hive deiigned  i  hind- 

fc^  b-ir>  p<r-«  PW™-  nul  finuh)— ind  the  great  public 

w'lfm  «id  »  iim«iioi  dcmind  for  RCA  lighting -curreni 

.  ...i    i.  .-'.•■..»-->  -  In       '  -miry  with  the  well-known 

,„  s^UTTw^ip  through  cpuntiry  producoon  ind  irn- 

imf  &  ifH  mwonj  ».*  proved  minuficrunng  methodi  ire 

T^w^  f^,f,IW  ~  igun  patted  on  to  the  publk. 

Id  i  -  — »i—  iao A  a  A  finer  instrument — it  i  lowei  price 

■»  j«l  rrf-ofcnr    ■  «  _dut  i  the  new  RidioU  18  U  • 


KCA  Kadiola 


KCA  Kadiola 
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NEW  YORK    CHICAGO    SAN  FRANCISCO 


RCA  Loudspeaker 


MADE     BY    THE     MAKERS     OF     THE  HADIOLA 
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Naoum  Blinder  Is 

Columbia  Artist 


Russian  Violinist  Makes  American  Debut 
During  Columbia  Co.'s  Celebrity  Radio 
Hour — New  York  Concert 


Naoum  Blinder,  Russian  violin  virtuoso, 
made  his  American  debut  in  the  Columbia  Co. 
Celebrity  Hour  last  month.  This  artist  came 
to  America  following  a  world  tour  which  in- 
cluded appearances  in  Russia,  China  and  Japan, 
in  which  latter  country  he  was  heard  by  Louis 
Sterling,  chairman  of  the  board  of  the  Colum- 
bia Phonograph  Co.,  who  engaged  him  as  an 
exclusive  Columbia  artist.    Following  his  radio 


Naoum  Blinder 

debut  Mr.  Blinder  gave  a  concert  at  Carnegie 
Hall,  which  was  well  received  by  press  and 
public.  His  first  Columbia  recordings,  recently 
released,  include  a  Bach  air  and  Schubert's 
"Ave  Maria." 


G.  P.  Ripper  Sets  a 
Record  Sales  Quota 

(Continued  from  page  4) 
an  especial  effort  to  keep  the  sale  of  records 
up  to  the  top  notch.  "It  is  the  only  way  to 
keep  the  interest  of  the  public  up  to  top  notch," 
he  says.  "The  list  of  new  records  goes  every 
month  to  our  customers,  and  we  make  every 
effort  to  induce  them  to  come  in  and  hear  what 
their  favorites  are  doing.  With  the  approval 
method,  it  is  necessary  only  to  drop  in  and 
make  a  few  selections,  take  them  home,  and  at 
leisure  try  them  out.  We  give  a  great  deal 
of  "front-door"  publicity  to  the  old  favorites 
because  they  draw  all  classes  and  serve  as  a 
test  of  the  merits  of  reproduction  of  the  ma- 
chine that  is  reproducing,  but  most  of  our  new 
records  are  sold  by  trial  in  the  homes  of  our 
customers. 

"Ten  per  cent  of  our  business  is  in  records 
and  the  only  way  we  can  keep  to  that  figure  is 
by  assigning  a  quota  of  records  to  every  ma- 
chine we  sell,  and  then  keeping  up  to  the  quota. 
The  Brunswick  Co.  made  one  of  the  wisest 
moves  of  recent  years  in  the  entire  field,  I  be- 
lieve, in  placing  the  uniform  price  of  $1  on 
records  by  the  very  greatest  artists  under  their 
control.  The  tremendous  stimulation  to  rec- 
ord sales  that  came  from  this  move  has  re- 
sulted in  the  stimulation  of  machine  sales  be- 
yond all  expectations,  although  it  is  well  known 
that  records  do  sell  machines.  All  told  it  was 
the  greatest  thing  for  the  business  that  has 
occurred  in  years." 

Getting  Together  on  Service 

Mr.  Ripper,  like  a  great  many  dealers  all 
over  the  country,  is  beginning  to  ask  how  far 
this  unhappy  practice  of  giving  the  customer 
everything  but  a  rebate  on  his  light  bill  is  to 
be  carried  in  the  name  of  "service."  "We  stock 
a  small  radio  line  and  we  offer  a  service  that 
we  consider  liberal  on  all  radios  installed,  as 
we  do  on  our  combination  machines  and  elec- 
trically driven  Brunswicks.  But  surely  there 
is  a  limit  to  what  can  be  considered  adequate 
installation    adjustment,     In    adjusting  them- 


selves to  a  new  world,  radio  dealers  have 
opened  doors  that  are  hard  to  close,  but  in 
justice  to  themselves  they  should  get  together 
with  the  public  and  have  an  understanding  of 
what  is  to  be  expected  in  the  way  of  servicing 
home  installations  of  all  kinds  of  equipment.  If 
they  are  slow  to  deal  firmly  with  the  subject 
it  will  be  the  cause  of  the  loss  of  much  future 
business  outright,  as  well  as  being  a  constant 
drain  on  present  legitimate  profits." 


Parker-Gardner  Opens 
New  Brunswick  Shop 

Charlotte,  N.  C,  Dealer  Opens  Attractively 
Equipped  Salesroom  With  a  Complete 
Line  of  Musical  Instruments 


Record  of  the  Month 
Club  Plan  Success 


(Continued  from  page  10) 
effect.  This  was  done  on  March  first  last — 
the  plan  was  presented  to  our  list  of  phono- 
graph owners  in  the  following  manner.  A  letter 
was  mailed  introducing  the  "Record  of  the 
Month  Club,"  and  with  this  letter  was  enclosed 
a  little  folder  describing  the  plan  in  detail,  to- 
gether with  an  application  card  which  the  cus- 
tomer may  fill  out  and  return  in  a  stamped 
and  self-addressed  envelope  which  was  enclosed. 
As  you  will  note  from  the  folder  and  card,  a 
person  may  if  he  likes  receive  more  than  just 
one  record  each  month — and  it  has  been  most 
gratifying  to  note  that  the  larger  percentage  of 
those  joining  the  club  have  subscribed  for  any- 
where from  two  to  fifteen  records  a  month. 
Less  than  10  per  cent  ordering  one  record. 

Of  course,  if  all  those  who  enrolled  should 
subscribe  to  only  one  record  a  month,  then  the 
operation  of  the  club  would  be  very  expensive, 
due  to  the  cost  of  packing  and  mailing — but 
when  the  average  member  subscribes  for  four 
and  one-half  records  a  month,  such  as  has  been 
the  case  with  us  so  far,  then  it  becomes  a 
profitable  means  of  selling  records,  as  well  as 
a  means  of  promoting  interest  in  the  phono- 
graph. Now  that  the  plan  has  been  in  opera- 
tion for  thirty  days  we  have  found  that  the 
response  has  been  even  greater  than  we  orig- 
inally anticipated,  and  we  feel  that  we  have 
done  something  that  will  not  only  give  us  an 
added  record  volume,  but  will  also  serve  as  a 
stimulus  for  our  phonograph  volume. 


The  Parker-Gardner  Music  Store,  Brunswick 
dealer,  Charlotte,  N.  C,  which  signed  its  Bruns- 
wick contract  in  August  of  1927,  has  just  opened 
one  of  the  most  beautiful  and  attractively 
equipped  music  stores  on  the  Atlantic  Coast. 
The  keynote  of  the  store's  beauty  lies  primarily 
in  its  simplicity,  and  the  Panatrope,  the  record, 
piano,  musical  instrument  and  radio  depart- 
ments were  all  laid  out  with  the  thought  of  easy 


Parker-Gardner  Music  Store 

customer  access,  and  convenience  of  service. 
The  opening  brought  the  good  wishes  of  deal- 
ers throughout  their  section  of  the  country,  and 
many  telegrams  of  congratulation  were  received 
on  the  opening  day. 


The  sixteenth  annual  convention  of  the 
Chamber  of  Commerce  of  the  United  States 
was  held  at  Washington,  D.  C,  from  May  7 
to  11.  Means  of  maintaining  local  and  national 
prosperity  comprised  themes  of  the  discussions. 


J.  J.  Nolan  Now  Amrad 
Manager  in  the  West 

Medford  Hillside,  Mass.,  May  4. — James  J. 
Nolan,  formerly  in  charge  of  radio  sales  at  the 
Hub  Cycle  &  Auto  Supply  Co.,  of  Boston,  and 
recently  connected  with  The  Amrad  Corp.  of 
this  city  in  the  capacity  of  Mershon  sales  engi- 
neer, has  been  appointed  to  the  important  post 
of  Western  Division  Manager.  Mr.  Nolan's  new 
headquarters  will  be  at  the  Amrad  branch  fac- 
tory located  at  2235  South  La  Salle  street,  Chi- 
cago, 111.,  of  which  he  will  have  complete 
charge. 


Model 
528 


WESTON 

RADIO 
INSTRUMENTS 


For  A.  C*  Receiver  Testing 
a  Three -Range  Voltmeter 
150l8l4  Volts 


Dealers  will  find  a  ready  sale  for  this 
new  Weston  portable  A.  C.  instru- 
ment. 

A  new  design  throughout — especially 
made  for  testing  A.  C.  supply  and  tube 
voltages,  yet  suitable  for  any  A.  C. 
testing  requirement  within  the  range 
of  the  instrument. 

A  small,  durable  and  inexpensive  in- 
strument, yet  embodying  most  unusual 
electrical  and  mechanical  features. 
Furnished  with  each  instrument  is  a 
pair  of  special  connecting  cables. 

Weston  Electrical  Instrument 
Corporation 

606  Frelinghuysen  Ave.       Newark,  N.  J. 
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EARS.... 


the  Real 


AUDACHROME 

The  Chromatic  Reproducer 


"  4 


ACCEPT  NO  IMITATIONS 

Every  Audachrome  and  every 
other  Audak  instrument  bears 
a   protective   tag   like   this  — 
your  guarantee  ! 


the  Instrument  that 


MAGINE  yourself  a  customer,  in 

a  music  shop — you  own  a  talking  machine, 
but  haven't  played  it  much  lately — you  are  not 
unwilling  to  buy  new  records — if  the  dealer 
lets  you  HEAR  something  that  strikes  your 
fancy.   Maybe  you  went  in  for  something  else 
entirely — but  while  there  you  hear  a  marvelously  real- 
istic aria  or  a  thrillingly  life-like  orchestral  rendition. 
You  LISTEN — you  are  impressed — you  want  that  record 
— because  your  ear  has  BOUGHT  it  for  you. 

The  above  is  exactly  what  is  happening  in 

music  stores  where  dealers,  instead  of  kicking  about 
imaginary  public  apathy  to  talking  machines,  have 
buckled  down  to  some  genuinely  constructive  selling 
with  AUDACHROME,  the  splendid  new  instrument 
that  brings  out  the  last  shade  of  value  in  each  note 
and  phase  of  the  new  electrically  cut  records.  AUDA- 
CHROME sells  the  EAR,  the  hardest  buyer  of  them 
all.   Use  this  star  salesman  overtime! 


The  AUDAK 

565  FiSth  Avenue 

"Makers  of  High  Qrade  Electrical  and 
"THERE  ARE  SEVERAL  REPRODUCERS 
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Record  Buyers 


Sells  'em 


Trained  or  Untrained, 

the  Ear 
Listens  in  Astonished 
Pleasure  to 
AUDACH  ROME'S 
Remarkably  Faithful 
Reproduction  of 
Speech  and  Music 


AUDACHROME 

"The  Standard  by  Which  Al) 
Others  Are  Judged  and  Valued" 


Cabinet  or 
Portable — 
Any  Machine 
Equipped  with 

AUDAK 
REPRODUCER 

Is  a  High 
Grade  Machine  . 


P5 


COMPANY 

New  York,  N.  Y. 

Acoustical  Apparatus  for  More  Than  10  Years" 
AT  PRICES  TO  SUIT  EVERY  NEED." 


They  buy  perfume  through  the 
nose  and  candy  by  taste — paper 
through  the  sense  of  touch  and 
novelty  post  cards  by  sight — 
but  talking  machine  records  are 
bought  by  the  EAR,  always. 
♦     ♦  ♦ 

Once  you  realize  the  fact  and 
the  powerful  opportunities  be- 
hind it,  you  will  see  th*e  advis- 
ability of  demonstrating  with 
AUDACHROME— simply  be- 
cause AUDACHROME  sells 
the  ear  as  it  never  was  sold  be- 
fore. 

♦  ♦  ♦ 

Jazz  or  organ  recital — light  op- 
era or  heavy — vocal  pieces  and 
difficult  combinations  of  voice 
and  music — all  look  alike  to  the 
interpretative  genius  of  this 
revolutionary  new  instrument. 
AUDACHROME  gives  back 
exactly  what  went  into  the 
record — every  record ! 

♦  ♦  ♦ 

All  the  nuances  and  chromatic 
shades  of  heterodyning  pieces 
in  a  great  philharmonic  orches- 
tra are  reproduced  faithfully — 
every  inflection  and  trick  of  the 
human  voice — therefore  you 
yourself  benefit  most  when  you 
use  AUDACHROME  to  help 
you  sell  your  records. 

♦  ♦  ♦ 

Do  as  other  dealers  have  done. 
Put  AUDACHROME  to  the 
acid  test — a  personal  demon- 
stration! Try  AUDACHROME 
on  your  own  EARS  and  you 
will  immediately  realize  why 
all  who  hear  it  are  delighted. 
Listen  to  a  few  particularly 
difficult  records  with  low  notes, 
high  notes,  chromatic  compli- 
cations and  the  human  voice  all 
intermingled.  COMPARE  the 
performance  of  AUDA- 
CHROME, that  is  all  we  ask. 

♦  ♦  ♦ 

Every  AUDACH  ROM  E- 
equipped  talking  machine  in 
your  locality  keeps  its  owner 
in  the  record  market — con- 
stantly ! 

♦  ♦  ♦ 

And  remember,  everyone  who 
hears  AUDACHROME  wants 
to  own  AUDACHROME  it- 
self. Another  handsome  sale 
and  profit  for  the  store ! 

♦  ♦  ♦ 

If  you  regard  this  great  new 
sales  weapon  in  its  proper 
light,  you  may  look  forward  to 
a  handsome  increase  in  your 
record  volume  for  the  coming 
year.  It's  just  a  matter  of  mak- 
ing the  most  of  your  ammuni- 
tion ! 


Profit  Wimn$  Sates^VWnkfes 

Drug  Store  Does  Big  Record  Business— Securing  Free  Publicity— Broadcasts  Records 
— An  Ice  Cream  and  Record  Tie-up — Why  Not  Hire  Students  on  Commission 
for  Salesmen?— Promoting  Sales  Through  School  Children 


We  sometimes  hear  merchants  say  they  can- 
not understand  how  the  drug  store  can  sell 
records  at  a  profit.  Perhaps  some  of  them  do 
not.  But  here  is  one  that  does.  The  Crouse 
Pharmacy,  Fifth  avenue  and  Fourth  street,  Col- 
umbus, O.,  in  the  short  span  of  one  year  has 
built  up  a  large  trade  on  Columbia  records  of 
the  old  familiar  tunes  and  race  type  records. 
According  to  Dick  Crouse,  the  genial  proprie- 
tor, the  pharmacy  occupies  an  unique  position 
with  regard  -to  record  sales — it  stays  open  eve- 
nings when  people  have  much  leisure  and  are 
susceptible  to  music.  Many  people  come  to  the 
drug  store  for  refreshments  or  for  a  magazine 
or  a  smoke  and  all  of  these  people  are  excel- 
lent prospects — more  than  that  they  are  buyers 
of  records.  Get  the  evening  trade  if  your  com- 
munity and  location  make  this  possible. 

Free  Publicity 

Don  Flightner,  Ohio  representative  of  the 
Columbia  Phonograph  Co.,  won  new  laurels  for 
himself  recently  through  his  interview  with  Mr. 
Mack  of  Moran  and  Mack  of  "Two  Black 
Crows,"  and  stars  of  Earl  Carroll's  Vanities — 
during  their  stay  in  Columbus,  O.  He  wrote 
up  the  story  for  the  Columbus  Dispatch,  and 
through  this  obtained  much  favorable  comment 
for  his  record  which  aided  sales  in  Columbus 
music  stores.  There  is  a  thought  in  this  for 
other  dealers. 

Broadcast  Records 

A  clever  stunt  with  a  radio  receiver  was  used 
by  the  Evans  Radio  Service  in  Albion,  Ind., 
with  such  good  results,  according  to  "The  Roi- 
ster Dealer,"  that  the  idea  is  offered  to  all 
dealers,  especially  those  in  small  towns  where 
everybody  knows  everybody  else.  When  the 
Chamber  of  Commerce  of  Albion  held  its  an- 
nual banquet  and  election  of  officers,  H.  R. 
Evans  suggested  to  the  president  that  a  little 
unusual  entertainment  be  furnished  by  a  Kol- 
ster  set.  "The  meeting  was  held  in  a  hotel," 
said  Mr.  Evans.  "We  placed  a  Kolster  con- 
sole with  a  built-in  power  cone  speaker  in  the 
dining  room,  and  a  phonograph  pickup  and  a 
microphone,  or  telephone,  in  an  upstairs  room. 
Instead  of  listening  to  whatever  radio  music 
happened  to  be  on  the  air,  the  diners  heard  a 
specially  selected  list  of  new  phonograph 
records,  chosen  to  fit  the  occasion.  Between 
records  we  announced  that  KERS  was  broad- 
casting— Kolster-Evans  radio  service.  We  an- 
nounced a  few  jokes  and  stories  about  some 
of  the  men  present,  and  it  made  a  big  hit.  The 


way  the  music  came  out  of  that  model  6H  made 
everyone  look  at  it  a  good  deal  of  the  time 
and  talk  about  it.  We  had  a,  small,  neat  sign 
on  it  saying  that  it  was  a  Kolster  set.  The 
records  were  selected  to  show  off  both  the  low 
and  high  notes,  to  demonstrate  what  the  Kol- 
ster can  do.  Since  that  night  the  Kolster  has 
been  the  talk  of  the  town.  We  were  asked  to 
use  it  at  a  Father-and-Son  banquet,  and  it 
made  a  fine  impression  there  also.  Station 
KERS  is  becoming  very  popular.  It  has  brought 
us  a  lot  of  publicity  and  requests  for  radio 
demonstrations  in  homes.  The  apparatus  con- 
sisted of  a  phonograph  pickup,  a  telephone 
microphone,  and  a  switch  so  we  could  use 
either  the  phonograph  or  the  telephone.  The 


Send  in  Ideas  !  ! 

Perhaps  in  conducting  your 
business  you  make  use  oi  some 
unusual  method  in  selling  ra- 
dio, talking  machines,  records 
or  accessories,  or  perhaps  your 
method  of  servicing  is  out  oi 
the  ordinary.  If  these  ideas 
have  proved  successful,  send 
us  a  note  telling  of  them. 
Photographs  will  add  interest. 


output  from  the  switch  was  connected  to  the 
6H  through  a  special  adapter  in  the  detector 
socket,  also  using  the  detector  tube  with  it. 
Three  volume  controls  were  used,  one  across 
the  pickup,  one  across  the  phone,  and  one  as 
a  tone  control  across  the  output.  A  0-50  meter 
was  used  in  the  phone  circuit  to  see  how  the 
voice  was  coming  through." 

Boosting  Sales 

C.  C.  Baker,  Columbus,  O.,  Victor,  Brunswick 
and  Columbia  dealer,  and  originator  of  the 
Musical  Fountain  about  which  much  has  been 
written,  is  using  a  very  unusual  out-of-doors 
display  to  attract  attention  to  the-store,  to  the 
fountain  and  to  records.  An  ice-cream  freezer 
has  been  converted  into  a  phonograph.  The 
freezer  shaped  instrument  has  been  painted 
with  gay  colors — two  doors  below  act  as  trans- 
mitters.    Here  the  sweet  strains  of  the  new 


Columbia  record — "I  Scream,  You  Scream,  for 

Ice  Cream,"  come  to  the  ear  of  the  passer. 
This  selection  by  the  Clicquot  Club  Eskimos 
fits  into  the  business  of  the  store  perfectly  and 
is  serving  as  a  great  advertising  medium.  Mr. 
Baker  stated  record  sales  are  fully  50  per  cent 
greater  this  year  than  last.  The  fountain  idea 
is  proving  very  popular  in  Columbus  and  prom- 
ises to  increase  record  sales  still  further. 

"  On  a  Commission  Basis" 

During  the  next  month  or  six  weeks  the  col- 
leges and  high  schools  will  be  sending  out 
many  thousands  of  graduates  and  the  hundreds 
of  thousands  of  undergraduates  for  the  annual 
Summer  vacation.  A  great  majority  of  these 
young  men  and  boys  will  immediately  seek  tem- 
porary employment,  either  to  provide  them- 
selves with  spending  money  or  to  acquire  a 
sum  to  continue  their  educational  studies,  and 
therein  lies  the  opportunity  for  phonograph- 
radio  dealers.  Before  the  colleges  and  schools 
close,  seek  one  in  your  vicinity,  write  or  speak 
to  the  authorities  and  inform  them  that  you  can 
use  several  young  men  during  the  Summer 
months.  Employ  them  on  a  commission  basis 
and  see  if  your  sales  during  the  so-called  dead 
months  do  not  increase.  The  variety  of  mer- 
chandise carried  in  your  store  should  offer  an 
opportunity  to  the  aggressive  student  and  no 
difficulty  should  be  encountered  in  securing  a 
sufficient  number  of  the  right  type  of  sales- 
men. Explain  to  them  that  the  merchandise 
they  have  to  offer  consists  not  merely  of  one  type 
of  article  but  includes  radio  receivers,  phono- 
graphs, radio  accessories,  records  and  other  musi- 
cal instruments.  Have  them  canvass  the  neigh- 
borhood thoroughly.  Give  them  lists  of  former 
customers  who  have  purchased  radio  sets  or 
talking  machines  from  you  and  have  ceased 
buying.  See  if  this  trade  cannot  be  brought 
back  to  the  store.  The  album  sets  of  records 
sold  by  anyone  with  an  interest  in  music  and 
able  to  talk  intelligently  concerning  the  com- 
positions, the  composers  and  the  artists,  should 
bring  in  a  worth-while  profit.  Don't  depend 
on  miracles  to  overcome  the  Summer  sales  ob- 
stacles. Business  is  there  but  one  must  go  out 
and  get  it.    This  is  one  method. 

Wins  the  Children 

Familton's  Music  &  Radio  Store,  College 
Point,  L.  I.,  have  been  quite  successful  with 
a  publicity  plan  that  includes  the  distribution 
of  small  rulers  to  school  children,  as  well  as 
blotters.  Of  course  these  bear  the  firm's  name 
and,  what  is  more  important,  the  children  of 
the  entire  community  get  the  habit  of  visit- 
ing the  store.    A  good  idea! 


A  New  York  dealer  who  does  a  big  business 
with  album  record  sets  found  it  profitable  to 
have  special  albums  made  up  and  sells  selec- 
tions of  an  opera  or  a  group  by  the  same  com- 
poser or  artist  in  album  form. 


Sell  Albums  That  Will  Adequately  Protect  Your 
Customers'  Valuable  Records 

The  New  National 
Loose  Leaf  Record  Album 

Beautiful  in  design. 
Durable  and  flat-opening. 

(Patent  Applied  For)    ,  , 
Write  for  descriptive  lisl  and  prices. 

NATIONAL  PUBLISHING  CO. 

Factory  and  Main  Office 
239-245  So.  American  St.,  Philadelphia,  Pa. 
Salesroom:    225  Fifth  Ave.,  New  York  City 
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IS 


MEW  IiOW  PRICES 

Freshman 


ALL-ELECTRIC  RADIOS 

Greatly  reduced  prices  on  the  entire  Equaphase  line  enable  Authorized 
Freshman  Dealers  to  realize  volume  sales  during  the  Summer  season. 


Other  .Models 

G-3 — New  Price  $124  without  tubes.  G-5 — New  Price  $155  without  tubes. 

Old  Price  $200  complete.  Old  Price  $250  complete. 

G-6 — New  Price  $225  without  tubes.  H-9 — New  Price  $295  without  tubes. 

Old  Price  $350  complete.  Old  Price  $500  complete. 

West  of  Denver  all  prices  are  approximately  8%  higher. 
On  all  25  cycle  sets  add  $10  to  the  above  prices. 


CHAS.  FRESHMAN  CO.,  Inc. 

Freshman  Bldg.,  New  York  2626  W.  Washington  Blvd.,  Chicago 


Selling  Latin- American  Field 

Successfully 


Ability  to  Talk  Spanish  and 
Quality  Line  Necessary 


By  John  Lilienthal 

Columbia  Foreign  Sales  Representative 


A FIRST  class  salesman  in  the  United 
States  may  be  a  complete  failure  when 
it  comes  to  selling  Latin  America.  The 
people  south  of  the  Rio  Grande  differ  greatly 
from  those  of  North  America.  It  is  not  only 
the  language,  but  race,  tradition  and  sentiment 
which  vary  greatly  from  ours.  A  successful 
salesman  in  Latin  America  first  of  all  must  be 
able  to  talk  Spanish  and  correctly  interpret  the 
true  Latin  traits;  these  are  prerequisites  that 
are  necessary.  The  old  idea  that  anything  is 
good  enough  for  export,  fortunately,  is  a  thing 
of  the  past  and  earnest  efforts  have  been  made 
and  are  being  made  to  get  an  outlet  for  our 
surplus  manufactured  goods.  There  are  a  num- 
ber of  American  products  that  have  conquered 
the  Latin  American  markets,  one  of  them  being 
phonographs  and  records  for  which  there  is  an 
excellent  market  in  these  countries. 

Hard  Road  to  Travel 
With  a  view  to  studying  and  developing  our 
Central  and  South  American  markets,  I  left 
New  York  the  middle  of  May,  1927,  and  have 
just  returned  after  an  absence  of  ten  months. 
I  have  traveled  thousands  of  miles  by  steamer, 
river  boats,  railroad,  automobile,  motorcycle, 
horseback  and  cable  lines,  and  have  been  in 
treacherous  climates,  where  one  had  to  use  the 
utmost  precaution  regarding  food,  insects  and 
animals.  There  were  times  when  I  had  con- 
ferences with  artists  and  distributors  lasting 
well  into  the  night,  and  at  5  o'clock  in  the 
morning  I  had  to  be  in  the  saddle  again.  The 
hardships  were  indeed  severe  at  times.  When 
I  left  New  York,  I  was  absolutely  convinced 
of  the  high  quality  of  the  Columbia  products, 
but  to-day,  after  having  visited  dealers  and  dis- 
tributors in  some  fifty  South  and  Central  Ameri- 
can cities,  I  can  point  with  pride  to  the  actual 
success  of  Viva-tonal  Columbias  and  New 
Process  records.  When  I  say  that  business  has 
increased  350  to  400  per  cent,  I  am  making  a 
conservative  statement.  But,  why  is  it  that 
Columbia  can  register  such  increase  in  busi- 
ness? In  the  first  place  it  is  the  good  old 
name  Columbia  that  is  known  in  all  corners  of 
the  world  as  one  of  the  pioneers  in  the  talking 
machine  industry.  Quality  products  such  as 
Viva-tonal  Columbias  and  electrically  recorded 
Columbia  records  are  quickly  recognized  by  the 
critical  eyes  and  ears  of  the  Latin  Americans, 
and  it  may  be  of  interest  for  me  to  cite  a  few 
examples  of  how  I  secured  attention  and  event- 
ually closed  important  deals. 

Selecting  a  Distributor 
In  one  market  I  wanted  a  new  distributor. 
After  having  made  inquiries  and  having  secured 


satisfactory  information,  I  picked  out  my  man, 
and  in  my  mind  he  was  already  added  to  the 
long  list  of  distributors  and  dealers,  but  the 
prospect  did  not  know  anything  about  it  as  yet. 
I  arranged  for  an  interview  with  the  proprietor 
of  the  firm  I  had  selected,  which  was  gladly 
granted.  In  the  corner  of  the  store  was  an 
old  horn  machine  and  a  young  lady  was  selling 
ten  records  a  day,  or,  when  business  was  good, 
fifteen.  I  wanted  to  make  a  distributor  out  of 
this  very  firm,  but  had  to  sell  my  idea,  and 
proceeded  at  once.    I  found  out  that  after  the 


John  Lilienthal 

moving  picture  theatre  closed,  most  of  the 
people  went  to  an  ice  cream  parlor;  I  therefore 
secured  permission  from  the  owner  of  this  place 
to  put  one  of  our  Viva-tonal  machines  there, 
and  one  evening  played  until  1:30  in  the  morn- 
ing. The  people  stayed  longer  than  usual  and 
wanted  to  know  where  they  could  buy  the  Viva- 
tonal  Columbia  and  New  Process  Columbia 
records.  I  directed  them  to  the  store  of  my 
prospective  distributor  where  the  Viva-tonal 
replaced  the  old  horn  machine.  More  people 
were  attracted.  I  explained  our  products  to 
clients,  and  within  a  few  days  had  orders  for 
six  Viva-tonal  machines.  The  head  of  the  firm 
became  more  and  more  interested,  and,  at  the 
right  moment,  I  secured  a  large  order  and  ap- 
pointed the  firm  Columbia  distributors.  To-day 
this  firm  is  buying  thousands  of  dollars  worth 


of  Columbia  products,  and  has  grown  to  be  an 
active  and  important  Columbia  distributor.  I 
have  gained  another  friend,  and  to-day  the  head 
of  that  firm  is  not  only  a  business  but  also  a 
personal  friend. 

A  Concert  in  the  Interior 

Way  in  the  interior,  in  one  of  the  South 
American  cities,  I  aroused  enthusiasm  among 
music  lovers  by  arranging  a  concert  with  the 
Model  810  Viva-tonal.  I  knew  that  our  dis- 
tributors were  interested  and  liked  our  line,  but 
I  wanted  to  bring  their  enthusiasm  to  the  high- 
est pitch.  Through  friendly  relations,  I  secured 
a  hall  for  a  concert,  sent  out  eighty  printed  in- 
vitations to  people  of  high  society  and  was 
pleasantly  surprised  by  an  attendance  of  130 
people.  I  had  arranged  a  select  program,  and 
before  starting  the  concert  addressed  the  audi- 
ence in  Spanish.  The  concert  was  a  complete 
success  and  the  press  eulogized  it  as  unique 
and  highly  praised  the  Columbia  product.  What 
I  had  planned,  namely,  to  convince  the  music- 
loving  public  of  the  superiority  of  Viva-tonal 
Columbia  phonographs  and  records,  was  fully 
realized — because,  for  days  after  the  concert, 
the  store  of  our  distributor  was  actually  stormed 
for  Columbia  goods.  The  personnel  was  in- 
efficient to  attend  to  all  the  customers,  so  I 
pitched  into  the  work  and  for  two  days  I  was 
selling  records  over  the  counter.  These  days 
were  the  biggest  selling  days  in  the  history  of 
this  distributor,  and  lie  has  been  selling  Colum- 
bia for  many  years.  To-day  these  distributors 
are  doing  a  voluminous  business  and  they  are 
100  per  cent  Columbia  enthusiasts. 

Comparison  Demonstration  Wins  Sale 

In  another  market,  I  was  present  when  a  cus- 
tomer came  to  the  store  of  our  distributor;  he 
had  a  machine  and  records  of  a  competitive 
company.  We  began  to  talk  about  Viva-tonal 
Columbia  and  New  Process  records,  and  I  ex- 
plained the  advantages  of  the  Columbia  prod- 
ucts, demonstrated  the  goods,  and  could  see 
that  he  began  to  be  interested,  but  the  fact 
that  he  had  another  machine  in  his  home 
seemed  to  be  the  stumbling-block  in  the  way 
of  making  a  new  sale.  Just  the  same  I  offered 
to  send  a  Viva-tonal  to  his  home  so  that  he 
could  hear  it  alongside  of  his  own  machine. 
Our  distributor  went  along  with  this  prospec- 
tive customer,  taking  with  him  a  good  assort- 
ment of  Columbia  records  so  that  this  prospect 
could  convince  himself  of  the  superiority  of 
our  goods.  This  man  was  convinced  imme- 
diately, bought  the  Viva-tonal,  a  good  supply  of 
records,  and  broke  up  the  greater  part  of  his 
(Continued  on  page  19) 


VAN  VEEN  SOUND-PROOF  BOOTHS 


and  tvIUSIC  STORE 
EQUIPMENT 

Write  VAN  VEEN  &  COMPANY,  Inc.,  :-:  :-:  313-315  East  31st  Street,  New  York  City 
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There  is  a 


DIFFERENCE 


Model  J-l 

Full  curved  7 'A  inch  tone 
arm  of  special  brass  and  cop- 
pet  alloy.  Highly  scnsit.vc 
swinging  action  permits  re- 
producer to  follow  record 
grooves  without  resistance. 
List  Price  — Nickel  $3.73; 
Gold  or  Oxidized,  $5.75. 


Model  M  l 

Full  curved  S'A  inch  tone 
arm,  special  brass  and  copper 
ahoy.  Highly  sensitive  swing- 
ing action  permits  reproducer 
to  follow  record  grooves  with- 
out resistance.  List  Prices — 
Nickel,  $4.00;  Old  Copper, 
$5.00;     Gold    or  Oxidised. 

$r».oo. 


GOOD  business  men  know  the  fallacy  in  the 
idea  of  "something  for  nothing."  They 
have  learned  from  experience  that  the  low- 
est priced  is  seldom,  in  the  long  run,  the  least 
expensive. 

Nowhere  is  this  principle  better  illustrated  than 
in  the  field  of  tone-arm  manufacture.  Nowhere 
does  it  follow  more  surely  that  cheapened  ma- 
terials and  workmanship  result  in  a  cheap  prod- 
uct —  and  cheap  performance. 
Oro-Tone,  recognizing  these  facts,  has  stead- 
fastly insisted  that  cast  tone-arms  are  necessary 
for  fine  reproduction.  Modern  musical  repro- 
duction demands  a  cast  tone-arm  to  give  real 
volume  without  buzz!  It  demands  properly  al- 
loyed metal  parts.  It  demands  painstaking  work- 
manship. 

There  is  a  vast  difference  between  cast  tone- 
arms  and  those  made  merely  "to  sell  at  a  price." 
Each  product  has  its  place  and  use  —  but  one 
hopes  beyond  reason  in  expecting  a  cheap, 
loosely  assembled  tone-arm  to  give  real  repro- 
duction. As  it  usually  works  out,  the  quality 
.  product  is  always  the  least  expensive  in  the 
long  run. 

Oro-Tone  manufactures  quality  tone-arms  and 
reproducers.  There  is  no  compromise  with  fine 
performance  standards.  Every  product  is  made 
completely  in  our  own  plant  and  large  scale 
economies  enable  us  to  keep  production  costs 
at  a  minimum.  Made  in  the  United  States,  com- 
plete stocks  of  Oro-Tone  Products  are  always 
on  hand  and  shipments  are  made  promptly  up- 
on receipt  of  orders. 
Remember  "There  Is  a  Difference!" 

We  cheerfully  cater  to  Manufacturers,  Jobbers  and 
Selected  Dealers.  Send  now  for  complete  free  catalogue 

-^^^•BH I [ I'M JTlgSy^^      GEORGE  < 


CHICAGO,  ILL. 
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F.R.T.A.  Plans  for 
Conclave  in  Chicago 

To  Be  Held  Simultaneously  With  RMA 
Trade  Show  and  Convention  in  Chicago 
June  11-15 — Important  Program 

The  Federated  Radio  Trades  Association  is 
actively  at  work  making  plans  for  a  conven- 
tion of  all  its  members  and  prospective  mem- 
bers during  the  coming  RMA  Trade  Show, 
June  11-15.  The  attending  radio  wholesalers 
will  hold  a  meeting  under  the  auspices  of  the 
Radio  Wholesalers'  Association  for  work  on 
the  completion  of  this  newly  formed  organiza- 
tion and  also  to  make  standard  recommenda- 
tions on  trade  practices  and  Code  of  Ethics. 

The  Dealers'  Section  of  the  Federated  will 
also  hold  a  separate  meeting  devoted  exclusive- 
ly to  dealers'  problems  and  the  perfecting  of 
the  organization  to  aid  the  dealers  generally 
throughout  the  country.  The  Manufacturers' 
Representatives'  Section  will  also  have  time  on 
the  program  for  a  meeting  of  its  group  to  de- 
vise ways  and  means  whereby  it  can  increase 
the  good  will  of  the  entire  industry. 


laminations,  used  in  making  choke  coils  during 
that  four-months'  period  were  placed  end  to 
end  they  would  reach  from  the  factory  in 
Newark,  N.  J.,  across  the  United  States  to  the 
Kolster  laboratories  in  Palo  Alto,  Cal.  And  if 
the  wire  used  in  these  same  coils  were  laid  in  a 
straight  line  it  would  stretch  three  times  around 
the  earth  and  have  18,000  miles  of  wire  left. 


New  Vice-President 
of  Raytheon  Mfg.  Co. 


Widely  Experienced  in  Radio  Accessories 
and  Automobile  Fields 


Interesting  Statistics 

About  Kolster  Radio 


The  statistical  department  of  Kolster  radio 
has  divulged  the  information  that  if  all  the 
transformers  manufactured  in  the  Kolster  plant 
in  a  period  of  only  four  months  for  use  in  the 
power  cone  speaker,  the  AC  power  pack,  the 
electric  reproducer  for  the  Columbia-Kolster 
phonograph  and  in  the  pivot  cone,  were  piled 
in  a  column  seven  feet  square,  it  would  soar  into 
the  air  exactly  as  high  as  the  Woolworth  Build- 
ing, the  tallest  in  the  world. 

More  figuring  brought  about  the  further  dis- 
closure that  if  the  small  bits  of  metal,  called 


Cambridge,  Mass.,  May  7. — The  Raytheon  Mfg. 
Co.,  of  this  city,  has  announced  the  election  of 
Fred  D.  Williams  as  vice-president.  As  presi- 
dent of  the  Dubilier  Condenser  Corp.,  New 
York,  for  the  past  year  and  a  half  Mr.  Williams 
has  been  responsible  for  putting  this  company 
on  a  sound  basis.  He  will  remain  temporarily 
as  president  of  Dubilier  and  continue  in  an 
executive  advisory  capacity  in  addition  to  his 
activities  at  Raytheon. 

Before  going  to  Dubilier  Mr.  Williams  di- 
rected the  sales  of  the  Grigsby-Grunow-Hinds 
Co.,  makers  of  "Majestic"  eliminators.  Previ- 
ous to  that  he  served  as  vice-president  and 
general  manager  of  the  L.  H.  Gilmer  Co.,  pre- 
eminent manufacturer  of  industrial  belting  and 
automobile  fan  belts. 


Crosley  and  Amrad 
Jobbers  Appointed 

Addition  to  Distributors  in  Line  With 
Policy  of  Building  Exclusive  Jobber 
Representation  Throughout  Country 

Continuing  its  policy  of  appointing  distrib- 
utors who  will  handle  Crosley  and  Amrad 
products  exclusively,  the  Crosley  Radio  Corp., 
Cincinnati,  O.,  announces  the  addition  of  two 
more  outstanding  exclusive  distributors.  They 
are  the  Wetmore  Savage  Equipment  Co.,  of 
Boston,  Mass.,  and  the  B.  H.  Spinney  Co.,  of 
Springfield,  Mass.  These  concerns  are  gen- 
erally regarded  as  leaders  in  the  New  England 
territory.  They  did  a  tremendous  business  last 
year,  but  are  looking  forward  to  a  much  greater 
sales  volume  in  1928. 

Other  prominent  distributors  who  will  handle 
Crosley  and  Amrad  products  exclusively  are 
Motor  Parts  Co.,  Philadelphia;  Kierulff  & 
Ravenscraft,  Cal;  Lincoln  Motor  Sales  Co., 
Baltimore;  Hudson-Ross,  Inc.,  Chicago;  Kriese- 
Connell  Co.,  Indianapolis,  and  the  Twentieth 
Century  Radio  Corp.,  New  York. 


Stewart- Warner  Net  Up 

The  Stewart- Warner  Speedometer  Corp.  and 
subsidiaries  report  net  profit  of  $1,387,284  for 
the  quarter  ended  March  31,  compared  with 
$1,062,048  for  the  first  quarter  of  1927  and 
equivalent  to  $2.31  a  share  earned  on  599,990 
no  par  shares,  compared  with  $1.77  a  share  in 
the  first  quarter  last  year. 


Radio  Exports 

The  department  of  Commerce  reports  that 
during  the  month  of  February  4,527  receiving 
sets  were  exported  from  the  United  States,  val- 
ued at  $189,877.  Of  these  sets,  the  largest  num- 
ber went  to  Canada,  with  Argentina  taking  the 
second  largest  number  and  Australia  the  third. 
During  February  45,830  radio  tubes  were  ex- 
ported, valued  at  $78,106,  of  which  by  far  the 
largest  number  went  to  Argentina,  Canada  tak- 
ing second  place.  Receiving  set  accessories  ex- 
ported during  the  same  month  were  valued  at 
$124,067,  receiving  set  components  at  $148,168 
and  transmitting  sets  and  parts  at  $23,134. 


LOUDEST  MADE 

JUMBO 

NEEDLES 

FOR  THOSE  WHO  CRAVE 
THE  LOUDEST 


TRADE  MARK 


MADE  BY  THE 

OLDEST  and  LARGEST 
Needle  Manufacturers 
♦     in  the  World  I 

Bagshaw  has  been  making  phonograph  needles  longer 
than  any  other  manufacturer,  and  dealers  have  always 
made  big  profits  from  their  sale.  All  our  brands:  Bril- 
li anton e — Jumbo — Gilt  Edge — Reflexo — or  your 
Private  Brand — will  make  money  for  you ! 

All  our  needles  are  made  in  this  country.  You  can 
rely  on  them  to  give  true  tone  reproduction  and  complete 
satisfaction  for  your  customers. 

Send  for  samples  and  complete  information  today — 
and  start  making  real  money  from  your  phonograph 
needle  sales. 


TRIPLE  TONE 

REG.  U.S.  PAT.  OFF. 


LOUD 
MEDIUM 
SOFT 


PLAYS  10  RECORDS 

IN  THREE  TONES 

MADE  IN  U.S.A. 


MOU&' 


MADE  IN  US  A 


o 
o 


BRILLIANTONE 


o 
o 


DANCE  TONE 


Be  sure  your  needln 
packages  are  marked 
MADE  in  U.S.A. 


LOUD 


PRIVATE  BRAND 

(Your  Name  Here) 


[[phonograph  needles]] 


BRILLIANTONE  STEEL  NEEDLE  COMPANY 


370  Seventh  Avenue 


of  AMERICA,  Inc. 


New  York  City 
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Paul  Whiteman  now  an  exclusive  Columbia  Artist 
Columbia  combination  Phonograph  and  Radio 
Moran  &  Mack  ("The  Two  Black  Crows")  New  Record— Parts  7-8 


Columbia  Electric  Viva-tonal  and 
Kolster  Radio  Combination— Model  960 

H.The  Kolster  Receiving  Set  in  this  instrument  has  been  specially  designed  for  use  with  this 
latest  phonograph-radio  combination.  Your  customers  may  now  enjoy  radio  and  records 
at  their  best  in  this  new  superlative  Columbia  No.  960.  List  Price,  $600.  1  Feature  this 
instrument.  Write  for  special  descriptive  folder  for  distribution  to  your  customers.   °g   °$  ^ 


Schubert  Centennial- Organized  bq  Columbia  Phonograph  Company, 
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Paul  Whif  emcin 


v7 


This  is  Good 
News  for  every 
Columbia  Dealer! 


^  It  means  more  and  more  Columbia  Sales.  ^  Whiteman  has  signed  a  contract 
for  a  long  term  of  years  to  record  exclusively  for  Columbia.  He  is  now  making 


Columbia  Records.  The  first  ones  will  be  announced  shortly.  n 
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Paul  WhilemcsM 
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<J  Columbia  New  Process  Records, 


with  their  smooth  scratchless  surface,  and  their 


recording  made  the  new  way,  electrically,  entrancingly  capture 
in  record  form,  the  superb  artistry  of  Paul  Whiteman.  ^  At  last,  through  the 
medium  of  Columbia  Records,  Paul  Whiteman  can  now  be  heard  anywhere, 
any  time,  "like  life  itself."  Columbia's  "Magic  Notes"  bring  this  world  famous 
orchestra  into  your  customers'  homes,  exactly  as  if  it  were  playing  for  each 
one,  individually.  ^  The  artist  who  is  in  a  position  to  choose,  turns  naturally,  as 
does  Whiteman,  to  the  Columbia  recording  studios  and  laboratories,  because  he 
knows  his  records  will  be  precisely  what  his  music  is.  ^  Be  ready  to  tell  your 
customers  to  "Ask  for  a  Columbia  Record  of  Paul  Whiteman."  ^  Be  prepared  to 
wire  your  orders  for  Paul  Whiteman's  Columbia  Records,  soon  to  be  announced. 
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MORAN    AND  MACK'S 

VJfTWo  Black.  Crows" 


"Our  Child 


&ull  Never  Make  Canada 
with  That  Horse ! " 

Whether  they  make  Canada  or  whether  they  don't,  Moran  and  Mack  give  their  friends 
a  record  ride  this  time.  From  the  first  clatter  of  hoofs,  as  The  Headman  tries  to  restrain 
his  fiery  steed,  to  the  last  Mackenese  drawl,  there's  action  and  laughs  a-plenty  on 
RECORD  No.  1350-D,  10-inch,  75c  -  PARTS  7  &  8 

Previous  "  Two  Black  Crows  "  Records 

1st  "Two  Black  Crows"  Parts  1  and  2,  No.  935-D,  10-inch  ....  75c 
2nd  "Two  Black  Crows"  Parts  3  and  4,  No.  1094-D,  10-inch  ....  75c 
3rd  "Two  Black  Crows"  Parts  5  and  6,  No.  1198-D,  10-inch  ....  75c 

Also  Special  Charles  E.  Mack  Record 

Elder  Eatmore's  Sermon  on  Throwing  Stones"  .  .  .  No.  50061-D,  12-inch,  $1.25 


'Music  Notes 


Columbia  <&s>>  Records 

Made  the  New  "Way  ~  fiElectricctiiy 

Viva- tonal  Recording  -  The  Records  without  Scratch 
Columbia  Phonograph  Company,  1819  Broadway,  New  York  City 
Canada:  Columbia  Phonograph  Company.  Ltd.,  Toronto 


"Magic  Notes 


k.  Rtg,  U.S. Pat. Oil 
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Selling  the  Latin- 
American  Market 


(Continued  from  page  16) 

our  goods.  This  man  was  convinced  imme- 
diately, bought  the  Viva-tonal,  a  good  supply  of 
records,  and  broke  up  the  greater  part  of  his 
collection  of  competitive-make  records,  stating 
chat  henceforth  he  would  only  buy  Columbia 
records. 

Building  Friendship 

I  could  cite  many  instances  more,  but  I  will 
just  refer  to  one  more  example  from  the  many, 
to  show  what  a  good  product,  personal  contact 
and  enthusiasm  are  able  to  produce  and  accom- 
plish. Around  the  first  of  the  year  I  happened 
to  be  with  one  of  our  older  distributors.  This 
is  generally  a  busy  time,  as  inventory  has  to  be 
taken,  and  there  is  little  time  for  salesmen  and 
representatives;  I  therefore  offered  to  assist  our 
distributors  in  the  inventory  of  the  Columbia 
department.  They  agreed,  off  came  my  coat, 
and  within  a  few  days  the  inventory  was 
finished.  While  doing  this  work  I  became  more 
intimately  acquainted  with  the  selling  force  of 
the  Columbia  department,  made  several  sugges- 
tions and  improvements,  and  when  everything 
was  finished  I  received  the  biggest  order  this 
distributor  had  ever  placed  with  the  company. 
Rules  for  Selling  in  Latin  America 

The  rules  for  successful  selling  in  Latin 
American  countries  are  simple  but  well  defined. 
The  first  impression  of  a  person  is  of  vital  im- 
portance and  decisive.  A  salesman,  therefore, 
should  have  appearance  and  personality  and 
pleasing  ways  to  attract  the  attention  which 
makes  an  approach  so  much  easier  and  helps 
over  many  difficulties.  If  the  man  is  also  in- 
telligent, there  is  an  additional  advantage. 

To  sell  goods  successfully,  one  must  have 
absolute  confidence  in  his  product,  as  this 
creates  enthusiasm  and  ambition  and  a  desire 
to  work  well  and  hard.  A  good  salesman  must 
have  also  an  understanding  of  human  nature; 


he  must  not  only  be  a  salesman  but  a  friend 
as  well,  must  be  absolutely  fair  and  square — 
even  under  adverse  conditions.  The  old  way 
of  loading  up  the  shelves  of  a  customer  is  a 
method  of  the  past. 

The  Latin  Americans  have  an  inborn  love  for 
music.  In  fact,  every  Indian  is  a  lover  of 
music — so  that  the  phonograph  industry  has  a 
vast  field  to  work  upon.  The  prospects  are 
excellent,  and  I  am  glad  to  say  that  Columbia 
is  an  important  factor  in  all  Latin-American 
markets  on  account  of  the  excellence  of  Colum- 
bia products.  Our  "Magic  Notes"  trade-mark 
is  gaining  ground  everywhere. 


Kolster  President 

Sails  for  Europe 

Ellery  W.  Stone,  president  of  the  Kolster 
Radio  Corp.,  and  of  Federal  Telegraph  Co.  of 
California,  its  subsidiary,  recently  sailed  for 
Europe  to  make  a  first-hand  survey  of  radio 
conditions  there.  Mr.  Stone  plans  to  spend 
five  weeks  in  England  and  France.  It  was  an- 
nounced that  Brandes,  Ltd.,  of  London,  the 
English  manufacturer  of  Kolster  Radio,  is  ex- 
panding its  factory  space  and  plans  are  being 
made  for  a  greatly  increased  radio  business  in 
England  this  year. 


Fada  Adds  to  Floor  Space 

Additional  floor  space  in  the  Long  Island  City 
district  of  New  York  has  been  taken  by  F.  A. 
D.  Andrea,  Inc.,  to  provide  adequate  facilities 
for  the  steadily  increasing  business  of  Fada 
Radio.  It  was  only  a  year  ago  that  Fada  moved 
from  the  Bronx  to  considerably  larger  quarters 
in  Long  Island  City. 


Ted  Lewis  and  his  band,  exclusive  Columbia 
recording  artists,  recently  left  for  a  three 
months'  tour  to  the  Pacific  Coast.  Columbia 
dealers  plan  to  tie  up. 


RCA  Music  Education 
Hour  to  Be  Broadcast 


Special  Series  of  Orchestral  Concerts  to 
Start  October  26,  Under  the  Direction  of 
Walter  Damrosch 


A  special  series  of  twenty-four  educational 
orchestral  concerts  will  be  broadcast  next  sea- 
son, beginning  October  26,  under  the  auspices 
of  the  Radio  Corp.  of  America,  according  to  a 
recent  announcement  by  David  Sarnoff,  vice- 
president  and  general  manager.  The  new  RCA 
Music  Education  Hour  will  be  under  the  direc- 
tion of  Walter  Damrosch,  dean  of  American 
musicians. 

The  programs  will  be  given  on  Friday  morn- 
ings at  11  o'clock  Eastern  standard  time,  so  that 
they  can  be  heard  in  the  schools.  This  is  in 
response  to  the  nationwide  demand  for  an 
educational  hour  of  music  for  young  people  and 
children.  Twenty-eight  stations  will  be  hooked 
up  in  these  broadcasts,  covering  the  entire 
country  between  the  Atlantic  Coast  and  the 
Rocky  Mountains. 


New  Amrad  Distributor 


Peoria,  III.,  May  5.— The  National  E.  &  A. 
Supply  Co.,  well-known  radio  and  automotive 
jobber,  was  recently  appointed  a  distributor  of 
Amrad  radio  sets  and  Mershon  condensers, 
made  by  the  Amrad  Corp.,  of  Medford  Hill- 
side, Mass.,  announced  W.  H.  Lyon,  Amrad 
general  sales  manager. 


Congratulations ! 

J.  S.  Dagney,  of  the  Pooley  Co.,  Philadelphia, 
Pa.,  is  receiving  the  congratulations  of  his 
many  friends  throughout  the  trade  upon  the 
birth  of  a  daughter,  Joan  Therese,  on  Saturday, 
April  14. 


SELL  SYMPHONIC 


For  those  who  want  the  finest  reproducer  that 
can  be  made,  we  present  the  Low-Loss  Sym- 
phonic Reproducer,  the  result  of  the  most  pains- 
taking experiments  and  trials.  Exquisitely  made, 
it  is  encased  in  a  handsome  bronze  finished 
housing,  with  nickel  or  gold  plated  centerpiece. 

LOW  (I  LOSS 
#IN0Bi#H  REPRODUCER 

LIST  PRICE 

Nickel  Plated  .  .  HO00 
Gold  Plated      .    .  H200 

(Slightly  higher  west  of  the  Rockies) 


A  remarkable  reproducer  at  a  remarkable  price. 
Beautifully  finished  in  polished  nickel  or  gold 
plate.  A  great  seller. 


'PHONOGRAPH  REPRODUCER 

MADE  BY.  SYMPHONIC 

LIST  PRICE 

Nickel  Plated  .-  .  '  $5 00 
Gold  Plated      .    .  $700 

(Slightly  higher  ■west  of  the  Rockies) 


This  is  the  $8.00  number  that  has  been  so  popu- 
lar with  phonograph  dealers  everywhere.  A  won- 
derful reproducer  whose  performance  is  so  un- 
usual that  it  sells  immediately  on  demonstration 


PHONOGRAPH  REPRODUCER 


LIST  PRICE 

Nickel  Plated  .  .  $  800 
Gold  Plated      .    .  $1000 

(Slightly  higher  -west  of  the  Rockies) 


An  acoustical  gem  in  a 
magnificent  setting. — 
Each  Symphonic  and 
Low-Loss  Reproducer  is 
beautifully  encased  in  a 
gold  embossed  silken 
container  commanding 
attention  and  bespeak- 
ing its  quality. 


Symphonic  Sales  Corporation 


370  Seventh  Ave. 


Pioneers  and  Leaders 
In  the  Independent 
Reproducer  Industry 


New  York 
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Sigrid 


Johnny  Johnson 


Lemaire  and  Van 


Victor 


MME.  ONEGIN  is  one  of  the  greatest  contraltos  in  musical  history.  A 
native  of  Stockholm,  she  received  her  musical  training  in  France  and 
Germany.  In  her  very  first  operatic  appearance  at  Stuttgart,  she  had 
the  role  of  Carmen,  singing  opposite  Caruso.  During  her  first  operatic 
year  she  sang  twelve  Wagnerian  roles,  an  evidence  of  her  vast  capacity 
for  study.  Later,  she  came  to  America  under  contract  to  appear  in 
opera.  Her  concert  tours  in  this  country,  during  the  past  few  years, 
have  heen  enthusiastically  received,  and  her  name  has  become  known 
to  music-lovers  throughout  the  nation. 

Giacomo  Lauri-Volpi,  tenor  of  the  Metropolitan  Opera  Com- 
pany; Johnny  Johnson  and  his  Statler  Pennsylvanians ;  Lemaire 

VICTOR  TALKING  MACHINE 
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Oiiegin 


and  his  Statler  Pennsylvanians 


and  other  headliners  are  now 


Artis 


and  Van;  and  Jans  and  Whalen  have  joined  the  Big  Parade  of  Victor  Artists. 

Other  contracts  and  renewals  include  those  with  Pablo  Casals,  violoncellist; 
Giuseppi  De  Luca,  baritone  of  the  Metropolitan  Opera  Company ;  Renee  Chemet, 
violinist ;  Giulio  Setti,  chorus-master  of  the  Metropolitan  Opera  Company ;  Fanny 
Brice,  inimitable  Broadway  comedienne ;  Franklyn  Baur ;  Jack  Smith ;  Waring' s 
Pennsylvanians;  Arden  and  Ohman;  and  Charles  R.  Cronham,  organist. 

Victor  dealers  have  always  been  able  to  offer  their  customers  music  by  the 
world's  greatest  artists  in  every  field.  The  list  is  constantly  being  increased  as 
new  artists  attain  nation-wide  popularity.  This  policy  of  wide-awake  leadership 
has  helped  materially  in  giving  the  Victor  Company  and  their  dealers  the  domi- 
nant position  in  the  talking-machine  industry. 

CO.,  CAMDEN,  NEW  JERSEY,  U.S.A. 


'  1 1 1 S  MASTERS  VOI CE" 


Make  Your  Windows  Work  Overtime 

Factors  Entering  Into  Profits  Through  Window  Displays  — 
Originality  Pays — Planned  Exhibits  Are  Best  Sales  Producers 


The  value  of  unusual  and  eye-arresting  win- 
dow displays  is  being  more  generally  realized  by 
retailers  as  well  as  by  manufacturers;  many 


At  the  top  of  page:  Display  in  the  Oakland,  Cal.,  store 
of  Sherman,  Clay  &  Co.,  featuring  the  "Two  Black 
Crows"  and  their  recordings,  as  well  as  the  various 
phases  of  record  manufacture.  Above:  Striking  futuristic 
window  display  of  the  Regal  Co.,  York,  Pa.,  showing 
the  Atwater  Kent  Modernistic  radio  set  in  an  eye- 
arresting  manner. 

of  the  latter  going  to  considerable  lengths  in 
this  respect  to  aid  the  dealers  featuring  their 
lines.  Some  of  the  larger  companies  are  spend- 
ing thousands  of  dollars  annually  to  provide 
effective  window  display  service  for  the  deal- 
ers handling  their  lines. 

What  constitutes  a  good  window  display? 
What  makes  one  display  more  effective  than 
another?  A  number  of  factors  enter  into  the 
matter.  First,  given  a  good  location;  that  is, 
one  where  a  reasonable  number  of  possible 
buyers  for  the  product  handled  pass  the  door, 
the  dealer  has  an  excellent  chance  of  making 
his  window  one  of  his  most  profitable  medi- 
ums of  advertising.  The  merchandise  displayed 
must  be  suitable  to  the  purses  and  tastes  of  the 
passers-by.  One  would  not  feature  an  instru- 
ment costing  in  the  neighborhood  of  $1,000  in 
a  window  fronting  on  a  street  where  the  ma- 
jority of  the  passers-by  are  laborers.  On  the 
other  hand,  when  the  location  is  in  a  neigh- 
borhood where  people  of  wealth  do  their  shop- 
ping the  display  must  be  of  a  kind  to  interest 
them.  Most  often,  however,  the  happy  medium 
is  safest  choice,  because  the  masses  of  people 
who  shop  on  any  business  street  in  an  aver- 
age community  are,  for  the  most  part,  people 
of  moderate  means;  men  and  women  of  a  cer- 
tain amount  of  discrimination;  people  to  whom 
price  is  a  factor,  but  who  gladly  pay  for  a 


reasonably  priced  product  of  standard  make 
and  known  quality. 

It  is  not  enough  to  simply  show  the  product 
in  the  window.  Every 
dealer  has  a  competi- 
tor handling  the  same 
line  or  another  line  of 
very  nearly  equal 
merit.  These  mer- 
chants, too,  show 
their  products,  and 
this  results  in  a  form 
of  competition  which 
while  silent  is  none 
the  less  keen;  com- 
petition which  cer- 
tainly divides  sales, 
all  other  things  being 
fairly  even.  What  the 
dealer  must  seek  in 
his  window  display 
is  originality  of  the 
most  striking  char- 
acter; with  the  idea 
of  bringing  his  establishment  and  product  to 
the  attention  of  the  passing  public  in  such  a 
forceful    manner    that    immediate    interest  is 


Above:  The  Rochester  Gas  &  Electric  Co.,  of  Rochester, 
N.  Y..  which  handles  the  Stromberg-Carlson  radio  line, 
showed  pictures  of  the  studios  and  transmitting  station 
WHAM,  owned  by  the  Stromberg-Carlson  Co.,  of  that 
city.  The  exhibit  proved  a  "winner,"  attracting  much 
attention  to  the  station  as  well  as  to  the  product  made 
by  the  company  operating  it.    Local  tie-ups  pay  dividends. 

aroused  and  memory  of  the  line  and  store  lin- 
gers. Many  people  who  pass  your  store  to- 
day may  be  in  the  market  for  a  talking  machine, 
radio  set  or  records  to-morrow,  next  month  or 
next  year. 

The  illustrations  on  this  page  were  selected 
because  they  have  attracted  attention.  The 
record  window  at  the  top  of  the  page  featured 
the  records  of  two  artists  who  have  attracted 
international  attention  because  of  their  humor- 
ous recordings.  Another  illustration  features  a 
well-known  radio  set  of  modernistic  design  in 
a  setting  eminently  suitable  to  this  type  instru- 


ment. Another  window  shown  illustrates  an 
effective  tie-up  by  a  dealer  with  a  local  radio 
station.  The  display  in  the  lower  right  shows 
the  crowds  in  front  of  the  window  of  a  well- 
known  dealer  who  made  a  human  being  the 
attention-getter.  That  he  succeeded  to  a  most 
satisfactory  degree  is  quite  evident. 

It  is  impossible  to  determine  the  number  of 
sales  that  may  directly  or  indirectly  be  credited 
to  any  window  display,  but  the  fact  remains 
that  the  dealer  who  has  good  window  exhibits 
of  his  merchandise  is  usually  busiest.  This  ap- 
plies with  equal  truth  to  newspaper  advertising. 
The  results  are  intangible  but  certain.  The 
dealer's  rent  is  based  on  his  location  and  the 
number  of  people  who  pass  the  door  daily. 
The  cost  of  a  good  window  display  is  little 
compared  with  the  results  that  follow.  The 
poor  window  display  is  the  expensive  one  for 
the  simple  reason  that  the  dealer  is  paying  for 
space  which  he  is  not  using  to  advantage.  This 
is  a  form  of  waste  and,  therefore,  represents  a 
leak  which  works   steadily  to   reduce  profits. 

Planned  windows  are  most  effective.  The 
dealer  should  plan  his  displays  just  as  carefully 
as  he  does  his  advertising,  taking  advantage  to 
the  fullest  extent  of  all  holidays  and  local  tie- 
up  opportun  ities. 
Make  use  of  the  very 
excellent  window  dis- 
play helps  put  out  by 
the  manufacturers. 
The  cut-outs  and  oth- 
er material  from  this 
source  are  prepared 
by  men  skilled  in  de- 
veloping window  dis- 
play ideas. 

Another  feature  of 
window  display  which 
should  merit  the  at- 
tention of  dealers  is  the  question  of  proper 
lighting,  so  that  the  display  will  be  as  fully 


Above:  B.  B.  Todd,  Philadelphia,  put  his  sales  message 
across  with  the  use  of  "Claudo,  the  Mechanical  Man." 

effective  at  night  as  it  is  during  the  day.  Make 
your  windows  work  twenty-four  hours  a  day. 


22 


The  Talking  Machine  World,  New  York,  May,  1928 


23 


POOLEY 

RADIO  CABINETS 

Kemt 

RADIO 


KEEP  in  touch  with  the  Pooley 
distributor  iu  your  lcfc  rritory. 
This  year  Pooley  will  present  the 
most  attractive  line  in  its  history. 

THE  POOLEY  COMPANY 

lliOO  liidiuuat  Avenue  I*liil»clelpliia9  I  .  S.  .V. 
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POOLEY 

radio  cabinets 
.  AtwaterKent 

RADIO 


The  home  of 
Pooley 
Radio 
Cabinets 


TH  A  T  I  i  m  i  t  e  d 
capital  is  no  bar 
to  success  in  the 
radio  and  talking  ma- 
chine field,  even  in 
these  days  of  big  busi- 
ness, is  illustrated 
strikingly  by  a  study 
of  the  record  of  the 
firm  of  Wachter  & 
Snell,  Buffalo  retailers. 

To    summarize  the 
achievement  of  Joseph 
Wachter    and  Archie 
Snell  before  going  into 
the   discussion   of  the 
methods  whereby  they 
won  success  it  may  be 
said  that  just  two  years 
ago   they   began  their 
experience  in  the  field 
of  radio  with  a  com- 
bined capital  of  exactly 
$9.36.  Last  month  they  : 
moved  into  a  new  $10,- 
000  building,  erected  es- 
pecially   for    them,  in 
one  of  the  busiest  com- 
munity neighborhoods  in  Buffalo.    Two  years 
ago  both  the  partners  in  the  store  were  tyros 
in  radio.    One  had  a  job,  the  other  was  attend- 
ing school.    They  conceived  the  idea  that  most 
radio  dealers   start   from  the  wrong  end,  by 
entering  a  business  of  which  they  know  little, 
hoping  to  acquire  necessary  knowledge  along 
the  way. 

They  decided  on  a  different  plan  and  they 
devoted  their  evenings  to  an  intensive  study 
of  all  the  radio  information  they  could  get.  Mr. 
Snell  took  up  a  special  course  in  radio  engi- 
neering in  a  Buffalo  night  school.  To  find  a 
place  to  open  their  radio  "store"  was  the  next 
problem.  It  was  then  that  they  took  inventory 
of  their  finances  and  discovered  that  between 
them  they  possessed  $9.36  in  available  cash. 
At  the  home  of  one  of  the  boys,  in  the  outskirts 
of  Buffalo,  was  a  barn.  Part  of  it  was  used 
as  a  garage.  They  took  the  other  part  as  their 
store.  A  good  portion  of  the  company's  capital 
was  invested  in  a  large  cloth  sign,  which,  dis- 
played from  the  barn  wall,  announced  to  the 
world  that  the  firm  of  Wachter  &  Snell  was 
ready  to  do  radio  repairing  and  installation  of 
all  sorts.  But  the  partners,  unlike  the  mouse- 
trap maker  of  fable,  didn't  wait  for  the  world 
to  make  a  beaten  path  to  their  door.  They 
started  the  path  themselves,  leaving  their  shop 
daily  to  make  a  house-to-house  canvass  to  tell 
friends,  neighbors  and  strangers  they  were 
ready  to  do  business. 

"We  found  that  if  we  made  a  certain  number 
of  home  calls  a  day  we  would  strike  an  aver- 
age number  of  persons  who  had  a  radio  prob- 
lem. Some  wanted  service  of  one  kind,  others 
were  in  the  market  for  a  set  or  for  improve- 
ments. At  that  time  we  had  opportunity  to 
study  all  sorts  of  sets  and  here,  too,  we  de- 
parted from  the  established  custom  of  getting 
a  franchise  from  some  distributor  and  pushing 
his  set.    Before  we  even  sought  a  franchise  we 


Know  Your  Radio  Line  to 
Build  Retail  Success 


By  P.  D.  Fahnestock 


studied  the  operation  of  all  kinds  of  sets  so 
that  we  might  eventually  tie  up  with  the  one 
that  seemed  to  be  giving  the  utmost  satisfac- 
tion and  the  least  trouble  in  our  community. 
We  felt  we  could  conscientiously  recommend 
such  a  set  after  we  had  seen  many  of  them  in 
actual  operation  and  talked  with  their  owners. 
We  finally  decided  on  a  line  and  have  never 
handled  any  other  make.  We  had  made  sets 
for  our  early  customers  and  had  conducted  all 
sorts  of  experiments  to  try  out  our  own  and 
other  sets  under  every  conceivable  condition. 
The  result  was  that  when  we  opened  our  first 
real  store,  less  than  three  months  after  starting 
our  barn  service  station,  we  knew  what  our 
line  would  do  and  weren't  afraid  to  tell  pro- 
spective customers  just  what  they  could  and 
couldn't  do  with  each  of  the  models.  In  a  word, 
we  had  elimirrated  the  guesswork  that  brings 
grief  to  so  many  radio  dealers  of  limited  knowl- 
edge and  experience. 

"We  began  our  first  newspaper  advertising- 
campaign  just  before  Christmas,  1926.  At  first 
we  used  space  only  in  a  community  weekly 
published  in  the  section' in  which  our  store  was 
situated.  Then  we  decided  to  advertise  in  a 
Buffalo  newspaper  of  city-wide  circulation,  and 
it  wasn't  long  until  we  began  to  get  service 
calls  from  all  parts  of  the  city,  as  we  stressed 
the  idea  of  service  rather  than  sales  'from  the 
start. 

"We  were  never  too  busy  to  make  a  service 
call  clear  across  Buffalo,  although  the  distance 
might  be  ten  miles,  and  the  temperature  zero. 
Neither  did  we  at  any  time  try  to  tell  a  man 
his  set  was  no  good,  and  that  he  should  have 
a  new  one.  If  he  asked  for  information  we 
gave  it  to  him,  otherwise  we  did  our  job,  made 
a  nominal  charge  and  went  on  our  way.  That 
kind  of  service  made  a  hit,  and  it  wasn't  long 
until  we  had  to  hire  extra  help  to  remain  in 
the  store.    We  continued  our  canvassing  and 


our  personal  serv:cc 
calls,  and  plan  to  do  so 
even  if  our  business 
continues  to  grow  as  it 
has  during  the  first  two 
years  of  our  experi- 
ence in  the  trade. 

"The  exclusive  agen- 
cy idea  appeals  to  us 
and  to  our  customers. 
If  we  can't  convince  a 
man  our  sets  will  meet 
his  needs  we  tell  him 
where  he  can  find  other 
types,    but    before  he 
leaves  the  store  we  try 
to     get     across  our 
whole  story.    The  re- 
sult often  is  that  a  man 
who  has  refused  to  be 
convinced  without 
looking  elsewhere 
eventually  comes  back 
to  us  for  a  purchase. 
Whatever    service  we 
give  is  always  extended 
gladly,    for    we  have 
found  courtesy  pays." 
Asked  to  give  their  formula  for  successful 
operation  of  a  retail  radio  business  the  partners 
volunteered  these  rules:  First,  study  radio,  ex- 
periment with  it  and  know  your  business  thor- 
oughly before  you  try  to  make,  sell,  install  or 
repair  a  set. 

Second,  study  all  makes  of  radio,  then  select 
one  line  in  which  you  have  confidence. 

Third,  never  be  too  busy  to  give  a  customer 
or  any  set  owner  any  type  of  service  he  may 
want,  even  though  his  trouble  may  be  trifling. 

Fourth,  put  the  spirit  of  courtesy  and  fair 
dealing  into  every  transaction. 

The  accompanying  photograph  shows  the 
company's  new  store,  which  is  beautifully  fur- 
nished and  well  located  in  a  neighborhood  busi- 
ness community  that  is  developing  rapidly. 
They  also  handle  talking  machines  and  records 
and  follow  the  same  principles  in  operating  this 
department  as  in  their  radio  business.  The  part- 
nership does  both  a  cash  and  time  payment 
business.  One  of  its  promotion  schemes  has 
been  to  issue  a  $5.00  card  which  entitles  the 
holder  to  have  his  battery  charged  six  times, 
including  call  for  and  delivery  service,  and  other 
service  features. 


Belmont  Corp.  Adds  Space 

Minneapolis,  Minn.,  May  7. — The  Belmont 
Corp.,  Sonora  distributor,  recently  added  6,000 
square  feet  of  floor  space  to  its  local  office. 
This  new  space  provides  increased  desk  space 
and  also  adds  considerable  to  the  display  room. 


Penn-Dixie  Distributors,  Montgomery,  Ala., 
were  recently  incorporated  with  a  capital  stock 
of  $20,000  to  buy  and  sell  talking  machines, 
records  and  supplies  and  to  manufacture  sup- 
plies for  talking  machines.  The  incorporators 
are  William  H.  Jaffee,  Abner  Saul  and  B.  W. 
Whiteman. 
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Radio  is  better  with  Battery  Power 


another  EyereadyLwerrilt 

~ in  Medium  Size 


This  is  th.  new  Eveready  Layerbilt  ,lB"  Battery  Ao.  485. 
Vwes  the  unique,  patented  Eveready  LayerblU  principle  that 
avoids    traste   apace  I   beliceen    the   cells.    .IVj    inches  thick, 

45  83. SO. 


This  h  the  famou*  Ewread?  layerbilt  \o.    186.  the  longest 
lasting,  of  nil  Fvcrradys,  the  battery  that  prored  the  superi- 
ority   of    the    patented    F.rerendv    l^ivrrbHt  construction. 
4  inches  thick.'  IS   io/fs.  &$. 


EVEREAM 

Radio  Batteries. 

-they  last 


NOW  users  of  medium  size  "B"  batteries  can 
enjoy  the  remarkable  economy  of  the  pat- 
ented Eveready  Layerbilt  construction.  If  you 
have  been  buying  batteries  such  as  the  popular 
Eveready  "B"  Battery  No.  772,  which  contains 
cylindrical  cells,  now  you  can  secure  a  battery 
of  the  same  size  using  the  famous  Eveready 
Layerbilt  flat  cells.  The  new  battery  is  the 
Eveready  Layerbilt  No.  485.  This  battery  will 
give  much  longer  service  than  the  correspond- 
ing cylindrical  cell  Battery  No.  772,  and  the 
price  of  this  new  battery  is  only  $3.50.  The 
longer  life  of  the  new  Eveready  Layerbilt  No. 
485  is  due  solely  to  the  superior  efficiency  of 
the  patented  Eveready  Layerbilt  construction. 

This  new  battery,  however,  will  not  last  so 
long  as  the  larger  Eveready  Layerbilt  No.  486. 
which  is  made  for  Heavy  Duty  and  is  the  long- 
est lasting  of  all  Evereadys.  Please  get  the 
numbers  straight — the  new  Number  485, 
marked  "Medium  Size"  on  the  label,  gives 
Eveready  Layerbilt  economy  to  users  of  bat- 
teries such  as  the  popular  No.  772;  while  the 
famous  No.  486  is  the  bigger  and  longer-last- 
ing Eveready  Layerbilt  for  Heavy  Duty.  No 
other  batteries  are  like  these  two  Eveready 
Layerbilts. 

Now  that  there  are  two  Eveready  Layerbilts, 
one  for  Heavy  Duty  and  the  other  in  Medium 
Size,  practically  every  "B"'  battery  user  can 
secure  the  advantages  of  the  unique,  patented 
Eveready  Layerbilt  construction.  The  two  bat- 
teries cover  the  entire  range  of  receiving  sets, 
except  portable  ones.  Eveready  Layerbilt 
economy,  convenience  and  satisfaction  are 
available  to  everybody  now! 

Each  of  these  Eveready  Layerbilts  provides 


only  Battery  Power,  pure  Direct  Current,  and 
your  receiver  will  work  at  its  very  best  on  such 
current  only.  Pure  D.  C  is  silent,  uniform, 
hum-free,  and  should  not  be  confused  with 
'"raw  D.  C,"  which  is  mechanically  generated 
and  hence  is  unsteady  and  noisy.  Radio  really 
is  better  with  Battery  Power — and  from  the 
Eveready  Layerbilts  you  secure  Battery 
Power  in  its  most  economical  and  convenient 
form. 

NATIONAL  CARBON  COMPANY,  INC. 
New  York  E33  $an  Francisco 

t  nil  of  Union  Carbide  an  J  Carbon  Corporation 

Tuesday  night  is  Eveready  Hour  Night 
East  of  the  Rockies 
9  P.  M.,  Eastern  Standard  Time 
Through  WEAF  and  associated  N.  B.  C.  stations 

On  the  Pacific  Coatt 
8  P.  M  ,  Pacific  Standard  Time 
Through  N.  B.  C  Pacific  Coast  network 


lliustralrtt  at  lA 
•I  tha 
*tloz- 


^aj  cylindrtcal'Crll  baitrry, 
•Jt*  anrl  tA«  toldored 
y  Larrrbilti. 


s  h  o  u  I  d  n ' t  miss 


This  is  the  Eveready  Layerbilt  story  being 
told  to  your  customers  during  May  in 
national  magazines. 


Money-Making  Suggestions 
for  Ambitious  Merchants 

Why  Not  Equip  New  Apartments  With  Radio  Receivers? — The  Political  Conventions 
Should  Mean  Set  Sales — Coming  Broadcasts  Promise  a  Busy  Summer  Season — 
Sales  Can  Be  Made  to  Other  Places  Than  Homes— Will  You  Be  Present? 


The  following  suggestion  sent  to  dealers  by 
the  Atwater  Kent  Mfg.  Co.  is  interesting  and 
merits  the  attention  of  all  dealers  who  may  be 
neglecting  a  profitable  sales  market.  It  reads: 
"Are  You  in  Touch  With  New  Building  Opera- 
tions?" As  an  inducement  to  buyers  almost 
all  new  houses  today  are  equipped  by  the  build- 
ers with  gas  ranges,  washing  machines  and  elec- 
tric refrigerators.  Every  Atwater  Kent  dealer 
should  seriously  consider  the  possibility  of  in- 
stalling the  new  Atwater  Kent  AC  set  in  each 
new  home  constructed  in  his  vicinity.  Even 
where  large  operations  cannot  be  100  per  cent 
installed,  it  is  a  good  plan  to  be  sure  to  get  a 
set  in  the  furnished  sample  house.  In  some 
operations  the  salesman  for  the  sample  house 
will  be  the  man  to  approach  and  through  him 
accomplish  good  results,  or  you  may  know  the 
builder  himself.  The  progressive  builder  is  al- 
ways looking  for  new  ideas." 

Are  You  Ready  ? 

When  the  Democratic  party  staged  its  mem- 
orable presidential  convention  in  Madison 
Square  Garden  in  1924,  the  progress  of  that  ex- 
citing event  was  followed  with  interest  by  hun- 
dreds of  thousands  of  radio  listeners  through- 
out the  country.  Since  that  time  the  radio  in- 
dustry in  all  its  branches  has  made  tremendous 
strides  in  improvements,  and  the  present-day 
broadcast  receiver,  and  the  broadcasting  facili- 
ties are  both  much  better  than  they  were  four 
years  ago.  During  the  coming  month  the  two 
major  parties  will  hold  their  national  conven- 
tions. The  Republican  party  convenes  in  Kan- 
sas City  June  12,  and  the  Democratic  conven- 
tion in  Houston,  Tex.,  on  June  26.  At  the  pres- 
ent writing  one  cannot  even  hazard  a  guess  as 
to  how  long  each  one  will  remain  in  session, 
but  a  complete  broadcast  will  be  given  of  each 
event,  and  public  interest  will  be  keen  from 
start  to  finish.  Radio  dealers  have  learned  to 
avail  themselves  of  the  sales  possibilities  which 
are  engendered  by  these  events  of  nation-wide 
interest.  Last  September  on  the  occasion  of 
the  championship  bout  between  Tunney  and 
Dempsey,  pages  upon  pages  of  radio  advertis- 
ing appeared  and  dealers  used  every  possible 


medium  to  attract  the  public  into  their  stores 
and  induce  them  to  buy.  Start  early  therefore 
to  capitalize  the  coming  conventions.  Plan  your 
campaign  early.  Neglect  no  avenue  of  approach 
that  might  lead  to  a  sale  and  don't  forget  to 
get  in  touch  with  every  customer  to  whom  you 
have  sold  a  radio  receiver.  Make  certain  that 
it  is  in  perfect  working  order.  It  might  be 
that  you  can  interest  him  in  a  sale  of  a  new 
receiver,  and  failing  that,  sell  new  parts  or 
accessories.  At  any  rate,  be  aggressive  and 
take  complete  advantage  of  the  splendid  pos- 
sibilities for  business  that  are  offered. 

Summer  Business 

While  it  is  true  that  the  conventions  of  the 
two  parties  are  being  spoken  of  as  the  high 
lights  in  broadcasting,  don't  forget  that  a  great 
part  of  the  campaign  to  elect  a  president  will 
take  place  over  the  air.  Continue  your  efforts 
after  the  conventions  are  over  and  candidates 
have  been  chosen.  Right  up  to  November  poli- 
tics are  going  to  be  the  outstanding  topic  of 
discussion  with  men  and  women  in  every  sec- 
tion of  the  country  and,  from  every  indication, 
the  campaign  this  year  will  prove  one  of  the 
most  interesting  held  in  a  great  many  years. 
Think  of  what  that  will  mean  in  selling  radio 
sets  and  accessories.  The  leaders  of  both  par- 
ties will  speak  over  nation-wide  hook-ups.  To 
enjoy  the  addresses  and  debates  will  be  the 
wish  of  every  citizen  who  has  the  slightest  in- 
terest in  politics.  And  you  as  a  radio  dealer 
are  on  the  inside  track.  The  public  interest 
means  money  to  you  if  you  are  aggressive 
enough  to  go  out  and  work  for  it.  To  forget 
politics  for  a,  moment:  Tunney  and  Heeney  are 
scheduled  to  fight  in  New  York  City  in  July. 
While  preparations  for  the  bout  are  in  their 
early  stages  at  the  present  time,  rest  assured 
that  by  the  time  the  date  approaches,  interest 
will  be  at  fever  heat.  Remember  the  last  bout, 
what  a  part  radio  had  in  it  and  how  sets  sold. 
If  you  didn't  get  your  share  then,  prepare  early 
to  get  it  the  next  time.  And  then  again,  in 
the  Fall  when  the  baseball  season  draws  to  a 
close  and  the  World  Series  comes  round,  more 
live  radio  interest.    It  certainly  shouldn't  be  a 


dull  season  for  the  dealer  who  is  alive  to  his 
opportunities  during  these  months. 

Outside  Sales 

A  Brunswick  dealer  in  California  recently 
made  a  summary  of  sales  and  showed  that  out 
of  102  Panatropes  sold,  33  were  to  public  places. 
A  wide  variety  of  establishments  were  repre- 
sented in  the  list  of  purchasers,  including  the- 
atres, hotels,  stores,  real  estate  sub-divisions, 
road  houses,  mountain  resorts,  etc.  What  have 
you  done  in  seeking  sales  along  these  lines? 
Have  you  canvassed  the  stores  in  your  neigh- 
borhood where  people  congregate?  How  about 
barber  shops  and  ice  cream  stores?  The  motor- 
ing season  is  now  upon  us.  Have  you  tried  to 
sell  instruments  to  the  proprietors  of  the  re- 
freshment stands  along  the  roads?  Are  there 
any  small  resort  hotels  in  your  vicinity  that  do 
not  employ  orchestras  to  entertain,  the  guests 
and  where  an  instrument  such  as  you  sell 
would  prove  a  blessing?  Many  dealers  com- 
plain that  business  is  dull  during  the  Summer 
months,  sit  back  and  do  nothing  to  relieve  the 
situation.  Get  out  of  the  beaten  track  and  see 
if  a  little  hard  labor  will  not  increase  sales. 

The  Conventions 

Starting  on  June  4,  and  continuing  for  sev- 
eral days,  the  various  trade  organizations,  which 
comprise  the  Music  Industries  Chamber  of 
Commerce,  will  meet  at  the  Hotel  Commodore, 
New  York  City,  and  discuss  ways  and  means 
of  promoting  business  for  the  coming  year  and 
seek  methods  of  sales  promotion  where  co-op- 
erative effort  will  result  in  the  general  better- 
ment of  the  music  trade.  One  week  later,  in 
Chicago,  the  Fourth  Annual  Radio  Trade  Show 
and  RMA  convention  will  take  place,  lasting 
from  June  11  to  IS.  Both  of  these  important 
events  should  be  given  the  attention  of  every 
talking  machine  and  radio  dealer.  Those  who 
can  attend  should  be  present  at  one  or  the 
other  of  the  conventions.  At  the  trade  show 
in  Chicago  manufacturers  will  exhibit,  in  many 
cases  for  the  first  time,  new  models  of  radio 
products.  Visiting  dealers  will  be  able  to  ex- 
amine carefully  practically  all  makes  of  prod- 
ucts and  make  comparisons  so  that  the  line 
which  they  decide  to  carry  for  the  1928-1929 
season  can  be  carefully  studied  before  the  final 
decision  is  made.  At  the  meetings  of  the  Na- 
tional Association  of  Music  Merchants  in  New 
York,  the  leading  members  of  the  trade  will 
discuss  conditions,  trade  problems  will  be  re- 
viewed and  remedies  sought'.  Attend  these 
conventions  if  it  is  at  all  possible;  if  it  should 
prove  impossible,  study  the  reports  which  will 
be  printed  in  the  trade  papers. 


STYLE  21 
Genuine  Mahog- 
any 
only. 


Walnut 


STYLE  21-B 
Same    with  both 
top  panels  hinged 
t  o  accommodate 
Radio  Panel. 


THE  LINE  OF  PROFIT 


PHONOGRAPHS  AND 
RADIO  CABINETS 


Excel  phonographs,  radio  cabinets 
and  combination  instruments  have 
been  designed  to  meet  every  exact- 
ing taste.  They  are  produced  in  all 
popular  finishes  and  styles,  including 
Upright,  Console  and  Wall  Cabinets 
— a  complete  line.  Our  centrally  lo- 
cated factory  and  excellent  shipping 
facilities  insure  prompt  deliveries 
and  attractive  trade  prices 


STYLE  17 
Genuine  Mahog- 
any    or  Walnut 
Phonograph  only. 


STYLE  1 
Gum  Mahogany. 
Golden  or  Fumed 

Oak. 


STYLE  48 
Walnut  Radio  Console.  Built-in 
loud   speaker   and   battery  com- 
partment.      Accepts    7"  x  18" 
panel. 


The  models  illustrated  show  several 
products  of  the  EXCEL  line,  me- 
chanically and  acoustically  up-to-the- 
minute  in  every  detail.  The  EXCEL 
line  is  appealing  to  the  customers' 
eye,  ear  and  purse.  Your  request 
for  a  catalog  and  price  list  will  be 
given  prompt  attention.  Enterprising 
dealers  will  find  the  EXCEL  line 
well  worth  investigating. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 
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.A.FISCHER,  COMPANY 


PHILADELPHIA  •  USA 


VALLEY  FORGE 
Non-Jump  main 
springs  are  produced 
by  the  makers  of 
Valley  Forge  RIO- 
PHONIC  and  VAL- 
PHONIC  Reproduc- 
ers, as  well  as  a  com- 
plete line  of  replace- 
ment materials  for 
phonographs. 


The  Talking  Machine  World,  Nczv  York,  May,  1928 


The  Talking  Machine  World,  New  York,  May,  1928 


IO  WEST  20  th  STREET 
llll  NEW  YQIIKT  N.V-IIII 
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The  United  Motor  No.  2 
For  Better  Portables 


The  United  Electrical  Pick -Up 
brings  real  electrical  reproduction 
to  any  phonograph.  The  heart  of 
this  product  is  our  "Super-Mag- 
net" which  makes  possible  exqui- 
site tone  quality  and  astonishing 
volume. 


The  United  Pick-Up  retails  at  $16.50 
complete  and  offers  a  highly  profitable 
opportunity  to  Jobbers  and  Dealers. 


TIT 


(PHONOGRAPH  DIVISION) 


UNITED  AIR   CLEANER  COMPANY 
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UNITED  EQUIPPED 


THE  MOST  MODERN  OF 
ALL  PORTABLE  MOTORS 


The  famous  United  No.  5 
Motor.  Over  150,000  mod- 
ern cabinet  machines  were 
equipped  during  1927  with 
this  standard,  smooth- 
running  silent  motor.  A 
real  quality  product  at  a 
reasonable  price ! 


Samples  gladly  forwarded  to  recognized 
Manufacturers  and  Jobbers  upon  request. 


INCREASING  demand  on  the  part  of  Dealers 
for  absolutely  dependable  construction  —  for 
high  performance  standards  in  Portable  Phono- 
graphs— that's  the  reason  for  the  United  No.  2 
Motor.  A  motor  made  especially  for  the  port- 
able manufacturer  who  actually  gives  Dealers  what 
they  want — better  portables !  A  strong,  even-run- 
ning motor  of  simple  "fool-proof "  design! 

The  United  No.  2  Motor  absolutely  gives  silent  power 
and  positively  uniform  speed.  It  is  sturdy,  dur- 
able, sure,  and  is  equipped  with  an  easy,  noiseless 
worm-gear  wind  usually  found  only  in  more  expens- 
ive cabinet  motors.  Designed  and  built  exclusively 
for  Portables — it  is  the  one  modern  motor  for  the 
purpose ! 


IS 


(PHONOGRAPH  DIVISION) 


9705  Cottage  Grove  Avenue,  Chicago,  Illinois 
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is  about  to  speak 

/  Stewart-Warner  is  preparing  to  \ 
c<3  announce  an  incomparable  1929  up* 
1  Line  of  Radios  and  Reproducers  W 

Stewart-Warner's  participation  in 

the  June  Radio  Show  will  be  dramatic. 
For  the  1929  Stewart-Warner  Line,  to  be 
exhibited  then,  will  establish  entirely  new 
standards  in  radio.  This  is  not  a  claim- 
it  is  a  definite  promise! 

For  months  the  vast  engineering  fa- 
cilities of  this  fifty- million-dollar  institu- 
tion have  concentrated  on  the  task  of 
developing  an  incomparable  1929  line  of 
Stewart -Warner  Radios. 

You  naturally  expect  Stewart-Warner 

to  lead  in  radio  development,  just  as 
Stewart- Warner  leads  in  automotive  de- 
velopment. We  promise  that  you  will  not 
be  disappointed  with  what  will  be  un- 
veiled in  June! 

Fine  as  have  been  the  1928  Stewart- 
Warner  Radios,  the  1929  line  will  dra- 
matically epitomize  the  spirit  of  progress 
and  leadership  which  for  twenty  years  has 
been  linked  with  the  name  Stewart- Warner. 
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The  1929  Stewart-Warner  Line  embraces: 

(1)  New  exclusive  advancements  in  radio  de- 
sign and  performance; 

(2)  A  concentrated  and  well-balanced  line,  ena- 
bling the  dealer  to  answer  every  demand  from 
a  moderate  stock; 

(3)  A  price  range  that  gives  the  Stewart- 
Warner  dealer  and  jobber  every  advantage; 

(4)  A  new  Stewart-Warner  Reproducer  that 
will  establish  a  wholly  new  standard  of  radio 
reception. 

The  advertising  and  merchandising  assistance 
which  we  shall  place  back  of  this  new  line  will  make 
it  outstandingly  attractive.  See  the  1929  Stewart- 
Warner  Line  at  the  June  Show!  For  advance  infor- 
mation about  it,  write  or  wire  us  now.  Opportuni- 
ties for  dealers  are  open  in  many  localities,  but 
territories  are  closing  rapidly.  Don't  wait.  Write 
or  wire  today! 

Stewart-Warner  Speedometer  Corporation 
chicago     •     u.  s.  a. 

20  years  in  business  —  SO  million  dollars  in  resources — 4th  successful  radio  year 


<or  write  V 
us  now 


STEWART 

WARNER 

^Jhe  voice  of  authority  in  radio 
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S^iJdudjo^  "DUPLEX" 

JuuolLaa  (Hit,  oJIaaxxAm 

maAwi^  1928  / 

3.  Ylemi,m/ne-  huuJiju{  canitim 

splitdorf  Radio  CORPORATION 

Subsidiary    of    Splitdorf-Bethlehem  Electrical  Company 

NEW  JERSEY 


KiiKnncAur  comeo 
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Building  Orchestrope    Finding  New  Outlets 
Sales  Organization      for  Panatrope  Sales 


Capehart  Automatic  Phonograph  Corp. 
Has  Established  District  Offices  in 
Many  Leading  Cities  to  Work  With 
Retail  Merchants  Handling  the  Line 

Since  the  announcement  of  the  Orchestrope 
into  the  musical  world  a  short  two  months  ago 
the  Capehart  Automatic  Phonograph  Corp.,  of 
Huntington,  Ind.,  has  built  a  nation-wide  sales 
organization  to  help  its  exclusive  dealers  mar- 
ket the  new  Model  28  Orchestrope. 

The  second  group  of  district  managers  have 
just  left  the  factory  after  a,  week's  conference 
and  are  in  the  field  now  each  building  up  his 
own  district  sales  force.  District  offices  have 
already  been  opened  at  Boston,  Mass.;  Roches- 
ter, N.  Y.;  Philadelphia,  Pa.;  Greensboro,  N.  C; 
Atlanta,  Ga. ;  Indianapolis,  Ind.;  Columbus,  O.; 
Memphis,  Tenn.;  Chicago,  111.;  Green  Bay, 
Wis.;  Minneapolis,  Minn.;  St.  Louis,  Mo.;  Kan- 
sas City,  Mo.;  Dallas,  Tex.;  Denver,  Col.,  and 
Detroit,  Mich.  Butte,  Mont.;  New  York  and  San 
Francisco  offices  will  be  opened  within  a  very 
short  time. 

The  sales  policy  of  the  Capehart  Automatic 
Phonograph  Corp.  is  a  national  district  mana- 
ger and  sales  force  built  around  an  exclusive 
Orchestrope  dealer  in  each  county.  There  will 
be  twenty  district  offices  opened  with  three 
hundred  salesmen.  This  is  the  first  time  that 
the  music  dealers  of  America  have  had  an 
opportunity  to  handle  a  commercial  instrument 
such  as  the  Orchestrope  on  an  exclusive  fran- 
chise and  that  the  Capehart  Automatic  Phono- 
graph Corp.  is  building  on  a  solid  foundation 
is  evidenced  by  the  wonderful  reception  ac- 
corded their  unique  sales  plan  by  the  liveliest 
and  best  dealers  in  every  community  seeking 
the  Orchestrope  franchise. 

The  Orchestrope  is  the  only  musical  instru- 
ment playing  twenty-eight  records  on  both  sides 
continuously  and  automatically  changing  them. 
It  is  proving  the  sales  sensation  of  the  year 
wherever  seen  and  heard. 


Kolster  Radio  in  Hospital 

Two  Kolster  sets  have  been  installed  in  the 
Willard  State  Hospital  in  Ovid,  N.  Y.,  by 
George  P.  Depew,  a  Kolster  dealer,  to  enter- 
tain the  patients,  following  an  elimination  con- 
test among  several  different  kinds  of  receivers. 
Each  set  is  operating  two  speakers  and  the  re- 
ception of  concerts  is  helping  to  while  away 
the  hours,  according  to  reports  from  the  hos- 
pital to  the  Kolster  Radio  Corp.,  Newark,  N.  J. 


THE  INSIDE 
BACK  COVER 

OF 

This  issue  of 
The  WORLD 

has  a  very  important 
message  for  phonograph 
manufacturers  and 
dealers. 

Read  it 
Carefully 


Brunswick  Co.  Issues  Booklet  Describing 
Success  of  California  Dealers  in  Sell- 
ing Panatropes  to  Public  Places 

A  most  interesting  and  comprehensive  book- 
let designed  to  aid  Brunswick  dealers  in  find- 
ing new  sales  outlets  for  Panatropes  was  re- 
cently issued  by  the  Brunswick  Co.  This  sales 
aid  was  in  the  form  of  an  eight-page  booklet 
entitled  "Where  to  Sell  the  Brunswick  Pana- 
trope as  Illustrated  by  Urner  &  Janes,  Bruns- 
wick dealers  of  Bakersfield,  Cal."  This  enter- 
prising firm  was  not  content  to  follow  the 
usual  avenues  of  sales  promotion  and  exploita- 
tion in  finding  purchasers  for  the  Panatrope, 
and  the  story  which  they  told  the  Brunswick 
officials  is  an  interesting  one. 

The  summary  of  sales  made  at  the  time  the 
story  was  written  showed  that  almost  one- 
third  of  the  total  number  of  sales  made  were 
to  public  places  in  the  following  order:  small 
outlying  stores,  clubs  of  employes,  cafes  and 
restaurants,  road  houses,  schools,  ice  cream  and 
confectionery  stores,  Chinese  cafes,  hotels, 
theatres,  swimming  pools,  barber  shops  and 
mountain  resorts.  The  manner  in  which  sales 
to  these  purchasers  was  brought  about  and  the 
manner  in  which  the  customers  were  con- 
vinced that  the  purchase  of  the  Panatrope  was 
a  profitable  investment  is  entertainingly  brought 
out  in  this  booklet.  It  is  profusely  illustrated 
with  scenes  depicting  the  Panatrope  in  the 
various  surroundings. 

While  Urner  &  Janes  have  had  wonderful 
success  in  their  campaign  to  put  the  Panatrope 
into  public  places,  they  have  not  neglected  the 
home  market,  as  is  evidenced  by  the  fact  that 
two-thirds  of  their  sales  have  been  to  private 
homes.  In  fact,  in  telling  their  story  to  the 
Brunswick  Co.,  they  state:  "We  would  not  be- 
little the  excellent  advertising  that  comes  from 
a  Panatrope  properly  played  in  any  public 
place,  but  by  all  means  the  most  productive 
advertising  is  the  playing  of  the  Panatrope  in 
homes,  where  friends  sit  down  and  really 
listen  to  the  program." 


DX  Hunting  Popular 
Throughout  the  West 

The  DX  "hound"  has  not  disappeared  by  any 
means,  according  .to  Hal  P.  Shearer,  general 
manager  of  tlyi'SpTttdorf  Radio  Corp.,  Newark, 
N.  J.  After  a^our' of  investigation  throughout 
the  Mid-West  and  Far  West,  Mr.  Shearer  be- 
lieves that  the  distance-loving  fan  is  worse 
than  ever. 

"On  the  West  Coast,"  said  Mr.  Shearer,  "a 
set  must  be  powerful  to  satisfy  most  of  the 
fans.  Even  with  the  chain  broadcasting  of 
today  it  is  necessary  for  the  West  Coast  people 
to  reach  out  for  distance  to  satisfy  themselves 
entirely,  and  I  do  not  intend  this  as  a  criticism 
of  West  Coast  programs.  The  feeling  is  still 
there  for  the  getting  of  a  station  some  2,000 
miles  away.  There  is  no  question  about  it  so 
far  as  DX  is  concerned;  we  are  just  as  much 
interested  in  it  today  as  we  were  in  the  years 
ago  of  radio.  Of  course,  there  is  quality  with 
distance  now  on  a  good  set,  but  the  lure  is  the 
same  old  lure — thank  goodness  for  that." 


Interesting  Treatises 

The  Dubilier  Condenser  Corp.,  New  York 
City,  has  issued  two  interesting  treatises,  one 
upon  the  Dubilier  condenser,  entitled  "Devices 
for  Inductive  Interference  Prevention,"  and  the 
other  an  interesting  article,  by  Harry  W. 
Houck,  engineer  of  the  Dubilier  Corp.,  upon 
the  subject  of  "What  Happens  When  Paper 
Condensers  are  Overloaded." 
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Bush  &  Lane 


Pioneers 
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A-C  Radio 

ANNOUNCE 

Their  New 
MODEL  2 

Self-Contained 

7  TUBE 
RADIO 


• 

Bush  &  Lane  Model  2 
7-Tube  Receiver 

RETAIL  PRICE  $110 

Comparison  and  Test 
Will    Prove    It  Best 


PIONEER  EXPERIENCE 

— assures  the  value  of  Bush  &  Lane 
A-C  Sets 

SUPERIOR  RADIO  PERFORMANCE 
— the  year  round 

DISTANCE,  SELECTIVITY,  TONAL 
BEAUTY 
— assured 

SERVICE  NECESSITY 
— practically  eliminated 

PERFECTED  TO  THE  LIMIT  OF 
HUMAN  SKILL 

FULLY  GUARANTEED 

ALL  MAKE  FOR 
SUPREME  QUALITY 
— reasonably  priced 


BUSH  &  LANE 
Industries 

Holland,  Michigan 

Write  for\complete  dealer's  franchise, 
and  for  information  on  our  several 
console  models. 
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This  month  we  celebrate  our 

WELL  DESERVED 


Operation  of  AC  Tubes  and 
Socket  Power  in  General 

Dr.  Alfred  N.  Goldsmith,  Chief  Broadcast  Engineer  of  the  Radio  Corp.  of  America, 
Makes  an  Analysis  of  Value  to  Dealers  and  Service  Men 


LINE  voltage,  for  some  reason,  brings  to 
mind  apartments  and  bathtubs.  Of  course 
line  voltage  means  nothing  in  taking  a 
bath.  Yet  the  point  is  that  the  principle  of 
varying-  pressure  applies  in  both  instances,  and 
this  is  how:  The  bathtub  on  the  ground  floor 
has  more  than  normal  water  pressure.  Conse- 
quently, it  fills  up  rapidly.  One  must  watch 
the  tub  for  fear  it  may  overflow.  The  fifth 
floor  apartment,  on  the  other  hand,  may  lack 
water  pressure.  The  tub  fills  slowly.  Leave  it 
running  and  you  return  to  find  the  tub  still 
far  from  full.  The  third  floor,  again,  has  nor- 
mal pressure.  The  tub  fills  at  the  expected 
pace.  This  is  the  normal  condition.  It  is  well 
to  observe,  too,  that  as  the  water  pressure  is 
affected  by  how  many  families  are  using  the 
water  at  the  same  time,  more  drain  on  the 
water  line  means  less  available  pressure,  espe- 
cially for  those  on  the  upper  floors. 

Now  in  socket-power  radio,  the  same  condi- 
tions obtain  in  electrical  terms.  If  we  are 
located,  say,  1,000  feet  from  the  step-down  trans- 
iormer  on  the  AC  power  line,  we  may  have 
excessive  voltage  or  electrical  pressure.  If 
5,000  feet,  we  may  have  insufficient  voltage  or 
pressure.  If  3,000  feet,  we  may  have  just  the 
normal  potential,  as  voltage  or  electrical  pres- 
sure is  termed.  And  since  it  is  physically  im- 
possible to  maintain  the  same  potential  over 
every  section  of  an  electrical  distributing  sys- 
tem, under  all  conditions  of  current  drain  or 
load,  it  becomes  necessary  to  design  socket- 
power  radio  sets,  as  well  as  other  electrical 
equipment,  for  normal  potential. 


But  what  about  the  excessive  voltage  and  the 
insufficient  voltage  cases?  Fortunately,  it  is 
very  seldom  indeed  that  real  extremes  are  en- 


Dr.  Alfred  N.  Goldsmith 

countered  in  line  voltage.  According  to  data 
recently  presented  by  Mr.  Cogger  of  the  Na- 
tional Lamp  Works,  the  average  line  conditions 
in  the  United  States  range  from  105  to  125 
volts.  There  is  a  small  percentage  of  locations 
where  voltages  beyond  these  limits  are  found, 
but  they  appear  negligible  compared  with  the 
number  of  locations  having  values  within  the 
stated  limits. 

Studying  the  line-voltage  problem — if  it  may 


be  called  a  problem — the  Technical  and  Test 
Division  of  the  Radio  Corp.  of  America  recently 
made  recording-voltmeter  runs  at  various  lo- 
cations in  New  York  City  and  surrounding 
suburbs,  during  a  period  of  several  days  in 
each  location.  The  average  of  the  recorded 
graphs  indicated  a  maximum  fluctuation  of  volt- 
age on  any  given  line  in  this  territory  as  10  per 
cent  or  less.  This  applies  to  variations  in  volt- 
age on  a  given  line,  due  to  changes  in  load 
conditions  on  that  line.  We  can  safely  assume 
that  this  means  a  plus  or  minus  5  per  cent 
variation,  which  comes  within  the  requirements 
of  AC  Radiotrons  and  most  socket-power  equip- 
ment. So  far,  we  are  dealing  with  difference  in 
line  voltage  among  supply  lines,  due  to  the 
fact  that  different  power  companies  have  the 
voltage  regulators  set  to  maintain  voltage  at 
different  values.  Thus  the  rated  voltage  on  one 
line  may  be  110  volts,  on  another  115  volts,  and 
so  on. 

In  addition,  however,  there  is  a  different 
class  of  line-voltage  variation,  in  the  form  of 
the  day  to  day,  and  hour  to  hour,  change  in 
the  voltage  on  a  given  line  in  a  particular 
home,  due  to  changing  loads  on  the  line.  A 
survey  indicates  that  this  class  of  line-voltage 
variation  generally  does  not  exceed  5  per  cent 
either  way  of  the  rated  value  of  a  given  line. 
On  supply  lines  fed  from  large  power  houses, 
such  as  in  the  metropolitan  areas,  the  percent- 
age of  variation  is  often  much  less  than  this 
figure,  or  well  within  AC  Radiotron  and  socket- 
power  requirements. 

Turning  to  the  effects  of  line-voltage  varia- 
tion, we  learn  that  excessive  voltage  results  in 
a  material  shortening  of  the  life  of  the  AC 
Radiotron,  without  commensurate  improvement 
in  the  performance.  There  may  be  more  vol- 
ume, perhaps,  but  it  commands  a  relatively  high 
price  in  more  frequent  tube  replacements. 

Sub-normal  voltage  on  AC  Radiotrons  results 
in  loss  of  effectiveness  of  the  tube,  particularly 
when  it  has  been  in  use  for  some  time.  The 
tone  quality  and  the  volume  are  noticeably  im- 
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and  Repair  Materials 

12th  Anniversary  of 

LEADERSHIP! 

paired.  The  more  distant  and  weaker  signals 
drop  down  below  the  level  of  audibility.  The 
general  operation  of  the  set,  which  depends  on 
its  tubes,  is  not  satisfactory. 

Obviously,  the  effect  of  line-voltage  varia- 
tion is  more  noticeable  in  the  case  of  AC  Radio- 
trons than  in  that  of  an  incandescent  lamp 
operating  on  the  same  lighting  circuit.  Whereas 
the  incandescent  lamp  merely  supplied  light, 
which  may  have  considerable  range  of  inten- 
sity without  inflicting  hardships  on  the  user, 
the  AC  Radiotron  must  maintain  reasonably 
constant  amplification  in  order  to  prevent 
noticeable  variations  in  reception. 

For  satisfactory  AC  tube  operation,  the  re- 
ceiver should  be  designed  to  supply  the  AC 
Radiotrons  within  5  per  cent,  plus  or  minus, 
of  the  required  voltage.  This  calls  for  a  prop- 
erly designed  power  transformer  in  the  first 
place.  In  taking  care  of  possible  variations 
in  line  voltage,  the  power  transformer  of  the 
receiving  set  should  be  provided  with  a  line 
switch,  connected  to  taps  of  the  transformer 
primary,  in  order  to  bring  the  secondary  volt- 
ages to  within  the  requirements  of  the  AC 
Radiotrons.  In  the  properly  designed  AC  tube 
receiver,  it  is  possible  to  tap  the  primary  for 
line  voltages  from  105  to  115,  and  with  another 
tap  from  115  to  125.  The  AC  Radiolas  are  pro- 
vided with  a  "High-Low"  switch  which  serves 
this  function.  Thus  on  a  line  having  a  potential 
of  110  volts,  the  first  switch  position  will  pro- 
vide proper  operation  of  the  tubes  with  5  per 
cent  plus  or  minus  line-voltage  variation.  In 
the  other  position  of  the  switch,  there  will  be 
proper  tube  operation  around  120-volt  average 
line  potential. 

In  the  case  of  lines  having  an  average  value 
in  the  neighborhood  of  115  volts,  there  is  some 
question  as  to  the  proper  setting  of  such  a 
Switch.  In  cases  where  the  line  regulation  is 
good,  the  lower  voltage  position  could  be  em- 
ployed. In  locations  supplied  by  small  power 
plants  wherein  large  fluctuations  in  voltage  may 
occur,  the  higher  position  would  be  preferable. 


In  instances  where  the  receiver  or  kit  has  a 
non-adjustable  power  transformer,  a  resistance 
unit  of  proper  value  should  be  installed  in  series 
with  one  side  of  the  power  transformer  input 
in  order  to  bring  the  secondary  filament  volt- 
ages down  to  normal.  The  resistance  should 
be  capable  of  carrying  the  necessary  current 
without  serious  overheating,  and  should  be 
mounted  in  such  manner  as  to  be  safe  and  in 
accordance  with  the  underwriters'  requirements. 

All  in  all,  then,  there  is  no  serious  line-volt- 
age problem.  In  most  localities  there  is  not 
enough  variation  even  to  worry  about.  In  the 
relatively  few  localities  where  there  is  consid- 
erable variation,  the  condition  may  be  met  by 
a  tapped  primary  in  the  power  transformer  or 
again  by  a  primary  resistance  which  may  be 
taken  care  of  by  set  owner  or  service  man. 

Columbia  Announces  New 
Victor  Herbert  Records 

The  Columbia  Phonograph  Co.,  New  York 
City,  recently  announced  several  new  record- 
ings of  Victor  Herbert  compositions,  including 
"Pan  Americana,"  "Al  Fresco"  and  "Badinage." 
The  records  were  made  by  the  Columbia  Sym- 
phony Orchestra  under  the  direction  of  Robert 
Hood  Bowers.  These  records  are  unusually  in- 
teresting in  that  Mr.  Bowers  was  an  intimate 
associate  of  Mr.  Herbert  and  directed  no  less 
than  five  of  Victor  Herbert's  operettas. 


Seedman  Holds  Exposition 

The  Seedman  Automotive  &  Radio  Co., 
Brooklyn,  N.  Y.,  distributor  of  Freed-Eisemann 
radio  receivers,  Amplion  speakers,  RCA  Radio- 
trons, Balkite  units,  and  automotive  products, 
held  an  exposition  of  the  products  handled  by 
the  company  at  its  warerooms  at  Bedford 
avenue  and  Madison  street  during  the  week  of 
April  23. 


Belle  Baker  Proves 
Popular  on  Records 

Brunswick  Dealers  Report  Excellent  Sales 
of  Vaudeville  Star's  Records 


Belle  Baker,  Brunswick  recording  artist,  who 
for  years  has  maintained  her  position  as  one 
of  the  most  popular  headliners  in  vaudeville 


Belle  Baker 


and  who  has  also  won  fame  in  musical  comedy, 
is  proving  equally  popular  with  record  buyers. 
Her  first  Brunswick  recording  was  used  by 
many  dealers  as  a  means  of  effecting  a  tie-up 
with  the  actress  in  her  engagements  through 
window  displays  and  other  mediums  and  the 
sales  were  more  than  satisfactory.  Miss  Baker 
recently  recorded  "There  Must  Be  a  Silver 
Lining"  and  "One  More  Night"  for  the  Bruns- 
wick catalog. 
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C.  A.  Earl,  President    Federal-Brandes  Now   W.  E.  Woods  Joins 
Chas.  Freshman  Co.     Kolster  Radio  Corp.         Bremer-Tully  Co. 


Charles  Freshman,  Elected  Chairman  of 
the  Board,  Will  Continue  Active  in  the 
Affairs  of  the  Company 

Clarence  A.  Earl,  widely  known  executive 
in  automotive  and  financial  circles,  was  elected 
president  of  the  Chas.  Freshman  Co.,  Inc.,  New 


Clarence  A.  Earl 

York,  at  a  recent  meeting  of  the  board  of 
directors.  Charles  Freshman,  former  president 
ind  founder  of  the  organization  bearing  his 
name,  was  elected  chairman  of  the  board,  and 
it  was  announced  that  Mr.  Freshman  will  con- 
tinue to  be  active  in  the  affairs  of  the  company. 
Mr.  Earl  has  been  a  director  of  the  corporation 
for  the  past  year,  and  thus  enters  upon  his  new 
executive  duties  with  a  thorough  knowledge  of 
the  radio  industry. 

The  new  president  of  the  Chas.  Freshman 
Co.  was  one  of  the  pioneers  in  the  automobile 
business,  having  been  first  vice-president  of  the 
Willys-Overland  Co.  Mr.  Earl  was  especially 
commended  during  the  war  for  his  work  in 
turning  one  of  the  country's  largest  automobile 
plants  to  the  production  of  gun  carriages.  He 
is  well  known  in  New  York  financial  circles, 
and  adds  to  the  executive  personnel  of  the 
Freshman  organization  an  extraordinary  ex- 
perience in  the  manufacturing  and  merchandis- 
ing of  specialty  products.  It  is  said  that  Mr. 
Earl's  election  forecasts  activities  in  the  radio 
industry  of  an  outstanding  and  important 
financial  group. 

The  following  statement  was  issued  by  Mr. 
Earl:  "Beginning'now  we  are  to  wrap  ourselves 
around  these  truisms:  We  must  have  character 
in  the  product,  character  in  the  organization. 
A  sale  is  a  temporary  advantage  but  a  cus- 
tomer is  a  permanent  asset." 


Plans  Include  Reclassification  of  Stock  and 
Increase  of  Company's  Capitalization  to 
1,000,000  Shares  of  Common  Stock 


Ellery  W.  Stone,  president  of  Federal- 
Brandes,  Inc.,  maker  of  Kolster  radio  products, 
recently  announced  a  change  in  the  company's 
name  to  Kolster  Radio  Corp.  Coincidentally, 
it  was  announced  that  the  stockholders  of  the 
company  have  unanimously  voted  to  reclassify 
the  stock,  and  increase  the  capitalization  to  1,- 
000,000  shares  of  common,  all  of  the  present 
stock  now  classified  as  preferred,  A  common 
and  B  common,  to  be  converted  into  common 
of  no  par  value.  Application  will  be  made  to 
list  the  new  common  stock  on  the  New  York 
Stock  Exchange.  Heretofore,  the  stock  has 
been  listed  on  the  San  Francisco  Exchange. 

Kolster  Radio  Corp.  is  a  combination  of  two 
pioneer  radio  companies,  the  Federal  Telegraph 
Co.  of  California,  founded  in  1911,  and  Brandes 
Products  Corp.,  of  Newark,  N.  J.,  formed  in 
1908.  The  name  Kolster  is  in  honor  of  Dr.  F. 
A.  Kolster,  the  company's  chief  research  engi- 
neer. Dr.  Kolster's  laboratories  are  located  in 
Palo  Alto,  Calif.,  and  Newark,  N.  J.,  where  a 
staff  of  fifty  radio  engineers  are  said  to  be  at 
work  under  his  direction. 

It  was  stated  that  Kolster  Radio  products 
ranked  third  in  volume  of  sales  in  the  national 
radio  market  during  the  past  Winter.  Rudolf 
Spreckels,  president  of  the  Federal  Sugar  Refin- 
ing Co.  and  a  former  banker  of  San  Francisco, 
is  chairman  of  the  board. 


Acme  Representative 

Recently,  Roger  V.  Pettingell,  located  at  1101 
Statler  Building,  Boston,  Mass.,  was  appointed 
representative  by  the  Acme  Elec.  &  Mfg.  Co., 
of  Cleveland,  O.,  manufacturer  of  numerous 
radio  products,  to  cover  the  entire  New  Eng- 
land territory.  Mr.  Pettingell  is  well  known 
among  the  trade  and  has  a  large  following, 
and  believes  that  his  organization  can  do  the 
Acme  line  justice. 


New  Fada  Representative 

Frank  J.  Baker  has  been  appointed  sales 
representative  for  Fada  Radio  in  Texas  and 
the  Southwest.  Mr.  Baker  is  a  Southerner  and 
brings  to  Fada  Radio  a  broad  experience  in 
the  wholesale  and  retail  divisions  of  the  music 
and  radio  industries.  He  was  formerly  asso- 
ciated with  the  French  Nestor  Co.,  Victor  dis- 
tributor of  Jacksonville,  Fla.,  and  latterly  repre- 
sented the  Federal  Radio  Corp.  of  Buffalo  in 
the  Southern  territory.  He  has  a  thorough 
knowledge  of  the  retail  trade. 


Pioneer  Radio  Man  to  Represent  Well 
Known  Chicago  Firm  Throughout  the 
Central  and  Eastern  Territory 

Chicago,  III.,  May  7. — Another  pioneer  radio 
man,  William  E.  Woods,  has  recently  joined 
the  rapidly  expanding  Bremer-Tully  Mfg.  Co., 


W.  E.  Woods 

of  this  city.  Amateurs  and  others  whose  ex- 
perience dates  back  to  pre-broadcasting  days 
will  remember  various  items  manufactured  and 
sold  by  the  Benwood  Co.,  of  St.  Louis.  This 
company  was  organized  by  Mr.  Woods,  and 
later  became  the  Benwood-Linze  Co.  Mr. 
Woods  disposed  of  his  interest  in  the  company 
several  years  ago  in  order  to  become  a  manu- 
facturer's representative  in  St.  Louis.  For  the 
past  year  he  has  spent  his  time  through  the 
Central  and  Eastern  sections  of  the  United 
States  representing  a  set  manufacturer,  and  has 
now  joined  the  Bremer-Tully  Mfg.  Co.,  of 
Chicago,  in  a  similar  capacity. 


Arcturus  AC  Tube 
Tests  Satisfactory 

Laboratory  tests  on  the  new  Arcturus  AC 
127  tube  indicate  a  low  hum  factor,  according 
to  reports  received  by  the  Arcturus  Radio  Co., 
Newark,  N.  J.  This  has  been  effected,  it  is 
said,  by  reducing  the  current  to  the  filament 
heater  from  the  standard  consumption  of  1.75 
amperes  to  approximately  1  ampere.  It  is 
claimed  by  the  manufacturer  that  this  tube  at- 
tains a  satisfactory  operating  temperature  less 
than  15  seconds  after  the  current  is  turned  on. 


BELL  RECORDS 

Are  Electrically  Recorded — Guaranteeing 
the  Best  in  Modern  Recording 


CLARITY  —  VOLUME  —  DURABILITY 


Our  Twenty  Years'  Experience  Enables  Us  to 
Know  the  Requirements  of  the  Successful  Dealer 


JOBBERS! 

Write  for 
Exclusive  Territory 


BARBER  DISTRIBUTING  CO.,  Inc. 

Selling  Agents 
3  EAST  14th  STREET 
NEW  YORK  CITY 


DEALERS! 

Write  for 
Proposition 
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HUNTINGTON,  INDIANA 


CONSOLES  WITH  PERSONALITY 

Sold  Direct  to  Jobbers 

FURNISHED  WITH  INSTALLATION 
PANELS  FOR  ANY  STANDARD  SET 


Facilities 

That 
Quarantee 
Service 
When 
Service 
Is  Needed 


A  Trained  Force 
With 
24  Years  of 
Experience 
in  Making 

Quality 
Furniture 


CASWELL-RUNYAN  FACTORIES 


DESIGNED  by  experienced  and  capable  cabinet 
and  furniture  designers, 

MANUFACTURED  in  one  of  the  country's 
finest  plants- 

ACCEPTED  by  the  industry's  leading  manu- 
facturers, wholesalers  and  retailers  as  representative 
of  the  best  in  cabinets. 


The  Caswell *Runy an  Jobber  has  un- 
usual advantages.   Write  for  details 


Our  1928'1929  line  will  be  exhibited  at  the  Chicago  Trade  Show  in  June 
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Victor  Co.  and  First  National 

Pictures  in  Important  Contract 

Victor  Co.  to  Arrange  and  Record  for  First  National  Pictures  Musical  Scores  Synchro- 
nized With  Pictures — For  Use  of  "Movie"  Houses 


As  the  result  of  contracts  recently  completed 
by  the  Victor  Talking  Machine  Co.  and  First 
National  Pictures  the  smallest  motion  picture 
theatres  throughout  the  country  will  soon  be 
able  to  present  their  films  with  musical  accom- 
paniments as  elaborate  as  those  presented  in 
the  greatest  metropolitan  theatres.  The  Victor 
Co.  will  arrange  and  record  for  First  National 
musical  scores  synchronized  with  that  company's 
pictures.  Both  Victor  and  First  National  are 
licensees  under  patents  of  Electrical  Research 
Products,  a  subsidiary  of  the  Western  Electric 
Co.,  and  the  synchronizations  will  be  under 
these  patents.  The  product  will  be  known  as 
Firnatone. 

At  present  and  since  the  inauguration  of 
synchronized  pictures  the  Victor  Co.  has  made 
matrices  and  pressed   records   for  Vitaphone, 


The  number  of  lines  out 
of  which  the  trade  has 
made  money  regularly 
in  radio  are  extremely 
few.  Balkite  has  been  one 
of  them  season  after  sea- 
son, year  after  year.  It 
will  be  one  of  them  again 
this  year.  The  new  Bal- 
kite line  of  radio  receiv- 
ers will  be  complete  and 
radically  different  from 
anything  now  on  the  mar- 
ket. It  will  be  a  money- 
maker. No  jobber  or 
dealer  who  must  have  a 
line  of  quality  receivers 
will  make  commitments 
without  having  seen  it. 

Fansteel  Products 
Company,  Inc. 

North  Chicago,  Illinois 


owned  by  Warner  Bros.,  and  has  collaborated 
with  them  in  recording.  Under  the  new  ar- 
rangement with  First  National  the  entire  musi- 
cal accompaniment  of  the  pictures  will  be  done 
by  Victor  experts,  from  the  composition  and 
arrangement  of  the  score,  through  its  synchro- 
nized recording  and  the  manufacturing  of  the 
records. 

Victor's  contracts  with  First  National  are  not 
exclusive  since  Victor's  arrangements  with 
Electrical  Research  Products  permit  them  to 
make  and  record  scores  synchronized  with  films 
for  any  motion  picture  company. 


Sixth  Crosley  Con- 
clave May  15  and  16 

More  Than  100  Distributors  Are  Expected 
— Every  State  Will  Be  Represented — Poli- 
cies and  Sales  Plans  Will  Be  Outlined 


Cincinnati,  O.,  May  7.— Plans  are  completed 
tor  the  sixth  annual  convention  of  Crosley 
Radio  Distributors  to  be  held  in  this  city  on 
May  IS  and  16,  according  to  announcement  by 
Powel  Crosley,  Jr.,  president  of  the  Crosley 
Radio  Corp.  More  than  100  distributors  rep- 
resenting every  State  will  be  present. 

Plans  made  by  H.  Curtiss  Abbott,  general 
sales  manager,  call  for  the  biggest  convention 
in  the  history  of  the  company.  The  new  Cros- 
ley sales  policy  of  placing  its  latest  product, 
the  Jewelbox,  a  one-unit  receiving  set,  operated 
from  a  light  socket,  in  homes  of  prospective 
purchasers  for  testing,  will  be  one  of  the  im- 
portant matters  discussed.  The  plan  has  been 
in  vogue  several  weeks  and  has  proved  to  be 
a  strikingly  successful  innovation  in  radio  sales- 
manship. All  Crosley  products,  including  Icy- 
ball,  which  is  an  ice  box  kept  cold  by  heat, 
and  a  sensation  in  refrigeration  circles,  will  be 
discussed  from  every  angle. 

The  Crosley  organization  has  adopted  a  most 
intensive  sales  and  advertising  campaign,  and 
anticipates  for  1928  the  largest  volume  of  busi- 
ness it  has  ever  enjoyed.  The  finest  kind  of 
co-operation  is  marking  activities  in  the  selling 
field,  and  backed  with  a  million-dollar-advertis- 
ing program  to  be  conducted  through  the  re- 
mainder of  the  year,  sales  of  Crosley  products 
are  expected  to  surpass  any  previous  record. 

Manufacture  of  all  products  is  at  high  peak, 
and  the  convention  delegates  will  be  taken 
through  the  company's  three  plants  to  see  the 
working  forces  in  full  swing.  The  convention 
program  provides  a  diversity  of  entertainment, 
including  dinners,  theatricals  and  possibly  a 
moonlight  ride  on  the  beautiful  Ohio  river. 


Delivers  Address  on 
Development  of  Radio 

David  Sarnoff,  Vice-President  and  Gen- 
eral Manager,  Radio  Corp..  Addresses 
the  Harvard  Business  School 


The  extraordinary  progress  made  by  radio 
during  the  past  eight  years  is  symptomatic  of 
the  growth  of  the  present  day  industry,  David 
Sarnoff,  vice-president  and  general  manager  of 
the  Radio  Corp.  of  America,  declared  in  a  re- 
cent address  before  the  Harvard  Business 
School  at  Cambridge,  Mass. 

The  gigantic  battle  for  supremacy  in  com- 
munication service  now  being  waged  through- 
out  the   world   between    radio   and  undersea 


cables  has  resulted  in  a  saving  to  the  American 
public  conservatively  estimated  at  $30,000,000, 
Mr.  Sarnoff  declared,  adding  that  an  equal  sav- 
ing has  been  effected  abroad. 

Fears  of  monopoly  of  the  air  are  as  base- 
less in  fact  as  they  are  impossible  in  theory, 
Mr.  Sarnoff  said,  pointing  out  that  it  is  the 
audience,  not  the  station,  that  determines  the 
position  of  the  broadcaster  in  the  air. 

An  almost  limitless  field  of  research  still 
remains  to  be  plumbed  in  the  development  of 
the  radio  art  and  the  radio  industry,  according 
to  Mr.  Sarnoff,  who  expressed  the  belief  that 
within  the  next  few  years  radio  television  and 
service  would  be  developed  and  made  available 
to  the  home,  even  though  it  is  not  now  known 
how  to  make  a  simplified  and  low  priced  tele- 
vision receiver  practicable  for  home  use. 


Amrad  Establishes 

Branch  Factories 


Rapid  Growth  in  Demand  for  Company's 
Products  Necessitated  Addition  of  Two 
Factories  to  Step  Up  Production 

Medi-ord  Hillside,  Mass.,  May  1.— The  rapid 
growth  and  expansion  of  the  Amrad  Corp.,  of 
this  city,  has  necessitated  the  addition  of  two 
branch  factories  in  order  to  handle  the  produc- 


Albert  B.  Ayers 

tion  for  the  year  1928,  according  to  an  an- 
nouncement made  by  A.  B.  Ayers,  general  man- 
ager of  the  Amrad  Corp.  The  main  Amrad 
factory,  located  here,  will  be  devoted  entirely 
to  the  manufacture  of  radio  receiving  set  chas- 
sis, power  packs  and  Mershon  condensers. 

The  chassis  will  be  mounted  in  cabinets  at 
the  branch  factories,  located  at  Charlestown, 
Mass.,  and  Chicago,  111.  The  Charlestown 
branch  has  a  total  of  11,000  square  feet  of  floor 
space  and  the  Chicago  factory  comprises  7,000 
square  feet,  located  at  2235  South  La  Salle 
street.  These  branch  factories,  while  more  or 
less  of  an  innovation  in  the  radio  business,  will 
assist  materially  in  giving  better  service  to  the 
many  Amrad  distributors,  and  will  greatly 
facilitate  production  problems. 


RMA  Patent  Plan  Complete 

A.  J.  Carter,  chairman  of  the  special  patent 
interchange  committee  of  the  Radio  Manufac- 
turers' Association,  recently  announced  that  the 
RMA  patent  cross-licensing  plan,  which  has 
been  in  preparation  since  last  Fall,  is  virtually 
completed  and  will  be  submitted  to  the  RMA 
membership  for  adoption  next  month  at  the 
convention. 


The  Standard  Electric  Novelty  Co.,  New 
York  City,  recently  filed  a  petition  in  bank- 
ruptcy, listing  liabilities  of  approximately 
$150,000  and  assets  of  about  $50,000. 
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Sounding  as  it  does  the  very  depths  of  the  sub- 
lime, reception  with  the  Utah  Speaker  brings 
into  being  those  mystic  qualities  of  reproduction 
for  which  so  many  strive  but  so  few  ever  attain. 

The  most  complete  tine — ranging  from  $10  to  $100 
UTAH  RADIO  PRODUCTS  CO.,  1615  S.  Michigan  Ave.,  Chicago 


AH 
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How  Radio  Corp.  of  America 

Advertises  to  Country  Buyers 

Series  of  Advertisements  Designed  Especially  to  Stimulate  Interest  of  Rural  Dwellers 
True-to-Life  Country  Scenes  Create  Interest  in  Publicity   and  Product 


"Selling  the  Country  Buyer  with  'Country' 
Copy,"  is  the  title  of  an  interesting  article  deal- 
ing with  RCA  consumer  advertising  in  the 
farm  and  small  town  districts,  under  the  name 
of  Roland  Cole,  which  appeared  in  a  recent 
issue  of  Printer's  Ink.  The  article  is  repro- 
duced in  part  herewith: 

Many  advertisers  reason  that  the  most  ef- 
fective way  to  advertise  to  the  rural  popu- 
lation is  with  urban  copy.  Their  argument 
is  that  the  countryman  does  not  like  to  be 
talked  to  as  a  countryman.  They  say  that 
the  farmers  and  dwellers  in  small  towns  resent 
the  rural  appeal  because  it  implies  that  they 
have  not  the  wit  to  understand  "city  lingo." 
Such  an  argument  certainly  does  not  hold  to- 
gether where  the  product  is  bought  only  by 
country  buyers,  such  as  a  cream  separator.  But 
what  about  such  products  as  pleasure  cars, 
chewing  gum  and  radios?  Let  the  Radio  Corp. 
of  America  give  its  answer  to  that  question. 

For  over  two  years,  this  advertiser  has  been 
using  page  advertisements  in  a  list  of  national 
and  sectional  farm  publications  in  which  it  has 
featured  country  people  and  made  its  appeal 
directly  to  folks  who  live  on  farms  and  in  rural 
districts.  Questioned  as  to  the  sales-  results 
which  may  be  credited  to  this  campaign,  the 
company  says  results  have  been  extremely  sat- 
isfactory— so  satisfactory  that  the.  campaign  is 
being  continued  indefinitely.  Questioned  further 
as  to  what  special  features  in  the  advertising 
have  contributed  more  than  others  to  this  suc- 
cess, the  company  names  three.  One  of  these 
is  the  prestige,  or  favorable  reputation,  of  the 
company  throughout  the  country.  A  second  is 
the  product,  or  particular  model,  offered  to  the 
rural  buyer,  its  price  and  peculiar  adaptability 
to  country  conditions.  The  third  feature  is  the 
character  of  the  illustrations  which  have  been 
used  with  the  entire  series  of  advertisements 
since  the  inception  of  the  campaign,  a  little  over 
two  years  ago.  They  have  attracted  widespread 
attention.  All  of  them  are  the  work  of  one  art- 
ist, who,  when  he  was  originally  commissioned 
to  make  the  drawings,  took  himself  into  the 
country  and  looked  about  for  the  kind  of  people 
who  were  buying  radios  and  others  who  could 
possibly  be  persuaded  to  buy  them.  The  par- 
ticular town  he  went  to  is  a  place  called  New 
Hope,  about  ninety  miles  out  of  New  York. 
New  Hope  is  a  busy  place  of  around  1,000 
people.  Just  across  the  river  is  a  town  of  5,000 
called  Lambertville.  A  bridge  connects  the  two 
towns.  Other  towns  in  the  section  are  Pen- 
nington, Titusville,  Carvers  and  Aquetona.  New 
Hope  became  the  center  of  operations,  how- 


ever, and  here  dwell  most  of  the  characters 
that  people  the  RCA  illustrations. 

The  illustrations  were  not  made  all  at  one 
time,  but  one  or  two  at  a  time,  as  required 
for  the  monthly  advertisements.  The  full  cast 
of  characters  was  not  found  all  in  one  house, 
or  all  on  the  streets  of  New  Hope,  but  in  vari- 
ous places  about  the  countryside.  On  his  visits 
to  New  Hope  the  artist  and  his  wife  attend 
sales  and  auctions.  They  visit  stores.  They  go 
to  church.  They  hire  a  horse  and  buggy  (which 
they  have  lately  purchased)  and  drive  the  dirt 
roads  seeking  whosoever  can  be  found.  Where 
time  does  not  permit  of  sketching,  the  artist 
makes  camera  studies;  or  while  he  is  sketching, 
his  wife  works  the  camera  on  those  people  who 
are  standing  about  watching  the  artist. 

The  sales  value  of  these  illustrations,  the 
writer  believes,  lies  in  their  verisimilitude.  This 
statement  means  two  things.  It  means,  first, 
that  any  reader  can  find  in  these  intimate  scenes 
of  rural  life  a  great  many  things  which  he 
knows  are  true;  and,  second,  that  the  folks 
down  in  New  Hope  recognize  themselves  in 
these  pictures  and  are  proud.  Moreover,  these 
are  "story"  pictures,  or  rather,  they  are  "illus- 
trations" in  the  story  writer's  sense.  "Illustra- 
tion," in  the  advertising  man's  vocabulary,  is  a 
loose  term,  meaning  almost  anything  that  "illus- 
trates," from  a  reproduction  of  the  product  to 
a  picture  of  the  product  in  use,  or  even  some- 
thing irrelevant.  But  "illustration,"  to  the 
fiction  writer,  means  the  picture  of  a  character 
or  a  dramatic  incident  of  the  story.  In  every 
one  of  these  RCA  illustrations,  something  of 
absorbing  interest  is  being  discussed  or  enacted 
by  the  people  in  the  picture.  I  select  the  four 
most  recent  advertisements  as  representative  of 
the  entire  series. 

January  portrays  the  entrance  to  a  dealer's 
store  and  the  sidewalk  in  front  of  it.  Out  front, 
shoveling  snow  off  the  sidewalk,  is  old  Mat 
Newell,  who  works  for  Luke  McGuire,  the  auto 
accessory  and  radio  dealer.  Clint  Ferris,  his 
wife,  and  boy,  are  just  coming  out  of  Luke's 
with  their  new  radio  outfit  in  their  arms— each 
of  the  three  has  a  part.  A  kid  friend  of  Clint's 
boy,,  out  giving  the  baby  an  airing  in  his  box 
sled,  wants  to  know  "Did  y'  git  yer  new  radio?" 
Old  Mat  himself  is  highly  interested.  He  stops 
shoveling,  takes  his  pipe  out  of  his  mouth,  and 
observes  to  Clint  and  Clint's  wife  something 
sly  and  good-humored  that  is  very  satisfactory 
to  both  Clint  and  his  wife. 

February  shows  a  boy — it  could  be  Clint 
Ferris's  boy — sick  in  bed  with  the  mumps,  but 
not  too  sick  to  operate  the  radio  to  the  envious 


delight  of  a  juvenile  audience  at  the  window. 
Clint  and  his  wife  are  pictured  looking  in  at 
the  door.  Everything  in  the  room  is  authentic; 
real  window  curtains,  a  table  cover  such  as 
exists  nowhere  on  earth  but  in  a  country  home, 
the  bed,  the  pictures  on  the  walls,  a  valentine, 
the  medicine  bottles  and  spoon,  and  a  pup. 

March  shows  a  living  room  along  about  bed- 
time. Grandpa  Purdy  is  holding  little  Elmer  on 
his  lap  to  hear  the  bedtime  story,  only  it  didn't 
work  out  as  planned.  Elmer,  in  his  nightie, 
reclines  in  Grandpa's  lap,  but  instead  of  being 
fast  asleep,  is  wide-awake,  while  Grandpa  is 
asleep,  much  to  the  delight  of  the  other  mem- 
bers of  the  family,  who  sit  about  watching  the 
spectacle.  The  other  members  of  the  family 
are  Abner  Cratty,  who,  in  shirt  sleeves  and 
slippers,  is  reading  the  newspaper  and  listening 
to  the  radio,  his  wife,  Myra,  who  is  mending, 
and  the  elder  son,  Junior,  at  his  school  work. 
There  are  some  pictures  on  the  walls,  a  table 
and  a  lamp,  and  a  dog  asleep  on  the  floor,  all 
of  the  sort  which  make  the  observer  say,  with 
unction,  "Will  you  look  at  that!" 

April  is  a  true-to-life  "men-folks"  scene. 
There's  a  woman  in  the  picture,  but  she  is 
being  ignored  by  all  but  one  of  the  men.  He, 
in  a  shy  way,  is  taking  notice  of  her.  He  is 
"company."  The  other  two  men  are  interested 
in  the  radio,  and  one  of  them  is  operating  it. 
Politics  is  being  discussed  by  the  three  men, 
though  it  isn't  hard  to  see  that  one  of  them  is 
more  interested  in  what  the  girl  is  thinking  over 
at  the  other  side  of  the  room.  She  is  working 
at  a  loom  of  some  sort,  probably  weaving  a 
rug.  Again,  the  setting  is  one  of  intrinsic  in- 
terest— the  furniture,  the  pictures,  the  lamp,  but, 
most  of  all,  the  people. 

A  peculiar  thing  about  these  illustrations  is 
that  they  have  no  captions.  They  occupy  nearly 
a  half  of  the  advertisement  in  which  they  ap- 
pear. The  advertisement  makes  no  direct  refer- 
ence to  them.  Sometimes  the  heading  of  the 
advertisement  gives  a  hint  of  what  is  going  on 
in  the  picture,  as  in  the  case  of  the  one  last 
mentioned — "Let  the  wonderful  Radiola  16  take 
you  to  the  great  National  Conventions."  Then 
the  opening  paragraphs  of  copy  are  to  the 
effect  that  you  can  sit  in  your  living-room  and 
hear  what  is  going  to  take  place  at  the  forth- 
coming political  conventions  in  Houston  and 
Kansas  City — the  nominating  speeches,  the 
cheers  and  uproar,  the  balloting,  and  the  an- 
nouncement of  the  successful  candidates'  names. 

In  most  of  the  publications,  the  illustrations 
and  other  features  are  reproduced  in  colors; 
advertising  designed  to  create  interest. 


Go  After  Portable  Sales 


With  the  coming  of  Summer  dealers  should 
make  a  strong  bid  for  portable  business.  The 
portable  is  a  year-round  seller,  but  the  warm 
weather  broadens  the  sales  field.  Portable  sales 
are  cash  sales — worth-while  business. 


Ask  for  a  copy   of  catalog  illustrating  and 
describing  motors  with  1,  2,  3  and  4  springs, 
playing  2  to  10  records  with  one  winding. 


Exclusive  Features 

which  will  increase  the  sales 
value  of  your  phonographs  are 
incorporated  in  the  superior 
line  of 

KRASCO  silent 
MOTORS 

Krasco  Phonograph  Motor  Co. 

Elkhart,  Indiana,  U.S. A. 
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THE  NEW 


"4+ 


J_"  MOTOR 


At  a  low  price  ....  WITH  THE  PULLING 
POWER  of  the  FAMOUS  No.  77.  The  marvel 
of  it  .  .  .  starts  immediately  at  high  momentum 
.  .  .  after  four  full  10  in.  selections  it  finishes  with 


EXCESS 


POWER 


HKINKMAX 


Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  Qeneral  Manager 

25  West  45th  Street  Sole  Sales  Agents  New  York,  N.  Y. 


h  Seger  Ellis 
singing 


♦   ♦   ♦  * 


41024    f COQUETTE— Vocal,  with  Okeh  Novelty  Oichestra 
.    *   -U  MUST  BE  DREAMING— Vocal,  with  Okeh  Nov- 
10  m.  75c .    eky  0rchestra 

41006    (SUNSHINE— Vocal,  with  Instrumental 
lft  .         -I  YOU'D  RATHER  FORGET  THAN  FORGIVE— 
1U  m.  /5c  |    yoca]  whh  Instrumental 

40974    (AFTER  WE  KISS— Vocal,  with  Orchestra 
10  in.  75,  )TO-MORROW— Vocal,  with  Orchestra 

(AMONG  MY  SOUVENIRS— Vocal,  with  Justin  Ring's  Salon 
40952    j  Orchestra 
10  in.  75c  I  IT  WAS  ONLY  A  SUN  SHOWER — Vocal,  with  Justin  Ring's  Salon 
[  Orchestra 

40928    fMY  BLUE  HEAVEN— Vocal,  with  Justin  Ring  Trio 
in  .  <(DID  YOU  MEAN  IT?  (From  "A  Night  in  Spain") —Vocal,  with 

iU  in.    i  rJC  I         T       .  •        i >  ■  rri  • 

I     Justin  King  1  no 

(ARE  YOU  THINKING  OF  ME  TO-NIGHT?— Vocal,  with  Justin 
40900    J    Ring  Trio 
10  in.  75c] THERE'S  ONE  LITTLE  GIRL  WHO  LOVES  ME   (One  Little 
I    Girl  Who  Don't) — Vocal,  with  Justin  Ring  Trio 


Okeh  Phonograph  Corporation 

OTTO  H  ESN  EM  AN,  President'  -mWXt&me&t  Manager 


25  West  45th  Street 


New  York,  M.  Y. 
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Okeh  Phonograph  Corporation 


OTTO  HEINEMAN,  President  and  General  Manager 


25  West  45th  Street 


New  York,  N.  Y. 


Last-Minute  News  of  the  Trade 


Fansteel  Introduces  Balkite  AC 

Receivers  at  Sales  Convention 

New  Line  of  Balkite  Seven-tube  AC  Receivers  Demonstrated  to  Sales  Representatives 
of  Fansteel  Products  Co.,  Inc.,  at  Annual  Meeting  in  Chicago 


Sales  representatives  from  all  sections  of  the 
country  attended  the  annual  national  sales 
meeting  of  the  Fansteel  Products  Co.,  Inc., 
North  Chicago,  111.,  on  May  4  and  5,  the  busi- 
ness sessions  being  held  at  the  Drake  Hotel, 
in  Chicago.  Each  year  the  representatives  of 
the  Fansteel  organization  gather  in  Chicago 
in  order  to  learn  and  discuss  the  firm's  sales 
program  for  the  year  and  to  inspect  personally 


Frospects  for  the  balance  of  the  year  as  fore- 
cast in  the  business  of  the  first  quarter  indicate 
that  the  Victor  Talking  Machine  Co.  will  en- 


Edward  E.  Shumaker 


joy  in  1928  one  of  the  most  successful  years 
in  its  history.  Reviewing  the  progress  of  the 
company  and  outlining  future  activities,  at  the 
annual  stockholders'  meeting,  April  27,  E.  E. 
Shumaker,  president  of  the  company,  said: 

"Final  figures  for  the  first  quarter  of  1928 
are  not  yet  available,  but  I  am  confident  that 
net  earnings  for  this  quarter  will  be  consider- 
ably better  than  they  were  for  the  same  period 
last  year.  Prospects  for  the  balance  of  this 
year  are  good — in  fact,  indications  point  to  our 
having  one  of  the  best,  if  not  the  best,  year 
in  our  history,  despite  the  depression  in  some 
lines  of  industry  and  the  fact  that  this  is  a 
presidential  year,  which  many  people  still  be- 
lieve will  have  an  advers,e  effect  on  business. 
We  do  not  subscribe  to  that  theory. 

"Our  new  line  of  instruments  for  the  coming 
season  which  has  been  prepared  with  great  care 
— particular  attention  having  been  given  to  the 
cabinet  designs — is  nearly  ready,  and  we  ex- 
pect to  have  our  wholesalers  here  for  our  an- 
nual trade  conference  on  May  31  and  June  1, 
which  is  over  two  months  earlier  than  usual. 
This  should  give  us  a  splendid  start  and  should 
insure  a  splendid  Summer  and  Fall  business. 

"Our  record  s^les  are  unusually  good  for  this 


the  merchandise  which  the  company  will  mar- 
ket. At  the  meeting  held  a  few  days  ago  the 
representatives  saw  and  heard  the  new  Balkite 
seven-tube  AC  radio  receiver,  which  the  Fan- 
steel Products  Co.  will  place  on  the  market 
this  season,  and  expressed  themselves  with  en- 
thusiasm upon  seeing  the  receiver  in  its  various 
models  and  learning  of  the  strong  sales  cam- 
paign which  will  be  sponsored  by  the  company 


time  of  the  year.  Orders  for  April  to  date 
are  25  per  cent  ahead  of  the  same  date  last 
April.  As  the  percentage  of  increase  in  the 
record  business  during  April,  as  compared  to 
last  April,  is  higher  than  the  percentage  for 
the  year  to  date,  it  shows  a  very  healthy  trend 
and  looks  as  though  we  can  expect  good  rec- 
ord sales  throughout  the  Summer. 

"Record  sales  resulting  from  our  connection 
with  the  motion  picture  industry  are  on  the  in- 
(Continued  on  page  103) 


The  annual  report  of  the  Columbia  Phono- 
graph Co.,  Inc.,  for  the  fiscal  year  ending  Feb- 
ruary 29,  1928,  was  submitted  to  Columbia 
stockholders  on  May  3.  The  report  is  a  most 
significant  indication  of  the  remarkable  prog- 
ress attained  by  the  Columbia  organization  in 
the  past  twelve  months,  for  the  net  profit  dur- 
ing the  past  fiscal  year  was  $760,139.89,  as 
compared  with  $270,214.81.  The  success  of  the 
present  Columbia  organization  is  not  only  one 
of  the  outstanding  achievements  of  the  phone- 
graph  industry,  but  represents  one  of  the  most 
remarkable  and  unusual  accomplishments  of 
any  industrial  organization  in  the  past  decade. 

The  executives  of  the  American  Columbia 
organization  who  are  directly  responsible  for 
the  success  of  Columbia  during  the  past  few 
years  include  a  trio  of  competent  and  thor- 
oughly experienced  men  who  have  given  the 
Columbia  dealers  the  benefit  of  their  ex- 
ceptional knowledge  of  the  phonograph  indus- 
try. These  executives  comprise  Louis  Sterling, 
chairman  of  the  board  of  directors;  H.  C.  Cox, 
president,  and  W.  C.  Fuhri,  vice-president  and 
general  sales  manager.  Mr.  Sterling  is  inter- 
nationally prominent  as  one  of  the  foremost 
members  of  the  phonograph  industry,  for  in 
addition  to  his  American  Columbia  affiliations, 
he  is  managing  director  of  the  Columbia 
Graphophone  Co.,  Ltd.,  with  headquarters  in 
London  and  controlling  Columbia  factories 
throughout  the  world. 


in  behalf  of  the  new  Balkite  radio  products. 

On  Friday,  May  4,  the  first  session  of  the 
-two-day  sales  meeting  was  formally  called  to 
order  by  J.  C.  Baker,  president  of  the  Fansteel 
Products  Co.,  Inc.,  who  welcomed  the  repre- 
sentatives in  the  name  of  the  company.  Mr. 
Baker's  address  was  followed  by  a  general 
description  of  the  Balkite  line  of  radio  receivers 
given  by  Dr.  E.  W.  Engle,  chief  engineer  of 
the  company.  H.  L.  Oleson,  of  the  Fansteel 
engineering  staff,  delivered  a  technical  descrip- 
tion of  the  Balkite  receiver.  Major  Klock,  of 
the  Fansteel  sales  department,  described  the 
progress  which  has  been  made  and  the  recent 
developments  which  have  taken  place  in  loud 
speaker  design,  principle  and  construction,  and 
his  address  was  followed  by  a  talk  by  R.  L. 
(Continued  on  page  102) 

E.  R.  Kuhn  Appointed 
to  Important  Post 

Chicago,  III.,  May  9. — Otto  N.  Frankfort,  vice- 
president  in  charge  of  sales  of  the  All-American- 
Mohawk-Radio  Corp.,  of  this  city,  manufacturer 
of  Mohawk-American  receivers,  announced  on 
May  1  the  appointment  of  E.  R.  Kuhn  as  East- 
ern sales  manager  with  headquarters  in  New 
York.  Mr.  Kuhn's  appointment  will  be  welcome 
news  to  Mohawk  distributors  and  dealers 
throughout  the  East,  for  he  is  recognized  as  one 
of  the  most  competent  wholesale  men  in  the 
radio  industry,  and  is  thoroughly  familiar  with 
the  merchandising  problems  of  the  trade.  For 
three  years  Mr.  Kuhn  covered  the  Pacific  Coast 
for  the  Mohawk  organization,  and  his  success 
well  warranted  his  promotion. 


Commenting  upon  the  reports  submitted  to 
the  stockholders  for  the  past  fiscal  year  by  the 


Louis  Sterling 

company,   Mr.   Sterling  and  Mr.   Cox  stated: 
"To  the  Stockholders  of  Columbia  Phonograph 
(Continued  on  page  104) 


E.  E.  Shumaker,  Victor  President, 
Anticipates  Banner  Sales  for  1928 

One  of  the  Most  Successful  Years  in  History  of  Company  Forecast  at  Annual  Meet- 
ing— First  Quarter's  Statement  Shows  Increase  of  $566,215.44  Over  1927 


Columbia  Statement  for  Fiscal 
Year  Shows  Profit  of  $760,139.89 

Annual  Report  for  Year  Ending  February  29  Indicates  Remarkable    Progress  At- 
tained by  Columbia  Phonograph  Co. — Sales  Increased  More  Than  40  Per  Cent 
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Price  Maintenance  Again  to  the  Fore 

rl^HAT  a  sub-committee  of  the  House  of  Representatives  has  re- 
■4-  ported  in  favor  of  permitting  manufacturers  of  trade-marked 
and  branded  articles  to  fix  the  prices  at  which  their  products  shall 
be  sold  to  the  public  is  distinctly  interesting  to  those  who  have  for 
years  fought  in  the  cause  of  legalized  price  maintenance.  Whether 
the  report  of  this  sub-committee  will  have  any  bearing  on  the  final 
action  of  Congress  on  the  price  maintenance  bills  now  before  it  re- 
mains to  be  seen.  If  the  report  is  merely  a  gesture  with  no  influence 
on  the  ultimate  decision  then  price  maintenance  is  as  far  away  as 
ever,  but  it  is  to  be  hoped  that  the  committee's  decision  that  the  prac- 
tice will  make  for  cleaner  business  methods  without  placing  further 
burdens  on  the  public  may  have  some  weight.  Even  the  strongest 
supporters  of  fixed  retail  prices  have  a  right  to  be  skeptical,  for 
price  maintenance  legislation  has  for  years  been  the  football  of 
Congress  and  has  not  advanced  beyond  the  forty-five-yard  line. 


Compromise  on  Copyright  Legislation 

r  I  *  HE  question  of  new  copyright  legislation  is  still  a  matter  of 
great  moment  to  those  most  directly  interested,  namely,  the 
music  publishers  and  the  record  makers,  although  all  those  who  sell 
music  or  music  reproductions  have  something  at  stake  on  the  final 
outcome.  The  Senate  Committee  on  Patents,  as  a  result  of  the 
failure  of  the  contending  parties  to  agree  on  a  suitable  bill,  has  de- 
cided to  write  a  compromise  measure  itself,  but  that  does  not  inter- 
fere with  the  champions  of  both  causes  from  telling  their  stories 
repeatedly  and  loudly.  On  a  two-cent  royalty  basis  the  poor  pub- 
lishers and  composers  have  been  starving  to  death — so  they  say.  If 
the  rate  is  raised  the  public  is  the  victim,  because  it  must  pay  for 
its  records — this  from  the  other  side.  Meanwhile,  the  wheels  of 
the  Congressional  mills  are  grinding,  and  business  keeps  on. 


Utilitarian  Value  of  Radio 

T3ECAUSE  surveys  have  indicated  that  85  per  cent  of  radio 
broadcast  programs  are  made  up  of  musical  selections,  there  is 
a  general  inclination  among  music  dealers  to  base  their  appeal  for 
sales  upon  the  value  of  the  radio  receiver  as  an  entertainer.  This 
may  apply  perfectly  in  metropolitan  centers  where  daily  papers  are 


available  giving  the  news  of  the  day  as  it  happens  and  offering  mar- 
ket reports  within  an  hour  or  two  of  the  closing  of  the  market. 
But  do  not  let  that  fact  overshadow  the  utilitarian  value  of  the 
radio  in  the  rural  sections  where  facilities  for  news  distribution  are 
not  so  well  organized.  The  farmer  has  accepted  the  radio  as  a  utility 
rather  than  simply  as  an  entertainment  medium.  Through  it  he 
gets  daily  prices  on  corn  and  hogs,  and  makes  money  thereby. 
Through  it  he  hears  of  current  events  that  may  have  a  bearing  on 
his  own  problems  and,  thereby,  gains  information  promptly  that  in 
value  quickly  offsets  the  cost  of  even  an  elaborate  installation.  That 
it  makes  available  the  entertainment  of  Broadway,  State  street  and 
Market  street  is  pleasing,  but  that  it  brings  to  him,  also,  the  market 
news  that  is  vital  to  his  welfare  is  a  highly  important  factor.  The 
utilitarian  appeal  is  the  one  that  will  boost  rural  trade. 


An  Interesting  Radio  Experiment 

/  I  ^  HE  launching  on  April  21  of  a  series  of  special  broadcast  pro- 
*■  grams  on  Saturday  afternoons,  under  the  auspices  of  the  Radio 
Corp.  of  America,  for  the  purpose  of  providing  radio  dealers  with 
program  features  designed  to  aid  in  the  demonstration  of  receivers, 
is  an  experiment  that  will  be  watched  with  great  interest.  Radio 
is  sold  by  demonstration  primarily,  and  it  has  been  held  that  dur- 
ing daylight  hours,  including  Saturday  half-holiday,  when  pros- 
pects were  plentiful,  there  was  little  on  the  air  to  show  just 
what  the  instrument  could  do.  If  these  Saturday  afternoon  pro- 
grams through  WJZ  and  the  blue  network  of  the  National  Broad- 
casting Co.  result  in  increased  business  on  that  day  then  the  answer 
has  been  found.  Favorable  results  should  lead  to  closer  co-operation 
between  radio  broadcasting  and  radio  selling  interests. 


Additional  Dealer  Profits 

TP  HE  selling  of  various  types  of  automatic  phonographs  to  res- 
taurants,  hotels  and  other  places  maintaining  contact  with  the 
general  public  means  cash  profits  to  the  successful  dealer  if  the  ac- 
counts are  good,  but  quite  as  important,  it  means  profits,  also,  from 
prospects  who  may  be  interested  by  that  means.  In  almost  constant 
use,  playing  record  after  record,  all  of  them  of  the  modern  type, 
this  public  demonstration  of  what  the  new  phonograph  can  do 
should  attract  the  uninitiated  and  convince  the  skeptic.  The  result 
should  be  more  sales  to  the  homes  in  the  territory. 


Record  Sales  Gain 

DEALERS  report  that- record  sales  this  year  show  an  increase 
of  from  10  to  50  per  cent  over  sales  for  the  same  period 
last  year,  and  that  the  introduction  of  album  sets  and  the  reduction 
of  high-class  record  prices  in  some  cases  has  had  a  strong  influence 
on  the  demand  for  good  music.  The  impressive  fact,  however,  is 
that  the  record  sales  unit  has  increased  perceptibly,  in  some  cases  the 
average  unit  sale  being  close  to  the  $3.50  mark.  This  is  the  sort  of 
business  that  makes  profit.  It  cuts  down  the  overhead  and  the 
sales  cost,  while  at  the  same  time  making  for  increased  volume  of 
business — a  combination  that  is  hard  to  beat. 


Good  Trade  Publicity 

CEVERAL  sessions  of  the  National  Music  Industries  Conven- 
tion  at  the  Hotel  Commodore  during  the  week  of  June  4  will 
be  broadcast  over  one  of  the  networks  of  the  National  Broadcasting 
Co.,  according  to  present  arrangements.  It  is  a  happy  plan  to  have 
radio,  which  has  become  so  closely  allied  with  the  music  industry 
itself,  carry  the  proceedings  of  that  industry's  convention  to  the 
country  at  large.    It  is  good  publicity  for  both  sides. 


The  Hustler  Wins 

OMPARE  the  methods  of  the  dealer  who  is  doing  a  good 
phonograph,  radio  and  record  business  and  those  of  his  fellow 
dealer  who  is  complaining  about  poor  business.  Nine  out  of  ten  times 
the  comparison  tells  the  story.  One  hustles  while  he  waits  for  bet- 
ter times  and  makes  them  for  himself.  The  other  just  waits.  It  is 
the  old  story  of  the  two  mice  in  the  pan  of  cream. 
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COUNTERPHASE 
RADIO 


Unparalleled 
in 
Radio 


IN  your  selection  of  a  radio  line  are  you 
considering  the  standing  of  the  manufac- 
turers— their  experience,  ahility,  record 
and  reputation? 

The  product — its  merit  and  success — can 
be  nothing  more  or  less  than  a  reflection  of 
these  factors. 

The  Bremer-Tully  record  is  one  of  out- 
standing achievement.  In  six  years  they 
have  increased  their  original  size  more  than 
250  times.  As  pioneers  they  are  given 
credit  for  numerous  original  radio  develop- 
ments. Their  early  success  was  built  on  the 
hardest  task  anyone  ever  attempted  and 
survived — namely    the    development  and 


manufacture  of  parts  for  ""home-builders'"' 
of  all  degrees  of  intelligence  and  experience. 

Bremer-Tully  now  build  only  complete 
sets  and  speakers — a  complete  line — but  the 
experience  of  those  early  years  has  saved 
thousands  of  dollars  for  Bremer-Tully  cus- 
tomers. You  never  heard  of  any  B-T 
product  being  ""dumped"  on  the  cut-price 
market. 

Here  is  a  record  unequalled  in  the  radio 
industry,  a  record  that  foretells  what  may 
be  expected  in  the  future. 

It  is  your  assurance  of  permanence! 

Get  the  B-T  franchise  while  it  is  yet 
a\  ailable. 


^remer- 


Your  trade  will  appreciate  a 
speaker  of  Bremer-Tully  qual- 
ity. It  is  outstanding  in  per- 
formance and  greatly  superior 
in  appearance  to  anything  at 
equal  price — $35.00. 


Mfg*  Company 

520-532  So.  Canal  St. 
Chicago 

Name   

Address   • 

City  

State  


With  the  new  6-40  Bremer-Tully 
open  their  seventh  season.  Its 
popular  price  and  superior  per- 
formance is  doubling  the  num- 
ber of  B-T  dealers  in  every 
state. 

The  6-40  is  furnished  in  the 
two  styles  illustrated. 


Last-Minute  News  of  the  Trade 


Paul  Whiteman  Signs  to  Record 

Exclusively  for  Columbia  Co. 

World-Famous  Orchestra  Leader  Signs  Long  Term  Contract — First  Records  to  Be  Re- 
leased in  June — Columbia  Phonograph  Co.  to  Conduct  Widespread  Ad  Campaign 


The  most  sensational  recent  tribute  to  the 
strides  made  by  the  Columbia  Phonograph  Co. 
is  the  news  that  Paul  Whiteman,  world  king 
of  jazz,  has  signed  an  exclusive  Columbia  re- 
cording contract  for  a  long  period  of  years. 
This  information,  rumored  along  the  Rialtos  of 
the  country  for  some  time,  has  just  been  con- 
firmed by  H.  C.  Cox,  president  of  the  Colum- 
bia Phonograph  Co.  While  the  exact  terms  un- 
der which  Whiteman  becomes  an  exclusive  Co- 
lumbia record  artist  are  not  known,  there  is  no 
question  but  that  the  contract  sets  a  new  high 
mark  in  the  history  of  the  phonograph  industry. 

Whiteman,  whose  contract  with  Columbia 
became  effective  as  the  clock  struck  midnight 
on  May  11,  started  making  his  first  record  for 
Columbia  before  the  echoes  died  away.  His 
first  recordings  will  be  released  some  time  in 
June,  and  will  consist  of  both  ten-inch  and 
twelve-inch  records. 

Columbia  has  already  completed  plans  to  ex- 
ploit Whiteman  to  the  limit  by  giving  Colum- 
bia dealers  all  sorts  of  advertising  material  to 
work  with,  even  going  so  far  as  to  design  a 
special  Paul  Whiteman  label  and  record  en- 
velop. This  novel  method  of  advertising  such 
a  world-famous  artist  as  Whiteman  is  bound, 
in  itself,  to  create  a  great  deal  of  public  atten- 
tion and  interest  in  the  records. 


As  a  feature  of  Paul  Whiteman's  introduction 
to  America  as  an  exclusive  Columbia  record 
artist,  Columbia  is  running  special  Paul  White- 
man  newspaper  advertisements,  playing  up  his 
first  recordings,  in  a  list  of  newspapers  totaling 
almost  two  hundred  in  all  the  high  spots  of 
the  country. 

In  addition  to  this  national  newspaper  ad- 
vertising, Columbia  is  making  available  to  its 
dealers  in  mat,  stero  and  electro  form,  special 
newspaper  advertisements  in  varying  sizes  for 
use  in  local  newspapers.  These  advertisements 
typify  the  Whiteman  spirit  and  tie-up  cleverly 
with  Columbia's  trade-mark,  the  two  "magic 
notes,"  which  has  become  widely  known. 

Special  window  streamers  are  also  provided, 
and  the  regular  monthly  window  display  serv- 
ice, which  many  Columbia  dealers  use,  presents 
Whiteman  in  a  most  unusual  way.  Picture 
slides  are  being  prepared  for  dealers  who  em- 
ploy this  type  of  advertising.  Paul  Whiteman 
is  also  being  featured  on  all  the  other  forms 
of  advertising  material  released  regularly  to 
Columbia  dealers. 

As  a  final  feature  of  Columbia's  announce- 
ment of  the  big  news  to  the  public  a  special 
Paul  Whiteman  hour  will  be  broadcast  shortly 
over  an  impressive  hook-up  of  radio  stations. 
{Continued  on  page  99) 


Victor  Co.  Purchases  Talking 
Machine  Stock  of  Blackman  Co. 

Pioneer  Victor  Distributing  Concern  Discontinues  Talking  Machine  Department — Will 
Concentrate  on  Radio,  Carrying  Diversified  Line  of  Leading  Products 


J.  Newcomb  Blackman,  president  of  the 
Blackman  Distributing  Co.,  New  York  City, 
one  of  the  foremost  distributing  organizations 


J.  Newcomb  Blackman 

in  the  country,  announced  on  May  5  that  his 
company  had  disposed  of  its  stock  of  Victor 
products  to  the  Victor  Talking  Machine  Co., 
and  was  discontinuing  that  part  of  its  business 
relating  to  the  wholesale  distribution  of  Victor 
merchandise.  In  his  announcement  to  the  trade 
Mr.  Blackman  stated  that  the  company  would 


continue  its  radio  and  other  departments,  serv- 
ing the  trade  from  these  departments  as  usual. 
The  Blackman  Distributing  Co.  will  concentrate 
on  the  sale  of  radio  products  especially,  and  no 
efforts  will  be  spared  to  enhance  Blackman 
service  to  retailers. 

J.  Newcomb  Blackman  has  been  identified 
with  the  talking  machine  industry  for  over 
thirty  years  and  is  recognized  the  country  over 
as  one  of  the  leaders  in  the  trade.  His  efforts 
in  behalf  of  all  constructive  movements  con- 
cerning talking  machine  affairs  have  won  praise 
and  approval  from  every  factor  in  the  industry, 
and  his  relations  with  the  Victor  organization 
date,  back  as  far  as  1899.  The  severance  of 
these  relations  was  accompanied  by  friendly 
sentiments  on  both  sides  and,  by  the  terms  of 
the  purchase  agreement,  the  Blackman  Victor 
merchandise  was  acquired  by  the  Victor  Talk- 
ing Machine  Co.  with  the  accounts  receivable 
and  other  assets  remaining  in  the  hands  of  the 
Blackman  organization.  It  is  understood  that 
the  agreement  makes  provisions  whereby  the 
Blackman  Distributing  Co.  may  merchandise 
any  phonograph  products  at  any  time  that  it 
may  desire  with  no  restrictions  whatsoever  as 
to  the  company's  future  activities.  Mr.  Black- 
man  also  remains  as  vice-president  of  the 
French  Nestor  Co.,  Victor  distributor  in  Jack- 
sonville, Fla. 

The  radio  lines  which  will  be  distributed  by 
the  Blackman  Distributing  Co.  during  the  com- 
ing season  represent  some  of  the  leading  prod-, 
ucts  in  the  industry,  including  Fada  receivers; 
Mohawk    American    receivers;    Eveready  bat- 
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teries  and  flash-lights;  Rola  speakers;  Utah 
loud  speaker  products;  Radiotrons;  Receptrad 
products  (Powerizer);  Raytheon  tubes;  Majes- 
tic eliminators;  Weston  electrical  instruments; 
Birnbach  cord  units,  cords,  etc.;  Adler-Royal 
cabinets  and  Brach  antenna  outfits,  lightning 
arresters,  and  other  well-known  lines. 


Lyon  &  Healy  Made 
Carryola  Jobbers 

Large  Chicago  Retail  and  Wholesale  Firm 
to  Distribute  Portable  Line  in  Illinois 
and  Other  Open  Territories 

Lyon  &  Healy,  of  Chicago,  one  of  the  fore- 
most organizations  in  the  music-radio  trade,  was 
appointed  exclusive  distributors  of  Carryola 
portable  phonographs,  according  to  information 
released  by  Walter  Roche,  vice-president  of 
Lyon  &  Healy,  late  in  April.  Negotiations 
which  resulted  in  the  distributorship  were  con- 
summated by  Ray  Reilly,  sales  manager  of  the 
Carryola  Co.  of  America,  Milwaukee,  Wis.,  and 
Mr.  Roche,  and  it  was  only  after  the  Carryola 
products  had  passed  a  series  of  severe  inspec- 
tion tests  that  the  decision  was  made  and  the 
announcement  released  to  this  publication. 

Lyon  &  Healy  will  have  as  its  territory  as  an 
exclusive  distributor  of  Carryola  products  the 
State  of  Illinois  and  certain  other  open  terri- 
tories. The  firm  is  ably  equipped  to  distribute 
the  Carryola  line,  for  the  territory  is  closely 
covered  by  sales  representatives,  and  plans  are 
now-  under  way  for  the  opening  of  an  aggressive 
sales  program  in  behalf  of  the  popular  portable 
phonograph  line. 

The  full  line  of  Carryola  products  will  be 
handled  in  the  Lyon  &  Healy  "loop"  store  and 
in  its  neighborhood  branches. 

The  Carryola  products  include  three  portable 
phonographs,  the  Carryola  Master,  Carryola 
Lassie  and  the  Carryola  Porto  Pick-Up.  The 
last  named  is  a  portable  equipped  with  the  Car- 
ryola electric  pick-up,  which  is  also  sold  as  a 
separate  item,  and  the  user  may  secure  elec- 
trical reproduction  of  records  by  connecting  the 
phonograph  with  the  detector  tube  socket  of 
a  radio  receiving  set.  The  Carryola  organiza- 
tion is  now  entering  its  fifth  year  as  a  maker 
of  portable  phonographs,  and  the  appointment 
of  Lyon  &  Healy  as  a  Carryola  distributor  is  a 
tribute  to  the  quality  of  the  products  which  the 
Carryola  company  manufactures  and  the  ex- 
ceptional progress  which  the  firm  has  made  in 
its  particular  field. 


Will  Distribute  Zenith 

Radio  Line  Exclusively 

The  North  American  Radio  Corp.,  New 
York,  well-known  radio  jobber,  advised  its  deal- 
ers recently  that  it  had  decided  to  adhere  to 
its  past  policy  of  exclusive  representation  and 
distribution,  and  would  distribute  Zenith  re- 
ceivers exclusively  as  heretofore.  David  F. 
Goldman,  general  manager  of  the  company, 
stated  that  a  dealers'  display  show  featuring 
Zenith  products  would  be  held  at  the  Pennsyl- 
vania Hotel,  New  York,  the  latter  part  of  the 
month. 


New  Bremer-Tully  Jobbers 

The  Bremer-TuTTy  Mfg.  Co.,  Chicago,  re- 
cently announced  the  appointment  of  the  Odell 
Hardware  Co.,  Greensboro,  N.  C,  and  the 
Richmond  Hardware  Co.,  Richmond,  Va.,  as 
distributors  of  the  B-T  Counterphase  line  of 
radio  receivers  in  their  respective  territories. 
Granzow  Bros.,  Dayton,  C,  have  also  been  ap- 
pointed distributors. 
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Exhibit  B77-78  RMATrade  Show 
Stevens  Hoicl,  Chicago,  June  11  iol5 
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NATIONAL  advertising  is  the  proof  of  a  manu- 
facturer's confidence  in  his  product — and  in  its 
sales  possibilities. 

The  biggest  advertising  campaign  ever  known  in  the 
portable  phonograph  industry  is  now  telling  and  re- 
telling the  Carryola  story  to  nearly  five  million  people. 

It's  doing  more  than  that.  It's  telling  you  that  we 
have  the  utmost  faith  in  the  sales  possibilities  of  Carry- 
ola products.  And  it  is  building  public  confidence  in 
Carryola  portables  and  in  the  dealer  who  offers  them — 
confidence  that  makes  easier,  faster  sales  for  you. 

This  is  not  theory.  Booming  sales  prove  that  it  is 
an  established  fact.  Carryolas  are  selling  faster  than 
any  portable  ever  sold  before. 

If  you're  not  already  a  Carryola  dealer,  get  in  now. 
Don't  wait  to  write — wire  for  name  of  nearest  Carryola 
distributor  and  details  of  our  sales  plan. 

THE  CARRYOLA  COMPANY   OF  AMERICA 


Dept.  G-12,  64  7  Clinton  Street 


Milwaukee,  Wisconsin 
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Carryola  Electric  Pick-Up 

A  very  profitable  fast  selling  item. 
It  enables  radio  owners  to  play 
records   through   their   radio   and  | 

]  loud  speaker,  with  all  the  rich  vol- 
ume  of  tone   that   characterizes  I 

I  electric  reproduction.  Very  simple  | 
to  attach  or  detach. 

Price  $10.50,  List 

Slightly  Higher  west  of  Rockies 
and  in  Canada 
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Carryola  Porto  Pick-Up 

A  possible  sale  to  every  radio 
owner.  Complete  equipment  to 
play  records  through  radio  set,  in- 
cluding spring  motor  and  turn- 
table in  neat  Fabrikoid  case.  A 
wonderfully  profitable  item  to  fol- 
low up  radio  sales. 

Price  $23.50,  List 

Slightly  higher  west  of  Rockier 
and  in  Canada 


Carryola  Lassie 

A  truly  remarkable  instrument  for 
the  price.  Curved,  throwback  tone 
arm.  Nickeled  grillon  tone  chamber, 
flat  type  motor.  Furnished  in 
Black,  Brown  or  Blue  Fabrikoid, 
with  turntable  covered  in  color  to 
harmonize. 

Price  $15,  List 

Slightly  higher  uiest  of  Rockies 
and  in  Canada 


CTURERS  OF  PORTABLE   PHONOGRAPHS  •  • 
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A  Few  Merchandising  Ideas 
That  Brought  in  Profits 

Pertinent  Remarks  on  Methods  Used  by  Chicago  Dealers 
in  Advertising,  Selling  and  Dressing  Their  Displays 

By  Archie  Oboler 


THE  average  family  living  in  a  small,  mod- 
ern apartment  generally  thinks,  upon 
purchasing  one  type  of  musical  instru- 
ment, that  its  musical  needs  are  well  provided 
for.  In  order  to  correct  this  erroneous  im- 
pression, Kimball  Co.,  well-known  Chicago 
music  dealer,  made  use  of  a  novel  window  dis- 
play. At  one  side  of  the  trim  was  a  small 
talking  machine;  in  the  center  a  baby  grand 
piano,  and  at  the  other  side  a  compact  radio  set. 
Above  the  display  was  this  very  effective  sign, 
one  which  tied  the  three  instruments  together 
and  caused  much  comment:  "There  is  a  place  in 
your  home  for  all  three  of  us." 

Sells  Restaurants  AC  Sets 
With  the  simplicity  of  the  AC  set,  the  music 
deakr  has  an  excellent  prospect  group  among 
the  restaurants  of  his  vicinity.  Heretofore  these 
places,  because  of  the  fact  that  the  battery  elim- 
inators would  not  stand  up  under  many  hours 
of  continued  use,  were  unable  to  make  use  of 
radio,  but  now  the  tenor  of  the  situation  has 
changed.  By  offering  a  free,  three-day  trial  to 
the  cafes  and  lunch-rooms  of  the  neighborhood 
B.  F.  Carr  &  Son,  music  dealers  of  Chicago's 
South  Side,  were  able  to  sell  a  large  number 
of  table  model  AC  sets  in  a  very  short  time. 
"The  restaurant  men  have  to  be  shown  that  ra- 
dio has  advanced  to  the  point  where  it  will  give 
twenty-four  continuous  hours  of  entertainment 
a  day  without  going  wrong,"  said  Mr.  Carr  in 


commenting  on  the  campaign.  "But  once  shown 
they  will  invariably  buy,  incidentally  becoming 
an  excellent  source  of  live  leads,  since  many 
of  their  radio-kss  patrons  will  inquire  about  the 
type  and  cost  of  the  outfit." 

Window  Display  Stunt 

With  so  many  varied  musical  objects  to  sell, 
the  music  dealer  often  succumbs  to  temptation 
and  makes  of  his  window  display  space  a  con- 
glomerate mass  of  radio  sets,  sheet  music, 
phonographs,  and  so  on.  The  result  is  that  the 
shopper  gets  a  general  impression  of  all  that  is 
for  sale,  but  no  individual  piece  of  merchandise 
stands  out  strongly  enough  to  impress  itself.  In 
order  to  get  around  this  difficulty  and  yet  not 
waste  any  of  the  valuable  window  display, 
Steger  Piano  Co.  of  Chicago  partitioned  off  a 
small  section  of  their  window  where,  each  week, 
they  display  the  article  to  which  they  wish  to 
draw  particular  attention.  One  week  this  mer- 
chandise may  be  a  radio  set,  the  next  a  banjo, 
etc.  Thus  emphasis  is  given  a  new  article  with- 
out interfering  with  the  general  display. 
Striking  Small  Ads 

In  tie-ups  with  national  advertising  dealers 
are  generally  content  to  use  the  ordinary  busi- 
ness card  type  of  ad.  As  a  result,  especially 
when  a  number  of  these  are  grouped  together, 
none  of  them  stand  out  enough  to  draw  the 
attention  of  the  casual  reader.  By  the  simple 
expedient    of   reversing  the    usual   order  and 


using  white  type  against  a  black  background, 
Strader's  Music  Shop,  of  Chicago,  was  able  to 
attract  interest  in  its  small  ad  no  matter  how 
many  other  small  advertising  announcements 
were  placed  around  it. 

Salesmanship  Is  Persuasion 
At  a  recent  meeting  of  the  Midwest  Trades 
Association,  held  at  the  Electric  Club  in  Chi- 
cago, H.  N.  Tolles,  president  of  the  Sheldon 
School  of  Salesmanship,  made  an  address,  as 
guest  speaker,  which  excited  a  great  deal  of 
comment  among  the  music  retailers  present. 
Mr.  Tolles  said  in  part:  "Salesmanship  is  per- 
suasion, and  that  persuasion  must  be  profitable 
to  both  parties  concerned,  else  it  isn't  a  good 
transaction.  A  salesman  must  leave  more  than 
he  takes  away  if  he  is  a  real,  good  salesman. 
And  in  radio  the  merchant  selling  a  nationally 
advertised  brand  of  set  is  most  certainly  leav- 
ing more  with  the  customer  than  he  takes  away 
with  him. 


E.  M.  Hartley  in  New  Post 

E.  M.  Hartley,  manager  of  the  RCA  district 
service  station  in  New  York,  has  been  trans- 
ferred to  the  position  of  district  service  man- 
ager in  Chicago,  serving  the  Midwest  district. 
W.  L.  Tesch,  who  has  been  manager  of  the 
Chicago  service  station  for  several  years,  suc- 
ceeds Mr.  Hartley  in  the  New  York  station. 


Victor  Record  Posters 


The  Victor  Talking  Machine  Co.  recently 
supplied  dealers  with  two  eye-arresting  posters 
for  window  display.  One  devoted  to  the  record- 
ing of  Brahms'  First  Symphony  by  Leopold 
Stokowski  and  orchestra,  had  a  reproduction 
uf  mii  original  oil  painting  symbolic  of  the 
theme  of  this  great  composition.  The  second 
featured  the  records  of  the  song  hits  of  "The 
Show  Boat,"  and  pictured  a  show  boat  moored 
to  a  wharf  with  a  group  of  Southerners  in  the 
dress  of  a  past  period. 


udge  the  Product  by  the 

Quality  of  its  Distributors 


In  the  few  weeks  since  our 
announcement  of  the  new  line  of 

Wasmuth  -  Goodrich 
Radio  Furniture 

more  than  a  dozen  prominent 
wholesalers,  of  the  highest 
standing  in  the  radio  field,  have 
qualified  for  representation — 
and  are  actively  pushing  this 
quick -turning,  profit- making 
line ! 

In  accord  with  our  promise  to 
present  new  designs  and  new 
goods  as  often  as  the  basic  de- 


Butt  walnut  front,  attractively  over- 
laid in  rippled  maple.  Equipped 
with  RCA  100-A  speaker.  Accom- 
modates all  makes  of  radio  sets. 
Height  42";  width  32". 


mands  of  the  industry  require, 
we  are  pleased  to  announce 

New  Furniture  for 
the    Radiola  18 

In  this  superlative  line  of  radio 
furniture — distributed  only 
through  selected  wholesalers 
of  approved  standing — you 
will  find  the  replacement  for 
your  dwindling  accessory  sales. 
Mail  the  coupon  NOW! 


Symphonic  Sales  Corporation 

370  Seventh  Avenue  New  York 


Symphonic  Sales  Corporation 

370  Seventh  Avenue,  New  York 

Please  send  me  detailed  description,  list  prices 
and  discounts  on  the  new  Wasmuth-Goodrich  Radio 
Furniture. 

ZName   

oAddress  -  
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Advertising's  Part  in  De- 
veloping the  Radio  Industry" 

Pierre  Boucheron,  Advertising  Manager  of  the  Radio  Corp.,  Makes  Interesting  Ad- 
dress at  Harvard  Graduate  School  of  Business  Administration 


Speaking  on  "The  Part  Played  by  Advertis- 
ing in  Developing  the  Radio  Industry,"  Pierre 
Boucheron,  advertising  manager  of  the  Radio 
Corp.  of  America,  recently  outlined  before  the 
Business  Policy  class  of  the  Harvard  Graduate 
School  of  Business  Administration  the  history 
of  the  advertising  efforts  and  policy  of  his 
corporation  since  its  formation  in  1920.  After 
pointing  out  that  the  advertising  record  of  the 
Radio  Corp.  represented  a  complete  history 
of  the  growth  of  the  radio  industry,  Mr. 
Boucheron  went  on  to  describe  the  stages  by 
which  his  work  had  progressed. 

The  industry's  first  efforts,  he  said,  were  in 
the  form  of  announcements  to  the  public 
through  the  press,  of  the  improvements  in  the 
radio  art  brought  by  a  progression  of 
inventions.  This  period  was  followed  by  a 
campaign  of  advertising  of  early  products  for 
amateurs  and  experimenters.  By  this  time, 
Mr.  Boucheron  related,  a  number  of  trade 
papers  and  technical  periodicals  devoted  to 
radio  had  sprung  up  and  these  were  used  a- 
advertising  media  to  secure  trade  support  and 
establish  an  outlet  for  the  growing  industry, 
through  dealers. 

There  followed,  in  turn,  attempts  at  national 
advertising  to  seek  public  acceptance  of  radio 
as  a  new  factor  in  modern  life,  and  then  the 
introduction  of  trade-marks  and  names  as  iden- 
tifying marks  of  the  products  of  manufacturers 
who  were  directing  their  efforts  to  producing 
reliable  instruments  and  accessories.  To-day, 
Mr.  Boucheron  said,  radio  is  a  stabilized  in- 


dustry, employing  sound  advertising  practices. 
In  the  short  period  of  eight  years,  he  explained, 


Pierre  Boucheron 
:t  has  grown  into  one  of  the  leading  businesses 
of  America. 

"The  pioneer  advertising  efforts  of  the  Radio 
Corp.  of  America,"  Mr.  Boucheron  said,  re- 
ferring to  the  early  history  of  the  industry, 
"were  designed  to  develop  a  deep  and  lasting 
interest  in  the  radio  art  and  the  sincere  amateur 
and  experimenter  were  given  every  opportunity 
and  privilege  of  assembling  the  various  patent- 
ed parts  and  circuits  produced  by  the  company 


in  the  early  stages  of  the  art."  This  was  done, 
he  explained,  for  the  reason  that  at  that  time 
"few  if  any  manufacturers  were  prepared  to 
supply  the  amateur,  much  less  the  general 
public,  with  ready-made  and  dependable  equip- 
ment." 

Soon  after  this,  the  speaker  said,  the  radio 
industry  found  itself  in  a  greatly  oversold 
market.  "The  public  clamored  for  radio  ap- 
paratus of  all  types,  making  a  demand  which 
could  not  be  met  by  the  existing  production 
facilities  of  several  hundred  manufacturers. 
By  the  end  of  1923,"  he  went  on  to  say,  "so 
many  mushroom  manufacturers  had  entered 
the  radio  field  that  the  seller's  market  quickly 
turned  into  a  buyer's  market.  The  public  be- 
gan to  discriminate  in  their  purchases  of  radio. 
No  longer  did  they  buy  simply  because  it  was 
radio,  but  instead  began  to  look  for  perform- 
ance and  the  reputation  of  the  maker." 

Referring  to  "the  cumulative  power  of  adver- 
tising as  a  business  builder,"  Mr.  Boucheron 
asserted  that  "every  one  of  the  pioneers  of  the 
radio  industry  who  has  pursued  a  consistent, 
year-round  uninterrupted  advertising  campaign 
since  the  beginning,  is  to-day  highly  successful 
without  exception." 

"On  the  other  hand,"  he  continued,  "one- 
time successful  manufacturers  who  advertised 
solely  during  the  selling  season  and  who 
stopped  when  business  slowed  up,  or  who  did 
not  advertise  on  a  year-round  basis,  continu- 
ously, are  to-day  either  far  down  the  list  of 
leading  concerns  or  out  of  the  running  en- 
tirely." 


Interesting  Columbia  Hour 

An  interesting  program  was  heard  during 
the  Columbia  Phonograph  Co.  Radio  Hour  on 
May  9,  when  an  "International  Musicale"  was 
given  with  Scotch,  German,  Spanish,  Italian 
and  Russian  selections  being  sung  by  artists  of 
these  nationalities. 
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The  Kelloggs  ARE  Coming 

With  a  Wider  Price  Range 

The  new  Kellogg  line  to  be  displayed  at  the  R.  M.  A.  Trade  Show  is 
about  ready!    Watch  for  detailed  announcement  in  June  publications. 

Kellogg  will  offer  a  much  wider  price  range  than  in  the  past.  There 
will  be  two  or  three  models  at  lower  prices  than  the  lowest  of  last  year. 
One  will  be  a  table  model,  complete  with  Kellogg's  A-C  tubes  at  well  under 
$200. 

Tone  quality  will  be  the  keynote  of  the  Kellogg  appeal,  as  it  always 
has  been. 

Increased  production  will  enable  us  to  open  up  many  new  territories. 
Allotments  are  now  being  made.  Applications  in  advance  of  the 
Trade  Show  are  advisable. 

Kellogg  Switchboard  &  Supply  Co. 

Dept.  25-95  CHICAGO 

Kenosa 

M  A*C  Radio 


Personal  Appearances  of  Columbia 
Artists  Aid  Kansas  City  Trade 

Columbia  Dealers  Profit  Through  Local  Engagements  of  Moran  and  Mack  and  Ted 
Lewis  and  His  Band — O.  D.  Standke  Combines  His  Two  Stores 


Kansas  City,  Mo.,  May  6— April  was  a  signifi- 
cant month  in  the  talking  machine  and  record 
trade  in  Kansas  City  with  Moran  and  Mack, 
who,  as  the  "Two  Black  Crows,"  have  become 
a  national  pastime,  occupying  the  center  of  the 
stage  during  the  first  part  of  the  month,  and 
Ted  Lewis  and  his  band  drawing  record  crowds 
at  the  Orpheum  during  the  last  week  in  April. 
The  advent  of  Moran  and  Mack  was  considered 
one  of  the  high  points  of  the  theatrical  season 
here,  and  the  Sterling  Radio  Co.  officials  ac- 
corded the  stars  an  enthusiastic  welcome  on 
their  arrival.  Columbia  dealers  grasped  the  op- 
portunity for  extensive  window  displays  featur- 
ing the  popular  pair,  and  both  the  dealers  and 
the  Sterling,  local  Columbia  distributors,  re- 
ported a  fine  response  on  the  part  of  the  public. 

All  Columbia  dealers  featured  the  local  ap- 
pearance of  Ted  Lewis  and  a  $475  Columbia- 
Kolster  was  placed  in  the  lobby  of  the  Orpheum 
where  Ted  Lewis  numbers  were  played  con- 
stantly during  the  busy  hours  at  the  theatre. 

O.  D.  Standke,  of  Standke's  Music  Co.,  has 
combined  his  two  stores  and  will  operate  his 
record  and  machine  business  from  the  location 
of  his  newest  store  at  1210  Main  street. 

Business  with  the  Brunswick  branch  has  been 
normal  during  April,  and  prospects  are  for  in- 
creased activity  during  the  next  few  months. 
According  to  T.  H.  Condon,  head  of  the  phono- 
graph department  of  the  local  branch,  the  new 
Brunswick  Model  106  has  received  a  ready  re- 
sponse from  the  dealers  since  its  introduction 
the  middle  of  April.    There  is  a  nice  demand 


for  the  Valencia  and  the  Panatropc  P-14,  both 
at  the  new  price.  The  two  stores  of  the  Charles 
Crawford  Co.,  in  Topeka,  Kans.,  and  St.  Joseph, 
Mo.,  are  now  carrying  Brunswick  records. 

Mrs.  M.  M.  Paul,  of  Paul's  Music  Shop,  says 
demand  for  talking  machines  is  holding  up 
nicely,  with  special  emphasis  on  the  higher- 
priced  Victor  combinations. 

The  Sterling  Radio  Co.  has  announced  that 
it  will  be  an  exclusive  distributor  for  the 
Majestic    electric    radio   in   western  Missouri, 


Kansas  and  northwestern  Arkansas.  With  this 
addition  to  its  line  it  will  have  Kolsler,  Colum- 
bia and  Majestic  in  that  territory.  The  officers 
and  entire  sales  force  of  the  Sterling  Co.  spent 
a  week  during  the  last  of  April  at  the  Majestic 
plant  in  Chicago,  where  the  salesmen  became 
familiar  with  the  new  line. 

C.  M.  Willis,  of  the  Sterling  Co.,  reports 
that,  although  activity  in  radio  is  somewhat 
slower  than  last  month,  they  are  running  about 
35  per  cent  ahead  of  last  year.  Columbia  busi- 
ness is  fine  at  this  time.  The  No.  900 
Columbia-Kolster  is  going  over  with  increasing 
popularity  and  the  Sterling  expects  a  good 
response  for  the  new  Model  901,  which  will  be 
in  the  hands  of  dealers  soon. 

The  phonograph  department  of  the  Jones 
Store  Company  is  having  very  good  success 
with  the  $300  Orthophonic.  The  Columbia- 
Kolster  model  900  is  also  an  increasingly  popu- 
lar number. 


Will  Broadcast  Two 
Convention  Talks 


Arrangements  have  been  completedjiifrith  the 
National  Broadcasting  Co.,  New  York  City, 
whereby  two  important  features  connected  with 
the  coming  Twenty-seventh  Annual  Convention 
of  the  National  Association  of  Music  Mer- 
chants will  be  made  available  to  thousands  of 
radio  listeners.  The  National  Broadcasting  Co. 
will  place  on  the  air  the  address  at  the  annual 
banquet  on  Thursday  evening,  June  7,  at  the 
Hotel  Commodore,  to  be  delivered  by  the  prin- 
cipal speaker  and  guest  of  honor,  Governor 
Albert  C.  Ritchie,  of  Maryland,  and  the  speech 
of  Professor  John  Erskine,  who  will  be  prin- 
cipal speaker  and  guest  of  honor  at  the  get-to- 
gether luncheon  of  the  Music  Industries  Cham- 
ber of  Commerce,  at  the  Hotel  Commodore, 
Monday,  June  4. 


It  is  not  possible  at  this  time  to  definitely 
announce  whether  these  broadcasts  will  be  car- 
ried over  the  red  or  the  blue  network,  but  it 
will  be  broadcast  from  New  York  either 
through  WEAF  or  WJZ.  This  will  be  the  first 
time  that  functions  in  connection  with  the  Na- 
tional Music  Conventions  have  been  made 
available  to  radio  listeners. 


Important  Patent  Granted 

A  system  that  will  accomplish  the  same  pur- 
pose for  radio  telephony  that  the  dial  or  auto- 
matic system  does  for  the  telephone  has  been 
patented  by  Lewis  M.  Clement,  chief  engineer 
of  Fada  RaHio,  and  S.  B.  Williams,  Jr.,  of  the 
Bell  Laboratories.  The  United  States  Patent 
Office  has  announced  the  granting  of  the  patent, 
according  to  Mr.  Clement,  and  the  assignee 
is  the  Western  Electric  Co.,  with  which  he 
was  connected  before  he  joined  Fada. 
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Modernistic  Music 
on  Okeh  Recordings 

Boyd  Senter  and  Other  Widely  Known 
Artists  Making  Records  That  Have 
Attained  National  Popularity 

Okeh  records  some  time  ago  introduced  to 
the  record  buying  public  a  new  technic  in  jazz 
music.  The  first  recordings  of  this  music  were 
interpreted  by  Boyd  Sen- 
ter. Boyd  Senter  is  a 
musician  who  has  given 
a  great  deal  of  study  to 
the  perfecting  of  mod- 
ernly  arranged  jazz.  At 
that  time  he  was  well 
known  by  his  star  per- 
formances under  the 
P  u  b  1  i  x  management. 
Now  he  stars  on  Okeh 
records  and  in  the  Pub- 
lix  theatres. 

An    interesting  result 
of  his   first  record  was 
marked  by  a  tremendous 
sale    among  musicians. 
To-day,    all     over  the 
country  his  records  are 
studied     by  orchestra 
leaders     and  players. 
Boyd  Senter        Boyd  Senter's  music  is 
distinguished  by  his   unique  way  of  phrasing 
his  compositions,  and  his  stress  on  rhythm. 

He  is  at  present  enjoying  a  long  engagement 
at  the  Rivoli,  New  York.  There  he  is  compell- 
ing attention  by  a  most  artistic  musical  act, 
and  his  is  the  only  act  that  accompanies  the 
latest  Harold  Lloyd  picture.  He  performs  on 
many  instruments  and  finishes  on  a  note  of 
splendor  when  he  plays  his  rhinestone  studded 
clarinet. 

So  very  successful  was  the  introduction  of 
Boyd  Senter's  music  that  Okeh  immediately 
followed  up  his  releases  with  music  by  other 
artists  who  had  cultivated  this  ultra-modern 
character.  Frankie  Trumbauer  and  his  orches- 
tra had  likewise  attained  a  high  standing  in  this 
new  technic  of  jazz  music.  Frankie  Trumbauer 
does  amazing  feats  on  the  saxophone.  His 
records  continued  and  increased  the  popularity 
of  modernistic  music.  Such  sales  encourage- 
ment brought  Bix  Beiderbecke  to  the  Okeh  list, 
as  he  is  a  marvel  at  cornet  playing.  Eddie 


Lang  had  an  enviable  position  as  a  guitar 
player,  so  his  name  was  featured  as  an  exclusive 
Okeh  artist.  Then  came  Miff  Mole  and  his 
Little  Molers  with  their  highly  individualized 
music.  Here  was  new  music  for  the  public, 
and  record  buyers  were  delighting  in  it.  Joe 
Venuti  had  done  some  rare  work  with  his  violin, 
so  he,  too,  was  featured.  Red  McKenzie  and 
Condon  were  discovered  in  Chicago  and  their 
music  proved  a  superb  display  of  concentrated 
rhythm  that  is  reflected  in  record  sales. 

Today,  Okeh  has  an  extraordinary  library  of 
Modernistic  music.  It  is  music  that  the  deal- 
ers are  supporting  most  enthusiastically.  The 
most  telling  example  of  Boyd  Senter's  art  is 
heard  on  Record  No.  41018. 


G.  K.  Throckmorton 
Made  Vice-President 


George  K.  Throckmorton,  who  has  been  as- 
sociated with  E.  T.  Cunningham,  Inc.,  for  a 
number  of  years  in  various  executive  posts, 
has  been  elected  vice-president  and  general 
manager  of  the  company.  Mr.  Throckmorton 
formerly  was  vice-president  and  treasurer  of 
Herbert  H.  Frost,  Inc.,  when  that  company 
was  sales  agent  for  Cunningham  tubes.  He 
has  had  a  wide  experience  in  the  radio  indus- 
try, which  equips  him  exceptionally  well  for 
his  new  responsibilities. 


Important  Experiments 

Experiments  have  been  started  in  the  Kol- 
ster  Radio  laboratory  at  Palo  Alto,  Cat.,  with 
the  hope  of  being  able  to  direct  a  concentrated 
short  wave  beam  in  any  direction  and  at  any 
angle.  These  experiments  are  being  conducted 
by  Dr.  Frederick  A.  Kolster,  chief  research  en- 
gineer of  the  Kolster  Radio  Corp.  and  Fed- 
eral Telegraph  Co.  Dr.  Kolster  states  that  it 
is  too  soon  to  discuss  results,  but  that  he  hopes 
to  be  successful. 


Employes  Take  Over  Store 

The  ownership  of  the  Greenstone  Talking 
Machine  Shop,  1958  West  North  avenue, 
Chicago,  was  recently  turned  over  to  the  three 
oldest  employes,  Benjamin  Retchin,  Martin 
Flaherty  and  Miss  Celia  McDonald. 


One  of  our  many 

beautiful  designs 


A TOUCH  of  elegance  and 
charm  from  across  the  seas 
contributes  vitally  to  the  beauty 
of  this  cabinet.  Imported  mar- 
quetry inlay  on  a  background  of 
matched  butt  walnut  100  per  cent 
figures  makes  a  most  pleasing  and 
attractive  appearance.  Five-ply 
walnut  throughout.  Interior  grille 
polychromed.  Materials  and 
workmanship  of  the  highest  grade 
to  meet  the  most  exacting  require- 
ments of  the  purchaser. 


Write  for  Catalog. 

Aston  Cabinet  Manufacturers 

Distinctive  Originality  in  Design  of  High  Grade  Radio  Cabinets 

1223-1229  W.  Lake  St.,  Chicago,  111. 


Dealers  Feature 

Sonora  in  Displays 

Attractive  Window  Displays  Play  Big 
Part  in  Successful  Radio  Sales  Promo- 
tion Campaign  Staged  by  H.  C.  Schultz 

The  radio  sales  promotion  campaign  recent- 
ly carried  out  by  Sonora  dealers  in  the  territory 
served    by    the    H.    C.   Schultz  organization, 


•    Display  of  Mitchel  Co.,  Detroit 

Sonora  distributor  in  Detroit  and  Cleveland, 
was  a  decided  success  and  both  the  distribut- 
ing concern  and  dealers  report  sales  totals 
considerably  in  advance  of  those  of  a  year  ago. 
Several  methods  of  arousing  public  interest  and 
stimulating  sales  were  used,  but  one  of  the 
biggest  factors  in  the  success  of  the  campaign 
was  the  use  of  window  display  space  in  pre- 
senting Sonora  radio  receivers  to  the  buying 
public. 

The  accompanying  photographs  give  an  idea 


W.  J.  Dostal's  Display  in  Detroit 

of  the  manner  in  which  dealers  co-operated 
with  the  Sonora  and  H.  C.  Schultz  organiza- 
tions in  keeping  Sonora  products  before  the 
public  eye.  Illustrations  received  at  the  dis- 
tributor's headquarters  seem  to  indicate  that 
scarcely  any  dealer  overlooked  the  possibilities 
of  installing  an  attractive  display  of  receivers 
in  the  show  space  provided  by  the  window 
fronts,  thus  linking  up  with  the  widespread 
newspaper  advertising  which  was  used  during 
the  campaign. 


Huge  Market  for  AC 
Adaptor  Harnesses 

Philadelphia,  Pa.,  May  ' 5.— The  potential  mar- 
ket for  AC  adaptor  harnesses  is  interestingly 
analyzed  by  Hugh  Eby,  president  of  the  H.  H. 
Eby  Mfg.  Co.,  of  this  city,  manufacturer  of  a 
harness  of  this  character.  Mr.  Eby  points  to 
the  estimate  of  the  Federal  Radio  Commission 
that  there  are  approximately  7,500,000  radio  re- 
ceivers in  operation  in  this  country.  Of  this 
number  it  is  his  estimate  that  about  500,000 
are  AC  electric  receivers.  With  the  estimated 
number  of  electrically  wired  homes  as  9,250,000 
Mr.  Eby  points  out  that  this  leaves  a  high 
enough  figure  to  justify  concerted  effort  among 
radio  dealers  upon  the  adaptor  harness  and 
states  that  dealers  should  not  overlook  the  fact 
that  the  sale  of  an  AC  adaptor  harness  also 
means  a  sale  of  AC  tubes  and  a  filament  supply 
transformer. 
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SOON 

—the  most  remarkable 
line  in  Farrand  history 
—a  Farrand  Speaker  for 
every  reproduction  require- 
ment—a Farrand  Speaker  for 
every  price  class 


SOON-Farrand 

DYNAMIC  Speakers 

that  will  prove  a  revelation  in  tonal 
performance,  in  operating  perfec- 
tion—and in  price 


See  them  at  the 

R.   M.  A. 

TRADE  SHOW 

Stevens  Hotel 
CHICAGO 


Farrand 

The  FIRST  Cone 

SPEAKER 


Each  month  W. 
Braid  White  will 
suggest  methods 
of  stimulating 
retail  sales  of 
h  igh  -class  music 


Creating  a  Record 
Demand  for  Finest  Music 


THE  other  day  I  had  the  privilege  of  listen- 
ing to  the  Victor  Talking  Machine  Co.'s 
electric  recording  by  the  Philadelphia  Or- 
chestra, under  Stokowski,  of  Cesar  Franck's  Sym- 
phony.   It  is  not  necessary  for  me  to  tell  readers 
that  the  playing  is  wonderful  enough,  in  half  a  doz- 
en places,  to  make  one  catch  one's  breath,  but  it 
is  probably  quite  necessary  to  say  something  about 
this  little,  quite,  obscure  Franco-Belgian  who  to- 
day is  as  famous  as  during  his  life  he  was  ignored. 
To-day  every  one  who  pretends  to  care  for  good 
music  knows  all  about  Cesar  Franck,  yet  his  one 
symphony,  composed  in  1887,  three  years  before 
his  death,  and' only  once  performed  in  Paris  dur- 
ing his  life,  reached  New  York  only  in  1899,  when 
he  had  already  been  dead  for  nine  years.  Today, 
however,    Frederick    Stock,    Leopold  Stokowski, 
Toscanini,  Alfred  Hertz,  Pierre  Monteux,  Kous- 
sevitsky,  Gabrilowitsch,  Walter  Damrosch,  in  fact 
all  our  conductors  and  all  their  orchestras,  know 
that  they  can  always  depend  on  a  full  house  when 
the  Cesar  Franck  symphony  is  in  order.  Famous 
violinists  like  Kreisler  and  Thibaud  play,  with 
their  pianist  colleagues,  the  Franck  piano-violin 
sonata  constantly.    Famous  string  quartets  like  the 
Flonzaley,  the  London,  the  Musical  Arts  of  New 
York,  the  Lener  of  Budapest,  play  the  magnificent 
Franck  Quartet  with  great  joy.    The  lovely  musi- 
cal setting  to  the  poem  written  upon  the  Sermon 
on  the  Mount,  and  known  as  "The  Beatitudes," 
composed  for  chorus,  solo  voices,  organ  and  or- 
chestra, is  often  performed  by  the  great  choral 
societies  which  now  happily  are  to  be  found  in  all 
parts  of  the  land.    Cesar  Franck  has  come  into  his 
own.    The  man  who  in  1890  went  to  his  grave 
without  a  mark  of  official  respect,  despite  his  pro- 
fessorship at  the  Paris  Conservatoire,  is  today  hon- 
ored by  music  lovers  the  world  over.    Outside  the 
church  of  Ste.  Clotilde,  where  for  many  years  he 
played  the  organ,  stands  now  a  memorial  preserv- 
ing forever  one  of  his  characteristic  attitudes  at 
the  keyboards,  with  one  hand  hovering  over  the 
stop  knobs  and  one  foot  on  the  pedalboard.  Cesar 
Franck,   dead,  has  been   raised   to   the  musical 
Olympus. 

Firm  in  His  Ambition 

He  was  born  in  Liege,  of  recent  world-war 
fame,  five  years  (1822)  before  the  death  of  Bee- 


Cesar  Franck's  Symphony 


thoven.  His  father  tried  his  best  to  turn  the 
precocious  youth  into  a  piano  virtuoso,  so  that  he 
might  turn  his  talents  to  the  immediate  better- 
ment of  the  family  income ;  and  to  this  end  in- 
sisted on  the  boy's  withdrawal  from  the  Paris 
Conservatoire,  where  he  had  already  taken  a  spe- 
cial prize  in  piano  playing  and  second  prizes  for 
fugue  composition  and  for  organ.  Fortunately 
for  music,  the  young  Cesar  Franck  could  not  put 
his  heart  into  concert  playing.  He  preferred  to 
devote  himself  to  teaching,  so  that  he  might  have 
time  to  compose,  and  his  father  was  obliged  to 
give  in.  The  young  man  further  asserted  his  in- 
dependence a  few  years  later  when  he  married  a 
young  actress,  and  withdrew  from  the  family 
circle  to  set  up  for  himself  as  teacher  and  organ- 
ist. This  was  in  1848,  during  the  revolution  of 
that  year,  and  the  bridal  party  had  to  climb  over 
the  barricades  which  the  revolutionists  had  thrown 
up  in  the  streets,  in  order  to  reach  the  church 
where  the  ceremony  was  performed. 

Franck  now  settled  down  to  that  steady  routine 
of  hard  work  as  teacher,  organist  and  composer 
to  which  the  rest  of  his  quiet  life  was  devoted. 
He  became  organist  of  Ste.  Clotilde  in  Paris,  in 
the  year  1858  and  remained  at  that  post  until 
his  death  thirty-two  years  later.  In  1872,  rather 
to  his  own  surprise,  he  was  appointed  to  the  va- 
cant post  of  Professor  of  Organ  at  the  great 
Conservatoire,  which,  as  a  Government  institu- 
tion under  the  Ministry  of  Fine  Arts,  occupies 
a  dominating  position  in  the  artistic  and  social 
life  of  all  France. 

The  Man  Forgotten 
Franck  ought  to  have  been  made  professsor  of 
composition,  for  he  was  by  all  odds  the  biggest 
musical  thinker  in  France  during  the  mid  and 
late  nineteenth  century,  but  official  jealousy  pre- 
vented this.  Probably  no  modern  composer  has 
been  so  completely  ignored  during  his  lifetime  as 
this  modern  little  man  'Papa  Franck.'  .  Some  of 
the  younger  and  more  radical  musicians  of  his 
time,  however,  could  not  overlook  his  genius,  and 
it  was  chiefly  through  the  importunities  of  young 
fellows  like  Vincent  D'Indy,  Gabriel  Pierne, 
Chausson  and  Guy  Ropartz  that  he  was  induced 
to  start  a  private  class  in  composition  at  his  mod- 
est apartment.    Here,  the  modern  school  of  French 


Intelligent  p  r  o- 
motion  of  sales 
of  good  music 
means  more  sub- 
stantial success 
for  the  retailer 


Large  European  Gramophone 
Company  desires  the  services  of 

FIRST-CLASS 

ELECTRICAL 
RECORDING 
ENGINEER 

One  with  vast  experience.  Must  be  first-class 
man  to  make  headquarters  England,  with  oc- 
casional trips  to  European  Continent  as  chief 
of  recording  department.  Reply  in  strictest 
confidence,  giving  particulars  of  past  experi- 
ence and,  if  possible,  a  few  sample  records 
of  achievements,  stating  salary  required,  to 
Box  No.  1640,  "Talking  Machine  World,"  420 
Lexington  Avenue,  New  York. 


music  was  indubitably  founded,  that  school  which 
today  stands  so  distinguished,  so  clear  and  clean 
in  a  sea  of  hazy  vagueness  and  trumpery  noise. 

Nearly  all  Franck's  works  were  public  failures 
on  their  first  performance.  The  Beatitudes  had 
to  be  given  at  a  private  recital  at  his  home,  when 
none  of  the  big-wigs  came,  though  all  were  in- 
vited. The  Symphony  was  given  against  the  will 
of  the  players  of  the  members  of  the  Conserva- 
toire's orchestra  and  the  perfunctory  performance 
was  received  in  the  most  chilling  manner  by  the 
audience.  Only  during  the  last  few  months  of 
his  life  did  the  Quartet,  his  veritable  swan-song, 
at  its  first  hearing  strike  a  responsive  note  in 
the  breasts  of  the  distinguished  gathering  which 
heard  it  at  a  concert  of  the  Societe  Nationale  de 
Musique.  This  was  his  first  public  success  and 
he  was  then  sixty-nine ! 

No  composer  ever  came  so  late  to  artistic  ma- 
turity and  none  was  artistically  so  strong,  youth- 
ful, and  filled  with  power  at  an  advanced  age- 
as  was  Cesar  Franck  when  he  died.  An  accident 
with  which  he  met  whilst  crossing  a  busy  Paris 
street,  when  he  was  knocked  down  by  the  pole 
of  a  horse  omnibus  (this  was  in  1890),  grad- 
ually led,  although  he  refused  to  suspend  his 
work  until  the  very  end,  to  an  attack  of  pleurisy 
which  in  turn  brought  about  his  death.  He  passed 
away  on  the  eighth  of  November,  1890. 

The  Symphony 
The  symphony,  considering  everything,  is  prob- 
ably the  finest  of  his  works.  By  common  consent 
it  has  been  given  a  place  in  what  may  be  called 
the  "classical"  succession.  Its  beauties  are  a  per- 
fect mirror  of  the  composer's  nature,  for  they 
are  mystical,  religious  and  other-worldly,  for  the 
most  part,  yet  lighted  from  time  to  time  by  a 
gleam  of  quiet,  very  human  jollity,  which  comes 
out  vigorously  in  the  delightful  finale. 

Readers  to  whom  these  random  remarks  have 
suggested  the  desirability  of  learning  more  about 
'  Cesar  Franck's  symphony  will  find  that  the  Victor 
Co.  has  induced  Mr.  Stokowski  to  preface  the  per- 
formance with,  some  verbal  explanations  illus- 
trated at  the  piano.  To  what  Mr.  Stokowski  has 
said  let  me  just  add  that  there  are  three  move- 
ments only,  the  second  being  a  combination  of 
Adagio  and  Scherzo.  The  first  movement  begins 
with  a  mysterious  question,  works  out  into  a  mood 
of  answering  resolution,  but  ends  with  the  ques- 
tion again  asked,  and  unanswered.  The  second 
movement  is  a  lovely  meditation  broken  in  the 
middle  by  a  fairy-like  Scherzo-interlude.  The 
finale  is  a  vigorous  jolly  assertion,  interrupted  by 
the  questionings  of  the  earlier  themes,  but  ul- 
timately asserting  itself  over  all  doubts  and  emerg- 
ing triumphantly.  The  listener  will  not  fail  to 
notice  particularly  Franck's  deliberate  tying  to- 
gether of  his  movements  by  the  persistent  re-in- 
troduction of  the  earlier  themes  in  the  later  move- 
ments. There  is  not  a  dull  bar  in  the  whole  lovely- 
work. 

Some  years  ago  Columbia  meritoriously  brought 
out  this  symphony,  when  to  do  so  was  a  real 
act  of  courage  and  faith,  and  when  the  old  proc- 
ess of  recording  involved  olmost  hopeless  diffi- 
culties. Electric  recording  has  now  made  easy 
what  once  was  tremendously  hard.  None  the  less, 
however,  should  we  praise  Victor  for  its  faith  in 
the  American  people's  love  for  good  music. 


Incorporation 

M.  Goldsmith's  Music  Co.,  Brooklyn,  N.  Y., 
was  recently  incorporated  at  Albany  with  a 
capital  stock  of  $1,000. 
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The  Greatest  Development 
of  the  Phonograph  Industry! 


No  Needles  to 
Change  .... 

New  patented  feature  pla\  s 
1000  records,  with  one  needle, 
without  attention. 

Plays  12  Records 
Consecutively  . 

Indefinitely,  without  attention 
or  replacing,  unless  a  change  of 
program  is  desired. 

Selects  Any 
Record  .... 


Any  number  on  the  program 
can  be  played  at  will,  by  means 
of  our  new  selective  device. 

Repeats  Any 
Record  .... 

Any  record  can  be  repeated  any 
number  of  times  by  depositing 
another  coin  each  time. 

PLAYS  ALL  MAKES  OF 
PHONOGRAPH  RECORDS 

ELECTRICALLY  AMPLIFIED 
SIMPLE— FOOL-PROOF 

After  five  years  of  experimentation !  Noth. 
ing  else  like  it!  A  marvelous  12-record, 
coin-operated  phonograph  of  ivonderfully 
clear,  sweet  tone,  ideal  for  restaurants,  tea 
rooms,  clubs  and  other  public  places. 
Simply  phenomenal !  The  greatest  stimu- 
lus to  the  trade  in  a  generation! 
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Philco  Radio  Sets  and  Speakers 
Will  Cover  Complete  Price  Range 

Philadelphia  Storage  Battery  Co.  Buys  Murdock  Radio  Corp.— Gets  Patent  Licenses— 
Vice-President  J.  M.  Skinner  Discusses  Plans 


Philadelphia,  Pa.,  May  7. — The  radio  industry 
has  eagerly  awaited  the  formal  announcement 
from  the  Philadelphia  Storage  Battery  Co.,  of 
this  city,  maker  of  Philco  socket  powers,  rela- 
tive to  the  new  Philco  set,  which  has  been  the 
subject  of  many  rumors  throughout  the  trade. 

Official  announcement  was  recently  made  by 
the  Philco  company  that  it  has  bought  the  Mur- 
dock Radio  Corp.  of  Chelsea,  Mass.,  one  of  the 
pioneer  manufacturers  of  radio  sets,  and  one  of 
the  first  licensees  of  the  Radio  Corp.  of  Amer- 
ica. The  Murdock  Co.  manufactured  the  Mur- 
dock radio  set,  also  head  sets  and  speakers. 
This  new  merger  followed  closely  the  absorp- 
tion by  Philco  of  the  Timmons  Radio  Products 


Corp.,  of  this  city,  producer  of  the  Timmons 
Talker.  With  the  merger  the  Murdock  Co. 
ceases  operation,  though  in  the  case  of  the 
Timmons  Co.  that  business  will  be  continued 
as  a  separate  unit  of  the  Philco  organization. 

The  Philadelphia  Storage  Battery  Co.  has 
also  acquired  license  under  patents  of  the  Radio 
Corp.  of  America,  General  Electric  Co.,  West- 
ingho-use  Electric  &  Mfg.  Corp.  and  the  Hazel- 
tine  Corp.  Philco  will,  therefore,  present  a  new 
radio  set  having  the  benefit  of  all  improvements 
in  radio  that  have  gone  before,  plus  innova- 
tions supplied  by  its  own  engineering  division. 

The  Philco  Co.  has  long  been  an  important 
factor  in  the  radio  industry.    These  new  de- 


Attachment  No.  2 


KENT 
ATTACHMENTS 


"WIN  THEIR  WAY 
BY  THEIR  PLAY." 


EXCELS  IN 

Value 
Quality 
Material 
Workmanship 
Simplicity 
Durability 
Practicability 


Reg.  U.  S.  Pat.  Off. 


Noteworthy  for 

Grace 
Beauty 
Tone  and 
Execution 


With  its  full  curved,  continuously  tapered 
goose-neck,  made  of  seamless  brass  tubing, 
correct  in  principle,  faultless  in  design,  delight- 
fully harmonized  and  carefully  assembled,  it  is 

The  Latest  and  Best  Device  for  Playing 

LATERAL  CUT  RECORDS  on  the 
EDISON  DISC  PHONOGRAPH 

Made  by 

F.  C.  KENT  COMPANY,  Irvington,  N.  J. 

Manufacturers  of  Tone  Arms  and  Sound  Boxes 


vclopments,  with  a  hint  of  development  to 
come,  presage  the  still  further  growth  of  this 
already  large  organization.  James  M.  Skinner, 
vice-president  of  the  Philadelphia  Storage  Bat- 
tery Co.,  in  commenting  on  the  new  plans  of 
the  company  stated: 

"Our  company  is  the  largest  manufacturer  of 
radio  power  in  America.  Wc  are  proud  of  our 
products  and  proud  of  the  reputation  we  have 
built  up  with  jobbers,  dealers  and  the  public. 
For  years  we  have  had  many  insistent  queries 
asking  why  we  did  not  produce  a  radio  set  in 
view  of  our  having  such  extensive  laboratory 
and  research  facilities  plus  our  complete  under- 
standing and  knowledge  of  the  radio  market. 

"We  have  had  the  production  of  a  radio  set 
in  mind  for  the  last  three  years.  In  fact,  Philco 
engineers  and  our  research  laboratory  have 
been  perfecting  what  I  can  say  is  one  of  the 
most  important  developments  in  the  radio  set 
since  the  invention  of  the  AC  tube.  We  are 
laying  great  stress  on  patents  we  have  been 
holding  for  some  years  covering  rectification, 
power  control,  etc.,  and  expect  to  be  a  big  fac- 
tor in  the  radio  industry.  Any  one  hearing 
our  set  is  bound  to  revise  his  idea  of  radio 
performance.  We  are  getting  out  a  complete 
line  of  radio  receiving  sets  and  speakers,  the 
Philco  sets  to  be  built  into  our  own  furniture 
models.  Philco  sets  will  cover  every  price 
range,  and  are  going  to  be  sold  only  with  genu- 
inely tested  RCA  tubes. 

"Our  designs  are  novel,  differing  from  any- 
thing hitherto  seen  in  radio.  These  designs 
are  the  result  of  the  combined  judgment  of 
twenty-four  of  the  most  prominent  furniture 
designers  and  interior  decorators.  Among 
them  I  may  mention  Hollingsworth  Pearce  and 
Albert  Carl  Mowitz,  two  of  the  world's  fore- 
most designers.  Our  designs  profited  by  a  sur- 
vey we  made  among  American  housewives. 

"The  Philco  set  has  no  batteries,  no  liquids, 
no  outside  attachments.  Its  distribution  will 
be  nation-wide.  We  have  vast  production  re- 
sources and  a  huge  sales  organization,  and 
these  will  be  enlisted  in  marketing  the  product. 
We  now  have  twelve  central  points  of  distribu- 
tion and  eighteen  branch  offices,  these  to  be  in- 
creased as  the  season  advances.  It  is  our  pur- 
pose to  help  stabilize  the  industry  and  deal  gen- 
erously with  jobber,  dealer  and  the  public." 

Outside  of  the  radio  field,  the  Philadelphia 
Storage  Battery  Co.  is  famed  for  its  diamond 
grid  starting  batteries  for  automobiles,  and  its 
batteries  are  standard  equipment  on  American 
battleships.  The  Philco  name  is  well  known 
not  only  in  trade  circles,  but  through  national 
advertising,  and  the  Philco  Hour,  with  its  na- 
tion-wide hook-up,  is  known  in  probably  every 
home  in  the  nation.  The  officers  of  the  com- 
pany are  Edward  Davis,  president;  James  M. 
Skinner,  vice-president;  John  S.  Thomas,  treas- 
urer, and  Edward  S.  Peyton,  secretary. 


Okeh  Race  Record 
Supplement  Praised 

The  Okeh  Piper,  issued  by  the  Okeh  Phono- 
graph Corp.,  New  York  City,  listing  the  latest 
releases  of  race  records,  contains  in  the  April 
number  three  interesting  short  stories,  in  addi- 
tion to  amusing  and  eye-arresting  picturizations 
of  the  record  titles.  This  novel  form  of  record 
supplement  has  aroused  much  interest,  and  deal- 
ers catering  to  the  race  trade  have  praised  the 
supplement  in  no  uncertain  fashion.  Among  the 
records  featured  in  last  month's  issue  were: 
"Dead  Sea  Blues,"  sung  by  Blue  Belle,  '"Taint 
None  O'  Your  Business,"  by  Butterbeans  and 
Susie,  and  several  others. 


Adds  to  Line 


Rolf  Winters,  music  dealer  of  San  Anselmo, 
Cal.,  has  discontinued  the  exclusive  Wurlitzer 
agency  and  now  carries  a  wide  line  of  talking 
machines,  radios  and  other  musical  instruments 
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Feature 


at  the  June  Radio  Show 

will  be  the 

lllohmvl^Amevkan 

RADIO 


THE  recent  consolidation  of  the 
Mohawk  Corporation  of  Illinois 
with  the  All-American  Radio  Corpora* 
tion  has  resulted  in  one  of  the  outstand- 
ing organizations  in  the  radio  world. 

All  the  latest  manufacturing  facilities 
of  these  two  successful  corporations  are 
now  merged  under  one  roof.  Most  ca- 
pable engineering  and  production 
authorities  now  closely  supervise  every 
detail  of  construction.  Experts  in  radio 
circuit  and  constructional  development 
have  combined  to  make  possible  a  truly 
great  radio  receiver. 


That  is  why  Mohawk- American  Radios 
are  destined  to  be  one  of  the  outstand- 
ing features  at  the  June  Radio  Show. 
Selective,  clear-tone  quality  in  full 
volume,  distance,  easily  operated  .  .  . 
this  remarkable  receiver  is  a  leader  for 
performance. 

Mohawk-American  Radios  are  mer- 
chandised by  an  aggressive  organiza- 
tion composed  of  executives  whose 
background  of  experience  began  with 
the  birth  of  the  industry.  Good  dealers 
will  write  or  wire  us  immediately  for 
full  details. 


Ask  for  the  name  of  the  exclusive  distributor  in  your  terri- 
tory. Secure  your  Mohawk 'American  franchise  NOW/ 


All-American  Mohawk  Corporation 

4257  Belmont  Avenue  *  Chicago,  U.  S.  A. 
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CONSISTENT  high  quality— and  consist- 
ent advertising-^running  regularly  in 
the  Saturday  Evening  Post,  month  after 
month— has  earned  real  popularity  for  Allen 
Portables.  And  today — thinking  people  de- 
mand this  most  modern  of  musical  instru- 
ments—creating quick  sales  plus  extra  profits 
for  Dealers  everywhere ! 

The  Model  5,  shown  here,  is  an  achievement 
in  advanced  musical  reproduction.  With 
newest  developments  in  design,  tone  arm, 
reproducer  and  tone  chamber.  Covered  beau- 
tifully in  waterproof  Du  Pont  Fabrikoid, 
colors  blue,  black  or  red.  The  greatest  port- 
able ever  created — an  outstanding  leader  of 
the  complete  Allen  line,  which  today  sets  the 
pace  for  the  entire  portable  field. 
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SOME  months  ago  you  told  us  what 
you  wanted  in  the  Portable  line. 
Told  us  what  you  needed  to  make  a 
REAL  PROFIT.  And  we  followed 
your  suggestions,  making  the  Allen  line 
practically  to  your  measure.  For  we  had 
learned,  through  LONG  EXPERIENCE  in 
this  business,  that  Dealers  know  better 
than  all  others  the  type  of  merchandise 
which  appeals  most  strongly  to  the  public. 

You  were  exactly  right  in  your  advice. 
Our  sales  prove  it.  Not  only  has  the  public 
purchased  THOUSANDS  UPON  THOUS- 
ANDS of  Allen  Portables  from  you — but 
our  complete  line  today  sets  the  pace  in 
this  industry. 

Our  gratitude  to  you  is  full,  and  we  are 
showing  it  by  giving  you  quality  products 


which  represent  even  GREATER  VALUE 
than  ever  before  possible.  These  Port- 
ables, and  our  many  Dealer  Helps,  are 
presented  to  you  by  the  finest  group  of 
selected  jobbers  in  the  business.  Wide- 
awake, alert  distributors,  who  are  inter- 
ested as  are  we  in  HELPING  YOU  SELL. 
Aiding  you,  as  far  as  possible,  in  getting 
new  business  and  the  legitimate  EXTRA 
PROFITS  which  come  with  added  sales 
volume. 

If  you  are  not  as  yet  among  those  many 
Dealers  who  are  today  enjoying  the  ready 
profits,  which  Allen  Portables  afford,  by 
all  means  ask  the  Jobber  near  you  for 
samples,  or  write  us  for  complete  free 
catalog. 


ALLEW 

j[Cm.PORTABLESl^ 


ALLEN-HOUGH  MANUFACTURING  COMPANY 

Racine  W  isconsin 

FACTORIES  —  RACINE    and    NEW  YORK 


DIFFERENCE 
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Industry  Presents 
Broadcast  Proposal 

Plan  Calls  for  Establishment  of  Broad- 
casting System  Designed  to  Give  Im- 
proved Radio  Service  to  Public 

i 

Washington,  D.  C,  April  23. — With  a  plan  for 
the  establishment  of  a  broadcasting  system  of 
the  United  States  which  will  give  a  greatly 
improved  radio  service,  all  branches  of  the 
radio  industry  joined  in  a  report  submitted 
to-day  to  the  Federal  Radio  Commission  and 
urged  that  such  a  goal  be  attained  by  natural 
evolution  rather  than  by  radical  sweeping 
changes.  Reduction  in  the  number  of  broad- 
casting stations  with  a  minimum  of  delay  and 
also  minimum  disturbance  in  present  broad- 
casting was  recommended. 

The  industry  proposal  was  presented  by  At- 
torney Frank  D.  Scott  in  behalf  of  the 
National  Association  of  Broadcasters,  the  Radio 
Manufacturers'  Association  and  the  Federated 
Radio  Trades  Association,  whose  committees 
had  met  first  separately  and  later  jointly  in 
Chicago  last  week.  The  report,  invited  by  the 
Commission  to  aid  it  in  administering  the  new 
"equal"  allocation  provision  of  the  radio  law, 
does  not  contain  a  completely  evolved  plan 
for  the  equal  distribution  of  station  licenses, 
but  rather  provides  a  method  of  procedure 
which  is  sufficiently  flexible  to  meet  the  chang- 
ing conditions  in  broadcasting. 

The  method  calls  for  the  use  of  basic  "com- 
mon denominators,"  which  will  be  placed  suf- 
ficiently high  to  accommodate  the  normal  re- 
quirements of  zones  in  respect  to  wave  lengths, 
station  licenses,  power  and  periods  of  operation 
which  must  be  equalized  in  accordance  with 
amendments  recently  made  by  Congress  to  the 
Radio  Law  of  1927.  On  the  question  of  station 
licenses  the  industry  is  patently  of  the  opinion 
that  there  are  too  many  stations  on  the  air 
at  the  present  time  and  for  that  reason  suggests 
the  fixing  of  the  "common  denominator"  at 
one-fifth  of  the  total  number  of  stations 
now  in  existence,  or  140  in  each  zone,  and 
that  in  working  to  the  ideal,  ultimately 
to  be  realized,  to  make  use  of  the  bor- 
rowing clause  of  the  "equal  allocation"  amend- 
ment which  permits  the  Federal  Radio 
Commission  to  assign  temporarily  station 
licenses,  power  or  wave  lengths  from  zones 
where  they  are  allotted  on  a  quota  basis  to 
stations  in  other  zones  at  present  above  their 
quotas. 


Peerless  Plans  for 

Larger  Production 

Entire  Plant  Being  Reorganized  to  Bring 
About  Much  Needed  Increase  in  Pro- 
duction— Business  Booming 


The  entire  manufacturing  plant  of  the  Peer- 
less Album  Co.,  New  York,  manufacturer  of 
portable  phonographs  and  record  albums,  is 
now  being  rearranged  and  reorganized  in  order 
to  bring  about  an  increase  in  production,  par- 
ticularly on  Peerless  portables.  This  is  due  to 
the  volume  of  orders  on  hand,  which,  accord- 
ing to  Phil  Ravis,  president,  is  the  largest  in 
the  history  of  the  company. 

Peerless  manufactures  five  models  of  port- 
able phonographs,  with  many  unusual  features 
The  Master-Phonic  Senior  is  equipped  with  a 
tone  amplifier  and  plays  with  the  lid  down, 
thus  eliminating  surface  noise.  Another  model, 
which  is  said  to  be  the  only  one  of  its  kind, 
is  the  Peerless  All-Leather  portable,  an  all- 
leather  job  both  inside  and  out. 


FERRYMAN 


PERRYMAN  RADIO  TUBES 


Distance  Without  Distortion 


All 


the  A.  G 


Types  • 


Sell  your  A.  G.  Sets 
by  demonstrating  with 
Perryman  A.  G.  Tubes 
and  make  that  extra 
profit. 


1.  Extra  profit  in  the  sales  price. 

2.  Extra  profit  because  Perryman  Types  226, 
227,  280  and  281  have  been  perfected  and 
improved  and  are  guaranteed  to  give  extra 
long  life  and  service. 

3.  Extra  profit  because  they  stay  sold.  No 
replacements  to  eat  up  profits.  (They  must 
make  good  or  we  doJ 

4.  Extra  profit  because  they  bring  back  new 
business  on  their  excellent  performance. 


Perryman  Electric  Company,  Inc. 

33  West  60th  Street  New  York,  N.  Y. 

Plant:  North  Bergen,  New  Jersey 


The  Stranch  Piano  Co.,  Yonke.rs,  N.  Y.,  re- 
cently added  a  Victor  department. 


PERRYMAN  RADIO  TUBES 

A  Complete.  Line  of  Standard  Equipment  for  every  Radio  Purpose 
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.  .  .  but  he  didn't  touch  second  base! 

IJDo  you  remember  that  famous  home  run  which  turned  out  to  be 
useless  when  it  was  finished?  There  has  been  plenty  of  home  runs 
like  that  in  the  radio  industry  in  the  past  few  years.  <j[Home  runs 
which  missed  out  important  bases!  IJHome  runs  which  looked  good 
at  the  beginning  but  didn't  count  at  the  end!  IJThe  name  Kolster 
will  never  be  associated  with  any  merchandise  that  does  not  touch  all 
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a  Home  Run 

bases  and  make  good  permanently  in  the  home  as  well.  Ifl  Of  the 
enduring  names  in  radio,  Kolster  is  today  outstanding  and  made  so 
by  adherence  to  the  basic  principle  that  a  successful  business  can  be 
built  only  on  confidence.  CflThis  confidence  has  resulted  in  continu- 
ous growth  for  Kolster  Radio  and  will  add  thousands  of  new  Kolster 
users  this  year.  I]]  The  Kolster  dealer  is  assured  of  sound,  progres- 
sive methods  backed  by  finance,  engineering  and  merchandising. 

©  1928,  Kolster  Radio  Corporation 
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Trade  Activities  in 
Akron-Canton  Field 

Yahrling-Rayner  Music  Co.  Opens  New 
Store — Alterations  at  Windsor-Poling 
Co. — Artist's  Appearance  Aids  Sales 

Akron-Canton,  O.,  May  8. — One  of  the  most 
complete  talking  machine  sections  to  be  found 
in  this  section  of  the  State  is  maintained  by 
the  Yahrling-Rayner  Music  Co.,  Youngstown, 
which  recently  opened  its  new  store  in  West 
Federal  street.  Talking  machines  are  merchan- 
dised on  the  main  floor  of  the  new  store.  There 
is  a  long  row  of  demonstration  booths  adjacent 
the  department,  each  equipped  with  the  newest 
in  wicker  furniture.  The  department  features 
Victor,  Brunswick,  Carryola  and  Pal  machines. 
The  record  department  is  said  to  stock  10,000 
records  and  is  located  to  the  rear  of  the  main 
floor.  G.  B.  Hcllman  is  manager  of  the  depart- 
ment and  has  offices  on  the  main  floor. 

Several  Massillon  music  merchants  will  join 
with  a  hundred  other  retail  merchants  of  the 
city  and  will  participate  in  a  Good-Will  tour 
to  several  nearby  cities  during  May.  The  plans 
have  been  completed.  The  trip  will  be  made 
in  autos  with  stops  for  lunch  at  Orrville  and 
dinner  in  Dover. 

Extensive  alterations  have  been  started  at  the 
store  of  the  Windsor-Poling  Co.,  one  of  the  best- 
known  talking  machine  shops  in  the  Akron  area. 
The  entire  first  floor  is  to  be  rearranged,  and 
when  completed  will  make  possible  more  dis- 
play and  merchandising  space  for  talking  ma- 
chines and  records. 

It  is  announced  that  R.  Rittersbusch  will  be 
manager  and  buyer  of  phonographs  and  radio 
combinations  for  the  music  department  of  the 
new  store  of  the  M.  O'Neil  Co.,  Akron.  Miss 
Elsie  Baer,  for  many  years  manager  and  buyer 
of  the  talking  machine  department  for  O'Neil's, 
is  now  personnel  director  for  the  big  store. 

With  completion  of  alterations  to  the  newly 
acquired  building  of  the  Alford  &  Fryar  Piano 
Co.,  Canton,  more  space  will  be  given  the  dis- 
play and  merchandising  of  talking  machines  and 
radio  receiving  sets. 

A  large  talking  machine  and  record  stock 
was  destroyed  when  fire  gutted  the  general 
store  of  L.  M.  Henry  in  the  Youngstown  dis- 
trict. The  store  has  been  reopened  and  a  new 
stock  of  talking  machines  has  been  received. 

Personal  appearance  recently  at  Keith's, 
Akron,  O.,  of  Nick  Lucas,  the  crooning  trouba- 
dour, resulted  in  a  brisk  sale  of  his  recordings 
at  all  Akron  music  stores  handling  the  Bruns- 
wick record  line. 

C.  H.  Bunch,  Acme 
Engineer  in  Europe 

In  order  to  obtain  the  most  exacting  data 
with  reference  to  the  possibilities  of  radio  tele- 
vision and  other  new  radio  products  that  are 
in  the  process  of  development  abroad,  C.  H. 
Bunch,  chief  engineer  of  the  Acme  Elec.  & 
Mfg.  Co.  of  Cleveland,  O.,  large  manufacturer 

Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


of  radio  products  and  pioneer  in  the  radio  in- 
dustry, has  started  on  an  extensive  tour 
through  the  cities  of  many  European  countries. 
He  will  consult  with  the  most  prominent  radio 
engineering  authorities  abroad,  and  expects  to 
return  with  sufficient  valuable  information  that 
will  enable  the  Acme  Elec.  &  Mfg.  Co.  to  de- 
velop and  market  a  commercial  television  de- 
vice as  soon  as  feasible. 

Mr.  Bunch  sailed  on  April  28  from  New  York 
City,  and  expects  to  return  June  11,  to  attend 
the  RMA  show  at  Chicago,  where  the  Acme 
Elec.  &  Mfg.  Co.  is  to  exhibit  its  new  prod- 
ucts for  the  coming  season. 

Lombardo  Orchestra 
Popular  in  Chicago 

Many  Orchestra  Leaders  Pay  Tribute  by 
Attending  Concerts  Given  by  Columbia 
Recording  Artists  in  Chicago 


Guy  Lombardo  and  His  Royal  Canadians, 
exclusive  Columbia  artists,  are  finding  favor 
with  other  dance  orchestra  leaders  in  Chicago, 
where  they  play  at  the  Granada  Night  Club. 
Many  conductors  visiting  the  "Windy  City"  are 
said  to  be  making  it  a  point  to  drop  in  and 
hear  this  ensemble.    The  Lombardo  aggrega- 


Guy  Lombardo 

tion  is  also  popular  in  Cleveland,  where  they 
played  in  several  leading  resorts  last  year  be- 
sides being  active  in  broadcasting  programs. 
The  orchestra  is  heard  to  good  effect  in  the 
new  Columbia  coupling,  "Coquette"  and  "Be- 
loved," which  was  recently  released. 

To  Make  "Cameo" 
Records  in  London 

Dominion  Gramophone  Records,  Ltd.,  has 
been  formed  to  acquire  from  the  Cameo  Record 
Corp.  of  America  the  exclusive  United  Kingdom 
rights  to  manufacture  and  sell  "Cameo"  records. 
An  expert  from  the  staff  of  the  American  com- 
pany will  supervise  the  erection  and  organiza- 
tion of  the  necessary  plant,  and  of  the  recording 
department.  The  company  is  in  a  position  to 
place  on  the  English  market  a  ten-inch  double- 


TEST  IT. 

OUR  VICTOR 


Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  d.  STREET,  WASHINGTON,  D.  C. 
204-6-8-10  CLAY   ST.,  BALTIMORE  Ml). 


\ 


MICA  I 
I  DIAPHRAGMS  I 

Immediate  delivery — all  sizes  |H| 
Send  for  free  samples  and  prices  H| 
All  Mica  Products  ;H 

I  INTERNATIONAL  MICA  C0.  I 

H     Baring  535   PHILADELPHIA,  PA.   fHmm.   Phil*.  Hi 

sided  record  to  retail  at  Is  3d.  The  American 
"Cameo"  repertoire  will  be  augmented  by  Brit- 
ish recordings,  and  the  American  company  has 
the  reciprocal  right  of  acquiring  matrices  of  the 
British  company.  The  directors  estimate  a  net 
profit  of  £60,000  on  a  production  of  five  million 
records  per  annum.  On  March  23  the  subscrip- 
tion list  was  opened  for  the  issue  of  200,000 
10  per  cent  participating  preference  shares  of 
ten  shillings  each,  and  200,000  deferred  shares 
of  one  shilling  each.  This  amount  was  heavily 
oversubscribed.  The  total  capital  of  the  com- 
pany is  £150,000. — Music  Trades  Review,  Lon- 
don, Eng. 

Plans  Big  Season 

in  Radio  Furniture 

i 

Showers  Bros.  Co.  Has  Turned  Over  One 
of  Six  Plants  to  Cabinets — Uses  \Atlas 
Plywood  Boxes  in  Shipping 

Showers  Bros.  Co.  is  formulating  plans  for  a 
very  active  season  in  radio  furniture.  One  of 
the  company's  six  big  plants  is  being  turned 
over  to  the  exclusive  manufacture  of  cabinets. 
An  effort  will  be  made  to  show  an  increase  in 
volume  over  the  past  season,  which  resulted  in 
radio  cabinet  shipments  totaling  over  seventy 
thousand  cases.  Cabinets  for  practically  all 
chasses  on  the  market  will  be  included  in  the 
Showers  Bros.  line. 

All  cabinets  will  be  shipped  in  Atlas  plywood 
boxes.  The  Atlas  Plywood  Box  Co.  has  just 
received  its  largest  contract  with  Showers 
Bros.  Co.  Branches  of  the  box  factory  arc 
being  built  in  Bloomington,  Ind.,  and  Burling- 
ton, la.,  especially  for  the  account  of  Showers 
Bros.  Co.,  which  factories  have  an  average  daily 
shipment  under  normal  production  'of  thirty- 
seven  carloads  of  furniture,  kitchen  and  radio 
receiving  set  cabinets. 

The  company  has  now  under  construction 
at  a  cost  of  $100,000  a  model  factory  or  labora- 
tory that  will  be  the  first  of  its  kind  in  the 
furniture  industry.  In  this  laboratory,  equipped 
with  the  most  modern  type  of  machinery,  will 
be  found  a  corps  of  designers,  constantly  at 
work  on  the  latest  in  furniture  designs.  New 
suites  in  furniture  and  new  cabinets  for  radio 
will  be  continually  in  the  making  and  ready  for 
release  at  various  intervals  during  the  year. 
The  main  offices  and  plants  of  the  company 
are  located  in  Bloomington,  Ind.  Branch  plants 
,ne  located  in  Bloomfield,  Ind.,  and  Burling- 
ton, la. 


Radiotron  Prices  Reduced 


The  Radio  Corp.  of  America  has  announced 
reductions  in  the  suggested  list  prices  of  vari- 
ous Radiotrons.  Type  UX-112A  is  reduced  to 
$3;  UX-171A  to  $3;  UX-226  to  $2.50;  UY-227 
to  $5,  and  UX-280  to  $4.50. 


COTTON  FLOCKS 

Air  floated,  all  injurious  foreign  matter  eliminated 
for 

Record  and  Radio  Manufacturing 

THE  PECKHAM  MFG.  CO.  23N8ea,NjMt 
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Since  the  dawn  of  the  first  day, 
the  symphony  of  Life  has  been 
carved  on  the  bark  of  trees  .  .  . 
Wood  is  nature's  chosen  and 
unsurpassed  method  of  expres- 
sing the  universal  language  of 
music. 


Molded  Wood  Tone  Chambers 


LIST  S7.00 
Fidelity  Speaker  Unit 
Will  handle  output  of 
power  amplifier. 


A1 


T  LAST!  A  long  tone  chamber  that  offers  a  means  of 


LIST  S  18.00 

This  is  No  595— Tone  Travel,  8  feet.  Over  all  dimensions:  11%' 

High.  1ST  Wide.  15"  or  13"  Deep. 
No.  570  is  identical  in  design.  Tone  Travel.  6  feet.  Over  all 
dimensions:  15"  High.  12"  Wide.  12"  Deep. 
LIST  $i  3.00 

A  full  line  of  tone  chambers  for  every  style  and  size  of  cabinet. 
Keady  mounted  in  sturdy  box  from  which  it  is  not  removed. 
Simply  plac:  in  cabinet,  block,  and  the  job  is  finished.  Takes 
any  standard  size  speaker  unit. 

Progressive  dealers  add  to  their  profits  and  good  will  by  in- 
stalling Molded  Wood  Tone  Chambers  in  new  console  cabinets 
and  as  replacements  for  old  style  cone  and  horn  loud  speakers. 


comparison  that  is  definitely  tangible — a  selling  asset 
to  every  cabinet  in  which  it  is  housed. 

The  exquisite,  full-throated  tone  of  a  Molded  Wood 
Tone  Chamber  is  truly  a  perfect  recreation  of  the  'original' 
itself.  A  reproducer  of  radio  broadcast  music  and  speech 
so  faithfully  lifelike  and  real,  is  the  deciding  factor  in  the 
prompt  sale  of  any  console  or  cabinet  equipped  with  a 
Molded  Wood  model. 

The  Fidelity  Speaker  Unit,  which  is  especially  designed 
for  use  with  the  Molded  Wood  Tone  Chamber,  will  handle 
without  vibration  the  output  of  the  largest  power  amplifier 
with  ordinary  protection,  as  well  as  respond  to  the  weakest 
impulse  from  a  distant  station. 

Prove  this  to  yourself.  We  will  gladly  furnish  a  sample 
speaker  for  your  own  laboratory  test.  It  will  speak  for  itself. 

Send  for  catalog  and  wire  for  full  details. 

Molded  Wood  Products,  Inc. 

219  WEST  CHICAGO  AVE.  CHICAGO,  ILLINOIS 
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Complete  List 


Distributors 

THE  ARTOPHONE  CORPORATION 

1624  Pine  St.,  St.  Louis,  Mo. 

THE  ARTOPHONE  CORPORATION 
McCall  Building 
Memphis,  Tennessee 

THE  ARTOPHONE  CORPORATION 

203  Central  Exchange  Building, 
804  Grand  Avenue,  Kansas  City.  Mo. 

GEORGE  CAMPE 
611  Howard  Street,  San  Francisco,  Cal. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
227  W.  Washington  St.,  Chicago,  111. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

GROSSMAN  BROS.  MUSIC 
COMPANY 
2144  E.  2nd  Street,  Cleveland,  Ohio 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

HAWAII  MUSIC  COMPANY 
1021  Fort  Street,  Honolulu,  Hawaii 

L.  D.  HEATER 
469V2  Washington  St.,  Portland,  Ore. 

IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y. 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St.,  New  York  City 

PACIFIC  WHOLESALE,  INC. 
433  E.  Twelfth,  Cor.  Wall  Street, 
Los  Angeles,  Cal. 

JAMES  K.  POLK,  INC. 
217  Whitehall  St.,  S.  W.,  Atlanta,  Ga. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
803-05  West  Broad  St.,  Richmond,  Va. 

THE  Q.  R.  S.  MUSIC  CO. 
1017  Sansom  St. 
Philadelphia,  Pa. 

STERLING  ROLL  &  RECORD 
COMPANY 

322  Race  Street,  Cincinnati,  Ohio 


New  Freed-Eisemann    Mid-West  Artists  Are 
Automatic  Phono.    Brunswick  Recorders 


Instrument  Demonstrated  at  a  Luncheon 
in  Chamber  of  Commerce  Building  in 
Brooklyn,  Before  Retail  Dealers,  Hotel 
and  Restaurant  Men 


A  newly  developed  automatic  phonograph 
with  auditorium  amplifier  was  recently  demon- 
strated by  the  Freed-Eisemann  Radio  Corp.  at 
a  luncheon  in  the  Chamber  of  Commerce  Build- 
ing in  Brooklyn,  N.  Y.,  attended  by  dealers, 
hotel  and  restaurant  proprietors  of  the  metro- 
politan district  of  New  York.  This  machine  is 
equipped  with  devices  which  make  it  possible 
to  play  twelve  records  in  succession  without 
attention.  It  has  a  dial  control  and  a  dynamic 
speaker,  permitting  adjustment  to  any  desired 
volume.  Another  feature  is  a  switch  which 
makes  it  possible  to  eject  a  record  and  replace 
it  with  another. 

J.  D.  R.  Freed,  president,  and  Arthur  A 
Trostler,  assistant  to  the  chairman,  addressed 
the  gathering  and  told  of  the  mechanical  and 
merchandising  superiority  of  this  automatic 
phonograph.  Ray  L.  Speicher,  sales  promotion 
executive  of  the  Freed-Eisemann  Co.,  presided, 
and  spoke  in  detail  of  the  sales  possibilities  in- 
herent in  this  new  product,  which  he  predicted 
would  be  in  demand  for  use  in  theatres,  dance 
halls,  chain  restaurants,  roadside  inns,  excur- 
sion steamers,  etc.  The  machine  is  on  perma- 
nent display  at  the  Brooklyn  Chamber  of  Com- 
merce, where  it  is  attracting  the  attention  of 
many  interested  visitors. 


Leipzig  Trade  Fair 
Office  in  New  York 


The  American  headquarters  of  the  Leipzig 
Trade  Fair  will  hereafter  be  located  in  the 
Salmon  Tower  Building,  11  West  Forty-second 
street,  New  York.  The  central  location  at  the 
intersection  of  Fifth  avenue  and  Forty-second 
street  has  been  chosen  to  better  serve  the  in- 
creasing number  of  business  men  who  take 
part  in  the  Leipzig  Fair.  The  New  York  rep- 
resentatives of  the  fair  will  lend  every  as- 
sistance to  exhibitors  and  buyers  visiting  Leip- 
zig. The  office  maintains  free  commercial  in- 
formation service  for  American  business  men 
interested  in  trade  with  Germany. 


Will  Represent  the  U.  S. 

The  United  States  will  be  represented  at  the 
International  Conference  on  Literary  and 
Artistic  Property  in  Rome,  May  8,  by  Thorvold 
Solberg,  registrar  of  copyright  of  the  Library 
of  Congress,  and  by  Representative  Sol  Bloom, 
formerly  a  well-known  music  publisher  and 
talking  machine  man  in  New  York  City,  accord- 
ing to  an  announcement  recently  made  by  the 
Department  of  State. 


Paul  Christensen's  Hotel  Fort  Des  Moines 
Orchestra  Visited  Chicago  to  Make  First 
Recordings  of  Popular  Numbers 

Paul  Christensen's  Hotel  Fort  Des  Moines 
Orchestra  recently  made  a  special  trip  to 
Chicago  to  record  some  of  the  new  popular 


Appointing  Cabinet  Jobbers 

J.  V.  Cremonim,  manufacturers'  agent  of  New 
York,  who  has  been  the  exclusive  representa- 
tive of  the  Watsontown  Table  &  Furniture  Co., 
in  the  metropolitan  district  for  the  past  year, 
is  now  engaged  in  appointing  jobbers  for  the 
Watsontown  line  in  this  territory,  under  a  new 
merchandising  policy.  Mr.  Cremonim  reports 
considerable  interest  in  the  Watsontown  line 
in  this  district. 


Receiver  Appointed 

David  Paris  has  been  appointed  receiver  for 
the  Kahn  Radio  &  Music  Co.,  2229  Second 
avenue,  New  York  City. 


Paul  Christensen  and  His  Orchestra 

songs.  The  Christensen  Orchestra  is  an  or- 
ganization of  young  men,  whose  dance  rhythm 
has  made  them  exceedingly  popular  in  Iowa  and 
other  Middle  West  States.  Brunswick  dealers 
throughout  the  country,  and  particularly  in 
Iowa,  are  awaiting  the.  release  of  their  first 
recording  and  national  popularity  is  predicted 
for  this  enthusiastic  new  Brunswick  organiza- 
tion. Mr.  Sixsmith,  manager  of  Harger  & 
Blish  in  Des  Moines,  Brunswick  jobbers,  is  here 
seen  shaking  the  hand  of  Paul  Christensen  and 
wishing  the  boys  a  speedy  return  to  Des 
Moines. 


"Beauty  in  Radio" 

Idea  Is  a  Success 


Nation-wide    Campaign    Placed  Behind 
Slogan  by  Splitdorf  Corp. 

The  idea  of  buying  a  radio  receiver  in  a 
beautiful  cabinet  has  "gone  over"  with  the  buy- 
ing public,  according  to  Hal  P.  Shearer,  gen- 
eral manager  of  the  Splitdorf  Radio  Corp., 
Newark,  N.  J.  The  Splitdorf  Corp.  originated 
the  slogan  "Beauty  in  Radio"  last  year,  and 
placed  a  nation-wide  campaign  behind  the 
slogan. 

"When  the  beauty  in  radio  idea  was  first 
advanced,"  said  Mr.  Shearer,  "it  was  recognized 
as  a  fundamentally  sound  proposition.  As  such 
it  has  been  taken  up  for  discussion  in  interior 
decoration  circles.  The  public  realizes  to-day 
that  the  purchase  of  a  radio  set  is  more  or  less 
a  lasting  proposition,  like  the  purchase  of  any 
other  musical  instrument.  When  the  lady  of 
the  house  is  responsible  for  placing  the  re- 
ceiver in  the  living  room  or  the  parlor,  har- 
mony of  surroundings  enter  into  the  matter. 
Fine  furniture  plus  the  finest  types  of  sets  have 
strongly  contributed  .toward  bringing  radio  to 
its  present  high  and  lasting  standard." 


Amrad  Adds  Newark  Jobber 

Medford  Hillside,  Mass.,  May  5. — The  Newark 
Electrical  Supply  Co.,  Newark,  New  Jersey, 
has  recently  concluded  arrangements  to  act  as 
exclusive  Amrad  distributor  in  the  Newark  ter- 
ritory, according  to  an  announcement  by  W.  H. 
Lyon,  general  sales  manager  of  the  Amrad 
Corp.,  of  this  city. 

W.  A.  Grimes,  treasurer  of  the  Newark  Elec- 
trical Supply  Co.,  recently  visited  the  Amrad 
factory  for  the  purpose  of  discussing  merchan- 
dising plans  for  the  1928  season,  and  as  a  re- 
sult he  returned  very  optimistic  over  the  pos- 
sibilities for  Amrad  in  the  Newark  territory. 
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Plywood  Packing Cqses 

I  You  are  assured  prompt  deliveries  J 

I        Phonograph  and  radio  manufacturers  can  depend 
upon  Atlas  Service.  Local  Atlas  assembling  plants 
take  care  of  truck  deliveries — five  large  manufacturing 
units  on  several  railroads  guarantee  an  uninterrupted 
supply  of  carload  shipments.  Users  can  depend 
upon  Atlas  Plywood  Cases,  too — as  the  safest, 
and  most  economical  in  the  long  run,  of  all 
phonograph  and  radio  packs. 

May  we  have  your  cabinet  sizes?  We  believe 
we  can  show  you  figures  that  will  interest 
i  you.  i 


\T  THE  WEIGHT  -  Srf  VE  EFtE 


ATLAS    PLYWOOD  CORPORATION 


Chicago  Office 
649  McCormick  Building 


.so 
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Oscar  Getz  Makes  Observations 
Based  on  10,000  Mile  Trade  Trip 

Steinite  Sales  Manager  Predicts  Next  Season  Will  Be  Largest  in  Radio  History — Feels 
That  Comino  Broadcasts  Will  Have  Big  Influence  in  Stimulating  Sales 


When  a  man  with  as  keen  an  insight  as 
Oscar  Getz,  general  sales  manager  of  the  Stein- 
ite Laboratories,  Inc.,  manufacturers  of  Steinite 
electric  radio  and  Steinite  Polyphonic  speaker, 
makes  a  two  months'  trip  that  covers  10,000 
miles,  his  observations  are  bound  to  be  of  un- 
usual interest.  He  has  just  returned  from-  a 
jaunt  that  took  him  from  New  York  clear 
across  the  country  to  Spokane  down  to  Los 
Angeles,  over  to  New  Orleans,  Florida  and 
Cuba,  returning  by  way  of  the  Atlantic  Sea- 
board, and  he  has  picked  a  world  of  important 
points  from  his  contacts  with  jobbers  and  deal- 
ers along  the  way. 

Sees  Prosperity  in  Radio  Industry 

First  of  all,  Mr.  Getz  wants  to  be  put  on 
record  as  predicting-  that  next  season  will  be 
tire  biggest  in  all  radio  history.  He  believes 
that  there  will  be  much  early  buying  this  sea- 
son. He  bases  his  conviction  on  the  fact  that 
now  buyers  can  purchase  electric  sets  with  com- 
plete confidence  in  their  successful  operation. 
He  also  calls  attention  to  the  fact  that  the  com- 
ing season  is  scheduled  to  be  so  full  of  big 
broadcasting  events  that  prospective  owners  of 
radios  will  buy  early  in  order  not  to  miss  a 
single  event. 

Mr.  Getz  further  concludes  that  the  electric 
set  has  permanently  removed  the  bugaboo  of 
bad  summer  business — that  it  has  become  to  the 
radio  industry  what  the  closed  car  was  to  the 
automobile  industry — making  it  a  year  'round 
proposition. 

Thoughts  on  Selling 

The  radio  dealer,  says  Mr.  Getz,  has  an  as- 
sured future — the  radio  store  is  here  to  stay — 
dealers  are  becoming  better  merchandisers.  For 
instance,  he  cites  the  fact  that  house-to-house 
selling  is  being  followed  up  more  and  more  by 
radio  retailers.  The  realization  is  coming  that 
radio  must  be  sold  in  a  manner  similar  to  the 
washing  machine.  Intensive  coverage  of  each 
dealer's  neighborhood  and  willingness  to  dem- 
onstrate in  the  home  are  factors  which  will 
bring  success  to  the  retailers.  Mr.  Getz  further 
intimates  that  electric  sets  are  making  it  so 
easy  to  demonstrate  in  the  home,  by  doing  away 
with  expensive  set-ups,  that  dealers  should  be 
and  for  the  most  part  are  eager  to  conduct 
home  demonstrations. 

Regarding  Cuba,  Mr.  Getz  says:  "There  is 
much  set  building  in  Cuba,  and  naturally  a  big 
parts  market.  I  was  agreeably  surprised  to  see 
the  great  number  of  completely  stocked  radio 
stores  which  would  be  a  credit  to  the  best  sec- 
tions of  our  larger  cities."     The  tendency  of 


jobbers,  says  Mr.  Getz,  is  to  specialize  on  one 
line  if  that  line  is  complete  in  price  range  and 
in  models.  Other  considerations  which  Mr. 
Getz  advised  jobbers  to  observe  in  choosing  a 
line,  is  whether  the  factory  organization  has 
demonstrated  itself  to  be  sufficiently  flexible 
to  adapt  itself  to  the  demands  of  the  times.  A 


O^car  Ge'.z 

manufacturer  who  can  meet  popular  demand 
with  acceptable  merchandise,  and  not  lag  be- 
hind the  procession,  is  the  one  with  which  pro- 
gressive jobbers  must  align  themselves.  Such  a 
manufacturer  should  have  efficient  engineers,  a 
modern  factory  and  a  wide-awake  sales  organ- 
ization. Mr.  Getz  offers  this  further  bit  of  ad- 
vice to  radio  jobbers. 

"To  make  money  to-day,"  says  Mr.  Getz,  "job- 
bers must  departmentalize  their  radio  business. 
Their  radio  department  must  be  first  of  all 
in  charge  of  a  man  who  is  a  radio  merchandiser. 
Another  neglected  angle  is  that  of  service — a 
good  service  man  must  be  on  the  job.  Spe- 
cialized men  who  know  how  to  sell  radio  must 
be  sent  to  the  dealers — not  just  any  salesman. 
Jobbers  have  through  disastrous  experience 
come  to  realize  that  radio  salesmen  must  be 
trained  for  their  work  and  that  it  is  a.  mistake 
to  place  radio  sales  with  other  general  items." 

In  the  South,  Mr.  Getz  finds  radio  moving 
slowly.  Here  is  a  large  undeveloped  market 
lagging  behind  because  no  electricity  is  avail- 
able in  many  sections  and  because  buying  power 
is  small.  The  radio  commission  reports  that 
only  one  per  cent  of  the  farmers  in  Mississippi 
have  receivers  and  only  two  per  cent  in  Louis- 


iana; while  Alabama,  Tennessee  and  the  Caro- 
linas  have  only  from  three  to  five  per  cent. 
By  way  of  contrast  it  should  be  noted  that  52 
per  cent  of  New  Jersey's  farmers  have  sets. 
Mr.  Getz  is  a  strong  advocate  of  a  wider  ex- 
change of  ideas  and  knowledge  in  the  industry. 
In  this  direction  he  is  enthusiastic  about  the 
value  of  the  RMA  Show,  because  it  draws  to- 
gether so  many  jobbers  and  dealers  and  gives 
every  attendant  a  world  of  new  and  fresh  mer- 
chandising ideas. 

Mr.  Getz  strongly  favors  dealer  associations 
as  being  a  good  medium  for  the  exchange  of 
ideas  and  declares  that  the  beneficial  effects 
of  association  work  is  very  apparent  and  forms 
a  strong  contrast  to  what  he  found  on  a  simi- 
lar trip  last  year.  As  a  final  word,  he  says, 
"radio  has  reached  a  stage  where  consumers 
can  buy  with  confidence,  dealers  can  sell  with 
confidence  and  jobbers  stock  with  confidence." 
New  Sales  Outlets 

Along  the  line  of  new  outlets,  he  noted  that 
a  bookstore  on  the  Coast  is  handling  radio  with 
conspicuous  success.  In  Salt  Lake  City  a  music 
store  handling  radio  co-operates  with  the  local 
broadcast  station  by  playing  and  announcing 
the  latest  records  on  the  air.  Among  factors 
aiding  the  wider  sale  of  radio,  notes  Mr.  Getz, 
are  the  chain  broadcasts  which  have  linked  the 
ends  of  ihe  country.  Again,  hotels  which  are 
furnishing  radio  entertainment  to  their  guests 
are  selling  travelers  on  radio,  and  Mr.  Getz 
believes  that  we  will  shortly  see  an  era  of  two 
sets  in  many  homes. 


RCA  Head  Urges  Unification 

The  unification  of  radio  and  cable  communica- 
tion companies  in  Great  Britain  should  be  an- 
swered by  a  similar  movement  in  this  country, 
if  America  is  to  meet  England's  challenge  for 
supremacy  in  world  communications,  Major 
General  James  G.  Harbord,  president  of  the 
Radio  Corp.  of  America,  recently  declared  in 
a  speech  before  the  business  policy  class  of  the 
Harvard  Graduate  School  of  Business  Adminis- 
tration. To  facilitate  co-ordination  of  the  two 
systems,  Gen.  Harbord  claimed,  the  American 
companies,  both  cable  and  radio,  should  be 
exempted  from  the  operation  of  the  anti-trust 
laws,  but  placed  under  government  regulation 
of  rates. 


Victor  Schubert  Leaflet 


The  Victor  Talking  Machine  Co.  recently 
prepared  a  leaflet  containing  information  re- 
garding the  life,  work  and  compositions  of 
Franz  Schubert  which  are  available  on  Victor 
Orthophonic  recordings.  As  the  centenary  of, 
the  death  of  the  great  composer  is  observed 
this  year,  public  interest  in  his  works  is  more 
alive  than  ever,  and  distribution  of  the  leaflets 
by  dealers  is  certain  to  bring  profitable  results. 


JEWEL 
TONE 
VOLUME 


JEWEL 
TONE 
QUALITY 


JEWEL 
TONE 

IMPROVEMENT 


Found  Only  in  JEWEL  PRODUCTS 


Equipment  made  to  fit  all  makes  of  phonographs. 
Orthophonic  attachment  for  playing  Edison  four- 
minute  Diamond  Disc  Records.  Also  improved  re- 
producer (Jewel  No.  33-0)  to  fit  the  Orthophonic 
Victrola.  Tone  arms  and  reproducers  for  dealers'  re- 
placements and  for  manufacturers  of  cabinet  phono- 
graphs and  portables.  We  are  the  exclusive  manufac- 
turers of  brass  exponential  phonograph  tone  arms 


made  by  the  band-instrument  method.  Our  repro- 
ducers are  unsurpassed  for  real  musical  quality.  We 
claim  for  our  latest  product — (the  Jewel  No.  33  Re- 
producer) solidity  of  tone — most  musical — natural  re- 
production— with  the  least  surface  or  needle  noise. 
Send  for  descriptive  circulars  and  samples.  It  is  only 
good  judgment  to  buy  from  a  reliable  source  to  in- 
sure a  supply  for  repairs  and  future  service. 


JEWEL  PHONOPARTS  COMPANY 

500  North  Dearborn  St.  CHICAGO,  ILLINOIS 


NOW 
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DIRECT  TO  DEALERS 
24-HOUR  SERVICE 


for 

The 


Now  order  your  Flyer  and  Junior  Motor 
Parts  direct  from  the  Factory.  Make  sure 
of  the  genuine  —  Parts  that  really  belong. 
Made  to  fit  and  function  as  only  legiti- 
mate ones  possibly  can. 


List  of 
Flyer  Motor  Parts 

416    Screw  for  attaching  Winding 
Shaft  Tension  Spring 
2558    Governor  Spring  Screw 
2963    Motor  Mounting  Screw 
5003    Governor  Shaft 
5040    Fibre  Handle  Escutcheon 


FLYER 


Component  Parts  of  Flyer  Phonograph  Motor 


^  9804  9809 


5046 


5047 


5189 


5422  5442 


5^3*  587**6  5731     ^  <fr  i 


5443      5163  5118 


5251  5204     T  5391  ?  2558  5003 
6023  9234 


9924        I  9846 
9789 


6244 


6°"      SO°06    ™"  Ms  60?3 


5409 


5974 


6268 


5372 


6273 


5^2         6012        9227      9257       9906      5^4  ^AoT 


5383 


5384 


5512 


Keep  this  page.  Prices  of  FLYER  Motor  Parts  on  request. 


5047 
5118 

5163 
5167 
5189 
5204 
5222 
5251 
5252 

5283 
5372 
5383 
5384 
5391 
5394 
5404 
5409 
5422 
5442 

5443 
5512 
5687 
5872 


5974 
6006 

6011 
6012 

6013 

6023 

6244 

6268 
6273 
S392 

9227 
9234 
9257 
9409 
9731 

9789 
9804 

9809 

9846 

9906 
9913 
9924 

10317 


Metal  Handle  Escutcheon 
Cup     Washer     used  under 

Spring  Barrel 
Pointer  Arm  Post 
Dial  and  Pointer  Assem. 
Governor  Complete 
Governor  Collar 
Winding  Handle 
Governor  Disc 

Felt  Oil  Retainer  used 
around  Turntable  Shaft 

Retainer  for  No.  5252  Felt 

Main  Spring 

Motor  Frame 

Motor  Bottom  Plate 

Screw  for  Holding  Governor 

Upper  Spring  Barrel  Collar 

Spring  Barrel  Shaft 

Intermediate  Gear 

Turntable  Shaft 

Speed  Regulator  Tension 
Spring 

Speed  Regulator  Bracket 
Spring  Barrel  Complete 
Winding  Shaft  Extension 
6-32    Screw    for  Attaching 

No.  5443  Speed  Regulating 

Bracket  to  Motor  Frame 
Spring  Cup  and  Gear  Assem. 
Spacing     Washer     used  on 

Wind-Shaft 
Governor  Bearing  Set  Screw 
Screw    for    Attaching  No. 

5384  Bottom  Plate  to  No. 

5383  Motor  Frame 
Washer  used  under  No.  6023 

Screw 

Screw  used  to  hold  Pointer 
Arm  to  Post 

Winding  Shaft  and  Pinion 
Gear  Assem. 

Spring  Barrel  Cover 

Spring  Barrel  Winding  Gear 

Spring  used  to  hold  Turn- 
table on  Shaft 

Spring  Barrel  Shaft  Rivet 

Governor  Spring  Washer 

Spring  Barrel  Rivet 

Brake 

Screw  for  Attaching  No.  5443 

Speed  Regulating  Bracket 

to  Motor  Frame 
Governor  Bearing 
Rubber      Motor  Mounting 

Washer 
Steel    Motor  Mounting 

Washer 
Governor    Bearing  Retainer 

Clip 

Spring  Barrel  Washer 
Winding  Shaft  Spring 
Governor  Spring  and  Weight 

Assem. 
Cotter  Pin 


Send  all  orders  for 
FLYER  MOTOR  PARTS  to 
General  Industries  Co. 

Department  M  R 
Elyria,  Ohio 
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GENUINE  PARTS  for 
EASY,  SURE  REPAIRS 


List  of 
Junior  Motor  Parts 

406    Motor  Mounting  Screw 
2558    Screw  for  assembling  Gover- 
nor Spring  and  Weight  to 
Governor  Disc. 
5041    Fibre  Escutcheon  for  Wind- 
ing Handle 


for 

The 


Get  your  Parts  at  once  and  get  them  right. 
Give  your  customers  prompt  service  and 
lasting  satisfaction.  Avoid  profitless  tink- 
ering, lost  time  and  trouble.  Order  always 
direct  from  the  Factory. 


IOR 


5047 

5254 
5333 

5391 
5418 

5777 
5846 
5872 
6009 


6013 

0039 
6533 

6572 
7534 

7554 
7558 
7671 
7674 
7678 
7682 
7683 
7684 
7692 

7693 

7694 

769(i 
7697 
7822 
7823 
7838 
7842 
7843 

7848 
7879 
8298 
8397 
9234 

9409 
9789 
9846 

9916 


Metal  Escutcheon  for  Wind- 
ing Handle 
Spring  Barrel  Washer 
Governor  Spring  and  Weight 

Assembled 
Screw  for  Governor  Collar 
Felt    for    Speed  Regulator 
Lever 

Speed  Regulating  Arm 
Spring  Barrel  Shaft  Rivet 
Governor  Bearing  Set  Screw 
Screw  for  assembling  Regu- 
lating Arm  to  Regulating 
Brake 

Steel  Washer  for  Mounting 
Screw 

Winding  Handle 

Fibre  Washer  for  Winding 
Shaft 

Speed  Regulator 

Screw  which  Holds  Bottom 
Plate  to  Frame 

Spring  Barrel  Cup  Cover 

Winding  Gear 

Motor  Frame 

Governor  Shaft 

Bottom  Plate 

Governor  Disc 

Governor  Collar 

Governor  Complete 

Screw  for  assembling  Gover- 
nor Brake  to  Frame 

Winding  Shaft  Tension 
Spring 

Speed  Regulating  Arm  Ten- 
sion Spring 
Governor  Brake 
Turntable  Shaft 
Short  Turntable  Shaft  Tip 
Long  Turntable  Shaft  Tip 
Spring  Barrel  Cup  and  Gear 
Main  Spring 

Spring  Barrel  Complete  with 

Spring 
Spring  Barrel  Shaft 
Intermediate  Gear 
Winding  Shaft 
Spring  Barrel  Rivet 
Washer  used  under  No.  2558 

Screw 
Turntable  Brake 
Governor  Bearing 
Governor  Bearing  Retaining 

Clip 

Rubber  Washer  for  Mount- 
ing Screw 


Send  all  orders  for 

JUNIOR  MOTOR  PARTS  to 
General  Industries  Co. 

Department  M  R 
Elyria,  Ohio 


Component  Parts  of  Junior  Motor 


I  0 


406 


99)6 


o 

6Q13 


5777 


6572 


7694 


5Q47 


7L 


6Q39 


5041 


T 

7879 


7696 


5418 


5391  9234  T 

7682 


7674 


! 


s 


7683         2558  5333 


? 


7684 


7823 


9846  5872         7534  7693 


T 


7697  7822 


60Q9 


o 


7692'         6  533 


8298 


5254       jfl  Hi 

Of  I 

7       5846  TH| 


7843 


7554 


7838 


7848 


7671 


7678 


7842 


Keep  this  page.  Prices  of  Junior  Motor  Parts  on  request. 


The  Talking  Machine  World,  New  York,  May,  1928 


THE  REAL  HEART 

of  Phonograph 
Satisfaction 


The  Long  Famous 
FLYER  MOTOR 


Built  Like  a 
Fine  Ship's 
Clock 


/ 


For  12  years  the  Flyer  Motor  has  forged 
ahead  in  universal  favor.  The  longer  its 
service  the  more  it  is  appreciated  alike  by  the 
public,  the  trade  and  the  phonograph  manu- 
facturers. 


Unfailing,  smooth-flowing,  noiseless 
power  under  all  conditions. 


The  Just'as-well-made 
JUNIOR.  Little  brother 
of  the  FLYER 


Service  in  a  portable  is  the  hardest  test  of  a  phonograph  motor.  By  far  the 
majority  of   portables  sold   are  equipped  with  Flyer  and  Junior  Motors. 

Insist  on  the  Flyer  and  the  Junior  in  the  portables  you  sell.  Get  the  design, 
the  spring,  the  frame,  the  precision-cut  gears,  worm  and  bearings  —  the 
faultless  superiority  —  which  they  alone  possess.  Smooth,  silent,  vibrationless 
power  in  abundance.  To  bring  from  your  machines  the  highest  satisfaction, 
creating  the  greatest  demand  for  records. 

ENEMA!  INDUSTRIES 

2812  TAYLOR  STREET,  ELYRIA,  OHIO 

Makers  of  Precision  Products  for  25  Years 
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Rola  Speakers  Shown 
at  Home  Exposition 

The  Emporium,  Large  San  Francisco  De- 
partment Store,  Featured  Rola  Line  of 
Radio  Speakers  in  Interesting  Exhibit 

The  Emporium,  one  of  San  Francisco's 
largest  department  stores,  recently  held  an 
"Exposition  of  Home  Furnishings"  for  a  week. 
Displays  of  'all  kinds    of    home  furnishings, 


Interesting  Rola  Display 


demonstrations  of  the  actual  making  of  all 
kinds  of  household  goods  and  lectures  on 
household  economics,  a  cooking  school  and 
other  features  of  interest  to  housewives  were 
the  backbone  of  the  exposition,  which  occupied 
the  entire  third  floor. 

The  Rola  Co.,  manufacturer  of  Rola  loud 
speakers,  had  the  only  radio  exhibit,  and  this 
exhibit  included  some  of  the  manufacturing 
processes  as  well  as  assembling  the  various 
parts  of  the  Rola  reproducer  unit.  This  dis- 
play attracted  a  great  deal  of  attention  and 
its  value  was  reflected  in  the  increased  sale  of 
Rola  speakers  by  the  radio  department.  It  is 
estimated  that  between  50,000  and  75,000  people 
visited  the  exposition. 

Ray  Reilly  Host  to 

Recording  Artist 

Milwaukee,  Wis.,  May  5. — Ted  Lewis,  famous 
orchestra  leader,  musical  comedy  star  and  ex- 
clusive Columbia  recording  artist,  was  a  recent 
visitor  to  this  city,  and  while  here  was  enter- 
tained by  one  of  his  old  friends  in  the  phono- 


Ted  Lewis  Enjoys  Carryola  "Master" 


graph  industry,  Ray  Reilly,  sales  and  advertis- 
ing manager  of  the  Carryola  Co.  of  America. 
"Ted"  took  advantage  of  the  opportunity  to 
hear  some  of  his  latest  Columbia  recordings  on 
a  Carryola  "Master,"  and  judging  from  the  ac- 
companying photograph,  he  is  well  pleased  with 
these  splendid  examples  of  the  Columbia  re- 
cording art. 


Increases  Capital  Stock 

The  New  York  Talking  Machine  Co.,  promi- 
nent Victor  distributor,  serving  the  metropoli- 
tan territory,  recently  increased  its  capital  stock 
from  $100,000  to  $600,000. 
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FRTA  Directors  Hold 
Meeting  in  Chicago 

Decision  Made  Regarding  Dates  of  Meet- 
ings During  the  RMA  Trade  Show — 
Otner  Important  Business  Transacted 

The  Board  of  Directors  of  the  Federated 
Radio  Trade  Association  met  in  Chicago  on 
April  16.  The  committee  on  the  revision  of 
Constitution  and  By-Laws  reported  progress 
being  made  on  the  revision  so  as  to  definitely 
create  the  four  major  sections  of  the  Federated. 
The  Dealers'  Section,  headed  by  Julian  Samp- 
son, reported  keen  interest  among  the  entire 
dealer  trade  throughout  the  country;  many  of 
them  requesting  additional  information  and 
affiliating  themselves  with  the  organization.  An 
active  membership  campaign  is  about  to  be  in- 
augurated, with  the  greatest  stress  being  made 
at  the  time  of  the  trade  show  and  annual  con- 
vention in  June. 

Michael  Ert,  chairman  of  the  Association  Sec- 
tion, reported  that  keen  interest  is  being  aroused 
among  all  the  associations  regarding  the  Fed- 
erated movement.  George  Riebeth,  chairman 
of  the  Manufacturers'  Representatives  Section 
reported  that  the  manufacturers'  representatives 
are  welcoming  this  move  to  create  an  organiza- 
tion of  their  own,  and  they  are  evincing  great 
interest  in  affiliating  themselves  with  them. 
Harry  Alter,  active  chairman  of  the  Radio 
Wholesalers'  Association,  brought  to  the  atten- 
tion or  the  Board  of  Directors  the  fact  that 
many  prominent  wholesalers  had  already  affil- 
iated themselves  with  this  group.  Interest  is 
being  aroused  from  coast  to  coast  and  the  re- 
sults of  the  past  two  months  were  even  more 
than  expected. 

The  Board  of  Directors  decided  the  definite 
dates  of  the  meetings  of  the  various  sections  to 
be  held  during  the  show.  Any  requests  lor 
reservations  will  be  taken  care  of  through  the 
executive  office  at  32  West  Randolph  street, 
Chicago,  111. 

The  board  selected  a  committee  of  five  to 
confer  with  a  similar  committee  from  the  Radio 
Manufacturers'  Association,  and  the  National 
Association  of  Broadcasters  on  a  plan  regard- 
ing the  reallocation  of  wave  lengths  to  be  pre- 
sented to  the  Federal  Radio  Commission.  The 
committee  selected  was:  President,  Harold 
Wrape,  honorary  chairman;  Thomas  White  of 
Chicago;  Harry  Alter  of  Chicago;  H.  H.  Cory 
of  Minneapolis;  J.  F.  Connell  of  Indianapolis 
and  Julian  Sampson  of  St.  Louis.  This  com- 
mittee spent  the  following  day,  April  17,  in  ses- 
sion with  the  other  committees. 

Opens  Repair  Shop 

The  Fort  Madison  Typewriter  Exchange,  of 
which  Doc  Day  is  manager,  has  opened  a  fully 
equipped  phonograph  repair  and  supply  shop 
at  528  Avenue  G,  Fort  Madison,  la.,  and  will 
cater  to  the  repairing  of  all  makes  of  phono- 
graphs for  dealers  throughout  the  State.  Parts 
for  all  makes  of  machines  are  carried,  and  the 
manager  has  had  twenty  years'  experience  in 
this  special  field. 

David  Kanarek  Promoted 


David  Kanarek  was  recently  promoted  to  the 
post  of  radio  sales  manager  of  the  G.  J.  Seed- 
man  Co.,  automotive  and  radio  distributor  of 
Brooklyn,  N.  Y.  Mr.  Kanarek  has  been  con- 
nected with  the  music-radio  trade  for  a  number 
of  years  and  has  been  a  member  of  the  Seed- 
man  organization  for  the  past  four  years.  He 
will  direct  the  radio  activities  of  both  the 
Brooklyn  and  New  York  divisions. 


The  Bradford  Piano  Co.,  Milwaukee,  Wis.,  is 
conducting  a  fifty-sixth  anniversary  sale  and  is 
using  a  great  deal  of  newspaper  space  attract- 
ing buyers  for  the  bargain  offerings. 
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Mona  Oil  Twins  Make 
Columbia  Recordings 

Featured  Artists  of  Broadcasting  Station 
KOIL,  Council  Bluffs,  la.,  Become  Ex- 
clusive Columbia  Recording  Artists 

The  Mona  Motor  Oil  Twins,  radio  broad- 
casting vocal  favorites  of  station  KOIL,  Coun- 
cil Bluffs,  la.,  were  recently  added  to  the  list 
of  exclusive  Columbia  recording  artists.  The 
Mona  Twins,  who  do  clever  close  harmonies, 
feature  on  their  first  record,  just  released,  "The 
Book  of  Etiquette,"  a  burlesque  song  popu- 
larized by  them  with  thousands  of  Middle  West 
radio  listeners. 


Ludwig  Hommel  &  Co.,  RCA  distributors  of 
Pittsburgh,  Pa.,  are  now  established  in  their 
rebuilt  and  remodeled  store  at  929  Penn  ave- 
nue, following  the  disasterous  fire  of  some 
months  ago  in  wKich  the  store  was  destroyed. 


"Here's  the  best 
aerial  to  use 
with  that  set 
you've  bought 

Just  connect  it  to  your  set  and  plug  into  the 
nearest  light  socket.  This  little  device  uses 
absolutely  no  current,  requires  no  lightning 
arrester,  and  cuts  static  down  to  almost  zero. 
You  will  get  the  same  perfect  reception  as 
you've  just  listened  to  here — because  we  always 
demonstrate  with  the  Dubilier  Light  Socket 
Aerial.    Expensive?   No,  sir!   Only  $1.50." 

More  dealers  than  you  can  count  are  show- 
ing off  their  receivers  to  best  advantage  with 
this  unique  aerial,  and  then  selling  them  at 
good  profit  with  every  set.  Others  are  in- 
cluding the  Dubilier  Light  Socket  Aerial  in 
the  purchase  price  of  equipped  sets  as  an 
added  inducement.  Have  you  tried  out  either 
of  these  plans?  If  you're  not  equipped  to 
collect  on  this  nationally  advertised  aerial, 
phone  your  jobber  today  for  a  trial  supply. 
Packed  individually  in  attractive  counter  dis- 
play cartons  of  ten.  They  are  available 
through  any  good  radio  distributor. 

Dubilier  Condenser  Corp. 
4377  Bronx  Blvd.  New  York 

Dubilier 

LIGHT-SOCKET  AERIAL 
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NOW- An  electric  drive 


The 


COMPACT  $55 


(LIST  PRICE) 


Emphatically,  the  compact  is  not  "just  another  portable."  On  the  contrary  it  is  a  brand  new  con- 
ception, an  utterly  different,  new-type  version  of  the  compact  phonograph  that  goes  into  a  closet 
when  not  in  use;  that  can  be  taken  to  a  friend's  house,  or  sent  to  school  with  the  boy  or  girl  who 
goes  away  to  boarding  school  or  college — since  it  weighs  no  more  than  many  ordinary  portables. 

Just  think!  In  the  April  issue  of  The  Talking  Machine  "World,  eleven  manufacturers  advertised 
twenty-six  portable  models.  And  not  one  of  them  had  the  sales-making  feature  that  makes  the 
Compact  new,  completely  different.  For  the  Compact  is  crankless  and  runs  by  electricity,  on 
either  AC  or  DC,  with  its  turntable  driven  by  the  same  improved  Johnson-Gordon  Motor  found 
in  much  costlier  machines.  Whether  you  are  a  phonograph  or  radio  dealer,  or  both,  reading 
this  message  and  sending  the  coupon  may  mean  bigger  figures  on  your  balance  sheet. 

To  Phonograph  Dealers      To  Radio  Dealers 


The  Compact  offers  a  unique  profit  opportunity 
because  it  is  the  only  machine  of  its  kind  on  the 
market.  Since  it  is  crankless  and  non-winding,  it 
is  head  and  shoulders  above  competition.  Every 
winter  buyer  of  a  big  machine  is  a  summer  prospect. 
It  offers  him  utmost  quality  in  little  space  for  his 
summer  home.  A  de-luxe  music  maker  in  every 
detail,  it  is  no  mere  picnic  toy,  but  a  durable, 
substantial  mechanism.  And  it  perfectly  meets  the 
new  demand  for  something  better  in  a  compact 
phonograph.  Keep  in  step  with  the  trend  toward 
space-saving  with  the  apartment-size  Compact. 


Here  is  a  rapid  seller  that  will  take  the  red-ink  out 
of  the  summer  sales  slump.  The  field  for  sale  of 
the  Compact  is  enormous.  Every  winter  buyer  of 
a  radio  can  be  interested  in  the  Compact  phono- 
graph with  a  Gordon  Pick-up  to  reproduce 
records  electrically.  With  this  combination  you 
can  give  an  unbeatable  demonstration  in  com- 
parison with  $600  electric  machines.  And  when 
you  remember  that  the  electric  drive  Compact 
costs  only  $55,  and  the  Gordon  Pick-up  $12.50 
(both  list);  then  you  know  what  quick  turnover 
and  fast  profits,  both  devices  represent. 


At  LAST 


a  quiet  motor 

No  more  hum-m-m-m.  No  more 
sizzling  and  crackling  in  talking 
machines  with  electrical  ampli- 
fication. The  improved  Johnson- 
Gordon  Motor  is  the  long  awaited, 
quality  motive  power  for  turntables. 
Universal,  it  operates  on  either 
DC  or  AC  (25  and  60  cycles).  A 


Motor  can  be  operated  AC  for  radio  hook- 
up; DC  or  AC  for  phonograph  alone 

wonderful  little  motor  for  makers 
of  radio-phonograph  combina- 
tions as  well  as  for  dealers  desir- 


guaranteed 

ous  of  changing  hand-wind  phono- 
graphs into  electric  drive  models. 
Easily  and  quickly  installed.  Sup- 
plied complete  with  turntable, 
speed  regulator,  automatic  stop,  and 
extension  cord.  Send  coupon  or 
wire  for  detailed  specifications, 
prices,  and  discounts. 


L.    S.    GORDON  COMPANY 

Successor   to  H.   G.  Saal  Co. 

1800    MONTROSE    AVENUE,  CHICAGO 

STUDNER  BROS,  INC.  ,  National  Sales  Agents  .  67  West  44th  Street,  New  York  City 
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Compact  phonograph 


f  y  1 


Gordon  Pick-up 

With  the  Compact  or  any  other  phono- 
graph and  a  radio,  this  $  1 2 . 5  0  (list  price ) 
device  gives  the  tone  results  of  a  $600 
electrical  machine.  Not  much,  if  any,  larger 
than  the  old  phonograph  sound-box 
which  it  replaces  on  the  tone-arm,  and 
attached  in  a  few  seconds  by  even  a  novice, 
it  truly  works  a  musical  miracle.  Every- 
one with  an  old-type  phonograph  and  a 
radio  needs  this  amazing  connecting  link. 
A  big,  barely  scratched  field  for  profit 
awaits  every  new  dealer.  Please  investi- 
gate the  electrical  superiorities  of  the 
Gordon  before  deciding  on  any  other. 
Comparative  tests  will  quickly  convince 
you.  Send  coupon  or  wire  for  sample  and 
discounts. 


0> 


NOTE: 


Our  enlarged  Turntable 
Department  can  now  supply 
turntables  for  all  types  of 
electric  phonograph  motors. 


<2> 


O 


O  ^ 

o 
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Atwater  Kent  Set 

Featured  in  Show 


Two  Revues,  "The  Companionate  Mar- 
riage" and  "The  Companionate  Honey- 
moon," Use  Radio  Most  Effectively 


Philadelphia,  Pa.,  May  5. — The  Atwater  Kent 
Mfg.  Co.,  of  this  city,  is  one  of  the  foremost 
advertisers  in  the  country  not  only  in  the  radio 
field  but  in  any  line  of  commercial  endeavor, 
and  in  the  publicity  of  Atwater  Kent  products 
has  made  use  of  practically  every  known  ave- 
nue. However,  a.  new  method  of  publicity  has 
recently  been  employed  which  is  interestingly 
described  by  P.  A.  Ware,  merchandising  and 
sales  promotion  manager  of  the  Atwater  Kent 
Co.,  and  well  known  to  the  trade. 

"In  the  past,"  stated  Mr.  Ware,  "radio  has 
come  in  for  a  lot  of  comedy  on  the  part  of  some 
good  theatrical  actors,  and  some  actors  who  can 
resort  only  to  broad  parody  in  order  to  get  a 
taugh.  The  theatre  shows  using  radio  have 
been  very  largely  in  a  'kidding'  sense.  It  was 
with  this  in  mind  that  the  Atwater  Kent  Mfg. 
Co.  made  a  tie-up  with  the  Stanley  Co.  of 
America  in  a  production  including  and  headed 


week.  The  setting  is  entirely  separate  and 
quite  novel  and  in  each  of  them  radio  is  se- 
riously used.  In  the  first  act  it  is  used  as  alter- 
nate entertainment  in  comparison  with  the 
Lanin  Orchestra  and  in  the  second  act  a  broad- 
casting station  effect  is  made." 

Mr.  Ware  points  out  the  advantage  of  this 
plan,  as  far  as  radio  is  concerned,  is  that  it  will 
tend  to  offset  much  of  the  cheap  grotesqueries 
using  radio  as  a  form  of  alleged  humor.  It 
was  with  this  thought  in  mind,  rather  than  the 
straight  advertising,  that  the  Atwater  Kent 
Mfg.  Co.  participated  in  furnishing  equipment 
for  the  production. 


Atwater  Kent  Radio  Plays  Important  fart  in   iwo  Kevues 


by  Bert  Walton  .and  Howard  Lanin's  Sym- 
phonic Syncopators.  The  company  includes 
about  thirty  people  and  has  two  productions 
called  'The  Companionate  Marriage'  and  'The 
Companionate  Honeymoon.' 

"The  show,"  stated  Mr.  Ware,  "is  really  a 
clean  revue,  including  all  that  goes  to  make 
up  the  average  vaudeville  program.  Each  pro- 
duction takes  an  hour  and  a  quarter  and  they 
are  generally  put  oh  in  separate  halves  of  the 


TONE  ARMS 


Columbia  Issues 
"American"  Quartet 

Dvorak's  Composition  Based  on  American 
Theme  Issued  in  Album  Form — Is  Re- 
corded by  London  String  Quartet 

The  Columbia  Phonograph  Co.,  recently 
issued  a.n  interesting  addition  to  its  collection 
of  Masterworks  series  of  symphonic  and  cham- 
ber music  records  in  the  form  of  Dvorak's 
"American"  Quartet,  played  by  the  London 
String  Quartet.  This 
composition  is  one 
of  Dvorak's  two 
c  o  n  tributions 
to  music  based  on 
American  themes. 
The  other  work  is 
the  "New  World" 
Symphony,  which 
Columbia  also  is- 
sued in  its  Master- 
works  series,  played 
by  Sir  Hamilton 
Harty  and  the  Halle 
Orchestra. 

The  Columbia  Co. 
furnishes  a  descrip- 


tive booklet  with  each  of  its  Masterworks  albums 
of  records,  containing  much  information  of 
both  technical  and  popular  interest  concerning 
the  composition,  the  composer  and  artists. 


By  the  Manufacturers 
of  the  world' famous 
Thorens  hlotor 


r 


COMPLETE  line  of 
tone  arms  made  by 
Hermann  Thorens,  Ste. 
Croix.  Switzerland,  in- 
cluding the  popular 
straight  and  "S"  shapes; 
acoustically  correct  in  de- 
sign. The  workmanship 
is  of  the  highest  quality 
with  prices  exceptionally 
low. 


A  wide  variety  of  sound 
boxes  is  also  available. 
Write  for  complete  de- 
tails. 


THORENS,  Inc. 

Sole  Distributors  for  U.  S.  A. 
450  Fourth  Ave.      New  York  City 
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Appointed  Receiver 
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1LJLL  I     J  SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good. 
Is  prepared  in  the  proper  consistency,  will  not  run 
out,  dry  up  or  become  sticky  or  rancid.    Remains  in 

its  original   form  indefinitely. 
Put  up  in  1,  5,  10  25  and  50-pound  cans  for  dealers. 
This   lubricant   is  also  put  up  in  4-ounce  cans  to 
retail  at  25  cents  each  under  the  trade  name  of 

rilD  IT  M  A  NOISELESS  TALKING 
LUKLn/i    MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St..  NewYork 


Kellogg  Radio  Used  in 
Ideal  Room  Setting 

Delineator  Home  Institute  Uses  Kellogg 
Radio  Receiving  Set  Because  It  Harmo- 
nizes With  Artistic  Decorations 


Says  Radio  Business 
Is  Now  Stabilized 


Asserting  that  it  was  "no  longer  necessary 
to  have  an  ambulance  and  a  surgeon  attend 
the  liquidation  sales  of  stores  dealing  in  radio 
sets,"  J.  L.  Ray,  general  sales  manager  of  the 
Radio  Corp.  of  America,  told  the  business 
policy  class  of  the  Harvard  Graduate  School 
of  Business  Administration  recently  that  the 
radio  industry  had  now  become  a  truly  stabil- 
ized business. 

"Throughout  1922  and  part  of  1923,"  Mr. 
Ray  said,  "there  was  a  wild  scramble  of  job- 
bers and  dealers  to  obtain  agency  appointments. 
Nearly  every  retailer  in  the  country  who  was 
not  doing  well  in  his  regular  business  tried 
to  sell  radio.  This  chaotic  condition  continued 
throughout  1924.  Until  nearly  1925  the  public 
bought  anything  and  everything  without  much 
evidence  of  discrimination.  The  public  has  now 
had  enough  of  over-claims  and  under-perform- 
ances,  and  the  constant  national  advertising,  of 
leading  manufacturers  is  having  its  effect." 

Mr.  Ray  declared  that  in  1922  the  public 
spent  $60,000,000  for  radio,  while  in  1927  they 
spent  $446,000,000,  the  total  expenditures  for 
the  six  years  amounting  to  $1,936,000,000. 


Howard  Osterhout  has  been  appointed  re- 
ceiver for  the  Himes  Auto  Sales  &  Radio 
Equipment  Co.,  Lynbrook,  L.  I. 


The  Delineator  Magazine,  one  of  the  most 
widely  read  fashion  publications,  maintains,  in 
New  York  City,  the  Delineator  Home  Institute, 
to  provide  settings  for  photographs  needed  for 
the  publication.  Miss  Mildred  Maddocks  Bent- 
ley,  director  of  the  Home  Institute,  in  the  But- 
terick  Building,  recently  used  the  Kellogg  radio 


Kellogg  Radio  at  Home  Institute 

receiver  Model  510  for  a  home  setting, 
choosing  the  Kellogg  receiver  because  it  har- 
monized with  the  artistic  decorations  which  are 
used  whenever  interior  scenes  are  needed  for 
the  Delineator. 

The  Delineator,  which  is  published  monthly, 
has  a  circulation  of  over  one  and  one-quarter 
million,  and  the  choice  of  the  Kellogg  Model 
510  receiver  is  a  tribute  to  the  beauty  of  the 
instrument  as  well  as  favorable  publicity  for 
the  product  and  its  maker,  the  Kelogg  Switch- 
board &  Supply  Co.,  of  Chicago. 


Kohler  &  Chase  Add 
Bosch  Line  of  Radio 


What  is  said  to  be  one  of  the  largest  radio 
contracts  ever  consummated  on  the  Pacific 
Coast  was  recently  signed  when  Kohler  & 
Chase,  of  San  Francisco,  added  the  Bosch  line 
as  a  feature  of  their  large  radio  department. 
The  deal  was  completed  between  George  Chase, 
president  Of  Kohler  &  Chase,  and  George 
Kampe,  of  George  Kampe,  Inc.,  distributor  for 
the  American  Bosch  Magneto  Corp.  Both 
executives  expressed  enthusiasm  over  the  out- 
look for  the  radio  business. 

"The  sale  of  radio  sets  has  settled  down 
into  a  consistent  business,"  said  Mr.  Chase. 
"We  believe  that  the  addition  of  Bosch  radio 
to  our  stock  is  a  great  step  forward  in  offer- 
ing our  customers  the  very  best  in  radio." 

"Kohler  &  Chase  have  for  many  years  been 
one  of  the  most  progressive  firms  on  the 
Coast,"  said  Mr.  Kampe,  "and  we  feel  that  we 
are  fortunate  to  obtain  this  organization  as  a 
Bosch  set  dealer." 
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The  Greater t  Development 
k  The  PhoilO^iaplv  Industry  1/ 


no  graph 

rbducer 

'With  the  5 olden  June1 


Aside  from  being  the  finest  in  the  market,  every 
Sun  Reproducer  is  positively  guaranteed  to  be 
uniform.  This  is  an  important  factor  and  will 
help  create  sales  and  satisfied  customers.  The 
special  processed  aluminum  and  manner  of  form- 
ing the  diaphragm  is  our  own  development.  This 
diaphragm  is  rigidly  mounted  and  protected  to 
give  years  of  service. 

The  type  M-28  Sun  Reproducer  with  the  Willett 
patented  diaphragm  is  considered  the  most  valu- 
able contribution  to  the  art  of  sound  reproduc- 
tion and  is  the  greatest  development  in  the 
phonograph  industry.  This  reproducer  will  elim- 
inate excessive  surface  noise,  blasting  and  me- 
tallic shrill  and  yet  gives  a  powerful  volume 
that  is  full-throated  and  real  as  life  itself.  Nothing 
made,  regardless  of  price  or  claims,  will  surpass 
this  performance. 

Sun  Reproducers  can  be  found  in  the  finest 
music  stores  and  are  standard  equipment  on 
a  number  of  new  style  phonographs.  They  have 
been  sold  and  shipped  to  almost  every  Country 
in  the  World  and  the  quality  reproduction  they 
give  is  winning  new  friends  each  day. 


—  WRITE  TODAY  FOR  CATALOQ  AND  DETAILS  — 


TYPE  M-28 
This  reproducer,  when  applied  to  any  old 
or  new  phonograph,  will  change  your  mind 
of  all  you  thought  about  the  reproduction  of 
records.  Every  note  is  faithfully  reproduced. 
No  longer  is  recorded  music  indistinct  and 
unreal. 


PATENTED  DIAPHRAGM 
This    scientifically    developed    pure  aluminum 
diaphragm, 


The  Golden  Sun  Co* 


2829-31  Grand  Ave. 
LOUISVILLE,  KY. 
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Broadcast  of  RCA  Demonstration 
Hour  Inaugurated  by  Radio  Corp. 

First  Program  Broadcast  Over  WJZ  and  the  Blue  Network  in  April — Demonstration  of 
Receiving  Set  Performance  and  Broadcast  Entertainment 


A  unique  feature,  known  as  th-e  RCA  demon- 
stration hour,  was  inaugurated  by  the  Radio 
Corp.  of  America  on  Saturday  afternoon,  April 
21,  when  the  first  program  was  broadcast 
over  WJZ  and  the  Blue  network  of  the  Na- 
tional Broadcasting  Co.  The  feature  consists 
of  high  class  entertainment  and  will  be  broad- 
cast every  Saturday  afternoon  from  2:30  to 
3:30  p.  m.  until  the  end  of  1928.  This  hour,  as 
its  name  implies,  will  serve  to  provide  dealers 
with  material  for  satisfactory  demonstration  of 
radio  receivers  and  speakers. 

"The  RCA  demonstration  hour,"  said  J.  L. 
Ray,  general  sales  manager  of  the  Radio  Corp., 
"will  be  replete  with  that  variety  and  excellence 
so  essential  in  providing  for  a  proper  demon- 


Milwaukee,  Wis.,  May  7. — Wholesale  and  retail 
dealers  are  reporting  fairly  satisfactory  business 
on  radios  and  phonographs  during  the  last 
months.  Business  at  the  George  C.  Beckwith 
Co.,  distributor  of  Federal  and  Mohawk-All- 
American  radios,  is  reported  as  active,  and  the 
trade  is  reporting  good  business. 

The  Interstate  Sales  Co.,  distributor  of  the 
Freed-Eisemann  and  Bosch  lines,  has  been  go- 
ing along  at  a  very  satisfactory  pace,  according 
to  R.  H.  Zinke,  secretary  and  general  manager. 

The  Milwaukee  office  of  the  Tay  Sales  Co., 
distributor  of  the  Sonora  in  Wisconsin,  was 
closed  about  May  1.  No  announcement  was 
made  at  that  time  as  to  the  establishment  of 
any  other  Wisconsin  headquarters,  but  it  is  ex- 
pected that  the  Wisconsin  territory  will  be 
taken  care  of  from  Chicago. 

The  Milwaukee  retail  trade  is  interested  in 


stration  of  broadcast  entertainment  and  receiv- 
ing set  performance.  The  selections  will  run 
the  entire  gamut  of  musical  entertainment,  to 
please  all  classes,  tastes  and  ages.  It  is  the 
prime  purpose  to  provide  radio  merchandisers 
with  the  necessary  means  of  demonstrating 
radio  receivers  and  accessories  to  the  best  ad- 
vantage both  in  the  shop  and  in  the  home  of 
the  prospect.  Heretofore  there  has  been  a 
marked  scarcity  of  good  program  material  dur- 
ing the  usual  business  hours.  In  the  RCA 
demonstration  hour  the  radio  merchandiser  is 
assured  of  sixty  minutes  of  ideal  program  ma- 
terial with  ample  variety  and  selections,  orches- 
tration, instrumental  solos  and  vocal  renditions, 
broadcast  by  leading  stations." 


the  trip  which  the  Badger  Talking  Machine  Co., 
Victor  dealer,  and  members  of  the  Victor  Rec- 
ord Girls'  Club  will  make  to  Camden.  The 
party  will  leave  Milwaukee  on  Wednesday 
morning,  May  30,  in  special  parlor  cars.  Stops 
will  be  made  in  Chicago,  Washington,  Atlantic 
City,  Philadelphia  and,  of  course,  Camden,  N.  J. 

Tuesday,  June  5,  the  party  will  leave  Camden 
for  Philadelphia,  and  here  the  party  will  sep- 
arate on  various  tours,  some  going  to  Montreal, 
New  York,  and  other  cities.  A  large  number 
of  dealers  from  Wisconsin,  and  Milwaukee,  and 
a  number  of  the  Victor  Record  Girls'  Club, 
managers  of  the  record  departments  in  music 
stores,  have  made  reservations  for  the  trip. 

The  Badger  Talking  Machine  Co.  has  con- 
ducted a  sales  contest  among  the  members  of 
the  Milwaukee  Victor  Record  Girls'  Club.  The 
winners  in  the  first  group  are  Miss  Helen  I. 

■■■■■■■■■■■■■■■■■■^■■■■r 


Gunnis,  of  Edmund  Gram,  Inc.;  Mrs.  Edna  Carl- 
son, of  the  J.  B.  Bradford  Piano  Co.,  and  Miss 
Helen  Moreau,  of  the  Boston  Store.  In  the 
second  group  the  winners  are  Miss  Alvina  Aig- 
ner,  of  the  Sandee  Music  Shop,  Fond  du  Lac, 
and  Miss  Almire  Kruse,  of  the  Buccheim  Co., 
w  hich  is  located  in  Sheboygan. 

A.  V.  Orth,  of  the  Orth  Music  Co.,  reports 
Carryola  business  good.  This  is  the  season  for 
portables,  and  while  they  have  been  keeping  up 
all  Winter,  the  effect  of  favorable  weather  is 
beginning  to  show  in  increased  sales,  he  states. 

The  Flanner-Hafsoos  Music  House,  Inc.,  re- 
ports good  activity  on  the  Kellogg  line,  dis- 
tributed by  the  Standard  Radio  Co.,  Milwaukee. 
The  house  has  been  featuring  the  Kellogg  AC 
set  with  good  success,  and  has  found  the  de- 
mand for  radios  to  keep  up  during  the  Spring 
season  on  the  high-priced  sets. 

The  La  Crosse  Radio  Dealers  Association 
held  its  first  annual  radio  show  in  that  city 
during  April.  The  dealers,  all  authorized  dis- 
tributors for  nearly  thirty  different  manufactur- 
ers, exhibited  their  lines  and  succeeded  in  mak- 
ing the  show  a  fine  stimulant  for  early  Spring 
business. 

Live  Dayton  Dealer 
Has  a  Busy  Month 

Earl  Pence,  of  the  Rike-Kumler  Co.,  Dayton, 
O.,  within  a  period  of  a  little  more  than  a 
month,  sold  and  delivered  twelve  Brunswick 
Panatrope-Radiolas,  model  P.R.  138-C,  which 
retail  for  $1,175,  counting  among  his  customers 
some  of  the  most  prominent  personages  of  Day- 


Earl  Pence 


ton,  O.  This  aggressive  young  man  is  thor- 
oughly alive  to  the  possibilities  of  the  higher 
unit  sales,  and  his  actual  results  on  the  ex- 
pensive model  of  the  Brunswick  Panatrope  are 
an  interesting  example  of  the  sales  possibilities 
of  that  instrument. 


New  Grebe  Station 


A  new  short-wave  station,  owned  by  A.  H. 
Grebe  &  Co.,  Inc.,  New  York,  and  situated 
at  the  top  of  the  Grebe  radio  factory  in  Rich- 
mond Hill,  N.  Y.,  began  daily  operation  on 
Sunday,  April  22,  broadcasting  simultaneously 
with  station  WABC  of  the  Atlantic  Broadcast- 
ing Corp.  in  New  York.  This  short-wave 
station  has  been  designed  so  as  to  include  all 
of  the  latest  developments  known  to  short-wave 
engineers  and  its  range  is  practically  unlimited. 
Each  time  WABC  broadcasts  2XE  will  simul- 
taneously send  forth  the  identical  program  on 
short  waves.  The  new  station  was  opened  on 
58.5  meters,  using  250  watts.  At  the  time  this 
issue  reaches  our  readers,  May  15,  this  will 
be  increased  to  1,000  watts. 


QUALITY  PLYWOOD 

SHIPPING  CASES 

Backed  by 

Eighteen  years'  successful  manufacturing  experience. 
Virgin  Birch  and  Maple  timber  resources. 
All  new  machinery  equipment. 

No  Increase  in  Price 


Northern 


scatter  Building 


Maine 


Boston,  Mass, 
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Reports  From  Milwaukee  Indicate 
Satisfactory  Volume  of  Business 

Intense  Local  Interest  in  Trip  of  Victor  Record  Girls'  Club  to  the  Victor  Headquarters 
in  Camden,  N.  J, — Affair  Sponsored  by  the  Badger  Talking  Machine  Co. 
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R.T  A  IB  LIE  S 


are 


IFIIT  MAKERS 


THERE  is  only  one  way  that  you  can 
really  appreciate  these  remarkable 
portables.  We  can  tell  you  about  them, 
show  you  pictures  and  explain  the  amazing 
features  that  have  proved  so  sensational, 
but  until  you  have  actually  seen  them  in 
their  beautiful  harmonizing  colors,  until 
you  have  actually  heard  their  music  — 
their  perfect,  full,  deep  volume  in  tone, 
you  cannot  realize  how  fine  they  are. 


Order  your  new  Caswells  now.  Compare 
them  with  any  other  machine  for  work- 
manship, for  mechanical  features,  for  real 
music-making  ability,  for  beauty  of  finish. 
Then  you  will  understand  why  they  lead 
the  field.  Then  you  will  understand  why 
they  are  such  profit-makers.  Take  advan- 
tage of  this  opportunity  while  it  is  fresh 
in  your  mind.  Be  the  first  in  your  com- 
munity to  feature  the  New  Caswell. 


Caswell  Manufacturing  Co.,  10th  and  St.  Paul  Ave.,  Milwaukee,  Wis. 

CASWELL 

"Portable  Phonographs  of  distinction 
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Expensive  Instruments  Have  the 
Call  in  the  Cincinnati  Territory 

Sales  Continue  Brisk  and  the  Entire  Trade  Anticipates  a  Satisfactory  Spring  and  Sum- 
mer Business — New  Victor  Model  Arouses  Interest  of  Trade  and  Public 


Cincinnati,  0.,  May  9.— Leading  dealers  in 
talking  machines  report  that  sales  are  holding 
up  very  well  and  state  that  there  is  an  increas- 
ing tendency  on  the  part  of  buyers  to  choose 
the  more  expensive  models  and  combinations. 
The  great  majority  state  that  there  is  a  grow- 
ing demand  for  portable  machines,  and  prac- 
tically all  report  that  there  is  a  fine  demand 
for  records  at  the  present  time. 

The  Rudolph  Wurlitzer  Co.  has  just  received 
the  new  Victor  No.  8-35,  which  is  a  straight 
Orthophonic,  designed  after  the  style  of  a  low 
bookcase.    It  now  occupies  a  conspicuous  po- 


sition in  one  of  the  store's  show  windows,  and 
it  is  attracting  a  great  deal  of  attention. 

The  M.  W.  Fantle  Co.  has  taken  over  the 
territorial  distribution  of  QRS,  U.  S.  and  Im- 
perial music  rolls,  and  will  carry  a  large  stock 
of  each,  both  popular  and  standard. 

The  Starr  Piano  Co.  has  just  received  the 
new  Style  3  electric  pick-up  machine,  and  three 
or  four  other  models  of  this  instrument  are 
expected  to  arrive  at  an  early  date.  "The  new 
Star  portable  has  already  become  very  popular," 
said"  G.  E.  Hunt,  retail  manager. 

At  the  Biddle  Brunswick  Shop,  which  is  lo- 


A.  G  and  D.  C. 
Tube  Checker 


Jewell 
Pattern  No.  UQ-A 
Radio  Tube 
Checker 


Jewell  commercial  tube  testers  were  the  first  instruments  available  to 
dealers  and  jobbers  for  checking  tubes.  As  the  new  developments  in 
radio  have  brought  new  tubes  having  new  testing  requirements,  Jewell 
has  produced  new  testers  to  meet  the  conditions.  This  is  again  asserted 
in  the  introduction  of  a  counter  tester  for  testing  alternating  turrent  as 
well  as  direct  current  tubes. 

This  checker  Pattern  No.  110-A  has  a  filament  voltmeter,  0-7.5  volt 
range,  and  a  double  scale  milliammeter,  reading  0-10-50  milliamperes. 
The  scales  of  both  instruments  are  sufficiently  long  to  permit  close  read- 
ings, and  therefore,  accurate  results. 

The  checker  operates  on  the  grid  shift  principle,  as  do  all  Jewell 
checkers,  and  requires  only  the  usual  A,  B,  and  C  batteries  to  test  all 
tubes.  Extra  binding  posts  are  provided  for  connecting  additional 
C-battery  as  required  for  power  tube  testing. 

A  special  adapter  is  furnished  for  the  five  prong  A.  C.  tube,  and  also 
one  for  the  UV-199  D.  C.  tube. 

Complete  description  and  prices  of  this  instrument  are  given  in  a 
service  bulletin  No.  1147.    Write  us  for  a  copy. 


"28  Years  Making  Good  Instruments" 


Jewell  Electrical  Instrument  Co* 

1650  Walnut  Street    -    -  Chicago 


cated  in  the  store  of  the  Starr  Piano  Co.,  it 
was  reported  by  H.  O.  Biddle  that  talking  ma- 
chines and  records  are  moving  in  a  way  that 
may  be  described  as  better  than  fair.  The 
Radiola  18,  recently  received,  is  attracting  a 
great  deal  of  attention,  it  was  stated. 

H.  H.  Sellers,  who  for  some  time  has  been 
assistant  to  E.  B.  Daulton,  local  manager  for 
the  Brunswick-Balke-Collender  Co.,  has  been 
transferred  to  the  sales  department,  and  is  now 
covering  the  Columbus,  O.,  district.  Mr.  Sellers 
has  been  succeeded  by  John  Dodson,  who  is  an 
old  Brunswick  man.  The  company  has  just 
added  to  its  list  of  dealers  the  Costner-Knobb 
Co.,  in  Nashville,  Tenn.  "Portable  machines 
are  selling  so  rapidly  that  we  cannot  keep  up 
with  the  orders,"  said  Mr.  Daulton. 

The  George  P.  Gross  Co.  has  added  to  its 
sales  force  two  experienced  men,  these  beim; 
E.  Long  and  W.  L.  Mitchell. 

At  the  store  of  the  William  R.  Graul  Piano 
Co.,  where  the  Columbia-Kolster  line  recently 
has  been  added,  it  was  reported  that  this  in- 
strument is  moving  in  a  satisfactory  way. 

"At  this  time  the  tendency  is  largely  toward 
the  Electrola  types,  but  combinations  are  in 
fairly  good  demand,"  stated  C.  H.  North,  sec- 
retary of  the  Ohio  Talking  Machine  Co.  "Our 
Southern  Series  records  are  in  splendid  de- 
mand, late  ones  being  'Romona'  and  'Tomor- 
row,' by  Gene  Austin,"  stated  Mr.  Bates.  A 
recent  visitor  to  this  concern  was  K.  Innis, 
Victor  representative,  who  reported  conditions 
in  his  territory  as  being  very  encouraging.  He 
had  just  visited  the  newly  opened  Dingman- 
Kellard  Music  Co.  in  Louisville. 

According  to  Miss  Rose  Helberg,  local  man- 
ager of  the  Columbia  Phonograph  Co.,  the  re- 
cent appearance  of  Columbia  artists  in  Cin- 
cinnati, Jan  Garver  and  Moran  and  Mack, 
did  much  to  stimulate  the  sale  of  records  made 
by  them.  "The  demand  for  the  Columbia- 
Kolster  has  been  larger  than  we  even  had 
hoped  for,  and  all  of  our  models  have  been 
moving  well,"  stated  Miss  Helberg. 


David  Sarnoff  Honored 


David  Sarnoff,  vice-president  and  general 
manager  of  the  Radio  Corp.  of  America,  was 
elected  an  honorary  member  of  the  Pratt  In- 
stitute Electrical  Engineering  Alumni  at  the 
April  meeting  of  this  body,  which  is  composed 
of  graduates  who  have  become  prominent  in 
their  chosen  fields.  Mr.  Sarnoff  attended  Pratt 
Institute,  Brooklyn,  N.  Y.,  in  1910,  where  he 
completed  in  one  year  an  electrical  engineering 
course  ordinarily  covering  a  three-year  schedule. 

Among  other  offices  which  he  holds,  Mr. 
Sarnoff  is  president  of  the  newly  formed  Radio- 
marine  Corp.  of  America,  and  the  RCA  Photo- 
phone  Co.,  Inc.,  and  is  a  director  of  the  Na- 
tional Broadcasting  Co.  He  also  holds  an  hon- 
orary degree  of  Doctor  of  Science  from  St. 
Lawrence  University,  is  an  honorary  member 
of  the  Radio  Club  of  America,  and  a  Fellow  of 
the  Institute  of  Radio  Engineers.- 


NEMA  Radio  Warranty 

For  the  protection  of  the  purchaser  of  a 
radio  receiver,  as  well  as  the  protection  of  the 
entire  retail  trade,  the  Radio  Division  of  Na- 
tional Electrical  Manufacturers'  Association  has 
recommended  to  its  members  the  use  of  a  stand- 
ard form  of  warranty. 

"This  manufacturer's  warranty  is  very  similar 
to  the  standard  form  successfully  used  by  the 
automobile  industry  for  many  years,"  says 
Geo.  A.  Scoville,  chairman  of  the  Merchandis- 
ing Council,  Radio  Division.  "Its  use  by  the 
radio  manufacturer  protects  the  purchaser  fi?r 
a  sufficient  time  to  determine  that  the  radio  re- 
ceiver is  not  defective.  It  also  protects  the 
manufacturer,  the  jobber  and  the  dealer  against 
unjustified  claims  and  losses.  It  tends  to  place 
the  radio  industry  on  the  same  basis  as  the  au- 
tomobile industry  in  the  elimination  of  free 
service  after  a  reasonable  lapse  of  time." 


MAJESTIC  FEATURES 
CABINETS 

The  finest  woods  and  the 
finest  workmanship  that 
brains  and  unlimited  re 
sources  can  create.  All  cabi' 
nets  made  in  Majestic' s  own 
great,  modern  cabinet  plants. 

CHASSIS 

Rigid  and  sturdy  through- 
out. Trim  and  beautiful  in 
design,  and  at  the  same  time 
built  to  give  lasting  satisfac 
tion.  All  parts  readily  acces- 
sible. 

POWER 

Majestic  supremacy  in  the 
manufacture  of  electric  radio 
power  is  acknowledged.  All 
power  units  for  the  new  re- 
ceivers designed  for  perform- 
ance of  the  highest  quality, 
under  the  most  exacting  con- 
ditions. 

DYNAMIC  SPEAKER 

Designed  and  manufactured 
in  the  Majestic  plants.  The 
most  rigid  tests  have  demon- 
strated conclusively  its  de- 
pendable construction,  its 
ability  to  withstand  the  most 
severe  shocks,  its  consistent 
high  performance  in  the  face 
of  all  climatic  changes. 


Cabinets,  Dynamic  Speakers,  Chassis, 
Power— Everything  made  from  beginning 
to  end  in  the  six  great  Majestic  Plants. 


To  see  and  hear  these 
new  wonder  radio 
receivers  is  an  expert  I 
ence  that  will  thrill 
you,  no  matter  how 
long  youVe  been  "in 
the  game." 

Majestic  Was  First  to 


MODEL  62 


MODEL  72,  $167.50  LIST 

Seven  tubes,  completely  shielded,  using 
R.F.L.  balanced  circuit,  consisting  of  three 
tuned  radio  frequency  stages  and  a  tuned 
antennae  input  and  audio  power  amplifier. 
Two  171  power  tubes  connected  in  push- 
pull  in  the  power  output  stage.  Single  dial 
control,  supplemented  by  a  secondary  con- 
trol for  obtaining  additional  selectivity 
when  occasion  demands.  Volume  control 
instantaneous  in  action.  In  beautiful  wal- 
nut cabinet  with  front  panels  and  doors  of 
matched  burl  walnut,  complete  with  Ma- 
jestic electric  power  unit  and  Majestic  dyna- 
mic power  speaker. 


$90 


50 


MODEL  62,  $99.50  LIST 

Seven  tubes,  completely  shielded,  using  R.F.L.  balanced  circuit,  consist- 
ing of  three  tuned  radio  frequency  stages  and  a  tuned  antennae  input 
and  audio  power  amplifier.  Two  171  power  tubes  connected  in  push- 
pull  in  the  power  output  stage.  Single  dial  control,  supplemented  by  a 
secondary  control  for  obtaining  additional  selectivity  when  occasion 
demands.  Volume  control  instantaneous  in  action.  In  beautiful  walnut 
cabinet  with  front  panel  of  matched  burl  walnut,  complete  with  Majestic 
electric  power  unit. 


Prices  Slightly  Higher  West  of  Rocky  Mts. 

The  Majestic  name  and  products 
are  already  known  to  millions* 
Our  new  high^pressure  advertise 


IRADi© 


Inat  explains  the  astounding  prices— 
ut  the  quality,  performance,  and  tonal 
tagnificence  must  be  seen  and  heard. 


uild  higlvquality  low 
riced  electric  radio 
ower  to  suit  every 
me's  desire  and  purse. 

lajestic  is  First  to  of' 
;r  the  world's  finest 
idio,  at  the  world's 
>west  prices. 


1 


MODEL  71,  #137.50  LIST 

Seven  tubes,  completely  shielded, 
using  R.F.L.  balanced  circuit,  con- 
sisting of  three  tuned  radio  fre- 
quency stages  and  a  tuned  an- 
tennae input  and  audio  power 
amplifier.  Two  171  power  tubes 
connected  in  push-pull  in  the 
power  output  stage.  Single  dial 
control,  supplemented  by  a  second- 
ary control  for  obtaining  additional 
selectivity  when  occasion  demands. 
Volume  control  instantaneous  in 
action.  In  beautiful  walnut  cabinet 
with  front  panels  of  matched  burl 
walnut,  complete  with  Majestic 
electric  power  unit  and  Majestic 
dynamic  power  speaker. 


MAJESTIC  FEATURES 
SIMPLICITY 

Majestic  receivers  are  true 
one'dial  sets  and  are  so  corv 
structed  that  a  child  may  se' 
cure  remarkable  results  over 
the  entire  range  of  stations. 

SENSITIVITY 

An  outstanding  feature  that 
has  amazed  even  veteran 
radio  engineers.  Under  actual 
tests,  in  comparison  with 
every  leading  make  of  set,  no 
matter  what  the  price  or 
number  of  tubes,  Majestic 
has  "■ou^picked"  and  "out' 
distanced"  anything  on  the 
market. 

TONE 

Majestic  receivers  reveal  a 
fidelity,  breadth,  and  mag- 
nificence of  tone  without  dis- 
tortion, that  will  thrill  you. 
Both  high  and  low  notes  of 
all  broadcast  auditions  faith' 
fully  reproduced. 

PRICES 

Majestic  prices  speak  for 
themselves.  Stated  briefly, 
comparison  will  show  them 
the  highest'quality  receivers 
in  the  world  for  the  least 
money. 


MODEL  61 


Prices  Slightly  Higher  West  of  Rocky  Mts. 

ing,  now  about  to  start  on  Majes- 
tic receivers  will  penetrate  every 
city,  town  and  hamlet  in  America* 


MODEL  61,  #85.00  LIST 

Seven  tubes,  completely  shielded,  using  R.F.L.  balanced  circuit,  consist- 
ing of  three  tuned  radio  frequency  stages  and  a  tuned  antennae  input 
and  audio  power  amplifier.  Two  171  power  tubes  connected  in  push- 
pull  in  the  power  output  stage.  Single  dial  control,  supplemented 
by  a  secondary  control  for  obtaining  additional  selectivity  when  occa- 
sion demands.  Volume  control  instantaneous  in  action.  In  beautiful 
walnut  cabinet  with  front  panel  of  matched  burl  walnut,  complete  with 
Majestic  electric  power  unit. 


$85 


oo 


★ 


★ 


DISTRIBUTORS 


Harry  Alter  &  Company 
Chicago,  Illinois 

Badger  Radio  Corporation 
Milwaukee,  Wisconsin 

Benwood-Linz,e  Company 
St.  Louis,  Missouri 

Capitol  Electric  Company 
Indianapolis,  Indiana 

Chapin-Owen  Company 
Rochester,  New  York 

Cooper-Louisville  Company 
Louisville,  Kentucky 

Detroit  Electric  Company 
Detroit,  Michigan 

E.  S.  6s?  E.  Co. 

Albany,  &  Buffalo,  New  York 

Fobes  Supply  Company 
Portland,  Oregon 

Fobes  Supply  Company 
Seattle,  Washington 

Fobes  Supply  Company 
Spokane,  Washington 

Harger  6?  Blish 
Des  Moines,  Iowa 

Hamburg  Brothers 

Pittsburgh,  Pennsylvania 

Harbour-Longmire  Co. 

Oklahoma  City,  Oklahoma 

Hieb  Radio  Supply  Company 
Marion,  South  Dakota 

Holmes  &  Crane 
Oakland,  California 

Horrocks'Ibbotson  Company 
Utica,  New  York 

Kimball-Upson  Company 
Sacramento,  California 


K.  W.  Radio  Company 

New  York  City,  New  York 

D.  W.  May,  Inc. 

Newark,  New  Jersey 

North  American  Auto  Supply  Co. 
Cleveland,  Ohio 

North  American  Radio  Corp. 
New  York  City,  New  York 

North  Ward  Radio  Co. 
Newark,  New  Jersey 

Peirce-Phelps,  Inc. 

Philadelphia,  Pennsylvania 

Penn  Phonograph  Company,  Inc. 
Philadelphia,  Pennsylvania 

F.  D.  Pitts  Company 
Boston,  Massachusetts 

R.  S.  Proudfit  Company 
Lincoln,  Nebraska 

Roycraft  Company,  The 
Minneapolis,  Minnesota 

Radio  Equipment  Company 
Dallas,  Texas 

Radio  Equipment  Co. 
South  Bend,  Indiana 

Roberts-Toledo  Company 
Toledo,  Ohio 

Shaw's  Incorporated 

Charlotte,  North  Carolina 

Specialty  Service  Corporation 
Brooklyn,  New  York 

Sterling  Radio  Company,  The 
Kansas  City,  Missouri 

Stern  6?  Company 

Hartford,  Connecticut 

Fredk.  H.  Thompson  &  Company 
San  Francisco,  California 


'-Distribution  arrangements  in  sections  not  covered  above  will  be  announced  later. 


Ready  To 

Serve  You 


Gri£sbu-Gr  unow  Companu  4540 Armita£e  Av. 

O.  J  CHICAGO  ° 
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Al  Jolson  Records       A.  K.  Dealers  Meet      Columbia  Spanish 
His  "Mammy"  Song  in  Atlantic  City      Catalog^Are  Issued 


Renewed  Popularity  of  Song  Created  by 
Vitaphone  Production,  "The  Jazz  Sing- 
er," Resulted  in  New  Brunswick  Re- 
cording— Wide  Sale  Is  Expected 

Because  of  the  renewed  popularity  of  Al  Jol- 
son's  "Mammy"  song,  created  through  the 
Vitaphone  production  of  "The  Jazz  Singer," 
one  of  the  most  successful  movies  in  the  his- 


Dealer  Aid  for  Al  Jolson  Record 


tory  of  the  screen,  the  Brunswick-Balke-Collen- 
der  Co.  has  just  recorded  this  tune,  made  fa- 
mous by  Al  Jolson  several  years  ago.  The 
reverse  side  is  "Dirty  Hands!  Dirty  Face!"  an- 
other song  made  popular  by  Jolson. 

It  is  rather  interesting  to  note  that  although 
Al  Jolson  has  become  indelibly  associated  with 
"Mammy  Songs"  and  recognized  as  the  greatest 
singer  of  ballads  of  that  type,  this  is  the  first 
record  ever  made  of  the  song,  "Mammy,"  itself. 

The  actual  recording  was  done  under  most 
unusual  circumstances.  While  Al  Jolson  was 
in  Chicago  for  his  phenomenal  $40,000  four- 
week  engagement  with  "A  Night  in  Spain," 
Jack  Kapp,  one  of  the  Brunswick  recording 
officials,  arranged  for  the  recording  of  these 
two  famous  songs.  Because  of  Mr.  Jolson's 
engagements,  it  was  necessary  that  the  record- 
ing be  done  after  the  evening  performance, 
and  the  occasion  was  of  such  great  moment 
that  the  Brunswick  recording  laboratories  were 
temporarily  converted  into  a  meeting  place  of 
the  elite.  Nearly  all  of  the  prominent  theat- 
rical stars  playing  in  Chicago,  and  some  of  the 
society  folk,  turned  out  for  the  great  event. 

It  was  a  most  impressive  scene  while  Abe 
Lyman's  Orchestra,  who  were  engaged  to  accom- 
pany Jolson  on  the  record,  and  who,  incidental- 
ly, are  now  the  hit  of  the  Chicago  edition  of 
"Good  News"  were  taking  their  places,  and  Al 
breezed  into  the  laboratories  with  his  charac- 
teristic and  infectious  energy,  the  atmosphere 
became  immediately  charged  with  the  electricity 
of  Jolson's  personality  and  enthusiasm. 

The  stage  was  set,  and  the  recording  engi- 
neers buzzed  the  signal  that  they  were  ready. 
The  red  light  indicating  that  the  needle  was 
on  the  wax  was  turned  on,  and  Jolson  began 
to  sing.  It  was  not  a  Jolson  style  adopted 
temporarily  for  recording,  but  the  real  Al  Jol- 
son as  the  audiences  of  the  world  know  him. 
He  sang  "Mammy"  as  it  has  never  been  sung 
before.  He  wrung  his  hands,  did  his  dance 
steps  and  walked  up  and  down  before  the 
"mike,"  and  all  the  while,  not  only  the  voice, 
but  the  personality  that  has  made  him  the 
world's  greatest  entertainer,  and  which  at  that 
moment  was  predominating  the  recording  stu- 
dio, was  being  engraved,  indelibly  on  the  wax. 
Only  the  stern  looks  of  the  recording  direc- 
tors could  prevent  the  assembled  watchers 
from  applauding  at  the  end. 

The  record  is  now  released  on  Brunswick  as 
No.  3912,  and  its  advance  sales  already  indicate 
that  the  thousands  of  Jolson  admirers  are  ap- 
preciating it  as  a  recording  masterpiece  of  a 
master's  work.  Included  in  the  Brunswick  an- 
nouncement to  dealers  regarding  this  record  is 
a  letter  from  Jolson  telling  of  the  recording  of 
the  number. 


Louis  Buehn  Co.,  Philadelphia  Atwater 
Kent  Distributor,  Entertains  South  Jer- 
sey Dealers — Increased  Business 


Atlantic  City,  N.  J.,  May  7. — Atwater  Kent 
dealers  from  this  city  and  nearby  points  re- 
cently met  for  a  brief  business  session  and 
dinner  at  the  Hotel  Ambassador  as  guests  of 
the  Louis  Buehn  Co.,  wholesale  distributor  of 
Philadelphia,  Pa.  Russell  E.  Hunting,  sales 
manager,  conducted  the  meeting.  J.  A.  Prestele, 
district  manager  of  the  Atwater  Kent  Mfg.  Co., 
reported  that  the  volume  of  business  in  Phila- 
delphia and  south  Jersey  territory  had  shown 
a  6  per  cent  increase  during  the  last  twelve 
months  as  compared  with  the  previous  year. 


The  Hughes  Electric  Co.,  of  Syracuse,  N.  Y., 
recently  filed  a  petition  in  bankruptcy.  The 
firm  handled  radio  receiving  sets. 


Record  Supplements  and  Consumer  Lit- 
erature on  Columbia  Products  Issued 
for  Benefit  of  Spanish-Speaking  Trade 


The  export  department  of  the  Columbia 
Phonograph  Co.  recently  issued  a  number  of 
record  supplements  and  consumer  literature 
regarding  Viva-tonal  phonographs  for  the  Span- 
ish-speaking trade.  The  literature  includes  a 
complete  catalog  of  Columbia  celebrity  records, 
two  supplements  of  recently  recorded  electric 
discs,  a  folder  describing  and  illustrating  the 
complete  Viva-tonal  phonograph  line,  and  two 
leaflets,  one  devoted  to  the  Columbia  Viva-tonal 
portable,  model  No.  130,  and  the  other  to  the 
Harmony  table  model  No.  5. 


William  A.  Blank  has  been  appointed  as  re- 
ceiver in  the  bankruptcy  of  Sigmund  Halperin, 
music  dealer,  of  Brooklyn,  N.  Y. 


RADIO  CABINETS 

BY 

Superior  of  Muskegon 


Five  years  ago  radio  authorities  said  "Sell 
in  front  of  the  panel."  Today  the  trade 
watchword  is  "Sell  your  prospect  radio  fur- 
niture." With  the  advent  of  the  small,  com- 
pact, self-contained  radio  receiver  comes 
SUPERIOR  radio  furniture  in  which  to 
house  it,  to  help  clinch  the  sale,  to  more  than 
balance  the  sales  loss  encountered  through 
the  decrease  in  demand  for  batteries  and 
eliminators. 

SUPERIOR  will  continue  the  policy  es- 
tablished in  1927 — the  building  of  high  qual- 
ity radio  cabinets  at  moderate  prices.  Our 
1928  line  is  far  more  attractive  in  design 
and  incorporates  entirely  new  and  original 
features.  Each  SUPERIOR  cabinet  will  be  an 
attractive  addition  to  the  living  room  of 
any  home  and  is  built  to  accommodate  all  of 
the  new  1928  radio  receivers. 

Visit  our  display  booths  112,  113  and  114 
at  the  Second  R.M.A.  Trade  Show, 
Hotel  Stevens.  Chicago,  June  11-15,  192<? 


Look  for  <P^TRadioCabineis*  J§cN  This  Label 


SUPERIOR  CABINET  COMPANY 

MUSKEGON  MICHIGAN 

Studner  Bros.,  Inc.,  67  W.  44th  Street,  New  York  City,  Sales  Representatives 
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Showers  Bros.,  Inc.,      Radio  Stocks  in  Marketing  New  Filmo 

Plans  for  Busy  Year         Hands  of  Dealers   Camera  for  Amateurs 


Plants  Controlled  by  Company  Cover  126 
Acres — Powel  Crosley,  Jr.,  Approves  of 
the  1928  Cabinet  Designs 

The  trade  undoubtedly  will  be  interested  in 
the  far-reaching  plans  of  Showers  Bros.,  Inc., 
Bloomington,  Ind.,  the  largest  manufacturer  of 
furniture  in  the  world  and  well  known  through- 


Survey  Made  by  Electrical  Equipment 
Division  of  Bureau  of  Foreign  and  Do- 
mestic Commerce  and  NEMA 


Showers  Bros.  Main  Plant  at  Bloomington,  Ind. 

out  the  industry  as  one  of  the  foremost  makers 
of  radio  cabinets.  The  plants  controlled  by  this 
company  cover  126  acres  of  ground,  and  in  addi- 
tion to  the  Bloomington,  Ind.,  and  Burlington, 
la.,  plants  illustrated  herewith,  they  also  own 
large  factories  at  Bloomfield,  Ind.,  and  a  kitch- 
en cabinet  plant  at  Bloomington. 

The  1928  Showers  Bros,  cabinet  designs  have 
already  been  approved  by  Powel  Crosley,  Jr., 
as  ideally  adaptable  for  his  receivers.  Showers 
Bros,  are  now  celebrating  their  sixtieth  anni- 
versary, and  an  extensive  experimental  labora- 
tory is  under  construction  for  the  development 


Showers  Bros.  Burlington,  la. 

of  radio  cabinet  and  furniture  designs  and  the 
perfection  of  the  most  advanced  manufacturing 
methods. 

The  radio  department  is  under  the  direction 
of  C.  A.  Cauble,  well  known  throughout  cabi- 
net manufacturing  circles,  and  among  the  sales 
representatives  are  Bob  Thompson,  Jimmie 
Woods,  Don  MacKenzie  and  Pete  Hawley.  The 
sales  organization  is  now  getting  ready  for  a 
record-breaking  year  in  radio  furniture,  and  the 
outlook  is  excellent. 


The  Electrical  Equipment  Division  of  the 
Bureau  of  Foreign  and  Domestic  Commerce, 
in  co-operation  with  the  Radio  Division  of  the 
National  Electrical  Manufacturers'  Association, 
recently  compiled  fig- 
ures showing  stocks 
of  radio  receivers  and 
equipment  in  the 
hands  of  radio 
dealers.  On  January 
1,  1928,  there  were 
62,778  battery  oper- 
ated sets  as  against 
65,921  on  October  1,  1927,  and  25,584  AC  oper- 
ated sets  as  against  6,987;  on  January  1,  1928. 
there  were  74,771  ordinary  loud  speakers  as 
against  63,861  on  October  1,  and  3,054  ampli- 
fied loud  speakers  as  against  3,280. 

Storage    battery    stocks    showed    42,500  on 
January  1,  1928,  and  52,242  on  October  1,  1927; 
dry  batteries   (45-volt),  226,835  on  January  1, 
1928,  and  246,134  on  October  1,  1927;  power 
units  and  eliminators:  "A"  with  storage  bat- 
teries, 8,536  on  January  1,  1928,  and  9,370  on 
October  1,  1927;  "A"  without  storage  batteries, 
7,169  on  January  1,  1928,  and  3,935  on  October 
1,  1927;  "B"  with  or 
.without    "C,"  20,882 
on   January    1,  1928, 
and  17,252  on  Octo- 
ber 1,  1927,  and  "A" 
and    "B"  combined, 
13,166  on  January  1, 
1928,    and    10,775  on 
October  1,  1927. 
Receiving  tube 


Plant 


stocks  were  reported  as  follows:  dry  battery, 
144,210  on  January  1,  1928,  and  118,044  on  Octo- 
ber 1,  1927;  storage  battery,  378,596  on  January 
1,  1928,  and  376,517  on  October  1,  1927;  AC, 
115,004  on  January  1,  1928,  and  29,278  on  Octo- 
ber 1,  1927;  rectifying  tubes:  high  voltage  for 
"B,"  28,644  on  January  1,  1928,  and  25,776  on 
October  1,  1927;  low  voltage  for  "A,"  11,169  on 
January  1,  1928,  and  10,432  on  October  1,  1927. 
The  approximate  annual  volume  of  radio  busi- 
ness is  placed  at  $90,785,050. 


Bell  &  Howell  Co.'s  New  Product  Is  Light 
and  Compact — Designed  for  Outing  Use 

The  Bell  &  Howell  Co.,  Chicago,  manufac- 
turer of  Filmo  motion  picture  cameras,  projec- 
tors and  accessories,  recently  announced  a  new 
amateur  model  known  as  Filmo  "75,"  which  re- 
tails at  $120,  including  a  leather  carrying  case, 
a  price  one-third  lower  than  Filmo  "70,"  the 
original  Filmo. 

Lightness  and  compactness  are  features  which 
recommend  the  new  Filmo  "75"  for  general, 
sport,  vacation  and   outing  use,  for,   since  it 


New  Filmo  Camera  Model  "75" 

is  slim  and  flat,  it  may  be  slipped  into  a  coat 
pocket  between  shots.  The  camera  weighs 
three  and  one-half  pounds,  and  its  size  is  1*4  inch 
by  4  inches  by  8%  inches.  The  spyglass  viewfinder 
is  concealed  within  the  frame,  and  the  winding 
key,  permanently  attached,  folds  flat  against  the 
side  of  the  camera,  having  a  ratchet  device  per- 
mitting winding  like  a  watch.  Only  one  hand 
is  needed  to  hold  and  operate  the  Filmo  "75," 
since  the  starting  button  is  located  on  the  front 
plate  beneath  the  lens,  where  the  index  finger 
naturally  falls  when  the  camera  is  held  to  the 
eye.  The  Filmo  is  finished  in  filigreed  wear- 
proof metallic  covering,  available  in  a  choice 
(if  three  colors,  silver  birch,  ebony  black  and 
walnut  brown.  Regular  equipment  includes  a 
sturdy,  genuine  pebbled  leather  carrying  case, 
with  suitcase  style  handle  and  shoulder  strap, 
20  mm.  F  3.5  Taylor-Hobson  Cooke  anastigmat 
universal  focus  lens  and  a  carefully  calculated 
exposure  chart. 

Other  details  include  a  safety  lock  on  the 
starting  lever,  instant  interchangeability  of 
lenses,  viewfinder  adjustable  to  the  angle  of 
vision  of  every  alternative  lens,  without  need 
for  auxiliary  matched  viewfinder  lenses,  an  up- 
right viewfinder  image  as  seen  through  binocu- 
lars, elimination  of  the  necessity  of  lubrication 
for  two  years,  operating  speed  of  sixteen  ex- 
posures per  second,  capacity  of  100  feet  16 
mm.  film,  twin-spring  units  of  highest  grade, 
imported  Swedish  steel  with  driving  capacity 
of  twenty  feet  of  film'  per  winding,  extremely 
simple  daylight  loading,  shuttle  film  movement 
of  utmost  precision  of  registration,  aperture  and 
gate  of  stainless  steel  mirror  polished,  easy  re- 
moval of  gate  for  cleaning,  accurate  film  foot- 
age dial  and  ample  protection  for  all  of  the 
working  p*arts. 

The  new  Filmo  "75,"  the  manufacturer  states, 
does  not  in  any  way  replace  the  original 
Filmo  "70,"  which  contains  a  number  of  fea- 
tures not  found  on  Filmo  "75"  and  which  will 
be  produced  in  the  future  as  in  the  past. 


The  Kenney  Music  Co.,  Huntington,  W.  Va., 
carrying  a  complete  line  of  musical  instru- 
ments, including  the  Orthophonic  Victor  line, 
recently  moved  to  new  and  larger  quarters  at 
319  Ninth  street.  The  new  store  opened  with 
appropriate  ceremonies. 
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****  R-B-M 

OLTAGE 
REGULATOR 


List  Price  $10 


SLIGHTLY  HIGHER  WEST  OF  THE  ROCKIES     25  CYCLE  TYPE  EXTRA 


IN  ORDER  to  obtain  100%  results  in  the  way 
of  tone  quality,  volume,  distance,  and  even 
more  important  than  this,  to  get  satisfactory 
life  out  of  A.C.  tubes,  an  R-B-M  VOLTAGE 
REGULATOR  is  an  absolute  necessity  on  every 
A.C.  set.  This  device  is  guaranteed  to  deliver  the 
correct  voltage  to  your  set  regardless  of  your  line 
voltage,  the  make  of  your  set,  or  the  number  of 
A.C.  tubes  that  it  uses.  It  is  small,  compact, 
beautifully  finished,  and  attaches  to  your  radio  set 
in  just  a  few  seconds'  time.  It  does  not  require 
the  use  of  any  tools  or  the  connecting  of  any 
wires,  other  than  plugging  it  into  the  light  socket. 
No  rheostats  or  voltmeters  required  with  this  de- 
vice. It  does  not  waste  or  consume  any  current, 
nor  heat  up. 

How  it  works 

The  R-B-M  VOLTAGE  REGULATOR  will 
deliver  110  volts  to  your  A.C.  set  no  matter 
whether  your  line  voltage  is  90  volts  or  130  volts 
or  at  some  point  in  between.  By  delivering  the 
proper  voltage  at  all  times  to  your  set,  it  will 
give  you  the  maximum  efficiency  in  the  operation 
of  your  receiver  since  it  will  always  burn  your 
A.C.  tubes  at  the  voltage  for  which  they  were 
designed  to  give  the  best  results.  In  districts 
where  the  line  voltage  is  exceedingly  high,  it  will 
prolong  the  life  of  your  A.C.  tubes  to  their  rated 
number  of  hours.    On  the  other  hand,  where  the 

R-B-M  MANUFACTURING  CO. 

Logansport,  Indiana 


line  voltage  runs  as  low  as  90  volts,  this  device 
enables  you  to  get  all  of  the  kick  and  volume 
out  of  your  set  because  it  will  boost  the  voltage 
up  to  the  right  point  for  which  the  set  was 
designed,  viz.:  110  volts.  Thus  you  never  have  to 
worry  about  ruined  reception  due  to  low  voltage 
which  is  very  common  in  many  districts. 

Sell  it  over  the  counter 

Think  what  it  means  when  one  of  your  customers  comes  in 
with  a  burned  out  A.C.  tube.  Immediately  you  sell  him  this 
device  right  over  the  counter.  Your  customer  can  install  it 
just  as  efficiently  as  you  can.  It  does  not  require  the  use  of 
a  service  man.  voltmeter,  or  any  tools  to  install  it.  Once  set 
for  the  proper  voltage  there  is  nothing  to  get  out  of  order. 
You  not  only  make  a  profit  on  the  sale  of  this  device  but  it 
means  satisfied  customers  and  no  more  free  service  calls  due  to 
burned  out  A.C.  tubes.  The  R-B-M  VOLTAGE  REGU- 
LATOR is  fully  covered  by  patent  applications. 

DEALERS:  If  your  jobber  cannot  supply  you  with  R-B-M 
VOLTAGE  REGULATORS,  write  us  direct. 

MANUFACTURERS  desiring  to  equip  their  sets  with  this 
voltage  regulator  will  receive  special  attention. 

I  R-B-M  Manufacturing  Co.,  IS  Sixth  Street, 

■  Logansport,  Indiana. 

1  Send  to  me  by  return  mail  full  details  regarding-  \ 

■  the  new  R-B-M  Voltage  Regulator.    My  Jobber  is :  | 

I  (Jobber's  Name)  B 

I     Name    I 

!     Address    ' 


I  City 

s  


Stan 


2 
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Yesterday  •  •  • 
today  .  •  •  tomorrow 


ATWATER  KENT  showed  the  world  the 
advantage  of  compactness  in  a  radio 
set  —  and  Atwater  Kent  dealers  made 
money. 

Atwater  Kent  cut  the  dials  from 
three  to  one — and  AGAIN  Atwater  Kent 
dealers  made  money. 

Atwater  Kent  found  the  easiest, 
simplest,  best  way  of  utilizing  power 
from  the  light  socket  —  and  AGAIN 


The  enormous  success  of  our  self- 
contained  A.  C.  set  is  only  one  of  a  series 
of  consistent  successes  that  have  come 
to  the  dealers  who  have  handled  our 
radio  year  after  year. 

The  story  of  Atwater  Kent  Radio  is 
written  in  the  prosperity  of  the  mer- 
chants who  sell  it. 

They  don't  merely  hope  this  year 
will  be  a  good  year.  They  know — from 


Atwater  Kent  dealers  are  making  money.  experience 


Atwater  Kent  Radio  Hour  every  Sunday  night 
on  19  associated  stations 

One  Dial  Receivers  licensed  under  U.S.  Patent  1,014,002 
Prices  slightly  higher  West  of  the  Rockies 


ATWATER  KENT  MANUFACTURING  CO.,  A.  Atwater  Kent,  Pres.,  4725  Wissahickon  Ave.,  Philadelphia,  Pa. 
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RADIOS 

BEST 
SELLER 


Model  E  Radio 
Speaker,  $24 

Radio's  truest  voice. 
All  parts  protected 
against  moisture. 
Comes  in  a  variety  of 
beautiful  color  combi- 
nations. 


Model  38, 
without  tubes,  $125 

An  extra  powerful  A.C.  set  of  par- 
ticular value  where  distance  get- 
ting or  maximum  daylight  reception  is  essential 
or  an  inside  antenna  is  necessary.  Beautiful 
tone  quality.  Unusual  selectivity.  Uses  seven 
A.C.  tubes  and  one  rectifying  tube. 
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Col.  C.  M.  Tichenor 
Is  With  Kellogg  Co. 

Appointed  Works  Manager  of  Kellogg 
Switchboard  &  Supply  Co.,  Chicago — 
Wide  Manufacturing  Experience 

The  Kellogg  Switchboard  &  Supply  Co., 
Chicago,  manufacturer  of  Kellogg  AC  radio  re- 
ceivers, AC  tubes,  telephone  equipment  and 
automotive  apparatus,  recently  announced  the 


Col.  C.  M.  Tichenor 

appointment  of  a  new  works  manager,  Col. 
C.  M.  Tichenor.  Col.  Tichenor  joins  the 
Kellogg  Co.  with  a  wide  background  of  manu- 
facturing experience  gained  in  the  electrical 
and  automotive  industries. 

As  a  young  man  Col.  Tichenor  held  his  first 
executive  position  with  the  Roberts  Motor  Co., 
Clyde,  O.,  where  he  was  superintendent.  Later 
he  was  superintendent  and  divisional  chief  en- 
gineer of  the  Maxwell  Motor  Co.,  Detroit. 
When  the  Gray-Davis  Co.,  Boston,  Mass.,  was 
organized  to  produce  automobile  lighting  and 
starting  equipment,  Col.  Tichenor  was  made 
sales  manager  of  the  manufacturers'  division, 
and  later  was  placed  in  complete  charge  of 
manufacturing  and  mechanical  engineering. 

Col.  Tichenor  made  an  exceptional  service 
record  during  the  war.  As  a  captain  in  the 
Signal  Corps  he  was  made  chief  of  aircraft 
engine  inspection  with  headquarters  in  Wash- 
ington. During  this  activity  he  directed  the 
inspection  of  all  airplane  motor  manufacturing- 
plants  making  government  motors.  Late  in 
1917  Captain  Tichenor  was  made  lieutenant- 
colonel  in  the  Signal  Corps,  at  which  time  he 
and  Col.  Henry  B.  Joy  mobilized  and  trained 
14,000  skilled  mechanics  to  assist  the  French 
army.  Having  completed  this  task  he  was 
given  the  tremendous  task  of  mobilizing  and 
training  the  personnel  for  the  American  air- 
plane assembly  base  at  Romorantin,  France.  In 
addition  to  mobilizing  the  personnel  he  was 
also  responsible  for  laying  out  and  planning  the 
buildings  and  equipment  for  this  important 
base.  Later  he  was  made  chief  of  the  aircraft 
armament  section  which  had  to  do  with  the 
furnishing  of  machine  guns,  bombs,  bomb  drop- 
ping apparatus  and  fighting  equipment  for  all 
airplanes  in  the  war  service. 


Upon  leaving  the  service  Col.  Tichenor  was 
connected  with  the  G.  W.  Goethals  Engineering 
Co.,  New  York  City,  and  later  was  in  charge 
of  the  operating  end  of  the  Pierce-Arrow  and 
Rickenbacker  Motor  companies.  Col.  Tichenor 
has  a  very  wide  acquaintance  in  the  automotive 
industry,  and  his  many  friends  will  be  glad  to 
learn  of  his  new  connection.  For  the  Kellogg 
Co.  he  will  direct  the  entire  -  production  and 
manufacturing  procedure. 


Buckingham  Moving 
to  Larger  Quarters 

500  Per  Cent  Increase  in  Space  Results 
From  Move  by  Chicago  Manufacturer 
of  Radio  Receiving  Sets 


The  Buckingham  Radio  Corp.,  well-known 
Chicago  manufacturer  of  radio  sets,  is  moving 
its  offices  and  factory  from  25  East  Austin 
avenue  to  440  West  Superior  street.  The  new 
factory  location  will  increase  past  production 
facilities  five  times. 

Extensive  installation  of  special  machinery 
and  equipment  for  the  manufacture  and  finish- 
ing of  all  component  parts  and  materials  used 
in  the  Buckingham  radio  receivers  is  being 
rushed  to  completion.  Production  on  a  com- 
plete line  of  new  alternating  current  models  will 
be  in  full  swing  by  the  latter  part  of  May. 
Anticipation  of  a  big  demand  for  Buckingham 
products  has  necessitated  not  only  a  general 
expansion  of  manufacturing  programs  and 
equipment  but  additions  to  personnel  as  well. 

Paul  McK.  Deeley,  for  a  number  of  years 
chief  engineer  of  the  Electrical  Research 
Laboratories,  has  joined  the  Buckingham 
organization  in  the  capacity  of  assistant  to  the 
president,  and  in  charge  of  sales.  Mr.  Deeley 
has  been  actively  connected  with  the  radio  in- 
dustry since  about  1915,  and  brings  -to  the 
Buckingham  organization  a  world-wide  fund  of 
experience  in  radio  engineering,  factory  pro- 
duction and  management,  sales  and  advertising. 


Condenser  Pick-Up  for 

Phonograph  Reproduction 


Among  the  several  radio  novelties  which  at- 
tracted the  attention  of  William  Dubilier,  well- 
known  condenser  engineer  and  manufacturer 
during  his  recent  trip  abroad,  is  the  condenser 
pick-up  or  reproducer  developed  by  the  British 
Dubilier  organization.  This  pick-up,  which 
may  be  employed  to  reproduce  any  standard 
phonograph  disc  record,  makes  use  of  the  prin- 
ciple of  variable  dielectric  and,  therefore,  vari- 
able capacitance,  following  the  vibrations  of  the 
usual  needle  tracing  the  record  groove.  The 
condenser  pick-up  is  connected  with  the  usual 
detector  tube,  thereby  causing  the  varying  ca- 
pacity to  affect  the  grid  and  the  plate  circuits 
much  after  the  fashion  of  radio  signals. 


Invents  Phono-Radio 


D.  A.  Gilliom,  piano  tuner,  of  Decatur,  Ind., 
announces  a  combined  talking  machine  and 
radio  on  the  constructive  principle  of  which 
he  has  secured  patents. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3-ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 


MADE  BY 


Let    us    figure   on    your  requirement* 


PLYWOOD  CORPORATION,      Goldsboro,  N.  C. 


Mills  in  Va.(  N.  C.  and  S.  C. 


Popular  Artist  Makes 
Brunswick  Recording 

Arnold  Johnson,  Well-known  Orchestra 
Leader,  Relinquishes  Other  Interests  to 
Resume  His  Musical  Activities 


"I'm  Riding  to  Glory"  is  the  title  on  the  first 
Brunswick  record  by  Arnold  Johnson  and  His 
Orchestra  to  be  released  after  his  long  absence 
from  the  music  field.  Arnold  Johnson  will  be 
remembered  as  one  of  the  outstanding  orches- 
tra leaders  of  a  few  years  ago  who  left  the 


Arnold  Johnson 

music  world  for  other  ventures,  but  the  lure 
was  too  great,  and  he  is  back  again  with  a 
new  organization  of  young  men. 

Johnson's  aggregation  of  arrangers,  musicians 
and  singers  numbers  sixteen  and  he  has  gone 
to  great  pains  to  make  his  return  to  Brunswick 
records  an  event.  Arnold  Johnson  and  His 
Orchestra  are  "packing  them  in"  nightly  at  the 
Park  Central  Hotel,  in  New  York,  where  they 
furnish  the  music  for  the  dinner  hour,  and  the 
orchestra  is  also  a  weekly  feature  of  radio 
station  WEAF. 


New  Record  Company 

Gramophone  Records,  Ltd.,  has  been  formed 
in  London,  Eng.,  with  a  capital  of  £265,000. 
According  to  the  prospectus  the  company  will 
produce  electrically  manufactured  records  play- 
ing twice  as  long,  size  for  size,  as  any  standard 
record.  Its  six-inch  record  will  be  equal  in 
playing  time  to  any  ten-inch  standard  record 
at  present  on  the  market.  Arrangements  have 
been  made  with  Ebonestas  Insulators,  Ltd.,  for 
the  manufacture  and  pressing  of  200,000  discs 
per  month,  so  that  no  capital  will  need  to  be 
expended  in  factories  or  plant.  Exclusive  con- 
tracts are  being  arranged  with  well-known 
bands  and  artists.  The  company's  director  of 
music  will  be  Lieutenant-Colonel  J.  Mackenzie 
Rogan,  C.V.O.  An  issue  has  been  made  of 
400,000  ordinary  shares  of  ten  shillings  each,  and 
of  400,000  deferred  shares  of  one  shilling  each, 
both  at  par. — Music  Trades  Review,  London, 
Eng. 


Reduces  Tube  Prices 


Reductions  in  list  prices  of  several  types  of 
Perryman  tubes  were  recently  announced  by 
H.  B.  Foster,  general  sales  manager  of  the 
Perryman  Electric  Co.,  New  York.  The  new 
prices  are  as  follows:  PA-112A,  now  $3; 
PA-171A,  $.5;  PA-226,  $2.50;  TA-227,  $5;  PR-280, 
$4.50. 


MICA  DIAPHRAGMS 

For  Loud  Speaker*  and  Talking  Machines 
RADIO  MICA 

American  Mica  Works 

47  West  Str—t  Mow  York 
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Announcin 


NEW  YORK 
LOS  ANGELES 


CHICAGO 


MICHIGAN  CITY 
SAN  FRANCISCO 


KARPEN 

FURNITURE 

CHICAGO-NEW  YORK 


RADIO  CABINETS 


HE  House  of  Karpen,  makers  of  the  highest  grade 
of  fine  furniture  for  the  past  45  years,  after  a 
period  of  careful  research  and  preparation,  pre- 
sent their  complete  line  of  radio  cabinets. 

Consumers  will  welcome  the  opportunity  of  purchasing 
radio  receiving  sets  equipped  with  cabinets  manufactured 
in  the  Karpen  factories. 

Consistent  national  advertising  coupled  with  character 
of  design,  finish  and  construction  have  built  prestige 
which  offers  sales  potentialities  invaluable  to  your  or- 
ganization. 

Karpen  cabinets  have  been  designed  to  accommodate  the 
chassis  of  all  standard  makes  of  radio  sets.  When  speci- 
fied, cabinets  will  be  equipped  with  RCA  speakers. 


Complete  display  on  exhibition  at  the 
Second  Annual  R.  M.  A*  Trade  Show,  Hotel 
Stevens,  Chicago  —  June  11th  to  15th 

National  Sale  Agents 
Radio  Cabinet  Division 


STUDNER  BROTHERS,  Inc. 


New  York— 67  West  44th  St. 
Chicago — 28  E.  Jackson  Blvd. 
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Grigsby-Grunow  Co.  Announces 
the  "Majestic"  Line  of  Radio  Sets 

Four  Receiving  Sets  Constitute  Line — Large,  Modern,  Specially  Equipped  Plants  Pro- 
vide 500,000  Square  Feet  of  Space — Distributors  Enthusiastic 


Three  years  ago  the  Grigsby-Grunow  Co., 
Chicago,  then  the  Grigsby-Grunow-Hinds  Co., 
started  the  manufacture  of  radio  products.  En- 
tering the  radio  field  as  a  manufacturer  of  radio 
reproducers,  or  loud  speakers,  it  was  not  long 
before  the  company  officials  foresaw  the  re- 
markable opportunity  for  some  firm  which 
could  produce  "B"  power  units  for  the  electrical 
operation  of  radio  receivers.  At  that  time  "B" 
eliminators  sold  for  approximately  $55  and  $60, 
and  the  Grigsby-Grunow  Co.  produced  the  Ma- 
jestic "B"  eliminator  at  $39.50,  and,  with  no  de- 
crease in  sales,  they  lowered  the  price  last  Sum- 
mer to  $29.50,   complete   with   tube,   doing  a 


larger  volume  of  business  at  this  figure  than 
was  done  the  preceding  year  at  the  higher  list 
price  and  making  a  greater  net  profit. 

Last  Summer  the  Majestic  "A"  unit  was  in- 
troduced and,  with  the  Majestic  "B,"  sales  of 
Majestic  products  last  year  were  near  the  six- 
million-dollar  mark  at  manufacturer's  f.  o.  b. 
factory  prices.  Last  year  a  considerable  portion 
of  the  Grigsby  manufacturing  facilities  were 
devoted  to  making  AC  power  units  for  many 
of  the  leading  set  makers  of  the  country,  but 
the  larger  part  of  their  production  was  kept  on 
merchandise  for  dealers  and  jobbers.  The  re- 
sult of  such  a  policy  has  been  that  there  is 


The  Spirit  of  ]VIodern  M[ 


.U'SIC 


[s  Faithfully  Recreated  Through  the 
New  Vincennes  Veraphonic 
Phonograph 


Blind  folded — Music  Lovers 
Choose  the  Vincennes! 


The  New 

VINCENNES 

Veraphonic  Phonograph 
Opens  New  Avenues  of 
Profit  for  Active  Dealers ! 


The 
V  endome , 
Model  No.  150 
A 

Veraphonic 
Instrument 


Write  for  Complete  Details 

VINCENNES  PHONOGRAPH  MFG.  CO. 

VINCENNES,  INDIANA,  U.  S.  A. 


hardly  a  city  or  village  in  America  where  Ma- 
jestic products  are  not  known  and  used,  and 
many  foreign  countries,  among  them  England, 
Australia,  Japan  and  China,  are  users  of  Ma- 
jestic merchandise. 

Two  years  ago  the  Grigsby  officials  realized 
that  the  destination  of  the  company  was  in- 
evitably pointed  towards  large  production  of 
a  quality  radio  receiver.  For  nearly  two  years 
a  laboratory  has  been  in  operation,  independent 
of  the  Majestic  factory  proper,  and  devoted  to 
nothing  but  experimental  work  on  what  is  now 
known  as  the  new  Majestic  radio  receiver.  Dur- 
ing the  period  mentioned  no  expense  or  effort 
was  spared  to  produce  a  quality  radio  receiver 
with  original  improvements  at  prices  within 
easy  reach  of  a  vast  market. 

Preparatory  to  beginning  actual  manufactur- 
ing operations,  the  firm,  last  Summer,  acquired 
the  enormous  plant  of  the  Yellow  Cab  Mfg. 
Co.,  Chicago,  in  addition  to  the  present  Majes- 
tic plant  on  Armitage  avenue,  which  was 
doubled  to  twice  the  size,  giving  the  Grigsby- 
Grunow  Co.  approximately  one-half  million 
square  feet  of  floor  space  for  operation  on  the 
new  Majestic  receivers. 

No  distributor  has  been  chosen  who  does  not 
have  ample  facilities  for  serving  dealers,  nor 
were  any  chosen  who  did  not  visit  the  Majestic 
plants  personally.  This  was  done  for  the  rea- 
son that  the  company  wished  all  distributors  to 
know  from  their  own  observance  that  Majestic 
could  actually  produce  quantities  of  radio  re- 
ceivers on  a  price  basis  that  would  put  them 
within  reach  of  every  home  in  America. 

The  Majestic  plants,  it  is  said,  are  as  well 
equipped  as  any  in  the  radio  field.  A  large 
part  of  the  machinery  in  the  plants  has  been 
designed  and  built  especially  for  quick  and  eco- 
nomical operation,  having  to  do  with  the  pro- 
duction of  Majestic  products.  In  the  cabinet 
factory,  for  instance,  machines  that  are  almost 
human  are  building  cabinets  of  quality  in  a 
minimum  period  of  time  and  with  perfection  of 
finish.  The  mechanical  section  of  the  com- 
pany's plants  operates  with  equal  effectiveness 
and  speed.  A  large  percentage  of  employes  are 
engaged  in  nothing  but  inspection  work,  each 
sub-assembly  and  assembly  of  parts  of  units 
and  complete  units  being  tested  thoroughly 
after  each  operation.  When  the  completed  set 
is  ready  for  shipping  and  the  final  test  is  given 
it  is  simply  a  safety-valve,  so  to  speak,  of  the 
quality  of  every  unit  that  has  gone  to  make  up 
the  complete  Majestic  receiver. 

The  Grigsby-Grunow  Co.  claims  to  be  the 
only  radio  manufacturer  in  the  country  making 
every  part  of  its  receivers  in  its  own  plants. 
These  parts  include  cabinets,  chasses,  coils, 
transformers,  dynamic  speakers  and  even  screws 
and  bolts.  All  Majestic  products  are  manufac- 
tured under  R.  F.  L.  and  Radio  Corp.  of  Amer- 
ica licenses,  as  well  as  under  patents  controlled 
by  the  Majestic  company. 

The  Majestic  line  as  presently  constituted 
consists  of  four  receivers,  ranging  in  price  from 
$85  to  $167.50.  There  are  two  console  models, 
one  a  high-boy  type,  and  both  are  complete  with 
power  packs  and  dynamic  power  speakers,  as 
well  as  power  amplifiers,  listing  at  $137.50  and 
$167.50.  The  table  models,  one  a  straight  table 
model  and  one  a  spinet-type,  list  complete  with 
power  packs  at  $85  and  $99.50,  respectively. 
All  Majesties  are  seven-tube  receivers  with 
push-pull  type  of  amplification. 

Upon  the  sending  out  of  initial  samples  of 
Majestic  sets  the  company  received  from  its 
distributors  ample  evidence  in  the  form  of  tele- 
grams that  the  Majestic  line  is  really  all  and 
more  than  they  expected. 


H.  L.  Williams  in  New  Post 


H.  L.  Williams,  former  sales  promotion  man- 
ager of  the  Bendix  Brake  Co.  and  later  of  Dia- 
mond T  Motor  Car  Co.,  has  been  appointed  ad- 
vertising manager  to  Silver-Marshall,  Inc.,  Chi- 
cago, manufacturer  of  radio  equipment.  Mr. 
Williams  has  a  thorough  knowledge  of  sales 
promotion  problems  and  is  an  able  executiyx.-. 
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The  fast-selling  merchandise  shown  in  this  "Rapid  Turn" 
unit  (actually  a  small,  complete  musical  department)  will 
show  you,  on  a  small  investment,  a  profit  of  over  2250.00. 


Putting  a  Hump  in  the  Summer  Slump! 


CI 'p.  ^ouldn't  you  like  to  eliminate  the  usual 
Uc/  summer  sag  from  your  sales  curve  this 
year?  Wouldn't  you  like  to  at  least  level  it  up 
and  perhaps  even  create  a  profitable  hump 
where  last  year  you  only  had  slack  business. 

Here  is  a  good  way  to  do  it :  Add  a  new  and 
profitable  department  to  your 
business!  A  department  that 
fits  in  logically,  which  will 
appeal  to  a  large  portion  of 
your  present  customers  and  at' 
tract  new  trade  to  your  store 
as  well.  A  line  of  band  and 
string  instruments  can  do  the 
trick  for  you. 

If  radio  sales  or  talking  machine 
sales  fall  off,  sell  people  musical 
instruments — ukuleles  and  gui- 
tars  for  the  summer  camps  and 


Six  Advantages  in  Selling 
Musical  ''Small  Goods" 

1  — Small  in  vestment  —  the 
unit  cost  is  comparatively 
little. 

2  —  Rapid  turnover  —  you 

don't  need  a  quantity  of  each. 

3 —  Profit— 3.  good  long  one. 

4 —  Cash — no  time  payments 
to  bother  with. 

5—  Staple — no  deterioration 
or  style  changes  to  worry 
about. 

6 —  Year  round — this  class 
merchandise  sells  steadily. 


beaches,  banjos,  saxophones  and  trumpets  for 
amateur  orchestras. 

You  will  be  amazed  to  see  how  your  profits 
will  increase  and  how  attractive  this  class  of 
merchandise  will  look  in  your  window  and 
in  your  store. 

To  make  it  easy  for  you  to  get 
started  with  this  profitable  side- 
line we  have  made  up  this^Rapid' 
Turn"  assortment  which  we 
know  from  experience  will  give 
you  an  adequate  display  and  se' 
lection,  plus  a  good  profit,  yet 
with  a  minimum  investment  on 
your  part. 

Study  this  assortment.  Realize  the 
amount  of  extra  business  it  will 
bring  you  this  summer.  Then  use 
the  attached  coupon. 


Lyon&Healy 


DISTRIBUTORS  OF  GUARANTEED  MUSICAL  MERCHANDISE 
Jackson  Boulevard  and  Wabash  Ave.,  Chicago 

I  i 

MAIL  THIS  COUPON  TODAY!  | 

LYON  &  HEALY 

Jackson  and  Wabash,  Chicago,  Illinois 

Please  give  me  full  particulars  regarding 
your  special  "Rapid  Turn"  Unit  assortment. 

Home   

Street       

City  _  State   


L 


J 
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Electric 
Amplification 


Dynamic 
Speakers 


The  Automatic  Phonograph 
Has  Come  Into  Its  Own 

— and  here  is  the  best 


This  year  the  latest 
advancement  in  the 
phonograph  is  the 
automatic. 


Dealers  are  already  piling 
up  profits  by  selling  auto- 
matic phonographs  in 
homes,  hotels,  boarding 
houses,  clubs,  in  fact, 
everywhere. 


With  this  speaker  with  remote 
control,  music  can  be  carried 
into  any  room  in  the  house. 


One  of  the  most 
popular  models 

We  foresaw  this  development  years  ago.  The  Fulamatic  Creatone 
is  not  a  sudden  development  put  on  the  market  to  fill  a  demand. 
It  has  over  ten  years'  experience  behind  it.  It  is  absolutely  fool- 
proof. 

What  automatic  phonograph  are  you  selling  to  fill  this  demand  ? 

Investigate  the  Fulamatic  Creatone  today 
Write  us  now  for  full  details 

DECA-DISC  PHONOGRAPH  CO. 

WAYNESBORO,  PA. 
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rapidly  unfolding 


THE  SONORA  BUILDING,  OF  WHICH 
SONORA  OCCUPIES  NINE  FLOORS 


T 

m  he  i 


new  Sonora  building 
on  57th  Street  close  to  Fifth  Avenue,  in  the  heart  of  New  York's 
famous  musical  center,  is  indicative  of  the  position  Sonora  is  about 
to  assume  in  the  industry.  It  stands  as  a  pledge  that  Sonora's  plans 
are  coming  true. 

Sonora  has  startling  innovations — revolutionary  new  musical  instru- 
ments that  far  exceed  in  perfection  of  performance  any  in  the  repro- 
ducing field,  either  phonograph  or  radio.  These  new  instruments  will 
be  announced  soon. 

Sonora's  engineers  are  working  overtime — testing  and  perfecting 
the  marvelous  new  Sonoras.  Soon  Sonora  dealers  will  be  exhibiting 
the  finest  instruments  ever  known. 


Officials  of  the  Sonora  Company  will  be  pleased  to  welcome  you  at 
Sonora's  headquarters  during  the  Music  Trades  Convention  at  New 
York  and  at  the  Chicago  office  during  the  R.  M.  A.  Trade  Show. 

*  *  * 

If  you  are  not  already  a  Sonora  dealer,  send  for  further  information. 
Learn  of  Sonora's  dealer  policies,  ask  about  the  wonderful  Sonora 
development,  become  acquainted  with  Sonora's  organization  and  its 
far-reaching  plans. 

Address  Sonora  Phonograph  Company,  Inc.,  50  West  57th  Street, 
New  York,  or  64  East  Jackson  Boulevard,  Chicago. 

Sonora 


CLEAR  AS  A  BELL 
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For  75  years — this  Shop  mark 

Has  been  furniture's  proudest  coat  of 
arms.  The  oldest  and  best  known  furni- 
ture trade  mark  in  America.  Continuously 
advertised  for  40  years.  Now  you  will 
find  it  on  radio  furniture — in  a  range  of 
styles,  sizes,  and  prices  to  meet  every 
profitable  sales  need. 


Berkey  &  Qay 
Radio  Furniture 


Dealers 
and  Jobbers 

If  you  do  not  plan  to  visit  the 
Chicago  Radio  Show,  write  for 
illustrations,  prices,  and  terms — 
address  The  H.  T.  Roberts 
Company,  Inc.,  Chicago,  111. — 
Radio  Furniture  Sales  Division 
for  Berkey  &  Gay  Furniture 
Company. 


First  Shown  at  Stevens  Hotel 
Chicago  ♦  .  ♦  June  Radio  Show 

Created  by  the  furniture  style  leaders 
of  America.  All  of  the  beauty,  quality, 
and  richness  of  finish  for  which  Berkey 
&  Gay  have  been  famous  for  75  years 
—  now  in  Radio  Furniture  at  sensa- 
tionally low  prices.  Finest  built-in  cone 
speakers.  Sizes  for  practically  every 
popular  make  of  set. 

Nationally  Advertised 

The  only  radio  furniture  made  with  a 
Shop  mark  known  for  75  years,  nation- 
ally advertised  for  40  years.  It  should 
be  the  surest  iselling  radio  furniture 
you  can  handle.  See  it  at  the  Chicago 
Show.  Get  in  on  it  at  the  very  first. 
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President  of  Pittsburgh  Radio 

Council  Discusses  the  Outlook 

Albert  A.  Buehn  Feels  That  Radio  Training  Schools  Will  Have  Decided  Influence  in 
Bettering  Conditions — Frederick  Piano  Co.  Takes  New  Quarters 


Pittsburgh,  Pa.,  May  8. — Albert  A.  Buehn,  the 
new  chairman  of  the  Radio  Council  of  the  Pitts- 
burgh Chamber  of  Commerce,  who  is  also  head 
of  the  Esenbe  Co.,  Atwater  Kent  distributor  in 
the  Pittsburgh  district,  has  issued  a  statement 
relative  to  future  radio  conditions  here.  His 
outlook  transcends  in  optimism  the  now-com- 
monplace enthusiasm  anent  better  programs 
and  increased  Summer  sales.  The  new  council 
chairman  is  enthused  with  the  pleas  of  the 
council  for  a  Pittsburgh  radio  training  school 
on  which  the  Radio  Council  will  concentrate 
all  of  its  energies.  Mr.  Buehn,  however,  is  of 
the  opinion  that  the  outstanding  feature  of  the 
school  should  be  service  rather  than  sales,  be- 
lieving that  with  good  service  there  is  bound 
to  be  increased  sales.  Mr.  Buehn  is  of  the 
opinion  that  the  radio  training  school  will 
herald  a  new  era  of  local  accomplishment  in  the 
broadcasting  field.  Not  only  would  the  poten- 
tial set-buyer  have  the  safeguard  of  installation 
by  an  expert  but  thousands  of  boys  with  a  de- 
sire for  scientific  knowledge"  of  the  technicalities 
of  radio  would  have  access  to  authoritative  in- 
struction along  that  line  if  a  radio  course  were 
to  be  included  in  the  vocational  training  curri- 
culum of  the  public  schools,  Mr.  Buehn  said. 

He  stressed  the  safety  element  which  installa- 
tion by  trained  service  men  would  entail.  "The 
importance  of  this  factor  of  safety  to  the  pur- 
chaser is  obvious,"  said  Mr.  Buehn.  "Any  num- 
ber of  casualties  caused  by  stringing  aerials 
over  high-tension  wires  and  other  forms  of 
negligent  and  indifferent  installation  would  be 
eliminated."  Mr.  Buehn  stated  that  the  furnish- 
ing of  such  a  service  would  not  be  beyond  the 
means  of  the  ordinary  dealer  and  intimated 
that  the  customer  would  in  all  probability  be 
willing  to  pay  a  nominal  sum  for  the  additional 
security  he  would  gain  thereby. 

Associated  with  Mr.  Buehn  on  the  Radio 
Council  are  John  M.  Froehlich,  first  vice-chair- 
man; W.  A.  Bittner,  second  vice-chairman.  A. 
S.  Keller  was  re-elected  secretary.  The  other 
members  of  the  council  are  C.  W.  Horn,  Harold 
W.  Goldstein,  Elmer  A.  Hamburg,  Wallace 
Russell,  John  A.  Philips  and  James  A.  Simpson. 

The  Standard  Talking  Machine  Co.,  Victor 
and  Sparton  radio  distributor,  was  represented 
on  a  recent  trade  tour  through  the  Beaver 
Valley  visiting  about  a  dozen  towns  in  two  days. 
J.  C.  Roush,  president  of  the  Standard  Talking 
Machine  Co.,  was  second  vice-chairman  of  the 
committee  in  charge  of  the  tour.  These  tours 
are  to  be  held  monthly  for  the  next  six  months. 

J.  W.  McNutt,  Columbia  dealer  at  Princeton, 
W.  Va.,  entertained  the  members  of  the  Rotary 
Club  of  that  place  with  a  number  of  selections 
on  the  new  Columbia  electric  phonograph. 

Knerr,  Inc.,  of  Harrisburg,  Pa.,  has  been  ap- 
pointed exclusive  distributing  agent  for  the  At- 
water Kent  line,  Cunningham  tubes  and  radio 
accessories  in  the  Harrisburg  distributing  area. 
The  officers  of  the  firm  are  C.  G.  Knerr,  presi- 
dent; William  J.  Knerr,  vice-president,  and  G. 
R.  Knerr,  secretary.  The  new  salesroom  and 
warehouse  of  Knerr,  Inc.,  is  at  1008  North 
Third  street. 

The  W.  F.  Frederick  Piano  Co.,  Victor  and 
Zenith  distributor,  which  for  twenty  years 
was  located  at  635  Smithfield  street,  has  taken 
possession  of  the  fifth  and  sixth  floors  of  the 
Oppenheim,  Collins  &  Co.  Building. 

Lechner  &  Schoenberger,  Victor  and  Edison 
dealers,  have  taken  possession  of  their  new 
display  rooms  at  631  Liberty  avenue. 
,  The  talking  machine  department  of  the 
Rosenbaum  Co.  is  now  located  on  the  fourth 
floor  of  the  department  store,  adjoining  the 


radio  department.    C.  J.  Coyne  is  the  manager. 

Brunswick  dealers  report  a  brisk  demand  for 
the  new  Brunswick  portables,  which  are  proving 
to  be  very  satisfactory  to  patrons.  Brunswick 
records  are  also  brisk  sellers. 

Sam  Semels  Is  New 
Bloomingdale  Buyer 

Sam  Semels,  who  has  been  connected  with 
the  music-radio  trade  for  the  past  twenty 
years,  recently  assumed  the  management  of  the 


radio,  phonograph  and  piano  departments  of 
Bloomingdale  Bros.,  New  York  City.  Mr. 
Semels  has  supervision  also  of  the  branch 
music  stores  located  in  Brooklyn,  N.  Y.,  and 
Newark,  N.  J.  Mr.  Semels  was  for  a  time 
buyer  for  the  talking  machine  department  of 
Bamberger's,  Newark,  N.  J.,  and  later  acted 
as  manager  of  the  chain  of  music-radio  stores 
operated  by  Emanuel  Blout.  During  the  past 
year  he  was  associated  with  Cass  B.  Riddle 
in  operating  a  radio  furniture  sales  agency. 


Radio  Show  in  Detroit 


The  1928  Detroit  Radio  Show  dates  have 
been  selected  and  the  event  will  take  place  Oc- 
tober 15  to  20,  at  Convention  Hall.  In  addition  to 
the  regular  exhibits,  this  year's  show  will  have 
a  television  display  and  a  number  of  radio 
electric  stunts.  The  annual  exposition  is  spon- 
sored by  the  Radio  Trade  Association  of 
Michigan.  A.  M.  Edwards  is  managing  the 
event,  which  promises  to  be  a  big  success. 


UNITED    RADIO  CABINETS 

THE  LAST  WORD! 

R  R 

A  A 
D  D 

J  When  the  UNITED  line  of  radio  cabinets  j 

is  revealed  to  the  trade  you  will  agree,  with 

0  furniture  authorities,  that  it  is  "the  last  O 
word"  from  every  standpoint — design,  con- 
struction, eye-value,  and  price. 

c  c 

A  The  UNITED  CABINET  MANUFAC-  A 

TURERS  CORPORATION  is  not  a  new- 
comer  in  the  radio  field.    We  have  been  in  ^ 

1  the  cabinet  business  since  its  birth,  and  we  j 
are  not  guessing  as  to  what  styles  and  mod- 

N                   els  will  sell  this  year.    We  know,  and  we  N 

■p,                    have  designed  our  1  928  line  of  twenty  cabi-  j-, 

nets  to  meet  every  conceivable  demand  of  ^ 

T1                   purse  or  individual  preference.    This  year,  'J' 

even  more  so  than  in  the  past,  the  appear- 

^                    ance  of  the  cabinet  will  be  the  clinching  b 

factor  in  the  sale,  and,  in  1 928,  cabinets 

are  "bread  and  butter"  merchandise  in  the 

B                    retailing  of  radio.  B 

Y  Y 

Don't  overlook  the  best  bet  in  the  cabi- 
net field.    Watch  for  the  announcement  of 

U  the  UNITED  line  of  radio  furniture  and  U 

-j^-r  when  at  the  R.  M.  A.  Trade  Show   in  Chi-  t^t 

cago,  we  invite  you  to  personally  inspect 

X  the  UNITED  cabinets  in  Display  Booth  95,  I 

_  or  in  Room  605,  at  the  Hotel  Stevens. 

T  T 

E  E 
D  D 

United  Cabinet  Manufacturers  Corp. 

1615  South  Michigan  Avenue  Chicago,  Illinois 
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Atwater  Kent  Mfg.  Co.  to  Enter- 
tain at  Western  Trades  Convention 

More  Than  1,000  Western  Music  Dealers  Will  Be  Guests  at  i  Atwater  Kent  Banquet  to 
Take  Place  During  Annual  Convention  of  Western  Music  Trades  Association 


Climaxing  the  entertainment  features  planned 
in  connection  with  the  Fifth  Annual  Conven- 
tion of  the  Western  Music  Trades  Association 
in  Los  Angeles,  June  26  to  29,  inclusive,  will  be 


Ray  Thomas 

the  Atwater  Kent  banquet,  scheduled  for  the 
night  of  the  27th.  More  than  a  thousand  music 
trades    delegates    from    the    eleven  Western 


States  will  be  guests  of  the  Atwater  Kent  Co., 
of  Philadelphia,  on  this  occasion. 

Presiding  as  toastmaster  at  the  banquet  will 
be  Ray  Thomas,  president  of  Ray  Thomas, 
Inc.,  Atwater  Kent  distributor  for  Southern 
California,  who  will  act  as  the  personal  repre- 
sentative of  A.  Atwater  Kent.  Mr.  Thomas  will 
introduce  several  widely  known  manufacturers, 
jobbers  and  dealers  from  all  sections  of  the 
country  who  have  announced  their  intention  to 
attend  the  convention  and  banquet. 

The  entertainment  program  will  be  unique 
and  novel  in  the  extreme,  it  is  announced  by 
T.  Wayne  MacDowell,  convention  manager  for 
the  Atwater  Kent  Co.,  of  Philadelphia,  who 
recently  visited  Los  Angeles  on  a  special  trip 
West  to  arrange  preliminary  details.  One  of 
the  finest  aggregations  of  musical  talent  ever 
assembled  on  the  Pacific  Coast  will  contribute 
to  the  entertainment,  and  a  number  of  soloists 
will  lend  their  talent  to  this  gala  festival. 

The  Music  Trades  Association  of  Southern 
California  will  hold  its  annual  meeting  this 
year  in  conjunction  with  that  of  the  Western 
Music  Trades  Association,  and  the  two  will  be 
merged  into  the  1928  Music  Pageant,  which 
promises  to  bring  to  Los  Angeles  the  largest 
number  of  musicians,  manufacturers,  jobbers 
and  dealers  ever  to  assemble  in  the  West. 


Talking  Machine 

and  Radio  Patents 

Sound  Box  for  Sound  Reproducing  Machines. 
Augustus  Clot,  West  New  York,  N.  J.  Patent 
No.  1,664,591. 

Sound  Reproducer.  Ida  E.  Mobley,  Roslyn, 
Pa.    Patent  No.  1,664,988. 

Phonograph  Record  and  Method  of  Making 
the  Same.  Anthony  J.  Vasselli,  Newark,  N.  J. 
Patent  No.  1,665,759. 

Portable  Cabinet  Talking  Machine.  Heinrich 
Willem  Karel  de  Brey,  The  Hague,  Nether- 
lands.   Patent  No.  1,666,054. 

Street  Indicating  and  Annunciating  Device. 
Edward  Neithamer,  Bay  City,  Wis.  Patent  No. 
1,666,503. 

Record  Cabinet.  Ferdinand  Nigra,  San  An- 
tonio, Texas.    Patent  No.  1,667,216. 

Locking  Device.  Morris  M.  Gruber,  East 
Orange,  N.  J.,  assignor  the  Sonora  Phono- 
graph Co.,  Inc.,  New  York,  N.  Y.  Patent  No. 
1,667,377. 

Radio  Apparatus.  Harry  F.  Smith,  Dayton, 
O.,  assignor  to  the  Gas  Research  Co.,  same 
place.    Patent  No.  1,664,494. 

Radio  Apparatus.  David  Grimes,  Grasmere, 
N.  Y.    Patent  No.  1,664,548. 

Radiocondenser.  William  L.  Hudson,  Syra- 
cuse, N.  Y.    Patent  No.  1,664,685. 

Loud  Speaker.  Robert  B.  Wheelan,  Brook- 
lyn, N.  Y.    Patent  No.  1,665,826. 

Radio  Receiving  System.  Philip  E.  Edelman, 
Chicago,  111.    Patent  No.  1,665,847. 

Radio  Tube  Socket.  William  H.  Eggers, 
Brooklyn,  N.  Y.    Patent  No.  1,665,876. 


Station-Selector  Dial  for  Radio  Receiving 
Sets.  Martin  Nystrom,  Chicago,  111.,  assignor 
to  the  Brunswick-Balke-Collender  Co.,  Dela- 
ware.   Patent  No.  1,665,891. 

Radiodetector.  Joseph  Slepian,  Swissvale, 
Pa.,  assignor  to  the  Westinghouse  Electric  & 
Mfg.  Co.,  Pennsylvania.    Patent  No.  1,665,936. 

Means  for  Adjusting  the  Antenna  of  Radio 
Apparatus.  Arno  Zillger,  Narberth,  Pa.,  as- 
signor to  the  Music  Master  Corp.,  Philadelphia, 
Pa.    Patent  No.  1,666,480. 

Radio  Appliance.  John  M.  Peterson,  Mil- 
waukee, Wis.    Patent  No.  1,666,505. 

Volume  Control  System  for  Radio  Receivers. 
Edward  F.  Andrews,  Chicago,  111.  Patent  No. 
1,666,522. 

Radio  Receiving  Apparatus.  Clyde  J.  Fitch, 
Brooklyn,  N.  Y.,  assignor  to  the  Radio  Cor- 
poration of  America.    Patent  No.  1,667,513. 

Radio  Vacuum  Tube  Circuits.  Philip  E. 
Edelman,  New  York,  N.  Y.  Patent  No. 
1,668,060. 

Radio  Receiving  Apparatus.  Arthur  Atwater 
Kent,  Ardmore,  Pa.    Patent  No.  1,668,155. 

Radio  Receiving  Apparatus.  Edward  E. 
Clement  and  Harry  F.  Lowenstein,  Washing- 
ton, D.  C,  assignors  to  Edward  F.  Colladay, 
same  place.    Patent  No.  1,668,231. 

Radio  Signaling.  Richard  H.  Bell,  Santa 
Clara,  Cal.    Patent  No.  1,668,261. 

Radio  Signaling.  John  F.  Farrington,  New 
York,  N.  Y.,  assignor  to  the  Western  Electric 
Co.,  Inc.,  same  place.    Patent  No.  1,668,270. 

Radio  Instrument  Mounting.  P.  L.  Pendle- 
ton, Providence,  R.  I.    Patent  No.  1,668,418. 


The  Bedford  Music  Shop,  Bedford  Hills, 
N.  Y.,  has  filed  a  petition  in  bankruptcy. 


TYPE  M  RECORDING  WAX 

Developed  for  Electrical 
Recording.  Works  at  70°  or 
Normal  Room  Temperature 

F.  W.  MATTHEWS  li6^%,Tf. 


Panatrope  a  Feature 
at  Cooking  Lecture 

Brunswick  Instrument,  Supplied  by  Lan- 
day  Bros.,  Provides  Entertainment  at 
Opening  Lecture  of  Newark  Class 

Word  sent  out  by  the  Newark  Star  Eagle, 
Newark,  N.  J.,  newspaper,  that  a  Brunswick 
Panatrope  would  entertain  during  the  opening 


Publicity  for  the  Panatrope 

lecture  in  its  course  of  cooking  recently  helped 
to  attract  thousands  of  women  to  the  hall  where 
the  demonstration  was  to  be  held.  They  came 
early  and  waited  in  the  streets  for  the  doors  to 
be  thrown  open  to  admit  them.  The  stage  was 
arranged  with  white  kitchen  furniture  and  cook- 
ing utensils,  and  on  the  left-hand  side,  where 
everyone  could  plainly  see  it,  was  a  P-ll  Bruns- 
wick Panatrope,  ready  to  do  its  part  in  enter- 
taining the  large  body  of  women  who  were 
present.  A  number  of  popular  and  semi-classic 
Brunswick  records  made  up  the  musical  pro- 
gram demonstration,  and  it  is  said  that  Landay 
Bros.,  Brunswick  dealers  in  Newark,  who  fur- 
nished the  Panatrope  for  the  occasion,  have 
traced  many  sales  to  this  effective  publicity. 


Everett  Worthington 

Has  a  Son  and  Heir 


Everett  Worthington,  well  known  through- 
out the  radio  and  phonograph  industries  and 
identified  with  the  trade  for  many  years,  is 
receiving  the  congratulations  of  his  many 
friends  upon  the  arrival  of  an  heir  to  the 
Worthington  fortunes.  The  "head"  of  the 
family  made  his  debut  at  the  Illinois  Masonic 
Hospital  Association,  Chicago,  on  April  30, 
and  Mr.  and  Mrs.  Worthington  are  now  mak- 
ing ambitious  plans  for  his  future. 


Market  New  Tone  Arms 


W.  S.  File,  secretary  of  the  F.  C.  Kent  Co., 
Irvington,  N.  J.,  reports  that  the  new  tone  arms 
recently  announced  by  the  company  have  been 
well  received  by  the  trade  and  substantial 
orders  have  already  resulted.  The  Kentone 
attachments  for  playing  lateral  cut  records  on 
Edison  machines  are  in  heavy  demand. 


M'f'g.  Radio  &  Phonograph 

HARDWARE 


PERFECT 
Portable  Needle  Cup 

Open  Stays  Open 
Closed  Keeps  Closed 

Star  Mach.  &  Not.  Co. 
Bloomfield,  N.  J. 


The  Demand  for  Quality  Never  Ceases  Ij 

To  learn  the  difference  between  ordinary  Cotton  Flocks  and  [|| 

"QUALITY"  Cotton  Flocks,  order  a  sample  bale  of  our  Stand-  jg| 

ard  No.  920  for  Phonograph  Record  Manufacturing.  ng 


CLAREMONT  WASTE  MFG.  CO.  Ckremont,  N.  H. 

gffiaiaMIIBWBIMH 
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Steinite! 

New  1929  LINE  to  be  announced  soon 


FRED  W.  STEIN: 

"STEINITE 

will  always 
represent 
America's 
greatest  radio  value" 


/V  LL  eyes  are  on  Steinite.  When  the  full  story  of  what  Stein- 
Jl  V.  ite  has  accomplished  reaches  the  dealers  of  America, 
the  startling  facts  it  contains  will  make  the  Steinite  franchise 
the  most  feared  piece  of  unbeatable  competition  in  all  radio 
history! 

The  organization  which  produced  America's  pioneer  electric 
set  at  America's  lowest  price,  and  introduced  a  new  era  of 
service-free  sales,  would  be  expected  to  have  an  amazing  radio 
achievement  in  its  new  A.  C.  line.   It  has! 

Dealers  who  write  now,  will  find  themselves  in  an  advantageous 
position  when  Steinite's  franchises  are  ready  for  distribution. 
The  name  of  your  nearest  jobber  will  be  supplied  on  request, 

THE  STEINITE  RADIO  COMPANY 
506  S.  Wabash  Ave.,  Dept.  CE,  Chicago,  III. 

Factories:  Atchison,  Kansas 

e^nlmtatm! 

to  visit  our  display  at  the  R.  M.  A.  Show 

JUNE  11th  to  15th 

SPACES  20  -  21  -  22 

Ballroom     STEVENS  HOTEL  Chicago 


A 


Third  Factory! 

Soon  a  third  factory  unit  will 
be  in  operation  on  the  sensational 
new  1929  line. 


Mail  this  Coupon  TODAY! 


STEINITE  RADIO  COMPANY 
506  South  Wabash  Avenue,  Depi  CE,  Chicago 

As  soon  as  the  New  Steinite  Line  is  announced,  please  send  me  complete  information. 


Name  

Street  Address.. 
City  


.State.. 


My  Jobber's  Name  and  Address  is 
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Bracket 


orentzeiv 


Snap  Coyer 
stays 

OPEN. 

OB. 

CLOSED 


Without 
Bracket 


V  N 


FELT  HEAD-) 


EEDLE  REST 


Manufacturer  of 

PHONOGRAPH  AND  RADIO  CABINET 
HARDWARE  AND  METAL  SPECIALTIES 

155  Leonard  St.  NEW  YORK,  N.  Y. 

Samples  and  Prices  on  Request 


rNONSPILL-i 

I  NEEDLE  CUP  ' 

PATENT  PENDING- 


MEMBERS  OF  A  BIG  FAMILY— LEADERS  IN  THEIR  LINE 


New  Victor  Portable 
Has  Unique  Features 

Features  Ail-Metal  Construction  With 
Special  Orthophonic  Type  Sound  Box 
and  Efficient  Tone  Chamber 


The  Victor  portable  talking  machine,  model 
2-55,  recently  placed  on  the  market,  is  a  decided 
departure  from  the  former  types  of  portables 


New  Victor  Portable 

and  has  a  great  many  outstanding  features. 
The  engineers  of  the  Victor  Co.  in  designing 
the  model  emulated  the  designers  of  automo- 
bile bodies  and  achieved  strength  and  minimum 
weight  by  developing  a  cabinet  and  tone  cham- 
ber of  cold  rolled  and  drawn  steel  throughout. 
Tone  quality  and  volume  superior  to  those  of 
former  models  are  assured  through  the  use  of 
a  special  Orthophonic  type  sound  box. 

The  exterior  presents  an  attractive  appear- 
ance. Covered  with  fabrikoid,  padded  and 
fitted  with  gold-plated  fittings — a  solid  leather 
handle— all  result  in  a  high-grade  piece  of  hand 
luggage.  When  open,  the  simplicity  and  per- 
fection of  the  equipment  arrangement,  plus  the 
combination  gold  and  damaskene  finish,  con- 
tinued the  pleasing  reaction  to  the  outward 
appearance. 

A  special  angle  wind  permits  winding  of  the 
motor  without  placing  the  instrument  at  the 
corner  of  a  table  and  makes  possible  the  use 
of  a  larger  winding  key  which  is  detachable. 
A  spring  clip  is  riveted  to  the  horn  in  the  rear 
of  the  turntable  to  hold  the  removable  winding 
key.  The  automatic  eccentric  groove  brake  is 
another  refinement,  unique  in  portable  manu- 
facture.. The  ten-inch  turntable  is  made  of  a 
special  light  metal  and  is  covered  with  fab- 
rikoid to  match  the  outside  cabinet  covering 
and  the  outer  edge  is  finished  in  gold  lacquer. 

Other  features  include  a  new  type  non- 
spilling  needle  cup  which  also  serves  as  a 
sound-box  rest,  a  record  container  with  space 
for  ten  ten-inch  records  hinged  to  the  lid  and 
a  gold-plated  clasp  and  lock  on  the  outside  of 
the  cabinet. 


The  outstanding  feature,  however,  is  the  com- 
plete metal  construction.  The  playing  equip- 
ment is  built  as  a  single  unit,  to  which  the 
cabinet  is  attached  as  a  cover.  The  tone  arm, 
the  horn  and  the  motor  are  all  attached  to  the 
metal  motor  board,  which  in  turn  is  attached 
to  the  metal  cabinet.  The  playing  equipment 
is  removable  from  the  cabinet  as  a  single  unit 
for  servicing.  Another  feature  of  the  instru- 
ment is  that  the  spring  motor  used  allows 
three  records  to  be  played  without  rewinding. 


Paul  Ash,  Columbia 
Artist,  in  New  York 

Orchestra  Leader,  Idol  of  Chicago  Audi- 
ences, Opens  at  Paramount  Theatre  for 
Lengthy,  Indefinite  Engagement 

Paul  Ash  and  His  Orchestra  opened  a  long- 
engagement  at  the  Paramount  Theatre,  New 
York  City,  on  May  12,  and  was  acclaimed  by 
both  the  press  and  public.  Paul  Ash,  who  is 
an  exclusive  Columbia  recording  artist,  never 
before  appeared  on  Broadway,  but  his  fame  as 
a  musician  has  preceded  him  from  the  Middle 
West,  where  he  is  regarded  as  the  greatest 
box-office  attraction.  Ash  is  said  to  be  the 
originator  of  the  stage  band  policy  of  enter- 
tainment which  is  now  sweeping  the  country. 

The  "Rajah  of  Jazz,"  as  Ash  has  been 
christened,  comes  to  New  York  from  a  sensa- 
tional run  of  more  than  three  solid  years  in 
Chicago.  In  1925  he  opened  at  the  McVicker's 
Theatre  and  soon  became  such  an  attraction 
that  he  was  billed  over  every  picture  presented 


Paul  Ash 

at  that  house.  When  the  Oriental  Theatre, 
Chicago,  was  opened  in  1926  the  Ash  Orchestra 
went  there  as  the  feature  attraction.  He  has 
been  playing  there  ever  since,  during  which 
long  period  he  has  played  close  to  6,000  per- 
formances to  a  combined  audience  of  ap- 
proximately 20,000,000. 


AC  Sets  Featured 

in  Fada  Displays 

Window  displays  featuring  Fada  AC  receiv- 
ers were  sent  to  all  Fada  dealers  by  F.  A.  D. 
Andrea,  Inc.,  recently.    These  displays,  one  of 


ELECTRIC 


JFLa  d  i  o 
Using  the  new  AC  tubes 

-and  dependable 

Operates  without  batteries  — •  built 
complete  at  Fada. factory ~ ready  to 
operate  from  house  current  at  a  cost 
approximately  one  half  cent  per  hour 


New  Fada  Window  Display 

which  is  illustrated  herewith,  are  lithographed 
in  eight  colors  with  special  attachments  which 
permit  of  fastening  if  desired  to  the  large  key 
display  supplied  Fada  dealers  early  this  year. 


Attended  Board  Meeting 

Jackson,  Mich.,  May  5. — Captain  William 
Sparks,  president;  W.  J.  Corbett,  vice-president, 
and  H.  G.  Sparks,  sales  manager,  have  just  re- 
turned from  Cleveland,  O.,  where  they  attended 
a  meeting  of  the  Board  of  Directors  of  Sparks- 
Withington  Co.,  radio  and  motor  signal  manu- 
facturer of  Jackson,  Mich.  The  general  plans 
and  policies  of  the  company  were  discussed  for 
the  1928-29  season  and  the  company's  activities 
in  general  are  to  be  greatly  increased. 


Buys  Interest  in  Store 


Sacramento,  Cal.,  May  4. — Sidney  Camp,  who 
has  been  connected  with  Sherman,  Clay  &  Co. 
for  the  past  twenty-three  years,  has  acquired  a 
substantial  interest  in  Ye  Music  Shoppe,  914 
K  street.  He  will  be  associated  with  Maurice 
Silverman  as  secretary  and  financial  manager. 


The  Talking  Machine  World,  New  York,  May,  1928 


71 


You  can  make  money 
on  this  New  line  of  trade-marked 
Radio  Cabinets  by  Showers 


WHEN  a  customer 
looks  at  a  radio 
cabinet,  she  is  trying 
to  visualize  it  in  her 
home.  She  has  ac- 
cepted the  fact  that 
the  set  will  bring  in 
a  program  clearly. 
Now,  she  wants  to  get 
something  that  will 
satisfactorily  hold  the 
set,  and  at  the  same 
time  harmonize  witb 
the  rest  of  her  fur- 
nishings. 


And  right  here  is  where  you  can  gel 
your  extra  profits.  //  you  hare  the 
right  line  to  show  her! 

The  line  must  be  good  looking,  well 
made,  and  complete.  And,  most  im- 
portant of  all,  it  must  offer  a  real 
value  and  still  enable  you  to  make  a 
good  profit.  The  price  isn't  so  im- 
portant— it's  value  that  counts.  And 
the  Showers  line  is  famous  for  its 
real  values. 

For  sixty  years  the  Showers  Brothers 
Company  have  been  building  mer- 
chandise and  giving  values  that  today 
have  made  them  the  largest  furniture 
manufacturers  in  the  world.  The 
Showers  trade-mark  on  furniture  is  a 
guarantee  of  honest  merchandise. 

And  now  they  are  introducing  this 
new  line  of  trade-marked  radio  cabi- 
nets. It  is  a  complete  and  beautiful 
line — you'll  find  there  are  Showers 
cabinets  designed  for  practically 
every  set  on  the  market.   The  variety 


•      -c  {•  s  i  i 


ends;  it  is  probably 
the  only  radio  cabi- 
net on  the  market 
with  this  veneer.  The 
posts  are  beautifully 
turned  and  fluted — 
the  stretchers  attrac- 
tively shaped.  It's 
bound  to  be  a  big 
seller.  It's  new — un- 
usual —  attractive  — 
but  then,  you'd  have 
to  see  it  to  really  ap- 
preciate it. 


of  styles  and  finishes  enable  you  to 
meet  the  demands  of  even  the  most 
exacting  customer.  Precious  cabinet 
woods  are  used;  new  and  unusual 
veneers;  blended  finishes,  high- 
lighted, hand-wiped  and  hand-rubbed 
to  a  soft  velvety  surface.  And 
Showers  cabinets  are  well-constructed 
— built  to  stand  years  of  hard  usage. 
In  short,  everything  possible  has  been 
done  to  make  this  line  a  fast  seller. 

Take  Number  404  (illustrated),  for 
example.  Constructed  of  walnut 
veneer  and  hardwood  with  antique 
moire  walnut  veneer  on  fronts  and 


We'll  be  delighted  to  show  this  beau- 
tiful cabinet  as  well  as  the  rest  of  the 
line,  in  our  Space  B-l  and  2  at  the 
Hotel  Stevens.  Or,  if  you're  not  com- 
ing to  the  exposition,  write  us  and 
we'll  send  you  photos  and  put  you  in 
touch  with  our  nearest  jobber. 

SHOWERS  BROTHERS  COMPANY 
Bloomington,  Indiana 

Factories : 

Bloomfielfl,  Indiana,  Bloomington,  Indiana, 
Burlington.  Iowa 


See  Us  at 
Space  No.  B-l  and  2 

Radio  Manufacturers' 
Association  Trade  Show 

HOTEL  STEVENS 


SHOWERS 

KADIO  CABINETS 


JOHN  H.WIUSON, Manager 


324 WASHINGTON  ST.,BOSTON,MASS 


iBOSTON 


ENGLAND 


Trade  in  New  England  Territory 
Is  Showing  Decided  Improvement 

Radio  Distributors  and  Dealers  Anticipate  Marked  Stimulation  in  Business  Through 
Broadcast  Events  Scheduled  for  Near  Future— News  of  the  Month 


Boston,  Mass.,  May  8.— Business  in  the  New- 
England  territory  is  showing  some  improve- 
ment in  the  talking  machine  lines,  and  the  radio 
business  is  better  than  ever.  One  of  the  things 
that  dealers  and  jobbers  are  hoping  will  pro- 
mote a  bigger  demand  is  the  forthcoming  presi- 
dential election  in  which  the  whole  country 
will  be  daily  and  nightly  interested.  Then  there 
is  the  Tunney-Heeney  fight  which  will,  as  usual, 
go  on  the  air.  In  the  meantime  the  news  of 
the  Bremen  with  all  that  is  to  follow,  prob- 
ably the  return  of  the  famous  airplane  to  the 
other  side,  is  a  great  source  of  radio  news,  and 
all  this  makes  for  good  business. 

W.  S.  Parks  Ends  Trade  Tour 

William  S.  Parks,  manager  of  the  New  Eng- 
land district  for  the  Columbia  Co.,  has  lately 
returned  from  a  most  comprehensive  tour  of 
the  larger  cities  in  the  field,  and  everywhere  he 
was  received  heartily  by  the  dealers  who  are 
all  most  enthusiastic  over  the  success  of  the 
Columbia-Kolster,  and  who,  incidentally,  have 
been  enjoying  a  big  sale  of  Columbia  records. 
Parts  seven  and  eight  of  the  Two  Black  Crows 
also  were  found  to  be  going  heavily  in  almost 
every  city  and  town.  The  interest  in  these 
Moran  and  Mack  records  is  keeping  up  amaz- 
ingly. Mr.  Parks  says  that  in  a  few  days  the 
new  combination  Columbia-Kolster  models  will 
be  on  display  here. 

J.  H.  Burke  Co.  Enjoys  Record  Month 

Better  than  usual  at  this  time  of  year,  is 
the  report  from  the  J.  H.  Burke  Co.,  of  219 
Columbus  avenue,  where  the  Atwater  Kent  line 
is  going  big.  It  has  been  the  biggest  April 
in  the  history  of  the  company,  according  to  re- 
port, and  there  is  general  enthusiasm  for  the 
future,  especially  as  the  two  presidential  con- 
ventions will  be  popular  radio  features  in  due 
time,  not  to  mention  other  outstanding  events 
about  which  all  the  country  will  want  to  hear. 
There  has  been  a  special  demand  for  the  AC 


models  37  and  38,  so,  all  told,  the  future,  imme- 
diate and  remote,  is  good  for  the  house.  As  of 
April  30  the  J.  H.  Burke  Co.  closed  its  fiscal 
year  very  satisfactorily. 

Returning  from  a  visit  among  the  J.  H. 
Burke  Co.'s  dealers  in  the  northern  part,  that  is 
Maine  and  northern  New  Hampshire,  J.  F. 
Burke,  the  company's  credit  manager,  brought 
back  bad  reports  of  the  condition  of  the 
weather,  which  has  meant  that  people  have 
been  so  housed  that  the  radio  has  been  in 
great  demand;  and  his  observations  have  been 
that  it  is  surprising  how  the  battery  sets  hold 
up  in  those  more  or  less  isolated  sections. 
F.  D.  Pitts  Signs  Up  Dealers 
Francis  D.  Pitts,  who  guides  the  destinies  of 
the  F.  D.  Pitts  Co.,  tells  The  World  represent- 
ative that  business  has  been  exceptionally 
good,  and  he  has  lately  signed  up  a  number 
of  new  dealers  who  have  taken  a  large  quan- 
tity of  goods  as  initial  consignments,  for  each 
dealer  orders  a  complete  line.  Mr.  Pitts  plans 
to  go  West  soon  to  visit  the  Kellogg  establish- 
ment. A  local  caller  at  the  Pitts  house  was 
Herbert  E.  Young,  of  the  Grigsby-Grunow  Co., 
whose  Majestic  radio  line,  a  model  of  which  is 
installed  in  the  Pitts  warerooms,  is  attracting 
much  attention. 

Columbia  Artist  Visits  Dealers 
William    A.    Kennedy,    the  Irish-American 
tenor,  who  is  an  exclusive  Columbia  artist,  was 
in  town  the  week  of  April  23,  appearing  at  the 
Keith-Albee  Theatre,  and  he  found  time  to  make 
a  call  on  a  number  of  the  Columbia  dealers, 
where  he  got  a  cordial  reception.  Especially 
was  Mr.  Kennedy  accorded  a  great  welcome  at 
the    Columbia    headquarters,    where  Manager 
Parks  had  the  privilege  of  entertaining  him  and 
his  wife,  who  is  with  him  on  this  tour. 
Eastern  T.  M.  Co.  Busy 
Business    at   the   Eastern    Talking  Machine 
Co.'s  quarters  continues  to  show  improvement 


and  the  demand  for  goods  at  this  time  is  con- 
siderably in  excess  of  this  season  a  year  ago. 
From  time  to  time  Alan  Steinert,  who  is  in 
charge  of  the  department,  visits  the  dealers  and 
thus  keeps  in  close  touch  with  business  condi- 
tions throughout  the  field. 

J.  B.  Eliott  Welcomed  at  Brunswick  Co. 

Local  Brunswick  business  has  been  making 
a  notable  advance  the  past  few  weeks,  and 
Manager  Shaw  is  much  encouraged  over  the 
improved  situation.  Mr.  Shaw  has  just  given 
welcome  to  J.  B.  Eliott,  who  comes  here  from 
Baltimore  to  be  the  branch  manager  of  the 
Panatrope  division  of  the  Brunswick  Co.  Mr. 
Eliott  is  well  versed  in  the  business.  A  number 
of  Brunswick  dealers  have  called  at  the  Stuart 
street  headquarters  of  the  company  since  Mr. 
Shaw  has  been  in  charge,  and  all  of  these  re- 
port a  splendid  business  in  records  especially, 
and  this  has  made  quite  a  demand  upon  the 
local  Brunswick  stock. 

News  Gleanings 

Carl  Fischer,  Inc.,  of  252  Tremont  street, 
close  to  the  Metropolitan  Theatre  entrance,  has 
taken  on  the  Victor  line  of  goods. 

Through  the  Hume  Piano  Co.  in  Boylston 
street,  which  carries  a  large  line  of  talking  ma- 
chines, Boston  University  recently  purchased 
two  Columbia-Kolsters,  which  are  to  be  used  in 
the  school  auditoriums. 

A  recent  Boston  visitor  was  Richard  Grant, 
field  auditor  of  the  Columbia  Co.,  who  spent 
several  days  at  the  Boston  office  of  the  com- 
pany. 

Winthrop  A.  Harvey,  head  of  the  C.  C.  Har- 
vey Co.,  who  went  to  Northern  Africa  accom- 
panied by  Mrs.  Harvey  a  couple  of  months  or 
more  ago,  is  back  home. 

Francis  D.  Pitts,  head  of  the  F.  D.  Pitts  Co., 
is  planning  to  start  on  a  fishing  trip  toward 
the  middle  of  May  to  the  Moosehead  Lake  sec- 
tion of  Maine. 


Ted  Lewis  Draws  Crowds 


Ted  Lewis,  Columbia  record  star,  is  said  to 
have  more  than  doubled  the  audiences  at  the 
Hennepin  -  Orpheum  Theatre,  Minneapolis, 
Minn.,  during  his  recent  appearance  there.  Ted 
Lewis  followed  this  appearance  with  one  at 
Kansas  City  and  then  headed  for  the  Pacific 
Coast  to  fill  other  engagements. 


I 
1 

1 

% 


t 
% 

1 
I 

n 

9 

r 


DOLLARS  OR  DIMES? 

Big  Unit  Sales  in  Instruments — larger  than  ever  before 
in  Victor  history— and  quick  turnover  in  records  are  now 
possible  for  the  dealer  who  has  vision  and  energy  plus  a 
representative  stock. 

DITSON  Service  Will  Supply  the  Products— and  Help  in  Their  Selling 


Olirer  Ditson  Go. 

BOSTON 
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Chas.  H.  Ditson  &  Co. 

NEW  YORK 
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PORTABLE 
PHONOGRAPHS 


List 
Price 


Artone  No.  528 


A  distinctive  model  with  26- 
inch  tone  column — for  the 
first  time  at  a  popular  price  t 


Seven  Models 


No.    14  $12.50  List  1  No.  528  $20.00  List 

No.  828   15.00  List     No.  228   25.00  List 

No.  728   16.50  List  |  Grand    35.00  List 

No.    30,  with  electric  pick-up   32.50  List 

Write  for  new  circular 


BERG  A.  T.  &  S.  CO,,  Inc. 

Long  Island  City,  N.  Y. 
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Generally  Favorable  Condition 
Throughout  St.  Louis  Territory 

New  Victor  Instrument  Introduced  to  Trade— Visit  of  Moran  and  Mack,  Columbia 
Artists,  Stimulates  Record  Sales— New  Brunswick  Portable  Well  Received 


St.  Louis,  Mo.,  May  7. — A  continuance  of  the 
generally  favorable  conditions  of  the  past  few 
months  was  experienced  by  the  talking  machine 
and  radio  trades  in  St.  Louis  during  April. 

The  Koerber-Brenner  Co.,  local  Victor  distrib- 
utor, reports  a  ready  market  for  the  new  8-35 
model  phonographs,  which  were  formally  intro- 
duced to  the  trade  at  a  meeting  held  at  the 
Statler  Hotel  here  during  the  month. 

E.  C.  Rauth,  of  the  Koerber  Brenner  Co.,  in 
a  brief  sales  talk  discussed  the  future  outlook 
of  Victor  business  in  the  State,  after  which 
Walter  S.  Hires,  of  the  Victor  Co.,  outlined 
some  good  merchandising  and  display  ideas. 

Gene  Austin's  latest  release,  "Ramona,"  had 
a  stimulating  effect  upon  Victor  record  business 
in  the  city.  The  release  of  the  record  coincided 
with  the  showing  of  the  picture  "Ramona"  at  a 
local  movie  house,  with  the  result  that  it  is 
proving  increasingly  popular  throughout  the 
city,  and  its  environs. 

The  recent  visit  of  Moran  and  Mack  to  St. 
Louis  had  added  stimulus  to  Columbia  record 
business  in  the  city,  the  local  branch  of  the 
company  utilizing  the  appearance  to  lay  the 
groundwork  for  an  intensive  sales  campaign  on 
Parts  7  and  8  of  the  "Black  Crows." 

Considerable  advertising  and  exploitation  was 
carried  on  by  the  Columbia  Co.,  also  in  con- 
nection with  the  appearance  at  the  St.  Louis 
Theatre  of  Ted  Lewis  and  his  Columbia  or- 
chestra, and  Ethel  Waters,  the  colored  star  of 
"Africana,"  who  brought  her  company  of  sixty 
to  the  Shubert-Rialto  Theatre  here. 

The  Brunswick  Co.  reports  a  good  reception 
of  the  new  portable,  which  was  formally  in- 
troduced to  the  trade,  last  month,  while  the 
Artophone  Corp.  announces  the  demand  for 
portables  has  been  so  great  that  the  company 
recently  was  compelled  to  increase  the  produc- 
tion facilities  of  its  plant  by  adding  another 
floor  to  its  manufacturing  space. 

The  /Artophone  Corp.  also  announced  that 
L.:W.  Miller,  who  successfully  represented  the 
company's  line  of  musical  merchandise,  has 
been  placed  in  charge  of  the  musical  merchan- 
dise division  of  the  concern,  with  headquarters 
in  St.  Louis,  and  that  J.  C.  Clinkebeard  has 
been  placed  in  charge  of  the  Kansas  City  branch 
office  of  the  company. 

During  the  past  month  W.  C.  Fuhri,  vice- 
president  and  general  manager  of  the  Columbia 
Phonograph  Co.,  spent  several  days  in  St.  Louis, 
discussing  company  matters  with  the  members 
of  the  local  branch.     A.  G.  Bolts,  formerly  as- 


sistant manager  of  the  local  Columbia  office  and 
now  manager  of  the  Columbia  record  depart- 
ment of  the  Sterling  Radio  Co.,  of  Kansas 
City,  also  visited  the  local  branch. 

In  the  radio  field  primary  interest  centered 
upon  the  efforts  being  made  by  the  city  to  elim- 
inate the  operation  of  radio  loud  speakers  and 
phonographs  on  the  streets  of  the  city. 

Opposition  to  the  action  was  voiced  by  mem- 
bers of  the  St.  Louis  Trades  Association.  They 
expressed  the  opinion  that  a  blanket  ordinance 
against  the  use  of  loud  speakers  in  public  dem- 
onstrations would  be  in  restraint  of  trade,  and 
promptly  appointed  a  committee  to  urge  the 
City  Counselor  to  consider  what  reaction  the 
p-roposed  ordinance  would  have  upon  the  trade. 


Brunswick  Markets 
New  Portable  Model 

Latest  Product  of  the  Brunswick-Balke- 
Collender  Co.  Reflects  the  Influence  of 
Modern  Improvements  in  Musical  Re- 
production— Plans  Sales  Campaign 

The  new  Brunswick  portable  phonograph  re- 
cently introduced  by  the  Brunswick-Balke-Col- 
lehder  Co.,  Chicago,  shows  some  extremely  in- 


New  Brunswick  Portable 

teresting  developments  in  the  smaller  instru- 
ments, reflecting  the  influence  of  the  latest 
improvements  in  musical  reproduction.  "Cabi- 


net Instrument  Reproduction  in  the  Portable" 
has  been  selected  as  the  campaign  slogan  on 
the  new  instrument. 

The  new  Brunswick  portable  has  an  excep- 
tionally large  tone  chamber,  and,  in  proportion 
to  the  size  of  the  instrument,  the  tone  develop- 
ment of  the  new  Brunswick  portable  is  said  to 
be  greater  than  that  of  most  cabinet  instru- 
ments. The  scientifically  determined,  mathemat- 
ically exact  curve  of  the  horn  built  into  the 
new  machine  tends  to  eliminate  distortion  of 
reproduced  sounds,  to  amplify  extremely  low 
and  high  notes,  and  to  assure  a  clear,  bell-like 
quality  of  tone. 

The  new  Brunswick  portable  is  listed  at  $25. 
A  complete  list  of  dealer  advertising  material 
includes  prepared  ads  in  mat  and  electro  form, 
special  electros  of  the  instrument  itself,  and  an 
attractively  prepared  descriptive  folder.  The 
Brunswick  company  is  planning  an  intensive 
campaign  on  this  portable  that  will  last  during 
the  entire  year  and  the  instrument  promises  to 
achieve  widespread  popularity. 

Paris  Opera  Will 
Record  for  Columbia 

Columbia  Phonograph  Co.  Obtains  Exclu- 
sive Rights  for  Five  Years  to  Record 
Performances  of  the  Organization 

By  an  agreement  just  signed  with  the  Paris 
Opera,  the  Columbia  Phonograph  Co.,  New 
York  City,  has  obtained  exclusive  rights  for 
five  years  to  record  the  performances  of  this 
eminent  organization,  its  artists,  chorus  and 
orchestra,  according  to  an  announcement  made 
by  Louis  Sterling,  chairman  of  the  board  of 
the  Columbia  Phonograph  Co. 

Founded  in  1669,  the  Academie  National  de 
la  Musique,  popularly  known  as  the  Paris 
Opera,  has  been  in  turn  royal,  national,  im- 
perial and  republican.  It  has  followed  the 
changes  of  government  and  has  survived  them 
all,  as  well  as  revolutions  in  taste.  This  great 
lyric  theatre  has  been  the  scene  of  many  battles 
between  partisans  of  conflicting  operatic  styles. 
Among  the  great  men  who  built  up  its  tradi- 
tion were  Lully  and  Rameau.  The  Paris  Opera 
is  the  oldest  and  finest  model  of  the  subsidized 
theatre  in  the  world. 

The  Columbia  Co.  will  immediately  begin 
recording  the  performances  at  the  Paris  Opera, 
in  which  this  organization  is  unexcelled. 
"Pelleas  and  Melisande"  will  be  a  feature.  The 
director  of  the  Paris  Opera  is  Jacques  Rouche. 
The  conductors  are  Gaubert,  Grovlez  and 
Busser.  Among  the  leading  singers  are 
Mesdames  Beaujon,  McCormick  and  Ferrer, 
and  Messrs.  Journet,  Dufranne  and  Maguenat. 


A  new  music  store  has  been  opened  in  Delhi, 
N.  Y.,  by  Humberston  &  Co.,  carrying  the 
complete  Victor  line. 


EDUCATIONAL  VALUE 

Music  teachers  everywhere  are  now  using  TALK-BACK  records  with  marked  success. 
The  use  of  this  thoroughly  perfected  home  recording  outfit  enables  the  teacher  to  vis- 
ualize the  students'  progress,  and  represents  a  vital  help  and  inspiration  to  students 
and  teachers. 


TALK-BACK 

Recording 

Outfit, 
Complete 


The  Talk-Back  enables  anyone  to  make  records  to  hear  themselves  as  others 
hear  them.  It  works  on  any  phonograph,  can  he  put  on  or  taken  off  in  two 
minutes.    It  is  of  simple  construction  and  does  not  get  out  of  order. 

TALK-BACK  PHONOGRAPHIC  RECORDER  CO. 


TALK-BACK 

Double-faced 
Permanent  8 
inch  Records 


4703  East  50th  St. 


Los  Angeles,  Calif. 
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T.  M.  &  R.  Men's 

Banquet  a  Success 

Record-Breaking  Crowd  Attends  Annual 
Event  at  Hotel  Commodore — Record 
Artists  Entertain — Program  Broadcast 

All  attendance  records  for  the  annual  ban- 
quet of  the  Talking  Machine  and  Radio  Men, 
Inc.,  of  New  York,  New  Jersey  and  Connecti- 
cut were  broken  on  April  23,  when  approxi- 
mately 750  members  of  the  trade,  including 
distributors,  manufacturers,  their  families  and 
friends  gathered  at  the  Hotel  Commodore,  New 
York  City,  and  made  merry.  Dinner  was  served 
at  7:30  and  during  the  feast  the  diners  were 
entertained  continuously  by  outstanding  record- 
ing dance  orchestras.  The  entertainment  con- 
tinued throughout  the  evening  and  far  into 
the  wee  hours  of  the  morning. 

The  year  book  and  program  committee,  of 
which  Byron  R.  Foster  is  chairman,  did  a 
splendid  job  in  preparing  an  attractive  pro- 
gram of  fifty-two  pages  with  a  cover  printed 
in  four  colors  on  a  grape-green  stock.  The 
flyleaf  contained  an  illustration  of  the  new 
trade-mark  of  the  association,  and  Irwin  Kurtz, 
president,  announced  that  window  decal- 
comanias  of  the  design  could  be  procured  from 
the  secretary. 

Among  the  dance  orchestras  providing  music 
for  the  dancing  were  the  following:  B.  A.  Rolfe 
and  his  Palais  d'Or  orchestra  (Edison),  Ben 
Selvin  and  his  orchestra  (Columbia),  Frank 
Winegar  and  his  Penn  Boys  (Edison),  Kamp 
Cummins  and  his  orchestra  (Brunswick).  Sam 
Lanin  of  the  Ipana  Troubadours  and  W.  C. 
Perry  of  the  Fisk  Tire  orchestra  acted  as  guest 
conductors  during  the  program.  The  orchestra 
engaged  for  the  evening,  which  alternated  with 
the  above  bands,  was  Max  Smolen's  Mo-Bo 
Crusaders,  who  are  familiar  to  radio  fans  in 
the  Mo-Bo  Cleaner  Hour  over  Station  WOR 
and  the  Acousticon  Hour  over  the  National 
Broadcasting  Co.  circuit. 

Some  of  the  many  entertainers  taking  part 
were  the  following:  Oscar  Grogan,  tenor  (Co- 
lumbia); Harry  Breuer,  xylophonist,  a  member 
of  Roxy's  Gang;  Rube  Bloom,  pianist-com- 
poser; Buckley  and  Chadborne,  of  the  National 
Broadcasting  Co.;  Clarence  Williams  and  com- 
pany, with  Mr.  Williams,  composer  and  pub- 
lisher, at  the  piano.  The  program  was  broad- 
cast in  its  early  stages  over  Station  WODA, 
Paterson,  and  after  10:30  over  Station  WHN, 
New  York,  as  well.  Niles  T.  Garntlund  (well 
known  as  NTG)  did  most  of  the  announcing 
over  the  two-station  hook-up. 


Geo.  C.  Beckwith  Co. 
an  Amrad  Distributor 


Medford  Hillside,  Mass.,  May  7. — The  Geo.  C. 
Beckwith  Co.,  of  Minneapolis,  Minn.,  well 
known  as  a  wholesaler  of  Victor  talking  ma- 
chines in  the  Northwest,  was  recently  appointed 
exclusive  Amrad  distributor  in  the  large  area 
served  from  Minneapolis,  according  to  an  an- 
nouncement made  by  W.  H.  Lyon,  general 
sales  manager  of  the  Amrad  Corp.  of  this  city. 
R.  C.  Colman,  of  the  Beckwith  Co.,  who  was 
a  recent  visitor  to  the  Amrad  branch  factory 
in  Chicago,  feels  very  enthusiastic  over  the 
Vmrad  set-up  for  1928  and  looks  forward  to 
the  best  year  in  the  history  of  his  company. 


Moran  and  Mack,  exclusive  Columbia  record 
artists,  are  at  it  again,  and  parts  7  and  8  of 
''Two  Black  Crows"  have  been  released  on  Co- 
lumbia record  No.  1350-D.  Columbia  dealers 
are  receiving  advertising  material  consisting  of 
two-color  window  streamers,  newspaper  mats 
and  streamers  for  demonstration  booths.  De- 
mand for  the  record  has  been  satisfactory. 


PREAMPLIFIER 

New! 

the  booster 
for  old  sets! 

Uses  222  Screen  Qrid  Tube 

STERLING  engineers  have  found  the 
way  to  unharness  the  wonders  of  the 
Screen  Grid  tube  for  use  with  prac- 
tically every  DC  set  without  any  changes 
in  the  set,  using  the  same  batteries  or  "B" 
Power  unit,  and  the  same  DC  tubes. 
The  Pre-Amplifier,  connected  ahead  of  any 
6  volt  DC  se"t 

(1)  Gets  stations  never  heard  before. 

(2)  Brings  weak  signals  in  at  good 
volume. 

(3)  Uses  short  aerial  to  reduce  static. 

(4)  Separates   stations — increases  se- 
lectivity. 

(5)  Greatly  improves  tone  quality. 
If  all  these  "too  good  to  be  true"  claims 
can  be  proved,  think  what  Pre-Amplifier 
means  to  the  thousands  of  sets  in  use. 
Your  test  will  prove  every  claim.  More 
than  that,  actual  demonstration  in  your 
store  will  turn  the  summer  slump  into 
sure-fire  sales. 

Order  a  Sterling  Pre-Amplifier  from  your 
jobber.  Put  it  through  these  five  tests. 
Take  advantage  of  this  new  Screen  Grid 
performance. 

R-375  Pre-Amplifier  without  Screen  Grid  Tube  $15.00 

UX  222  Screen  Grid  Tube   6.50 

Biggest  Value 
in  AC  Field 

TRI-POWER- fastest 
seller  because  it  is  complete 

FOR  every  sale  of  an  AC  tube  set  there  is 
a  ready  opportunity  to  convert  at  least 
ten  old  sets  to  use  AC  tubes.  And  every 
time  Sterling  Tri-Power  carries  the  sale  be- 
cause it  is  the  complete  AC  job.  No  outside 
condensers  or  resistances.  No  extra  parts  to 
buy.  Standard  cables  and  adapters  give  neat 
and  permanent  installation.  Ready  to  install 
without  fuss,  without  added  expense.  This 
means  easy  sales,  no  come-backs,  clean  profits. 
List  Price  R-810  Tri-Power  without  Ray- 
theon tube  or  cable  $32.00 

R-880  Tri-Power  without  280  tube  or 

cable    35.00 

Cables  to  suit  $6.00  to  8.00 

Raytheon  BH  Tube   4.50 

Raytheon  280  type  tube   5.00 

Universal  AC  Tube  and  Set 
Tester 


SCREEN  GRID 
PRE-AMPLIFIER 


TripowER 

Converts  all  DC  Sets 
to  use  AC  Tubes 
Junior  Short  Checker  for 
AC  and  DC  Tubes 

Shows  you 
just  where  you 
stand  in  tube 
r  e  placements. 
Keeps  your 
stock  clean. 
Satisfies  cus- 
tomers. Shows 
where  tube  is 
shorted — fil-grid;  plate-grid,  plate-fil,  also 
shows  emission  on  226,  227,  199  and  120 
tubes. 

Model  R-514,  List  Price  $13.50 


Tells  you 
everything  you 
want  to  know 
in  AC  tube 
and  set  s«rvic- 
i  n  g.  Tests 
tubes  and  lo- 
cates faults  in 
wiring. 

Model  R-S12,  List  Price  $35.00 


THE  STERLING  MFG.  CO. 

2831  Prospect  Ave.,  Cleveland,  O. 
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Normal  Spring  Demand  Reported 
Throughout  Quaker  City  Field 

Convention  of  Pennsylvania  Association  of  Music  Merchants  Holds  Center  of  Business 
Stage — Distributors  Featuring  the  New  Majestic  Radio — Other  News 


Philadelphia,  Pa.,  May  7. — While  the  early 
Spring  demand  for  talking  machines  was  some- 
what quieter  for  the  majority  of  dealers,  there 
was  more  active  business  for  those  retailers  who 
took  particular  pains  to  stimulate  orders  by 
special  efforts  and  drives  backed  by  proper  ad- 
vertising methods.  Electric  radios  are  most 
active  in  demand  at  the  present  time. 

Record  sales  kept  pace  with  the  improvement 
that  set  in  with  the  early  days  of  Spring  and, 
while  not  as  large  as  they  were  a  year  ago, 
nevertheless,  were  fairly  well  maintained  de- 
spite the  slower  pace  of  the  talking  machine 
business.  The  new  electric  types  of  talking  ma- 
chines, which  now  are  the  most  popular  of  the 
models,  brought  a  livelier  demand  for  the 
record  list  of  popular  numbers. 

Manufacturers  of  accessories,  repair  parts  and 
supplies  for  the  talking  machine  trade  report  a 
quieter  trend  except  for  the  reproducers  and 
new  tone  arms  that  are  being  used  for  improv- 
ing the  tone  of  old  machines. 

Wide  Interest  in  Convention 

Radio  and  talking  machine  trade  associates 
will  play  an  important  part  in  the  Third  An- 
nual Convention  of  the  Pennsylvania  Associa- 
tion of  Music  Merchants,  which  meets  in  this 
city  today  and  tomorrow  at  the  Hotel  Adel- 
phia.  Among  the  speakers  are  prominent 
authorities  in  the  trade  who  will  stress  various 
phases  of  the  industry  in  their  talks.  There  is 
a  diversified  program  of  business  sessions,  social 
and  entertainment  features.  Complete  details  of 
the  convention  appear  elsewhere  in  this  issue. 

In  addition  to  participating  in  the  activities 
of  the  convention,  the  several  firms  identified 
with  the  trade  will  entertain  at  the  respective 
headquarters   the  visiting  conventionites  who 


may  be  interested  in  the  wholesaling  or  retail- 
ing of  merchandise.  Among  the  firms  keeping 
"open  house"  are  H.  A.  Weymann  &  Son,  Phil- 
adelphia Victor  Distributors,  Inc.,  Columbia 
Phonograph  Co.,  Brunswick-Balke-Collender 
Co.,  Philadelphia  branch,  Radio  Corp.  of 
America,  Penn  Phonograph  Co.,  Atwater  Kent 
Co.,  Victor  Talking  Machine  Co.,  Camden;  H. 
C.  Roberts  Electric  Supply  Co.,  Elliott  Lewis 
Electric  Supply  Co.,  Frank  H.  Stewart  Electric 
Co.,  Louis  Buehn  Co.,  C.  J.  Heppe  &  Son,  F. 
A.  North  Co.,  Ramsdell  &  Son  and  the  Cun- 
ningham Piano  Co. 

Featuring  Majestic  and  Zenith  Radio 

Special  demonstration  of  the  Majestic  and 
Zenith  radios  will  be  given  at  the  headquarters 
of  the  Penn  Phonograph  Co.,  913  Arch  street, 
during  the  month,  and  with  cordial  hospitality, 
while  the  convention  is  in  force,  to  the  visiting 
associates  of  the  local  distributors  of  these  sets. 
There  will  be  on  display  the  newest  electrical 
sets  of  the  Zenith  and  the  Majestic  and  these 
will  be  given  practical  tests  throughout  the 
month  at  the  headquarters.  D.  W.  Mayberry, 
sales  manager  of  the  company,  is  now  going 
through  the  State  trade  giving  demonstrations 
of  the  new  Majestic  set  for  the  dealers  as  well 
as  their  prospects  and  customers. 

Artists  Meet  Victor  Club  Members 

Fred  and  Tom  Waring,  of  the  famed  Warings 
Pennsylvanians,  met  the  Quaker  City  Victor 
dealers  at  the  monthly  session  of  the  Philadel- 
phia Victor  Record  Club,  held  at  the  Chamber 
of  Commerce  here  on  April  10.  A  special  re- 
quest from  Raymond  J.  Boldt,  head  of  the 
record  department  of  the  Philadelphia  Victor 
Distributors,  Inc.,  to  the  Waring  Bros,  brought 
the  trade  and  the  noted  orchestra  leaders  to- 


The  New 
Orthophonic  Victrola  No*  8-35 

As  New  as  Tomorrow 
in  Color,  Design,  Beauty  and  Performance 


List  Prices 


Spring  Motor  $300.00 
Electric  Motor  $335.00 


H.  A.WEYMAW  &  S().\,lNC. 

1108  Chestnut  Street -Philadelphia,  Pa. 
Victor  Wholesalers 


gether.  When  the  social  session  was  over  the 
trade  listened  to  Miss  Dorothy  Martin,  of  the 
Victor  Talking  Machine  Co.,  and  her  outline 
of  helpful  record  sales  hints,  as  the  guest 
speaker  of  the  April  session. 

Distributors  to  Meet  at  Victor  Co. 

The  Philadelphia  trade  will  be  represented  at 
the  annual  meeting  of  the  Victor  distributors, 
to  be  held  at  the  Camden  factory  headquarters 
on  May  31,  when  the  nation's  wholesalers  will 
assemble  in  their  yearly  convention.  Those  who 
will  represent  the  Quaker  City  distributors  are 
President  Louis  Buehn,  of  the  Philadelphia  Vic- 
tor Distributors,  Inc.;  Vice-President  Harry 
Ellis,  and  Secretary  Frank  Reineck,  of  that  con- 
cern. Manager  Raymond  J.  Boldt,  of  the  record 
department,  also  .will  attend. 

From  H.  A.  Weymann  &  Son,  President 
Harry  A.  Weymann,  Herbert  Weymann  and 
Charles  H.  Bahl,  manager  of  the  wholesale  Vic- 
tor department,  will  attend  as  representatives  of 
that  concern. 

Planning  Aggressive  Sales  Drive 

A  special  corps  of  women  workers  will  be 
added  to  the  staff  of  C.  J.  Heppe  &  Son,  1115 
Chestnut  street,  for  the  Summer  months  to 
campaign  on  talking  machines  and  radio  in  a 
door  to  door  drive.  The  Heppe  radio  and  talk- 
ing machine  department  has  been  unusually 
alert  to  the  possibilities  of  reaching  the  cus- 
tomer in  the  home.  By  direct  mail  contact 
many  sales  have  been  rounded  up  on  radio  and 
talking  machines,  and  now  the  company  is  back- 
ing its  three-day  trial  service  on  the  Ortho- 
phonic  in  the  home  by  a  newspaper  campaign 
announcing  that  this  method  of  demonstration 
is  available  to  the  consumers.  A  coupon  is  in- 
cluded in  the  advertisement  which,  when  filled 
in  with  the  address  of  the  prospect,  is  cut  from 
the  daily  newspapers  and  mailed  to  the  firm. 
The  company  then  sends  a  salesman  to  the 
residence  and  he  completes  the  deal  by  having 
the  Orthophonic  installed  for  three  days  and 
later  returns  to  complete  the  sale  if  the  pur- 
chaser is  satisfied  to  keep  the  machine.  Under 
Manager  Leo  Cromson,  the  department  has  been 
able  to  keep  up  interest  in  the  radio  and  talk- 
ing machine  stocks  and  sales  have  been  numer- 
ous under  this  mode  of  campaigning.  There 
has  been  a  300  per  cent  increase  in  radio  sales 
by  the  direct  mail  sales  drive  and  demonstra- 
tion methods. 

New  Portables  Please  Trade 

Since  the  introduction  of  the  new  improved 
type  of  Guarantee  portable  talking  machines  to 
the  Philadelphia  trade  they  have  been  installed 
in  all  the  leading  stores.  The  Guarantee  Talk- 
ing Machine  Supply  Co.,  35  North  Ninth  street, 
manufacturer  of  the  new  portables,  has  been 
especially  active  in  promoting  national  sales  of 
the  new  models.  They  are  the  Guarantee  Junior, 
Deluxe,  and  the  Special.  All  of  the  models 
are  in  good  demand. 

J.  A.  Fischer  Co.  Busy 

Though  the  trade  has  been  less  active  in 
repair  parts  in  these  days  of  mid-springtime,  the 
T.  A.  Fischer  Co.,  730  Market  street,  has  been 
particularly  active  with  shipments  of  the  Val- 
phonic  and  the  Riophonic  reproducers  used  for 
revamping  older  types  of  talking  machines  for 
the  new  style  records.  There  has  been  par- 
ticular demand  for  the  Riophonic,  the  newer 
popular-priced  type  which  the  manufacturer  of 
the  Valley  Forge  main  springs  and  parts  has 
brought  out.  Irvin  Epstan,  of  the  company, 
is  now  making  the  round  of  the  trade  in  the 
Southwest,  while  Martin  Krupnick  is  covering 
New  England  and  Benjamin  Krupnick  is  travel- 
ing through  the  Coast  States  of  the  South.  In 
all  sections  where  the  travelers  have  been  there 
{Continued  on  page  78) 
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An  Open 
To  Radio 


Letter  *  - 

Jobbers  and  Dealers: 


In  your  section  are  many  people  who  have  had 
their  first  experiences  with  radio.    Some  are  thinking 
of  and  looking  for  a  better  one. 

Add  these  to  the  many  who  own  cars  and  fine 
things  and  have  yet  to  buy  their  first  set,  and  you 
have  a  potential  on  which  a  real  selling  job  is 
bound  to  capitalize. 

These  buyers  are  the  type  that  will  demand 
good  radio,  simple,  convenient  operation,  and  fur- 
niture design  in  harmony  with  homes  of  character. 

The  Slagle  1928-29  numbers,  soon  to  be  an- 
nounced, are  engineered  to  attract  that  desirable 
body  of  prospects,  and  priced  accordingly. 

All-electric  operation,  loop  control,  power 
speaker,  phonograph  pick-up  connection, — these  popu- 
lar features  will  be  expected  of  good  radio.  Some 
one  is  going  to  supply  them. 

Does  your  sales  program  anticipate  your  securing 
a  rightful  share  of  this  business? 

From  your  intimate  contact  with  radio  you  have 
seen  the  ordinary  type,  and  you  have  listened  to 
radio  really  outstanding.     Slagle  Radio,  we  believe, 
is  the  kind  you  would  enjoy  in  your  own  home.  It 
should  be  a  profitable  line  for  you  to  sell. 


I 


See  the  Slagle  line  at  the  second  R.  M.  A. 
Trade  Show,  week  of  June  1 1th,  Stevens  Hotel, 


Chicago  —  Spaces  88 '89,  Grand  Ball  Room. 


Division  of 


Slagle  Radio  Company 


Indiana 
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has  been  a  good  order  list  for  the  reproducers. 
The  Fischer  Co.  now  is  placing  in  the  mail  its 
newest  booklet  on  the  tone  arms  and  reproduc- 
ers and  other  attachments  made  by  the  Valley 
Forge  producers. 

Columbia  Sales  Continue  to  Gain 

Since  the  new  model  Viva-tonal,  listing  at 
$200,  has  been  introduced  to  the  Philadelphia 
dealers  by  the  local  branch  of  the  Columbia 
Phonograph  Co.  there  has  been  a  gratifying 
order  list  secured  for  the  latest  of  Columbia 
developments  in  machines.  Headquarters  here, 
under  Manager  J.  J.  Doherty,  have  been  enjoy- 
ing much  heavier  business  in  the  record  depart- 
ment with  two  good  sellers  in  the  list— the 
Black  Crow  records  and  those  of  Dave  Harmon, 
now  at  the  Pox  Theatre,  with  whom  the  com- 
pany has  been  tying  up  dealers'  exploitation. 
The  new  Black  Crow  records,  Parts  7  and  8, 
will  be  on  the  market  May  10.  The  new  Co- 
lumbia Viva-tonal  Kolster  radio  combination, 
listed  at  $600,  will  be  ready  for  trade  distribu- 
tion on  May  20,  when  the  new  model  will  be 
in  the  local  branch  at  40  North  Sixth  street. 

C.  Hughes  has  been  added  to  the  Columbia 
sales  staff  to  cover  North  Philadelphia;  J.  J. 
Doherty,  manager,  will  be  active  in  the  Music 
Merchants'  Convention  on  May  7  as  one  of 
the  speakers,  while  F.  Sard,  director  of  the 
Schubert  Centennial  Celebration,  will  talk  on 
the  Masterworks  records.  Vice-President  and 
General  Sales  Manager  W.  C.  Fuhri  will  jour- 
ney to  the  City  of  Brotherly  Love  to  attend  the 
convention,  and  to  speak  on  behalf  of  his  com- 
pany. 

Dealers  View  Majestic  Line 

A  series  of  dealer  gatherings  were  arranged 
during  the  late  days  of  April  by  the  distributors 
of  the  Majestic  radio,  the  Pierce-Phelps  Co.,  224 
North  Thirteenth  street,  for  the  purpose  of 
giving  demonstration  of  these  new  sets.  For 
four  days  these  meetings  were  held  in  the  Phil- 
adelphia headquarters,  and  then  carried  out  up- 
state, where  the  retailers  were  much  enthused 
with  the  newest  development  of  the  Majestic 
manufacturers,  the  Grigsby-Grunow  Co.,  of 
Chicago.  Dealer  demonstrations  were  held  in 
Wilkes-Barre,  Scranton,  Lancaster,  York,  Beth- 
lehem, Reading,  Pottsville,  Coatesville,  Harris- 
burg  and  Williamsport  and  Atlantic  City,  N.  J., 
the  latter  being  held  on  May  2.  At  these 
gatherings  J.  T.  Pierce,  sales  manager  of  the 
company,  presided,  explaining  to  the  trade  the 
operation  of  the  new  set,  and  then  giving  prac- 


tical evidence  of  its  reception  by  demonstra- 
tions. At  every  meeting  a  tremendous  ovation 
was  forthcoming,  and  presaging  the  present  ac- 
tivity at  headquarters  where  shipments  have 
been  consuming  all  available  supplies  of  this 
new  radio  product. 

Frank  Fingrutd  Has  Son 

Frank  Fingrutd,  secretary  of  Everybody's 
Talking  Machine  Co.,  Inc.,  is  receiving  the 
congratulations  of  his  friends  throughout  the 
trade  upon  the  birth  of  a  son  on  Sunday, 
April  15.  The  new  future  executive  of  Every- 
body's Talking  Machine  Co.,  Inc.,  has  been 
named  Elliott  Arnold  Fingrutd. 

Will  Move  to  New  Quarters 

The  new  building  in  which  Philadelphia  Vic- 
tor Distributors,  Inc.,    will    shortly  establish 


their  new  distribution  quarters  is  rapidly  near- 
ing  completion,  and  President  Louis  Buehn  is 
busy  formulating  moving  plans  that  will  allow 
this  move  to  take  place  without  interruption  to 
the  Victor  service,  for  which  Philadelphia  Vic- 
tor Distributors  are  noted. 

Feature  "Mother's  Day"  Records 

Philadelphia  Victor  Distributors,  Inc.,  have 
mailed  to  the  dealers  as  part  of  their  usual 
service  an  attractive  pen-and-ink  sketch  featur- 
ing Mother's  Day,  calling  attention  to  various 
Victor  records  particularly  appropriate  and  the 
Victor  Mother's  Day  album. 

Drive  on  New  Orthophonic 

H.  A.  Weymann  &  Son,  Inc.,  Victor  distribu- 
tors, have  addressed  an  interesting  letter  to  Vic- 
tor dealers  in  their  territory  upon  the  new 
Orthophonic  Victrola  8-35.  The  Weymann 
sales  promotion  department  is  working  inten- 
sively with  the  dealers  in  the  promotion  of 
this  new  instrument. 

Takes  Over  Victor  Business 

With  the  purchase  of  the  talking  machine 
business  of  the  Foster  Bros.,  Manayunk  furni- 
ture dealers,  the  stock  of  Victor  machines  and 
records  has  been  removed  to  the  music  store  of 
Quintus  Brown,  at  4917  North  Fifth  street. 
Under  the  transfer  of  the  Victor  department  to 
the  new  owner  the  Brown  Music  Shop  acquires 
the  agency  for  the  Orthophonic  and  other  Vic- 
tor machines. 

T.  Fairchild  With  Brunswick 

Ted  Fairchild,  who  has  won  laurels  on  the 
field  at  the  University  of  Pennsylvania  as  Ail- 
American  end  on  the  Red  and  Blue  football 
squad,  has  become  attached  to  the  local  offices 
of  the  Brunswick-Balke-Collender  Co.,  40  North 
Sixth  street,  and  will  cover  the  trade  in  this 
section  for  the  Brunswick.  The  local  branch 
has  been  tying  up  with  the  appearance  of 
Liddy  Holman,  comedy  singer  with  the  Bruns- 
wick, who  has  been  featured  at  the  Fox  Theatre, 
and  dealers  have  been  reaping  rewards  in  in- 
creased sales  of  her  recordings.  There  has  been 
an  unusually  heavy  demand  for  the  recordings 
of  Al  Jolson,  who  by  special  request  of  the 
Brunswick  made  the  "Mammy,"  "Dirty  Hands," 
records  now  so  broadly  sold  by  the  manufac- 
turer. The  local  offices  have  been  keeping 
pace  with  the  national  record  made  by  the  com- 
(Continui'd  on  page  SO) 


Distributors  for  Eastern  Penna,and  Southern  New  Jersey 

KOLSTER 

RADIO  RADIO 

We  offer  the  largest  stocks  of  nationally  known  radio 
lines  in  the  East,  together  with  a  Service,  not  in- 
fallible, but  embodying  the  spirit  of  helpful- 
ness and  cooperation  to  the  limits  of  our 
power.    Our  continuous  growth  is 
an  unfailing  sign  that  our  ef- 
forts are  helping  an  in- 
creasing   host  of 
radio  dealers  to 
"Grow  With 
Us." 

TRILLING  &  MONTAGUE 

WHOLESALE  RADIO  MERCHANDISERS 


N.  W.  Cor.  7th  and  Arch  Streets 


9rCV)l£ithlls''  PHILADELPHIA,  PA. 


The  Talking  Machine  World,  N.ew  York,  May,  1928 


New 
Dynamic  Speakers 

Radio's  first  loud  speaker — still  the  finest 


ere  is  the  original— the  first  type  of  loud  speaker  ever 
made.  Created  by  Magnavox  in  1911.  The  only  type  of 
speaker  that  has  stood  through  every  period  of  speaker 
development.  Supreme  in  the  beginning.  Supreme  today. 
Patented,  controlled  and  made  famous  by  Magnavox— and 
Magnavox  has  been  made  famous  by  it. 

Over  400,000  Magnavox  dynamic  power  units  are  now 
in  use.  The  new  models  are  widely  acclaimed  by  press  and 
public.  They  are  used  as  built-in  equipment  by  America's 
fine  set  makers— and  the  Magnavox  principle  is  being  adopted 
by  speaker  manufacturers  under  license  agreements. 

New  perfected  models — to  meet 
every  power  need — at 
new  low  prices 

Aristocrat  Model  (left) 
Beautiful  butt  burl  walnut  cabinet  finished 
in  two  tones.  It  houses  Dynamic  6,  7  or  80 
unit.  List  prices: 

A  ristocrat  with  Dynamic  6,  $jo 
A  ristocrat  with  Dynamic  y,  $75 
A  ristocrat  with  Dynamic  80,  $85 

Dynamic  80 

{right) 
110  volts  AC  Has 
power  transform- 
er and  dry  recti- 
fier. The  most 
popular  unit  of 
the  new  line.  De- 
signed to  operate 
with  AC.  sets. 
Unit,  list  #50. 

^  Send  for  Dynamic  power  speaker  bulletins,  giving  full  information  S 

%A  The  Magnavox  Company,  Oakland,  California  p 

^  Eastern  Sales  Office:  —  1315  South  Michigan  Avenue,  Chicago  ^ 


Cordova  Model  (above) 
With  dynamic  700  unit,  1 10  volt, 
60  cycle  AC.  Combining  rectifier 
and  power  amplifier.  Takes  place 
of  last  audio  stage  in  set.  Operates 
with  one  381  or  281  tube  and  one 
310  or  210  tube.  Handsome  wal- 
nut cabinet.  List  $175.  Unit  $125. 

Dynamic  6  {left) 
6  volts  DC.  Field  current 
consumption,  .65  am- 
peres. Operates  from  A 
battery. 

Unit  list  price  $35. 

Dynamic  7 

110  to  220  volts  D  C. 
Field  current  consumption,  45  to  90 
milliamperes.  For  use  with  power  am- 
plifiers using  high  voltage  rectified  al- 
ternating current— or  with  DC  power 
supply.  Unit,  list  $40. 


Magnavox 

^         Dynamic  Tower  Speakers 


Cf||||||2  #|  I     lbj       A  S       j>  Magnavox  Dynamic  Speakers  are  made  under  one 

^  *       *    *^       *     ^  or  more  of  seven  U.  S.  patents  and  six  foreign  pat- 

ents. The  Magnavox  Company  hereby  gives  notice  of  intention  to  vigorously  prosecute  manufactur- 
ers, jobbers  and  retailers  who  sell  unlicensed  units  infringing  Magnavox  patents. 
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pany  for  its  sales  of  records  are  now  at  the 
highest  in  the  history  of  the  company.  Local 
sales  have  been  soaring  with  the  popularity 
of  the  Brunswick  artists.  Herbert  Gordan,  who 
has  been  making  the  local  records  for  the 
Brunswick,  will  entertain  the  music  trade  when 
it  meets  in  convention  here  at  the  Adelphia, 
where  he  is  engaged  to  supply  the  dance  music. 
J.  E.  Henderson,  of  the  Chicago  offices  and 
record  sales  manager,  will  be  among  the  speak- 
ers at  the  convention. 

The  Brunswick  is  being  exhibited  at  the  At- 
lantic City  store  of  the  company  along  the 
Boardwalk,  where  very  effective  window  dis- 
plays are  being  made  and  with  the  twelve  new 
records  being  broadly  exploited.  The  new  port- 
able Brunswick  at  $25  is  proving  a  popular 
model  for  the  Summer  months.  It  has  the  new- 
est feature  in  its  reproducers  that  now  are  com- 
bined in  the  higher-priced  models,  and  tonal 
qualities  are  exceptionally  fine  for  the  low  price 
of  the  machine. 

Foreign  Manufacturer  a  Visitor 

Among  the  group  of  business  men  who  have 
been  making  a  tour  of  the  United  States  as 
representatives  of  the  leading  German  commer- 
cial enterprise  and  making  the  City  of  Brotherly 
Love  their  stopping  point  in  the  mid-April  days 
was  Carl  Twardocus,  talking  machine  manu- 
facturer of  Germany.  These  men  are  members 
of  the  Leipzig  Fair  and  were  met  by  John  W. 
Purner,  secretary  of  the  Foreign  Trade  Bureau 
of  the  Philadelphia  Chamber  of  Commerce. 
The  tour  is  in  charge  of  John  Falkeberg,  of  the 
American  Express  Co.  They  spent  an  entire 
day  touring  the  Victor  Talking  Machine  Co.  as 
guests  of  that  manufacturing  concern.  Later 
they  will  take  in  Detroit,  Chicago,  Niagara 
Falls,  Boston  and  Washington. 

Presents  A.  K  Sets  to  Ball  Players 

Two  fine  radio  sets  were  presented  by  the 
Atwater  Kent  Co.  to  Ty  Cobb  and  Tris  Speaker, 
noted  baseball  veterans,  before  the  opening  of 
the  first  of  the  1928  series  of  the  games  of 
the  Athletics  in  the  early  days  of  the  month. 
The  radio  sets  were  broadly  exploited  in  banner 
announcements  at  Shibe  Park  ball  field  just 
before  the  opening  game  with  the  New  York 
Yankees.  The  sets  were  presented  on  behalf 
of  Atwater  Kent,  head  of  the  company,  as  a 
pre-season  gift. 

Adds  Zenith  and  Kolster  Lines 

Frank  Butler,  buyer  for  the  music  depart- 
ment of  the  Strawbridge  &  Clothier  Co.,  de- 
partment store,  who  was  confined  to  his  home 
for  several  weeks  from  grippe  and  threatened 
pneumonia,  is  now  at  his  desk  again.  The 
Strawbridge  &  Clothier  Co.  has  added  the 
Zenith  and  the  Kolster  to  the  radio  department, 
under  management  of  Thomas  J.  Cummins,  who 
also  is  assistant  buyer. 

Fine  Victor  Publicity 

There  has  been  a  breezy  column  on  the  Vic- 
tor recordings  of  the  month,  and  prospective 


Velvaloid  Record  Brush 

Ideal  for  advertising  purposes  or  resale.    Write  us  for  full  information. 

PHILADELPHIA  BADGE  CO. 

Manufacturers 


3H  Indus  duauur 

Patented  1M2 


942  Market  Street 


Philadelphia,  Pa. 


listings  to  come  appearing  in  the  Philadelphia 
Record,  the  local  daily.  Accompanying  this 
lively  commendation  of  the  Victor  artists  is  a 
co-operative  ad  of  the  dealers  in  the  city  and 
surrounding  territory  where  these  records  may 


be  bought.  The  column  is  written  by  Leonard 
H.  Arnold  and  its  paragraphs  are  livened  with 
snappy  comments  on  each  of  the  numbers  that 
have  appeared  in  record  form,  resulting  in  some 
unusually  effective  publicity. 


Everybody's  Talking  Machine  Co. 
Celebrates  Twelfth  Anniversary 

Business  Started  Twelve  Years  Ago  in  a  Small  Way  in  Philadelphia   Has  Developed 
to  the  Point  Where  It  Now  Is  a  National  Institution 


Philadelphia,  Pa.,  May  7. — This  month  marks 
the  twelfth  anniversary  of  Everybody's  Talking 
Machine  Co.,  of  this  city.  During  the  entire 
month    "open    house"   will    be    observed  and 


parts  for  talking  machines.  Specialization  on 
small  parts  mounted  to  big  business,  and  the 
establishment  flourished.    Mr.  Grabuski  had  all 


Philip  Grabuski 

Everybody's  officials  will  heartily  welcome  all 
visitors  to  the  headquarters  of  the  company  on 
Arch  street.  Twelve  years  have  witnessed  a 
phenomenal  growth  of  the  organization,  and 
the  firm  history  unfolds  a  story  far  more  in- 
teresting than  many  novels. 

Twelve  years  ago  the  late  I.  Grabuski  em- 
barked on  a  business  venture  in  a  small  store 
on  North  Eighth  street  specializing  in  repair 


Samuel  Fingrutd 

the  attributes  of  a  successful  executive  and 
notably  that  of  surrounding  himself  with  ca- 
pable co-workers.  As  the  business  grew  he 
brought  into  the  business  his  brother,  Philip  I. 
Grabuski,  and  an  equally  enterprising  young 
man  named  Samuel  Fingrutd. 
Upon  his  untimely  death  the  business  rested 
{Continued  on  page  82) 
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DISTANCE*- 


—All  Set  and  on  the  Mark  for  the  1928-29  Radio  Season 
Let  Us  Tell  You  About  the  New  Sets 

Penn  Phonograph  Co.,  Inc. 


913  Arch  Street 


Established  1898 


Philadelphia,  Pa. 
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7     Program  of  the  2nd  Annual 

Radio  Manufacturers' 
Association 

Trade  Show  and 
4th  Annual  Convention 

MONDAY,  JUNE  11 

10:00  A.M. — Registration. 

10:30  A.M. — Meeting  R.M.A.  Board  of  Directors. 
2:00  P.M.  to  10:00  P.M.— Trade  Show  open. 

Schedule  of  R.M.A.  Committee  Meetings  will  be 
announced  at  the  Convention  Monday,  June  11. 

TUESDAY,  JUNE  12 

10:00  A.M. — Open  Meeting  R.M.A.  Convention.  Ad- 
dress of  Welcome  by  Hon.  William  Hale  Thomp- 
son, Mayor  of  Chicago.  Response  by  C.  C.  Colby, 
President,  Radio  Manufacturers'  Association.  Ad- 
dresses by  Hon.  Ira  E.  Robinson,  Chairman,  Fed- 
eral Radio  Commission;  Earl  C.  Anthony,  Presi- 
dent, National  Association  of  Broadcasters;  Harold 
J.  Wrape,  President,  Federated  Radio  Trades  As- 
sociation. 

1:00  P.M.  to  10:00  P.M. — Trade  Show  open. 
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WEDNESDAY,  JUNE  13 

CHICAGO  TRADE  DAY 
10:00  A.M.— Closed  R.M.A.  Membership  Meeting. 
10:00  A.M. — Sectional  meetings  of  the  following  divi- 
sions  of   Federated   Radio   Trade  Association — 
Radio    Wholesalers,    Radio    Dealers    and  Radio 
Manufacturers'  Representatives. 
1:00  P.M.  to  10:00  P.M.— Trade  Show  open. 

THURSDAY,  JUNE  14 

FLAG  DAY 

10:00  A.M. — Closed  R.M.A.  Membership  Meeting. 
1:00  P.M.  to  5:00  P.M.— Trade  Show  open. 

Note: — All  Demonstration  Rooms  will  be  closed 
Thursday,  June  14,  at  5.00  P.M.  on  account  of 
R.M.A.  Banquet. 
7:00  P.M.— R.M.A.  4th  Annual  Banquet  at  Rainbo 
Gardens. 

FRIDAY,  JUNE  15 

10.00  A.M.— R.M.A.  Board  of  Directors'  Meeting. 
12:00  M. — Joint  Meeting  Board  of  Directors  of  the 
R.M.A— N.A.B.—  F.R.T.A. 
00  P.M.  to  10:00  P.M. — Trade  Show  open. 

Additional  speakers 
during  the  Convex 
tion  will  be  an- 
nounced  later. 


4 
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Radio  Manufacturers,  Association  Trade  Show,  Room  1800  Times  Bldg.,  New  York  City 

Under  Direction  of  U.  J.  Herrmann  and  G.  Clayton  Irwin,  Jr. 
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cAtajeMic 

RADIO 

Let  us  demonstrate  this 
wonderful  and  entirely 
new  line  of  radio  to  you* 

PEIRCE-PHELPS,  Inc. 

224  N.  13th  Street  PHILADELPHIA 


on  the  shoulders  of  these  two  younger  men  as 
president  and  vice-president  and  treasurer,  re- 
spectively. Later  Frank  Fingrutd,  a  brother  of 
Sam  Fingrutd,  was  elected  secretary  of  the  com- 
pany. How  well  it  has  succeeded  under  their 
capable  direction  is  no  secret.  Everybody's 
Building  at  810  Arch  street,  owned  and  com- 
pletely occupied  by  Everybody's  Talking  Ma- 
chine Co.,  visibly  proclaims  the  growth  of  the 
company. 

Last  year  upon  the  occasion  of  the  celebra- 
tion of  the  eleventh  anniversary,  the  building 
was  remodeled,  providing  particularly  attrac- 

New  RCA  Sales  Helps 
for  Retail  Dealers 

Two  New  Folders,  Revised  Edition  of  the 
Catalog  and  Book  Matches  Carrying 
Dealer's  Ad  Included 


tive  display  rooms  on  the  main  floor  and  a 
suite  of  executive  and  general  offices  on  the 
second  floor,  which  rank  among  the  most  at- 
tractive in  the  field. 

While  Everybody's  Talking  Machine  Co.  has 
built  its  reputation  upon  Honest  Quaker  main 
springs  and  talking  machine  repair  materials,  a 
distributing  division  of  the  company  also  pro- 
vides practically  every  product  sold  in  talking 
machine  warerooms.  Everybody's  Talking  Ma- 
chine Co.  is  entering  its  new  business  year  with 
the  firm  resolve  to  surpass  all  previous  accom- 
plishments. 

Shape  Plans  for  the 
Federated  Convention 

Wholesale  and  Retail  Divisions  of  the  Fed- 
erated Radio  Trade  Association  Will 
Meet  During  Week  of  June  11-15 


Monday,  April  16,  in  order  to  assume  their 
share  of  the  urgent  legislative  business  which 
is  now  before  the  Federal  Radio  Commission. 
They  appointed  a  committee  of  five  to  meet 
with  similar  committees  from  the  other  or- 
ganizations in  the  radio  industry  to  discuss 
ways  and  means  for  the  reallocation  of  broad- 
casting stations  with  the  Federal  Radio  Com- 
mission. The  board  of  directors  also  com- 
pleted plans  for  fne  coming  convention. 

Harold  Wrape,  president  of  the  Federated 
Radio  Trade  Association,  is  very  optimistic  re- 
garding the  present  reorganization  of  the  group 
which  was  started  in  Milwaukee  in  February. 

Three  New  Splitdorf 
Jobbers  Appointed 

Three  new  jobbers  have  been  appointed  by 
the  Splitdorf  Radio  Corp.,  Newark,  N.  J., 
rounding  out  its  New  York  State  distributing 
facilities.  Buffalo  Ignition  Sales  Co.,  of  Buf- 
falo, N.  Y.,  has  been  named  as  exclusive  dis- 
tributor for  the  Splitdorf  line  in  the  western 
counties  of  New  York  State  and  a  number  of 
Pennsylvania  counties.  This  automotive  job- 
bing house  is  establishing  a  special  radio 
department  under  the  managership  of  Harold 
D.  Doney,  who  was  formerly  State  representa- 
tive of  Temple,  Inc.,  of  Chicago,  speaker 
manufacturer.  In  addition  to  six  men  in  the 
automotive  division,  three  special  radio  men 
have   been   engaged   to   cover    the  territory. 

To  handle  the  Rochester  jobbing  section  of 
the  State,  Cook  Iron  Store,  Inc.,  has  been  ap- 
pointed exclusive  Splitdorf  distributor.  This  is 
a  long-established  house  located  in  Rochester 
and  engaged  In  the  hardware  and  automotive 
fields.  The  special  radio  department  is  in 
charge  of  C.  S.  Norton.  For  eastern  New  York 
the  Albany  Hardware  Co.,  of  Albany,  N.  Y., 
has  been  appointed.  This  firm  is  said  to  be 
one  of  the  largest  in  the  hardware  field  in 
New  York  State  and  also  has  a  special  depart- 
ment for  radio.  The  firm  travels  seventeen 
men  in  the  territory. 

Interesting  Dealer- 
Jobber  Exploitation 

Radio  fans  in  Decatur,  Illinois,  were  recently 
invited  to  test  their  knowledge  of  the  identity 
of  broadcasting  stations  by  the  Decatur  Re- 
view, a  local  newspaper.  Each  day  a  picture 
puzzle  appeared  in  the  Decatur  Review,  and 
the  readers  were  invited  to  name  the  station  to 


Unique  Mohawk  Window  Tie-Up 

which  the  cartoon  referred,  and  to  submit  their 
solutions  to  the  newspaper.  The  accompanying 
photograph  showing  a  window  filled  with  the 
completed  puzzles,  indicates  the  interest  and 
enthusiasm  which  the  contest  brought  forth. 

The  Decatur  Review  in  collaboration  with  the 
Washington  Auto  &  Supply  Co.,  Mohawk  dis- 
tributors of  Washington,  111.,  and  Blankinship 
&  Baker,  Decatur,  111.,  dealers,  sponsored  the 
contest  and  the  prize  was  a  Mohawk  set. 


Two  new  folders  and  a  revised  edition  of 
the  catalog  are  now  available  for  RCA  Author- 
ized Dealers.    Both  of  the  folders  are  printed 


Latest  RCA  Dealer  Sales 

in  two  colors  and  attractively  illustrated.  An- 
other new  feature  which  has  been  added  to 
the  list  of  RCA  sales  helps  is  a  supply  of  book 
matches,  printed  in  three  colors,  with  the 
dealer's  own  imprint  on  one  side  of  the  book. 


A  new-  music  store  has  been  opened  at  214 
North  West  street,  Allentown,  Pa.,  by  Allen 
J.  and  Walter  J.  Benner. 


The  Federated  Radio  Trade  Association  is 
shaping  its  plans  for  a  convention  of  all  mem- 
bers and  prospective  members  during  the  Radio 
Manufacturers'  A  s  - 
sociation  trade  show, 
June  11-15,  in  Chi- 
cago. The  attending 
radio  wholesalers  will 
hold  a  meeting  under 
the  auspices  of  the 
Radio  Wholesalers' 
Association  to  com- 
plete the  n  e  w  1  y 
formed  organization 
and  also  to  make 
standard  recommend- 
ations on  trade  prac- 
tices and  the  code  of 
ethics. 

The  dealers'  section 
of  the  Federated 
Radio  Trade  Association  will  hold  a  separate 
meeting  devoted  exclusively  to  dealer  problems 
and  the  perfecting  of  their  organization  to  aid 
dealers  generally  throughout  the  country.  The 
manufacturers'  representatives  section  will  also 
meet  to  devise  ways  and  means  whereby  they 
can  increase  the  good  will  of  the  entire  industry. 

The  Federated  Radio  Trade  Association  held 
a  special  meeting  of  its  board  of  directors  on 


Helps 
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First  Quarter's  Business  in  Twin 
Cities  Is  Improvement  Over  1927 

S.  C.  Schulz,  Brunswick  Manager,  Credits  Increased  Record  Sales  With  Improvement 
in  Total  Volume — Coin-operated  Orthophonic  Proves  Good  Seller 


Minneapolis  and  St.  Paul,  Minn.,  May  8. — 
Two  blizzards  in  April  and  continued  cold 
weather  did  considerable  damage  to  all  lines  of 
business  in  the  Northwest.  The  last  week  of 
April,  however,  promised  to  usher  in  the  long 
delayed  Spring  revival. 

S.  C.  Schulz,  manager  of  the  Brunswick 
branch,  declared  the  first  quarter  of  the  year 
to  have  been  very  encouraging  as  compared 
with  last  year.  Much  of  the  added  volume  he 
credits  to  the  improved  record — improved  in 
selections,  orchestras  and  artists,  recordings 
and  price  reductions.  Also  to  the  consistent 
advertising  and  new  merchandising  methods. 

Great  impetus  has  been  given  record  sales  by 
the  release  of  Al  Jolson's  famous  "Mammy" 
and  "Dirty  Hands,  Dirty  Face."  Jolson  has 
sent  out  on  his  own  letterhead  a  clever  letter, 
expressing  his  pleasure  in  the  records,  and  Abe 
Lyman,  who  played  the  orchestral  accompani- 
ments, adds  a  postscript  in  the  same  vein.  The 
letter  will  be  featured  in  advertising. 

Mr.  Schulz  has  returned  from  a  trip  through 
Montana  and  North  Dakota  with  L.  S.  Bacha- 
rack.  They  found  that  the  small  towns  are  doing 
a  splendid  business  both  in  machines  and 
records.  There  is  much  enthusiasm  over  the 
new  portable. 

Brunswick  dealers  will  have  special  window 
displays  for  Mother's  Day.  Hangers  will  em- 
phasize records  as  appropriate  gifts.  There  are 
about  twenty-five  records  of  Mother  songs, 
including  Al  Jolson's  "Mother  of  Mine,  I  Still 
Have  You." 

Nick  Lucas  is  playing  at  the  Hennipen  Or- 
pheum  the  first  week  in  May  and  Brunswick 
dealers  will  tie  up  with  his  appearance.  The 
"Crooning  Troubadour"  is  expected  to  draw 
crowds  when  he  appears  at  the  dealers'  stores. 
A  golf  match  has  been  arranged  between  Eddie 
Dunsteader,  Brunswick  recording  organist,  and 
Nick  Lucas. 

C.  C.  Hicks,  manager  of  the  George  C.  Beck- 
with  Co.,  reports  a  remarkable  pick-up  in  busi- 
ness following  a  dull  period  of  cold  weather. 
The  coin-operated  Orthophonic  has  proved  to 
be  a  marvelous  seller,  and  the  Beckwith  Co. 
was  forced  to  increase  the  organization  in  order 
to  handle  the  volume.  A  sample  of  the  new 
portable  is  an  attractive  model  and  has  a  full 
Orthophonic  tone.  The  three-hundred-dollar 
instrument,  Orthophonic  8-35,  cannot  be  shipped 
in  sufficient  number  to  supply  the  demands. 

R.  C.  Coleman,  who  has  charge  of  the  radio 
department  of  the  Beckwith  Co.,  is  very  pleased 
with  the  month's  business  done  in  the  Crosley 
line,  which  the  company  has  handled  for  just 
that  length  of  time.  Mr.  Coleman  believes  that 
all  radio  dealers  are  interested  in  a  "fill-in"  line 
for  the  dull  months  in  a  radio  demand.  The 
Icyball  refrigerator  has  already  proved  a 
wonderful  adjunct  to  the  main  line  and  the 
dealers  are  ordering  far  in  advance  of  the  hot 
weather.  The  Geo.  C.  Beckwith  Co.  is  about  to 
open  a  branch  in  Aberdeen,  S.  D.,  for  jobbing 
radio  goods.  New  radio  accounts  are  opened 
weekly  by  Mr.  Coleman.  He  expects  to  leave 
for  the  Crosley  conference  at  Cincinnati  on 
May  15  to  be  gone  a  week. 

J.  E.  Date  has  been  reappointed  as  factory 
representative  in  Minnesota  and  the  Dakotas 
for  the  Magnavox  Co.  New  samples  are  on 
display  at  his  showrooms  on  Nicollet  avenue 
and  they  are  attracting  much  attention. 

There  has  been  a  decided  demand  on  the  part 
of  the  public  for  dynamic  speakers.  The  Mag- 
navox Co.  holds  the  original  dynamic  patents 
and  its  Dynamic  cone  speaker  was  the  first  of 
its  kind,  it  is  said. 

Wm.  A.  Linguist,  head  of  the  music  house  of 


that  name,  is  delighted  with  his  St.  Paul  store. 
It  was  established  six  months  ago  and  has 
shown  a  splendid  volume  of  business.  Joel 
Hallgren  is  in  charge. 

The  Williams  Hardware  Co.,  of  Minneapolis, 
has  signed  a  contract  with  the  Splitdorf  Corp. 
as  distributor  for  its  lines  in  Minnesota  and  the 
two  Dakotas. 

Capital  stock  of  the  Belmont  Corp.,  Sonora 
distributor,  has  been  increased  from  500  shares 
to  1,500,  1,400  of  which  are  common  stock  and 
100  preferred.  Geo.  Michel  is  president  of  this 
well-known  and  successful  company. 

Max  Kohra,  of  Minneapolis,  presented  all  the 
players  of  the  ball  club  with  Carryola  Master 
portable  phonographs  at  the  opening  game  of 
the  season. 

Ted  Lewis  and  his  band  made  their  usual 
impressive  hit  in  the  Twin  Cities  the  last  week 
in  April,  playing  to  packed  houses.  Columbia 
dealers  reaped  the  benefit. 

Ruth  Etting,  another  Columbia  favorite,  is 
expected  here  in  May,  and  there  is  a  possibility 
that  Paul  Whiteman  will  bring  his  band  to  the 
new  Minnesota  Theatre  in  June. 

Ray  Reilly,  formerly  with  Sonora,  but  now 
sales  manager  for  the  Carryola  Co.,  was  a  recent 
visitor  to  the  Twin  Cities. 

Harry  Bibb,  who  used  to  be  with  the  Bruns- 
wick Co.,  but  is  now  with  Sonora,  was  in  Min- 
neapolis a  week  ago. 

Trade  News  From 
Richmond  Territory 

Richmond,  Va.,  May  3. — Conditions  in  this 
territory  are  good  and  dealers  are  enthusiastic 
over  the  outlook  for  the  future.  The  fact  that 
the  du  Ponts  are  building  a  big  Rayon  plant  on 
the  outskirts  of  Richmond  which  will  give  em- 
ployment to  more  than  5,000  people  is  expected 
to  bring  business  in  time. 

J.  C.  Howlett,  of  the  J.  C.  Howlett  Piano  Co., 
South  Boston,  Va.,  has  taken  over  the  site  at 


420  East  Grace  street,  formerly  occupied  by 
Stieff's,  and  will  operate  a  music  store  there 
under  the  name  of  Stieff's  Warerooms  with  the 
Victor  line  as  leader. 

The  Manly  B.  Ramos  Music  House,  212  West 
Broad  street,  has  taken  on  the  Sonora  line  of 
phonographs  and  records. 

The  Columbia  Furniture  Co.,  Victor  and 
Columbia  dealer,  has  become  a  member  of  the 
Furniture  Syndicate  of  America.  This  firm  is 
contemplating  adding  a  radio  department  in 
the  Fall. 

Kaufman's  department  store  has  moved  its 
radio  department  from  the  third  to  the  street 
floor  and  has  a  receiver  operating  continuously 
for  the  entertainment  of  shoppers.  Sales  have 
been  stimulated  by  the  move.  The  Atwater 
Kent  and  Freshman  lines  are  carried. 

Sears,  Roebuck  &  Co.  have  opened  a  store 
at  121  West  Broad  street.  Radio  is  included 
in  the  lines  carried. 

Walter  F.  Davis  and  Louis  J.  Heindl,  own- 
ers of  Walter  D.  Moses  &  Co.,  Victor  dealers, 
have  purchased  the  building  in  which  the  store 
is  located  for  $113,000.  The  firm  plans  to  re- 
model the  three  floors  it  occupies  at  an  esti- 
mated cost  of  $15,000. 

Anderson's  Furniture  Store,  Columbia  dealer, 
has  installed  a  record  department  with  Miss 
Evelyn  Walker  in  charge. 

John  Cowan,  of  the  James  Cowan  Co.,  re- 
cently returned  from  a  trade  trip  through  the 
Carolinas  and  reports  business  very  good  in 
that  territory,  particularly  in  North  Carolina. 

Hughes-Peters  Corp. 
Is  New  Fada  Jobber 

The  Hughes-Peters  Electric  Corp.,  Colum- 
bus, O.,  has  been  appointed  wholesale  dis- 
tributor for  Fada  Radio  products  in  the  central 
portion  of  the  State  of  Ohio,  according  to  a 
recent  announcement  by  F.  A.  D.  Andrea,  Inc., 
Long  Island  City. 

The  Hughes-Peters  Electric  Corp.  is  one  of 
the  oldest  electrical  wholesale  houses  in  Colum- 
bus. M.  A.  Bridge,  Jr.,  general  manager,  ac- 
companied by  several  executives  of  his  com- 
pany, visited  the  plant  of  F.  A.  D.  Andrea,  Inc., 
in  Long  Island  City  prior  to  their  decision  to 
take  on  the  Fada  line.  Orders  for  a  representa- 
tive stock  were  signed,  and  the  Hughes-Peters 
organization  expects  large  volume  sales  at  the 
outset. 


RADIO 


Montana,  Wyoming,  Colorado,  New  Mexico 
and  West,  prices  slightly  higher 


The  radio  leadership  of  1928 !  Compare 
these  amazing  radios !  Check  them  with  any 
set !  Learn  for  yourself  by  comparison  their 
amazing  reception  qualities.  Genuine  neutro- 
dyne  receivers ! 

1.  Single  unit  AC  Jewelbox  704,  $95.  Com- 
pletely shielded  and  very  selective. 

2.  Dry  Cell  operated  Bandbox  Junior,  $35. 
Loud  speaker  volume — most  economical. 

3.  Bandbox  601,  $55.  Operates  from  bat- 
teries or  power  supply  units.  Splendid 
volume. 

4.  New  Type — D  Musicone,  $15,  gold  high- 
lighted to  match  Jewelbox. 

Write  Dept.  26  for  descriptive  information. 

The  Crosley  Radio  Corporation 

Powel  Crosley  Jr.,  Pres. 
CINCINNATI,  O. 
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Music-Radio  Sales  in  the  Buffalo 
Territory  Meet  Trade  Expectations 

T.  H.  Lewis  Moving  to  New  Quarters — Wholesale  Radio  Equipment  Co.  Discontinues 
Buffalo  Office  —  Changes  in  King  Mfg.  Co.  Personnel— Other  News 


Buffalo,  N.  Y.,  May  9. — Spring  radio  sales  have 
been  fully  up  to  the  expectations  of  the  trade, 
and  talking  machine  business  also  has  been  in 
line  with  the  hopes  of  dealers. 

T.  H.  Lewis  is  moving  his  talking  machine 
store  from  84  Clinton  street  to  124  Broadway. 

The  Wholesale  Radio  Equipment  Co.  has 
closed  its  Buffalo  office,  which  has  acted  as 
Federal  jobbers  for  the  Buffalo  territory.  The 
manager,  Thomas  White,  has  gone  to  Chicago 
where  he  is  expected  to  become  identified  with 
the  radio  trade.  It  is  expected  here  that  the 
Federal  Co.  soon  will  announce  a  new  system 
of  distribution  for  the  Buffalo  territory.  Mean- 
time it  is  handling  dealer  business  in  this  ter- 
ritory direct  from  the  factory  in  this  city. 

B.  L.  Kulick,  who  has  been  identified  with 
the  Philadelphia  Storage  Battery  Co.  here  for 
a  number  of  years  and  is  widely  known  among 
the  radio  trade,  has  resigned  to  become  retail 
sales  manager  for  the  General  Electric  Refrig- 
erator Co.,  Erco,  Inc.,  for  this  district. 

The  South  Side  Furniture  Co.  has  added  the 
complete  Fada  line  to  its  stock. 

E.  E.  Eckler  has  been  named  vice-president 
and  general  manager  of  the  King  Mfg.  Co., 
manufacturer  of  King  radio,  and  G.  A.  Buckley 
has  been  made  factory  manager.  W.  L.  Morley, 
former  service  manager,  has  been  promoted  to 
sales  manager. 

The  King  Co.  has  disposed  of  its  automotive 
business  formerly  operated  under  the  name 
King  Quality  Products,  Inc.,  to  the  McQuay- 
Norris  Co.,  of  St.  Louis,  which  will  remove 
the  automotive  industry  to  another  city  in  the 
near  future,  leaving  the   King   Co.  its  entire 


building  to  use  for  its  radio  line. 

Felix  Serio,  well-known  radio  dealer  of  Bei- 
mont,  N.  Y.,  has  purchased  the  Belmont  The- 
atre in  that  city  and  will  operate  it  hereafter, 
although  continuing  his  radio  line  as  formerly. 

A  new  radio  store  has  been  opened  by  the 
Medo  Electric  Corp.,  at  18  East  Chippewa 
street,  'under  the  management  of  Elmer  C. 
Metzger.  Freshman  radio  and  a  general  line  of 
Columbia  talking  machines  are  being  featured. 

Incorporation  papers  have  been  filed  under 
the  name  Lucas,  Inc.,  by  Ralph  Lucas  who 
recently  opened  a  Victor  store  at  237  Delaware 
avenue.  Mr.  Lucas,  John  E.  Twigg  and  Frank 
J.  A.  McCarthy  are  the  partners. 


Yahrling-Rayner  Co. 
Move  to  New  Home 

The  formal  opening  last  week  of  a  new  three- 
story  home  of  the  Yahrling-Rayner  Music  Co., 
306  West  Federal  street,  Youngstown,  Ohio, 
was  the  occasion  for  a  large  gathering  of 
friends  who  extended  congratulations  on  the 
opening  of  one  of  the  finest  music  stores  in 
America.  The  Victor  Orthophonic  and  Bruns- 
wick department,  under  the  management  of 
Mrs.  G.  B.  Hellman,  is  one  of  the  great  features 
of  the  building.  Ten  thousand  records  are  cata- 
loged. The  radio  department  is  on  the  mez- 
zanine floor,  and  a  full  line  of  Zenith,  Kellogg, 
Sparton  and  Atwater  Kent  sets  are  carried,  to- 
gether with  accessories.  The  piano  and  player 
departments  are  thoroughly  modern. 


First  Showing  of  French  Consoles 
at  the  R.M.A.  Show  in  Chicago 


As  always  Pierson 
sets  the  pace.  This 
season  we  are  show- 
ing for  the  first  time 
French  Consoles. 
Also  several  Mod- 
erne  French  cabi- 
nets. 

This  brings  to  mind 
that  Pierson  made 
the  first  radio  con- 
sole, the  first  high 
boy,  the  first  console 
speaker,  the  first 
Washington  Desk 
Model  and  now  the 
French  Console. 

BE  FIRST 

WITH 
PIERSON ! 


America's  Foremost  Line  of  Radio  Furniture 

The  Pierson  Company 

Rock£o?d,  Illinois 


An  Aggressive  Salesman 

Wanted  by  a  large  manufacturer  of  na- 
tionally known  radio  line.  Radio  experience 
not  necessary,  provided  you  know  how  to 
do  constructive  selling  to  jobbers  and  dealers. 
Experience  in  selling  musical  instruments, 
washing  machines,  or  similar  lines  of  mer- 
chandise, will  be  beneficial.  This  job  re- 
quires a  man  of  pleasing  personality  and  un- 
usual aggressiveness.  The  territory  is  Ohio, 
Michigan,  Indiana,  Kentucky  and  western 
Pennsylvania.  The  income  will  be  sufficient 
to  attract  a  high-grade  man,  and  will  be  in- 
creased as  results  warrant.  Address  Box 
No.  1639,  Talking  Machine  World,  420  Lex- 
ington Ave  ,  New  York. 


Entries  Received  in 
Schubert  Contest 


More  than  500  manuscripts  have  been  entered 
in  the  $20,000  prize  contest  for  orchestral  com- 
positions in  honor  of  Franz  Schubert,  spon- 
sored by  the  Columbia  Phonograph  Co.,  in 
celebration  of  the  Schubert  Centennial  this 
year.  The  zone  prize  winners  will  be  an- 
nounced between  May  IS  and  May  31.  The 
prize-winning  compositions  will  then  be  sent 
to  Vienna,  where,  during  the  week  of  June  18 
they  will  be  voted  upon.  The  American  dele- 
gate to  this  group  is  Walter  Damrosch. 


The  K.  T.  Mercantile  Co.,  of  Oamha,  Neb., 
has  purchased  the  Delaven  Music  Co.,  of 
Tabor,  la. 


STAJSL°,LTHE  OWNERSHIP,  MANAGEMENT 

CIRCULATION,    ETC.,    REQUIRED    BY  THF 
Of   T.AC  T?uF  CONGRESS' OF  AUGUST  24,  1912 

^5,]?t,¥.,^r,A^ay0flS8.,,aWi<hed   m0ntMy  * 
State  of  New  York  ) 
County  of  New  York  f  ss: 

Before  me,  a  Notary  Public,  in  and  for  the  State  and 
county  aforesaid,  personally  appeared  Raymond  Bill  who 
having  been  duly  sworn  according  to  law/deposes  and  says 
ha  H  'V  i6  I?d"°r  of  Th,e  Talkine  Machine  World,  and 
hlnJ  f°llowlnS  ,s-  t0  the  best  of  his  knowledge  and 
fa  n  'if \  H?n  StatemenI  of-  thf  ownership,  management 
(and  fa  daily  paper  the  circulation),  etc.,  of  the  afore- 
said publication  for  the  date  shown  in  the  above  caption 
required  by  the  Act  of  August  24,  1912,  embodied  in  sec- 
tion 411  Postal  Laws  and  Regulations,  printed  on  the 
reverse  of  this  form,  to  wit: 

1.  That  the  names  and  addresses  of  the  publisher,  editor 
managing  editor,  and  business  managers  are  • 

1:  ubhsher— Federated  Business  Publications,  Inc    420  Lex- 
ington Ave.,  New  York,  N.  Y 

EdN0rY~Raym°nd  B'"'  420  Lex!nfiton  Ave->  New  York, 
Managing'  Editor— Chas.   R.   Tighe,   420   Lexington  Ave., 

New  York,  N.  Y. 
""York S  IMaYager~Lee  Robiso».  420  Lexington  Ave.,  New 

2.  That  the  owner  is:  (If  owned  by  a  corporation,  its 
name  and  address  must  be  stated  and  also  immediately 
thereunder  the  names  and  addresses  of  stockholders  owning 
or  holding  one  per  cent  or  more  of  total  amount  of  stock 
It  not  owned  by  a  corporation,  the  names  and  addresses 
ot  the  individual  owners  must  be  given.  If  owned  by  a 
htm,  company,  or  other  unincorporated  concern,  its  name 
and  address,  as  well  as  those  of  each  individual  member 
must  be  given.)  Federated  Business  Publications,  Inc., 
420  Lexington  Ave  ;  Edward  Lyman  Bill,  Inc.,  Caroline  L. 
Hill,  Raymond  Bill.  Edward  Lyman  Bill,  Wm.  A.  Low, 
Randolph  Brown,  H.  R.  Brown,  Carleton  Chace  Lee  Rob- 
inson, B.  B.  Wilson,  J.  B.  Spillane,  all  located  at  420 
Lexington  Ave.,  New  York;  E.  P.  Van  Harlingen,  209  South 
State  St.  Chicago,  III.,  and  Harold  House,  120  Broadway ' 
New  York.  J 

3.  That  the  known  bondholders,  mortgagees,  and  other 
security  holders  owning  or  holding  1  per  cent  or  more  of 
total  amount  of  bonds,  mortgages,  or  other  securities  are: 
(If  there  are  none,  so  state.)  None. 

4.  That  the  two  paragraphs  next  above,  giving  the 
names  of  the  owners,  stockholders,  and  security  holders,  if 
any,  contain  not  only  the  list  of  stockholders  and  security 
holders  as  they  appear  upon  the  books  of  the  company  but 
also,  in  cases  where  the  stockholder  or  security  holder  ap- 
pears upon  the  books  of  the  company  as  trustee  or  in  any 
other  fiduciary  relation,  the  name  of  the  person  or  cor- 
poration for  whom  such  trustee  is  acting,  is  given:  also 
that  the  said  two  paragraphs  contain  statements  embracing 
affiant's  full  knowledge  and  belief  as  to  the  circumstances 
and  conditions  under  which  stockholders  and  security 
holders  who  do  not  appear  upon  the  books  of  the  company 
as  trustees,  hold  stock  and  securities  in  a  capacity  other 
than  that  of  a  bona  fide  owner;  and  this  affiant  has  no 
reason  to  believe  that  any  other  person,  association,  or 
corporation  has  any  interest  direct  or  indirect  in  the  said 
stock,  bonds,  or  other  securities  than  as  so  stated  by  him. 

5.  That  the  average  number  of  copies  of  each  issue  of 
this  publication  sold  or  distributed,  through  the  mails  or 
otherwise,  to  paid  subscribers  during  the  six  mouths  pre- 
ceding the  date  shown  above  is    (This  informa- 
tion is  required  from  daily  publications  only.) 

R.  BILL,  Editor. 
Sworn  to  and  subscribed  before  me  this  31st  day  of 
March,  1928. 

(Seal)    WM.  A.  LOW. 
Notary  Public  N.  Y.  Co.  No.  695.  Reg.  No.  9502. 

Certificate  filed  in  Queens  Co.  No.  4826. 
(My  commission  expires  March  30th.  1929.) 


Interesting  Events  of 
the  Trade  in  Pictures 


Above — Atwater  Kent  distributors  in  the  Southivestern  territory  discussed  Spring  and  Summer  sales 
drive  at  an  enthusiastic  meeting  held  at  the  Hotel   President,  Kansas  City,  Mo.     Addresses  were 
delivered  by  P.  A.  Ware,  merchandising  manager;  H.  T.  Stockholm,  territory  manager,  and  L.  A. 
Charbonnier,  service  manager,  of  the  Atwater  Kent  Mfg.  Co. 


Right — M  u  sic  depart- 
ment of  Nugent's  St. 
Louis,  showing  Moran 
and  Mack,  the  Two 
Black  Crows,  signing 
records  for  patrons. 
Wherever  these  artists 
have  appeared  tie-ups 
have  resulted  in  u 
marked  increase  of  sales 
of  their  records. 


Above— Leading  distributors  from  all  parts  of  the  country  ivho  handle  the  Zenith  radio  line  tvere  present 
at  the  Zenith  conference  held  recently  in  Chicago.    Interesting  talks  and  enthusiasm  marked  the 
gathering, 


vhich  teas  one  of  the  most  successful  meetings  ever  sponsored  by  Zenith. 


Left — Atwater  Kent 
radio  occupied  teen- 
ier of  stage  at 
opening  of  ball 
season  at  Shibe 
Park.  Model  37 
was  presented  by 
A.  Atwater  Kent  to 
Cobb  and  Speaker, 
of  the  Athletics. 


R  i  g  h  t — Mark 
Fisher,  Chicago 
stage  band  leader, 
enjoying  his  new 
Brunswick  P  ana- 
trope. 


Above — J.  J.  Reilly,  mid-Western  representative 
of   Kolster  radio,  with   headquarters   in  the 
Great  Northern  Building,  Chicago. 


Above — Distinctive  window  display  devoted  to  Strom- 
berg-Carlson  radio  installed  by  Donnels  Music  Co.,  Los 
Angeles,    Cal.    Dealers    are    finding    striking  window 
displays  an  excellent  source  of  sales. 


Above — Piper  &  Taft,  Splitdorf  radio  distributors,  of 
Seattle,  Wash.,  back  up  their  belief  in  future  by  ordering 
radio  receiving  sets  in  carload  lots. 
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The 

BUCKEYE 

RADIO  CABINET 
LINE 

for  1928-29 

NOW  READY 


Model  No.  30-A 


(Table  Model) 

The  Buckeye  Mfg.  Co., 
after  completing  last  year's 
remarkably  successful  sea- 
son now  offers  their  new 
line  for  the  new  season. 

The  line  consists  of  a  wide 
range  of  models  at  a  popu- 
lar price  to  accommodate 
all  standard  radio  sets. 

Buckeye  has  been  appointed 
authorized  cabinet  manu- 
facturers for  the  Stewart- 
Warner  line. 

See  the  full  line  on  display  in  Chi- 
cago at  the  R.M.A.  Show — Booth  114 

Buckeye  Mfg.  Co. 

Springfield  Ohio 

National  Sales  Representatives 

STUDNER  BROS.,  Inc. 

New  York      -  67  W.  44th  St. 

Chicago      -       -     26  W.  Jackson  Blvd. 


Freshman  Equaphase 
Prices  Are  Reduced 

Substantial  Reductions  Affecting  Eight 
Models  Are  Announced  Effective  Im- 
mediately— Expect  Big  Volume  of  Sales 

Substantial  reductions  in  list  prices  of  the 
Freshman  Equaphase  line,  of  radio  receivers, 
manufactured  by  the  Charles  Freshman  Co.. 
Inc.,  New  York  City.,  were  recently  announced 
to  the  trade.  The  new  prices  became  effective 
immediately  following  the  announcement. 

Model  G-l  with  Model  B  speaker  table,  for- 
merly listed  at  $175  complete  with  tubes,  is  now 
$99.50,  less  tubes.  Model  G-3,  formerly  $200 
complete,  is  now  $124  less  tubes.  Model  G-4, 
formerly  $225  complete,  now  lists  at  $149  less 
tubes.  Model  G-5,  formerly  $250  complete,  is 
now  $155  less  tubes.  Model  G-7,  formerly  $185 
complete,  is  $122.50  less  tubes.  Model  G-10, 
formerly  $195  complete,  is  now  $113  less  tubes. 
Model  G-6,  phonograph  and  radio  combination, 
heretofore  listed  at  $350  complete,  is  now  $225 
less  tubes,  and  Model  H-9,  power  phonograph 
and  radio  combination,  formerly  $500,  is  now 
$295.  Volume  sales  during  the  Summer  months 
are  expected  by  the  Freshman  organization  on 
the  new  price  schedule. 

Splitdorf  Holds 

Sales  Convention 

On  the  eve  of  the  announcement  of  a  new 
line  of  radio  receivers  with  several  novel  and 
striking  features,  Splitdorf  Radio  Corp.,  New- 
ark, N.  J.,  has  been  holding  a  series  of  meet- 
ings at  the  Newark  factory.  Presided  over  by 
Hal  P.  Shearer,  general  manager  of  the  com- 
pany, the  object  of  the  conference  was  to  dem- 
onstrate the  new  sets  and  discuss  sales  and 
merchandising  plans  for  the  coming  season. 

Among  those  in  attendance  were:  Roy  S.' 
Dunn,  central  district  sales  manager;  H.  H. 
Silliman,  Eastern  district  sales  manager;  James 
K.  Beach,  Southwestern  sales  manager;  George 
T.  Algeo,  and  J.  F.  McCarthy,  sales  engineers; 
H.  G.  Blakeslee,  Southern  sales  manager;  Noel 
S.  Dunbar,  advertising  manager;  S.  Schaeffer, 
assistant  advertising  manager;  L.  E.  Farine, 
service  manager  and  Mr.  Shearer,  general  man- 
ager of  the  company. 

All  advertising  and  selling  plans  were  gone 
over  and  discussed  with  reference  to  their  ter- 
ritorial application  and  Splitdorf's  national  pro- 
gram in  radio  was  treated  from  every  angle 
of  interest  to  the  selling  organization  assem- 
bled. In  the  course  of  the  meetings  it  was  an- 
nounced that  the  outlook,  based  on  careful 
analysis  of  product  and  market,  is  exceedingly 
bright  from  every  viewpoint. 

Radio  Deadline  Is 
Set  for  September 

The  "dead  line"  for  readjustments  throughout 
the  country  under  the  new  radio  law  has  been 
definitely  set  for  September  1  by  the  Federal 
Radio  Commission,  according  to  Commissioner 
O.  H.  Caldwell,  who  has  been  making  a  general 
study  of  the  situation  in  the  Metropolitan  area 
and  New  England. 


New  A.  K.  Quartet 


A  new  quartet  has  been  organized  for  the 
Atwater  Kent  Radio  Hour  which  opened  the 
Summer  schedule  Sunday,  May  13,  through  sta- 
tion WEAF  and  associated  stations.  This 
quartet,  which  will  be  heard  during  the  Sum- 
mer months,  is  composed  of  Victor  Edmunds, 
first  tenor;  George  Rasely,  second  tenor; 
Erwyn  Mutch,  baritone;  James  Davies,  basso. 


A  Radio  Salesman 

Wanted  by  large  manufacturer  of  national- 
ly known  radio  line.  Must  be  seasoned  man 
capable  of  selling  high-grade  established  line 
to  best  merchants  in  Chicago,  northern  Illi- 
nois and  northern  Indiana.  This  job  requires 
a  man  of  pleasing  personality  and  unusual 
aggressiveness.  To  the  right  man  the  income 
will  be  made  satisfactory  to  start  and  will 
be  increased  according  to  results.  Address 
Box  1638,  Talking  Machine  World,  420  Lex- 
ington Ave.,  New  York. 

George  C.  Smith  Wins 
Voice  Competition 

Well  Known  as  the  Director  of  Broad- 
casting Activities  of  the  Zenith  Radio 
Corp.,  Station  WJAZ  in  Chicago 

George  C.  Smith,  who  directs  the  broadcast- 
ing activities  of  the  Zenith  Radio  Corp.  station 
WJAZ,  Chicago,  was  the  winner  of  the  Na- 
tional Federation  of  Music  Clubs  male  voice 


George  C.  Smith 


contest,  in  1921,  and  was  also  the  winner  in 
a  voice  contest  held  by  the  Society  of  Ameri- 
can Musicians  of  Chicago,  the  Orchestral  As- 
sociation and  Frederick  Stock,  conductor,  Chi- 
cago Symphony  Orchestra,  Chicago,  in  1923. 
_Mr.  Smith  began  the  study  for  his  profession 
with  E.  Warren  K.  Howe,  noted  Chicago  voice 
teacher,  in  1915.  This  was  interrupted  by  over 
two  years'  service  in  the  army,  during  which 
time  he  spent  thirteen  months  overseas.  The 
last  four  months  in  France  he  attended  the 
University  of  Bordeaux,  where  he  had  excellent 
opportunity  to  study  the  language  and  hear 
French  music  and  artists.  After  his  return,  he 
resumed  the  study  of  voice  with  his  former 
teacher  at  the  American  Conservatory  of  Music, 
graduating  with  high  honors  in  the  Spring  of 
1921. 

'  Mr.  Smith  possesses  a  natural  high  baritone 
voice  of  beautiful  quality,  developed  to  great 
power  and  resonance.  His  singing  is  colorful, 
and  his  perfect  placement  and  excellent  control 
give  his  audience  that  satisfaction  which  comes 
from  feeling  that  the  artist  is  perfectly  sure  of 
himself.  Mr.  Smith  for  several  years  has  been 
connected  with  the  broadcasting  activities  of 
the  Zenith  Radio  Corp.,  and  is  one  of  the  most 
popular  announcers'  on  the  air. 

Grebe  to  Exhibit 

at  Atlantic  City 

Exhibiting  their  latest  product,  the  Synchro- 
phase  AC  Six  and  complete  line,  A.  H.  Grebe 
&  Co.,  Inc.,  New  York  City,  will  have  a  booth 
at  the  National  Electric  Light  Association  ex- 
hibit and  convention,  which  is  to  be  held  in 
Atlantic  City,  June  4  through  June  8.  In  ad- 
dition to  the  display  of  the  new  Grebe  all- 
electric  six-tube  radio  receiver,  the  company 
will  also  show  it  natural  speaker  line  and 
socket  power  devices,  as  well  as  the  Synchro- 
phase  Five  and  Synchrophase  Seven,  battery 
operated  receiving  sets. 
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A  NEW  PORTABLE 

(Fully  Protected  by  Patents) 

An  entirely  different  method  of  sound  repro- 
duction from  any  other  on  the  market — thus 
eliminating  competition. 

Although  well  built,  measuring  only  12x12x6, 
light  weight  and  attractively  finished,  it  sells 
itself  on  its  TONE.  The  volume  is  so  great 
that  electrical  amplification  is  unnecessary. 

List  Price  Only 


*25 


Liberal  Jobber's  Discount 

With  the  Serpentine  Portable  you  can 
build  your  business  without  competition. 
Write  today  for  full  details. 

ASTRAL  RADIO 
CORPORATION 

1812  Chestnut  Street 
Philadelphia,  Pa. 


Louis  Sterling  Host  to  American 
Columbia-Okeh  Staffs  at  Dinner 

Chairman  of  the  Board  of  Columbia  Graphophone  Co.,  Ltd.,  Columbia  Phonograph  Co., 
Inc.,  and  Okeh  Phonograph  Corp.,  Gives  Dinner  at  Hotel  Astor,  New  York 


The  accompanying  picture  was  taken  at  the  "Olympic"  for  the  British  Isles  and  the  Con- 
dinner  tendered  recently  at  the  Hotel  Astor,  tinent. 

New  York  City,  to  his  American  staff  by  Louis        Among  the  guests  were  H.  C.  Cox,  president 


ager;  F.  J.  Ames,  secretary  and  treasurer  of  the 
American  company;  R.  H.  Barker,  ass't  secre- 
tary and  ass't  treasurer;  and  Otto  Heineman, 
president  of  the  Okeh  Phonograph  Corp.  Addi- 
tional guests  included  the  heads  of  the  various 
departments,  such  as  the  recording,  research, 
legal,  sales,  advertising,  foreign,  cabinet,  and 
export,  as  well  as  Raymond  Gloetzner,  manager 
of  the  factory  at  Bridgeport,  and  a  number  of 
men  working  with  him.  E.  W.  Guttenberger, 
manager  of  the  New  York  branch,  and  members 
of  the  Okeh  Phonograph  Corp.  staff  were  also 
present.  James  P.  Bradt  and  N.  F.  Mil- 
no  r,  both  widely  known  to  the  phono- 
graph industry  some  years  ago,  attended 
as  the  personal  friends  of  Mr.  Sterling. 

Otto  Heineman,  acting  as  toastmaster, 
called  upon  many  of  the  guests,  who  re- 
sponded with  informal  speeches;  some 
humorous,  some  serious,  some  recalling 
the  old  days  of  the  industry,  others  com- 
menting upon  present  developments  and 
all  paying  their  sincere  respects  to  Mr. 
Sterling,  their  friend.  During  the  evening 
a  number  of  well-known  Columbia  artists 
entertained  the  guests  with  songs  and  in- 
strumental numbers. 


Louis  Sterling  Host  to  His  American  Staff  at  Dinner  in  the  Hotel  Astor 
Sterling,  chairman  of  the  Board  of  the  Columbia     of  the  Columbia  Phonograph  Co.;  Frank  Dorian, 
Graphophone  Co.,  Ltd.,  the  Columbia  Phono-     one  of  the  best  known  figures  in  the  phono- 
graph  Co.,   Inc.,  and  the   Okeh   Phonograph     graph  industry  since  its  earliest  days;  W.  C. 
Corp.,   before   sailing  on  April   24th   on  the     Fuhri,  vice-president  and   general  sales  man- 


Atwater  Kent  Buys  Estate 


Philadelphia,  Pa.,  May  4.— A.  Atwater 
Kent,  president  of  the  radio  manufactur- 
ing firm  which  bears  his  name,  has  en- 
larged' his  Summer  estate  at  Bar  Harbor, 
Me.,  according  to  a  recent  news  dispatch, 
through  the  acquisition  of  the  adjoining 
estate,  Brook  End,  formerly  belonging  to 
the  late  Dr.  Robert  Abbe,  of  New  York. 
"Sonogee"  was  purchased  by  Mr.  Kent  two 
years  ago  from  Frederick  Vanderbilt  shortly 
after  the  death  of  Mrs.  Vanderbilt.  It  is  said 
to  comprise  more  than  five  acres  and  is  one 
of  the  show  places  of  Bar  Harbor, 
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Victor  Co.  Takes  Over  All  the 
Distributorships  in  Baltimore  Area 

Will  Establish  Own  Distributing  Organization  Covering  Maryland,  Washington  and 
Richmond  W.  M.  Mueller  Dies — Pollocks  Buy  Oldewurtel  Stock — Other  News 


Baltimore,  Md.,  May  8.— A  veritable  bombshell 
struck  the  local  talking  machine  dealers  when 
circular  letters  were  sent  out  announcing  that 
effective  May  1  the  Victor  distributorships  of 
Messrs.  Cohen  &  Hughes,  of  Saratoga,  near 
Howard  streets,  and  Messrs.  H.  R.  Eisenbrandt 
&  Sons,  of  215  West  Franklin  street,  have  been 
taken  over  by  the  Victor  Talking  Machine  Co. 
The  same  action  is  forecast  to  take  effect  by 
the  fifteenth  of  May  with  the  remaining  jobbers 
of  Washington,  Baltimore  and  Richmond.  It 
is  learned  that  the  Victor  Talking  Machine  Co. 
has  decided  to  establish  its  own  subsidiary  dis- 
tributing companies  in  Maryland,  in  conse- 
quence of  which  the  now  existing  Victor  job- 
bing houses  in  these  cities  have  ceased  to  exist. 
It  is  also  understood  that  Mr.  Davis,  for  many 
years  district  representative  for  the  Victor  Talk- 
ing Machine  Co.,  will  be  manager  thereof.  It 
might  also  be  mentioned  that  the  equipment, 
fixtures,  leases  and  stocks  of  the  various  job- 
bers affected  will  be  taken  over  by  the  Victor 
Talking  Machine  Co.  subsidiary  in  their  en- 
tirety. 

E.  F.  Droop  &  Sons  Co.,  of  Thirteenth  and 
G  streets,  Washington,  D.  C,  one  of  the  job- 
bers affected  by  this  plan,  announce  that  they 
propose  to  continue  as  retail  dealers. 

Pollocks  Buy  Oldewurtel  Stock 

A.  &  J.  Oldewurtel,  whose  removal  from  305 
North  Howard  street,  to  316  North  Howard 
street,  was  announced  last  month,  have  sold 
their  stock  to  Pollocks,  the  Baltimore  division 
of  the  Reliable  Furniture  Stores.  This  com- 
pany plans  to  remodel  this  building  and  oper- 
ate a  modern  talking  machine  shop  there. 
W.  M.  Mueller  Dies 

William  M.  Mueller,  prominent  talking  ma- 
chine and  piano  dealer  of  this  city,  who  oper- 
ated stores  at  506  South  Third  street,  1438 
North  Gay  street,  and  3052  West  North  avenue, 
died  suddenly  at  Atlantic  City,  April  23.  Mr. 
Mueller  went  to  the  resort  for  a  rest.  He  was 
fifty-one  years  old.  Besides  his  widow,  Mrs. 
Katharine  Kruger  Mueller,  he  is  survived  by 
two  daughters,  Mrs.  Francis  Schamberger  and 


Miss  Esther  Mueller,  a  son,  Anthony  H.  Muel- 
ler, and  a  brother,  Victor  Mueller. 

Get  Publicity  by  Unusual  Method 

The  Hamilton  Co.,  of  309  North  Charles 
street,  in  connection  with  the  announcement  of 
the  opening  of  its  exclusive  Victrola  and  radio 
studio,  gave  away  one  Victor  black  label  ten- 
inch  record  of  customer's  own  selection  with 
every  purchase  of  two  or  more  records  and 
with  every  sale  of  an  Orthophonic  Victrola 
purchased  during  the  opening  week,  records  to 
the  amount  of  5  per  cent  of  the  purchases  were 
given  away.  With  every  radio  purchased  the 
necessary  tubes  were  included  without  charge. 
This  announcement  was  productive  of  extreme- 
ly good  results. 

Normal  Brunswick  Demand 

Joseph  G.  Mullen,  sales  manager  of  the  Pana- 
trope  division  of  the  local  branch  of  the  Bruns- 
wick Co.,  states  that  conditions  in  this  territory 
are  normal  at  the  present  time.  Dealers  are 
very  enthusiastic  about  the  new  Brunswick 
portable  and  many  orders  have  been  received 
for  this  instrument. 

Mrs.  Florence  P.  Haenle  of  the  record  sales 
promotion  department  at  Chicago,  has  been  as- 
signed to  the  Baltimore  territory  for  a  limited 
time.  She  will  visit  dealers  in  Maryland,  Vir- 
ginia, Delaware,  Pennsylvania,  North  Carolina 
and  the  District  of  Columbia.  Emanuel  Kauf- 
man was  recently  assigned  to  the  Baltimore 
branch  as  a  member  of  the  record  sales  staff. 
Braiterman-Fedder  Co.  Busy 

Braiterman-Fedder  Co.,  of  414-416  East  Pratt 
street,  continue  to  be  jubilant  over  business 
conditions.  They  report  an  increase  for  the 
month  of  April  of  approximately  25  per  cent 
over  that  of  last  year.  To  take  care  of  their 
increasing  business,  Sol  Stein  has  been  added 
to  the  sales  force.  He  will  cover  West  Vir- 
ginia and  North  Carolina.  Mr.  Fedder,  a  mem- 
ber of  the  above  firm,  who  had  just  returned 
from  Pittsburgh,  was  forced  to  return  there  in 
an  attempt  to  placate  his  dealers  for  he  found 
that  he  had  greatly  oversold  their  manufacturing 
capacity    on    portables.    This    extremely  live 


Parts  7  and  8 
"Two  Black  Crows" 


Moran  and  Mack's  fourth 
"Two  Black  Crows"  rec- 
ord is  just  out.  "As  good 
as  the  first  record"  is  the 
general  verdict.  Sales  are 
piling  up.  Now's  the  time 
to  stock,  display  and  play 


it  if  you  want  your  share 
of  this  tremendous  busi- 
ness. Special  window 
streamers,  newspaper 
mats,  stereos,  and  electros 
furnished  free  of  charge. 
Write  us  for  details. 


Do  it  today. 


ColumfeiaWliole 

L.  L.  Andrews      —      Wm.H.  Swart  z  ' 

Exclusively-Wholesale  ^ 

20_5  W  Camden  St.,    Baltimore,  Md. 
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and  wide-awake  concern  has  made  arrange- 
ments with  three  of  the  leading  department 
stores  of  Baltimore  to  display  their  wares  dur- 
ing "Baltimore  Products  Week." 

Dealers  Tie-up  With  New  Radiola 
Radio  Corp.  of  America's  announcement  of 
its  new*and  improved  Radiola  18  was  tied  up 
with  similar  advertisements  of  most  of  the  deal- 
ers. The  great  difficulty  now  seems  to  be  to 
get  enough  instruments  to  supply  the  large 
demand  thus  created. 


E.  B.  Shiddell  Gets 
Position  in  Japan 

Columbia  Executive  Appointed  Assistant 
Managing  Director  of  Nipponophone 
Co.,  Japan — Widely  Experienced 

E.  B.  Shiddell,  for  twenty  years  associated 
with  the  Columbia  Phonograph  Co.,  New  York 
City,  and  at  present  an  executive  in  the  General 
Sales  Department,  New  York  City,  has  been 


E.  B.  Shiddell 

appointed  assistant  to  L.  H.  White,  managing 
director  of  the  Nipponophone  Co.,  Columbia 
subsidiary  in  Japan.  The  appointment,  made 
by  Louis  Sterling,  chairman  of  Columbia's 
Board,  has  just  been  announced  by  H.  C.  Cox, 
president  of  Columbia.  Mr.  and  Mrs.  Shiddell 
will  sail  from  San  Francisco,  June  8,  on  the 
President  McKinley,  of  the  Dollar  Line. 

Mr.  Shiddell  has  had  a  very  varied  Columbia 
experience.  He  started  with  Columbia's  Kan- 
sas City  branch  in  1905,  as  collector  of  instal- 
ment accounts  in  the  retail  department,  at  a 
time  when  Columbia  had  transcontinental  stores 
of  its  own. 

Within  seven  years  Mr.  'Shiddell  passed 
through  all  stages  of  branch  experience,  includ- 
ing posts  as  shipping  clerk,  repair  man,  retail 
salesman,  traveling  salesman  and  assistant  man- 
ager. Then  in  1913,  Columbia  sent  him  to  the 
West  Indies,  where  he  built  up  a  wholesale  and 
retail  business.  Two  years  later  saw  him  branch 
manager  for  Columbia  at  Dallas,  Tex.,  and 
after  the  World  War  was  connected  with  the 
Cincinnati  branch. 

He  formed  the  E.  B.  Shiddell  Co,  in  Boston, 
in  1920,  for  distributing  Okeh  records  in  the 
New  England  territory.  He  presently  joined 
the  Okeh  sales  staff  as  manager  of  New  York 
distribution,  and  since  1926  has  been  in  his  pres- 
ent Columbia  post  at  1819  Broadway,  New 
York  City. 


New  Grebe  Distributor 

A.  H.  Grebe  &  Co.,  Inc.,  New  York  radio 
manufacturers,  have  announced  the  appoint- 
ment of  A.  K.  Sutton,  Inc.,  of  No.  33  West 
First  street,  Charlotte,  N.  C,  as  a  distributor 
for  the  Grebe  line  of  radio  products. 


The  Newest  in  Radio 


Four  New  Radio  Sets 

Grigsby-Grunow  Co.,  Chicago.  Model 
61,  seven-tube,  completely  shielded  re- 
ceiver, using  R.  F.  L.  balanced  circuit, 
consisting  of  three  tuned  radio  fre- 
quency stages,  tuned  antenna  input 
and  audio  power  amplifier.     Two  171 


AC  Tube  Checker 

Sterling    Mfg.     Co.,     Cleveland,  O. 

Sterling  Junior  AC  tube  checker  No. 
R-514.     Operates  from  115  volt,  50-60 


as  the  RCA  227.  Quick  heating  of  be- 
tween six  and  twelve  seconds,  super- 
ior sensitivity  and  a  life  comparable 
with  that  of  the  best  DC  tube,  is 
claimed.  General  specifications  are: 
detecting  plate  potential.  45  volts; 
heater  filament  voltage,  2.25;  heater 
filament  current.  1  ampere;  amplifica- 
tion  constant,    9.3;    mutual  conduct- 


power  tubes  connected  in  push-pull  in 
power  output  stage.  Single  dial  con- 
trol, supplemented  by  secondary  con- 
trol for  obtaining  additional  selectiv- 
ity. Volume  control  instantaneous  in 
action.  Walnut  cabinet  with  front 
panel  of  matched  burl  walnut,  com- 
plete with  Majestic  electric  power  unit. 
List  price  $85. 


Model 
cification 


Same  receiver  and  spe- 
Model  61.    Furnished  in 


cycle  AC.  Designed  especially  to  de- 
tect "shorts"  and  to  show  where  tube 
is  shorted.  Locates  "shorts"  and 
shows  emission  in  types  226  and  227 
AC  tubes  and  199  and  120  DC  tubes. 
Also  detects  shorted  amplifiers  and 
rectifiers  in  types  201-A,  300-A,  112, 
171  and  all  rectifier  tubes— 213,  216-B. 
281,  210,  2o0  and  corresponding  types, 
including  Raytheon.  Size  3  by  3  by  6 
inches.  Weight  3%  pounds.  List  price 
including  adapter  for  199-120  tubes. 
$13.50. 

Model  R-375  screen-grid  pre-amplifier 
for  practically  all  6-volt  DC  sets. 
Gives  amplification  of  about  ten  times 


ance,  850  ohms;  plate  impedance. 
11,000  ohms.  These  tubes  are  most 
generally  used  in  the  detecting  circuit 
of  AC  receivers,  but  can  be  employed 
throughout  the  amplifying  systems. 


Metal  Radio  Benches 

W.  H.  HoweU  Co.,  Geneva,  III.  Metal 
radio  bench,  Model  9S2-K  in  a  beau- 
tiful kidney  shape,  42  inches  long,  18 
inches  high.  The  base  is  finished  in 
black  and  gold  lacquer  and  the  bench 
is  upholstered  in  a  rich  figured  jac- 


walnut  cabinet  with  front  panel  of 
matched  burl  walnut,  complete  with 
Majestic  electric  power  unit.  List  price 
$99.50. 

Model  71.  Same  receiver  and  spe- 
cifications as  Model  61.  Furnished  in 
walnut    cabinet,    with    matched  burl 


walnut  front  panels,  complete  with 
Majestic  electric  power  unit  and  Ma- 
jestic dynamic  power  speaker.  List 
price'  .$137.50. 

Model  72.  Same  receiver  and  spe- 
cifications as  Model  61.    Furnished  in 


walnut  c:i 
doors  of 
plete  witli 
and  Maj 
List  pric 


binet.  with  front  panels  and 
matched  burl  walnut,  corn- 
Majestic  electric  power  unit 
stic  dynamic  power  speaker. 
$167.50. 


that  of  the  201-A  tube.  Is  connected 
in  ahead  of  any  0-volt  or  4-volt  DC 
i  iver,  without  rebuilding  or  re-wir- 
ing, without  changing  the  tubes,  with- 
out new  batteries  or  socket  power.  Is 
equipped  with  switch  and  power  cable 
having  marked  leads.  Is  easy  to  in- 
stall. Is  housed  in  a  two-tone  green 
bronze  case.  Size  7%  by  4%  by  5% 
inches.  List  price  without  screen  grid 
lube  $15;  Radiotron  UX-222  tube  $6.5(1. 


Air  Column  Speakers 

Ultratonc  Mfg.  Co.,  Chicago.  Ultra- 
tone  air  column  speaker  No.  67,  10% 
inches  high,  14%  inches  wide.  11  % 
inches  deep.    Length  of  air  column  48 


inches.  May  be  installed  in  cabinet 
through  use  of  special  mounting  board. 
List  price  with  unit,  .$20. 

Ultratone  No.  8  table  speaker, 
finished  in  walnut,  containing  Ultra- 
tone  exponential  air  column.  Manu- 


facturer claims  speaker  performs  per- 
fectly on  entire  range  of  sound  from 
delicate  overtones  to  deep  b'ass  notes. 
List  price  $15. 


Replacement  Tube 

Arcturus  Radio  Co.,  Newark,  N.  J. 

Five  prong  base  replacement  tube, 
known  as  AC  127  for  use  in  receivers 
requiring  a  27  type  heater  tube,  such 


quart!  velour.  They  are  packed  three 
to  a  case  K.  D.  Tops  packed  three  in 
a  carton.  The  shipping  weight  (3)  is 
150  pounds. 

Metal  radio  bench.  Model  974,  18% 
inches  high.  24  inches  wide.  The  base 
is  finished  in  black  and  gold  lacquer, 
touched  with  red  and  green.  Uphol- 
steries can  be  had  of  either  velour, 


jacquard  or  mohair,  all  available  in 
popular  reds  or  greens.  They  are 
packed  three  to  a  case  K.  D.  Tops 
are  packed  three  to  a  carton.  Shipping 
weight  (3)  is  150  pounds. 


Phonograph  Pick-Up 

1,.  S.  Gordon  Co.,  Chicago,  HI.  Gor- 
don phonograph  pick-up,  reproducing 
records  electrically  through  a  radio  re- 
ceiver and  loud  speaker.  Practically 


the  same  size  as  ordinary  phonograph 
sound  box  which  it  replaces  on  the 
tone  arm.  May  be  attached  to  any 
tone  arm  in  a  few  seconds.  List  price 
$12.50. 


Radio  Panel  Light 

Matchless  Electric  Co.,  Chicago,  111. 
Light  bulb  for  radio  panels  of  same 
high  quality  as  LaSalle  High-Vacuum 
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radio  tubes  made  •  by  same  firm. 
Manufactured  under  license  of  Gen- 
eral Electric  Co.'s  incandescent  lamp 
patents.  Made  in  standard  size  and 
voltage. 


AC  Receiving  Set 

Radio  Corp.  of  America,  New  York 
City.  RCA  Radiola  18,  designed  to 
supersede  Radiola  17.  Entirely  self- 
contained  and  compact,  requires  no 
batteries  or  external  radio  power 
units,  and  operates  from  AC  light 
socket,  with  simplified  precision  tun- 
ing, finely  balanced  sensitivity  and 
selectivity.    An  improved  form  of  RCA 


tuned  radio  frequency  circuit  is  em- 
ployed, comprising  three  stages  of 
radio  frequency  amplification,  detector 
and  two  stages  of  audio  frequency 
amplification.  Four  AC  Radiotrons  UX- 
226,  one  UY-227,  and  a  power  amplifier 
UX-171A  are  used,  as  well  as  a  rec- 
tifying UX-2S0  for  supplying  plate 
voltages.  One  dial  control,  with  con- 
cealed lamp  illuminating  the  dial  face 
and  indicating  when  the  set  is  turned 
on.  Cabinet  executed  in  mahogany 
with  a  walnut  finish. 


Speaker  Extension  Cord 

Belden  Mfg.  Co.,  Chicago,  111.  A  50- 
foot  loud  speaker  extension  cord,  con- 
sisting of  two  rubber-insulated  con- 
ductors inside  a  brown  cotton  braid. 


Is  equipped  with  pin  tip  terminals  on 
each  end.  A  balkite  connector  is  pro- 
vided for  connecting  to  speaker  cord 
terminals.  The  rubber  insulation  pre- 
vents leakage  in  the  long  cord. 


Radio  Amplifiers 

Svlvania  Products  Co.,  Emporium, 
l'a.  Sylvania  SX-222  shielded  grid 
amplifier  intended  for  use  primarily 
as  a  radio  frequency  amplifier.  Grid 
is  shielded  from  the  plate,  preventing 
capacity  feed  back  between  these  ele- 
ments and  permitting  a  high  amplifica- 
tion per  stage  in  properly  designed 
sets.  Filament  voltage  3.3.  filament 
current  0.132,  plate  voltage  (max.)  180, 
negative  grid  base  (volts)  1.5,  ampli- 
fication constant  300,  plate  impedance 
(ohms)  850,000,  mutual  conductance 
350.    List  price  $6.50. 

Sylvania  SX-250  power  amplifier, 
capable  of  delivering  over  three  times 


as  much  undistorted  energy  as  the 
SX-210  and  although  it  is  larger  in 
size  than  the  SX-210,  its  base  is  iden- 
tical. Filament  voltage  7.5,  filament 
current  1.25,  plate  voltage  (max.)  450, 
negative  grid  bias  (volts  45-84,  ampli- 
fication constant  3.8,  plate  impedance 
(ohms)  1.S00.  mutual  conductance 
2,100.    List  price  $12. 

(Continued  on  page  90) 
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Radio  Cabinets 


Aston  Cabinet  Manufacturers,  Chi- 
cago, III.  Radio  cabinet  No.  202,  built 
of  five-ply  walnut  with  face  of 
matched  butt  walnut,  one  hundred  per 
cent  figure.  Antique  copper  trimmings. 
Finish  is  satin  lacquer,  interior  grille 
polychromed.    Cabinet  size  42%  inches 


high,  22%  inches  wide,  17%  inches 
deep.  Mounting  panel  9  inches  high, 
18%  inches  wide.  Contains  battery 
compartment  and  accommodates  any 
standard  horn  or  speaker.  List  price 
$82.50. 

Radio  cabinet  Model  No.  205,  flve-ply 
walnut  throughout,  face  of  matched 
butt  walnut,  one  hundred  per  cent  fig- 
ure.    Imported    marquetry    inlay  on 


upper  and  lower  doors.  Ornamental 
pulls.  Finished  in  lacquer  satin  with 
interior  grille  polychromed.  Height  43 
inches,  depth  19%  inches,  width  31 
inches.  Mounting  panel  height  9% 
inches,  width  25  inches.  Contains  bat- 
tery compartment  and  accommodates 
any  standard  horn  or  speaker.  List 
price  $120. 


Voltage  Regulator 

R-B-M  Manufacturing  Co.,  Eogans- 
port,  Ind.     Voltage  regulator  for  AC 


receivers,  Controlling  ooth  high  and 
low  voltage  variations  and  delivering 
110  volts  to  the  receiver  when  ihe 
voltage  is  between  90  and  130.  When 
properly  installed,  and  installation  is 
simple,  it  requires  no  further  adjust- 
ment.   List  price,  $10. 


Output  Transformer 

Acme  Electric  &  Mfg.  Co.,  Cleveland, 

O.  Output  transformer  and  filter  con- 
trol, arranged  compactly  in  one  case. 
When  connected  between  the  radio  set 
'and  speaker  this  unit  prevents  an 
overload  of  direct  current  from  ruin- 
ing the  speaker,  and  also  permits  close 
adjustment    of    speaker  diaphragm. 


ings,  one  volume  control.  Equipped 
with  Utah  unit,  air  column  speaker. 
List  price  $64.50  without   tubes  and 

batteries. 


McLagan.  List  price  $285,  complete 
with  tubes. 


Volume  and  tone  quality  can  be  ad- 
justed to  meet  requirements  of  set 
owner.  Is  easily  attached,  can  be  left 
connected  permanently  and  requires  no 
servicing. 


Seven-Tube  AC  Set 

Bush  &  Lane  Piano  Co.,  Holland. 
Mich.  Model  2,  seven-tube  AC  radio 
receiver  using  one  TJX -227  tube,  four 
UX-226  tubes,  two  TJX-171  power  tubes 
and  a  UX-280  rectifying  tube.  Metal 


cabinet  to  match  any  walnut  setting. 
17J4  inches  long,  7H  inches  high,  8 
inches  deep.  Three  stages  of  radio 
frequency,  detector  and  two  stages  of 
audio.  List  price  $110  without  tubes. 
Same  receiver  furnished  in  console 
model,  list  price  $160.  Other  models 
ranging  in  price  from  $110  to  $450. 


Phonograph  Pick-Up 

Pacent  Electric  Co.,  New  York  City. 
Model  105-A  Phonovox,  a  new  mag- 
netic phonograph  pick-up,  complete 
with  balanced  tone  arm,  mounting  sup- 
port and  volume  control.  Is  announced 


as  30  per  cent  more  efficient  in  cover- 
age of  musical  range  than  the  original 
Pacent  design.  Equipped  with  new 
form  of  needle  holder  which  takes 
either  fibre  or  steel  needles.  List  price, 
complete  with  tone  arm,  extension  cord 
and  volume  control,  $15. 


Radio  Receiving  Set 

Tyrman  Electric  Corp.,  Chicago.  New 

Tyrman  "50"  five-tube  "All-Purpose" 
radio  receiver,  tuned  radio  frequency 
circuit,  using  two  Shieldplate  tubes 
and  three  UX-199  tubes.  Three  1% 
volt  "A"  batteries,  two  45  volt  "B" 
batteries  and  one  4%  volt  "C"  bat- 


tery supply  the  necessary  voltages. 
Finished  in  two-tone  dark  brown 
shark  grain  leatherette  with  Ameri- 
can walnut  panel  and  antique  brass 
hardware.  Loop  aerial  concealed  in 
door  swinging  at  270  degrees  radius 
with  20  kilocycle  tuning  separation. 
Two  dial  control  with  port  dial  read- 


Single  Control  Set 

Bremer-Tully  Mfg.  Co.,  Chicago,  111. 

Radio  receiver,  model  "6-40."  Is 
strictly  single  control,  drum  being  in- 
dexed for  direct  reading  and  illumin- 
ated by  a  shaded  pilot  light.  An  ad- 
justable antenna  compensator,  which 
enables  the  operator  to  adjust  the  set 
to  suit  his  particular  antenna  condi- 
tions and  personal  preference,  make 
the  receiver  extremely  sensitive.  The 


receiver  is  available  in  three  cabinet 
styles:  Model  "R"  with  rounded  cor- 
ners and  mahogany  finish,  set  off  by 
decorative  overlay  of  darker  finish  on 
each  side  of  center  panel:  Model  "S" 
of  walnut  with  projecting  base  and 


top,  and  Model  "C,"  a  walnut  console 
with  built-in  speaker.  Overall  dimen- 
sions of  "R"  and  "S"  are  identical, 
19  inches  wide,  10  inches  high,  10% 
inches  deep.  Retail  price  of  either, 
$130,  less  tubes.  Model  "C"  meas- 
ures 40  5/16  inches  high,  22%  inches 
wide  and  12%  inches  deep.  Retails  at 
$100,  less  tubes. 


AC  Receiver 

Dc    Forcst-Crosley,    Ltd.,  Toronto, 

Canada.  AC  console  6-tube  radio  re- 
ceiver, operating  on  any  25-  or  60-cycle 
current  supply.  Employs  neutrodyne 
circuit  and  has  single  dial  control  with 


illuminated  dial.  A  voltage  meter  is 
easily  accessible  and  governs  all  volt- 
ages and  takes  care  of  all  line  fluc- 
tuation.    Cabinet  of  new  design  by 
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AC  Receiver 

Apex  Electric  Mfg.  Co.,  Chicago  Di- 
vision U.  S.  Electric  Corp.  1928  model 
36,  six-tube  neutrodyne  AC  receiver, 
single  dial  control,  illuminated  dial, 
walnut  finish  metal  cabinet.  Weight 
thirty-one  pounds,  17%  inches  wide,  7 
Inches  high,  12  inches  deep.  Self-con- 


tained with  highly  perfected  power- 
pack,  one  rectifier,  (UX-280).  List  priec 
$85.00,  without  tubes. 


Metal  Console  Table 

Robert  Findlay  Mfg.  Co.,  Inc.. 
Brooklyn,  N.  V.  Model  No.  18-100-A 
with  No.  100A  speaker  unit.  Designed 
exclusively  for  RCA  No.  18  AC  Receiv- 
ing set  and  No.  100A  speaker.  Fin- 
ished in  antique  walnut  and  gold  to 
match  set.    Lower  shelf  can  be  used 


for  books  or  other  similar  purposes. 
Speaker  unit  completely  enclosed  pro- 
tecting mechanism  from  dust  or  dirt. 
Shipping  weight  42  pounds.  Height 
overall  36  inches.  Also  produce  simi- 
lar type  tables  to  accommodate  At- 
water  Kent,  Crosley  and  Kolster  sets. 


Latest  Summary  of  Exports 

and  Imports  of  "Talkers" 

Figures  on  Exports  and  Imports  of 
Talking  Machines  and  Records  for 
March — General  Increase  Over  the 
Year  Previous 

Washington,  D.  C,  May  10.— In  the 
summary  of  exports  and  imports  of 
the  Commerce  of  the  United  States 
for  the  month  of  March,  1928,  the 
following  are  the  figures  bearing  on 
talking  machines  and  records : 

The  dutiable  imports  of  talking  ma- 
chines and  parts  during  March,  1928 
amounted  in  value  to  $44,229,  as  com- 
pared with  $40,256  worth  which  were 
imported  during  the  same  period  of 
1927.  The  three  months'  total  ended 
March,  192S,  showed  importations  val- 
ued at  $109,109;  in  the  same  period  of 
1927,  $144,626,   a  substantial  decrease. 

Talking  machines  to  the  number  of 
11,788,  valued  at  $481,970,  were  ex- 
ported in  March,  1928,  as  compared 
with  11,001  talking  machines  valued 
at  $366,828,  sent  abroad  in  the  same 
period  of  1927.  The  three  months'  to- 
tal showed  that  we  exported  33,362 
talking  machines,  valued  at  $1,434,550 
as  against  31,044  talking  machines, 
valued  at  $1,080,863,  in  1927. 

The  total  exports  of  records  and 
supplies  for  March,  1927,  were  valued 
at  $392,917,  as  compared  with  $253  - 
009  in  March,  1928.  The  three  months 
ending  March,  1928,  show  records  and 
accessories  exported,  valued  at  $893,- 
159,  as  compared  with  $633,984  in  1927. 

The  countries  to  which  these  ma- 
chines were  sent  during  March,  and 
their  values,  were  as  follows:  Europe. 
$17,092;  Canada,  $13,104;  Central 
America.  $34,291;  Mexico,  $44,980, 
Cuba,  $50,005;  Argentina,  $31,593; 
Brazil,  $31,511;  Chile,  $9,451;  Colum- 
bia, $88,536;  Peru,  $7,396;  other  South 
America,  $75,587;  British  India,  $238; 
China,  Hong  Kong  and  Kwantung, 
$14,928;  Philippine  Islands,  $9,291;  Aus- 
tralia, $16,884;  New  Zealand,  $1,291- 
British  South  Africf.  $2,225;  othei 
countries,  $33,570. 
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Phonograph  Manufacturers  Will 
Exhibit  at  Coast  Music  Pageant 

Approximately  180  Feet  of  Plaza  and  Store  Space  Contracted  for  by  Phonograph  Mak- 
ers at  International  Pageant  of  Music  to  Be  Held  June  18  to  30 


Los  Angeles,  Cal.,  May  5. — The  International 
Pageant  of  Music  and  Exposition,  being  held 
in  Los  Angeles,  June  18th  to  30th,  promises  to 
be  well  represented  from  a  phonograph  display- 
point  of  view.  Approximately  one  hundred  and 
eighty  feet  of  store  and  plaza  frontage  has 
been  contracted  for  by  phonograph  manufac- 
turers and,  in  one  instance,  by  a  phonograph 
jobber.  These  will  be  housed  in  artistic  and 
gorgeous  splendor,  including  a  dazzling  East 
India  architectural  front  for  the  Victor  Talk- 
ing Machine  Co.  with  interiors  decorated  in 
futuristic  fashion  harmonizing  with  that  made 
familiar  in  the  Victor  Co.'s  special  circulars 
and  hangers.  The  Brunswick  Co.  has  chosen 
a  most  colorful  design  in  Egyptian  decoration 
and  architecture  and — as  in  the  case  of  the 
Victor  display — a  stage  for  pageantry  and 
tableaux  is  artfully  built  in  the  design  from 
which,  when  a  least  suspected  curtain  arises, 
some  of  the  musical  attractions  will  be  given. 
Thomas  A.  Edison,  Inc.,  is  housed  in  Italian 
buildings  adjoining  that  of  the  Pacific  Whole- 
sale, Inc.,  with  Okeh  records.  It  would  be 
difficult  to  describe  the  beauty  and  attractive- 
ness of  these  examples  of  Italian  architecture 
from  which  no  details  have  been  omitted  with 
their  dainty  balconies,  red  tiled  roofs  and  rose 
vine  adorned  walls.  The  Allen  portable  is  also 
shown  with  Italian  settings.  The  Caswell  and 
other  portables  have  selected  the  plaza  booths. 

In  connection  with  the  International  Pageant 
of  Music,  a  most  interesting  contest  is  taking 
place  which  is  receiving  a  great  deal  of  pub- 
licity through  the  newspapers  and  also  by 
means  of  special  window  displays  in  various 
music  stores.  This  contest,  in  which  hundreds 
of  girls  between  the  ages  of  fifteen  and  thirty- 
five  are  entering,  is  for  the  choice  of  one  who 
will  be  sent  for  a  trip  around  the  World.  She 
will  be  chosen  by  very  competent  judges  for 
her  grace,  intelligence  and  beauty — but  em- 
phasis is  laid  on  the  fact  that  it  is  not  a  beauty 
contest  only.  A  contest  over  radio  was  re- 
cently held  for  a  suitable  name  for  this  South- 
ern California  Ambassadress,  the  person  sug- 
gesting the  best  name — in  the  opinion  of  the 
judges — receiving  a  prize  of  fifty  dollars 
($50.00).  The  winning  name  was  "Southern 
California's  Joan  of  Arc."  The  lady  who  wins 
this  title  will  not  only  be  awarded  an  extended 
trip  around  the  World,  but  she  will  be  supplied 
with  a  complete  wardrobe,  together  with  a 
liberal  allowance  of  spending  money  and  she 
will  be  accompanied  by  a  chaperone.  Cham- 
bers of  Commerce  and  public  bodies  in  various 
foreign  cities  will  receive  her  and  it  is  antici- 
pated that  she  will  not  only  be  a  bearer  of 
greetings  from  Southern  California,  Los 
Angeles  and  from  the  dealers  and  manufac- 
turers sending  her,  but  will  also  be  an  Am- 
bassadress of  Good  Will  from  the  American 
people  as  a  whole. 

Convention  Assured  Big  Crowd 

Cards  are  being  received  at  convention  head- 
quarters from  music  dealers  in  cities  and  towns 
scattered  all  over  the  eleven  Western  States 
notifying  the  committee  of  their  intentions  to 
be  present  at  the  Western  Music  Trades  Con- 
vention, Los  Angeles,  June  26th,  27th,  28th  and 
29th.  The  convention  will  take  place  at  the 
Ambassador  Hotel,  which  stands  in  the  center 
< 'I  twenty-two  acres  and  is  situated  but  ten 
minutes'  ride  from  the  center  of  downtown. 
C.  H.  Mansfield  in  New  Post 

C.  H.  Mansfield,  well-known  phonograph  and 
radio  sales  manager,  has  joined  the  Piatt  Music 
Co.,  receiving  the  appointment  of  associate  gen- 
eral sales  manager  with  Edwin  Lester,  who  has 
held  the  position  alone  for  some  time.  Mr. 


Mansfield,  whose  articles  on  sales  management 
have  appeared  in  The  Talking  Machine  World, 
has  an  enviable  reputation  for  success  in  ob- 
taining the  best  results  from  salesmen  and  in 
planning  carefully  laid  out  sales  campaigns. 
E.  L.  Hayes  to  Manage  Fitzgerald  Sales 
Edward  L.  Hayes  has  been  appointed  sales 
manager  of  the  phonograph  and  radio  depart- 
ments of  the  Fitzgerald  Music  Co.,  succeeding 
C.  H.  Mansfield,  who  recently  resigned.  Mr. 
Hayes  has  had  a  varied  experience  in  phono- 
graphs and  radios  and  was  for  some  time  in 
charge  of  the  phonograph  and  radio  department 
of  Bullock's  Department  Store.  Later  he  was 
engaged  in  the  wholesale  radio  department  as 


a  salesman  for  Ray  Thomas,  Inc.,  Atwater 
Kent  distributor  in  Southern  California.  Re- 
cently he  was  in  the  phonograph  and  radio 
sales  department  of  the  Birkel  Music  Co. 

H.  J.  Zeusler  in  Town 

H.  J.  Zeusler,  Pacific  Coast  manager  of 
Thomas  A.  Edison,  Inc.,  spent  a  few  days  in 
Los  Angeles  last  month.  Mr.  Zeusler  arranged 
details  for  exhibition  of  Edisons  at  the  Inter- 
national Pageant  of  Music  and  Exposition,  at 
the  same  time  reserving  hotel  accommodations 
for  himself  at  the  Ambassador  Hotel  during  the 
Western  Music  Trades  Convention  and  also 
tentative  reservations  for  Charles  Edison  and 
Arthur  Walsh,  who,  it  is  hoped,  will  attend. 


Enjoyed  Prosperous  Year 

The  European  Phonograph  Co.,  Inc.,  New 
York  City,  recently  concluded  its  second  year 
of  occupancy  at  1493  First  avenue  and  reports 
that  business  during  that  period  has  been  most 
satisfactory. 


The  new 


JttjNRS 
\DBORJEtS 


are  ready 


Richer  in  tone  —  greater  in  volume,  and  a  model 
to  meet  every  important  price  demand.  Each 
speaker  equipped  with  a  new  perfected  unit  to 
handle  power  amplification  of  the  most  power- 
ful A.  C.  Sets 


Gothic  Wood  Cabinet  Model 

Modern  —  Futuristic  Cabinet 
Model  


Standard  Cone  Model,  with 
"Golden  Chime"    .    ♦  . 

DeLuxe  Cone  Model,  with 
"Golden  Chime "    .    .  . 


$25.00 
35.00 
18.50 
25.00 


Stevens  Manufacturing  Corporation 

SUCCESSORS  TO  STEVENS  &  CO.,  INC.,  STEVENS  BUILDING 

46-48  East  Houston  Street 
New  York  City 
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Lektophone  Licenses 
Granted  to  13  Firms 

Extends  Licensing  Policy — Patents  Avail- 
able to  All  Major  Radio  Manufacturers 
in  the1  United  States 


The  Lektophone  Corp.,  according  to  a  recent 
announcement,  has  extended  its  original  policy 
of  licensing  and  hereafter  will  make  Lektophone 
patents  available  to  all  major  radio  manufac- 
turers in  the  United  States  who  can  come  up 
to  the  company's  standard.  The  Lektophone 
Corp.  is  said  to  own  and  control  the  basic 
patents  and  improvements  on  controlled  edge 
cone  speakers. 

The  Victor  Talking  Machine  Co.,  Brunswick- 
Balke-Collender  Co.  and  Columbia  Phonograph 
Co.  use  speakers  licensed  under  Lektophone 
patents  covering  the  employment  of  the  Hop- 
kins and  Lektophone  principles  at  the  present 
time,  the  announcement  states,  and  the  follow- 
ing manufacturers  have  been  licensed  to  build 
radio  speakers  and  speaker  chassis  employing 
Lektophone  patents:  American  Bosch  Mag- 
neto Corp.,  Amplion  Corp.  of  America,  Brandes 
Products  Corp.,  Farrand  •  Mfg.  Co.,  Marcus  C. 
Hopkins,  O'Neil  Radio  Corp.,  Pathe  Phono- 
graph &  Radio  Corp.,  Radio  Corp.  of  America, 
Radio  Foundation,  Inc.,  Stromberg  Carlson 
Telephone  Mfg.  Co.,  J.  S.  Timmons,  Inc.,  United 
Radio  Corp.  and  Utah  Radio  Products  Co. 

Because  of  the  increasing  demand  of  the 
trade  for  controlled  edge  speakers,  application 
of  the  basic  Lektophone  principle  of  control  is 
said  to  have  been  considerably  widened  in  scope, 
and  it  is  expected  that  the  corporation  will 
extend  licenses  to  all  principal  manufacturers 
of  cone  speakers  under  the  new  policy. 


Business  Is  Brisk  in 
Indianapolis  Field 

Indianapolis,  Ind.,  May  8. — "Record  sales  are 
exceptional,  while  the  sale  of  phonographs  is 
temporarily  slow,''  Ira  C.  Williams,  of  the  rec- 
ord and  phonograph  department  at  the  New 
York  store,  declared.  "The  trade  is  entering  on 
a  period  now  when  general  business  is  inclined 
to  be  slow  because  of  the  readjustment  that 
takes  place  at  this  period  of  the  year,"  Mr. 
Williams  said.    He  believes,  however,  that  there 


will  be  a  reaction  and  looks  for  business  to 
take  a  leap  upward  soon. 

Mr.  McRae,  in  charge  of  the  record  and 
phonograph  sales  at  the  L.  S.  Ayers  Co.,  is  ex- 
tremely pleased  at  the  record  sales.  "Sales  in 
this  department  are  much  ahead  of  last  year, 
with  vocal  numbers  leading  the  sales  at  the 
present  time,"  Mr.  McRae  said. 

C.  P.  Herdman,  of  the  Baldwin  Piano  Co., 
reports  business  as  on  a  par  with  last  year. 
Especially  in  the  record  department  have  sales 
been  exceptional.  "We  are  extremely  happy 
over  our  record  business,"  he  reports. 

"Business  in]  records  is  going  remarkably 
well,"  according  to  Miss  Blanche  Mitchell,  in 
charge  of  this  department  at  the  Pearson  Piano 
Co.  Victrola  sales  Rave  been  fair,  with  a  slight 
increase  in  the  sale  of  portables,  which  Miss 
Mitchell  attributes  to  the  opening  of  the  boat- 
ing and  camping  season. 

All  dealers  are  of  the  opinion  that  because 
so  many  events  of  national  interest  will  be 
broadcast  sales  in  this  line  should  take  a  leap 
upward.  This  conclusion  seems  feasible  in 
view  of  the  fact  fnat  the  proposed  heavyweight 
world's  championship  fight  as  well  as  the  an- 
nual 500-mile  automobile  races  will  be  broad- 
cast. These,  taken  together  with  the  regular 
feature  of  baseball  games,  the  national  political 
conventions,  the  Kentucky  Derby  and  several 
other  events  which  form  a  program  that  has  a 
range  of  interest  sliould  be  of  material  benefit 
to  the  radio  dealer  in  his  sales. 


Max  Targ  Visits  New  York 

Max  Targ,  head  of  the  well-known  house  of 
Targ  &  Dinner,  Chicago,  111.,  was  a  visitor  to 
New  York  this  week  prior  to  sailing  to  Europe 
on  Saturday,  May  S,  accompanied  by  Mrs.  Targ. 
While  in  the  East  Mr.  Targ  called  upon  Andy 
Frangipane,  head  of  Andrew  P.  Frangipane  & 
Co.,  Lyndhurst,  N.  J.,  one  of  his  very  old 
friends  and  whose  products  his  company  dis- 
tributes in  Chicago  territory. 


Organize  Bowling  Teams 

Good-natured  rivalry  has  been  engendered 
within  the  organiation  of  A.  H.  Grebe  &  Co., 
Inc.,  New  York  City,  manufacturers  of  the 
Grebe  Synchrophase  receiving  set.  Bowling 
teams  have  been  organized  at  both  the  execu- 
tive offices  and  factory  at  Richmond  Hill  and 
the  fight  is  on  to  the  finish. 


HOME  BROADCASTER 


fool  your 
friends  — 


be  your  own 
broadcaster 


This  is  the  product -~  judge  its 
sales  merits  yourself :~ 

m  ro2„e  and  a  f„  II  t  "e  °n  K°Ur-  fa,VOrite  Station-  ease  out  of  the  r00m-  to  the  Broadcaster 
recenrion  ind ?m?L \  °pP.ortune  moment,  simply  press  the  switch  button,  autornat.cally  cutting  off  radio 
Sate  7emark  aLnt  announcement  from  Paris  or  Shanghai,  give  a  wrong  time  signal,  make  some 

t?n™ It  toh  evtybldlT  .  fnends-sa^  anythmg!    Then  release  the  button  and  let  the  program  con- 

and  sells  in  a  steady  stream  wherever  it  is  displayed 


Type  UX,  for  sets 
using  4-prong 
Detector  Tubes. 


The  Home  Broadcaster  can  Ire  left  permanently  connected  to  the 
set  as  it  will  not  interfere  with  radio  reception.  It  is  absolutely 
noiseless  and  will  give  clear  and  undistorted  reproduction.  It  is 
small,  light  and  compact  and  can  be  easily  slipped  into  the 
pocket  to  he  taken  to  a  party.  It  is  unnecessary  to  change  any 
ot  the  set  wiring  or  make  changes  in  the  battery  connections. 
Write  for  descriptive  circular. 

List  Price  $7-50  Complete 


Type  AC,  for  sets 
using  S-prong 
Detector  Tubes. 


BROOKLYN  METAL  STAMPING  CORP. 


720  Atlantic  Ave. 


Brooklyn,  N.  Y. 


See  our  exhibit  at  Chicago  Trade  Show,  Booth  146 


Announces  Gordon 
"Compact"  Model 

Motor-Driven  Instrument  Has  Many  Fea- 
tures— Excellent  for  Apartments  and  for 
Use  in  Summer  Homes 


Having  completed  an  extensive  investigation 
which  disclosed  a  trend  towards  smaller  sized 
phonographs  for  apartments,  and  for  use  in 


Leslie  S.  Gordon 

Summer  homes,  the  L.  S.  Gordon  Co.,  Chicago, 
has  perfected  and  announced  its  Compact.  As 
t  he  name  indicates,  the  Compact  is  a  small- 
sized  talking  machine  in  the  usual  carrying 
rase,  which  is  original  in  that  its  turntable  is 
motor  driven  by  the  same  improved  Johnson- 
Gordon  motor,  already  in  use  in  larger  and 
costlier  machines,  as  well  as  in  radio-phono- 
graph combinations. 

"It  ~"i s  a  remarkable  fact,"  stated  Leslie  S. 
Gordon,  head  of  the  company,  "that  in  a  recent 


New  Gordon  "Compact"  Portable 

issue  of  a  trade  publication  eleven  manufac- 
turers advertised  twenty-six  different  portable 
models  all  of  the  hand-winding  type." 

Those  who  have  seen  the  Compact  and  heard 
how  quietly  its  motor  operates  on  either  AC 
or  DC  current  are  enthusiastic  about  the  sales 
possibilities  of  the  new  instrument.  It  is  pre- 
dicted that  the  machine  will  not  only  have  the 
appeal  of  all  portables,  but  will  be  especially 
attractive  to  the  radio-set  owner  who  is  looking 
for  a  phonograph  to  use  in  connection  with  a 
pick-up  and  his  radio  receiver. 

As  was  recently  announced  the  national  sales 
agents  for  the  Compact,  Gordon  pick-up  and 
the  improved  Johnson-Gordon  motor,  are  Stud- 
ner  Bros.,  Inc.,  of  67  West  Forty-fourth  street, 
New  York  City,  with  a  branch  office  at  28  West 
Jackson  boulevard,  Chicago. 
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Making  a  New  Coin- 
Operated  Phonograph 

Capitol  Piano  Co.  Introduces  Electrical 
Instrument  Housed  in  Attractive  Con- 
sole Cabinet — Plays  Twelve  Records 


A  new  coin-operated  electrical  phonograph, 
embodying  many  distinctive  patented  features, 
has  been  announced  to  the  trade  by  the  Capitol 


New  Coin-operated  Phonograph 

Piano  Co.,  New  York  City.  This  new  instru- 
ment, illustrated  herewith  and  advertised  else- 
where in  this  issue  of  "The  World,"  is  housed 
in  an  attractive  console  cabinet  and  plays 
twelve  records  consecutively. 

One  of  its  features  is  its  ability  to  select  or 
repeat  any  record  at  will.  The  manufacturers 
claim  that  another  patented  feature  makes  it 
possible  to  play  a  thousand  records  without 
the  necessity  of  changing  needles.  Samuel 
Kresberg,  president  of  the  Capitol  Piano  Co., 
states  that  due  to  the  remarkable  musical  tone 
of  this  new  phonograph  and  its  many  unique 
points,  it  will  be  in  great  demand  in  con- 
fectionery stores,  drug  stores,  clubs,  restaurants, 
tea  rooms,  etc.  The  instrument  is  said  to  be 
of  simple  though  efficient  construction  and  re- 
quires a  minimum  of  attention  and  no  adjust- 
ments, important  features. 

The  Capitol  Piano  Co.  is  one  of  the  foremost 
manufacturers  and  operators  of  nickel-in-the- 
slot  pianos  and  musical  instruments.  William 
A.  Goetz,  secretary  of  the  company,  was  for 
many  years  sales  manager  of  the  Wurlitzer 
Co.,  New  York,  and  is  thoroughly  familiar  with 
the  requirements  of  the  coin-operated  business. 
This  new  product,  which  is  being  marketed 
after  many  years  of  research  and  experimenta- 
tion, according  to  Mr.  Goetz,  is  confidently 
expected  to  become  most  popular  because  of 
its  ease  of  operation  and  maintenance. 


A.  K.  Radio  Hour 
Opens  Music  Week 

The  fifth  annual  observance  of  National 
Music  Week  was  held  last  week,  May  6  to  12, 
and  was  participated  in  by  cities,  towns  and 
villages  to  the  number  of  2,000.  Several  gov- 
ernors issued  proclamations  endorsing  the 
Music  Week  celebrations  and  in  many  States 
governmental  departments  took  an  active  part 
in  the  festivities.  Other  organizations  which 
took  a  major  part  in  fostering  the  Music  Week 
celebrations  include  the  State  Federations  of 
Women's  Clubs  and  Federations  of  Music 
Clubs,  Slate  Parent-Teacher  Associations  and 
the  D.  A.  R. 

The  Atwater  Kent  Radio  Hour  on  Sunday, 
May  6,  broadcast  over  a  wide  network  of  sta- 


tions, was  again  the  official  opening  of  radio'.} 
part  in  the  week's  observance.  Eleven  famous 
artists  broadcast,  including  Anna  Case,  Maria 
Kurenko,  Kathryn  Meisel,  William  Simmons, 
Charles  Hackett,  Toscha  Seidel,  Richard 
Bonelli,  Allen  McQuhae,  Agnes  Davis,  Graham 
McNamee  and  Wilbur  Evans.  During  this  hour 
C.  M.  Tremaine,  secretary  of  the  National 
Music  Week  Committee,  spoke  briefly,  telling 
of  the  aims  and  far-reaching  results  of  National 
Music  Week.  A.  Atwater  Kent  also  spoke, 
touching  on  the  importance  of  the  event  and 
his  happiness  in  being  present  and  in  having 
a  share  in  promoting  the  cause  of  music. 


R.  B.  Miller  Elected 
Secretary  of  Assn. 

San  Francisco,  Cal.,  May  3. — At  a  recent 
meeting  of  the  board  of  directors  of  the  Music 
Trades  Association  of  Northern  California,  R. 
B.  Miller,  of  the  Wiley  B.  Allen  Co.,  was 
elected  secretary  of  the  Association.  Mr.  Miller 
has  been  associated  with  the  Wiley  B.  Allen 
Co.  for  the  past  twenty-four  years  and  has  been 
secretary  of  the  company  since  1923.  Since 
the  sale  of  the  Wiley  B.  Allen  Cp.  business  in 
Northern  California  to  Sherman,  Clay  &  Co., 
Mr.  Miller  has  been  closely  occupied  in  settling 
up  the  many  details  connected  with  the  trans- 
fer. He  has  also  spent  considerable  time  in 
connection  with  the  sale  of  the  branch  at  Los 
Angeles  and  in  closing  up  the  San  Diego  store. 

The  Music  Trades  Association  of  Northern 
California  anticipates  a  very  active  year,  and 
in  assuming  the  office  of  secretary  Mr.  Miller's 
long  and  intimate  association  with  the  music 
business  ably  equips  him  to  assist  in  the  solu- 
tion of  the  many  matters  vital  to  the  trade 
which  undoubtedly  will  present  themselves  in' 
the  coming  year. 


Making  Important  Tests 

More  than  70  models  of  a  single  type  pick-up 
may  be  seen  in  the  laboratory  of  the  Pacent 
Electric  Co.,  New  York,  manufacturer  of  the 
Pacent  Phonovox  and  tone  arm,  a  magnetic 
phonograph  pick:up.  These  models  were  built 
for  the  purpose  of  testing  the  effect  of  different 
weights  applied  to  records  in  relation  to  the 
result  upon  reproduction  secured  with  a  good 
radio  amplifier.  To  go  with  these  pick-ups  in 
experimental  work  various  types  of  counter 
balance  tone  arms  have  been  necessary,  accord- 
ing to  Pacent  officials,  and  more  than  a  dozen 
have  been  tested  extensively  with  different 
weights  of  pick-ups  with  a  view  to  perfecting 
the  quality  of  reproduction. 

An  interesting  announcement  made  by  the 
Pacent  Co.  recently  is  that  their  new  Phonovox 
model  is  equipped  to  take  either  fiber  or  steel 
needles.  The  use  of  the  former  is  said  to 
eliminate  needle  scratch,  increase  volume  and 
tone  range  and  render  music  softer  and  better. 


Bush  &  Lane  to  Exhibit  Line 


Bush  &  Lane  Piano  Co.,  Holland,  Mich.,  will 
exhibit  the  pianos,  radio  receivers  and  phono- 
graphs manufactured  by  the  company  in  the 
Hotel  Commodore,  New  York  City,  at  the 
Music  Industries  Chamber  of  Commerce  Con- 
vention in  June.  Chester  L.  Beach,  president, 
treasurer  and  sales  manager;  E.  P.  Stephan, 
general  manager,  and  William  B.  Tunstall,  New 
England  and  New  York  City  representative; 
A.  W.  Holdgate,  South  Atlantic  States  repre- 
sentative, and  Frank  D.  Van  Nostrand,  export 
manager,  will  be  in  attendance. 


The  Wonder  Radio  Sales  Co.,  Chicago,  III, 
recently  moved  to  new  and  larger  quarters  at 
3148-50  Irving  Park  boulevard.  A  musical  de- 
partment will  be  installed  shortly  with  the 
Victor  Orthophonic   line  as  leader. 


Permanent  popularity 
is  assured  for  this 
popular  priced 
combination 


with 


The  NEW 

Atwater  Kent 


I"  TS  pleasing  performance  as 
a  radio  and  its  pleasing 
effect  as  a  beautiful  piece  of 
furniture  have  caught  the  pub- 
lic lancy.  The  unusual  demand 
from  all  parts  of  the  country 
lor  this  popular  priced  com- 
bination is  proof  positive  of 
its  popularity. 

^  our  Atwater  Kent  distributor 
can  supply  you  with  a  com- 
plete line  of  Red  Lion  Cabi- 
nets in  desk,  console  and  chest 
types  for  the  new  Atwater 
Kent  Model  37  A.  C.  Radio. 
And,  of  course,  you  can  also 
get  the  regular  line  of  cabi- 
nets for  Atwater  Kent  models 
35,  30,  33. 

Shown  above  is  one  of  these 
ideal  Red  Lion-Atwater  Kent 
Combinations — which  supplies 
cabinet,  A.  C.  set  and  built-in 
speaker  to  retail  at  $133. 

Complete  information  about 
all  models  sent  on 
request 

Red  Lion  Cabinet  Co* 

Red  Lion,  Pa. 
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Columbia  Viva-tonal  and  Kolster 
Radio  Combination  Announced 

Instrument  Is  Completely  Electrical  and  Self-contained— Special  Pass  Switch  Provides 
for  Isolation  of  Phonograph  or  Radio  When  Other  Is  in  Operation 


The  Columbia  Phonograph  Co.,  New  York 
City,  recently  introduced  to  the  trade  the  long- 
awaited  Columbia  Electric  Viva-tonal  and 
Kolster  radio  combination.  The  instrument  is 
completely  electrical  and  completely  self-con- 
tained.   When  plugged  into  the  house  current, 


fifteen  records,  is  equipped  with  numerically 
arranged  indices. 

The  cabinet  is  artistic  in  design,  of  walnut 
veneer,  shaded  toned  and  high  lighted,  and  is 
a  piece  of  fine  furniture  which  will  harmonize 
with  the  surroundings  of  any  home,  in  addition 


Columbia  Electric  Viva-tonal 

it  is  ready  to  play,  to  reproduce  music,  on  rec- 
ords or  on  the  air,  exactly  "like  life  itself." 

The  Columbia  Electric  Viva-tonal  and  Kols- 
ter radio  combination  plays  any  standard  rec- 
ord. The  changes  in  volume  have  no  effect 
upon  the  quality  of  reproduction.  The  radio 
receiver  is  a  six-tube  unit,  and  has  a  single  dial 
control.  It  offers  unusual  selectivity  and 
splendid  range,  combined  with  great  volume 
and  purity  of  tone.  An  ingenious  device 
adapts  it  to  different  lengths  of  antenna. 

A  radio-phonograph  pass-switch  of  special 
Columbia  design  provides  for  complete  isola^ 
tion  of  phonograph  or  radio  when  the  other 
is  in  operation.  While  in  use  as  a  phonograph, 
the  radio  tubes  are  extinguished,  thus  effecting 
a  real  economy  in  the  life  of  these  tubes. 
Three  other  tubes  are  provided  for  the  opera- 
tion of  the  electrified  phonograph.  Cunning- 
ham tubes  are  supplied  with  the  instrument  as 
part  of  its  equipment. 

Typical,  too,  of  the  care  taken  to  make  this 
instrument  the  last  word  in  practicability  are 
the  tilting-type  record  bins  which  are  a  patented 
Columbia  feature.    Each  bin,  with  a  capacity  of 


and  Kolster  Radio  Combination 

to  housing  musical  instruments  of  the  highest 
standard. 

The  Columbia  Electric  Viva-tonal  and  Kols- 
ter radio  combination  is  the  result  of  the  com- 
bined efforts  of  two  great  companies:  the  Co- 
lumbia Phonograph  Co.,  maker  of  Viva-tonal 
Columbia  phonographs,  electrically  recorded 
Columbia  New  Process  records  and  kindred 
products,  and  the  Kolster  Radio  Corp.,  manu- 
facturer of  Kolster  radio  receivers. 


Milwaukee  Dealers 
Make  Tie-up  Displays 

Milwaukee,  Wis.,  May  5. — The  twelfth  annual 
convention  of  the  Wisconsin  Federation  of 
Music  Clubs  afforded  local  dealers  with  a  splen- 
did opportunity  to  tie  up  with  the  activities 
of  this  group  of  music  enthusiasts.  The  J.  B. 
Bradford  Piano  Co.,  the  Edmund  Gram  Music 
House,  the  Flanner-Hafsoos  Music  House,  Inc., 
and  the  William  A.  Kaun  Music  Co.  all  fea- 
tured exhibits  o.f  musical   instruments  of  all 


Beginning  May  15th 

All  communications  for  CLAYTON  IRWIN,  Jr., 
General  Manager  of  the  R.  M.  A.  Trade  Show  should 
be  addressed  to  the  Stevens  Hotel,  Chicago,  where 
Mr.  Irwin  and  his  organization  will  be  located  up 
to  and  including  the  show  period. 


kinds,  musical  merchandise  and  sheet  music  in 
a  special  display  room  at  the  Hotel  Pfister. 

About  250  teachers  attended  the  Wisconsin 
Music  Teachers'  Association's  nineteenth  an- 
nual convention  in  Milwaukee  from  April  24 
to  26.  The  teachers  were  welcomed  by  Mayor 
Daniel  W.  Hoan  and  the  annual  convention 
address  was  made  by  Theodore  Winkler,  She- 
boygan, president  of  the  Association. 

A  high  school  band  is  being  organized  at 
Florence,  Wis.,  with  Herman  W.  Ohlsen  of 
Iron  Mountain,  Mich.,  as  director.  There  will 
be  approximately  thirty  members. 

Kolster  Radio  Sales 
Conclave  in  Newark 

District  Representatives  and  Field  Men 
From  All  Parts  of  the  United  States  and 
Canada  Present  at  Meetings 

District  representatives  and  field  men  from 
all  sections  of  the  United  States  and  Canada 
attended  the  Kolster  radio  sales  convention, 
held  at  the  Newark  Athletic  Club,  on  April 
16,  17,  18  and  19.  Approximately  forty-five 
members  of  the  Kolster  sales  organization  at- 
tended the  various  meetings  under  the  chair- 
manship and  guidance  of  Major  Herbert  H. 
Frost,  vice-president  in  charge  of  merchandis- 
ing of  the  Kolster  Radio  Corp. 

Major  Frost  and  H.  A.  Hutchins,  assistant 
manager  of  the  merchandising  division,  ad- 
dressed the  gathering  and  discussed  sales  and 
merchandising  plans  which  were  enthusiastical- 
ly received.  Philip  V.  D.  Stern,  advertising 
manager,  and  John  D.  Cole,  of  Hanff-Metzger, 
Inc.,  advertising  agency  for  Kolster  Radio, 
described  the  well-rounded  national  advertising 
campaign  now  under  way.  Each  district  rep- 
resentative was  called  upon  to  give  a  bird's-eye 
view  of  sales  and  merchandising  conditions  in 
his  territory. 

J.  B.  Byers,  general  manager,  and  J.  Bacon 
Brodie,  sales  manager,  represented  Canadian 
Brandes,  Ltd.  The  following  district  repre- 
sentatives were  also  in  attendance:  W.  F. 
McAuliffe,  San  Franciso;  R.  G.  Musgrave,  Los 
Angeles;  F.  H.  Barstow,  Portland,  Ore.;  W. 
J.  Thimm,  Kansas  City;  J.  C.  Stanley,  Min- 
neapolis; J.  J.  Reilly,  Chicago;  J.  J.  Hines, 
Atlanta,  Ga.;  William  Eaton,  Washington,  D. 
C. ;  O.  S.  Larsen,  Philadelphia;  William  Hen- 
rickson,  of  Boston,  and  A.  G.  Nordholm,  from 
the  New  York  territory. 

George  Coby,  CeCo 
Head,  Goes  Abroad 

President  of  C.  E.  Mfg.  Co.  to  Make  Ex- 
tended Tour  of  Europe  in  Interest  of 
Radio  Tube  Development 

Providence,  R.  I.,  May  7. — George  Coby,  presi- 
dent of  the  C.  E.  Mfg.  Co.,  of  this  city, 
manufacturer  of  CeCo  radio  tubes,  sailed  on  the 
"Leviathan"  on  Saturday  for  an  extended  tour 
of  Europe  in  the  interest  of  television  radio 
tube  development  and  general  research  of  ad- 
vanced technique  in  radio  tube  manufacture. 

England,  France,  Germany,  Italy,  Austria, 
Poland  and  Russia  will  be  included  in  Mr. 
Coby's  itinerary.  Much  credit  is  due  Mr.  Coby 
and  his  associates,  Messrs.  Egnatoff,  treasurer; 
Cepek,  secretary,  and  Kauer,  vice-president,  for 
the  steady  and  rapid  advancement  of  this  com- 
pany. Under  their  leadership  it  became  neces- 
sary to  recently  open  CeCo  plant  No.  2  to  take 
care  of  production.  Even  at  this  ordinarily 
quiet  time  of  the  year  it  is  reported  that  thou- 
sands of  tubes  are  being  shipped  daily  from 
the  CeCo  plant.  The  C.  E.  Mfg.  Co.  has 
engaged  large  space  at  the  Trade  Show  in 
Chicago,  where  it  will  display  the  entire  line 
of  CeCo  tubes. 
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Sonora's  Plans 

for  New  Products 

Some  of  New  Products  Will  Be  Shown  at 
New  York  and  Chicago  Offices  During 
the  Week  of  Music  Convention 

  < 

Some  of  the  new  products  of  the  Sonora 
Phonograph  Company,  Inc.  will  be  shown  at 
the  New  York  and  Chicago  offices  of  the  com- 
pany during  the  week  of  the  New  York  Music 
Convention,  June  4  to  8. 

Finished  products  will  not  be  in  production 
lor  some  months.  In  the  new  line  there  will  be 
all  the  latest  developments  in  modern  circuit 
construction. 

In  view  of  the  present  developments  the 
Sonora  Company  will  not  exhibit  at  the  Radio 
Trade  Show  in  Chicago  in  June  but  will  occupy 
space  in  both  the  Chicago  and  New  York  public 
shows  in  September.  The  complete  line  will 
be  presented  to  the  trade  and  to  the  public  at 
the  same  time. 

Since  the  organization  of  the  new  Sonora 
Company  and  the  Acoustic  Products  Company 
a  few  months  ago  rapid  progress  has  been  made. 
However,  the  time  has  been  too  short  to  allow 
the  completion  of  the  entire  range  in  time  for 
the  Trade  Show. 

Many  refinements  in  the  development  of  the 
new  line  assure  Sonora  of  having  highly  unusual 
products  and  this  will  be  taken  advantage  of 
and  capitalized  to  the  fullest  extent. 

Sales  of  the  present  Sonora  radio  sets  are 
extremely  good.  These  sets  will  continue  to  be 
available.  For  a  company  still  in  its  first  year 
of  new  business  operation  the  present  volume 
of  sales  reflects  favorably  the  enthusiasm  of  the 
Sonora  dealers. 

Sonora  Announces 

Distributing  Policy 

—  i 

Under  New  Policy  Company  Will  Direct 
Distribution  in  Major  Cities  Through 
Own  Branches — Six  Jobbers  Retained 

The  Sonora  Phonograph  Company,  Inc.,  re- 
cently put  in  effect  its  new  policy  of  directing 
distribution  to  the  trade  in  major  cities  through 
its  own  branches. 

The  new  arrangement  places  Sonora  sales  in 
the  mid-west  area  under  the  supervision  of 
Harry  B.  Bibb,  Mid-west  sales  manager,  and 
operations  will  be  conducted  from  the  Sonora 
branch  at  64  East  Jackson  boulevard,  Chicago. 
New  England  sales  are  under  the  supervision  of 
the  sales  manager  of  that  territory,  H.  L.  Spen- 
cer, with  headquarters  at  Boston.  The  Eastern 
territory  is  in  the  hands  of  H.  B.  Haring,  with 
headquarters  at  the  home  office  of  the  Sonora 
Phonograph  Co.,  Inc.,  at  50  West  Fifty-seventh 
street,  New  York  City.  The  western  territory 
has  as  its  sales  manager,  H.  E.  Gardner  with 
headquarters  at  San  Francisco. 

Six  distributors  have  been  retained  and  will 
continue  to  function  as  before.  These  are: 
Belmont  Corp.  covering  Minnesota,  North  and 
South  Dakota,  Montana  with  the  exception  of 
Beaverhead  County,  and  eleven  counties  in 
Nebraska.  The  Belmont  office  is  at  Minneap- 
olis.. Moore,  Bird  &  Co.  of  Denver  will  cover 
Colorado,  most  of  Wyoming  and  western  Ne- 
braska. Ozark  Motor  Supply  Co.  of  Springfield, 
Mo.,  will  cover  eastern  Missouri  and  southern 
Illinois.  H.  C.  Schultz,  Inc.  of  Detroit  will 
cover  Michigan,  except  the  upper  peninsula,  and 
northern  Ohio,  Strevell-Patterson  Hardware  Co. 
of  Salt  Lake  City  will  cover  Utah,  northern 
Idaho,  Beaverhead  County  in  Montana,  and 
northern  Nevada. 


The  Anchor  Radio  Co.,  of  Dallas,  Tex.,  was 
recently  incorporated  with  a  capital  stock  of 
$5,000. 


Have  You  Any  of  These 
Radios  or  Radio  Phonographs 

in  Stock? 


RADIOLA  No.  20  Models: 
7-1  Victor 
7-3  Victor 
7-30  Victor 
Alhambra-I  Victor 
Radiola  No.  20  RCA 

RADIOLA  No.  25  Models: 
7-2  Victor 
9-1  Victor 
Alhambra-II  Victor 
Florenza  Victor 
Radiola  No.  25  RCA 
Cordova-6  (Brunswick) 

RADIOLA  No.  28  Models: 
VV  9-15  Victor 
Borgia- 1  Victor 
Radiola  No.  28  RCA 
Cordova-8  (Brunswick) 


RADIOLA  No.  16  Models: 
7-10  Victor 
Radiola  No.  16  RCA 

RADIOLA  No.  17  Models: 
7-25  Victor 
Radiola  No.  17  RCA 

RADIOLA  No.  25 
RADIOLA  No.  28 
RADIOLA  No.  15 
FADA 

STROMBERG-CARLSON 
KOLSTER 
ATWATER  KENT 
SONORA 


You  can  turn  them  into  cash 
immediately  and  at  a  real  profit,  tool 

Many  dealers  are  successful  in  converting  these  radios  and 
radio  phonographs  into  A.  C.  power  amplified  electrics  and 
are  selling  them  at  a  real  profit.  With  the  sensational  in- 
vention— POWERIZER — thousands  of  these  now  obso- 
lete models  have  been  transformed  into  DeLuxe  power 
amplified  A.  C.  electrics.  The  improvement  in  tone  quality 
is  amazing.  Power  amplification  brings  out  those  rich,  deep 
tones  just  the  same  as  the  $800  to  $1,000  sets — for  the 
Powerizer  is  the  same  tone  and  power  plants  used  in  the 
most  expensive  sets.  It  is  easy  to  change  these  sets  over, 
too;  for  the  Powerizer  comes  complete  with  Harness  and 
Adapters. 


RCA  dealers  have  already  powerized  over  6,500  Radiola 
25s  and  28s. 


While  Stromberg-Carlsons, 
Atwater  Kents,  Sonoras, 
Kolsters,  etc.,  have  been 
Powerized  by  thousands  in 
most  every  important  city  in 
the  country. 


Write  for  Bulletin  T-M-l 
— it  will  tell  you  how  to 
turn  into  cash  at  once  all 
your  battery-operated  radio 
and  radio  phonograph  com- 
binations. 


RADIO  RECEPTOR  COMPANY 


106  Seventh  Ave. 


NEW  YORK  CITY 


Licensed  by  Radio  Corporation  of  America  and  Associated  Companies 


POWERIZER— The  Powerizer 
that  gives  power  amplification 
— the  finest  tone  quality  in 
radio — uses  all  A.  C.  Tubes,  in- 
cluding UX-210,  the  Rolls-Royce 
Tone  Tubes.  General  model  for 
all  standard  sets— with  Har- 
ness   $60.00 


Model  for  Radiola  20 


$59.00 


Special  Powerizer  and  Power 
Pack,  designed  exclusively  for 
Radiola  25  and  28  -      -  $84.00 

The  D.  C.  Tube  Powerizer  for 
Radiola  26,  semi-portable  Super- 
Heterodyne  812,  Radiola  and 
other  Victor  and  Brunswick 
Combinations,   using  UX-199, 

$80.00 
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Visit  of  Metropolitan  Opera  Co. 
Stimulates  Trade  in  Cleveland 

Record  Sales  Greatly  Increased  by  Appearances  of  Operatic  Stars — Dealers  Use  News- 
papers and  Displays  to  Effect  Tie-ups — Appointed  Okeh  Distributor 


Cleveland,  O.,  May  8. — Business  was  helped 
considerably  through  the  celebration  of  Music 
Week  and  also  the  visit  of  the  Metropolitan 
Grand  Opera  Company.  It  was  one  of  the 
best  weeks  for  records  that  the  trade  has  ex- 
perienced in  a  considerable  time  and  the  ma- 
jority of  those  sold  were  of  the  operas  pre- 
sented by  the  Metropolitan  Company.  Some 
very  fine  window  displays  of  records  and  al- 
bums were  shown  by  the  various  music  houses 
and  quite  a  lot  of  newspaper  advertising  was 
also  done.  The  newspapers  also  devoted  con- 
siderable space  to  calling  attention  to  music 
week  which  all  helped  boost  business  along. 

R.  A.  Lewis  has  been  appointed  manager  of 
the  Cleveland  branch  of  the  Detroit  Electric 
Co.  The  Detroit  Electric  Co.  distributes  Grebe 
receivers  and  accessories  exclusively,  the  Cleve- 
land branch  having  been  established  last  year 
to  take  care  of  Grebe  trade  in  this  territory. 

The  H.  Lesser  Co.  moved  into  its  new  home 
during  the  month  at  514  Prospect  avenue.  Two 
entire  floors  are  devoted  to  the  display  of 
nationally  known  radio  sets  and  accessories. 
A  feature  of  the  new  store  is  the  number  of 
demonstration  rooms  it  has,  each  containing 
sets  hooked  up  ready  for  operation.  H.  Lesser, 
president  of  the  company,  is  one  of  the  most 
progressive  radio  dealers  in  Cleveland  and  has 
won  popular  approval  by  his  broadcasting  of 
baseball  games,  play  by  play,  through  station 
WJAY. 

The  downtown  stores  of  the  Euclid  Music 
Co.  on  East  Ninth  street  have  reopened  their 
sheet  music  department  which  was  closed  when 
the  piano  department  was  moved  to  the  Heights 
store.  The  demand  for  sheet  music  was  so  in- 
sistent that  the  company  had  it  put  in  again. 

The  most  important  announcement  of  the 
month  was  that  the  Grossman  Music  Co.  had 
been  appointed  a  distributor  for  Okeh  and 
Odeon  records  for  Ohio,  West  Virginia  and 
western  Pennsylvania.  The  company  is  much 
enthused  over  the  prospects  of  business  with 
these  nationally  known  lines  and  the  sales  force 
has  already  sent  in  a  nice  volume. of  business. 
Both  Okeh  and  Odeon  records  have  enjoyed 
well  merited  popularity  in  Cleveland  and  the 
new  distributor  expects  to  open  a  number  of 
agencies  in  the  territory  assigned  to  it. 

R.  H.  Bechtol,  general  manager  of  the  Cleve- 
land Ignition  Co.,  and  T.  E.  Chadwick,  radio 
sales  manager  of  the  company,  attended  the 
opening  of  the  new  Livingston  furniture  store 
at  Youngstown.  The  company  has  a  very  com- 
plete radio  department  in  which  Atwater  Kent 
radio  is  featured.  They  also  called  on  a  num- 
ber of  Atwater  Kent  dealers  in  that  vicinity. 
The  latest  addition  to  the  Atwater  Kent  deal- 
ers is  the  Ohio  Rug  &  Furniture  Co.,  of  12622 
Superior  avenue,  which  took  on  the  line  this 
month. 

Robert  E.  Taylor,  president  of  the  Ohio 
Music  Merchants'  Association,  and  manager  of 
the  Cleveland  branch  of  the  Starr  Piano  Co., 
accompanied  by  Rexford  C.  Hyre,  secretary 
of  the  Association;  and  A.  L.  Maresh,  president 
of  the  Cleveland  Music  Trades  Association, 
were  in  New  York  the  week  of  May  5th  call- 
ing on  various  manufacturers  for  the  purpose 
of  interesting  them  in  exhibiting  their  products 
at  the  State  Convention  that  is  to  be  held  in 
Toledo  in  September. 

Columbia  dealers  throughout  this  territory 
are  featuring  the  records  of  Emerson  Gill  and 
his  orchestra,  several  of  which  he  recently  re- 
corded in  Chicago.  Two  of  these,  "Dance  of 
the  Blue  Danube"  and  "Yale  Blues,"  are  among 
the  number  that  are  special  favorites  among 
Clevelanders,  and  their  sales  are  expected  to 


reach  a  high  mark.  Little  Jack  Little,  Colum- 
bia artist,  appeared  at  Keith's  Paiace  during 
the  month  and  made  a  great  hit.  He  was  one 
of  the  first  "Whispering"  singers,  and  his 
records  have  always  proved  good  sellers. 

The  Brunswick  branch  officials,  as  well  as 
Brunswick  dealers  throughout  this  territory, 
are  greatly  enthused  over  the  recent  announce- 
ment to  the  trade  regarding  the  new  contract 
entered  into  between  the  Radio  Corp.  of 
America  and  the  Brunswick  Co.  whereby 
"Brunswick  radio"  becomes  available  for  dis- 
tribution through  all  Brunswick  branches. 
Plans  are  already  being  made  to  handle  the  ad- 
ditional volume  of  business  which  is  keeping 
the  Cleveland  branch  very  busy.  E.  S.  Ger- 
main, district  manager,  reports  that  both  record 
and  instrument  sales  are  keeping  up  very  well 
indeed  and  with  every  prospect  of  continuing. 

Television  apparatus  is  expected  to  be  on  sale 
within  a  few  weeks'  time  and  the  first  dis- 
tributor will  be  Herman  Lesser  of  the  Lesser 
Co.,  514  Prospect  avenue,  who  has  announced 
that  he  will  have  the  Ohio  distribution  for  the 
American  combine  of  which  Charles  Isenstark, 
of  New  York,  is  a  member,  which  purchased 
the  North  American  rights  to  the  Baird 
Television  apparatus. 

The  Knabe  Warerooms  will  discontinue  their 
store  on  Euclid  at  East  Fourteenth  street  and 
all  stock  will  be  removed  to  the  Mason  &  Ham- 
lin store  on  Euclid  near  Seventeenth  street. 

The  May  Co.  at  its  May  Day  sale  sold  $30,000 
worth  of  radio  apparatus  in  addition  to  phono- 
graphs  and   other   musical  merchandise. 

News  of  the  Trade 
in  Detroit  Territory 

Both  Radio  and  Music  Sales  Have  Been 
on  Increase  Since  Middle  of  April — 
Capehart  Orchestrone  Demonstrated 

Detroit,  Mich.,  May  8. — There  has  been  rather 
brisk  trade  in  radios  by  the  talking  machine 
and  radio  dealers  since  the  middle  of  April  and 
very  good  business  on  the  combination  phono- 
graphs around  $1,000.  Record  business  is  about 
even  with  a  year  ago,  but  dealers  look  forward 
to  a  good  pick-up  in  this  department,  as  this 
is  the  season  of  the  year  when  people  start  fix- 
ing up  their  Summer  homes  and  they  usually 
lay  in  a  large  stock  of  records  for  the  hot 
weather  months.  A  rather  consistent  business 
is  done  on  portables  which  can  be  bought  at  a 
price  and  which  can  be  used  on  boats  or  at 
Summer  places. 

The  Peoples'  Outfitting  Co.  recently  con- 
ducted a  very  successful  sales  drive  on  Sonora 
portable  phonographs.  Manager  Reddway,  of 
the  music  department,  laid  in  a  big  stock,  used 
full  page  ads  in  the  local  papers  and  made  a 
very  attractive  display. 

The  Crowley,  Milner  Co.,  recently  reorganized 
and  now  the  second  largest  department  store 
in  Detroit,  has  increased  the  size  of  its  music 
and  talking  machine  department  and  is  going 
after  this  class  of  business  in  a  real  way.  Both 
Victor  and  Brunswick  lines  are  handled. 

Practically  every  large  retail  store  on  Wood- 
ward avenue  is  now  handling  radios,  putting  in 
a  special  department.  In  addition  to  the  J.  L. 
Hudson  Co.,  and  the  Crowley,  Milner  Co.  we 
can  mention  Heynz  Bazaar,  Ernst  Kern  Co.,  and 
the  Frank  &  Sedar  Co. 

At  the  recent  Aircraft  Show  held  in  Detroit, 
the  first  of  its  kind  in  the  country,  there  was  a 
demonstration  of  the  Capehart  Orchestrope  by 


the  Jefferson  Radio  Corp.,  which  is  the  exclusive 
distributor  for  Wayne  County.  The  machine 
exhibited  was  in  a  cabinet  of  walnut.  It  at- 
tracted a  great  deal  of  attention  at  the  show. 
The  machine  is  made  by  the  Capehart  Auto- 
matic Phonograph  Corp.,  of  Huntington,  Ind. 

On  Thursday,  April  26th,  the  Jefferson  Radio 
Corp.  had  as  its  guest  Gerald  Marks  and  his 
Columbia  Recording  Orchestra,  featuring  his 
latest  Columbia  records.  The  orchestra  played 
for  a  half  hour — from  12  to  12:30,  and  the  store 
being  in  the  very  heart  of  the  fashionable  sec- 
tion attracted  more  people  than  the  place  could 
hold  during  the  noon  hour.  Even  the  side- 
walk in  front  was  blocked. 

Portable  Victrola 
No.  2-35  Announced 

The  Victor  Talking  Machine  Co.  recently  an- 
nounced a  new  portable  Victrola,  Model  No. 
2-35,  which  will  be  placed  on  the  market  the 
latter  part  of  this  month.  This  instrument, 
made  to  meet  the  demand  for  a  low  priced 
portable  with  good  musical  qualities,  lists  at 
$25,  and  has  aroused  considerable  interest 
throughout  the  trade. 

The  cabinet  is  made  of  drawn  steel,  covered 
with  black  fabric  and  is  padded  top  and  bottom. 
An  Orthophonic  sound  box,  pin-in-slot  angle 
wind,  combination  non-spilling  used  needle  case 
and  sound  box  rest  and  combination  record 
container  and  lid  release  are  outstanding  fea- 
tures of  the  new  instrument. 

The  No.  2-35  is  7  inches  high,  16^  inches 
wide,  14i/>  inches  deep  and  weighs  23  pounds. 
The  interior  is  finished  in  tan  shrivel  and  the 
metal  parts  are  finished  in  gold  plate,  gold 
lacquer,  black  enamel  and  black  nickel. 

Radio  Interest  in 

Alaska  Growing 

That  radio  interest  in  Alaska  has  taken  a 
sudden  jump  and  is  continuing  to  broaden  out 
in  the  cold  stretches  of  land  in  the  Far  North 
is  manifest  in  the  announcement  by  A.  H.  Grebe 
&  Co.,  Inc.,  of  New  York  and  Los  Angeles, 
to  the  effect  that  they  have  just  appointed  their 
tenth  Grebe  radio  dealer  in  that  possession 
this  year. 

Reports  show  that  reception  conditions  there 
are  ideal  since  the  severe  cold  enables  listeners 
to  tune  in  on  many  of  the  powerful  United 
States  stations.  West  Coast  stations,  of  course, 
are  heard  at  all  times  in  the  North,  while  on 
some  occasions  reports  state  that  reception  of 
Eastern  stations,  KDKA,  at  Pittsburgh,  Pa.; 
WABC,  at  New  York  City,  and  many  mid- 
Western  stations  come  in  with  great  clarity 
and  plenty  of  volume. 

Audak  Products  Con- 
tinue in  Good  Demand 

While  the  Audachrome,  the  newest  member 
and  leader  of  the  Audak  line  is  foremost  in  the 
trade's  eyes,  the  other  lower-priced  models  in 
the  line  also  continue  in  strong  popularity,  ac- 
cording to  Maximilian  Weil,  president  of  the 
Audak  Co.,  New  York,  and  inventor  of  the 
various  reproducers  which  bear  the  Audak 
name. 

The  Audak  factory  is  very  busy,  in  fact, 
working  to  capacity.  "Audak  products  sell 
whether  general  buying  is  heavy  or  not,"  stated 
Mr.  Weil.  "The  discriminating  or  critical  buy- 
er is  usually  always  in  the  market  and  when 
buying  falls  off  the  ordinary  buyer  generally 
becomes  critical.  By  directing  the  sales  ap- 
peal of  Audak  products  to  the  critical  buyer, 
we  have  developed  a  fairly  uniform  demand 
throughout  the  year." 
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Mid- West  Awaits  New  Models 
to  Be  Exhibited  at  RMA  Show 

Annual  Radio  Exposition  and  Music  Industries  Convention  in  New  York  Have  Middle 
Western  Music-Radio  Trade  in  Expectant  Mood — Portables  Selling  Well 


Chicauj,  III.,  May  8.— The  Middle  West  music- 
radio  trade  is  in  an  expectant  mood  at  this 
time,  for,  in  a  few  weeks,  new  lines  of  radio, 
phonograph  and  kindred  products  will  be  for- 
mally revealed,  and  retailers  will  be  enabled  to 
lay  their  plans  at  an  early  date  for  their  Sum- 
mer and  Fall  campaigns.  The  Music  Indus- 
tries Chamber  of  Commerce  Convention,  in 
New  York  City,  which  always  brings  with  it 
the  introduction  of  new  phonograph  and  musi- 
cal merchandise  products  is  being  looked  for- 
ward to  with  interest,  and  the  RMA  Trade 
Show  to  be  held  at  the  Hotel  Stevens,  Chicago, 
June  11  to  15,  for  the  second  consecutive  year, 
has  already  established  itself  as  the  opening  of 
the  new  radio  season.  It  is  believed,  from  ad- 
vance indications,  that  the  Chicago  Trade  Show 
this  year  will  draw  almost  twice  as  many  dealer 
visitors  as  in  1927. 

Bright  Outlook 

The  year  1928  should  be  an  auspicious  one 
for  the  music-radio  trade,  for  the  close  associa- 
tion between  the  talking  machine  and  radio  in- 
dustries is  evidenced  more  than  ever  in  the  past. 
Radio  manufacturers  are  producing  electrical 
pick-ups  for  phonographs;  talking  machines  in 
combination  with  radio  receivers  will  soon  be 
placed  upon  the  market  by  many  radio  com- 
panies; phonograph  manufacturers  plan  to  mar- 
ket radio  receivers  and  cabinets,  with  the  result 
that  the  music  dealer  is  in  the  enviable  position 
of  being,  more  than  ever  before,  the  most  logi- 
cal outlet.  Moreover,  the  advent  of  the  small 
compact  radio  receiver  calls  for  the  promotion 
of  cabinet  sales,  and  here  again  the  music-radio 
dealer,  accustomed  to  the  selling  of  reproduc- 
ing instruments  in  housings  of  artistic  beauty 
and  quality,  will  be  a  distributing  factor  of 
dominance. 

Portables  Are  Popular 

At  this  time,  just  before  the  host  of  new 
products  make  their  appearance,  the  portable 
phonograph's  best  season,  the  Summer  and  va- 
cation period  is  fast  "approaching.  All  indica- 
tions point  to  an  exceptional  sales  volume  on 
the  small  instruments,  all  of  which  have  been 
vastly  improved  by  their  makers  during  the 
past  few  months,  and  retailers  who  devote  a 
good  portion  of  their  time  and  effort  to  the 
merchandising  of  portables  are  looking  forward 
to  gratifying  returns. 

Record  Sales  Continue  Good 

Record  sales  continue  at  a  steady  pace  and 
are,  in  the  majority  of  cases,  ahead  of  the  cor- 
responding period  of  1927.  There  has  also  been 
shown  a  marked  demand  for  automatic  talking 
machines,  including  coin-operated  instruments, 
and  those  for  home  use,  during  the  past  month. 
With  reference  to  the  coin-operated  phono- 
graph, aggressive  dealers  have  found  that  there 
is  a  large  and  profitable  unexploited  market 
awaiting  these  products. 

Columbia  Trade  Activities 

Columbia  dealers  located  in  the  Middle  West, 
and  especially  those  in  Chicago,  are  expressing 
themselves  favorably  regarding  the  release  of 
"Coquette"  and  "Beloved"  and  other  new  Co- 
lumbia records  by  Guy  Lombardo  and  His 
Royal  Canadians.    The  Lombardo  orchestra  has 


been  broadcasting  nightly  for  many  months 
from  the  Granada  Cafe,  a  Chicago  night  club, 
and  has  literally  played  its  way  into  the  hearts 
of  radio  listeners  in  the  Middle  West.  This 


orchestra  to-day  is  one  of  the  outstanding 
organizations  in  this  part  of  the  country,  and 
according  to  advices  from  the  Chicago  Colum- 
bia branch  office  the  Lombardo  recordings  are 
starting  off  with  a  sensational  demand. 

W.  C.  Fuhri,  vice-president  and  general  sales 
manager  of  the  Columbia  Phonograph  Co.,  New 
York,  spent  several  days  in  Chicago  during  the 
latter  part  of  April,  and  during  his  visit  he 
attended  the  Music  Supervisors'  National  Con- 
vention held  at  the  Hotel  Stevens,  where  the 
Columbia-Kolster  instrument  was  demonstrated 
{Continued  on  fa<Je  98) 


Financing  Problems  Are 
Simplified  for  the  Dealer 
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Phonographs 


There  Is  Ready  Sale 
Because  You  Qet 


A  Name  With  Prestige 
Tone  That  Is  Superb 
Beauty  of  Design 
Unexcelled  Construction 
Moderate  Prices 


Style  275  Walnut 

In  addition  a  Financing  Plan,  Safe 
and  Flexible,  not  offered  elsewhere. 

Write  or  wire  for  particulars 

W.  W.  KIMBALL  COMPANY 

Established  1S57 

306  S.  Wabash  Avenue  Kimball  Bldg.,  Chicago 
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C.  F.  McCain,  president  of  the  Lincoln  Fix- 
ture &  Supply  Co.,  Columbia  distributor  of 
Lincoln,  Neb.,  visited  the  Chicago  branch 
office  of  the  Columbia  Phonograph  Co.,  early 
in  May,  to  arrange  for  shipments  of  the  Colum- 
bia-Kolster  combination  instruments,  and  to 
learn  of  the  new  Columbia  sales  plans  for  the 
Summer  and  Fall  months. 

D.  W.  Guthrie,  Columbia  representative  in 
Chicago's  loop  district,  is  the  proud  father  of 
a  ten-pound  baby  boy.  Mrs.  Guthrie  will  be 
remembered  as  the  former  Miss  Lucille  Wright, 
and  she  was  at  one  time  manager  of  the  Wat- 
terson,  Berlin,  Snyder  music  store,  in  Chicago. 

Joseph  Bayless,  heading  a  Columbia  Phono- 
graph Co.  recording  expedition,  passed  through 
Chicago  recently  en  route  to  Honolulu,  where 
he  hopes  to  capture  and  record  on  Columbia 
records,  Hawaiian  melodies  as  played  and  sung 
by  native  musical  organizations. 

Muter  Co.  Building  New  Home 

The  Leslie  F.  Muter  Co.  is  constructing  a 
modern,  fireproof  factory  at  Eighty-fifth  street 
and  South  Chicago  avenue,  this  city.  The 
Muter  Co.,  headed  by  Leslie  F.  Muter,  presi- 
dent, is  one  of  the  pioneers  in  the  radio  busi- 


Leslie  F.  Muter  Co.'s  Plant 

ness,  having  started  in  October,  1921,  arid  has 
served  an  increasing  number  of  manufacturers 
and  jobbers  -with  a  complete  line  of  parts  and 
accessories  since  that  time. 

The  property  will  front  200  feet  on  South 
Chicago  avenue  by  150  feet  on  Eighty-fifth 
street,  is  adjacent  to  the  New  York  Central 
and  Pensylvania  railroads,  and  will  be  served 
by  a  separate  switch  track  for  receiving  raw 
materials  and  shipment  of  the  finished  products. 
The  building  will  be  of  concrete  and  pressed 
brick  construction,  with  the  entire  manufactur- 
ing facilities  on  the  first  floor,  enabling  the 
most  efficient  methods  of  production  and  as- 
sembly. The  executive  offices,  laboratory  and 
broadcasting  station  will  be  located  on  the  sec- 
ond floor. 

The  new  building  will  be  occupied  on  or 
about  June  10,  at  which  time  the  firm's  execu- 
tives propose  to  extend  an  invitation  to  all 
dealers,  jobbers  and  manufacturers  to  inspect 
the  new  quarters  during  the  Trade  Show. 
Mrs.  Leon  C.  Samuels  Heads  Company 

One  of  the  few  women  engaged  in  the  manu- 
facture and  distribution  of  phonographs  is  Mrs. 
Leon  C.  Samuels,  head  of  the  L.  C.  Samuels 
Corporation,  Chicago.  The  late  Leon  C.  Sam- 
uels, her  husband,  was  a  well-known  figure  for 
many  years  in  the  industry  and  at  one  time 
was  one  of  the  large  stockholders  in  the 
Vitanola  Talking  Machine  Co.  He  later  or- 
ganized his  own  firm,  conducting  that  business 
until  his  death,  April,  1927. 

While  Mrs.  Samuels  took  no  active  part  in 
the  operation  of  the  firm,  she  was  naturally 
interested  in  the  phonograph  industry,  and 
upon  Mr.  Samuels'  death  she  wished  to  con- 
tinue the  company  whose  operations  had  been 
conducted  solely  by  Mr.  Samuels.  Since  the 
estate  was  in  the  hands  of  the  courts  it  became 
necessary  to  incorporate  a  new  company  to 
take  over  the  business.  This  was  done  and 
for  the  past  year  Mrs.  Samuels  has  been  de- 


voting her  attention  to  the  firm's  activities 
as  president  and  has  carried  on  successfully. 
As  far  as  can  be  determined,  Mrs.  Samuels  is 
the  only  woman  in  the  phonograph  manufac- 
turing business  in  the  United  States.  The 
products  of  the  L.  C.  Samuels  Corp.  are  known 
as  Mellowtone  phonographs  and  the  firm  main- 
tains its  executive  offices  in  the  Republic 
Building,  Chicago,  as  well  as  a  display  space 
at  the  American  Furniture  Mart,  in  that  city. 
G.  W.  Marquis  With  Bush  &  Lane 
George  W.  Marquis,  formerly  vice-president 
of  the  Tay  Sales  Co.,  Chicago,  has  been  ap- 
pointed as  representative  of  the  Bush  &  Lane 
Piano  Co.  in  the  Chicago  and  Milwaukee  terri- 
tories, according  to  an  announcement  by  W.  F. 
Winstrom,  sales  manager  of  the  Bush  &  Lane 
radio  division.  Mr.  Marquis,  who  will  devote 
his  attention  to  radio  sales,  is  well  known 
throughout  the  Middle  West  trade,  and  has 
been  active  in  merchandising  of  radio  for  many 
years. 

Unique  Methods  of  Kellogg  Dealer 

The  April  issue  of  the  Kelloggram,  published 
by  the  Kellogg  Switchboard  &  Supply  Co., 
Chicago,  in  the  interests  of  its  dealers,  in  an 
illustrated  article  sets 
forth  an  interesting 
advertising  scheme 
employed  by  the  West 
Allis  Music  Shop, 
West  Allis,  Wis. 
Iharles  Faetkenheuer, 
p  r  o  p  r  i  etor  of  the 
shop,  realizing  that 
many  of  the  pieces  of 
advertising  literature 
stuffed  into  mail  box- 
es and  left  on  door- 
steps never  reach  the 
persons  who  would  be 
interested  in  purchas- 
ing a  receiving  set, 
does  not  rely  solely  on  handbills  and  letters  to 
get  his  message  to  the  householder.  In  the  be- 
lief that  unusual  methods  of  advertising  would 
increase  his  business,  he  ordered  advertising 
mats  from  the  Kellogg  Switchboard  &  Supply 
Co.  and  had  doorknob  cards  made  for  distribu- 
tion to  the  homes  in  his  city.  At  the  top  of  the 
card  is  a  die-cut  hole  which  fits  over  the  door- 
knob and  prevents  the  cards  from  being  blown 
away.  The  card  carried  an  attractive  illustra- 
tion of  a  young  lady  listening  to  a  Kellogg 
AC  receiver  and  also  shows  the  Kellogg  Italian 
Renaissance  console  No.  511. 

Tom  Brown  Music  Co.  Moves 
The  Tom  Brown  Music  Co.,  on  May  1,  moved 
its  store  and  studios  to  315  South  Wabash  ave- 
nue, where  the  firm  occupies  larger  and  more 
centrally  located  quarters  in  the  center  of  Chi- 
cago's "music  row."  The  Tom  Brown  Music 
Co.,  headed  by  Tom  Brown,  who  is  one  of  the 
original  Six  Brown  Brothers  Saxophone  Sex- 
tette, has  announced  that  his  company  will  con- 
tinue to  handle  Buescher  band  instruments  and 
saxophones,  Leedy  drums,  Paramount  banjos, 
Vega  banjos  and  other  nationally  known  lines 
of  musical  merchandise. 

Davis  Industries,  Inc.,  Offer  Stock 
Offering  was  made  on  May  2  of  22,000  shares 
Davis  Industries,  Inc.,  no  par  class  "A"  pre- 
ferred and  participating  stock  at  $15.50  a  share, 
yielding  over  8  per  cent,  by  Morris  Mather  & 
Co.,  Inc.  Application  was  made  to  list  this 
stock  on  the  Chicago  Stock  Exchange.  Each 
certificate  carries  a  detachable  warrant  entitling 
the  holder  to  purchase  prior  to  November  1, 
1928,  one-half  share  of  class  "B"  stock  at  $10 
a  share  for  each  share  of  class  "A"  stock  held. 
The  class  "A"  stock  is  exempt  from  Illinois 
personal  property  tax  and  dividends  are  exempt 
from  normal  Federal  income  tax.  The  Davis 
Industries  plant  and  headquarters  are  in 
Kokomo,  Indiana,  and  the  firm,  headed  by 
Myer  Davis,  president,  and  A.  M.  Davis,  vice- 
president,  has  been  active  in  the  phonograph 


Manufacturers 
of  the 
Alto  Fibre 
Needle 
Cutter 


I Accurate! 
The  Alto 

Automatic  Stop 
For  Phonographs 

Accuracy  at  low  cost  means 
satisfied  customers.  Fits  un- 
der the  turntable.  Simple  to 
attach.  With  a  record  of 
ten  years  satisfactory  serv- 
ice   in    the   phonograph  m- 


Alto  Mfg.  Co.,  1647  Wolfram  St.,  Chicago,  111. 
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manufacturing  field  for  a  great  many  years. 

Another  plant  is  maintained  by  the  company 
in  Chicago,  and,  in  addition  to  phonographs, 
the  firm  manufactures  novelty  household  furni- 
ture, cabinets,  desks  and  radio  products.  From 
an  original  capital  of  $10,000  the  company  has 
built  up  assets  of  $3,500,000. 

Record  Quarter  for  Stewart-Warner 

Net  earnings  of  the  Stewart-Warner  Speed- 
ometer Corp.,  Chicago,  radio  set  manufacturer, 
for  the  three  months  ending  March  31,  last, 
were  the  best  for  any  first  quarter  since  1924, 
the  quarterly  statement  issued  recently  reveals. 
The  consolidated  net  income  for  the  period 
amounted  to  $1,387,284  after  all  charges,  includ- 
ing Federal  taxes,  equivalent  to  $2.31  a  share 
on  599,990  shares  of  no  par  capital  stock. 

This  compares  with  a  net  of  $1,011,421,  or 
$1.69  a  share  in  the  preceding  three  months,  and 
$1,062,048,  or  $1.77  a  share  in  the  first  quarter 
of  1927.  The  directors  of  the  company,  on 
April  25,  declared  the  regular  quarterly  divi- 
dent  of  $1.50  a  share.  The  increased  earnings 
reported  for  the  first  quarter  were  in  line  with 
recent  reports  in  market  circles  in  connection 
with  the  activity  in  the  stock  on  the  Chicago 
exchange,  for  it  has  been  known  that  Stewart- 
Warner's  business  has  been  rapidly  increasing. 
Bush  &  Lane  Plans  Sales  Drive 

W.  F.  Winstrom,  sales  manager  of  the  radio 
division,  Bush  &  Lane  Piano  Co.,  Holland, 
Mich.,  during  a  recent  visit  to  Chicago  reported 
that  his  organization  was  making  plans  for  an 
intensive  sales  campaign  this  year  in  behalf  of 
its  radio  receivers.  Several  new  salesmen  have 
been  added  to  the  company's  staff,  including 
John  McNally,  who  will  cover  a  territory  con- 
sisting of  Missouri,  Kansas  and  Iowa. 

The  Bush  &  Lane  Piano  Co.  manufactures  a 
seven-tube  AC  radio  receiver  furnished  in  sev- 
eral different  models.  The  firm  is  also  planning 
to  market  an  attractive  table  speaker  in  a  brown 
mahogany  cabinet. 

Erla  Licensed  by  Magnavox 

Electrical  Research  Labs.,  Chicago,  promi- 
nent manufacturer  of  radio  receivers  and 
parts,  recently  was  granted  a  license  by  the 
Magnavox  Co.,  Oakland,  Cal.,  to  manufacture 
a  dynamic  cone  speaker.  The  Erla  organization 
plans  to  be  in  production  on  the  new  dynamic 
cone  by  May  15,  and  it  will  be  used  in  Erla 
radio  receivers  and  console  cabinets.  In  addi- 
tion the  firm  plans  to  sell  the  product  to  other 
radio  manufacturers  and  cabinet  makers  for 
original  installation. 

According  to  advices  received  from  the  Erla 
factory  in  Chicago  the  firm  is  meeting  with  a 
heavy  demand  for  its  amplifiers  and  magnetic 
phonograph  pick-ups.  For  the  past  eighteen 
months  Electrical  Research  Labs,  have  been 
manufacturing  both  of  these  products,  and  it  is 
said  that  they  will  be  found  in  many  phono- 
graph-radio combination  instruments  which  will 
make  their  appearance  this  season. 

Attractive  Karas  Display  Sign 

The  Karas  Electric  Co.,  Chicago,  maker  of 
the  Karas  AC-Former,  is  furnishing  its  dealers 
throughout  the  country  with  a  new  and  attrac- 
tive display  sign,  which  it  has  produced  in  col- 
laboration with  the  Carter  Radio  Co.,  Chicago, 
manufacturers  of  an  adapter  harness.  The  card 
measures  16x12^4  inches,  and  is  executed  in  . 
(Continued  on  page  99) 
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Approves  Copyright 
Price  Clause  Change 

House  Patents  Committee  Approves  Leg- 
islation Repealing  the  Price  Fixing 
Clause  for  Mechanical  Reproduction 

Washington,  D.  C,  May  10. — Legislation  re- 
pealing the  price-fixing  clause  for  mechanical 
reproduction  now  carried  in  the  copyright  law 
is  approved  by  the  House  Patents  Committee 
in  a  report  submitted  by  Representative  Vestal 
of  Indiana.  The  purpose  of  the  legislation  is 
to  modify  the  so-called  compulsory  license  pro- 
visions of  the  copyright  act  of  1909,  by  securing 
to  the  proprietor  of  a  musical  copyright  an 
opportunity  of  bargaining  with  respect  to  the 
use  of  his  musical  composition  on  parts  of 
instruments,  such  as  phonograph  records  and 
perforated  music  rolls,  and  to  extend  the  reme- 
dies of  the  act  for  the  prevention  of  and 
prosecution  for  infringements  to  infringements 
by  means  of  such  mechanical  devices. 


Trade  News  From 
the  Chicago  Territory 

(Continued  from  page  98) 
green,  red,  black  and  gold,  the  latter  color 
forming  the  keynote  of  the  card.  It  depicts 
the  ease  with  which"  one  may  convert  a  battery 
set  to  AC  operation,  using  the  Karas  AC- 
Former  and  the  Carter  adapter  harness.  The 
Karas  company  Tias  followed  the  practice  of 
telling  its  story  in  pictures  so  that  owners  of 
battery  sets  who  see  the  sign  will  be  forcefully 
impressed  with  the  (Tesirability  and  ease  of  con- 
verting their  receivers. 

A.  C.  Stewart  in  New  Post 
A.  C.  Stewart,  who  has  been  actively  identi- 
fied with  radio  retail,  distribution  and  associa- 
tion activities  in  Chicago,  has  been  appointed 
sales  manager  of  the  Ultratone  Mfg.  Co.,  loud 
speaker  maker  of  this  city.  Mr.  Stewart  was 
one  of  the  organizers  of  the  Mid-West  Radio 
Trade  Association,  and  for  a  year  and  a  hall 


A.  C.  Stewart 

served  as  president  of  that  organization,  later 
acting  as  executive  secretary.  For  several  years 
he  was  manager  of  the  radio  department  of  the 
L.  Fish  Furniture  Co.,  of  Chicago. 

Ultratone  loud  speakers  are  made  in  seven 
different  sizes  for  cabinet  installation,  and  the 
company  has  also  placed  upon  the  market  a 
table-type  loud  speaker  finished  in  walnut.  The 
company  is  establishing  distributors  for  its 
products  throughout  the  country,  and  is  making 
active  preparations  for  an  intensive  sales  cam- 
paign during  the  approaching  season.  J.  Kreut- 
zer  is  president,  and  Frank  Kreutzer  is  secre- 
tary and  treasurer  of  the  Ultratone  organiza- 
tion, which  maintains  its  offices  at  1046  West 
Van  Buren  street,  Chicago. 


Paul  Whiteman  Signs  to  Record 
Exclusively  for  the  Columbia  Co. 

(Continued  from  page  34c?) 
The    list   of   distinguished    Columbia    record      to  its  array  of  orchestras,  which  already  in- 
artists  in  all  fields  of  music  and  entertainment,      elude  Ted  Lewis,  Leo  Reisman,  Paul  Ash  and 


Paul  Whiteman 

is  growing  by  leaps  and  bounds.  In  1927,  Co-  many  other  artists  known  throughout  the  world, 
lumbia  gave  Moran  and  Mack,  "The  Two  Black  such  organizations  as  those  of  Ben  Selvin  and 
(  rows,"  to  the  country,  and  has  recently  added     Jan  Garber. 


Findlay  Metal  Console  Table  No.  18/100-A 
With  No.  100-A  Speaker  Unit 
(Patented) 

Weight,  42  lbs.       Height,  overall,  36  ins. 


For  the  New 
R.CA,  No.  18  Set 

A  metal  table  finished  in  an- 
tique walnut  and  gold  to  match 
the  set.  An  ensemble  that  will 
grace  any  home.  The  lower 
shelf  can  be  used  for  books  or 
other  purposes. 

List  $55 

(Including  100-A  Speaker  Unit) 

•  (West  of  Mississippi  slightly  higher) 

Sold  only  through  authorized 
R.C.A.  Dealers 

Look  us  up  at  the  Radio  Trade 
Show — Chicago 

Also  manufacturers  of  Metal  Con- 
sole Tables  for  Atwater  Kent, 
Crosley,  Kolster  and  other  stand- 
ard makes. 

Place  your  order  with  your  jobber 

ROBERT  FINDLAY 
MFG.  CO.,  Inc. 
BROOKLYN,  N.  Y. 

Showroom 
ALBERT  WAHLE  CO..  Inc. 
242  Fifth  Ave.       -       N.  Y.  City 
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Radio  Corp.  of  America  Reports 

Substantial  Gain  in  Business 

Gross  Income  for  the  First  Quarter  of  the  Year  Totalled  $16,792,547.63— Net  Income, 
After  Preferred  Dividends,  Equal  to  $2.40  Per  Share  of  Common  Stock 


Important  gains  in  earnings  were  shown  by 
the  Radio  Corp.  of  America  in  its  recent  report 
for  the  first  quarter  of  1928,  as  compared  with 
the  first  quarter  of  1927.  Gross  income  from 
sales,  communications,  real  estate  operations 
and  other  sources  totaled  $16,792,547.63  for  the 
three  months,  which  is  $6,220,057  above  the  first 
quarter  last  year,  when  gross  revenue  was 
$10,572,490. 

General  operating  and  administrative  ex- 
penses, depreciation,  cost  of  sales,  patent 
amortization,  estimated  Federal  income  tax  and 
accrued     reserve     for     year-end  adjustments 


Louisville,  Ky.,  May  4. — F.  A.  Sunderhauf, 
sales  manager  of  the  Golden  Sun  Co.,  manu- 
facturer of  the  Sun  phonograph  reproducer,  in 
a  recent  interview  tells  how  the  new  type  re- 
producer can  be  used  to  interest  owners  of  the 
old  type  phonographs  in  the  new  and  improved 
instruments.    He  says: 

"There  is  no  doubt  that  in  every  locality 
there  are  hundreds  of  old  phonograph  users, 
who  still  believe  their  old  machine  is  the  finest 
in  the  world.  The  dealer  could  call  on  these 
people  and  talk  for  hours  without  accomplish- 


totaled  $13,669,673.58  for  the  first  quarter  this 
year,  leaving  surplus  profits  of  $3,122,874.05,  a 
gain  of  $2,996,096  over  the  same  period  last 
year,  when  profits  were  $126,778.  Compared 
with  1926,  these  profit  figures  represent  an 
increase  of  $1,334,364 

The  net  income  for  the  first  quarter  of  1928 
is  equal,  after  preferred  dividends  for  the 
period,  to  $2.40  a  share  earned  on  1,155,400 
outstanding  common  shares,  and  compares 
with  a  profit  equal  to  32  cents  a  share  on  the 
preferred  stock  outstanding  in  the  first  quarter 
of  the  year  1927. 


ing  a  thing.  Why?  Because  this  prospect  has 
not  been  shown  the  vast  improvements  recently 
made  in  the  new  electric  cut  record  and  new 
style  phonograph.  Of  course  the  dealer  could 
invite  this  prospect  to  the  store  for  a  demon- 
stration, but  as  this  is  a  rather  hard  thing 
to  do  at  times,  the  real  way  is  to  demonstrate 
these  improvements  in  the  prospect's  own 
home.  This  can  be  easily  accomplished  by  plac- 
ing a  Sun  reproducer  on  the  old  machine  and 
leaving  a  few  new  electric  cut  records  with  the 
prospect  for  a  few  days.    You  will  notice  im- 


mediate results,  because  this  prospect  will  be- 
gin to  realize  the  great  improvement  that  has 
been  made  in  the  new  electric  cut  record,  he 
will  have  a  new  conception  of  phonograph  re- 
production, it  will  be  lifelike  and  real.  His 
friends  will  call  and  hear  the  improvement, 
Ihey  will  also  be  interested  in  the  change  if  they 
have  an  old  machine,  if  not,  they  will  have 
a  new  conception  of  phonograph  reproduction 
and  no  doubt  will  be  interested  in  a  new  talking 
machine. 

"The  real  profits  will  come  after  five  or  six 
months  when  the  prospect  has  played  his  old 
machine  and  has  been  thoroughly  convinced 
of  the  many  improvements.  He  will  begin  to 
think  of  new  furniture  designs  and  greater  re- 
sults, which  can  only  be  obtained  in  the  new 
style  phonograph.  A  number  of  phonograph 
dealers  have  overlooked  this  wonderful  field 
of  more  than  ten  and  one-half  million  old 
phonograph  users.  The  real  reason  for  sell- 
ing a  good  reproducer  is  to  increase  record 
sales  and  ultimately  sell  a  machine.  Therefore 
be  sure  the  reproducer  you  are  selling  is  the 
finest  that  can  be  obtained,  otherwise  you  will 
not  only  lose  the  sale  of  the  reproducer  and  a 
lot  of  new  records,  but  you  will  fail  to  create 
a  prospect  for  a  new  phonograph.  The  live 
dealer  is  working  hard  on  these  old  phonograph 
owners  in  his  locality  and  this  fellow  usually 
is  the  leader  in  the  community." 

The  Golden  Sun  Co.,  of  Louisville,  Ky.,  has 
prepared  some  interesting  facts  on  this  subject 
and  will  be  glad  to  supply  them  to  anyone  in- 
terested in  the  sale  of  reproducers  or  new 
phonographs,  as  the  case  may  be. 

Dealers  Quota  of 
Sparton  Radio  Gain 

Jackson,  Mich.,  May  5. — Voluntary  increases 
in  the  quotas  of  Sparton  Radio  dealers  amount- 
ing to  from  100  per  cent  to  150  per  cent  in  a 
great  majority  of  cases  are  reported  by  E.  T. 
H.  Hutchinson,  assistant  sales  manager  of  the 
Sparks-Withington  Co.,  following  a  recent 
Eastern  trip. 

Equal  optimism  is  indicated  by  the  orders 
signed  by  a  great  number  of  distributors  and 
dealers  who  have  been  at  the  factory  at  Jack- 
son, Mich.  Almost  every  distributor  has 
voluntarily  doubled  his  quota  or  more,  basing 
his  action  on  the  great  growth  of  Sparton 
sales  last  season.  Production  facilities  have 
been  tremendously  increased  to  keep  pace  with 
this  demand. 

Prospects  on  the  Pacific  Coast  are  described 
as  exceedingly  bright  by  Wilbur  Jackson,  of 
the  W.  E.  &  W.  H.  Jackson  Co.,  of  San 
Francisco,  one  of  the  visiting  distributors. 

Seek  to  Increase 

Freshman  Capital 

A  meeting  of  the  stockholders  of  the  Charles 
Freshman  Co.,  New  York  City,  maker  of 
Freshman  radio  receivers,  will  be  held  on  May 
18  to  increase  the  capital  stock  from  225,000 
shares  of  no  par  value  to  675,000  shares,  divid- 
ed into  150,000  shares  of  class  "A"  and  575,000 
shares  of  class  "B."  The  present  stockholders 
are  to  be  given  the  right  to  subscribe  to  112,500 
shares  of  the  class  "A"  stock  at  $10  a  share  to 
the  extent  of  50  per  cent  of  their  holdings. 


To  Issue  Booklet  on  Static 


A  new,  revised  and  improved  booklet  advis- 
ing the  public  how  to  reduce  static  troubles 
will  be  issued  shortly  by  the  Radio  Manufac- 
turers' Association.  The  interference  manual, 
"Better  Radio  Reception,"  issued  some  time 
ago,  has  had  a  sale  of  more  than  60,000  copies 
to  dealers  and  service  men  throughout  the 
country. 


BE  SURE  TO  SEE  OUR  EXHIBIT  OF 

RADIO  CABINETS 

"The  Most  Comprehensive  Line  in  the  United  States" 

AT 

R*M.A.  Trade  Show 

Stevens  Hotel — Chicago 
June  llth-15th 

Booth  142— Room  549 

H.  T.  Griffith  and  R.  D.  Morris  in  Attendance 

EXCLUSIVE  DESIGNS 
HIGHEST  QUALITY 

BEAUTIFUL  FINISH 

at 

Remarkably  Attractive  Prices 

THE  UDELL  WORKS 

28th  St.  at  Barnes  Ave.  Indianapolis,  Ind. 


New  Reproducers  as  an  Aid  to 
the  Sale  of  Modern  Instruments 

F.  A.  Sunderhauf,  Sales  Manager  of  the  Golden  Sun  Co.,  Declares  That  Many  New 
Talking  Machines  Can  Eventually  Be  Sold  to  Owners  of  Old  Machines 


Pennsylvania  Merchants  in  Annual 
Convention  in  Philadelphia 

Carl  Wittich  Elected  President  of  Pennsylvania 
Association  of  Music  Merchants  —  Interesting 
Addresses  Made  by  Music-Radio  Trade  Leaders 


Philadelphia,  Pa.,  May  8:— With  a  wide  range 
of  vitally  interesting  trade  features  the  Third 
Annual  Convention  of  the  Pennsylvania  Asso- 
ciation of  Music  Merchants  opened  here  yes- 
terday at  the  Adelphia  Hotel.  Though  the 
music  merchants  from  all  parts  of  Pennsylvania 
made  up  the  group  of  200  attendants  at  this 
1928  gathering  and  many  factors  of  interest  to 
the  music  industry  as  a  whole  were  laid  before 
the  visiting  members  and  associates,  there  were 
topics  that  brought  the  radio  and  talking  ma- 
chine dealers  a  message  for  successful  conduct 
of  their  business  and  propounded  by  eminent 
authorities  of  these  branches  of  the  industry. 

With  a  brief  but  warm  word  of  welcome 
President  A.  Z.  Moore,  of  the  Pennsylvania 
Association  of  Music  Merchants,  greeted  the 
members  and  other  trade  associates  who  came 
from  all  parts  of  the  State  to  attend  the  event 
and  then  turned  the  session  over  to  C.  H. 
Summerfield,  assistant  to  President  Philip  H. 
Gadsden,  of  the  Philadelphia  Chamber  of  Com- 
merce, who  in  turn  spoke  in  behalf  of  the  Cham- 
ber and  extended  its  hospitality  to  the  conven- 
tionites.  As  chairman  of  the  convention  com- 
mittee, a  word  of  hearty  cordiality  was  forth- 
coming from  President  G.  C.  Ramsdell,  of  the 
Philadelphia  Piano  Dealers  Association  and  a 
responsive  cord  struck  in  the  welcome  given  by 
Louis  Buehn,  of  the  Philadelphia  Victor  Dis- 
tributors, Inc.,  in  behalf  of  the  Associate  Mem- 
bership Committee  of  the  Convention. 

Election  of  Officers 

Following  the  Monday  sessions  the  following 
officers  were  elected  to  serve  during  the  coming 
year;  president,  Carl  Wittich,  Wittich  Music  Co., 
Reading,  Pa.;  1st  vice-president,  G.  C.  Ramsdell, 

G.  C.  Ramsdell  &  Sons,  Philadelphia,  Pa.;  2nd 
vice-president,  George  P.  SheafFer,  Sigler  Piano 
Co.,  Harrisburg,  Pa.;  secretary,  Charles  E. 
Goodenough,  Bethlehem,  Pa.;  and  treasurer,  J. 

H.  Troup,  Harrisburg,  Pa.  Directors:  George 
Witney,  C.  J.  Heppe  &  Son,  Philadelphia;  A.  Z. 
Moore,  Kirk  Johnson  Co.,  Lancaster,  Pa.;  and 
C.  E.  Dufifield,  Chambersburg,  Pa. 

Important  Resolution  Adopted 
Upon  the  motion  of  President  A.  Z.  Moore, 
the  following  resolution  was  adopted  and 
despatched  to  Senator  David  A.  Reed,  of 
Pennsylvania,  at  his  offices  in  Washington,  D. 
C,  so  that  his  co-operation  might  be  acquired 
upon  the  bill  which  is  to  be  considered  this 
week.  The  resolution  is  of  vital  importance  to 
music  merchants  who  do  an  extensive  instal- 
ment business  and  who  are  obliged  to  pay 
double  taxes  under  the  present  law  for  instal- 
ment merchandise. 

"The  Pennsylvania  Association  of  Music  Merchants,  in 
annual  convention  assembled,  today,  passed  the  following 
resolution,  which  is  respectfully  submitted  to  you; 

WHEREAS,  in  the  Income  Tax  Division  of  the  present 
Revenue  Bill  about  to  be  reported  to  the  Senate  by 
the  Senate  Finance  Committee  there  is  the  clause  headed 
"Change  from  accrual  to  instalment  basis."  which  if 
passed  as  at  present  drawn  will  result  in  double  taxa- 
tion affecting  retail  merchants  selling  on  the  installment 
basis,  and  having  changed,  or  desiring  to  change  from  the 
cash  or  accrual  to  the  instalment  basis  of  reporting  in- 
come and 

WHEREAS,  the  passage  of  this  bill  in  its  present  form 
will  work  a  very  great  hardship  upon  retail  merchants  in 
all  lines  of  business  as  indicated  in  the  foregoing  para- 
graph, be  it  therefore 

RESOLVED,  that  the  Pennsylvania  Association  of  Mu- 
sic Merchants  respectfully  urge  that  the  Senate  grant  to 
the  retail  merchants  of  this  country  consideration  of  their 
request  for  a  change  in  the  clause  in  the  Revenue  Bill  as 
above  referred  to,  so  that  the  closing  words  of  the 
clause  shall  read  "On  account  of  sales  made  in  any 
prior  year  shall  be  excluded",  striking  out  in  this  last 
section  of  the  clause  the  word  "not."  And  be  it  fur- 
ther 


RESOLVED,  that  the  Pennsylvania  Association  of  Mu- 
sic Merchants  expresses  its  appreciation  of  any  assistance 
which  you  may  give  in  this  important  matter." 

A.  Z.  Moore. 

Talk  on  Radio  Merchandising 

Outstanding  among  the  topics  of  interest  to 
the  phonograph  and  talking  machine  trade  were 
those  discussed  by  R.  E.  Smiley,  of  the  At- 
water  Kent  Co.,  and  his  associate  on  the 
executive  staff  of  that  concern,  P.  A.  Ware. 
In  his  treatise  on  the  merchandising  of  the 
Atwater  Kent  radio  and  others  of  similar 
prominence,  Assistant  General  Manager  of 
Sales  Smiley  reviewed  the  needs  of  the  music 
trade  to  keep  radio  within  the  industry  and  to 
go  after  this  class  of  business  more  earnestly 
in  order  to  meet  the  competition  of  other  mer- 
chants who  were  making  inroads  upon  the 
business  by  featuring  radio  as  a  side  issue.  He 
was  optimistic  over  the  future  of  the  industry, 
stressing  the  confidence  which  the  trade  should 
have  in  the  future  of  radio  and  to  bend  every 
energy  in  meeting  the  competitive  bidding  for 
the  radio  business  of  1928.  He  placed  the  radio 
industry  on  a  parity  with  the  auto  trade  and 
stressed  the  importance  of  meeting  sales  prob- 
lems along  the  same  lines  as  those  followed 
in  that  commercial  field. 

With  a  brief  review  of  the  radio  industry 
within  recent  months,  P.  A.  Ware,  of  the  At- 
water Kent  Co.  staff  and  its  merchandising 
manager,  told  of  the  present  stabilized  condi- 
tions of  that  branch  of  the  trade.  He  stressed 
the  importance  of  window  displays  as  the  most 
profitable  and  impressive  method  of  keeping 
radio  sales  in  the  music  trade.  He  gave  his 
estimate  of  the  ethics  which  now  ruled  the 
radio  industry  and  how  the  code  had  been  in- 
strumental in  promoting  the  business  of  the 
firm  with  which  he  is  associated. 

Address  on  Record  Merchandising 
"Record  Merchandising"  was  the  topic  which 
made  the  address  of  J.  E.  Henderson  most  in- 
teresting to  the  trade.  With  a  well-pointed  talk 
he  told  how  many  dealers  are  not  alert  to  finer 
possibilities  of  records  as  the  means  for  pro- 
moting sales  of  other  merchandise  and  particu- 
larly talking  machines  of  the  modern  type.  He 
urged  the  dealers  to  keep  their  stocks  within 
trade  boundaries  and  not  to  mix  the  music  busi- 
ness with  the  sales  of  soda  water  and  other 
foreign  wares  not  linked  with  the  music  goods. 
He  said  the  dealer  who  could  carry  a  well- 
rounded  stock  of  musical  merchandise  would 
enjoy  a  big  business  if  he  would  use  proper 
sales  service,  displays  and  advertising  methods 
and  that  it  would  not  be  necessary  for  him  to 
seek  other  commodities  if  he  followed  out  these 
lines  in  his  own  specialties  of  trade  wares. 
As  manager  of  Record  Sales  with  the  Bruns- 
wick-Balke-Collender  Co.,  he  reviewed  the  ex- 
cellent possibilities  of  the  record  sales  as  boost- 
ers for  the  trade  and  profitable  merchandise. 
He  stated  that  the  record  sales  of  his  firm  in 
1927  was  the  largest  ever  enjoyed  in  the  history 
of  the  business  and  indicated  the  excellent  pos- 
sibilities which  might  be  had  for  those  who 
would  properly  merchandise  these  accessories. 
Selling  the  Classic  Records 
One  of  the  inspiring  statements  and  effective 
sales  talks  on  the  classic  record  sales  was  that 
given  by  Frederick  E.  Sard,  of  the  Columbia 
Phonograph  Company,  and  Director  of  its  Schu- 


bert Centennial,  now  being  sponsored  interna- 
tionally by  the  Columbia  Phonograph  Co.  He 
gave  the  present  growth  of  interest  in  the 
Masterworks  records  as  the  most  gratifying 
evidence  that  the  public  is  open  to  the  classic 
records  if  they  are  properly  merchandised. 
He  stressed  the  importance  of  reaching  the 
admirers  of  these  art  music  creations  by  di- 
rect mail  contact  and  to  the  use  of  high- 
class  advertising  methods  "free  from  bunk" 
in  sales  appeal  to  those  who  patronize  these 
trade  wares,  stating  that  they  were  too  well 
informed  and  appreciative  of  the  art  of  the 
works  to  need  superficial  inducements  for  their 
patronage.  He  gave  an  outline  of  the  present 
Schubert  Centennial  stating  that  announcement 
would  be  made  in  October  of  the  winner  of  the 
$20,000  prize  which  has  been  offered  by  the 
Advisory  Committee  for  the  completion  of  the 
"Unfinished  Symphony  of  Schubert,"  the  award 
to  be  made  in  Vienna,  the  native  home  of  that 
famed  composer.  He  told  how  some  merchants 
were  able  to  make  from  $300  to  $500  per  day 
on  these  Masterworks  records  by  the  proper 
sales  program,  and  gave  an  account  of  the 
growth  of  the  series  to  the  century  mark,  by 
the  time  of  the  award,  as  an  evidence  of  the 
popularity  of  the  better  recordings. 

Interesting  Address  by  Pierre  Boucheron 
"Sales  Promotion — the  Link  Between  Na- 
tional Advertising  and  Actual  Sales,"  was  the 
theme  of  a  vital  trade  talk  given  by  Pierre 
Boucheron,  advertising  and  publicity  manager 
of  the  Radio  Corp.  of  America.  The  importance 
of  the  radio  industry  was  brought  to  the  fore 
in  his  statement  of  the  recognition  of  the 
United  States  Government  in  this  newly  de- 
veloped industry  by  appointment  of  a  Radio 
Commission  to  supervise  the  air-entertaining 
science.  He  outlined  the  sales  and  advertising 
service  which  the  Corporation  had  provided 
for  the  dealers  and  how  it  helped  the  dealers 
to  follow  trade  prospects  after  they  had  been 
secured  by  the  system  it  laid  down  and  then 
to  follow.  These  were  supplemented  by  dealers' 
services  as  demonstrated  in  short  illustrations. 
He  suggested  that  the  dealers  follow  out  these 
sales  and  merchandising  suggestions  in  order 
to  get  the  best  possible  results  from  their 
exploitation  efforts. 

Roy  A.  Forbes  a  Speaker 
Roy  A.  Forbes,  of  the  Victor  Co.,  and  its 
sales  manager,  took  particular  interest  in  laying 
before  the  trade  the  methods  which  built  up 
the  business  of  the  firm  he  represents.  He 
went  over  the  five  cardinal  points  which  were 
followed  for  the  success  of  his  firm  as — I,  Open- 
mindedness;  2,  Clean  Stocks;  3,  Advertising; 
4,  Hard  Work,  and  5,  Quality  of  Merchandise. 
He  urged  particular  study  of  the  markets  for 
the  dealers,  then  the  proper  advertising  with 
a  persistent  program  of  keeping  the  public  in- 
formed of  offerings  of  clean  stocks  and  the 
elimination  of  obsolete  wares  in  order  to  have 
the  ready  salable  stocks  in  "turnover"  mer- 
chandising methods,  now  the  important  factor 
of  successful  business  along  modern  lines. 
Paul  B.  Klugh  on  Replacement  Sales 
Replacement  sales  were  the  dominating  note 
of  the  talk  given  by  Vice-President  Paul  B. 
Klugh,  of  the  Zenith  Radio  Corp.,  Chicago. 
(Continued  on  page  100&) 
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(Continued  from  page  100a) 
With  the  many  genial  quips  which  added  to      in  force  for  more  than 


the  zest  of  his  topic,  he  reviewed  the  progress 
of  the  radio  industry  and  its  enviable  program 
for  future  replacement  sales.  He  stated  that 
it  compared  favorably  with  the  auto  trade,  as 
its  future  was  based  on  replacement  of  old 
types  as  the  newer  developments  in  radio  were 
made  each  year  as  science  perfected  new  de- 
vices. This  phase  of  the  radio  industry,  he 
stated,  was  the  most  profitable  feature  that 
could  be  anticipated  for  the  future  of  those 
dealers  who  carried  reliable  radio  models.  He 
gave  account  of  the  statistics  of  radio  users, 
stating  that  there  were  8,000,000  sets  in  use 
and  that  replacement  sales  amounted  to  about 
5,000,000,  the  prospects  being  dissatisfied  radio 
owners  who  were  seeking  perfected  reception. 
Other  Addresses 
James  Francis  Cook,  of  the  Presser  Founda- 
tion, talked  on  the  uplifting  elements  to  society 
resulting  from  inspiring  musical  activities  of 
the  higher  type. 

President  Richard  W.  Lawrence,  of  the 
Bankers'  Commercial  Security  Co.,  gave  an 
interesting  financing  program  for  the  trade 
through  patronage  of  financing  concerns  which 
offer  broader  terms  for  the  piano  and  instal- 
ment dealers  than  the  ordinary  banking  chan- 
nels. His  experiences  with  New  York  piano 
and  music  trade  dealers  were  interesting  in  the 
savings  that  resulted  from  this  form  of 
financing  and  the  proper  use  of  paper  securities. 
The  Afternoon  Session 
During  the  afternoon  program  of  Tuesday 
the  presiding  member,  Homer  C.  Davis,  of  the 
Davis  Co.,  and  vice-president  of  the  Philadel- 
phia Victor  Dealers'  Association,  introduced 
the  various  speakers  in  the  absence  of  Presi- 
dent J.  Ralph  Wilson,  who  was  scheduled  to 
preside  and  who  was  detained  in  Atlantic  City 
on  business. 

Radio  as  the  competitor  of  the  player-piano 
was  the  strain  of  the  talk  of  Corley  Gibson, 
president  of  the  Autopiano  Co.  of  New  York. 
In  his  comparison  of  the  sales  possibilities  of 
both  these  trade  wares  he  gave  a  concise  and 
impressive  illustration  of  the  distinctiveness  of 
sales  relating  to  radio  and  to  player-piano  as 
modern  competitive  entertainment  devices.  The 
player-piano,  he  said,  filled  the  need  of  the 
lover  of  music  who  could  not  play  the  ordinary 
piano  and  the  foot-power  piano  gave  greater 
opportunity  for  expression  of  music  to  this 
class  of  customer  than  the  electrically  operated 
player  or  reproducer,  which  could  not  afford 
human  touch  and  feeling  to  the  playing.  He 
regretted  the  negligence  of  the  dealers  in  not 
bringing  this  angle  of  the  player-piano  to  the 
customer,  stating  that  most  salesmen  thought 
that  radio  was  the  only  substitute  for  the 
old-time  popular  players  and  gave  more  atten- 
tion to  promoting  sales  of  these  than  to  the 
Foot'-controlled  pianos.  He  stressed  how  the 
foot  could  control  the  human  emotions  needed 
to  produce  good  music  and  to  substitute  the 
hand  manipulation  and  effectiveness. 

Dean  Francis  Chapman,  of  Temple  University 
Law  School,  told  of  the  dangers  of  the  Con- 
ditional Sales  Contract  of  the  State  of  Penn- 
sylvania and  advised  the  dealers  to  stick  closely 
to  the  Bailment  Leases  for  instalment  sales 
of  instruments,  but  warned  against  too  free 
usage  of  these  leases  without  knowing  the 
rights  of  the  landlords  to  levy  on  these  goods 
with  the  broader  scope  of  liens  which  they  en- 
joy in  this  State.  He  advised  the  dealers  to 
be  sure  that  their  contracts  were  properly  filed 
so  that  they  may  enjoy  the  rights  which  they 
were  entitled  to  under  such  leases  without  in- 
terference of  the  landlord  and  his  broader 
rights  under  the  present  laws  which  have  been 


100  years. 

C.  M.  Tremaine,  managing  director,  National 
Bureau  for  the  Advancement  of  Music,  New 
York,  told  of  the  work  of  his  organization 
during  the  past  year  and  how  the  Bureau  had 
been  instrumental  in  promoting  an  interest  in 
music  in  the  educational,  fraternal,  religious, 
civic,  welfare  and  social  organizations,  with  the 
result  that  24,102  persons  had  been  brought 
directly  into  contact  with  the  work  of  the 
Bureau  during  the  year.  He  told  of  how  5,000 
members  of  the  Music  Supervisors'  Association 
had  been  reached  at  the  recent  Chicago  con- 
vention and  how  these  instructors  had  been 
pledged  to  co-operate  with  the  Bureau  in  ad- 
vancing the  cause  of  the  organization. 

As  C.  B.  Amorous,  manager  of  wholesale 
sales  of  the  Aeolian  Co.,  took  the  platform 
the  trade  became  keenly  alive  to  the  possibili- 
ties of  obtaining  live  leads  on  the  conduct  of 
business  and  particularly  to  the  modernizing 
of  advertising.  His  talk  was  brimming  with 
interesting  data  on  boosting  sales  and  mod- 
ernizing advertising  data.  He  urged  the  trade 
to  abandon  tradition  that  belonged  to  another 
era  and  to  awake  to  the  present-day  needs  of 
merchandising  pianos. 

Following  the  advertising  treatise  of  Man- 
ager Amorous,  a  word  along  similar  lines  was 
given  by  Edward  C.  Bykin,  director  of  publicity, 
National  Association  of  Piano  Manufacturers, 
New  York.    He  stated  that  the  answer  to  all 


intricate  problems  of  business  was  selling  and. 
that  sales  make  or  break  a  business.  Success, 
he  said,  depended  upon  public  opinion,  more  or 
less.  Bidding  for  public  opinion  was  the  mo- 
tive of  most  national  advertising  and  it  was 
up  to  piano  advertisers  to  cater  to  public  opin- 
ion in  promoting  sales  through  advertising. 
Banquet  Closed  Conclave 

The  Banquet  on  Tuesday  night  fittingly 
closed  the  convention.  A.  Z.  Moore,  retiring 
president  of  the  Association,  presided  as  toast- 
master  and  introduced  the  speakers  of  the 
evening,  who  included  Hermann  Irion,  president 
of  the  Music  Industries  Chamber  of  Commerce; 
C.  J.  Roberts,  president  of  the  National  Asso- 
ciation of  Music  Merchants;  Richard  W.  Law- 
rence, president  of  the  Bankers'  Commercial 
Security  Corp.,  New  York,  and  the  Hon.  Harry 
A.  Mackey,  Mayor  of  the  city  of  Philadelphia 
Interspersed  with  the  addresses  was  high-class 
entertainment  provided  through  the  courtesy 
of  various  manufacturers.  Frank  Crumit,  Vic- 
tor artist,  and  whose  company  is  now  playing 
in  Philadelphia,  appeared  through  the  courtesy 
of  the  Victor  Talking  Machine  Co.,  Camden, 
N.  J.,  and  sang  several  tenor  solos.  Through 
the  courtesy  of  the  Atwater  Kent  Mfg.  Co., 
Philadelphia,  Allen  McQuhae,  popular  Irish 
tenor,  who  has  appeared  before  the  micro- 
phone in  numerous  Atwater  Kent  Hours,  was 
present,  as  well  as  Wilbur  Evans,  baritone, 
who  was  the  winner  of  first  prize  in  the  At- 
water Kent  Foundation  Audition  last  year. 
Several  harmony  and  solo  numbers  were 
rendered  by  the  Imperial  Quartet. 

On  Wednesday  morning  trips  of  inspection 
were  made  to  the  Victor  plant  at  Camden,  N. 
J.,  and  the  headquarters  of  other  local  manu- 
facturers and  distributors. 


Famous  Speakers 

for  Convention 


John  Erskine,  S.  L.  Rothafel  (Roxy), 
Governor  Albert  C.  Ritchie  to  Address 
Music  Industries  Annual  Convention 


The  various  committees  in  charge  of  the  ar- 
rangements for  the  National  Music  Industries 
Convention,  to  be  held  at  the  Hotel  Commo- 
dore, New  Y'ork,  during  the  week  of  June  4, 
are  now  working  to  the  end  of  promoting  a 
gathering  that  will  prove  of  interest  and  real 
value  to  the  music  industry  as  a  whole.  The 
slogan  for  the  convention  will  be,  in  substance: 
"The  Public,  Properly  Approached,  Will  Buy 
Musical  Instruments,"  and  the  various  features 
of  the  program  will  be  predicated  on  the 
premise  'that  there  are  music  merchants 
throughout  the  country  who  are  selling  sub- 
stantial quantities  of  all  types  of  musical  in- 
struments and  that  the  experience  of  these  men 
offered  in  the  meetings  will  prove  of  benefit 
to  those  who  are  having  difficulty  in  building 
up  worth-while  sales  totals. 

Although  the  general  program,  as  heretofore, 
will  call  for  group  meetings  of  members  of 
various  divisions  of  the  trade,  such  as  musical 
merchandise,  band  instrument,  radio,  talking 
machine  and  piano  interests,  it  is  believed  that 
the  caliber  of  the  speakers  who  will  address 
the  music  tradesmen  at  the  luncheon  of  the 
Music  Industries  Chamber  of  Commerce  on 
Monday  of  convention  week  and  at  the  sessions 
of  the  National  Association  of  Music  Mer- 
chants will  be  such  as  to  make  every  man 
in  the  industry,  regardless  of  his  direct  affilia- 
tion, anxious  to  attend  the  meetings  and  listen. 

Arrangements  have  been  made  for  the  hold- 
ing of  a  number  of  exhibits  in  the  Hotel  Com- 
modore during  convention  week,  under  the 
rules  and  regulations  set  down  by  the  Music 
Industries  Chamber  of  Commerce  and  affiliated 
associations,  principal  among  them  being  the 
ruling  that  all  exhibits  must  be  kept  closed 
(luring  the  business  sessions  of  the  convention. 


The  privilege  of  exhibiting  is  limited  to  those 
concerns  that  are  members  of  the  Music  In- 
dustries Chamber  of  Commerce  or  affiliated 
with  that  body  through  membership  in  one  of 
the  associations. 

Among  the  notable  speakers  who  will  address 
the  convention  delegates  during  the  various 
sessions  will  be  John  Erskine,  president  of  the 
Juilliard  School  of  Music,  an  accomplished  mu- 
sician, and  also  widely  known  as  the  author 
of  "The  Private  Life  of  Helen  of  Troy"  and 
other  similar  books;  S.  L.  Rothafel,  "Roxy," 
manager  of  the  famous  Roxy  Theatre,  New 
York,  and  well  known  over  the  radio;  Homer 
McKee,  president  of  the  Homer  McKee  Co., 
Inc.,  Indianapolis,  a  leading  advertising  man; 
F.  E.  Moskovics,  president  of  the  Stutz  Motor 
Car  Co.,  who  will  talk  on  "Knowing  Your 
Market,"  and  Governor  Albert  C.  Ritchie,  of 
Maryland,  who  will  be  the  principal  speaker 
at  the  annual  banquet  on  Thursday,  June  7. 


Victor  Co.  Opens 
Distributing  Branch 

Baltimore  Victor  Distributing  Co.  Pur- 
chases Business  of  Five  Jobbers  in  Bal- 
timore-Washington-Virginia Area 

Baltimore,  Md.,  May  1. — The  Baltimore  Victor 
Distributing  Co.,  with  headquarters  at  225  West 
Saratoga  street,  this  city,  was  established  to- 
day for  the  distribution  of  Victor  products. 
This  new  organization  will  operate  as  a  factory 
branch  of  the  Victor  Talking  Machine  Co.,  Cam- 
den, N.  J.,  and  will  be  under  the  management 
of  William  Lewis,  of  the  Victor  sales  depart- 
ment staff. 

The  new  firm  has  purchased  the  Victor  dis- 
tribution business  of  the  five  Victor  jobbers  in 
the  territory,  two  of  which  had  branch  offices. 

The  Victor  distributors  involved  in  the  deal 
are  Cohen  &  Hughes  and  E.  F.  Droop  &  Sons, 
both  of  Baltimore  and  Washington;  H.  R. 
Eisenbrandt  &  Sons,  Baltimore;  Robert  C. 
Rogers  Co.,  Washington,  and  the  Corley  Co., 
Richmond,  Va. 
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Atlantic  Fliers  Tell      House  Subcommittee    Victor  Wholesalers 
Story  Via  the  Radio      Favors  Price  Fixing     Meet  May  31 -June  1 


Vivid  Narrative  Told  During  the  Radio 
Hour  Sponsored  by  Kolster  Radio  Corp. 

The  first  opportunity  to  hear  the  Bremen 
trans-Atlantic  fliers  tell  via  radio  the  complete 
story  of  their  epochal  flight  was  afforded  the 
public   on   May  4,  during  the   Kolster  radio 


Standing,  left  to  right:  Captain  Hermann  Koehl, 
Major  H.  H.  Frost  and  Baron  Guenther  von 
Huenefeld.    Seated:  Major  James  Fitzmaurice 

hour,  sponsored  by  the  Kolster  Radio  Corp., 
Newark,  N.  J.  A  special  microphone,  connect- 
ed with  the  Columbia  broadcasting  system,  was 
installed  in  the  aviators'  suite  at  the  Ritz- 
Carlton  Hotel,  New  York,  and  they  were  in- 
troduced over  the  air  by  Major  Herbert  H. 
Frost,  vice-president,  Kolster  Radio  Corp. 

Captain  Koehl,  technical  director  of  the  flight, 
spoke  in  German  and  availed  himself  of  the 
first  chance  he  had  had  to  tell  his  personal 
experiences  in  or  out  of  print.  Baron  von 
Huenefeld  and  Major  Fitzmaurice  spoke  in 
English.  An  absorbing  first-hand  word-picture 
of  the  Bremen  trip,  from  start  to  finish,  was 
presented  by  the  three  fliers. 


State  Merchants 

Hold  Convention 


Syracuse,  N.  Y.,  May  3. — The  annual  conven- 
tion of  the  New  York  State  Music  Merchants' 
Association  was  held  at  the  Hotel  Syracuse, 
here,  yesterday  and  to-day  with  a  program  that 
proved  thoroughly  interesting,  one  of  the  prin- 
cipal speakers  being  James  M.  Kelley,  of  the 
Atwater  Kent  Mfg.  Co.,  whose  topic  was  "Radio 
Merchandising  in  the  Music  Store"  and  who 
covered  his  subject  very  thoroughly. 

Other  speakers  at  the  convention  sessions 
and  the  banquet  which  brought  it  to  a  close 
were:  Hermann  Irion,  president  of  the  Music 
Industries  Chamber  of  Commerce;  C.  J.  Rob- 
erts, president,  and  Delbert  L.  Loomis,  execu- 
tive secretary  of  the  National  Association  of 
Music  Merchants;  Harold  Butler,  dean  of  the 
College  of  Fine  Arts  of  Syracuse  University; 
Corley  Gibson,  president  of  the  Autopiano  Co.; 
E.  C.  Boykin,  of  New  York;  Samuel  Weinstein, 
a  well-known  attorney  of  New  York  City,  and 
other  prominent  trade  figures. 

Officers  elected  for  the  ensuing  year  were: 
E.  R.  Weeks,  Binghamton,  president;  J.  J. 
Glynn,  New  York,  first  vice-president;  B.  E. 
Neal,  Buffalo,  second  vice-president;  Kenneth 
Marks,  Elmira,  secretary,  and  F.  W.  Bush, 
Penn  Yan,  N.  Y.,  treasurer.  The  new  directors 
are:  M.  J.  Slason,  Malone;  F.  H.  Scudder, 
Albany,  and  Harry  M.  Leiter,  Syracuse. 


Thomas  A.  Edison  will  be  presented  with 
the  Gold  Medal  for  Science  of  the  Society  of 
Arts  and  Sciences  at  a  dinner  at  the  Hotel 
Astor  on  May  24. 


Washington,  D.  C,  May  7.— Legislation  per- 
mitting producers  of  trade-marked  or  branded 
goods  to  fix  the  prices  at  which  their  com- 
modities may  be  resold  is  favored  in  a  report 
made  to  the  House  Committee  on  Interstate 
and  Foreign  Commerce  by  a  subcommittee 
which  has  been  in  charge  of  this  legislation, 
which   is  so  important  to  the  industry. 

The  legislation  at  best  is  of  a  negative 
nature,  it  is  pointed  out  in  the  subcommittee's 
report,  and  while  it  may  remedy  the  price- 
cutting  evil  to  a  certain  extent  it  is  certain 
that  the  public  at  large  cannot  be  harmed  by 
it.  The  measure  permits  the  vender  to  sell 
trade-marked  or  branded  articles  under  agree- 
ment that  the  vendee  will  not  resell  except  at 
a  stipulated  price,  but  there  are  no  specific 
penalties  provided  and  the  only  remedies  which 
a  seller  has  are  his  civil  remedies. 


The  annual  trade  conference  of  Victor  whole- 
salers will  be  held  May  31  and  June  1,  it  was 
announced  this  week  by  E.  E.  Shumaker,  presi- 
dent of  the  Victor  Talking  Machine  Co.,  who 
pointed  out  in  his  report  to  the  board  of  direc- 
tors that  the  early  date  will  give  the  distrib- 
utors an  opportunity  to  get  a  good  start  on 
the  new  line  of  instruments  and  insure  a  splen- 
did Summer  and  Fall  business.  He  also  re- 
ported that  record  sales  are  unusually  good  for 
this  time  of  year,  orders  for  April  running  25 
per  cent  ahead  of  last  April. 

"Record  sales  resulting  from  our  connection 
with  the  motion  picture  industry  are  on  the  in- 
crease," he  said,  "and  from  these  connections 
we  will  not  only  increase  our  record  business 
in  this  field  but  we  also  expect  to  write  the 
scores  and  do  the  recording.  Sales  of  Audi- 
torium Victrolas  are  increasing. 


Announcing 

An  entirely  new  and  exclusive 
line  of  creations  by  McMillan 
Engineers  and  Cabinet  Makers 


See  them  at  the 


R.  M.  A.  SHOW 

Demonstration  Room  507A 
or  at  Booth  B79 


McMillan  radio 


CORPORATION 


1421  So,  Michigan  Ave. 


Chicago 
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Fansteel  Introduces  Balkite  AC 

Receivers  at  Sales  Convention 


{Continued 

Coultrip,  head  of  the  Fansteel  Co.'s  service 
department. 

At  the  close  of  the  afternoon  session  the 
guests,  numbering  about  sixty,  were  conveyed 
in  motor  coaches  to  the  Bonnie  Brook  Country 
Club,  near  Waukegan,  111.,  where  the  banquet 
was  held,  after  which  a  demonstration  of  the 
new  Balkite   radio   receiving  sets  took  place. 


from  page  34a) 

welcome  to  the  sales  representatives  and  to 
thank  them  for  the  whole-hearted  support 
which  they  had  given  to  the  Balkite  organiza- 
tion in  the  past.  He  stated  that  the  Fansteel 
laboratories  were  keeping  well  abreast  of  radio 
developments  and  would  continue  to  supply 
the  trade  with  a  product  thoroughly  modern, 
of  quality  construction,  as  has  been  the  case 


lications  will  be  used  to  bring  the  new  products 
forcibly  to  the  attention  of  the  trade  and  pub- 
lic, and  in  addition  the  firm  has  arranged  a 
co-operative  advertising  plan  for  the  retailer, 
as  well  as  a  number  of  sales  helps  in  the  form 
of  signs,  display  cards,  etc.  Mr.  Dunham  stated 
that  the  Fansteel  Products  Co.,  Inc.,  had 
definitely  set  forth  to  build  the  finest  possible 
radio  receiver,  from  the  standpoint  of  appear- 
ance, construction  and  performance,  and  to 
market  that  receiver  in  a  price  range  in  keep- 
ing with  its  merit.  In  one  of  the  sessions 
of  the  two-day  meeting  one  of  the  Fansteel 
executives  stated  that  the  Balkite  laboratories 
had  received  orders  nine  months  ago  to  de- 


Guests  at  the  Banquet  Sponsored  by  the  Fansteel  Products  Co.  to  Introduce  the  New  Balkite  Line 


The  Saturday  morning  session  was  opened 
with  an  address  by  B.  S.  Warren,  secretary 
of  the  Berkey  &  Gay  Furniture  Co.,  Grand 
Rapids,  Mich.  The  Berkey  &  Gay  Furniture 
Co.  will  manufacture  the  radio  furniture  in 
which  the  new  Balkite  radio  receiver  will  be 
housed,  and  Mr.  Warren  illustrated  his  talk 
with  lantern  slides  showing  the  care  and  pre- 
cision with  which  the  Berkey  &  Gay  furniture 
products  are  built  in  their  factories.  W.  O. 
Seelye,  of  George  Harris  &  Phelps,  Inc.,  De- 
troit, Mich.,  advertising  counsel  of  the  Berkey 
&  Gay  organization,  outlined  for  the  repre- 
sentatives the  manner  in  which  advertising, 
coupled  with  quality  furniture,  over  a  period  of 
many  years  in  the  industry,  had  built  up  pres- 
tige and  standing  for  the  Berkey  &  Gay 
Furniture  Co.  He  exhibited  a  number  of 
advertisements  sponsored  by  Berkey  &  Gay 
during  the  past  few  years  and  also  the  first 
advertisement  for  the  company,  which  appeared 
in  1889.  Mr.  Seelye  stressed  the  point  that 
"eye  appeal"  was  one  of  the  biggest  factors 
in  the  selling  of  radio  furniture. 

Profits  in  radio  cabinets,  in  radio  furniture's 
best  year  thus  far,  according  to  advance  pre- 
dictions, were  stressed  by  H.  T.  Roberts,  head 
of  the  H.  T.  Roberts  Co.,  Chicago.  Mr.  Rob- 
erts' organization  functions  as  the  radio  fur- 
niture sales  division  of  the  berkey  &  Gay 
Furniture  Co.  The  rise  in  importance  of  the 
music-radio  dealer  as  an  outlet  for  high-grade 
radio  products  was  described  by  Lee  Robin- 
son, business  manager  of  The  Talking  Machine 
World,  who  stated  that  the  improvements 
which  had  come  about  in  radio  receivers  them- 
selves, coupled  with  the  refinements  in  cabinet 
design  and  construction,  had  placed  the  music- 
radio  dealer  in  an  enviable  position  as  a  mer- 
chandiser and  logical  outlet  for  those  products. 

J.  M.  Troxel,  chairman  of  the  board  of  the 
Fansteel  Products  Co.,  Inc.,  returned  from  a 
business  trip  to  the  Pacific  Coast  to  deliver  a 


in  the  power  unit  field,  where  the  Balkite  prod- 
ucts have  occupied  a  prominent  position. 

John  H.  Dunham,  head  of  the  advertising 
organization  in  Chicago  which  bears  his  name 
and  which  served  the  Fansteel  Products  Co. 
for  many  years  as  advertising  and  merchandis- 
ing counsel,  outlined  the  advertising  campaign 
which  will  be  sponsored  to  promote  the  sale 
of  the  new  Balkite  radio  receivers.  Leading 
national  magazines,  newspapers  and  trade  pub- 


velop  a  radio  receiver  of  the  highest  standard, 
with  no  thought  of  price  in  mind,  and  that  the 
engineering  staff  had  complied  with  this  de- 
mand in  producing  the  present  Balkite  receiver. 

The  new  line  of  Balkite  seven-tube  receivers, 
which  will  be  furnished  in  metal  table  cabinet, 
walnut  table  model,  console  cabinet  style,  and 
in  a  radio-phonograph  combination  instrument, 
will  be  fully  described  and  illustrated  in  the 
June  issue  of  this  publication. 


Landis  Co.  Appointed 
Carryola  Ad.  Agency 

O.  L.  Prime,  President  of  Carryola  Co., 
Announces  Appointment  of  Reed  G. 
Landis  Co.  to  Handle  Advertising 

O.  L.  Prime,  president  of  the  Carryola  Co. 
of  America,  Milwaukee,  Wis.,  has  just  an- 
nounced the  appointment  of  the  Reed  G.  Landis 
Co.,  of  Chicago,  to  handle  the  advertising  for 
Carryola  portable  phonographs,  electric  pickups 
and  the  rest  of  the  Carryola  products.  This  an- 
nouncement, following  so  closely  on  the  selec- 
tion of  Ray  Reilly  as  sales  manager,  promises 
a  forceful,  effective  advertising  and  sales  pro- 
gram for  Carryola  which  will  not  only  cover 
the  United  States  completely,  but  will  extend 
into  the  world's  export  markets,  where  Carryola 
already  enjoys  a  strong  sale. 

Major  Reed  G.  Landis,  the  owner  of  the  ad- 
vertising company  bearing  his  name,  is  not  a 
stranger  to  the  phonograph  business.  He  was 
advertising  manager  of  Brunswick  when  he 
entered  the  World  War  in  which  he  shot  down 
thirteen  enemy  aircraft  as  a  pursuit  aviator,  and 
rose  from  the  rank  of  private  to  major,  com- 
manding one  of  the  crack  American  squadrons. 

In  addition  to  the  Carryola  business,  the  Reed 
G.   Landis    Co.   handles   advertising   for  over 


thirty  important  concerns,  among  which  are  the 
Chicago  and  North  Western  Railway,  Automo- 
tive Equipment  Association,  National  Air 
Transport,  Inc.,  and  Campbell-Smith-Ritchie 
Co.,  builders  of  Boone  kitchen  cabinets. 

Major  Landis  has  stated  after  a  careful  sur- 
vey of  the  Carryola  line  that  he  is  delighted 
with  the  Carryola  merchandise.  "Carryola 
dealers  and  distributors  are  bound  to  show  a 
fine  profitable  volume  in  the  Carryola  line,"  he 
concluded,  "if  they  will  match  the  fine  support 
Carryola  is  giving  them,  with  a  sensible  amount 
of  effort  on  their  own  part." 


Collins  to  Open  Branch 

W.  T.  Collins,  music  dealer  of  Columbus, 
O.,  will  open  another  branch  of  the  Collins 
Music  Stores,  Inc.,  to  be  known  as  the  Grand- 
view  Music  Shop,  at  1281  Grandview  avenue. 
In  addition  to  various  musical  instruments  Mr. 
Collins  will  handle  radio  parts  and  accessories, 
records  and  sheet  music.  He  also  will  have 
a  circulating  library. 


Incorporation 

  i 

The  Miami  Music  Co.,  Dayton,  O.,  has  been 
incorporated  with  a  capital  stock  of  100  shares 
at  par,  $100.  Nancy  E.  Weaver,  Davis  Lorbach 
and  Leonard  Garver,  Jr.,  are  the  proprietors. 
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E.  E.  Shumaker,  Victor  President, 
Anticipates  Banner  Sales  for  1928 


(Continued  from  page  34a) 


Irving  F.  Shalek  Now 
With  the  Carryola  Co. 

Joins   Sales   Organization  of  Prominent 
Milwaukee  Portable  Manufacturer 


crease,  and  we  have  recently  made  connections 
with  motion  picture  producers,  which  will  not 
only  increase  our  record  business  in  that  field, 
but  in  addition  we  expect  to  write  the  scores 
and  do  the  recording.  We  expect  a  rapid 
growth  in  this  branch  of  our  business.  We  are 
doing  a  nice  business  in  the  field  of  Auditorium 
Victrolas,  and  more  and  more  hotels,  parks  and 
other  large  establishments  are  realizing  the  ad- 
vantage of  having  an  Auditorium  instrument. 
Prospects  are  good  in  this  field. 

"Our  new  factory  in  Buenos  Aires,  Argen- 
tine, is  progressing  rapidly  toward  completion. 
In  the  meantime  we  are  working  night  and  day 
with  our  present  facilities,  and  we  are  very 
much  encouraged  with  the  prospects  in  the 
Argentine.  We  have  recently  appropriated 
funds  to  provide  record  manufacturing  facilities 
in  Chile  and  Brazil.  These  fields  are  largely 
undeveloped.  Heretofore  records  have  been 
shipped  to  these  countries  from  the  United 
States  or  from  the  Argentine,  the  high  duties 
making  the  cost  almost  prohibitive.  This  will 
be  overcome  when  we  get  our  factories  work- 
ing. Our  new  plant  in  Japan  began  the  pro- 
duction of  records  in  January,  and  is  rapidly  ap- 
proaching present  capacity.  Japan  we  believe 
presents  a  very  fertile  field  for  development, 
after  which  we  will  consider  China. 

"The  Victor  Talking  Machine  Co.  of  Canada 
is  continuing  to  have  a  most  satisfactory  busi- 
ness. We  own  at  present  80  per  cent  of  the 
total  outstanding  capital  stock  of  10,000  shares, 
and  will  acquire  the  balance  of  these  shares 
during  1928.  The  business  of  our  associate  in 
Europe — the  Gramophone  Co.,  Ltd.,  of  Eng- 
land— is  in  splendid  shape  and  it  is  certain  to 
have  by  a  considerable  margin  the  best  year 


in  its  history.  All  in  all,  I  think,  we  can  feel 
well  pleased  with  our  prospects." 

Since  Mr.  Shumaker's  announcement  was  re- 
ceived the  Victor  Co.'s  statement  for  the  first 
quarter  was  released. 

The  financial  statement  of  the  Victor  Talking 
Machine  Co.  for  the  first  quarter  of  1928  shows 
a  net  income  for  the  three  months  of  $1,568,- 
201.31,  as  compared  with  $1,001,985.87  for  the 
first  quarter  of  1927,  or  an  increase  of  $566,- 
215.44.  Net  income  of  the  company  for  the 
quarter  ended  March  31,  1928,  is  equivalent, 
after  deduction  of  dividend  requirements  on 
the  three  classes  of  preferred  stocks,  to  $1.54 
a  share  on  714,731.45  shares  of  common  stock 
outstanding  March  31,  1928;  and  after  further 
deduction  of  the  quarterly  prior  preference 
stock  sinking  fund  appropriation,  to  $1.32  a 
share  on  the  common.    For  the  first  quarter  of 

1927,  net  income  was  equivalent,  after  preferred 
dividend  requirements,  to  72  cents  a  share  on 
the  common  stock  on  the  present  share  basis, 
and  after  further  deduction  of  the  sinking  fund 
appropriation,  to  50  cents  a  share. 

During  the  three  months  ended  March  31, 

1928,  71,822  shares  of  $6  convertible  preferred 
stock  were  converted,  at  the  rate  of  two  shares 
of  common  for  one  share  of  preferred,  thus 
effecting  an  increase  of  143,644  shares  of  com- 
mon stock  outstanding.  The  report  shows  net 
sales,  less  returns  and  allowances,  for  the  first 
three  months  of  this  year  totaling  $10,346,744.84, 
compared  with  net  sales  of  $10,213,019.17  for 
the  same  period  of  1927. 


Irving  F.  Shalek  recently  joined  the  sales 
organization  of  the  Carryola  Co.  of  America, 
Milwaukee,  maker  of  portable  phonographs,  ac- 


Dolores  Del  Rio,  motion  picture  star,  fea- 
tured in  "Ramona,"  has  recorded  the  song  of 
the  same  name  for  the  Victor  catalog. 


Irving  F.  Shalek 

cording  to  an  announcement  by  Ray  Reilly, 
sales  manager  of  the  company.  Mr.  Shalek  is 
well  known  in  the  music  trade,  having  operated 
two  music  stores  in  Chicago  on  the  northwest 
and  west  sides  of  the  city  for  eight  years,  the 
stores  being  known  as  the  Brunswick  Music 
Shops.  For  the  past  ten  months  Mr.  Shalek 
has  been  Wisconsin  manager  of  the  Tay  Sales 
Co.  with  offices  in  Milwaukee.  In  his  new  post 
he  will  contact  Carryola  distributors. 


fcfr 


HELYCON 


11 


Stands  for  All  That  Is  Best  in 

PHONOGRAPH 
EQUIPMENT 


If  you  are  a  manufacturer  or  a  dealer  in  phono- 
graphs or  phonograph  equipment,  you  should 
investigate  the  "Helycon." 


509 

For  high  grade  cabinet 
phonographs 


308 

For  small  phonographs 
and  portables 


POLLOCK-WELKER,  Limited 


Kitchener,  Ont.,  Canada 


Cable  Address:    Polwel,  Kitchener 


Code :  A.B.C.,  5th  Edition,  Bentley's 
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Columbia  Statement  for  Fiscal 
Year  Shows  Profits  of  $760,139.89 


(Continued  from  page  34a) 


Co.,  Inc.:  Operations  of  your  company  and  its 
subsidiary  for  the  fiscal  year  ended  February 
29,  1928,  show  a  net  profit  of  $760,139.89  as 
compared  with  $270,214.81  the  previous  year. 

"The  company  has  made  substantial  progress 
during  the  past  year,  evidenced  not  only  in  the 
increased  net  profits,  but  also  by  a  substantial 
increase  in  sales  of  over  40  per  cent.  This 
increase  in  sales  reflects  an  improvement  in 
both  domestic  and  export  business. 

"In  September,  1927,  the  company  introduced 
its  first  electrical  amplifying  phonograph-  This 
product  has  been  most  favorably  received  and 
commented  upon  with  the  result  that  the  de- 
mand has  up  to  this  time  exceeded  our  output. 

"The  products  of  your  company  generally  are 
enjoying  greater  public  appreciation  and  trade 
confidence  to-day  than  ever  before.  The  liberal 
merchandising  policy  pursued  by  the  company 
is  likewise  reflected  in  increased  good  will 
throughout  the  trade. 

"As  a  practical  means  of  centering  public 
attention  on  music  your  company  last  year 
sponsored  the  Beethoven  Centennial,  which  was 
celebrated  from  March  20  to  26,  1927,  in  over 
five  hundred  American  cities  and  towns.  In 
further  advancement  of  this  cause  the  company 
is  now  sponsoring  the  Schubert  Centennial  and 
is  offering  $20,000  in  cash  prizes  in  an  Inter- 
national Prize  Contest  for  original  orchestral 


compositions  of  symphonic  works  of  which  the 
winning  work  will  be  presented  to  the  public 
through  all  available  means.  Twenty-six  nations 
will  participate  in  the  Schubert  Centennial, 
which  will  be  celebrated  in  November,  1928. 

"In  accordance  with  the  approval  voted  by 
the  stockholders  at  the  special  meeting  held 
on  October  25,  1927,  the  stated  value  of  the 
85,000  outstanding  no  par  shares  of  your  com- 
pany has  been  reduced  from  $6,000,000  to 
$5,000,000.  This  change  is  reflected  in  the  ac- 
companying balance  sheet. 

"Of  special  interest  to  stockholders  is  the 
fact  that  the  company  has  recently  declared 
and  paid  an  initial  dividend  of  $4.00  per  share 
on  its  outstanding  capital. 

"The  stockholders,  at  the  annual  meeting  in 
May,  1925,  authorized  the  sale  of  the  No.  14 
Building  of  the  West  Plant  at  Bridgeport, 
Conn.  This  building  has  been  vacant  since 
that  time  and  is  not  needed  in  operations.  This 
property  was  sold  for  cash  in  April,  1928,  at 
a  price  which  will  show  a  profit  over  the  value 
at  which  it  was  carried  on  the  books.  The 
sale  of  this  property  will  result  in  a  substantial 
reduction  in  the  property  and  plant  account 
with  a  corresponding  increase  in  the  cash  posi- 
tion, not  reflected  in  the  present  statement.  The 
company  is  in  excellent  financial  position.  The 
outlook  is  most  encouraging." 


S.  Karpen  &  Bros. 

Enter  the  Radio  Field 

i 

S.  Karpen  &  Bros.,  well-known  furniture 
manufacturers,  with  factories  in  New  York, 
Chicago,  Los  Angeles  and  Michigan  City,  have 
entered  the  radio  cabinet  field.  Studner  Bros., 
Inc.,  New  York  and  Chicago,  have  been  ap- 
pointed national  sales  agents  for  the  Karpen 
line,  and  the  initial  showing  of  the  new  models 
will  be  made  at  the  RMA  Trade  Show. 


Caleb  S.  Spencer  Dead 

i 

Harry  L.  Spencer  and  Piatt  R.  Spencer,  of 
the  Sonora  Phonograph  Co.,  are  receiving  the 
condolences  of  their  friends  in  the  trade  on  the 
death  of  their  father  Caleb  S.  Spencer,  who 
died  in  the  Peter  Bent  Brigham  Hospital,  Bos- 
ton, Mass.,  on  May  8.  The  deceased  was  a 
partner  in  the  firm  of  Kraft,  Bates  &  Spencer, 
which  discontinued  business  some  years  ago. 


In  New  Home 


The  Madden-Schenkel  Co.,  Inc.,  manufac- 
turers' representatives,  New  York,  has  moved 
to  new  quarters  at  20  West  Forty-fifth  street, 
where  1,500  square  feet  will  be  devoted  to  the 
display  of  its  lines  for  the  coming  season. 

H.  D.  Mitchell  has  opened  a  new  music  store 
at  2121  Fillmore  street,  San  Francisco,  Cal. 


Books  for  the 

Record  Owner 

—  i 

The  first  two  volumes  of  a  series  of  hand- 
books for  the  owners  of  talking  machines,  just 
issued  by  the  Gramophone  (Publications),  Ltd., 
58  Frith  street,  London,  W.  I.,  are  entitled 
"Operatic  Translations."  ■  They  have  been  pre- 
pared by  H.  F-  V.  Little,  who  has  been  con- 
tributing translations  of  operatic  arias  and  Ger- 
man lieder  to  "The  Gramophone"  for  the  past 
few  years.  The  book  will  be  found  invaluable 
to  those  record  lovers  who  desire  correct 
translations  from  French,  Italian  and  German 
of  leading  operas  and  lieder.  In  most  cases 
the  original  text  is  cited  and  the  translation 
printed  immediately  below  it,  line  for  line,  in 
italics.  The  third  volume  of  the  series,  entitled 
"Novice  Corner,"  will  be  published  in  about  a 
month.  The  price  is  two  shillings  per  volume, 
and  indications  point  to  a  wide  sale. 


Peck  Agency  in  New  Branch 

The  Peck  Advertising  Agency,  which  lias 
handled  the  advertising  of  a  number  of  talking 
machine  and  radio  houses,  has  announced  the 
occupation  of  new  branch  offices  in  Brooklyn. 
An  entire  five-story  building  has  been  pur- 
chased at  503  Atlantic  avenue  and  will  be  en- 
tirely occupied  by  this  agency.  Harry  Peck, 
president,   points   out   that  the   Peck  Agency 


enjoys  the  distinction  of  being  the  sole  agency 
of  its  kind  in  New  York  City  which  operates 
a  Brooklyn  office  to  take  care  of  its  extensive 
clientele  there. 


Sell  Interest  in  Wurlitzer's 


Cincinnati,  O.,  May  7. — The  interests  of  How- 
ard E.  Wurlitzer,  former  president  of  the 
Rudolph  Wurlitzer  Co.,  and  his  family  have 
been  purchased  by  Rudolph  H.  Wurlitzer,  pres- 
ent president,  and  Farny  Wurlitzer,  younger 
brothers  of  Howard  E.  Wurlitzer. 


Walter  Donaldson,  composer,  Walter  Doug- 
las, executive,  and  Mose  Gumbel,  professional 
manager,  have  formed  the  firm  of  Donaldson, 
Douglas  &  Gumble,  Inc.,  with  offices  at  1595 
Broadway,  New  York  City,  and  will  start  opera- 
tions on  or  about  June  1. 


World's  Classified  Advertising 


Any  member  of  the  trade  may  forward  to  this  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on 
application. 


WANTED 
Manufacturer's  Representative 

On  commission  basis  in  key  cities,  such  as  Bos- 
ton, Chicago,  St.  Paul,  Denver  and  Pacific  Coast. 
Oriole  Phonograph  Co.,  Inc.,  414-424  East  Pratt 
St.,  Baltimore,  Md. 


SALES  MANAGER  with  thirty  years  cover- 
ing the  tropics  and  Latin  America  is  about  to 
open  up,  handling  exclusive  musical  merchan- 
dise, such  as  portable  phonographs,  records  and 
repairs,  etc.  Will  cover  Cuba  this  coming  sea- 
son, taking  orders  for  reliable  manufacturers 
in  the  U.  S.  on  a  commission  basis.  My  crew 
consists  of  five  wholesale  agents  expert  in 
Latin  American  canvassing.  Also  six  house-to- 
house  agents  covering  retail  trade.  Firms  in 
the  U.  S.  desiring  to  cover  this  new  field  in 
above  class  of  merchandise  get  in  touch  with 
the  manager  of  this  crew.  For  further  details 
address  Volney  L.  Held,  Bayate,  Oriente,  Cuba. 


RESPONSIBLE  salesman  calling  on  trade 
vicinity  of  Cincinnati,  interested  in  representing 
manufacturers.  P.  O.  Box  34,  Station  D,  Cin- 
cinnati, O. 


THOROUGHLY  experienced  radio  man  desires  position. 
Buying,  selling,  service-  department.  What  opening  have 
you?  Any  part  of  the  country.  Best  references.  Ad- 
dress reply  to  Box  No.  1642,  Talking  Machine  World, 
420  Lexington  Ave.,  New  York. 


POSITION  WANTED— Talking  Machine  and  Radio 
Buyer  and  Manager.  Have  had  18  years  successful  retail 
and  wholesale  experience — eight  years  in  present  position; — 
large  department  store.  Conversant  with  importance  turn- 
over— clean  stock — capable  taking  full  charge — know  how 
to  make  a  profit  in  nice  mark-up  and  willing  to  work  on 
salary  and  commission  with  a  bonus  of  net  profits.  Prefer 
locating  in  Ohio,  Illinois  or  Pacific  Coast.  Am  well 
known  in  trade  and  can  supply  references — Victor,  Bruns- 
wick, Columbia,  Sonora.  Apply  Box  No.  1643,  Talking 
Machine  World,  420  Lexington  Ave.,  New  York  City. 


AVAILABLE — Salesman  with  car — several  years'  phono- 
graph and  radio  experience — prefer  New  England — salary 
and  commission  basis — best  references.  Address  Box  No. 
1644,  Talking  Machine  World,  420  Lexington  Ave.,  New 
York. 


POSITION  WANTED — Expert  Phonograph  Repairman, 
20  years'  experience  on  all  makes  of  American  and  for- 
eign motors,  also  some  experience  in  selling  phonographs, 
radios.  Can  manage  the  entire  music  store.  Address 
Box  1645,  Talking  Machine  World,  420  Lexington  Ave., 
New  York. 


Wonderful  Bargain 

We  have  a  surplus  of  new  phonographs 
with  the  paper  cone  that  can  be  bought 
cheap  for  cash*  Reply  Box  No.  70,  Syracuse, 
New  York. 


TWO  LIVE  SALESMEN 

Exceptional  opportunity  for  two  live  salesmen 
who  have  established  radio  jobber  and  dealer 
following  to  connect  with  maker  of  high-grade, 
all-electric  radio  receiver  now  in  third  year  of 
successful  business.  Manufacturer  now  ready  for 
increased  representation.  Liberal  commission  with 
opportunity  of  general  or  sales  managership.  Con- 
fidential. Please  apply  by  letter  to  Box  1641, 
Talking  Machine  World,  420  Lexington  Ave.,  New 
York. 


Musical  Merchandise  Dealer  Must 
Know  the  Product  He  Features 

David  L.  Day,  President  of  the  Bacon  Banjo  Co.,  Presents  Some  Thoughts  on  Selling 
Small  Goods  That  Are  the  Result  of  Many  Years'  Experience 


IT  is  quite  necessary  that  the  dealer  today,  to 
sell  fine  goods,  is  able  to  talk  banjoistically. 
In  other  words  if  he  is  not  fully  acquainted 
with  the  details  and  fine  points  that  go  into  the 
latest  productions  of  the  best  makers,  how  is 
he  to  impress  these  on  his  customer  who,  if 
given  the  proper  presentation,  might  become  in- 
terested? We  know  by  the  many  sales  of  our 
latest  products,  the  B  &  D  Silver  Bell — silver, 
yold  and  gold  engraved  styles  of  banjos — which 
have  been  constantly  increasing  from  year  to 
year,  that  there  is  a  greater  future  for  dealers 
who  are  educated  in  the  higher  grade  lines. 
There  never  has  been  a  time  like  the  present 
when  such  beautiful  and  artistic  creations  in 
banjocraft  have  been  produced.  Music  is  mak- 
ing itself  a  necessity  in  many  of  the  present- 
day  activities  and  it  can  truthfully  be  said  that 
the  luxuries  of  yesterday  are  the  necessities  of 
the  present  time. 

The  present  standards  in  all  lines  have  ad- 
vanced rapidly  and  this  applies  to  the  banjo  as 
well  as  any  others.  Not  only  has  the  instru- 
ment advanced  in  its  regal  beauty  and  artistic 
construction,  but  also  in  a  most  important  way 
— in  its  tonal  quality. 

You  will  find  in  the  hands  of  almost  every 
leading  artist  today,  beautiful  gold  and  gold  en- 
graved banjos  with  necks  and  resonator  parts 
of  rare  woods.  The  fingerboards  and  pegheads, 
also  resonators,  in  varied  enameled  colors  of 
original  designs  are  an  additional  beauty  that 
makes  the  banjo  of  the  present  day  a  wonderful 
creation,  a  real  work  of  art.  With  the  present 
luxury  standards  in  all  lines,  there  has  been 
devised  a  sales  system  of  payments  so  that 
whatever  they  may  wish  to  buy  in  the  way  of 
luxury  or  pleasure  is  within  reach.  In  this  way 
many  of  the  higher-priced  instruments  are  sold. 
A  serious  mistake  can  be  easily  made  if  one 
does  not  investigate  thoroughly  or  does  not 
have  the  proper  information  as  to  the  quality 
of  the  particular  instrument  desired.  It  may 
be  found  that  outside  of  a  flashy  looking  instru- 
ment you  have  not  obtained  the  real  value  that 
you  had  in  mind. 

Those  who  have  given  a  lifetime  of  study  to 
the  advancement  of  the  banjo  fully  realize  their 
responsibility  in  keeping  up  its  prestige  and 
standing.  They  are  the  ones  who  can  talk 
and  produce  tone,  construction,  durability  and 
all  other  intricate  details  of  banjocraft  that  can 
only  be  learned  by  years  of  experience.  There 
is  no  question  about  the  future  of  the  banjo. 
Throughout  the  country  today  there  are  players 
from  12  to  IS  years  old  who  have  made  wonder- 
ful progress,  and  have  appeared  before  the  pub- 
lic in  concert  and  also  before  that  invisible 
audience  over  the  radio.  Banjo  clubs  are  being 
formed  and  drilled  by  competent  teachers  and 
directors  also  throughout  the  country,  and  one 
of  the  largest  clubs  of  125  is  giving  a  concert 
in  Schenectady  in  the  near  future.  At  the  pres- 
ent time  the  banjo  is  heard  in  stage  presenta- 
tion orchestras  in  the  larger  moving  picture 
houses.  Besides  all  these  activities,  the  banjo 
for  a  number  of  years  has  been  an  indispensable 
instrument  in  all  dance  orchestras.  Many  small 
clubs  are  formed  for  entertainment  with  the 
banjo  doing  its  share  of  the  work. 


In  the  Symphony  Concert  Orchestra  at  the 
opening  of  the  new  Stanley  Theatre  in  Pitts- 
burgh, a  short  time  ago,  there  were  included  in 
this    wonderful    organization,    two  celebrated 


banjo  artists.  One  of  the  larger  Broadway 
movie  houses  also  has  a  banjoist  as  a,  perma- 
nent member  of  the  orchestra  and  we  under- 
stand at  this  writing  that  the  large  symphony 
orchestra  at  Roxy's  has  taken  on  the  banjo, 
which  will  add  its  bit  of  tone  color  to  the  in- 
strumentation when  desired.  With  this  review 
of  the  many  opportunities  which  the  banjo  has 
won  through  its  merits,  there  is  no  question 
but  that  it  has  entered  the  threshold  of  a 
greater  future. 


Two  harmonica  contests  for  rural  schools 
were  held  at  Ringsted,  la.,  May  7  and  8. 


He  That  Works  Without  Tools 
Is  Twice  Tired 


SELLING  is  hard  work  at  the  best.    You  need  help 
if  you  are  to  do  a  successful  job. 

King  Instruments  do  a  manly  job  of  helping  out. 
Self-demonstrating  merit  is  built  into  every  horn.  You 
can  say  "here  it  is,  try  it,"  confident  that  your  prospect 
will  arrive  at  a  favorable  decision. 

And  we  don't  stop  at  building  a  good,  honest  in- 
strument. We  give  our  representatives  an  abundance 
of  selling  cooperation.  National  advertising  is  backed 
by  an  intelligent  dealer-help  service.  (Have  you  seen 
copies  of  the  King  Dealer  News  and  The  White  Way?) 

If  sales  aren't  coming  as  they  should,  perhaps  it  is 
the  merchandise,  and  not  yourself,  that  is  to  blame. 
We  will  welcome  a  chance  to  tell  you  how  King 
Instruments  will  lessen  sales  resistance. 


THE  H.  N.WHITE  CO.,  5215-99  Superior  Ave.,  Cleveland,  Ohio 
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B  &  D 

Silver  Bell" 

BANJO  ARTISTS 

MONTANA 

Cowboy  Banjoist 


ROY  SMECK 

Wizard   of   the  Strings 


FRANK  REINO 

Itanjoist,  Hen  Black's  Orchestra 
Paramount  Theatre,  N.  Y.  City 


STEVE  FRANGIPANE 

Banjoist,  Levitow's  Commodore 
Hotel  Grill  Orchestra 


SLEEPY  HALL 

With  His  Orchestra  at 
Castillian  Royal  Pelham  Parkway 


New   1027-2S   Illustrated  48  Page 
Combined  Catalog  and  Silver 
News — Free. 

THE  BACON  BANJO  CO.,  Inc. 

Groton,  Connecticut 


Hohner  Exhibit  at 

Supervisors'  Meet 

Hohner  Harmonica  Literature  Shown  at 
Annual  Music  Supervisors'  Conference 
in  Chicago — Development  Explained 

M.  Hohner,  Inc.,  New  York  City,  maker  of 
the  Hohner  harmonica,  exhibited  at  the  recent 
Music  Supervisors'  National  Conference  at  Chi- 
cago. Several  thousand  supervisors  attended 
the  biennial  conference  at  the  Hotel  Stevens 
and  it  is  reported  over  3,000  people  passed 
through  the  doors  of  the  Hohner  exhibit  rooms 
during  the  week.  Of  this  number  400  super- 
visors left  their  names  and  addresses  for 
further  material  to  be  sent  to  them. 

Sidney  Winfield,  sales  representative  of  M. 
Hohner,  Inc.,  and  Charles  Hohmann  were  in 
charge  of  the  exhibit,  and  explained  to  the 
many  interested  listeners  the  Hohner  program 
of  harmonica  development  work.  The  exhibit 
displayed  Hohner  literature,  window  and 
counter  displays,  including  a  piano  and  Victor 
Orthophonic  talking  machine  for  demonstration 
purposes.  James  Hartley  and  James  McClain, 
Hohner  field  agents,  were  also  on  hand  for  the 
various  demonstrations.  More  than  1,700  diners 
at  the  banquet  were  presented  with  a  souvenir — 
Little  Lady  Harmonicas — as  a  memento  of  the 
occasion. 

Many  Band  Contests 
Featured  This  Year 

Wide  Interest  in  National  School  Band 
Contest  Indicated  by  Increase  in  the 
Number  of  State  Contests  to  Be  Held 


The  number  of  States  in  which  school 
band  contests  will  be  held  prior  to  the 
National  School  Band  Contest  to  be  held  at 
Joliet,  111,  on  May  24  to  26,  shows  a  remark- 
able increase  over  last  year.  The  National 
Bureau  for  the  Advancement  of  Music  re- 
cently announced  that  band  contests  have  been 
scheduled  in  thirty-four  contest  units,  compris- 


ing individual  states,  sections  of  states  and 
groups  of  states.  In  1927  twenty-two  units 
held  these  band  contests.  The  newcomers  this 
year  are:  Florida,  Maine,  Mississippi,  Missouri, 
New  Jersey,  New  Mexico,  New  York,  Oregon, 
Utah,  Eastern  and  Western  Washington  and 
probably  West  Virginia. 

An  indication  of  the  wholehearted  manner  in 
which  the  new  entrants  have  joined  the  move- 
ment is  provided  by  the  number  of  entries  thus 
far  listed  for  their  respective  contests.  They 
are:  Maine,  twelve  bands  and  twelve  orchestras; 
Mississippi,  six  bands;  Missouri,  eight  bands; 
ten  orchestras;  New  Jersey,  twenty-one  bands, 
eight  orchestras;  New  Mexico,  six  bands,  six 
orchestras;  New  York,  fifteen  bands;  Oregon, 
ten  bands;  Utah,  nineteen  bands;  Washington, 
twelve  bands.  The  total  for  Washington  is  for 
the  two  sections:  eastern  Washington,  seven, 
and  western  Washington,  five. 

As  the  time  for  the  National  contest  in  Joliet, 
111.,  approaches,  arrangements  are  rapidly  being 
completed.  The  Bureau  for  the  Advancement 
of  Music  is  co-operating  with  the  Committee 
on  Instrumental  Affairs  of  the  Music  Super- 
visors National  Conference  in  promoting  both 
the  state  and  national  contests,  and  the  advices 
received  from  the  various  communities  indicate 
that  the  interest  in  the  contests  is  greater  than 
ever,  arguing  for  the  national  tournament  a 
participation  that  will  be  larger  and  more  repre- 
sentative than  in  any  year  since  the  first  na- 
tional meeting  was  held. 

For  the  most  part  the  competitions  for  the 
state  trophy  offered  by  the  National  Bureau  to 
the  winning  band  will  be  held  under  the  aus- 
pices of  the  public  education  departments  or 
state  universities,  and  in  many  cases  the  school 
band  contests  will  form  a  feature  of  the  an- 
nual music  festivals  in  the  respective  states. 

King  Saxophone 

Prices  Are  Revised 

Cleveland,  O.,  May  3. — The  H.  N.  White  Co., 
manufacturer  of  King  band  instruments,  re- 
cently revised  prices  on  all  King  soprano 
saxophones  in  order  that  King  dealers  might 
meet  competitive  prices  without  any  lowering 


of   King  quality.     The   revised  prices,  which 

went  into  effect  on  April  15,  are  as  follows: 

Model  No.  Fin.  I  Fin.  II  Fin.  Ill  Fin.  IV  Ar.  Sp.  De  Luxe 
Bb  Saxello 

1000  $90.00  $120.00  $135.00  $165.00  $190.00  $320.00 

94.50    126.00    141.75    173.25    199.50  336.00 

C  Soprano 

1001  90.00    120.00    135.00    165.00    190.00    320  00 
94.50    126.00    141.75    173.25    199.50  336.00 

Bb  Straight 

1002  90.00    120.00    135.00    165.00    190.00  320.00 
94.50    126.00    141.75    173.25    199.50  336.00 

Bb  Curved 

1003  90.00    120.00    135.00    165.00    190.00  320.00 
94.50    126.00    141.75    173.25    199.50  336.00 

Gummed  slips  containing  the  above  informa- 
tion have  been  sent  to  all  King  dealers  for 
inclusion  in  pocket  catalogs  and  saxophone 
folders. 

New  Hohner  Booklet 
on  the  Harmonica 

Entitled  "The  Harmonica  as  an  Impor- 
tant Factor  in  Modern  Education  of 
Girls  and  Boys" 

M.  Hohner,  Inc.,  New  York  City,  has  just 
published  a  very  interesting  twenty-eight-page 
booklet  entitled  "The  Harmonica  as  an  Impor- 
tant Factor  in  the  Modern  Education  of  Girls 
and  Boys."  The  purposes  of  this  brochure  are 
stated  as  follows:  First,  to  make  clear  the  note- 
worthy position  which  the  harmonica  has 
achieved  in  the  modern  educational  and  recrea- 
tional world.  Secondly,  to  indicate  specific 
ways  and  means  by  which  the  advantage  of  the 
harmonica  can  be  utilized  in  group  activities, 
in  the  formation  of  harmonica  orchestras  and 
in  the  development  of  harmonica  contests. 

On  succeeding  pages  the  following  subjects 
are  presented:  Outstanding  Social  and  Educa- 
tional Values  of  the  Harmonica;  Character 
Building  Through  Harmonica  Group  Instruc- 
tion; Practical  Helps  for  Individual  and  Group 
Instruction  on  the  Harmonica;  The  Philadel- 
phia Harmonica  Orchestra  as  a  Conspicuous 
Example;  Reports  on  Harmonica  Activities  in 
Educational  Institutions;  Harmonica  Contests 
as  a  School  and  Community  Asset;  Bibliography 
of  Harmonica  Publications,  and  The  Value  of 
the  Harmonica  as  Expressed  by  Leaders  of  the 
Nation's  Thought. 


Ralph  Eliazer,  formerly  proprietor  of  the 
Modern  Music  Store,  San  Francisco,  Cal.,  has 
opened  a  new  music  establishment  on  the  site 
occupied  by  the  Lubbe  Music  Co.  on  Market 
street. 
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Berlin  to  Publish  Sousa  Marches 
in  Banjo,  Guitar,  etc.,  Arrangements 

Secures  Excusive  Publication  Rights  of  Sousa  Marches  Controlled  by  John  Church 
Co.  for  Tenor  Banjo,  Mandolin,  Guitar  and  Saxophone  as  Solos 


A  transaction  has  just  been  closed  between 
the  Irving-  Berlin  Standard  Music  Corp.  and 
the  John  Church  Co.  whereby  the  Berlin  organ- 
ization has  taken  over  the  exclusive  publishing 
rights  of  the  famous  John  Philip  Sousa  marches 


will  make  these  series  a  very  valuable  asset 
which  will  be  benefited  mutually  by  the  two 
organizations. 

Amongst  the  marches  included  in  the  deal 
are  "Stars  and  Stripes,"  "El  Capitan,"  "Man- 
hattan Beach,"  "Free  Lance  March,"  "Invisible 
Eagle,"  "King  Cotton,"  "Bride  Elect"  and  many 
others  of  equal  prominence.  These  marches 
will  be  arranged  by  Roy  Smeck  and  Ralph 
Colicchio,  two  of  America's  foremost  artist 
composers  for  fretted  instruments. 

Harry  Engel,  acting  for  the  Irving  Berlin 
Standard  Music  Corp.,  has  already  formulated 
a  publicity  campaign  whereby  these  famous 
marches,  arranged  in  these  forms,  will  be 
brought  to  the  attention  of  every  teacher  of 
these  instruments  as  well  as  the  trade  in  gen- 
eral. A  most  elaborate  advertising  campaign 
will  be  under  way  shortly  and  will  cover  every 
branch  of  the  consumer.  The  consensus  of 
opinion  is  that  these  famous  marches  are  most 


adaptable  for  fretted  instruments  as  well  as 
saxophone,  and  should  enjoy  a  very  substantial 
sale.  The  entire  series  will  be  gotten  out  as 
individual  solos.  They  will  also  be  published 
for  saxophone  in  solo,  duet,  quartet,  quintet, 
sextet  and  octet  form.  Work  on  arranging 
these  marches  has  already  been  started  and 
their  releases  will  be  announced  shortly. 

The  Irving  Berlin  Standard  Music  Corp., 
while  only  inaugurated  about  one  year,  has  de- 
veloped one  of  the  finest  catalogs  of  standard 
music  in  the  industry.  Its  Motion  Picture 
Library  alone  consists  of  over  200  individual 
compositions  by  America's  foremost  composers 
who  are  under  exclusive  contract,  such  as 
Maurice  Baron,  Leo  A.  Kempinski,  Joseph  Pas- 
ternack,  Gerard  Carbonara  and  H.  Maurice 
Jacquet,  etc.  Among  the  other  valuable  com- 
positions published  by  the  Irving  Berlin  Stand- 
ard Music  Corp.,  that  are  enjoying  a  very  sub- 
stantial sale,  are  the  series  of  twelve  Piano 
Recreations  in  folio  form,  also  a  collection  of 
Screen  Dramatics  published  in  loose-leaf  form 
as  well  as  Theatre  Organ  Series  for  motion 
picture  use.  Arrangements  are  now  under  way 
whereby  other  copyrights  of  other  publishers 
will  be  contracted  over,  for  arrangements  of  a 
similar  nature  which  will  give  the  Irving  Berlin 
Standard  Music  Corp.  one  of  the  finest  editions 
of  modern  solos  for  the  fretted  instruments. 


John  Philip  Sousa 

controlled  by  the  John  Church  Co.  for  publi- 
cation for  tenor  banjo  with  piano  accompani- 
ment, mandolin,  guitar  and  saxophone  with 
piano  accompaniment.  This  is  one  of  the  most 
important  transactions  in  recent  years  whereby 
one  publisher  has  been  successful  in  taking  over 
one  of  the  most  valuable  catalogs  in  the  in- 
dustry. This  is  the  first  time  in  the  history 
of  the  John  Church  Co.'s  business  that  they 
have  permitted  any  of  tli'eir  valuable  copyrights 
to  be  published  by  another  concern. 

Mr.  Coghill,  acting  for  the  John  Church  Co., 
became  interested  in  effecting  this  agreement 
because  of  the  remarkable  headway  the  Irving 
Berlin  Standard  Music  Corp.  has  made  in  the 
publishing-  of  solos  for  these  various  instru- 
ments. The  popularity  of  all  the  John  Philip 
Sousa  marches,  coupled  with  the  fact  that  the 
tenor  banjo,  guitar,  mandolin  and  saxophone  are 
amongst  the   most   popular  instruments  used, 


Sam  Fox  Takes  Over 
the  Pallma  Catalog 

The  Sam  Fox  Publishing  Co.,  Cleveland  and 
New  York  City,  announces  that  it  has  closed 
negotiations  whereby  it  has  taken  over  the 
catalog  of  Pallma,  Inc.,  of  Chicago.  It  was 
originally  arranged  that  the  Fox  organization 
would  purchase  the  two  outstanding  songs  in 
the  Pallma  catalog  for  which  it  was  ready  to 
pay  $10,000.00.  A  later  deal  was  completed, 
however,  whereby  all  the  Pallma  publications 
were  transferred  together  with  the  Pallma 
business  to  the  Fox  organization. 

The  two  outstanding  songs  involved  in  this 
sale  are  "When  Twilight  Comes"  and  "Just  for 
Today,"  both  of  which  were  originally  intro- 
duced by  John  McCormack,  and  later,  were 
taken  up  by  many  other  noted  concert  and 
popular  artists.  Other  important  songs  in- 
cluded in  the  Pallma  catalog,  which  will  now 
carry  the  Fox  imprint,  include  "Dawn,"  "Land 
of  Drowsy  Waters,"  "Lost  in  London  Town," 
"The  Gift  Supreme,"  "Valse  Primrose"  and  the 
sacred  song,  "He  Went  Forth  Rejoicing." 

With  the  above  announcement  the  Fox 
organization  plans  a  widespread  and  energetic 


campaign  to  add  further  importance  to  "When 
Twilight  Comes"  and  "Just  for  Today,"  and 
other  selected  numbers  in  this  collection 
through  the  medium  of  the  concert  field  and 
other  channels.  These  plans  will  not  lessen  the 
activities  of  the  Fox  organization  on  its  pres- 
ent catalog,  the  whole  organization  being  en- 
larged to  care  for  the  added  activities. 

The  new  Chicago  office  of  the  Sam  Fox  Pub- 
lishing Co.  is  located  at  64  East  Jackson  boule- 
vard, and  Leonard  Greenberger,  of  the  Cleve- 
land Sam  Fox  organization,  has  been  appointed 
manager  there.  Stanley  Warner,  who  has  been 
associated  with  the  Chicago  office  in  the  past, 
will  continue  in  his  former  work. 


New  Feist  Numbers 


Leo  Feist,  Inc.,  New  York  City,  recently  an- 
nounced three  new  publications,  which  until 
May  31  are  listed  as  Class  "A,"  or  20  cents 
a  copy.  They  are:  "Dixie  Dawn,"  fox-trot 
song  by  Jo'  Trent  and  Peter  De  Rose;  "Say 
'Yes'  To-day,"  by  Walter  Donaldson,  and  "Last 
Night  I  Dreamed  You  Kissed  Me,"  ballad  by 
Gus  Kahn  and  Carmen  Lombardo.  On  and 
after  June  1  these  songs  will  be  listed  as 
Class  "B,"  or  22  cents  a  copy. 


FIVE  RECORD  RECORD  RREAKERS 
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Sam  Fox  Publishes 
Film's  Theme  Songs 

"Rosemary"  and  "Little  Irish  Rose"  Are, 
Themes  of  "Abie's  Irish  Rose,"  Pub- 
lished by  Sam  Fox  Publishing  Co. — 

As  a  general  thing  there  is  one  theme  song 
published  from  the  specially  composed  scores 
for  the  feature  motion  pictures.  "Abie's  Irish 
Rose,"  which  opened  at  the  Forty-fourth  Street 
Theatre,  New  York  City,  the  latter  part  of  last 
month,  has  the  unusual  in  that  the  two  impor- 
ant  themes  "Rosemary"  and  "Little  Irish 
Rose"  have  been  issued  in  sheet  music  form 
by  the  Sam  Fox  Publishing  Co.,  Cleveland  and 
New  York  City.  The  music  for  the  score  of  the 
film  is  written  by  J.  S.  Zamecnik,  and  the  lyrics 
are  by  Anne  Nichols.  Both  songs  are  appeal- 
ing waltzes  and  have  already  made  an  impres- 
sion on  both  dealers  and  the  public.  They  will 
shortly  be  released  on  records. 


TRIANGLE  HITS 

"Joe  Davis"  Publications 

RECORDS  —  ROLLS 
SHEET  MUSIC  and 
ORCHESTRATIONS 

ALL  DAY  LONG 

YOU'D  RATHER  FORGET 
THAN  FORGIVE 

MY  BLUE  RIDGE  MOUNTAIN 
HOME 

I  AIN'T  GOT  NOBODY 

(and  Nobody  Cares  for  Me) 

SHOULD  I  BE  SORRY? 

RED 

HEAD 

A  GOOD  MAN  IS  HARD 
FIND 

TO 

RIGHT  OR  WRONG 

IN  MY  SWEETHEART'S  ARMS 

WHEN  THE  SUN  GOES  DOWN 
AGAIN 

LITTLE  MARION  PARKER 

FIDGETS 

SERENATA 

NOW  I  WON'T  BE  BLUE 

MY  BLUE  RIDGE  MOUNTAIN 
QUEEN 

MY  CAROLINA  HOME 

TALKIN'  'BOUT  HOME 

SHA^E  IT  DOWN 

FIREWORKS 
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Complete  Score  for 
New  White  "Scandals" 

  I 

Announcement  has  been  made  that  Buddy 
De  Sylva,  Lew  Brown  and  Ray  Henderson 
have  completed  the  score  of  the  new  George 
White  "Scandals,"  which  will  open  some  time 
in  June.  In  addition  to  preparing  the  musical 
score,  the  firm,  of  which  the  above-mentioned 
writers  are  the  name  members,  will  publish  the 
music  of  .  the  show. 

The  musical  numbers  in  the  new  "Scandals" 
will  be  eagerly  awaited,  for  in  last  year's  produc- 
tion, written  by  the  same  trio,  such  sensational 
hits  as  "Black  Bottom,"  "The  Birth  of  the 
Blues,"  "Lucky  Day"  and  "The  Girl  Is  You 
and  the  Boy  Is  Me"  were  given  to  the  world. 
This  year  De  Sylva,  Brown  &  Henderson  scored 
heavily  with  the  score  of  "Good  News,"  which 
has  for  its  "hit"  numbers  the  favorite  "Varsity 
Drag,"  "Lucky  in  Love,"  "Good  News"  and 
"The  Best  Things  in  Life  Are  Free." 

Add  New  Numbers 
to  Berlin  Catalog 

Irving  Berlin,  Inc.,  New  York  City,  has  re- 
leased a  new  song  by  Gene  Austin,  entitled 
"Old  Pals  Are  the  Best  Pals  After  All."  The 
firm  contemplates  a  big  campaign  on  this  song 
with  the  profession,  orchestras,  radio,  etc.  It 
will  be  one  of  the  outstanding  feature  songs  in 
the  catalog. 

They  also  announce  a  big  feature  song  for 
this  Summer,  entitled  "Get  Out  and  Get  Under 
the  Moon."  This  will  be  exploited  in  a  very 
big  way.  It  shows  every  indication  of  becoming 
one  of  the  outstanding  hits.  The  firm  enjoys 
one  of  the  strongest  selling  catalogs  in  years. 
At  present  they  have  six  outstanding  song  hits 
that  are  enjoying  a  very  large  sale  throughout 
the  country,  namely:  "Mary  Ann,"  "Back  in 
Your  Own  Backyard,"  "Sunshine,"  "I  Can't 
Do  Without  You,"  "Beloved"  and  "Moth  of 
Mine,  I  Still  Have  You." 

Shapiro,  Bernstein 
Add  New  Numbers 

Shapiro,  Bernstein  &  Co.,  New  York  City, 
report  that  business  is  most  satisfactory  with 
the  firm's  "ace"  numbers  continuing  in  good 
demand.  The  present  catalog  is  a  well-rounded 
one  with  the  new  Chicago  number  "Sweet  Sue, 
Just  You"  and  Jimmy  Hanley's  new  ballad 
"In  the  Evening"  taking  their  places  with  the 
proved  favorites:  "After  My  Laughter  Came 
Tears"  and  "Way  Down  South  in  Heaven."  An 
intensive  campaign  of  exploitation  is  being  put 
behind  these  numbers. 


"Dreaming  Away"  in  Favor 

S.  A.  Matter,  New  York  City,  publisher  of  the 
waltz  ballad,  "Dreaming  Away"  (To  Find  a 
Way),  reports  that  this  number  is  forging  ahead 
and  is  showing  a  most  satisfactory  progress. 
Harry  Cooper,  well-known  artist,  was  recently 
placed  in  charge  of  local  sales  exploitation  and 
under  his  able  direction  sales  are  expected  to 
increase.  Mr.  Cooper  will  shortly  record  the 
number  for  the  Gennett  catalog. 

"Dreaming  Away"  has  also  found  favor  with 
radio  entertainers  and  is  being  played  regularly 
by  outstanding  radio  favorites,  including  the 
Perfection  Boys  and  the  Marionettes. 


Spencer  Williams,  writer  of  the  famous  "I 
Ain't  Got  Nobody  and  Nobody  Cares  for  Me," 
has  just  placed  with  the  Triangle  Music  Co. 
two  new  songs  entitled  "Talkin'  'Bout  Home" 
and  "Shake  It  Down,"  also  a  great  hot  dance 
tunc  entitled  "Fireworks." 


"Ramona"  Featured  in 
Lyon  &  Healy  Display 

Chicago,  III.,  May  7. — One  of  the  most  attrac- 
tive window  displays  devoted  to  a  single  song 
ever  seen  in  this  city  was  that  featuring 
"Ramona,"  which  appeared  in  the  Wabash  avc- 


Lyon  &  Healy  "Ramona"  Window 


nue  lobby  of  Lyon  &  Healy's  last  month  during 
the  annual  convention  of  Music  Supervisors. 

Simplicity  is  the  keynote  of  the  display.  A 
cut-out  occupies  the  center  position  with  a 
dozen  title  pages  of  the  selection  grouped  at- 
tractively about  the  window.  Dark  drapes  in 
the  rear  helped  accentuate  the  display  material. 
Credit  for  this  display  is  accorded  Robert  Stan- 
ton, of  the  sheet  music  department  of  Lyon  & 
Healy,  and  J.  A.  Rasely,  of  the  display  depart- 
ment of  the  same  firm.  Sales  of  "Ramona" 
reached  a  record-breaking  .total. 


New  Feist  Chicago  Offices 

The  Chicago  headquarters  of  Leo  Feist,  Inc., 
are  now  located  at  75  West  Randolph  street, 
which  is  the  same  location  as  Lindy's  restau- 
rant, the  popular  rendezvous  for  performers  and 
orchestra  leaders  in  Chicago.  The  new  offices 
occupy  the  entire  second  floor  over  the  restau- 
rant. 

|H  HOT  TUNES  MB 

FOR  THE 

I  MODERN  DANCE  i 
I    ORCHESTRA  I 

By  Leading;  Writers  and  Arrangers 

Retail  Price,  50c  Each 

DEEP  HOLLOW 

By  Micky  Guy  and  Ken  Macomber 
Plenty  Hot.    Featured  Everywhere. 

THE  JUNKMAN'S  DREAM 

By   Harry  Ford 
(Harmony  Records) 

BAY  STATE  STOMP 

By  Julian  Webster 

MEMPHIS  SPRAWLER 

By  Joe  Tarto 
(Columbia  Records) 

STRUTTIN'  JERRY 

By  Harry  Ford 
(Harmony,  Banner  Records,  Etc.) 

HANGOVER 

By  Red  Nichols  and  Miff  Mole 
(Perfect  Records) 

WOP  STOMP 

By  Pete  Gentile  and  Geo.  Crozier 

STOMPIN'  FOOL 

By  Harry  Ford  Mf 
("Red"  Nichols  Harmony  Record, 
Cameo,  Etc.) 

RUSSIAN  STOMP 

By  Mannie  Klein 

NERVOUS  CHARLIE  STOMP 

By  Red  Nichols 
(Pathe,  Banner  Harmony,  Etc.) 

INDIANA  MUD 

By  Harry  Ford 
(Cameo,  Gennett,  Harmony,  Etc.) 

H     Order  from  Your  Jobber  or  Direct  from 

AlSred  <&  Company 

Music  Publishers 

1658  Broadway,  New  York  I 

Send   for    Complete   Catalog   of  Instrumental 
Music,  Solos,  Etc. 
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Shapiro,  Bernstein  Numbers  Pay 
Tribute  to  German-Irish  Flyers 

"They  Landed  Over  Here  From  Over  There"  and  "Well!  the  Irish  and  the  Germans 
Got  Together"  Honoring  Flyers  Proved  Big  Sellers  on  Music,  Records  and  Rolls 


It  is  a  little  late  to  tell  of  the  wondrous 
welcome  which  was  accorded  the  German-Irish 
trans-Atlantic    flyers    for    the    newspapers  for 


gether"  have  sold  in  a  most  satisfactory  manner 
and  with  practically  a  100  per  cent  "break"  on 
mechanicals  the  sales  from  these  songs  have 


German-Irish  Flyers  and 

weeks  have  carried  pages  upon  pages  telling  of 
the  stirring  tribute  paid  them.  Prior  to  the 
city's  welcome,  however,  tribute  was  paid  in 
the  form  of  songs  in  their  honor,  and  these 
marks  of  honor  are  still  doing  yoeman  duty  in 
extolling  the  bravery  of  the  flyers  in  sheet  music 
form,  on  talking  machine  records  and  player- 
piano  rolls. 

Shapiro,  Bernstein  &  Co.,  Inc.,  New  York 
City,  report  that  the  sale  of  their  two  numbers, 
"They  Landed  Over  Here  From  Over  There" 
and  "Well!  the  Irish  and  the  Germans  Got  To- 


Their  Plane  "Bremen" 

added  materially  to  the  total  volume  of  busi- 
ness for  the  month. 

"They  Landed  Over  Here  From  Over  There" 
was  written  by  Tom  Kennedy  and  J.  O.'  Dono- 
van, both  of  the  United  Booking  Offices,  and 
"Well!  the  Irish  and  the  Germans  Got  To- 
gether" is  the  work  of  Fred  Turk  and  Fred  E. 
Ahlert. 

The  title  pages  of  both  songs  carried  pictures 
of  Baron  E.  G.  Von  Huenefeld,  Captain  Her- 
mann Koehl  and  Colonel  James  Fitzmauricc 
with  a  photograph  of  the  Bremen. 


Big  Campaign  on 
"My  Angel"  Planned 

De  Sylva,  Brown  &  Henderson,  Inc.,  New 
York  City,  recently  acquired  what  promises  to 
be  a  tremendous  hit  in  "My  Angel"  (Angela 
Mia)  the  latest  composition  by  Erno  Rapee 
and  Lew  Pollack,  writers  of  two  of  the  out- 
standing hits  of  the  past  season  "Charmaine" 
and  "Diane."  The  song  is  written  in  four-four 
tempo  with  a  construction  that  lends  itself  both 
to  smooth  fox-trot  rendition  and  tango.  The 
dance  orchestration  promises  to  be  a  revelation 
in  harmonica  manipulation. 

"My  Angel"  is  the  theme  song  of  the  Fox 
super-feature  film,  "Street  Angel,"  now  showing 
on  Broadway  and  starring  Janet  Gaynor  and 
Charles  Farrell.  De  Sylva,  Brown  &  Hender- 
son, Inc.,  are  planning  a  big  campaign  for  the 
song  in  connection  with  the  film  tie-up,  and 
from  all  indications  the  song  should  prove  one 
of  the  best  sellers  in  short  order. 


ing  the  recent  comedy  hit,  "Ice  Cream."  The 
Skidmore  Music  Co.  has  had  unusual  success 
with  comedy  numbers,  being  the  original  copy- 
right owner  of  "Yes,  We  Have  No  Bananas" 
and  "Last  Night  on  the  Back  Porch." 


Skidmore  Music  Co. 
Has  New  Comedy  Song 

The  Skidmore  Music  Co.,  New  York  City, 
of  which  Shapiro,  Bernstein  &  Co.,  are  the  sole 
selling  agents,  recently  published  a  new  college 
comedy  song:  "She's  the  Sweetest  of  Six  Other 
Guys,"  by  Howard  Johnson  and  Robert  King, 
writers  of  a  great  number  of  successes,  includ- 


J.  W.  Green  One  of 
"Coquette"  Authors 

It  has  been  called  to  the  attention  of  Leo 
Feist,  Inc.,  New  York  City,  that  several  of  the 
records  of  "Coquette"  now  on  the  market  give 
credit  for  the  authorship  of  the  song  to  Gus 
Kalin  and  Guy  Lombardo.  In  addition  to  Mr. 
Kahn  and  Mr.  Lombardo,  John  W.  Green  is 
one  of  the  writers  of  this  song,  and  the  omis- 
sion of  his  name  from  the  phonograph  record 
labels  was  due  to  the  fact  that  on  the  advance 
manuscript  copies  released  by  the  Feist  organ- 
ization his  name  was  inadvertently  left  off  by 
the  music  engravers.  It  is  the  desire  of  the 
publisher  that  Mr.  Green  be  given  full  credit 
for  his  participation  in  the  writing  of  "Coquette" 
and  future  pressings  of  the  record  labels  will 
bear  his  name. 


Records  Triangle  Number 


A  new  song  has  just  been  published  bj 
Triangle  Music  Co.,  New  York  City,  entitled 
"The  Death  of  Floyd  Bennett,"  written  b> 
Carson  J.  Robison.  The  number  has  been  re- 
corded for  a  number  of  record  companies  b> 
Vernon  Dalhart. 


the 


A  New  Hit  By  The  Writer  Of 

*  MY  BLUE  HEAVEN " 

There  Must 
Be 


NEW/  DIFFERENT/  A  REAL 
NOVELTY  FOX  TROT/ 
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M  OHIO  HOME." 

THERE  MUST  BE 


•II 


A  SILVER,  LINING 
'RAMON  A" 
*A  SHADY  TREE.* 
BABY  YOUR  MOTHER. 
CHANGES" 


IF  I  CANT  HAVE  YOU 


FELL 


HEAD  OVER  HEELS 


IN  " 
LOVE 


KISS  and  MAKE  UP 
(V)Y  BLUE  HEAVEN" 


7  * 


THAT  /MELODY  of  LOVE' 


THE  SUNRISE' 
ftW%5^0Y%a-(V)ARY? 
WHAT'LL  YOU  DO?  : 

"IHEN  YOU'RE  WITH 


SOMEBODY  ELSE 


coquette" 
Indian  cradle  song 
Vale  blues" 

WHEN  VOU  PLAVED  . 
THE  ORGAN 

'dolor.es* 

♦THERE  OUGHT  TO  BE 
1  A  LAW  AGAINST  THAT/ ' 

THAT'S  MY  MAMMY' 
"WAITIN'FOR  KATY* 


Fred  K.  Steele,  Inc. 
Announces  New  Song 

Fred  K.  Steele,  Inc.,  New  York  City,  recently 
placed  on  the  market  a  new  song  entitled  "I 
Can't  Believe  It's  True,"  which  is  meeting  an 
exceptionally  satisfactory  demand.  This  num- 
ber has  been  featured  over  the  air  for  some 
time  by  Billy  Day,  radio  star,  and  the  requests 
for  the  sheet  music  for  the  song  from  cities 
all  over  the  country  led  the  publisher  to  print 
the  selection  before  he  had  intended  to.  This 
demand  has  given  Mr.  Steele  the  greatest  con- 
fidence in  the  song  and  he  states  that  orders 
from  dealers  have  exceeded  his  expectations. 

Another  number  in  the  Steele  catalog  which 
has  shown  great  strength  is  "Blue  Idol,"  the 
work  of  Jane  Fraser  Fish,  who,  although  a 
newcomer  to  the  popular  field,  has  won  a  wide 
reputation  as  a  composer  of  several  operettas. 
Practically  all  the  mechanical  companies  have 
made  arrangements  to  include  this  song  in  their 
catalogs. 


De  S.  B.  &  H.  Secure 
' '  Constantinople 


De  Sylva,  Brown  &  Henderson,  Inc.,  New 
York  City,  has  secured  the  American  publish- 
ing and  selling  rights  for  a  novelty  song, 
"Constantinople,"  which  is  at  present  a  sensa- 
tion in  London  and  all  over  England. 

The  Lawrence  Wright  Music  Co.,  London, 
is  the  original  publisher  of  the  song.  Lawrence 
Wright,  it  will  be  remembered,  composed  the 
music  for  the  sensational  "Among  My  Sou- 
venirs." 

Robert  Crawford,  president  of  De  Sylva, 
Brown  &  Henderson,  Inc.,  paid  the  Wright 
Co.  one  of  the  biggest  advances  ever  paid  in 
a  transaction  of  this  nature  for  the  rights  for 
"Constantinople."  Although  the  exact  amount 
is  a  secret,  Mr.  Crawford  has  announced  that 
it  exceeds  the  amount  paid  for  "Among  My 
Souvenirs." 

"Constantinople,"  coming,  as  it  does,  on  the 
heels  of  novelty  fads  in  this  country,  should 
prove  a  decided  success,  and  the  publishers 
defy  anyone  to  spell  the  word  correctly  in  strict 
rhythm  with  the  melody  the  first  time. 


Robbins  Publishing 
Book  by  Ferde  Grof  e 

The  Robbins  Music  Corp.,  New  York  City, 
announces  the  publication  of  a  book  entitled 
"Ferde  Grofe's  Modern  American  School  of 
Music,"  which  will  undoubtedly  prove  a  wide 
market. 

Mr.  Grofe  is  acknowledged  to  be  a  leader 
in  his  field  of  endeavor.  His  latest  woik, 
"Metropolis,"  an  American  fantasy  in  blue,  has 
been  the  subject  of  great  praise,  and  on  April 
25,  one  hour  after  midnight,  Paul  Whiteman 
and  His  Orchestra  featured  the  composition 
over  the  radio  in  a  coast-to-coast  hook-up. 

The  famous  "Rhapsody  in  Blue,"  by  George 
Gershwin,  is  wholly  a  Grofe  arrangement,  as 
are  practically  all  of  Paul  Whiteman's  Victor 
recordings.  Mr.  Grofe's  activities  are  not  con- 
fined to  orchestral  arrangements  of  other's 
works,  however,  as  he  enjoys  a  reputation  as  a 
composer,  having  written  "Mississippi  Suite," 
"Three  Shades  of  Blue"  and  the  more  recent 
"Musette." 

Mr.  Grofe's  book  on  arranging  is  designed 
for  the  widest  appeal,  both  to  amateurs  and 
professionals.  It  is  replete  with  considerable 
practical  advice  and  contains  many  interesting 
anecdotes. 


"N'  You,"  the  popular  waltz,  issued  by  the 
Marks  Music  Co.,  is  proving  a  big  seller. 


TOGETHER  (New) 


SONGS 

THAT  HIT  THE  MARK! 


LILA  (New) 


AMONG  MY  SOUVENIRS 


SORRY  FOR  ME  (New) 


WITHOUT  YOU  SWEETHEART 


TIN  PAN  PARADE 


MY  ANGEL  (New) 


CHURCH  BELLS  ARE  RINGING  FOR  MARY 
THERE  AIN'T  NO  SWEET  MAN 

WORTH  THE  SALT  OF  MY  TEARS 


FORGETTING  YOU  (New) 


C-O-N-S-T-A-N-T-I-N-O-P-L-E  (New)  

I'M  RIDING  TO  GLORY  

F'RINSTANCE  (New)  

WAS  LAST  NIGHT  THE  LAST  NIGHT  WITH 
YOU  

Sons  Hits  from  the  Collegiate  Musical 
Comedy 

 "GOOD  NEWS"  

GOOD  NEWS— THE  VARSITY  DRAG  

LUCKY  IN  LOVE— BEST  THINGS  IN  LIFE 

Big  Sellers  in  Folios 

EACH  CONTAINING  "AMONG  MY 
SOUVENIRS" 

SUPREME  DANCE  FOLIO   (New)  ~ 

SAXOPHOLIO  (No.  2)  

TENOR  BANJO  FOLIO  (3rd  Edition) 

(Each  containing  fifteen  great  songs) 


cTI\usic  Publishers 
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Smalle-Robertson  a 
Busy  Harmony  Team 

One  of  the  most  important  factors  in  exploit- 
ing a  popular  song  is  to  have  the  selection 
included  in  the  routine  of  an  artist  or  artists 


Ed  Smalle  and  Dick  Robertson 

who  are  constantly  before  the  public  and  who 
through  their  work  have  built  up  a  personal 
following.  For  this  reason  Ed  Smalle  and 
Dick  Robertson  are'  constantly  sought  after 
to  introduce  and  exploit  new  songs,  for  this 
team  is  one  of  the  busiest  of  the  present  day. 

Smalle  and  Robertson  record  for  Victor, 
Columbia  and  Brunswick,  and,  in  addition,  are 
regular  features  over  station  WEAFandWJZ. 
They  are  a  great  harmony  team,  and,  in  addi- 
tion, are  well  known  for  unique  arrangements. 
This  team  was  selected  as  one  of  those  par- 
ticipating in  the  all-American  broadcast  heard 
over  station  WJZ  on  Saturday,  May  5. 


"Ladron,"  a  new  Argentine  tango,  has  been 
issued  in  attractive  sheet  music  form  by  the 
Edward  B.  Marks  Music  Co.  "Ladron"  was 
written  by  Carlos  Cobian,  an  Argentine  com- 
poser and  orchestra  director.  The  record  and 
roll  companies  have  seen  the  possibilities  of  the 
new  tango  and  are  listing  it  for  early  release. 
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Studner  Bros.  Rep- 
resent Many  Lines 

Have  Completed  Lines  for  Coming  Sea- 
son, Adding  Gordon  Co.  Motors  and 
Stewart  Warner  Speakers 

Studner  Brothers,  Inc.,  manufacturers'  rep- 
resentatives, New  York  and  Chicago,  have  com- 
pleted their  lines  for  the  coming  radio  season 
over  a  month  in  advance  of  their  showing  at 
the  RMA  trade  show  in  Chicago. 

While    as    heretofore    they    will  represent 


Myron  Studner 

prominent  cabinet  manufacturing  firms  as 
national  sales  agents,  they  will  also  nationally 
distribute  motors  of  the  L.  S.  Gordon  Co.  and 
the  speaker  line  of  the  Stewart-Warner  Speed- 
ometer Corp.,  both  of  Chicago. 

Studner  Bros,  will  nationally  distribute  the 
production  of  three  great  cabinet  manufacturers 
during  the  forthcoming  season,  S.  Karpen  & 
Bros.,  New  York,  Chicago,  Michigan  City,  Los 


Jack  Studner 

Angeles  and  San  Francisco;  Superior  Cabinet 
Co.,  Muskegon,  and  Buckeye  Mfg.  Co.,  Spring- 
field, O.  With  the  products  of  the  two  latter 
cabinet  houses,  Studner  Bros,  have  just  con- 
cluded an  exceptionally  successful  season. 
While  S.  Karpen  &  Bros,  are  making  their 
initial  bow  to  the  radio  field,  this  long  estab- 
lished house  with  its  five  large  factories  has 
long  been  a  prominent  factor  in  the  field  of 
fine  furniture  and  their  contribution  to  the  trade 
is  eagerly  awaited. 

From  the  early  days  of  radio  merchandising 
the  Studners,  both  Myron  and  Jack,  have  been 
actively  identified  with  its  advancement.  In  the 
last  two  years  the  growth  of  the  organization 
has  been  phenomenal,  until  at  the  present  time 
Studner  Bros,  maintain  twenty-eight  men  on 
the  road  covering  the  trade  and  rendering  serv- 


ice to  customers.  In  both  New  York  and  Chi- 
cago offices  and  display  rooms  are  maintained. 
In  New  York  1,500  square  feet  are  given  over 
to  an  attractive  display  of  the  lines  handled, 
and  in  Chicago  the  display  space  is  800  square 
feet.  In  addition  branch  display  rooms  are  also 
located  in  Los  Angles  and  Detroit. 

In  commenting  on  the  growth  of  the  or- 
ganization, Myron  Studner  stated  in  part: 
"Our  growth  has  been  rapid  but  fundamentally 
sound.  In  our  business  dealings  we  have  main- 
tained a  high  standard  that  has  not  only  fa- 
vorably affected  the  manufacturers  we  repre- 
sent, but  our  own  organization  as  well.  We 
have  not  only  sold  merchandise  but  assisted  in 
designing  a  number  of  cabinets  as  well,  drawn 
from  our  intimate  knowledge  of  the  preferences 
of  the  trade.  We  are  completely  lined  up  for 
the  new  season  and  expect  to  surpass  all  previ- 
ous accomplishments." 

Metal  Console  Tables 
for  Radio  Receivers 

Although  only  introduced  to  the  trade  last 
January,  metal  console  tables  for  radio  receiv- 
ing sets  have  already  become  an  accepted  factor 
in  radio  merchandising,  according  to  the  Rob- 
ert Findley  Mfg.  Co.,  Inc.,  Brooklyn,  N.  Y., 
which  reports  a  heavy  demand  for  its  product. 

This  line,  which  is  on  display  at  the  show- 
rooms of  an  associated  company,  Albert  Wahle 
Co.,  Inc.,  242  Fifth  avenue,  New  York  City, 
includes  tables  for  the  RCA,  Atwater  Kent, 
Kolster  and  Crosley  sets.  This  modern  inno- 
vation in  radio  cabinets  was  made  possible 
through  the  introduction  of  the  AC  set.  Al- 
though in  metal,  the  console  is  finished  in  every 
instance  to  match  the  set  whether  the  set  is 
cabineted  in  metal  or  wood. 

The  Robert  Findlay  Mfg.  Co.,  Inc.,  is  a  mem- 
ber of  the  Radio  Manufacturers'  Association 
and  will  exhibit  the  new  console  tables  for  the 
new  sets  at  the  Chicago  Trade  Show. 

First  Issue  of  Plaza 
House  Organ  Is  Out 

The  first  issue  of  the  house  organ  to  be  pub- 
lished monthly  hereafter  by  the  Plaza  Music 
Co.,  New  York  City,  appeared  this  month. 
What  the  new  magazine  is  to  be  called  is  being 
left  to  the  trade.  The  first  issue  appeared 
titleless  and  the  Plaza  Music  Co.  will  pay  $25 
for  the  best  name  suggested. 

Leo  B.  Bernstein,  advertising  manager  of  the 
Plaza  Music  Co.,  has  added  the  editorship  of 
this  publication  to  his  shoulders  and  has  in- 
augurated as  a  feature  of  the  first  page  the 
monthly  presentation  of  the  strongest  merchan- 
dising article  in  the  Plaza  line  for  the  following 
month.  The  center  spread  has  been  devoted 
to  a  reproduction  of  the  double-page  spread 
of  the  Pal  portable  ad  that  appeared  in  the 
March  issue  of  The  Talking  Machine  World. 
Merchandising  hints  and  suggestions  make  this 
magazine  not  only  of  great  interest,  but  valu- 
able to  the  Plaza  dealer  wherever  situated. 

Another  interesting  piece  of  literature 
emanating  from  Plaza  headquarters  is  a  novelty 
folder,  entitled  "And  Now  Our  Famous  Per- 
former Pal,"  which  through  a  succession  of 
cartoons  and  brief  sentences  present  the  Pal 
story.  This  folder  is  for  dealer  distribution  and 
there  is  space  for  dealer  imprint. 


New  Peerless  Speaker  Line 

The  new  line  of  Peerless  speakers,  made  by 
the  United  Radio  Corp.,  Rochester,  N.  Y.,  re- 
cently licensed  to  manufacture  radio  speakers 
under  the  Lektophone  patents  and  improve- 
ments, will  be  confined  to  controlled-edge  cone 
speakers  made  under  these  patents. 


Ill 

Pre-Amplifier  Is 

Placed  on  Market 

New  Product  of  Sterling  Manufacturing 
Co.  Said  to  Secure  Distance,  Better  Tone 
and  Give  Selectivity 

Cleveland,  O.,  May  7. — The  Screen-Grid  Pre- 
Amplifier,  for  use  with  all  six-volt  DC  radio 
receiving  sets,  recently  placed  on  the  market 
by  the  Sterling  Mfg.  Co.,  of  this  city,  has  had 
an  enthusiastic  reception  from  dealers  and  from 
the  public.  This  unit  serves  a  number  of  pur- 
poses, chief  of  which  are  its  amplification 
qualities,  its  elimination  of  static,  as  an  aid  in 
securing  selectivity  and  its  betterment  of  tone. 

The  Pre-Amplifier  is  especially  welcome  to 
the  trade  at  the  present  time  because  of  its 
appeal  during  the  Summer  months.  Dealers 
are  featuring  the  unit   in   their  windows,  de- 


Using  the  Pre-Amplifier 


picting  scenes  in  which  the  Pre-Amplifier  is 
used  on  motor  and  camping  trips  so  that  radio 
reception  can  be  enjoyed  under  all  circum- 
stances. The  Pre-Amplifier  is  connected  in 
ahead  of  any  six-volt  or  four-volt  DC  receiver, 
without  rebuilding  or  rewiring,  without  chang- 
ing any  tubes  and  without  new  batteries  or 
socket  power. 

Atlas  Plywood  and 
Empire  Mfg.  to  Merge 

Recommendation  of  Directors  Approved  at 
Stockholders'  Meeting 

Boston,  Mass.,  May  10. — Special  stockholders' 
meetings  of  both  the  Atlas  Plywood  Corp.,  of 
this  city,  and  the  Empire  Mfg.  Co.,  of  Golds- 
boro,  N.  C,  were  held  the  early  part  of  May,  and 
the  recommendation  of  the  directors  of  both 
companies  for  a  merger  and  unification  under 
which  the  Empire  assets  will  be  acquired  by 
Atlas  were  approved. 

This  merger  will  put  the  Atlas  Plywood 
Corp.,  according  to  Ralph  M.  Buck,  president, 
in  a  strategic  position  to  expand  its  business 
in  the  fast-growing  manufacturing  centers  of 
the  South  and  will  furnish  additional  plant 
capacity  to  meet  the  Middle  West  demands. 

The  Empire  Mfg.  Co.,  manufacturer  of  ply- 
wood packing  cases,  was  organized  in  1910. 
Its  gross  business  approximates  one-third  that 
of  Atlas.  Messrs.  A.  H.  Edgerton,  Herman 
Weil  and  G.  S.  Daniels,  who  have  so  success- 
fully developed  this  business  for  the  past  sev- 
enteen years,  will  actively  manage  the  Empire 
Mfg.  Co.  division  of  the  Atlas  Plywood  Corp. 


New  Federal  Distributor 


Buffalo,  N.  Y.,  May  7. — The  Federal  Radio 
Corp.,  manufacturer  of  the  Federal  Ortho- 
sonic  radio  receiver,  has  announced  the  ap- 
pointment of  the  Washington  Automobile 
Supply  Co.,  Washington,  111.,  as  distributor  for 
the  central  section  of  Illinois,  with  warehouses 
in  Peoria,  Springfield  and  Decatur. 


The  Latest  Record  Bulletins 


Victor  Talking  Machine  Go. 


LIST  FOR  MAY  4 

21308  Laugh!  Clown,  Laugh!— Waltz, 

Waring's  Pennsylvanians 
The  Dance  of  the  Blue  Danube — Fox-trot, 

Waring's  Pennsylvanians 

21315  Ma  Belle— Fox-trot, 

Paul  Wliiteman  and  His  Orch. 
March  of  the  Musketeers — Fox-trot, 

Paul  Wliiteman  and   His  Orch. 

21323  Oh,  Look  at  That  Baby— Fox-trot, 

Johnny  Hamp's  Kentucky  Serenaders 
What  Do  You  Say ?—  Fox-trot. 

Waring's  Pennsylvanians 

21309  She's  a  Great,  Great  Girl, 

California  Humming  Birds 
I  Just  Roll  Along  (Havin'  My  Ups  and  Downs) 
California  Humming  Birds 

21324  Silver-Haired  Sweetheart  Lewis  James 

Sweet  Elaine   Shannon  Quartet 

LIST  FOR  MAY  11 
21334  Ramona    (Theme   Song   of  the   Motion  Picture 

Production  "Kamona ')  Gene  Austin 

Girl  of  My  Dreams   Gene  Austin 

21332  He  Ain't  Never  Been  to  College. 

The  Happiness  Boys 
She's  the  Sweetheart  of  Six  Other  Guys, 

The  Happiness  Boys 

21325  Little  Log  Cabin  of  Dreams — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
When  You're  in  Love — Waltz, 

Paul  Whiteman  and  His  Orch. 

21326  She's  a  Great,  Great  Girl — Fox-trot, 

Roger  Wo'te  Kabn  and  Hs  Oreli. 
I  Must  Be  Dreaming — Fox-trot .. All  Star  Orch. 

21327  I  Can't  Do  Without  You— Waltz, 

Waring's  Pennsylvanians 
Moments  With  You — Waltz... The  Troubadours 
LIST  FOR  MAY  18 

21329  Tomorrow   Gene  Austin 

So  Tired  Gene  Austin 

21338  When — Fox-trot.  .Paul  Whiteman  and  His  Orch. 
Just  a  Little  Way  Away  From  Home — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 

21333  Lila — Fox-trot  Waring's  Pennsylvanians 

Hello  Montreal! — Fox-trot, 

Waring's  Pennsylvanians 

21339  Beloved— Waltz  The  Troubadours 

Dream  River — Waltz..  Ted  Weems  and  His  Orch. 

21346  Persian  Rug — Fox-trot ...  Louisiana  Sugar  Babes 
Thou  Swell — Fox-trot.  ..  .Louisiana  Sugar  Babes 
LIST  FOR  MAY  25 

21365  I'm  Winging  Home — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
When  You're  With  Somebody  Else — Fox-trot, 

Paul  Whiteman  and  His  Orch. 

21366  Just  Across  the  Street  From  Heaven — Fox-trot, 
Johnny  Johnson  and  His  Statler  Pennsylvanians 
Happy  Go  Lucky  Lane — Fox-trot, 

Johnny  John'son  and  His  Statler  Pennsylvanians 
21364  Nothin'  on  My  Mind — Fox-trot, 

Ted  Weems  and  His  Orch. 
He's  Tall  and  Dark  and  Handsome — Fox-trot, 

Ted  Weems  and  His  Orch. 

21367  Well,  the  Irish  and  the  Germans  Got  Together, 

Harry  Jans-Harold  Whalen 
Let's  Give  Three  Cheers  (For  the  Three  Volun- 
teers)  Jim  Miller-Charlie  Farrell 

1327  Variations    on    Themes    from    Carman  (Bizet- 
Horowitz)   Vladimir  Horowitz 

Mazurka  in  C  Sharp  Minor  (Chopin), 

Vladimir  Horowitz 

Columbia  Phono.  Go.  Inc. 


CELEBRITY  SERIES 
4040-M  A  Brown  Bird  Singing  (Wood-Barrie) — Tenor 

Solo   Charles  Hackett  10 

Duna  (McGill-Pickthall)— Tenor  Solo, 

Charles  Hackett  10 

7151-  M  Poissons  D'Or  (The  Gold  Fish)  (Debussy)— 

Piano   Solo  Myra  Hess  12 

(a)  La  Fille  Aux  Cheveux  De  Lin  (The 
Maiden  with  Flaxen  Hair) ;  (b)  Menestrels 
(Minstrels)   (Debussy) — Piano  Solo, 

Myra  Hess  12 
9036-M  La      Traviata:   Di   Provenza  il   mar    il  suol 
(From  Your  Home  in  Provence)  (Verdi)  — 

Baritone  Solo  Riccardo  Stracciari  12 

Rigoletto:  Pari  siamo  (We  Are  Equal)  (Verdi) 
— Baritone  Solo  Riccardo  Stracciari  12 

7152-  M  Menuet   (Debussy-Dushkin) — Violin  Solo, 

Joseph  Szigeti  12 
Minuet  and  Dance  of  the  Auvergne  (Exaudet- 

Nachez) — Violin  Solo  Joseph  Szigeti  12 

144-M  Lassie  O'  Mine  (Walt-Bowles) — Baritone  Solo, 

Fraser  Gange  10 
Achal  by  the   Sea   (Lawrence-McKellar) — Bari- 
tone Solo   Fraser  Gange  10 

5076-MJota  De  Pablo  (Sarasate)— Violin  Solo, 

Duci  De  Kerekjarto  12 
Hungarian  Csarda,  Scene  No.  2  (Hubay)— 

Violin  Solo  Duci  De  Kerekjarto  12 

2065-M  Gavotte  (Mehul) — Violoncello  Solo, 

W.  H.  Squire  10 
Rigaudon  (Handel-Harty) — Violoncello  Solo, 

W.  H.  Squire  10 
7155-M  Homage  March — Part  1  (Wagner), 

Sir  Dan  Godfrey  and  Symphony  Orch.  12 
Homage  March — Part  2  (Wagner) 

Sir  Dan  Godfrev  and  Symphony  Orch.  12 

7153-  M  Rienzi:  Overture — Part  1  (Wagner), 

Bruno  Walter  and  Royal  Philharmonic  Orch.  12 
Rienzi:  Overture — Part  2  (Wagner), 
Bruno  Walter  and  Royal  Philharmonic  Orch.  12 

7154-  M  Rienzi:  Overture — Part  3  (Wagner), 

Bruno  Walter  and  Royal  Philharmonic  Orch.  12 
Rienzi:  Overture — Part  4  (Wagner), 
Bruno  Walter  and  Royal  Philharmonic  Orch.  12 


SACRED  MUSIC 
1332-D  The  Old  Rugged  Cross — Tenor  Solo, 

Wililam  McEwan 
I'm  Going  Through,  Jesus — Tenor  Solo, 

Wililam  McEwan 

STANDARD  AND  INSTRUMENTAL  MUSIC 

50063-  D  Merry  Vienna   (C.   M.   Ziehrer;   Op.  419)— 

Waltz   Edith  Lorand  and  Her  Orch. 

Dear  Old  Munich  (Karl  Komzak;  Op.  286)  — 
Waltz   Edith  Lorand  and  Her  Orch. 

50064-  D  The    Gypsy    Baron:    Selection — Part    1  (J. 

Strauss), 

Johann  Strauss  and  Symphony  Orch. 
The    Gypsy    Baron:    Selection — Part    2  (J. 
Strauss), 

Johann  Strauss  and  Symphony  Orch. 

50065-  D  The  Thistle:   Selection  of  Scotch  Melodies- 

Part  1  (Arr.  Myddleton-Winterbottom), 

Band  of  H.  M.  Grenadier  Guards 
The  Thistle:  Selection  of  Scotch  Melodies — 
Part  2  (Arr.  MyddletoniWinterbottom), 

Band  of  H.  M.  Grenadier  Guards 
1318-D  Londonderry  Air— Piano  Solo, 

Constance  Mering 
Blue  Bells  of  Scotland — Piano  Solo, 

Constance  Mering 

1325-D  The  Minnesota  March  Columbia  Band 

On  Wisconsin!  (Vocal  Chorus), 

Columbia  Band 

POPULAR  INSTRUMENTAL 

1338-D  Ramona — Pipe  Organ  Milton  Charles 

Tell  Me  You're  Sorry — Pipe  Organ,  with 
Vocal  Chorus  by  Mirth  Mack, 

Milton  Charles 

DANCE  MUSIC 
1346-D  Laugh!  Clown!  Laugh!— Waltz,  with  Incidental 
Singing  by  Ted  Lewis, 

Ted  Lewis  and  His  Band 
Hel!o    Montreal! — Fox-trot,    with  Incidental 
Singing  by  Ted  Lewis, 

Ted  Lewis  and  His  Band 
1337-D  Ramona — Waltz,     with     Vocal     Refrain  by 
James  Melton. ...  Ben  Selvin  and  His  Orch. 
In  My  Bouquet  of  Memories — Fox-trot,  with 
Vocal  Refrain  by  James  Melton, 

Ben  Selvin  and  His  Orch. 

1349-  D  Dolores — Fox-trot,    with    Vocal    Chorus  by 

Paul  Ash  and  Paul  Small  and  Gang, 

Paul  Ash  and  His  Orch. 
My  Pet — Fox-trot,  with  Vocal  Chorus  by  Paul 
Small  Paul  Ash  and  His  Orch. 

1351-  D  Ma  Belle  (From  "The  Three  Musketeers")— 

Fox-trot,  with  Vocal  Chorus, 

Leo  Reisman  and  His  Orch. 
March  of  the  Musketeers  (From  "The  Three 
Musketeers") — Fox-trot,  with  Vocal  Quartet, 
Leo  Reisman  and  His  Orch. 
1345-D  Coquette — Fox-trot     with    Vocal    Chorus  by 
Carmen  Lombardo, 

Guy  Lombardo  and  His  Royal  Canadians 
Beloved — Fox-trot,  with  Vocal  Chorus  by  Car-  ■ 
men  Lombardo, 

Guy  Lombardo  and  His  Royal  Canadians 
1341-D  Speedy  Boy — Fox-trot,  with  Vocal  Chorus  by 

Frank  Harris  Ben  Selvin  and  His  Orch. 

The  Sunrise  (Will  Bring  Another  Day  for 
You) — Fox-trot,  with  Vocal  Chorus  by 
Frank  Harris, 

Mai  Hallett  and  His  Orch. 

1334-  D  Back  in  Your  Own  Back  Yard — Fox-trot,  with 

Vocal  Chorus  by  Vincent  Van  Tuyl, 

Jan  Garber  and  His  Orch. 
Golden  Gate — Fox-trot,  with  Vocal  Chorus  by 
Frank  Harris.  ..  .Cass  Hagan  and  His  Orch. 
1333-D  One  More  Night — Fox-trot,  with  Vocal  Chorus 
by  Johnny  Morris, 

Paul  Specht  and  His  Orch. 
Not  Too  Good— Not  Too  Bad — Fox-trot,  with 

Vocal  Trio   Paul  Specht  and  His  Orch. 

1344-D  Beautiful — Fox-trot,  with  Vocal  Trio. 

Tracy-Brown's  Orch. 
Chloe   (Song  of  the  Swamp) — Fox-trot,  with 
Vocal  Chorus  by  Sam  Coslow, 

Tracy-Brown's  Orch. 
1343-D  Together — Waltz,  with  Vocal  Chorus  by  Wm. 

Fletcher  Gerald  Marks  and  His  Orch. 

Without  You,  Sweetheart — Fox-trot,  with  Vocal 

Trio   Gerald  Marks  and  His  Orch. 

1331-D  Auf  Wiederseh'n  (We'll  Meet  Again) — Waltz, 
with  Vocal  Chorus  by  Cyril  Pitts, 

The  Cavaliers  (Waltz  Artists) 
My  Stormy  Weather  Pal — Waltz,  with  Vocal 
Chorus  by  Oscar  Grogan, 

The  Cavaliers  (Waltz  Artists) 

1335-  D  Mississippi  Mud — Fox-trot,  with  Vocal  Chorus, 

Charleston  Chasers  (Dir.  "Red"  Nichols) 
My   Melancholy    Baby — Fox-trot,   with  Vocal 
Chorus, 

Charleston  Chasers  (Dir.  "Red"  Nichols) 
1355-D  The    Yale     Blues  —  Fox-tiot,    with  Vocal 
Chorus  by  Pinkey  Hunter, 
Emerson  Gill  and  His  Bamboo  Garden  Orch. 
The  Dance  of  the  Blue  Danube — Fox-trot,  with 
Vocal  Chorus  by  Pinkey  Hunter, 
Emerson  Gill  and  His  Bamboo  Garden  Orch. 
VOCAL  NUMBERS 

1350-  D  Two  Black  Crows — Part  7 — Comedy  Sketch, 

Moran-Mack 
Two  Black  Crows — Part  8 — Comedy  Sketch, 

Moran-Mack 

1352-  D  Ramona— Vocal   Ruth  Etting 

Say  "Yes"  To-day— Vocal  Ruth  Etting 

1353-  D  The  Hours  I  Spent  With  You— Vocal, 

The  Whispering  Pianist  (Art  Gillham) 
I   Found  You  Out  When  I  Found  You  in 
(Somebody   Else's  Arms) — Vocal, 

The  Whispering  Pianist  (Art  Gillham) 

1328-  D  Poor  Butterfly  Waits  for  Me— Vocal, 

Lee  Morse 

After  We  Kiss — Vocal   Lee  Morse 

1329-  D  I  Can't  Do  Without  You— Vocal, 

James  Melton  ] 
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My  Heart  Is  in  the  Roses — Vocal, 

James  Melton 

I'll  Wear  a  White  Flower  for  You,  Mother 
Dear — Vocal  Duet   Ford-Glenn 

A  Boy's  Best  Friend  Is  His  Mother — Vocal 
Duet   Ford-Glenn 

Just  Across  the  Street  From  Heaven — Vocal, 
Oscar  Grogan 

When  You  Come  to  the  End  and  Need  One 
True  Friend  Send  for  Me — Vocal, 

Oscar  Grogan 

In  the  Evening — Vocal  Kate  Smith 

A  Little  Smile,  a  Little  Kiss — Vocal, 

Kate  Smith 
The  Book  on  Etiquette — Vocal  Duet, 

Mona  Motor  Oil  Twins 
I'm  Saving  Saturday  Night  for  You — Vocal 

Duet   Mona  Motor  Oil  Twins 

Little  Mother — Tenor  and  Baritone  Duet, 

Lewis  James-Elliott  Shaw 
Little  Log  Cabin  of  Dreams — Tenor  Solo, 

Lewis  James 
FAMILIAR  TUNES— OLD  AND  NEW 
You  Look  Awful  Good  to  Me — Vocal, 

Chris  Bouchillon 
Waltz  Me  Around  Again  Willie — Vocal, 

Chris  Bouchillon 
Kentucky  Wedding  Chimes — Banjo  Solo, 

Len  and  Joe  Higgins 
Medley  of  Old  Southern  Melodies— Banjo  Solo, 

Len  and  Joe  Higgins 
'Walking  in  the  Parlor — Jew's-harp  Solo, 

Obed  Pickard,  Station  WSM,  Nashville,  Tenn. 
The  Old  Gray  Horse — Jew's-harp  Solo, 

Obed  Pickard,  Station  WSM,  Nashville,  Tenn. 
Ramblin'  Reckless  Hobo — Vocal, 

Burnett-Rutherford 
Curley-Headed  Woman — Vocal, 

Burnett-Rutherford 
There's  Glory  on  the  Winning  Side, 

Rev.  M.  L.  Thrasher  and  His  Gospel  Singers 
Wonderful  Grace, 

Rev.  M.  L.  Thrasher  and  His  Gospel  Singers 
When  You  and  I  Were  Young,  Maggie, 

McMichen's  Melody  Men 
Silver  Threads  Among  the  Gold, 

McMichen's  Melody  Men 

Home  Brew  Rag, 

Low  Stokes  and  His  North  Georgians 
Unexplained  Blues, 

Low  Stokes  and  His  North  Georgians 
In  the  City  Where  There  Is  No  Night— Gos- 
pel Singing, 
The  Stamps  Quartet  (Owens  Brothers  and  Ellis) 
I  Am  Going  Over  There — Gospel  Singing, 
The  Stamps  Quartet  (Owens  Brothers  and  Ellis) 
Tenting  To-night  on  the  Old  Camp  Ground, 

Mount  Vernon  Quartet 
The  New  Jerusalem  Way, 

Mount  Vernon  Quartet 
IRISH  RECORDS 
Roscommon  Reel — Flute  and  Tambourine, 

Tom  Morrison-John  Reynolds 
The  London  Clog — Hornpipe,  Flute  and  Tam- 
bourine  Tom  Morrison-John  Reynolds 

Toss  the  Feather — Reel;  Violin  Solo. 

John  A.  Leahy 
Leahy's  Barn  Dance — Violin  Solo, 

John  A.  Leahy 
The  Banty  Legged  Mule — Song, 

Flanagan  Brothers 

Sarsfield  Lilt — Jig   Flanagan  Brothers 

The  Bowery  Grenadiers — Vocal, 

Fitzpatrick  Brothers 
The  Land  League  Band — Vocal, 

Fitzpatrick  Brothers 
The  Blind  Fiddlers — Reel;  Accordion  Duet, 

Hyde  Brothers 
Back  o'  the  Haggart — Jig;  Accordion  Duet, 

Hyde  Brothers 
The  Stutterin'  Lovers — Tenor  Solo, 

Seamus  O'Doherty 
The  Pride  of  Tipperary— Tenor  Solo, 

Seamus  O'Doherty 
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DANCE  RECORDS 
52244  Speedy  Boy— Fox-trot, 

Al  Friedman  and  His  Orch. 
Louisiana  Bo  Bo — Fox-trot, 
B.  A.  Rolfe  (TrumpetVirtuoso)  and  His  Palais  D'Or  Orch. 

52255  Say  So!  (From  "Rosalie")— Fox-trot, 

Winegar's  Penn.  Boys 
There's   Something  About   a   Rose    (That  Re- 
minds Me  of  You) — Fox-trot, 

Winegar's  Penn.  Boys 

52256  In    the    Sweet   Bye    and    Bye — Fox-trot,  with 

Vocal  Chorus  by  Theo.  Alban, 

Duke  Yellman  and  His  Orch. 
Little    Log    Cabin    of  Dreams — Fox-trot,  with 
Vocal  Chorus  by' Theo.  Alban, 

Duke  Yellman  and  His  Orch. 
52258  Little  Mother— Waltz,   with   Vocal   Chorus  by 

Happy  Jack  Jack  Stillman's  Orch. 

That   Wonderful  Night  and  You — Waltz,  with 
Vocal  Chorus  by  Happy  Jack, 

Jack  Stillman's  Orch. 
52261  Together— Waltz,  with  Vocal  Chorus, 

B.  A.  Rolfe  (TrumpetVirtuoso)  and  His  Palais  D'Or  Orch. 
What'll  I  Do  If  the  Mississippi  Goes  Dry? — 
Fox-trot,  with  Vocal  Chorus, 
B.  A.  Rolfe  (TrumpetVirtuoso)  and  His  Palais  D'Or  Orch. 
52264  Hello  Montreal— Fox-trot, 

Arthur  Fields  and  His  Assassinators 
She's  a  Great,  Great  Girl — Fox-trot. 

Arthur  Fields  and  His  Assassinators 
52266  Red  Hot— Fox-trot,  with  Vocal  Chorus, 

The  McAlpmeers 

Rhapsody  in  Rhythm — Fox-trot, 

The  McAlpmeers 


AN  EXQUISITE 
DANCE  NUMBER- 
ON  THE  AIR 


DREAMING  AWAY 
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52268  Rag  Doll— Fox-trot, 

B.  A.  Kolfe  (TrumpetVirtuoso)  and  His  Palais  D'Or  Orch. 
Hiding  in  the  Corner  of  Your  Smile — Fox-trot, 
with  Incidental  Singing, 
B.  A.  Rolfe  (TrumpetVirtuoso)  and  His  Palais  D'Or  Orch. 

INSTRUMENTAL  RECORDS 

80889  Prayer  (Handel-Flesch)— Violin  Solo,... Carl  Flesch 
Marsch  (Handel-Flesch)— Violin  Solo... Carl  Flesch 
52249  Underneath  the  Blue  Hawaiian  Skies, 

South  Sea  Serenaders  (Dir.  A.  Franchini) 
My  Hawaiian, 

South  Sea  Serenaders  (Dir.  A.  Franchini) 
52252  The  Glow-worm  (Paul  Lincke), 

Murray  Kellner's  Dinner  Music  Ensemble 
Dolly  Dimples  (Louis  Alter). 

Murray  Kellner's  Dinner  Music  Ensemble 
52257  Wedding  of  the  Winds  Waltzes  (John  T.  Hall), 

Joe  Green  and  His  Novelty  Marimba  Band 
Southern  Roses  Waltz  (J.  Strauss), 

Joe  Green  and  His  Novelty  Marimba  Band 
52260  Twilight  Echoes   (Smeck-Robison) — With  Octa- 
Chorda  and  Guitar, 

Roy  Smeck  and  Carson  Robison 
Tough    Pickin'  (Smeck-Robison)- — With  Octa- 
Chorda  and  Guitar, 

Roy  Smeck  and  Carson  Robison 
52267  Japansy  (Bryan-Klenner) — Piano  Solo, 

Muriel  Pollock  (The  Piano  Girl) 
Lip-Stick  (Rosoff-Murray) — Piano  Solo, 

Muriel  Pollock  (The  Piano  Girl) 

52269  Lolly  Pops  (Harry  Reser) — Banjo  Solo, 

Harry  Reser — Paul  Rickenbach  at  the  Piano 
Heebie  Jeebies — A  Whole  Tone  Novelty  (Harry 
Reser) — Banjo  Solo, 

Harry  Reser — Paul  Rickenbach  at  the  Piano 

VOCAL  RECORDS 

A  Red-Headed  Widow  Was  the  Cause  of  It  All, 

Willard  Hodgin 
The  Girl  That  Lived  on  Polecat  Creek. 

Willard  Hodgin 
She  Didn't  Say  "Yes,"  She  Didn't  Say  "No," 
She  Didn't  Say  "Maybe," 

Jack  Parker  and  Will  Donaldson 
You're  the  First  Thing  I  Think  of  in  the  Morn- 
ing Jack  Parker  and  Will  Donaldson 

Oh  Miss  Hannah  The  Rollickers 

You're  What  I  Need  (From  "She's  Mv  Baby"). 

The  Rollickers 

Phil  and  "Jerry" — Act  3, 

The  Ventriloquist  and  His  Dummy  . 
Phil  and  "Jerry" — Act  4, 

The  Ventriloquist  and  His  Dummy 
You  Can't  Blame  Me  for  That, 

Vernon  Dalhart  and  Company 
That  Good  Old  Country  Town — Vocal  and  In- 
strumental...  .Vernon  Dalhart  and  Carson  Robison 
No  One  (No  One  But  You). 

Walter  Scanlan  and  Male  Chorus 

Back  in  Your  Own  Back  Y*rd  Walter  Scanlan 

Send  for  Me.. Victor  Hall,  with  the  Variety  Players 
Sweetheart  Lane,  . 

Victor  Hall,  with  the  Variety  Players 
Shall  I  Crucify  Him?  (Mrs.  Frank  A.  Breck- 
Grant  Colfax  Tullar), 

The  Criterion  Male  Quartet 
Light  of  Life  (H.Bonar-Geo.  C.  Stebbins), 

The  Criterion  Male  Quartet 
The  Ranger's  Song  (From  "Rio  Rita"), 

Lon  McAdams  and  Male  Chorus 
Roustabouts'  Song  (From  "Rain  or  Shine"), 

Lon  McAdams  and  Male  Chorus 

Mother  Machree  (Young-Ball)  Charles  Harrison 

Macushla  (Rowe-Macmurrough)  Charles  Harrison 

Mother  (Who  Can  Be  Sweeter  Than  You?), 

Charles  Harrison 

Silver-Haired  Sweetheart, 

Charles  Harrison  and  Male  Voices 


52243 
52245 

52246 
52247 

52248 

52251 
52253 
52254 

52259 

52262 
52263 


Okeh  Records 


LIST  FOR  MAY  5 
•   DANCE  MUSIC 
41019  Lila   (Gottler-Tobias-Pinkard)  —  Fox-trot, 


with 


Vocal  Refrain.  .Frankie  Trumbauer  and  His  Orch. 
Our    Bungalow    of    Dreams  (Malie-Newman- 
Verges) — Fox-trot,  with  Vocal  Refrain. 

Frankie  Trumbauer  and  His  Orch. 

41020  Auf  Wiederseh'n   (We'll   Meet  Again)  (Green- 

berg) — Waltz,  with  Vocal  Refrain  by  Seger 

Ellis   The  Royal  Music  Makers 

I  Can't  Do  Without  You  (Berlin)— .Waltz,  with 
Vocal  Refrain  by  Seger  Ellis, 

The  Royal  Music  Makers 

41021  She's  a  Great,  Great  Girl   (Woods)— Fox-trot, 

with  Vocal  Refrain  The  Jazz  Pilots 

Hello     Montreal!     (Rose-Dixon-Warren)— Fox- 
trot, with  Vocal  Refrain  The  Jazz  Pilots 

VOCAL  RECORDS 

41022  Little    Mother     (Rapee-Pollack)  —  Vocal,  with 

Piano   Noel  Taylor 

Silver-Haired  Sweetheart  (Van  Hook-Herscher) 

— Vocal,  with  Piano   Noel  Taylor 

41024  Coquette  (Kahn-Lombardo-Green) —  Vocal,  with 

Okeh  Novelty  Orch  Seger  Ellis 

I  Must  Be  Dreaming  (Dubin-Flaherty-Sherman) 
—Vocal,  with  Okeh  Novelty  Orch  Seger  Ellis 

INSTRUMENTAL 

41023  Tu-Tu-e.     Tu-Tu-Hoi  —  Hula     Singing,  with 

Hawaiian  Guitars   Kalama's  Quartet 

He  Manao  Healoha — Singing,  with  Yodel  by 
Mike  Hanapi,  and  Accomp.  by  Hawaiian 
Guitars   Kalama's  Quartet 

OLD  TIME  TUNES 

45209  Red  Hot  Breakdown— Instrumental,  with  Singing. 

Earl  Johnson  and  His  Clodhoppers 
Leather  Breeches — Instrumental, 

Earl  Johnson  and  His  Clodhoppers 

45210  Oh!  Beautiful  City— Vocal  Quartet, 

Amory  Male  Quartet 
Hold  to  God's  Unchanging  Hand — Vocal  Quartet. 

Amory  Male  Quartet 

45211  Rye  Waltz — Instrumental, 

Bob  Skiles'  Four  Old  Tuners 
Medley-Schottische — Instrumental, 

Bob  Skiles'  Four  Old  Tuners 

RACE  RECORDS 

8564  Southern  Man  Blues— Vocal,  with  Guitars, 

Walter  Beasley 
Sore  Feet  Blues — Vocal,  with  Guitars, 

Walter  Beasley 

8565  A  Good  Man  Is  Hard  to  Find  (Green)— Vocal, 

with  Piano  and  Guitar  Accomp. .  .Victoria  Spivey 
Your  Worries  Ain't  Like  Mine  (Razaf)—  Vocal, 
with  Piano  and  Guitar  Accomp  Victoria  Spivey 

8566  Struttin'  With  Some  Barbecue  (Hardin)— Fox- 

trot  Louis  Armstrong  and  His  Hot  rive 


41025 
41026 


41027 


41028 


41029 


45212 


45213 


45214 


»508 


8570 
8571 


Once  in  Awhile  (Butler) — Fox-trot, 

Louis  Armstrong  and  His  Hot  Five 
LIST  FOR  MAY  15 
DANCE  MUSIC 

Dinah   (Akst) — Fox-trot  Joe  Venuti's  Blue  Four 

The  Wild  Dog  (Venuti-Lang)— Fox-trot, 

Joe  Venuti's  Blue  Four 
She's  the  Sweetheart  of  Six  Other  Guys  (John- 
son-King)— Fox-trot,  with  Vocal  Refrain, 

Fred  "Sugar"  Hall  and  His  Sugar  Babies 
Waitin'     for     Katy     (Kahn-Shapiro) — Fox-trot, 
with  Vocal  Refrain, 

Fred  "Sugar"  Hall  and  His  Sugar  Babies 
You'd   Rather   Forget  Than   Forgive  (Johnson- 
Davis) — Waltz,  with  Vocal  Refrain, 

Justin  Ring's  Okeh  Orch. 
All    Day   Long    (Cross-Preston-Stanley) — Waltz, 
with  Vocal  Refrain  Justin  Ring's  Okeh  Orch. 

VOCAL  RECORDS 

W  ell,  the  Irish  and  the  Germans  Got  Together 
(Turk-Ahlert) — Vocal,   with   Piano .  .Jack  Richards 

Let's  Give  Three  Cheers  (For  the  Three  Volun- 
teers)   (Palmer-Mills)  Vocal,  with  Piano, 

Jack  Richards 

Dream  River  (Brown) — Vocal,  with  Justin 
Ring's  Trio   William  Dutton 

One  Night  of  Love  (Turk-Handman) — Vocal, 
with  Justin  Ring's  Trio   William  Dutton 

OLD  TIME  TUNES 
Gambler's  Lament — Vocal,  with  Guitar, 

Zack  Hurt  of  Zack  and  Glenn 
Carry    Me    Back    to    Old    Virginny    (Bland) — 

Vocal,  with  Violin  and  Guitar  Zack-GIenn 

Don't  Grieve  Your  Mother — Vocal   Duet,  with 

Instrumental  Accomp  Childers-White 

Jesus  Is  All  to  Me  (Lynn) — Vocal  Duet,  with 

Instrumental    Accomp  Childers-White 

Run  Along  Home,  Sandy — Instrumental,  with 
Vocal  Refrain, 

Fiddlin'  John  Carson  and  His  Virginia  Reelers 
Going   Down   to   Cripple  Creek  —  instrumental, 
with  Vocal  Refrain, 

Fiddlin'  John  Carson  and  His  Virginia  Reelers 

RACE  RECORDS 

Lieutenant  Julian  (Manning) — Vocal,  with  Jack 
Celestian  and  Carribean  Serenaders. . Sam  Manning 

Sweetie  Charlie  (Manning) — Vocal,  with  Jack 
Celestian  anil  Caribbean  Serenaders. Sam  Manning 

Lita  (Manning) — Vocal,  with  Jack  Celestian  and 
Caribbean  Serenaders  Sam  Manning 

You  Can't  Get  Anything  Out  of  Me  (Manning) 
— Vocal,  with  Jack  Celestian  and  Caribbean 
Serenaders   Sam  Manning 

Just  One  Sorrowing  Heart  (McDaniel) — Vocal 
with  Piano   Hattie  McDaniel 

I  Thought  I'd  Do  It  (McDaniel) — Vocal  with 
Piano   Hattie  McDaniel 

Worry  Blues — Vocal  with  Guitar  Tom  Dickson 

Labor  Blues-Vocal  with  Guitar  Tom  Dickson 

Shadowland  lllues  (Part  1) — Fox-trot,  with 
Vocal  Refrain, 

Troy  Floyd  and  His  Plaza  Hotel  Orch. 

Shadowland  Blues  (Part  II)— Fox-trot  with  Vo- 
cal Refrain, 

Troy  Floyd  and  His  Plaza  Hotel  Orch. 


Regal  Records 


DANCE  RECORDS 

8531  In  My  Bouquet  of  Memories — Fox-trot, 

Imperial  Dance  Orch. 
Happy  Go  Lucky  Lane — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

8532  Sweet  Sue — Just  You — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
After  My  Laughter  Came  Tears — Fox-trot, 

Nathan  Glaulz  and  His  Orch. 

8533  I  Can't  Do  Without  You — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Southern  Roses — Waltz, 

Adrian  Schubert's  Concert  Orch. 

8534  There's  Something  About  a  Rose — Fox-trot, 

Pelham  Inn  Society  Orch. 
Just  Across  the  Street  From  Heaven — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

8535  I'm  Riding  to  Glory— Fox-trot, 

Pelham  Inn  Society  Orch. 
In  a  Little  Two  by  Four  For  Two — Fox-trot, 

Pelham  Inn  Society  Orch. 

8536  Beloved — Waltz   Dixie  Marimba  Players 

Remember  Me  to  Mary — Waltz, 

Hollywood  Dance  Orch. 

8537  Waitin'  for  Katy — Fox-trot, 

Nathan  Glantz  and  His  Orch. 
Two  Little  Rooms — Fox-trot.  .Imperial  Dance  Orch. 

8538  Little  Mother   (Mutterchen) — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Tho'  You  Threw  Me  Down— Waltz, 

Adrian  Schubert's  Salon  Orch. 

VOCAL  RECORDS 

8539  Sunshine — Tenor  Solo,  with   Orch.  Accomp., 

Irving  Kaufman 
Laugh,  Clown,  Laugh — Tenor  So'o,  with  Orch. 
Accomp  Irving  Kaufman 

8540  Back  in  Your  Own  Back  Yard — Male  Duet,  with 

Nov,  Accomp  Rodman  Lewis  and  Radio  Ed 

I    Still    Love    You — Tenor    Solo,    with  Orch. 
Accomp  -  Irving  Kaufman 

8541  Sweetheart    I'm     Sorry — Baritone     Solo,  with 

Orch.  Accomp  Rodman  Lewis 

Wajirlt  a  Dream? — Baritone   Solo,   with  Orch. 
Accomp  Rodman  Lewis 

8542  She's  the  Sweetheart  of  Six  Other  Guys — 'Male 

Duet,  with  Piano  Accomp., 

Billy  Jones  and  Ernest  Hare 
Down  by  the  Old  Front  Gate — Male  Duet,  with 

Piano  Accomp  Billy  Jones  and  Ernest  Hare 

8550  They   Landed   Here   From   Over  There — Tenor 

Solo,  with  Nov.  Accomp  Irving  Kaufman 

Let's  Give  Three  Cheers — Tenor  Solo,  with  Nov. 
Accomp  Irving  Kaufman 

NOVELTY  RECORDS 

8543  In  the  Hills  of  Old  Kentucky — Trio,  with  Nov. 

Accomp  Dalhart,  Robison  and  Hood 

Drifting  Down  the  Trail  of  Dreams — Trio,  with 
Nov.  Accomp  Dalhart,  Robison  and  Hood 

8544  Song   of  the  Failure — Tenor   Solo,   with  Nov. 

Accomp  Vernon  Dalhart 

A  Memory  That  Time  Cannot  Erase — Male  Duet, 
with  Piano  Accomp  Dalhart  and  Robison 

8545  Our   Bungalow    of   Dreams — Octo-Chorda  Solo, 

with  Piano  Accomp  Roy  Smeck 


Home  Again  (Hawaiian  Home  Song) — Hawaiian 

Guitars   Frank  Ferera's  Hawaiians 

8546  Together — Hawaiian  Guitars,  with  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 
Dream  River — Hawaiian  Guitars,  with  Vocal  Re- 
frain  Frank  Ferera's  Hawaiians 

8547  Ramona — Octo-Chorda   Solo,  with  Piano  Accomp.. 

Roy  Smeck 

Laughing   Rag — Octo-Chorda   Solo,   with  Piano 
Accomp  Roy  Smeck 

STANDARD  RECORDS 

8548  I'm  Falling  In  Love  With  Someone — Waltz, 

Dixie  Marimba  Players 
When  You're  Away — Waltz.. Dixie  Marimba  Players 

8549  Sweetheart  Waltz — Waltz, 

Adrian  Schubert's  Concert  Orch. 
Skaters  Waltz  (Les  Patineurs) — Waltz, 

Adrian  Schubert's  Concert  Orch. 


Vocalion  Records 


5155 


5187 


5195 


520 


5215 


1163 


1  ISO 


8128 


S131 


8130 


15662 


15666 


15671 
15672 


15674 


15675 


OLD  SOUTHERN  TUNES 
Piccaninny    Lullaby  Song — Singing,    with  Old- 
time  Orchestra, 

Uncle  Dave  Macon,  with  His  Fruit-Jar  Drinkers 
Sail    Away,    Ladies  —  Singing,    with  Oldtime 
Orchestra, 

Uncle  Dave  Macon,  with  His  Fruit-Jar  Drinkers 
Three   Leaves   of   Shamrock — Voice,   with  Har- 
monica, Mandolin  and  Guitar, 

Lester  McFarland-Robert  Gardner 
Gentle  Anna — Voice,  with  Guitar  and  Mandolin, 

Lester  McFarland-Robert  Gardner 
In  the  Gloaming  (Orred-Harrison) — Vocal  Duet, 
with  Piano,  Violins  and  'Cello, 

Frank  and  James  MeCravy 
Love's    Old    Sweet    Song    (Bingham-Molloy) — 
Vocal  Duet,  with  Orchestra, 

Frank  and  James  MeCravy 
I  am  a  Man  of  Constant  Sorrow — Tenor,  with 

Banjo  and  Guitar   Emry  Arthur 

Down  in  Tennessee  Valley — Tenor,  with  Banjo 

and  Guitar   Emry  Arthur 

Silas  Green  Visits  the  School  House  (Bernard) 

■ — Monolog,  with  Banjo   Al  Bernard 

Silas    Green    at    the    Huskin-Bee    (Bernard) — 

Monolog,  with  Banjo   Al  Bernard 

RACE  RECORDS 
He's  in  the  Jailhouse  Now  (lackson) — Voice,  with 

Guitar   Jim  Jackson 

Old  Dog  Blue  (Jackson) — Voice,  with  Guitar, 

Jim  Johnson 

A  Letter  From  Father, 

Edward  W.  Clayborn  (The  Guitar  Evangelist) 
Men  Don't  Forget  Your  Wives  for  Your  Sweet- 
heart. Edward  W.  Clayborn  (The  Guitar  Evangelist) 
Lookin'   for  the   Blues   (Dawson) — Vocal,  with 

Piano.  Trumpet  and  Clarinet  Rosa  Holley 

Dark  and  Cloudy  Blues   (Brooks) — Vocal,  with 

Piano,  Trumpet  and  Clarinet  ....Rosa  Holley 

Get    It    Fixed     (Williams) — Comedienne,  with 

Piano,  Banjo  and  Cornet  Rosa  Henderson 

Popular  Bluff  Blues  (McKeever-Dowell) — Come- 
dienne, with  Piano  and  Trombone. Rosa  Henderson 
My  Baby  (Slaughter-Robinson-Blythe) — -Fox-trot, 
with  Vocal  Chorus, 

Jimmy  Blythe's  Washboard  Wizards 
Oriental  Man  (Blythe-Robinson) — Fox-trot,  with 

Vocal  Chorus. Jimmy  Blythe's  Washboard  Wizards 
The  Angels  Rolled  the  Stone  Away  (Rice) — Ser- 
mon   and    Singing,    with    Piano,    Guitar  and 

Mandolin   Rev.  D.  C.  Rice  and  Congregation 

A  Sure  Foundation  (Rice) — Sermon  and  Sing- 
ing, with  Piano,  Guitar  and  Mandolin, 

Rev.  D.  C.  Rice  and  Congregation 
MEXICAN  SERIES 
Estrellita    (My   Little   Star)  (Ponce-Ludlow)— 
Violinista,  Piano  por  Lolita  Gainsborg, 

Godfrey  Ludlow 
Mi  Viejo  Amor  (An  Old  Love)  (Oteo-Ludlow) — 
Violinista,  Piano  por  Lolita  Gainsborg, 

Godlrey  Ludlow 
Rio  de  Luna  (Moon  River)  (David) — Vals, 

Vocalion  Orquesta 
Ese    Valse    Malvado    (That    Naughty  Waltz) 

(Stanley-Levy) — Vals   Vocalion  Orquesta 

Mi  Novia  De  Ensuenos  (Girl  of  My  Dreams) 

(Clapp) — Vals   Miami  Marimba  Band 

Nuestra  Casita  de  Ensuenos  (Our  Bungalow  of 
Dreams)  (Malie-Newman- Verges), 

Miami  Marimba  Band 

Hawaiian  Hula  (Huehue), 

Sam  Ku  West  y  su  Real  Hawaiianos 
Dulces    Suenos    Hawaiianos    (Sweet  Hawaiian 
Dreams)  (Wilens), 

Sam  Ku  West  y  su  Real  Hawaiianos 
POPULAR  SERIES  . 
Three  o'clock  in  the  Morning  (Terriss-Robledo) 
— Waltz,  with  Vocal  Chorus  by  Eddy  Thomas, 

Vocalion  Orch. 

Moon  River  (David) — Waltz   Vocalion  Orch. 

Collegiana      (Fields-McHugh)  —  Fox-trot,  with 

Vocal  Chorus  by  Al  Shayne, 

Milt  Shaw  and  His  Detroiters 
Borneo  (Donaldson) — Fox-trot,  with  Vocal  Chorus 

by  Al  Shayne.  Milt  Shaw  and  His  Detroiters 

Our    Bungalow '  of    Dreams  (Malie-Newman- 

Verges) — Fox-trot,  with  Vocal  Chorus  by  Frank 

Munn   Miami  Marimba  Band 

Girl  of  My  Dreams  (Clapp) — Waltz,  with  Vocal 

Chorus  by  Scrappy  Lambert. Miami  Marimba  Band 

Marcheta  (Schertzinger) — Piano  Solo  Lew  Cobey 

Sometime  (Kahn-Fiorito) — Piano  Solo... Lew  Cobey 
Sleep,  Baby,  Sleep — Yodeler,  with  Piano, 

Frank  Kamplain 
Snyder  Does  Your  Mother  Know  You're  Out? 

— Yodeler,  with  Piano   Frank  Kamplain 

Beloved  (Kahn-Sanders) — Tenor,  with  Orch., 

Dick  Powell 
Mary  Ann  (Davis  Silver) — Tenor,  with  Piano. 

Dick  Powell 

Together  (DeSylva-Brown-Henderson)  ■ —  Tenor, 
with  Orch  Dick  Powejl 

Coquette  (Kahn-Lombardo-Green) — Tenor,  with 
Orch  Dick  Powell 


Gennett  Records 


(ELECTROBEAM  BLACK  LABEL) 
LIST  FOR  APRIL  15 
POPULAR  DANCE 
6395  Golden  Gate — Fox-trot,  with  Specialty  Chorus, 

Gordon  Howard  and  the  Multnomah  Chieftains 
What    Do    You    Say?  —  Fox-trot,    with  Vocal 
Chorus   The  New  Yorkers 

(Continued  on  page  114) 
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6396  Sh-h!   Here   Comes  My  Sugar — Fox-trot,  with 

Vocal  Chorus, 

The  Cotton  Pickers  (Dir.  Andy  Mansfield) 
After  Awhile — Fox-trot,  with  Vocal  Chorus, 

The  Cotton  Pickers  (Dir.  Andy  Mansfield) 

6397  Rainy  Day  Pal — Fox-trot,  with  Vocal  Chorus, 

Van  and  the  Half  Moon  Hotel  Orch. 
There's    Something   About   a   Rose    (That  Re- 
minds Me  of  You) — Fox-trot, 

Van  and  the  Half  Moon  Hotel  Orch. 

6398  You  Gotta  Be  Good  to  Me — Fox-trot,  with  Spe- 

cialty Vocal  Chorus  California  Vagabonds 

Sunshine — Fox-trot,  with  Vocal  Chorus, 

California  Vagabonds 

POPULAR  VOCAL 

6399  Strolling  in  the  Moonlight  Les  Backer 

Together   Les  Backer 

6400  Let  a  Smile  Be  Your  Umbrella— Duet  .Monoff-Gifford 
There's  Something  About  a  Rose — Duet,   

Monoff-Gifford 

6401  Sweet  Elaine   ...  Maple  City  Four  of  \VLS 

Just  a  Kiss  From  a  Little  Miss,  •  „„  _ 

Maple  City  Four  of  WLS 

SACRED  VOCAL 

6407  Throw  Out  the  Life  Line— Duet,     -  - 

Pohlman-Hathaway 
What  a  Friend  We  Have  in  Jesus— Duet 

Pohlman-Hathaway 

OLD  TIME  SINGIN'  AND  PLAYIN' 

6403  The  Preacher  and .  the  Bear— Guitar  and  Harp„. 

Accomp  J°hn  McGhee 

I  Got  Mine-Guitar  and  Harp  Accomp.^ 

6404  Accomp  Lltt,e  T°°   Sman"BaniThomasGCUi  Ashley 

.rt.ct.onip   .  ,     f~,  ■ 

Four    Nights'    Experiences— Banjo    and  Guitar 
Accomp.   Thomas  C.  Ashley 

6405  Bury  Me  on  the  Lone  Prairie—  Sung  by  J? red 

Wilson      ...Otto  Gray's  Oklahoma  Cowboy  Band 
Drunkard;s    Lone    Child— Sung    by    Mrs.  Otto 

Gray  Otto  Gray's  Oklahoma  Cowboy  Band 

OLD  TIME  PLAYIN' 

6406  On  Wisconsin;  Hail,  Hail,  the  Gang's  All  Here: 

Big    Night    To-night— Old    Time  Harmonica 
Playm'   Walter  Peterson 

pSn'       .  ^Ta7°M  .  wXr  Person 
PIANO  NOVELTY 

6402  Willow  Tree  (From  "Keep  Shuffling  "), 

Wm.   Reinhart  and  Al  Goodheart  at 

The  Starr  Glissando  Grand 
Got  Myself  Another  Jockey  Now  (From  "Keep 
Shufflin'  ").  -i; ■.■  ,,      .  . 

Wm.   Reinhart  and  Al  Goodheart  at 

The  Starr  Glissando  Grand 

RACE  RECORD 

6408  Ease  Away  Blues— Vocal  Blues.  Lizzie  Washington- 
Lord  Have  Mercy  Blues— Vocal  Blues, 

Lizzie  Washington 

6409  In   My  Heart— Spiritual  Pace  Jubilee  Singers 

Fight  On,  Your  Time  Ain't  Long— Spiritual, 

B  '  Pace  Jubilee  Singers 

LIST  FOR  MAY  1 
POPULAR  DANCE 

6410  Rain  or  Shine  (From  "Rain  or  Shine")—  Fox- 

trot, with  Vocal  Chorus  ..  .The  New  Yorkers 

Forever  and  Ever   (From  "Ram  or   Shine  )  — 
Fox-trot,  with  Vocal  Chorus.  ..  .The  New  Yorker 

6411  Nothin'  on  My  Mind   (But  the  Moonlight  the 

Starlight   and    You)  —  Fox-trot,    with  Vocal 

Chorus  Vic  Price  and  His  Orch. 

When — Fox-trot,  with  Vocal  Chorus, 

Vic  Price  and  His  Orch. 

6412  Indian     Cradle     Song— Fox-trot      with  Vocal 

Chorus   ."  Jardin  Royal  Orch. 

When  You  Played  the  Organ  and  I  Sang  the 
Rosary_Waltz   Jardl»  R°yal  0rch- 

6413  So  Long— Fox-trot,  with  Vocal  Chorus, 

Hogan  Hancock  and  His  Orch. 
Isabella — Fox-trot,  with  Vocal  Chorus,  , 

The  Newtown  Pippins 
OLD  TIME  SACRED  SINGING 

6420  Beautiful  Isle  of  Somewhere— Organ  Accomp., 

Woodlawn  Quartet 
Nearer  My  God  to  Thee— Organ  Accomp., 

Eva  Quartet 

BANJO  NOVELTY 

6421  Lip-Stick   Lou  Calabrese  and  His  Hot  Sketches 

Let's  Misbehave  (From  "Paris") 

Lou  Calabrese  and  His  Hot  Sketches 

HAWAIIAN 

6422  Maui  Girl— Duet   The  Ook-ola  Serenaders 

Just  Once  Again— Duet  The  Ookola  Serenaders 

POPULAR  VOCAL 

6414  Wouldn't  That  Be  Too  Bad— Trio,  with  Banjo 

Accomp.  The  Recorders 

Who's  Blue  Now — Trio,  with   Banjo  Accomp., 

The  Recorders 

6415  Waitin'  for  Katy— Duet  Carol-Grady 

Down  by  the  Old  Front  Gate— Duet.  .  .Carol-Grady 

6416  So  Long   Les  Backer 

My  Baby  Came  Home  Les  Backer 

OLD  TIME  SINGIN'  AND  PLAYIN' 

6417  Methodist  Pie— Guitar  Accomp 

Bradley  Kmcaid  of  WLS 
Sourwood  Mountain — Guitar  Accomp., 

Bradley  Kincaid  of  WLS 

6418  Red  or  Green — Fiddle  and  Guitar  Accomp., 

Henry  Whitter 
Sweet  Rosie  O'Grady — Fiddle   and   Guitar  Ac- 
comp Henry  Whitter 

6419  Breaking  of  the  St.  Francis  Dam — Guitar  and 

Harp  Accomp  John  McGhee 

Aged  Mother — Guitar  and  Harp  Accomp., 

John  McGhee 

RACE  RECORD 

6423  Why   Should  I   Grieve  After   You've   Gone — 

Vocal  Blues   George  Jefferson 

It's  Hot — Let  It  Alone — Piano  and  Guitar  Duet, 

Duke  Owens-Bud  Wilson 

6424  Papa,  You're  Too  Slow — Vocal  Blues, 

Louise  Anderson 

Dying  Blues — Vocal  Blues  Alberta  Jones 

Banner  Records 


7079 
7080 
7081 

7082 

7083 

7084 

7085 

7086 

7087 


7089 


7090 


7092 


7094 


7101 


7095 


7096 


7097 


7098 


7099 


Two  Little  Rooms — Fox-trot, 

Hollywood  Dance  Orch. 
Happy  Go  Lucky  Lane — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
There  Is  No  Tomorrow — Fox-trot. Missouri  Jazz  Band 
There's  Something  About  a  Rose — Fox-trot, 

Lou  Raderman  and  His  Orch. 

Old  Shoes — Fox-trot  Gotham  Society  Orch. 

I  Can't  Do  Without  You—Waltz, 

Majestic  Dance  Orch. 
I'll  See  You  in  June,  Dear — Fox-trot, 

Hollywood  Dance  Orch. 
I'm  Riding  to  Glory — Fox-trot, 

Lou  Raderman  and  His  Orch. 
Open  Up  Your  Arms  California — Fox-trot, 

Missouri  Jazz  Band 
Just  Across  the  Street  From  Heaven — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
In  a  Little  Two  by  Four  for  Two — Fox-trot, 

Lou  Raderman  and  His  Orch. 
Waitin'   for  Katy — Fox-trot, 

Nathan  Glantz  and  His  Orch. 
Moten  Stomp — Fox-trot, 

The   Original  Indiana  Five 
Little  Mother  (Mutterchen) — Waltz, 

Imperial  Dance  Orch. 
For  Every  Rose  That  Blossoms — Waltz, 

Imperial  Dance  Orch. 
In  My  Bouquet  of  Memories — Fox-trot, 

Hollywood  Dance  Orch. 
It's  Time  to  Make  Love — Fox-trot, 

Hollywood  Dance  Orch. 
After  My  Laughter  Came  Tears — Fox-trot, 

Majestic  Dance  Orch. 
Let  Me  Dream  of  You  Forever — Fox-trot, 

Majestic  Dance  Orch. 

Beloved — Waltz  Royal  Marimba  Band 

Moonlight  Reminds  Me  of  You — Waltz, 

Hollywood  Dance  Orch. 

POPULAR  VOCAL  RECORDS 
Sweetheart  I'm  Sorry — Baritone  Solo,  with  Orch. 

Accomp  Ralph  Haines 

Stayin'  Home  Nights — Baritone  Solo,  with  Orch.  _ 

Accomp  Ralph  Haines 

I    Still    Love    You — Tenor    Solo,    with  Orch. 

Accomp  George  Beaver 

Any  Way — Tenor  Solo,  with  Orch.  Accomp., 

Charles  Harrison 
Was  It  a  Dream? — Baritone   Solo,   with  Orch. 

Accomp  Ralph  Haines 

I   Wonder   If   You    Miss   Me   To-night — Tenor 

Solo,  with  Orch.  Accomp  George  Beaver 

Sunshine — Tenor  Solo,  with  Orch.  Accomp., 

George  Beaver 
The  Rose  You  Gave  to  Me — Baritone  Solo,  with 

Orch.  Accomp  Glenn  Roberts 

Back  in  Your  Own  Back  Yard — Male  Duet,  with 

Nov.  Accomp  Ralph  Haines  and  Radio  Eddie 

Oh!  How  Happy  We  Will  Be— Tenor  Solo,  with 

Orch.  Accomp  Frank  Hollis 

Down  by  the  Old  Front  Gate — Male  Duet,  with 

Piano  Accomp  Billy  Jones  and  Ernest  Hare 

We're  Just  a  Bunch  of  Slavs—  Tenor  Solo,  with 

Orch.  Accomp  George  Beaver 

They  Landed  Over   Here  From   Over  There- 
Tenor  Solo,  with  Nov.  Accomp  George  Beaver 

When  Birds  of  a  Feather  Get  Together — Tenor 

Solo,  with  Nov.  Accomp  George  Beaver 

NOVELTY  RECORDS 
Ramona — Octo-Chorda  Solo,  with  Piano  Accomp., 

Roy  Smeck 

Pinin'    Hawaii    For   You— Duet    Guitars,  with 

Vocal  Refrain   Frank  Ferera's  Hawaiians 

Our   Bungalow   of  Dreams — Octo-Chorda  Solo, 

with  Piano  Accomp  Roy  Smeck 

Dream  River — Duet  Guitars,  with  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 
My  Ohio  Home — Octo-Chorda  Solo,  with  Piano 

Accomp  Roy  Smeck 

Itching  Fingers — Guitar  and  Piano  Duet, 

Roy  Smeck  and  Art  Kahn 
Song   of   the  Failure — Tenor   Solo,   with  Nov. 

Accomp  Vernon  Dalhart 

Six    Feet    of  Earth — Male    Duet,    with  Nov. 

Accomp  Dalhart  and  Robison 

In    the    Hills    of    Old    Kentucky— Trio,  Nov. 

Accomp  Dalhart,  Robison  and  Hood 

A  Memory  That  Time  Cannot  Erase — 'Male  Duet, 

with  Nov.  Accomp  Dalhart  and  Robison 

STANDARD  RECORD 

Jolly  Fellows  Waltz — Waltz, 

Adrian  Schubert's  Concert  Orch. 
Sweetheart  Waltz— Waltz, 

Adrian  Schubert's  Concert  Orch. 


DANCE  RECORDS 

7077  You  Can't  Blame  Me  For  That — Fox-trot, 

Missouri  Jazz  Band 
Who  Says  They  Don't  Care— Fox-trot, 

Al  Lynch  and  His  Orch. 

7078  Sweet  Sue— Just  You— Fox-trot, 

Sam  Lanin's  Dance  Orch. 


Harmony  Records 


DANCE  RECORDS 

623-  H  The    Dance   of   the    Blue    Danube— Fox-trot, 

with  Incidental  Singing, 

Andy  Sannella  and  His  All  Star  Trio 
Little  Log  Cabin   of  Dreams — Fox-trot,  with 
Incidental  Singing, 

Andy  Sannella  and  His  All  Star  Trio 
631-H  Ma  Belle  (From  "The  Three  Musketeers")— 
Fox-trot,  with  Vocal  Refrain, 

Ernie  Golden's  Orch. 
March  of  the  Musketeers  (From  "The  Three 
Musketeers") — Fox-trot,  with  Vocal  Refrain, 
Ernie  Golden's  Orch. 
622-H  Persian  Rug — Fox-trot,  with  Vocal  Refrain, 
Ernie  Golden's  Orch. 
Rain   or    Shine    (From    "Rain   or    Shine") — 
Fox-trot,  with  Vocal  Refrain, 

Ernie  Golden's  Orch. 
635-H  That's    My    Mammy — Fox-trot,    with  Vocal 

Refrain   Lou  Gold  and  His  Orch. 

Who  Wouldn't  Be  Blue? — Fox-trot,  with 
Vocal  Refrain  ....Lou  Gold  and  His  Orch. 

629-  H  In  My  Bouquet  of  Memories — Fox-trot,  with 

Vocal  Refrain  ....Lou  Gold  and  His  Orch. 
Tell  Me  You're  Sorry — Fox-trot,  with  Vocal 
Refrain   Lou  Gold  and  His  Orch. 

624-  H  I    Do    Not    Choose   to    Run — Fox-trot,  with 

Vocal  Refrain   The  Night  Club  Orch. 

Hey!  Heyl  Hazel— Fox-trot,  with  Vocal  Re- 
frain  The  Night  Club  Orch. 

626-H  Laugh!  Clown!  Laugh! — Waltz,  with  Inci- 
dental Singing   The  Harmonians 

I'm  Afraid  of  You — Fox-trot,  with  Vocal 
Refrain   The  Harmonians 

630-  H  In     the     Evening  —  Fox-trot,     with  Vocal 

Refrain   Broadway  Bell  Hops 

Happy  Go  Lucky  Lane — Fox-trot,  with  Vocal 

Refrain   ..-Broadway  Bell  Hops 

639-H  Waitin'  for  Katy — Fox-trot,  with  Vocal  Re- 
frain  Carolina  Club  Orch. 


10 


10 


10 


You'd    Rather    Forget    Than  Forgive- — Fox- 
trot, with  Vocal  Refrain, 

Carolina  Club  Orch. 

636-  H  Oh,  Baby  (From  "Rain  or  Shine") — Fox-trot, 

The  Dixie  Stompers 
Feelin'    Good    (From    "Rain    or    Shine")  — 
Fox-trot   The  Dixie  Stompers 

632-  H  The  Junkman's  Dream — Fox-trot, 

Original  Indiana  Five 
What  Can  a  Poor  Fellow  Do? — Fox-trot. 

Original  Indiana  Five 
638-H  Hello,    Montreal!— Fox-trot,    with    Vocal  Re- 
frain  The  Harmonians 

Sweet  Sue — Just  You — Fox-trot,  with  Vocal 
Refrain   The  Westerners 

VOCAL  RECORDS 
628-H  Fitzmaurice,    Von    Huenefeld    and    Koehl!  — 

Vocal   Irving  Kaufman 

They  Landed  Over  Here  From  Over  There — 

Vocal   Irving  Kaufman 

627-H  Mammy  Is  Gone — Vocal.  ..  .  .Irving  Kaufman 

Sentimental  Baby — Vocal  Irving  Kaufman 

625-H  Ramona — Tenor  So'o   Tommy  Weir 

Beloved — Tenor  Solo   Tommy  Weir 

633-  H  The  Man  I  Love— Vocal  Virginia  Lee 

My  Man  (Mon  Homme)— Vocal, 

Virginia  Lee 

637-  H  So  Tired— Vocal, 

The  Melody  Man  (Joe  Davis) 
Is  It  a  Sin  My  Loving  You? — Vocal, 

The  Melody  Man  (Joe  Davis) 

640-H  My  Pet — Vocal  Duet  Harmony  Brothers 

Collegiana — Vocal  Duet.  ...  Harmony  Brothers 

634-  H  The   Miner's   Prayer — Vocal  Mack  Allen 

Song  of  the  Failure — Vocal  Mack  Allen 


Domino  Records 


DANCE  RECORDS 

4127  I  Can't  Do  Without  You— Waltz, 

Adrian  Schubert's  Salon  Orch. 
Southern  Roses — Waltz, 

Adrian  Schubert's  Concert  Orch. 

4128  In  My  Bouquet  of  Memories — Fox-trot, 

Imperial  Dance  Orch. 
Happy  Go  Lucky  Lane — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

4129  Waitin'  for  Katy— Fox-trot, 

Nathan  Glantz  and  His  Orch. 
Two   Little   Rooms — Fox-trot.  . Imperial  Dance  Orch. 

4130  Beloved — Waltz   Dixie  Marimba  Players 

Remember  Me  to  Mary — Waltz, 

Hollywood  Dance  Orch. 

4131  Sweet  Sue — Just  You — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
After  My  Laughter  Came  Tears — Fox-trot, 

Nathan  Glantz  and  His  Orch. 

4132  Little  Mother  (Mutterchen) — Waltz, 

_   ,  „      „  Adrian  Schubert's  Salon  Orch. 

Tho'  You  Threw  Me  Down — Waltz, 
,,,,  J,      ,    „  Adrian  Schubert's  Salon  Orch. 

4133  There  s  Something  About  a  Rose — Fox-trot, 

Pelham  Inn  Society  Orch. 
Just  Across  the  Street  From  Heaven — Fox-trot, 

„,  Sam  Lanin's  Dance  Orch. 

4134  1  m  Riding  to  Glory — Fox-trot, 

Pelham  Inn  Society  Orch. 
In  a  Little  Two  by  Four  for  Two — Fox-trot, 

Pelham  Inn  Society  Orch. 
VOCAL  RECORDS 

4135  Back  in  Your  Own  Back  Yard — Male  Duet,  with 

Novelty  Accomp  ..Rodman  Lewis-Radio  Ed. 

I    Still    Love    You — Tenor    Solo,    with  Orch. 
Accomp.  Irving  Kaufman 

4136  Sunshine — Tenor  Solo,  with  Orch.  Accomp., 

T      ,  .  ^         r  Irving  Kaufman 

Laugh!  Clown,  Laugh! — Tenor  Solo,  with  Orch. 

„  Accomp  Irving  Kaufman 

4137  Shes  the  Sweetheart  of  Six  Other  Guys— Male 

Duet,  with  Piano  Accomp., 
_  Billy  Jones-Ernest  Hare 

Down  by  the  Old  Front  Gate — Male  Duet,  with 

Piano  Accomp  Billy  Jones-Ernest  Hare 

4138  Sweetheart    I'm     Sorry — Baritone     Solo,  with 

Orch.  Accomp  Rodman  Lewis 

Was  It  a  Dream? — Baritone  Solo,  with  Orch 

A,,n  tlAcC?p-j",,V, Rodman  Lewis 

4139  They   Landed   Here   From   Over  There — Tenor 

Solo,  with  Nov.  Accomp  Irving  Kaufman 

Let's  Give  Three  Cheers — Tenor  Solo,  with  Nov. 
Accomp  Irving  Kaufman 

NOVELTY  RECORDS 

0228  In  the  Hills  of  Old  Kentucky— Trio,  with  Nov. 

Accomp  ..Dalhart,  Robison  and  Hood 

Drifting  Down  the  Trail  of  Dreams — Trio,  with 
Nov.  Accomp  Dalhart,  Robison  and  Hood 

0229  Together — Hawaiian  Guitars,  with  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 
Dream  River — Hawaiian    Guitars,    with  Vocal 
Refrain   Frank  Ferera's  Hawaiians 

0230  Our   Bungalow   of  Dreams — Octo-Chorda  Solo, 

with  Piano  Accomp  Roy  Smeck 

Home  Again  (Hawaiian  Home  Song) — Hawaiian 
Guitars,  with  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 

0231  Ramona — Octo-Chorda  Solo,  with  Piano  Accomp., 

Roy  Smeck 

Laughing  Rag — Octo-Chorda   Solo,   with  Piano 
Accomp  Roy  Smeck 

4140  Song  of  the  Failure — Tenor    Solo,  with  Nov. 

Accomp  Vernon  Dalhart 

A    Memory    That    Time    Cannot    Erase — Male 
Duet,  with  Nov.  Accomp  Dalhart  and  Robison 

STANDARD  RECORDS 

0232  I'm  Falling  in  Love  With   Someone — Waltz, 

Dixie  Marimba  Players 
When  You're  Away — Waltz.. Dixie  Marimba  Players 

0233  Sweetheart  Waltz — Waltz, 

Adrian  Schubert's  Concert  Orch. 
Skaters  Waltz   (Les  Patineurs) — Waltz, 

Adrian  Schubert's  Concert  Orch. 


Bell  Records 


589  Waitin'  for  Katy — Fox-trot  Terry's  Ramblers 

Oh.    Daisy — Fox-trot   Kirby's  Kings  of  Jazz 

590  Indian   Cradle  Song — Fox-trot.  Jack  Shay's  Play  Boys 
Egypt — Fox-trot   Nixon's  Royal  Flush  Orch. 

591  Say  Yes  To-day — Fox-trot   Terry's  Ramblers 

Green  River  Blues — Fox-trot  Blues, 

Kirby's  Kings  of  Jazz 

592  Collegiana— Fox-trot   Terry's  Ramblers 

Isabella — Fox-trot   Kirby's  Kings  of  Jazz 

593  Lovely  Lady— Fox-trot.  .  ,  . 

Andy  Richards  and  His  Orch. 
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Night  Time  Is  Love  Time — Fox-trot, 

Nixon's  Royal  Flush  Orch. 

594  When — Fox-trot  Andy  Richards  and  His  Orch. 

How  Long  Must  I  Wait  for  You? — Fox-trot, 

Nixon's  Royal  Flush  Orch. 

595  In  the  Sing  Song  Sycamore  Tree — Fox-trot, 

Terry's  Ramblers 

I've  Got  Somebody  Now — Fox-trot, 

Nixon's  Royal  Flush  Orch. 

596  Rain  or  Shine — Fox-trot, 

Ted  Parker  and  His  Troubadours 
On  the  Vagabond   t  rail — Fox-trot, 

Hal  Stuart  and  His  Gang 

597  Ol'  Man  River— Fox-trot, 

Ted  Parker  and  His  Troubadours 
Sentimental  Baby   Hal  Stuart  and  His  Gang 

598  When  You  Played  the  Organ  and  I  Sang  .the 

Rosary — Waltz   Jack  Shay's  Play  Boys 

In  a  Little  French  Cafe — Waltz, 

Hal  Stuart  and  His  Gang 

599  So  Long — Popular  Vocal   Cris  Patterson 

I'm  Leaving  You — Popular  Vocal.  .  .James  Anderson 

600  Just  a  Waltzing  Melody — Popular  Vocal, 

James  Anderson 

Together — Popular  Vocal   Cris  Patterson 

1177  The  Sinking  of  the  Submarine  S-4 — Old  Time 

Singin'   and   Playin'  Henry  Graham 

Give  My  Love  to  Nellie,  Jack — Old  Time  Singin' 
and  Playin'   Godfrey  Borton 

1178  The    Fatal    Wedding— Old    Time    Singin'  and 

Playin'   ...John  Carpenter 

Sourwood    Mountain — Old    Time    Singin'  and 
Playin'   John  Carpenter 

1179  Weeping  Willow  Tree — Old  Time   Singin'  and 

Playin'   Riley  Wilcox 

The  Broken  Engagement — Old  Time  Singin'  and 
Playin'   Riley  Wilcox 

1180  Bringing    in    the    Sheaves — Old    Time  Sacred 

Singing   Southland  Sacred  Quartet 

How   Wonderful    Heaven   Must    Be — Old  Time 
Sacred   Singing  Southland  Sacred  Quartet 

1181  Midnight    Special    Blues — Race    Record — Vocal 

Blues   --Big  Boy  Woods 

Dark  Cloudy  Blues — Race  Record — Vocal  Blues, 

Big  Boy  Woods 

1182  Bugahoma      Blues — Instrumental      Blues — Race 

Record  "Corky"  James  and  His  Blackbirds 

Canned   Heat   Blues — Instrumental  Blues — Race 
Record  The  Alabama  Jazz  Pirates 

1183  I'm  on  My  Way  to  a  Great  City — Race  Record 

— Sermon,  with  Singin'   Rev.  J.  F.  Forest 

A    Witness    for   Jesus — Race    Record — Sermon, 
with  Singing   Rev.  J.  F.  Forest 


Columbia  Wholesalers 
Open  Kolster  Accounts 


Officials  of  Baltimore  Distributing  Firm 
Report  Many  Applications  for  Kolster 
Franchise — Combination  in  Demand 


Baltimore,  Md.,  May  8. — Columbia  Wholesalers, 
Inc.,  report  business  as  very  gratifying. 

"Among  the  features  of  the  Spring  sales 
campaign,"  said  Wm.  H.  Swartz,  vice-president, 
"that  are  bringing  remarkable  results  may  be 
included  our  extensive  broadcasting  of  Colum- 
bia records  and  Columbia-Kolster  reproduction 
over  a  number  of  broadcasting  stations 
throughout  the  territory.  Unquestionably  this  is 
a  very  fertile  form  of  sales  promotion  and 
dealers  universally  appreciate  what  we  are  do- 
ing to  help  their  sales.  Use  of  the  wonderful 
Columbia-Kolster  combination  in  the  playing 
of  records  at  the  store  door  is  not  only  stimu- 
lating the  sales  of  records  very  materially,  but 
evidently  creating  a  desire  of  ownership  for 
this  machine,  as  sales  of  the  model  900  are 
showing  remarkable  results. 

"These  forms  of  sales  promotion,  as  well 
as  a  fortunate  combination  of  real  hits  on 
Columbia  records,  with,  of  course,  the  tre- 
mendous interest  in  the  new  series  of  Two 
Black  Crows  as  a  leader,  have  made  our  busi- 
ness for  the  Spring  months  look  very  promis- 
ing indeed." 

L.  L.  Andrews,  president  of  Columbia  Whole- 
salers, reports  that  the  addition  of  Kolster 
radio  has  greatly  strengthened  the  radio  de- 
partment. A  surprising  number  of  strong  ac- 
counts have  applied  for  the  Kolster  franchise, 
as  it  is  evident  that  practically  all  Columbia 
dealers  will  specialize  on  Kolster  radio  for  the 
coming  season.  During  the  past  several  weeks 
the  following  Kolster  dealers  have  been  ap- 
pointed: Boggs  Rice,  Inc.,  Bristol,  Va.; 
Augusta  Furniture  Co.,  Staunton,  Va.;  Hobbie 
Bros.,  Roanoke,  Va. ;  Fulwiler  Hill  Co., 
Roanoke,  Va.;  Seagle  Bros.,  Pulaski,  Va.;  Wil- 
son's, East  Radford,  Va.;  Miller's  Music  Store, 
Harrisonburg,  Va.;  St.  Charles  Supply  Co.,  St. 
Charles,  Va.;  Pennington  Hardware  &  Furni- 
ture Co.,  Pennington  Gap,  Va.;  Scott  &  Car- 
michael,  Fredericksburg,  Va.,  and  the  Iroquois 
Electric  Co.,  Washington,  D.  C.  Consistent 
Kolster  advertising  and  fine  weekly  broadcast- 
ing by  Kolster  is  making  sales  of  Kolster  sets 
easy  in  this  territory. 


Brunswick  Salon 

Has  Anniversary 

—  t 

Brunswick  Recording  Artists  Give  Recital 
in  Warerooms  of  Fifth  Avenue  Estab- 
lishment on  Third  Anniversary 

  i 

The  third  anniversary  of  the  Brunswick 
Salon,  Fifth  avenue  and  Fifty-third  street,  New 
York  City,  of  which  Chester  Abelowitz  is  pro- 
prietor, was  fittingly  observed  on  April  26 
with  a  recital  of  Brunswick  artists  which  was 
attended  by  approximately  250  patrons  of  the 
establishment.  Edward  R.  Strauss  and  H. 
Emerson  Yorke,  of  the  New  York  headquar- 
ters of  the  Brunswick  Co.,  were  present,  the 
latter  acting  as  master  of  ceremonies.  Chester 
Abelowitz  and  his  staff  welcomed  the  guests 
and  Mr.  Abelowitz  made  a  short  address  of 
welcome. 

Among  the  artists  who  entertained  were 
Marie  Morrisey,  contralto,  well-known  concert 
artist;  Frederick  Fradkin,  violinist;  the  Ritz 
Quartet  from  "Funny  Face,"  the  record-break- 
ing musical  show;  Zelma  O'Neal,  comedy  star 
of  "Good  News,"  and  Vincent  Lopez  and  His 
Orchestra,  who  concluded  their  share  of  the 
entertainment  with  a  semi-classical  arrange- 
ment of  "Alexander's  Ragtime  Band." 

Refreshments  were  served  during  an  inter- 
mission in  the  program  and  at  the  conclusion 
of  the  recital  a  Brunswick  recording  made  by 
one  of  the  artists  participating  in  the  recital 
was  presented  to  each  guest. 


Interesting  Booklet 


A  handy  manual  entitled  "The  Gateway  to 
Better  Radio,"  has  been  issued  by  the  Ameri- 
can Mechanical  Laboratories,  Inc.,  Brooklyn, 
N.  Y.,  manufacturer  of  the  Clarostat  and  other 
radio  products.  There  are  thirty-two  pages  of 
practical  radio  information,  profusely  illus- 
trated. 


RMA  Directors 

Nominate  Officers 

Board  Nominates  Major  Herbert  H.  Frost 
for  Presidency  —  Other  Nominees  — 
Adopt  Important  Patent  Plans 


At  a  meeting  of  the  board  of  directors  of 
the  Radio  Manufacturers'  Association  at  Buf- 
falo, on  May  3,  Major  Herbert  H.  Frost,  of 
New  York,  the  first  president  of  the  RMA, 
was  nominated  by  the  board  for  another  term, 
to  suceed  President  C.  C.  Colby  for  the  en- 
suing year,  there  being  a  one-year  tenure  in 
the  presidency.  Other  nominations  for  the 
roster  of  officers  to  be  elected  in  June  were: 
First  vice-president,  V.  W.  Collamore,  of  Phila- 
delphia; second  vice-president,  Morris  Metcalf, 
of  Springfield,  Mass.;  third  vice-president,  L. 
E.  Noble,  of  Buffalo,  and  John  C.  Tully,  of 
Chicago,  treasurer. 

Among  the  actions  taken  by  the  RMA  board 
at  this  meeting  were  the  adoption  of  a  plan 
for  interchange  of  patents  by  manufacturers, 
adoption  of  a  proposed  new  constitution  and 
by-laws  for  the  Association,  and  final  plans 
for  the  Fourth  Annual  RMA  Convention  and 
Trade  Show.  The  patent  interchange  plan  and 
the  new  constitution  and  by-laws  will  be  pre- 
sented to  the  RMA  membership  in  June. 

Plans  for  closer  affiliation  between  the  music 
and  radio  industries  were  also  considered  with 
a  view  to  developing  the  common  interests  of 
the  music-radio  dealers  and  co-ordinating  the 
annual  conventions  in  1929  of  the  RMA  and 
Music  Industries. 


Incorporation 


Scientific  Laboratories,  Inc.,  has  been  incor- 
porated in  Wilmington,  Del.,  with  a  capital  of 
$100,000,  for  the  purpose  of  dealing  in  musical, 
radio,  phonographic  and  other  instruments. 
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KNOWING  HOW 

There  is  a  well-defined  reason  for  the  success  of  EMPIRE  TONE-ARMS  and  RE- 
PRODUCERS, for  these  products  represent  fourteen  years  of  "knowing  how."  They 
are  accurate  in  every  detail,  tested  thoroughly  before  they  leave  our  factory,  and  are 
not  experiments  or  laboratory  models.  "Knowing  how"  to  build  tone-arms  and 
reproducers  has  been  the  prime  factor  in  Empire's  acceptance  by  leading  man- 
ufacturers as  standard  equipment  for  their  products. 


The 
Prices 

Are 
Right 

Send 
Today 

for 
Samples 


Neu?  Empire  No.  5  Reproducer 


Among  other  Empire  products  are  the  No.  15  Tone-Arm;  New 
Premier  Reproducer  and  No.  2  Tone-Arm;  the  Nos.  12  and  15 
for  all  types  .of  machines;  No.  75  for  large  machines  and  No.  2 
for  portables. 


The  Empire  Phono  Parts  Co. 

Established  In  1914  WM.  J.  McNAMARA,  President 

10116  Madison  Avenue  Cleveland,  Ohio 

Mexican  Representative— Radio  FonograSica  Mexicana,  S.  A.,  Balderas  no,  Mexico  D.  F.,  Mexico 


They're  Gay  Chasers  of  Gloom  >>  These 

NEW  EDISON  RECORD 


by.. 


101 1^  tf) 


/A  if  t 


WHEN  DAY  IS  DONE  AMONG  MY  SOUVENIRS  JUST  A  MEMORY 

THE  SONG  IS  ENDED         RHAPSODY  IN  BLUE 


V¥7  HETHER  it's  the  symphonic 
"  jazz  of  Gershwin's  "Rhapsody 
in  Blue"  or  the  slow,  soothing  beauty 
of  "When  Day  Is  Done" — there's  a 
quality  to  these 
Recordings  by  the 
Edisonians  that  you'll 
admit  is  rare.  The 
Edisonians  are  no 
ordinary  orchestra 
organization.  Each 


member  is  an  outstanding  virtuoso — 
grouped  together  they  form  a  super- 
orchestra.  Play  their  records  on 
the  new  Edisonic!  Let  your  patrons 


"NEW  YORK.  HO!" 
— is  the  byword. 

NATIONAL  CONVENTION 
OF  THE  MUSIC  TRADE 
— is  the  event. 

JUNE  4th  TO  9th 
— is  the  time. 

COMMODORE  HOTEL, 
NEW  YORK 

- — is  the  place. 

Don't  miss  this  opportunity 
to  freshen  up  your  ideas  and 
viewpoints  and  to  have  a 
good  time  while  doing  it. 


understand  what 
real  "close-up" 
music  is!  Phonograph 
— and  Record — sales 
are  bound  to  follow. 
Thomas  A.  Edison.  Inc. 
Orange,  New  Jersey 


won 


T  h 


DISONIC 


ADDRESS  THE  DISTRIBUTOR  NEAREST  YOU 


EDISON  PHONOGRAPH  DISTRIBUTING 
CO.,  Orange,  N.  J.;  155  So.  Forsyth  St., 
Atlanta,  Ga.;  185  State  St,  Boston,  Mass.; 
3130  So.  Michigan  Ave.,  Chicago,  111.;  500 
Elm  St.,  Dallas,  Tex.;  1636  Lawrence  St., 
Denver,  Colo.;  1215  McGee  St.,  Kansas  City, 


Mo. ;  608  First  Ave.,  No.,  Minneapolis, 
Minn.;  128  Chartres  St.,  New  Orleans,  La.; 
909  Penn  Ave.,  Pittsburgh,  Pa.:  1267  Mis- 
sion St.,  San  Francisco,  Calif.;  St.  Thomas, 
Ont.,  Canada;  B.  W.  SMITH,  INC.,  2019 
Euclid  Ave.,  Cleveland,  Ohio;  PROUDFIT 


SPORTING  GOODS  CO.,  2327  Grant  Ave., 
Ogden,  Utah;  GIRARD  PHONOGRAPH 
CO.,  Broad  and  Wallace  Sts.,  Philadelphia; 
C.  B.  HAYNES  CO.,  INC.,  19  W.  Broad 
St.,  Richmond,  Va.;  SILVERSTONE  MU- 
SIC  CO.,  1114  Olive  St.,  St.  Louis,  Mo. 
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Toman  Products 


THE  MOST 
POPULAR 

LINE  ON  THE 

MARKET  TO-DAY 


This  attractive  two' 
coior  window  or 
counter  card  speeds 
up  consumer  sales. 


M 


V  "S 


There's  no  secret  about  the  ever  increasing  popu- 
larity of  Toman  reproducers  and  tone-arms. 
Finer  performance  and  greater  value — that's  the 
explanation.  Made  of  the  finest  selected  metal 
alloys,  constructed  on  latest  scientific  principles, 
and  tested  at  every  stage  of  manufacture— 
Toman  Products  just  can't  help  being  right! 

And  Toman  Dealer  Helps  help  you  sell  these 
fine  products.  Not  only  selling  to  Dealers,  but 
helping  Dealers  to  greater  volume  and  profits  by 
stimulating  consumer  demand — -that's  the  Toman 
idea.  The  two  color  window  card  and  eight  page 
consumer  folder  shown  here  are  two  of  the  most 
recent  sales  aids  for  Toman  Dealers.  If  you  are 
not  now  enjoying  the  profits  to  be  had  from  the 
fast  selling  Toman  line,  write  at  once  for  an 
outline  of  our  generous  Jobber  and  Dealer  policy. 


The  Toman  No.  2 
Reproducer — the  most 
beautiful  Reproducer 
ever  designed. 


Eight  page  consumer 
folder  giving  com- 
plete description  and 
prices  of  Toman 
Products. 


All  Toman  Products  are  reasonably  priced. 
Guaranteed  quality  inside  and  out.  Samples 
sent  promptly  upon  request. 


mi 


E*  Toman  &  Company 


2621  West  21st  Place 


CHICAGO,  ILL. 
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See- 

The  Complete  Grebe  Line 

at  the  Trade  Show  of  the  Radio  Mfrs.  Assn. 
Stevens  Hotel,  Chicago,  June  11  to  15  incl.  1928 


Grebe  Synchrophase  List  Price 

A-CStX      (less  tubes)  $22  750 

An  A-C  operated  receiver  with  dis- 
tinctive Grebe  improvements  for  bet- 
ter local  and  distance  reception  that 
will  instantly  appeal  to  the  buyer. 


Grebe  Synchrophase 
Seven 


List  Price 
(less  tubes 

$145 


A  receiver  of  such  superiority  that  it 
will  always  be  an  outstanding  leader 


Grebe  Synchrophase 
Five 


A  ready  seller  that  offers  unusual 
opportunity  for  quick  turnover  and 
substantial  profits. 


List  Price 
less  tubes) 


List  Price 

Grebe  Natural  Speaker  $35 

A  Grebe-made  speaker  that  affords 
the  final  touch  of  perfect  reception 
to  any  receiver. 


List  Price 

Grebe  No.  ijjo  Speaker  $1750 

Grebe  quality  in  a  speaker  that  may 
be  sold  at  a  low  price  without  sacri 
fice  of  volume  or  tone  quality. 


Grebe  Synchrophase 
A-C  Six 


Send  for  Booklet  TW 

It  fully  describes  the  exclusive 
selling  points  of  the  Grebe 
Synchrophase  A-C  Six. 

We're  looking  forward 
to  seeing  you  at  our 
Booth  65  A  at  the 
Trade  Shotv. 


Six 

A.  H.  Grebe  &  Co.,  Inc.,  109  West  57th  Street,  N.  Y.  C. 

Factory:  Rich  mond  Hill,  Is*!,  Y.        TxJestecD  Branch:  443  S.  San  Pedro  St.,  Los  A.n^elcs,  Cil . 
Pvfakers  of  quality  radio  since  ItyOty 
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Panatrope  Musical  Effects 

. .  .  Yet  its  price  is  only  $25 


Slightly  Higher  West  of  Rockies 


New -Type  Horn 
increases  tone  range 
more  than  100% 


The  horn,  exclusive 
of  the  tone-arm, 
of  the  Brunswick 
Portable  if  straight 
would  be  the  length 
pictured  here. 


/%RE  you  getting  your  share  of  Portable 
i  \  business?  Don't  miss  the  unusual 
opportunity  offered  you  in  Brunswick's 
new  Portable.  Here  is  a  musical  develop- 
ment whose  sales  importance  can  scarcely 
be  overestimated.  Much  of  the  deep  bass 
effect  of  the  Brunswick  Panatrope  is  at- 
tained in  this  superb  little  instrument.  It 
offers  more  and  better  music  than  even  the 
costliest  of  the  old-style  phonographs. 
Push  this  Brunswick  Portable  through 


the  summer  months.  The  $25  price  gives 
you  a  decided  advantage  over  competition. 
While  a  summer  leader,  the  Brunswick 
Portable  is  more  than  merely  a  source  of 
summer  entertainment.  Many  music 
lovers  who  cannot  afford  the  larger  models 
of  new- type  instruments  will  gladly  pay 
$25  for  a  Brunswick  Portable.  A  Portable 
sale  usually  means  a  new  record  customer 
— don't  forget  that. 


Brunswick  meets  every  musical  need :  —  The  Brunswick  Panatrope,  and  Panatrope 
with  Radiola,  Brunswick  Electrical  Records  .  .  .  and  now  BRUNSWICK  RADIO ! 

£7anm$wick 


THE  BRUNSWICK -BALKE'COLLENDER  CO.,  Chicago,  New  York.  Branches  in  all  principal  cities 
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Price  Twenty-five  Cents 


The  Radio  Season  Opens 


THE  1928-1929  radio  season  opens  officially  this 
month.  The  Fourth  Annual  Radio  Trade  Show 
and  Convention  of  the  Radio  Manufacturers'  Asso- 
ciation in  Chicago,  and  the  more  or  less  "private"  exhibits 
of  new  radio  products  by  manufacturers  bring  before  the 
wholesale  and  retail  trade  of  the  country  the  latest  products 
— both  radio  receiving  sets  and  accessories — in  which  are 


incorporated  improvements  and 
refinements  devised  by  some  of 
the  best  engineering  brains  of 
the  country.  That  radio  this 
year  will  be  better  than  ever 
there  is  no  doubt.  Many  manu- 
facturers are  presenting  lines 
of  distinction  and  merit  at 
prices  that  should  prove  attrac- 
tive to  the  public.  Retailers 
from  practically  every  State  in 
the  Union  are  in  Chicago  to 
make  personal  inspections  of 
the  new  lines.  However,  thou- 
sands of  merchants  will  not  be 
able  to  be  present  at  the  RMA 
Trade  Show  and  Convention. 

Read  and  Think 


6 


For  this  reason  as  well  as 
for  the  benefit  of  the  dealers 
who  are  fortunate  enough  to  be 
in  the  "Windy  City"  during 
Show  Week,  The  Talking  Ma- 
chine World,  in  this  issue,  de- 
scribes the  new  products  of  the 
manufacturers — those  who  are 
exhibiting  at  the  Trade  Show 
as  well  as  those  who  have  no 

exhibits.  Whether  you,  Mr.  Dealer,  are  at  the  Show  or  stay 
at  home,  read  this  issue  of  The  Talking  Machine  World. 
Now  is  the  time  to  decide  the  important  questions,  "What 
lines  shall  I  handle  the  next  year?  Which  products  offer 
the  best  possibilities  for  sales  and  profits  in  my  particular 
territory?   Will  another  line  of  radio  prove  an  advantage?" 

The  descriptions  of  the  new  lines  in  this  issue  give  you 
the  vital  information  you  need.  What  may  be  the  best  line 
for  the  dealer  a  thousand  miles  distant  from  you  may  not 
be  a  sales  factor  locally.  Each  dealer  should  be  conversant 
with  his  local  radio  problems.  He  must  know  the  radio 
needs  and  preferences  of  the  people  who  make  up  bis  com- 
munity.   He  must  cater  to  the  public. 


Every  Dealer  Should 
Read  These  Articles 

Features  the  Classics — An  article 
filled  with  valuable  informa- 
tion  {Page 

Broadcasting  Builds  Radio  Sales 

{Page 

Selling  Records  to  the  Collegians 

{Page  8) 

Develop  New  Sales  Fields — By 
J.  M.  Schlacter  {Page  is) 

Florida  Travels  the  Road  to  Busi- 
ness Recovery  —  By  Arthur 

Smith  {Page  20) 

Do  You  Know  Your  Costs  of 
Operation? — By  Robert  L.  Kent 

{Page  30) 

From  Twenty  Lines  to  Four — By 
Roy  Stewart  {Page  33) 

Summer   Profits — By    Leslie  A. 

FergUSOn  {Page  40) 

Creating  a  Record  Demand  for 
Finest   Music — By    W.  Braid 

White  {Page  42) 


The  only  way  for  a  merchant  to  make  an  intelligent  selec- 
tion of  the  radio  receiving  sets  and  accessories  best  suited  to 
his  purpose  is  to  select  by  comparison.  That  is,  the  dealer 
must  compare  the  various  products  as  to  merit,  price,  talking 
points.  He  should  select  a  line  with  a  thought  to  the  service 
the  receiver  may  require.  The  firm  behind  the  product 
also  is  important.  All  factors  should  be  carefully  consid- 
ered. Mistakes  are  always 
costly  and  pull  down  the  retail 
merchant's  profits  from  radio. 


The  Future 

Given  the  right  merchandise 
dealers  should  profit  in  the 
months  to  come.  Radio  has 
gradually  reached  the  point 
where  it  is  distinctly  up  to  the 
dealer  whether  this  phase  of 
his  business  is  satisfactory. 
Many  of  the  vexatious  prob- 
lems over  which  the  dealer  had 
no  control  in  the  past  have 
either  been  entirely  eliminated 
or  they  have  been  partially 
solved,  so  that  outside  influ- 
ences no  longer  make  the  seri- 
ous inroads  on  profits  that  nul- 
lified the  merchandising  effort 
of  the  retail  trade.  This  is  truly 
the  day  of  high-grade  products 
and  equally  first-class  merchan- 
dising. The  two  go  together. 
Eliminate  one  or  the  other  and 
business  is  bound  to  suffer. 
This  is  a  fundamental  fact.  No 
longer  will  the  public  purchase 
any  kind  of  radio  set.  People  have  become  more  discrim- 
inating. There  are  many  fine  sets  on  the  market.  They 
select  the  model  suited  to  their  desires  and  purses.  The 
dealer  who  handles  a  well-rounded  stock  and  makes  a  serious 
bid  for  business  will  get  the  cream  in  his  territory.  But  be 
sure  you  have  lines  that  will  give  you  a  fair  chance  to  get 
your  share  of  the  radio  business  in  the  face  of  the  keen  com- 
petition that  every  dealer  faces  at  the  present  time.  Re- 
markable changes  have  taken  place  in  radio  in  the  past  year. 
The  AC  set  has  become  the  big  gun  of  the  industry.  Other 
refinements  have  been  made  which  may  have  an  important 
bearing  on  your  future  radio  business.  Know  what  you  are 
doing.    Analyze  the  new  products  in  this  issue. 


See  second  last  page  for  Index  of  Articles  of  Interest  in  this  issue  of  The  World 
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Specializing  in  the  Best  Rec- 
ords Steps  Up  the  In- 
dividual Sales 


Based  on  an  Interview  With  Joseph 
F.  Brogan  of  the  Gramophone  Shop 


A LITTLE  more  than  two  months  ago,  on 
April  2,  to  be  exact,  the  Gramophone 
Shop  opened  for  business  at  126  East 
Forty-first  street,  New  York  City,  specializing 
in  records  of  the  best  type  of  music  and  with 
a  catalog  of  more  than  500  titles  of  imported 
records,  recorded  in  Europe,  and  not  to  be 
found  in  the  listings  of  any  of  the  American 
record  manufacturers.  William  H.  Tyler  and 
Joseph  F.  Brogan,  the  proprietors  of  this  es- 
tablishment, both  veterans  in  the  metropolitan 
retail  music  field,  have  long  felt  that  there  was 
a  need  for  a  shop  which  would  cater  to  the 
lover  of  music  who  finds  the  same  fascination 
in  collecting  the  best  in  recorded  music  as  does 
the  book  collector  who  cherishes  first  editions. 
That  they  were  right  in  their  surmise  is  evi- 
denced by  the  fact  that  on  July  1  the  Gramo- 
phone Shop  leaves  the  small  store  in  which  it 
had  its  beginning  and  proceeds-  to  new  and 
considerably  larger  quarters. 

The  present  site  of  the  Gramophone  Shop  is 
small,  about  nine  by  eighteen  feet,  and  contains 
but  one  demonstration  booth,  a  small  counter 
and  three  cabinets  for  records.  Nevertheless, 
during  the  past  two  months,  record  sales  have 
averaged  over  $1,000  per  week,  and  the  sale  of 
several  high-priced  talking  machines  has 
brought  the  sales  totals  for  this  period  to  a 
most  satisfactory  volume. 

A  5,000-Record  Stock 
About  5,000  records  are  carried  in  stock,  of 
which  2,000  are  contained  in  album  series.  The 
balance  of  the  stock  includes  records  issued 
singly  by  domestic  companies  and  record  manu- 
facturers in  France,  Italy,  Germany,  England, 
Spain  and  South  America.  The  Gramophone 
Shop  is  a  selling  agent  for  the  National  Gramo- 
phonic  Society  of  England,  and  in  order  that 
these  recordings  may  find  a  permanent  place 
in  the  libraries  of  their  customers,  Messrs. 
Tyler  and  Brogan  have  had  albums  made  up 
so  that  purchasers  who  so  desire  may  complete 
their  own  sets  of  recordings. 

A  Specialized  Service 
Naturally  before  opening  this  establishment 
both  the  proprietors  engaged  in  a  long  period 
of  studying  the  foreign  record  output  and  com- 
piling lists  of  the  "cream"  of  the  various  cata- 
logs. Their  opening  announcement,  entitled  "A 
Message  to  Musical  America,"  contained  on  the 
inside  cover  of  the  catalog  of  imported  works, 


Facsimiles  of  Sales  Slips 

tells  best  the  aims  and  purposes  of  the  estab- 
lishment. It  reads  in  part:  "To  the  lover  of 
music  we  offer  a  service  based  upon  many  years' 
experience,  during  which  recorded  music  has 
been  not  only  our  business,  but  a  real  hobby. 
We  have  scanned  all  the  foreign  catalogs, 
searched  musical  journals  for  notices  of  new 
releases,  and  have  spent  months  in  various  Eu- 
ropean musical  Art  Centres  looking  for  records 
of  important  works.  We  have  found  many,  and 
listened  critically  to  them  all.  The  astounding 
wealth  of  material  which  we  have  discovered 
has  resulted  in  the  Gramophone  Shop. 

"Our  intimate  knowledge  of  foreign  records 
has  enabled  us  to  eliminate  titles  which  elicit 
high  expectations,  but  upon  hearing  turn  out 
to  be  'dead  wood'  because  of  unsuccessful 
recording,  which,  as  we  all  know,  is  sometimes 
inevitable.  Rather  do  without  a  favorite  work 
than  compromise  with  an  inadequate  recording 
of  it.  A  successful  one  is  bound  to  appear 
later." 

Large  Sales  to  Individuals 

Perhaps  the  most  interesting  feature  of  the 
business  done  at  the  Gramophone  Shop  is  the 
amount  of  the  average  unit  record  sale.  A 
check-up  of  the  sales  figures  over  a  week's 
period  disclosed  the  fact  that  the  average  sale 
netted  a  few  cents  over  ninteen  dollars,  an  al- 
most unbelievable  figure  when  compared  with 
the  average  unit  of  the  majority  of  dealers.  The 
fact,  however,  that  over  99  per  cent  of  the  rec- 
ords sold  are  of  the  album  type,  or  of  a  num- 
ber of  classical  recordings  account  for  this  high 
figure.  A  glance  at  the  sales  slips  reproduced  on 
this  page  will  give  an  idea  of  the  type  of  sales 
which  are  common  at  the  Gramophone  Shop. 
These  slips  are  exact  copies  taken  from  the 
sales  book.  They  were  selected  at  random  and 
represent  neither  the  highest  nor  lowest  in- 
dividual sales.  Transactions  ranging  from  a 
few  dollars  to  a  hundred  dollars  are  not  un- 
usual, and  the  customers  are  lovers  of  music 
in  the  true  sense,  and  look  forward  to  the  re- 
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of  the  Gramophone  Shops 

lease  of  new  recordings  and  are  constantly  add- 
ing to  their  collections  of  fine  records. 

Mailing  List  a  Sales  Builder 
'In  order  to  maintain  a  satisfactory  volume 
for  the  type  of  recordings  sold  by  the  Gramo- 
phone Shop  it  is,  of  course,  necessary  to  have 
an  active  mailing  list.  Buyers  of  album  sets 
and  higher-priced  records  are  fewer  in  number 
than  dance  music  enthusiasts  and  purchasers 
of  popular  music.  The  territory  served  is  with- 
out limits  because  of  the  unusual  character  of 
the  merchandise  carried,  and  competition  from 
other  dealers,  not  only  in  New  York  City  but 
throughout  the  entire  country,  is  confined  to  a 
few  stores. 

To  announce  its  message  to  the  public  the 
Gramophone  Shop  decided  to  put  on  an  adver- 
tising campaign,  but  to  select  carefully  the  me- 
diums used  so  that  the  fullest  possible  benefit 
would  result  from  the  advertisements.  News- 
papers would  not  be  entirely  satisfactory  be- 
cause of  the  limited  appeal  of  the  merchandise 
being  advertised.  Messrs.  Tyler  and  Brogan 
finally  decided  to  use  space  in  the  "Music 
Lovers'  Phonograph  Monthly  Review,"  which 
confines  itself  solely  to  matters  phonographic, 
and  full-page  advertisements  have  appeared  in 
the  past  few  issues  of  this  publication,  listing 
the  latest  imported  records.  A  smaller  adver- 
tisement also  appears  in  "Creative  Art."  Both 
of  these  mediums  have  proved  their  efficacy, 
for  numerous  letters  have  been  received  from 
all  sections  of  the  country  requesting  catalogs, 
and  in  dozens  of  cases  checks  were  enclosed 
for  specified  albums  that  were  advertised. 
Favorable  Publicity 

Another  factor  which  has  helped  spread  the 
reputation  of  the  Gramophone  Shop  is  that  sev- 
eral of  the  musical  magazines  recognized  the 
opening  of  the  establishment  as  being  worthy 
of  mention  in  their  editorial  columns,  and 
many  requests  for  further  information  and 
catalogs  were  received  through  this  source. 
(Continued  on  page  9) 
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AL  JOLSON 
is  the  Highest- Priced 
Entertainer 
in  the  World 


There's  a  year  -  round  demand 
for  Jolson  Records 

"My  Mammy"  . . .  "Dirty  Hands !  Dirty 
Face !" — with  Abe  Lyman's  California 

Orchestra.  3912 

*  *  * 

"Mother  of  Mine,  I  Still  Have  You"  .  .  . 
"Blue  River"  3719 

"Back  in  Your  Own  Back  Yard"  .  .  . 
"Ol'  Man  River"  (from  "Show  Boat"). 

3867 

*  *  * 

"Four  Walls"  .  .  .  "Golden  Gate"  3775 


On  Brunswick 


Only 


Another  Evidence  of  Brunswick 
Leadership 

The  world's  highest-paid  entertainer  records  for 
BRUNSWICK  EXCLUSIVELY 


JOLSON  records  cost  no  more  than  recorded  imitations  of 
Jolson  by  lesser  artists.  East -West- North- South,  wherever 
you  may  go,  the  American  public  knows  Jolson  through  his  Vita- 
phone  production  of  the  "Jazz  Singer."  Xnese  same  people  want 
Jolson  records — procurable  onlv  on  BRUNSWICK  Electrical 
Records. 

Brunswick's  one-standard-price-policy — all  io-inch  records  75 
cents;  all  12-inch  records  $1.00 — Popular  and  Classics,  gives  the 
greatest  money-buying  value  on  the  market. 

2— Two  good  selections  on  every  Brunswick  Record— 2 


THE  BRUNS  WICK-B  ALKE-COLLENDER  CO.,  Chicago,  New  York,  Branches  in  all  principal  cities 


Broadcasting 

Builds  Radio  Sales 


EVERY  retailer  who  handles  radio  should 
be  deeply  interested  in  the  progress  of 
broadcasting,  for  improvement  in  this 
direction  means  a  more  general  interest  in  radio 
and,  consequently,  greater  sales  volume.  Radio 
itself  would  be  worthless  were  it  not  for  the 


year  a  number  of  outstanding  programs  are  be- 
ing arranged  that  should  have  a  marked  effect 
on  sales.  One  of  these  is  the  broadcasting  of 
the  proceedings  of  the  Democratic  and  Repub- 
lican National  Conventions  at  Houston,  Tex., 
and  Kansas  City.    The  campaign  speeches  of 


©  Undenuood  &  Underwood 

Intense  Interest  in  the  Political  Conventions  for 
Year  Should  Result  in 

fact  that  the  receiving  set  makes  it  possible 
for  the  individual  to  receive  entertainment  or 
instruction  or  information  via  broadcasting. 

The  tremendous  strides  made  in  broadcasting 
during  the  last  few  years  has  had  a  more  im- 
portant bearing  on  radio  sales  than  mos.t  deal- 
ers realize.  From  the  status  of  a  device  that 
proved  interesting  chiefly  because  of  its  nov- 
elty radio  has  become  an  instrument  that  graces 
the  homes  of  the  poor,  the  rich,  the  cultured 
and  uncultured.  Why?  Because  the  variety  of 
programs  and  their  excellence  as  well  contains 
something  of  interest  to  every  strata  of  society. 
The  public  is  willing  to  pay  for  anything  that 
increases  the  richness  of  living,  and  radio  does 
that  to  a  point  undreamed  of  a  few  years  ago. 

Important  events  in   the  world  of  politics, 


The  National  Players  Studying  Script  for  One 
of  the  Sunday  Evening  Biblical  Dramas  Heard 
Through  the  NBC  Network 

sports,  broadcasts  by  world-renowned  artists, 
etc.,  have  all  contributed  to  the  popularity  of 
radio.  The  individual  dealers  have  profited 
most  who  capitalized  these  programs  and  made 
them  the  basis  of  their  sales  campaigns.  This 


the  Selection  of  Presidential  Candidates  This 
Increased  Radio  Sales 

the  selected  candidates  for  the  office  of  Presi- 
dent of  the  United  States  will  be  broadcast  un- 
til the  election  in  November.  This  "hook-up" 
will  undoubtedly  be  the  most  elaborate  in  the 
history  of  radio,  and  millions  of  people  in  this 
country  and  every  other  nation  on  the  globe 
are  expected  to  listen-in.  Many  who  do  not 
possess  radio  sets  will  make  their  purchase  in 
time  to  "get"  these  broadcasts.  The  National 
Broadcasting  Co.,  which  is  in  back  of  the  broad- 
cast of  the  programs  of  the  conventions,  is 
arranging  now  for  a  hook-up  of  more  than  sev- 
enty stations  in  the  United  States,  so  that  the 
proceedings  will  reach  every  city,  town  and 
hamlet  in  the  country,  as  well  as  the  isolated 
farmers,  and  others  cut  off  from  civilization, 
who  can  tune  in  provided  they  are  fortunate 
enough  to  own  a  radio  set.  There  are  many 
who  have  not  purchased  a  set,  and  right  here  is 
the  dealer's  opportunity.  Sell  them  on  the 
strength  of  the  interesting  programs  to  come. 

The  plans  for  the  convention  broadcasts  call 
for  more  than  10,000  miles  of  special  radio 
telephone  circuits  to  carry  the  news  of  the  con- 
ventions to  broadcasting  stations  from  the  At- 
lantic to  the  Pacific  and  from  Canada  to  Mex- 
ico. These  include  two  parallel  transcontinen- 
tal lines.  The  two  large  short-wave  stations 
in  Pittsburgh  and  Schenectady  will  relay  the 
programs  to  foreign  lands  where  they  will  be 
rebroadcast  from  the  principal  stations  through- 
out the  world. 

Under  the  direction  of  Graham  McNamee,  a 
large  staff  of  announcers,  aided  by  political  ex- 
perts and  reporters,  will  send  the  news  out  over 
the  wires  as  it  occurs,  and  there  will  be  micro- 
phones so  placed  as  to  catch  every  phase  of 
the  proceedings.  A  battery  of  microphones  at 
the  platform  will  take  the  speeches,  others  will 
relay  the  band  music,  and  still  others  will  be 
scattered  about  to  cover  the  cheering,  turmoil 
and  color  of  the  crowds. 


One  of  the  features  of  the  broadcasting  will 
be  a  change  in  method  from  that  employed  four 
years  ago.  At  that  time,  the  announcers  mere- 
ly reported  the  votes  as  they  came  in,  and 
turned  on  the  crowd  or  the  band  between  bal- 
lots. This  year,  the  "dead"  spaces  will  be  filled 
for  the  most  part  with  analyses  of  the  preced- 
ing events  by  trained  political  observers,  avoid- 
ing the  ballot-after-ballot  monotony  of  previous 
convention  broadcasts. 

According  to  M.  H.  Aylesworth,  president 
of  the  National  Broadcasting  Co.,  the  expenses 
of  this  entire  arrangement  will  be  footed  by 
the  company,  as  a  part  of  its  regular  public 
service  program. 

This  is  only  one  of  several  outstanding  pro- 
grams scheduled  for  the  coming  months,  and 
the  vast  amount  of  interest  in  radio  developed 
by  this  program  can  hardly  be  estimated.  It 
means  dollars  and  cents  to  the  retail  trade, 
however,  and  the  tie-ups  should  be  vigorous 
and  sustained.  A  special  sales  campaign  pre- 
ceding the  actual  events  should  be  the  method 
employed.  It  is  an  opportunity  that  comes  but 
seldom  for  an  industry  to  profit  by  an  event 
that  is  not  directly  connected  with  its  own 
progress. 

Manufacturers  of  radio  are  spending  huge 
sums  of  money  each  year  to  bring  before  the 
public  via  the  ether  programs  that  are  of  wide 
interest.  They  are  doing  this  because  they  real- 
ize that  good  programs  more  than  any  other 
single  factor,  aside  from  efficient  receiving  ap- 
paratus, will  build  sales.  If  the  dealer  is  pros- 
perous the  manufacturer  stands  to  gain. 

Another  program  that  will  mean  thousands 


©  Underwood  &  Underwood 

The  Dempsey-Tunney  Fight  in  Chicago.  These 
Boxing  Contests  Have  Become  Leading  Broad- 
casting Events.  The  Effect  on  Radio  Sales  of 
Heavyweight  Fights  Means  Cash  in  the 
Pocket  of  the  Aggressive  Dealer 

of  dollars  in  the  pockets  of  the  dealers  is  the 
forthcoming  heavyweight  championship  fight  in 
New  York.  Last  year  when  Dempsey  fought 
Tunney  in  Chicago  dealers  all  over  the  country 
sold  sets  on  the  strength  of  the  interest  of  the 
public  in  the  outcome  of  the  contest.  Millions 
of  men,  women  and  children  listened  to  that 
dramatic  seventh  round  in  the  seclusion  of  their 
own  homes.  The  same  will  be  true  this  year, 
and  just  as  many  dealers  reported  the  few 
{Continued  on  page  9) 
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635  Stromberg-Carlson 
Treasure  Chest. 


nnouncinq^ 
the  N  E  W 

Stromberg  ~  Carlson 

An  A.C  TUBE  Receiver  with  the  famous 
Stromberg-Carlson  TONE  .... 

at  a  surprisingly  ATTRACTIVE  PRICE 

This  new  Receiver  marks  the  success  of  long  experi- 
mentation by  Stromberg-Carlson  engineers  in  producing  a 
Receiver  having  the  convenience  and  simplicity  of  A.C. 
Tubes  with  all  the  glorious  tone  quality  for  which  Strom- 
berg-Carlsons  are  celebrated. 

Designed  and  priced  for  the  average  home  this  new 
Stromberg-Carlson  rounds  out  a  dealer's  line  of  high  quality 
Receivers.  Handsome  in  cabinet  work — a  beautifully 
grained  American  Walnut;  extremely  sensitive;  highly  selec- 
tive and  producing  fine  volume  over  the  entire  tuning  range 
from  200  to  550  meters  it  provides  a  remarkable  instru- 
ment at  a  very  reasonable  price. 

Like  other  Stromberg-Carlsons  the  provision  for  phono- 
graph operation  gives  it  added  value.  Tt  is  totally  shielded, 
tunes  with  a  single  selector  (illuminated),  is  entirelv  self- 
contained  and  operates  from  any  A.C.  lighting  current, 
using  no  batteries  nor  liquids. 

Altogether,  a  Receiver  which  opens  immense  new  sales 
possibilities  because  of  its  price,  and  gives  additional  de- 
sirability to  the  Stromberg-Carlson  line. 

Stromberg-Carlson  Telephone  Mfg.  Cc  ,  Rochester,  N.  Y. 


Features  of 
Construction 

The  new  No.  635  Stromberg- 
Carlson  Treasure  Chest  em- 
ploys  7  Radiotron  tubes  con- 
sisting of  five  UY-2.2.7 
one  UX-171-A  and  one 
UX-2.80.  Chassis  base  of 
sheet  steel  of  sufficient  height 
to  enclose  all  wiring.  High 
quality  audio  amplification 
system.  Uniform  amplifica- 
tion throughout  the  entire 
broadcast  band. 

Ml  windings  enclosed  in 
compact  metal  casings  and 
filled  with  sealing  compound 
to  protect  against  moisture 
and  mechanical  damage. 
Metal  casings  finished  in 
beautiful  rich  mahogany. 

Handy  Phonograph  Pick-up 
Jack.  Volume  control,  single 
knob  varying  two  resistor 
units. 


warn 


Makers  of  'voice  transmission  and  -voice  reception  apparatus  for  more  than  thirty  years. 


ELLING 


ECORDS 


to  the 


OLLEGIANS 


TALKING  machine  and  record  manufac- 
turers in  advertising  their  products  use 
a  variety  of  mediums,  so  that  the  cover- 
age of  readers  will  include  as  many  of  the  popu- 
lation of  the  country  as  possible.  Because  of 
this,  advertisements  are  included  in 'newspapers, 
national  magazines,  class  publications,  foreign 
language  newspapers,  theatre  programs,  con- 
cert hall  and  opera  house  programs  and  a 
variety  of  other  mediums,  with  the  copy  de- 
signed to  best  appeal  to  the  reader  of  the  maga- 
zine in  which  the  advertisement  appears.  While 
it  is  true  that  the  campaigns  now  being  used 
by  the  larger  companies  come  close  to  being 
100  per  cent  efficient  in  reaching  the  buying 
public,  there  is  a  market  which,  while  including 
readers  of  some  of  the  mediums  specified  above, 
has  its  own  publications,  and  up  to  the  present 
comparatively  little  has  been  done  to  directly 
appeal  to  this  market  through  the  use  of  their 
own  publications. 

The  market  referred  to  is  the  collegiate  world, 
which  at  the  present  time  numbers  about  1,000,- 
000  members.  In  a  census  taken  to  cover  this 
field  in  1925-1926  there  were  508,714  men  stu- 
dents, and  312,338  women  students,  and  during 
the  past  two  years  the  number  of  students  has 
grown  tremendously.  The  experience  of  the 
Columbia  -Phonograph  Co.,  in  reaching  col- 
legians to  sell  the  Viva-tonal  Columbia  phono- 
graph and  Columbia  New  Process  records 
should  prove  interesting. 

About  two  years  ago,  this  company,  certain 
that  there  was  a  market  in  colleges  for  its 
products,  started  to  advertise  on  a  small  scale. 
The  company  realized  that  colleges,  especially 
those  located  in  the  smaller  cities  and  towns, 
are  exceedingly  self-sufficient  in  providing  their 
own  recreation.  In  the  dormitories,  fraternities, 
and  rooming  houses,  college  life  and  college 
spirit  center.  Every  fraternity  house  has  a 
phonograph,  many  students  have  the  smaller 
cabinet  models  or  portables.  Records  in  large 
quantities  are  purchased  every  year  by  these 
phonograph  users.  A  real  live,  wide-awake 
market— a  market,  too,  that  knows  its  stuff— is 
there  for  the  producers  of  records  and  phono- 
graphs. 


After  studying  the  situation  the  Columbia 
Phonograph  Co.  decided  that  the  best  way 
to  reach  this  market  would  be  through  the 
medium  of  college  publications,  the  stu- 
dents' own  newspapers  and  magazines.  But 
after  selecting  the  media,  what  should  be 
advertised?  Do  the  colleges  provide  a 
market  only  for  jazz  or  is  there  a  demand 
for  the  classics,  the  compositions  of  great 
composers  and  for  standard  selections? 
What  type  of  phonograph  is  most  popular; 
the  portable  or  cabinet?  If  the  latter,  will 
the  student's  choice  be  for  a  radio  com- 
bination, an  electrical  reproducing  instru- 
ment for  records  only,  or  for  the  straight 
phonograph  without  electrical  features? 

After  careful  research  and  study  of  these 
problems  the  advertising  department  of  the 
Columbia   Phonograph    Co.    found  that  while 
"popular"  music  was  in  greatest  demand  there 
was  also  a  strong  and  growing  demand  for  such 


music  as  is  included  in  the  Columbia  Master- 
works  Series.    It  was  also  discovered  that  many 
records  were  sent  home  by  students  as  gifts  on 
such  occasions  as  Easter  and  Mother's  Day.  As 
to  phonographs,  it  was  found  that  while  the 
general  public  is  favoring  the  radio  com- 
binations and  electrical  reproducing  instru- 
ments, in  the  colleges  the  portable  predom- 
inates in  popularity,  although  there  is  a  nice 
market    for    the   more   expensive  cabinet 
models  as  well. 

Having  secured  these  facts,  the  Columbia 
advertising  campaign  places  greatest  em- 
phasis on  the  popular  dance  and  vocal 
records  and  on  portable  instruments.  The 
other  classes  of  records  and  phonographs 
are  not  neglected,  however.  Special  adver- 
tisements on  Christmas  records,  Master- 
works  and  phonographs  are  used. 

After  choosing  media  and  after  determin-  ™ 
ing  the  copy  appeal,  the  next  question  was  the 
copy  to  be  used.  Again  careful  study  was 
necessary.  From  this  it  was  found  that  an  ad- 
vertiser should  not  try  to  be  too  "collegiate" 


nor  on  the  other  hand  too  staid.  A  careful 
mixture  of  the  two  is  being  used,  resulting  in 
copy  that  sells — copy  that  is  short  and  snappy 
and  is  appealing  to  the  college  reader. 

The  illustrations  on  this  page  are  reproduc- 
tions of  those  used  in  the  Columbia  Phono- 
graph Co.'s  advertisements  in  college  publica- 
tions. The  text  matter  in  the  advertisements 
varies  to  a  great  degree,  but  the  following  are 
typical  of  the  written  message  used: 

When  the  Midnight  Oil  Burns  Brightest 
When  trunks  and  bags  are  pulled  from  their  hiding- 
places  and  the  midnight  oil  burns  brightest  in  prepara- 
tion for  one  of  life's  great  moments — the  Christmas  home- 
coming— there  will  be  tucked  away  in  the  corners  of 
these  traveling  impedimenta  many  a  Christmas  gift,  sym- 
bolic of  college  life,  for  the  folks  and  friends  at  home. 

No  gift  at  Christmas  is  more  acceptable  than  a  gift 
of  music  that  you  have  chosen.  The  popular  songs  that 
the  fellows  sing,  the  latest  hits  of  the  great  dance  or- 
chestras to  which  you  dance,  all  available  on  Columbia 
New  Process  records,  Electrically  recorded  the  New 
Way,  paints  a  picture  that  endures  through  years. 

Among  your  Christmas  gifts  this  year  be  sure  to  in- 
clude Columbia  New  Process  records. 

Another  ad  of  a  different  type  reads: 

Examination  Blues 

Chase  away  those  flunking  blues.     A  tranquil 
mind  surmounts  mental  hazards 

One  of  the  best  ways  of  tuning  up  to  exam,  pitch 
is  to  listen  to  smooth,  peppy  music — the  sori  that  Columbia 
supplies    in   any   desired  quantity. 

Apply  a  needle  to  some  of  the  latest  vocal  or  dance 
numbers.  Hear  Ted  Lewis,  Leo  Reisman,  Art  Kahn,  The 
Singing  Sophomores,  or  any  of  the  famous  Columbia  art- 
ists. Examination  Blues  will  fold  their  tents  like 
the  Arabs. 

The  Yale  News  Pictorial  was  the  first  pub- 
lication selected  by  the  Columbia  Co.  to  in- 
augurate its  campaign.  Quarter-page  space  was 
used.  Whitlock's,  a  New  Haven  dealer,  ran 
tie-up  advertising,  and  with  the  co-operation  of 
this  store,  the  campaign  was  a  success  from  the 
start.  The  demand  was  most  satisfactory.  The 
increase  in  sales  of  Columbia  products  in  New 
Haven  was  so  encouraging  that  the  company 
decided  to  add  mediums  connected  with  Brown, 
Princeton,  Harvard  and  Pennsylvania  to  the  list. 


tifttth 


The  reception  in  each  of  these  universities,  and 
the  increased  business  done  by  Columbia  deal- 
ers catering  to  the  students  was  most  gratifying. 
{Continued  on  page  37) 
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A  Radiotron 
for  every  purpose 


RADIOTRON  UX-201-A 

Detector  Amvlifier 

RADIOTRON  UV-199 

Detector  Amplifier 

RADIOTRON  UX-199 

Detector  A  mplifier 

RADIOTRON  WD-11 

Detector  Amplifier 

RADIOTRON  WX-12 

Detector  Amplifier 

RADIOTRON  UX-200-A 

Detector  Only 

RADIOTRON  UX-120 

Power  Amplifier  Last 
Audio  Stage  Only 

RADIOTRON  UX-222 

Screen  Grid  Radio 
Frequency  Amplifier 

RADIOTRON  UX-112-A 

Power  Amplifier 

RADIOTRON  UX-171-A 

Power  Amplifier  Last 
Audio  Stage  Only 

RADIOTRON  UX-210 

Power  Amplifier  Oscillator 

RADIOTRON  UX-240 

Detector  Amplifier  for 
Reaittancc-coHpled 
Amplification 

RADIOTRON  UX-250 

Power  Amplifier 

RADIOTRON  UX-226 

A.C.  Filament 

RADIOTRON  UY-227 

A.C.  Heater 

RADIOTRON  UX-280 

Full- Wave  Rectifier 

RADIOTRON  UX-281 

Half-Ware  Rectifier 

RADIOTRON  UX-874 

Voltage  Regulator  Tube 

RADIOTRON  UV-876 

Ballast  Tube 

RADIOTRON  UV-886 

Ballatt  Tube 


The  standard  by 
which  other  vacuum 
tubes  are  rated 


RADIOTRON  UX-2T0 
RADIOTRON  Ul-lsO 


RADIOTRON  II 
RADIOTRON  U 


Tl,,  lUndijTiJ  t~. 
*-bch  other  idflmm 


There  are  20  types  of  RCA 
Radiotrons,  each  especially  de- 
signed for  a  particular  purpose. 
For  each  use  the  designated 
RCA  Radiotron  is  recognized 
as  the  standard  of  performance 
by  radio  experts  and  manufac- 
turers of  quality  receiving  sets. 

Every  Radiotron  is  inspected  and  lesied  in  41  different  ways  be- 
fore it  leav  es  the  great  laboratory  -  ketones  where  it  is  made  by 
the  engineers  of  RCA,  Westinghousc  and  General  Electric—  the 
experts  who  made  modern  broadcasting  possible.  Equip  your  set 
with  RCA  Radiotrons.  Never  use  new  tubes  with  old  ones  that 
have  been  in  use  a  year  or  more.  Sec  that  your  set  is  completely 
equipped  with  RCA  Radiotrons  once  a  year  at  Inst. 

KCA  Kadiotron 


RADIO       CORPORATION  OF 


CHICAGO  SAN  FRANCISCO 


Look  for  this  mark 
en  every  Radiotron 


There  are  twenty  types  of  RCA  Radiotrons, 
each  with  a  special  purpose.  When  you  stock 
the  complete  line  you  can  offer  your  custom- 
ers every  kind  of  vacuum  tube  that  any  set 
requires.  And  for  each  use  the  designated 
RCA  Radiotron  is  recognized  as  the  stand- 
ard of  performance  by  the  leading  manu- 
facturers of  all  receiving  sets  sold  on  a  qual- 
ity basis. 


Smashing  magazine  and 
newspaper  advertise- 
ments running  consis- 
tently through  1928  will 
tell  millions  of  radio 
fans  of  the  quality  and 
dependability  of  RCA 
Radiotrons.  No  other 
vacuum  tubeissoheavily 
advertised.  And  RCA 
Radiotrons  lead  the  field 
in  volumeof  sales.  Novel 
counterand  windowdis- 
plays  and  other  forceful 
selling  helps  aid  you  to 
get  your  share. 


RADIO  CORPORATION  OF  AMERICA 


NEW  YORK 


CHICAGO 


SAN  FRANCISCO 


RCA  Radiotron 


MADE  BY 


THE     MAKERS     OF     THE  RADIOLA 
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RADIOLA  18  —  Operates  directly  from  the  lighting  circuit — 110  volt,  60  cycle  A.  C. 
Employs  RCA  alternating-current  Radiotrons  with  recifier  Radiotron.  Mahogany  cabinet 
in  walnut  finish.  $115  (iess  Radiotrons) 


The  public  has  put  the  stamp  of  its 
approval  on  RADIOLA  18  and  its  pred- 
ecessor— the  "17" — by  the  purchase 
of  more  than  $30,000,000  worth  of 
these  simplified,  perfected,  dependable 
alternating-current  receivers. 

This  sign  marks  the  leading  dealer  in  every  community 


RADIO  CORPORATION  OF  AMERICA  NEW  YORK  CHICAGO  SAN  FRANCISCO 


RjGA  Kadiola 


MADE    BY    THE     MAKERS     OF    THE  RADIOTRON 
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MAGAZINE  ADVERTISING 

National  Political  Convention  pages  in  Collier's, 
Literary  Digest,  Liberty  and  Saturday  Evening  Post. 

NEWSPAPER  ADVERTISING 

Big  display  copy  for  Radiola  18  and  the  Loud- 
speaker 100A  in  leading  dailies  over  the  country. 

BROADCASTING 

The  new  RCA  Demonstration  Hour  (Blue  Net- 


work and  Associated  Stations)  every  Saturday 
afternoon  at  2:30  Eastern  Standard  Time. 

HOME  DEMONSTRATION 

A  Radiola  18  demonstrated  ///  the  home  by  the 
dealer  usually  stays  in  that  home. 

SALES  HELPS 

Dealer  mats,  descriptive  literature,  etc. 


I\CA  Radiola 


MADE    BY    THE     MAKERS     OF    THE  RADIOTRON 
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Loudspeakers 

are  the  product  of  the  Research  Labora- 
tories of  three  great  associated  compa- 
nies — Westinghouse,  General  Electric 
and  the  Radio  Corporation  of  America. 


RCA  LOUDSPEAKER  100A 

The  outstanding  non-powered  reproducer, 
and  the  standard  of  comparison  in  the 
industry.  $35 


RCA  DE  LUXE  LOUDSPEAKER  105 

The  finest  radio  reproducing  instrument  ever 
designed.  Unrivalled  in  range,  capacity  and 
realism.  Operates  on  110  volt,  50-60  cycle  A.C. 
Will  supply  "B"  and  "C"  potentials  for  radio 
receiver.  $350 

RADIO  CORPORATION  OF  AMERICA 


This  sign  marks  the  leading 


dealer  in  every  community 


NEW  YORK 


CHICAGO 


SAN  FRANCISCO 


MAE 


Loudspeaker 


Y    THE     MAKERS     OF     THE     R  A  D  I  O  L  A 
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Broadcasting  Builds  Radio  Sales  of  the  Retail  Trade 


weeks  preceding  the  fight  the  most  prolific  in 
the  history  of  their  businesses  so,   too,  this 


{Continued  from  page  6) 

clined  to  delay  their  purchases  is  immediately 
before  these  or  any  other  unusual  programs  that 


vertising  and  sales  talks.  To  the  lover  of  fine 
music  mention  the  names  of  the  great  artists 


The  Maxwell  Group,  an  Aggregation  of  Radio  Entertainers  Who  Have  Won  Nation-wide  Popularity 

year  will  business  gain  by  leaps  and  bounds.     are  most  likely  to  interest  them.     Emphasize     scheduled  to  broadcast;  to  the  fight  fan  men- 
The  time  to  get  after  prospects  who  are  in-     the  features  of  the  programs  in  direct  mail,  ad-     tion  the  fight,  etc.     Tie  up  intelligently. 


Specializes  in  the 

Finest  Recordings 

{Continued  from  page  4) 

At  the  present  writing  there  are  on  the  books 
of  the  shop  about  800  names  of  customers  and 
prospective  customers  who  have  evinced  a  de- 
sire to  receive  information  on  all  releases  re- 
ceived at  the  store,  making  such  requests  in 
person  when  making  purchases,  or  by  having 
written  in  and  asking  to  be  so  informed. 
Fully  50  per  cent  of  these  people  live  outside 
of  New  York  City  and  transact  their  business 
entirely  by  mail.  Records  sent  out  of  town 
are  packed  in  specially-made  wooden  containers, 
and  to  date  not  one  complaint  has  been  re- 
ceived that  records  were  broken  in  transit. 
Sell  the  Leading  Lines 

Although  the  imported  records  in  which  the 
Gramophone  Shop  specializes  form  a  great  pro- 
portion of  the  stock,  domestic  releases  are  not 
neglected.  Victor,  Columbia,  Brunswick  and 
Odeon  records  are  carried,  and  bulletins  listing 
each  month's  releases  are  sent  out  regularly. 
Although  popular  and  dance  recordings  at  the 
present  time  form  less  than  1  per  cent  of  the 
record  business,  they  are  carried  in  stock,  and 
the  latest  releases  of  the  lighter  music  can  al- 
ways be  obtained. 

While  the  advertising  which  has  been  done 
by  this  establishment  has  been  successful  to  an 
unusual  degree,  a  big  factor  in  the  store's  suc- 
cess has-  been  the  publicity  given  it  by  satisfied 
customers  who  by  word-of-mouth  advertising 
to  their  friends  have  contributed  greatly  to  the 
ever-growing  clientele.  Direct  mail  has  also 
helped  to  sustain  the  store's  activity,  for  in  ad- 
dition to  sending  out  the  regular  bulletins  of 
domestic  records,  post  cards  describing  a  com- 
position or  a  series  of  works  are  sent  to  the 
entire  mailing  list  whenever  a  new  shipment 
of  records  is  received  from  abroad. 

Experienced  Merchandisers 

Both  Mr.  Tyler  and  Mr.  Brogan  are  well 
qualified  to  conduct  the  business  in  which  they 
are  engaged,  and  that,  in  the  final  analysis,  is 
the  real  reason  for  its  rapid  success.  Mr.  Tyler 
has  been  connected  with  the  talking  machine 
and  record  business  for  about  fifteen  years,  and 
has  held  positions  with  Landay  Bros.,  Lord  & 
Taylor  and  the  New  York  Band  Instrument  Co. 
among  others.  Mr.  Brogan  has  had  about  the 
same  length  of  experience,  and  was  during  that 
period  with  the  talking  machine  department  of 
the  Knabe  Piano  Co.,  Wanamaker's  New  York 
Store,  and  with  the  New  York  Band  Instru- 


ment Co.  So  much  for  experience;  more  im- 
portant is  the  fact  that  both  are  musically  in- 
clined and  are  well  versed  in  matters  musical. 

Readers  of  The  Talking  Machine  World  will 
recollect  that  last  Fall  an  article  appeared  in 
these  columns  giving  Mr.  Brogan's  views  on  the 
retail  music  business  in  several  European  coun- 
tries. Mentioned  in  that  article  was  the  fact 
that  over  a  period  of  two  months  or  so,  on 
every  night  of  his  stay  in  Europe,  with  the 
exception  of  nights  spent  traveling,  Mr.  Bro- 
gan attended  a  concert,  opera  or  one  of  the 
festivals  in  the  Continental  capitals.  Mr.  Tyler 
is  similiarly  inclined,  so  there  is  no  wonder 
that  music  lovers  prefer  to  shop  and  buy  their 
records  from  salesmen  who  not  only  know 
their  stock  but  can  converse  intelligently  upon 
compositions,  composers,  artists  and  the  latest 
developments  in  the  musical  world. 


A.  K.  Bulletin  Urges 
Increase  in  Contact 


'The  More  People  a  Retail  Salesman  Ex- 
poses Himself  to  the  Greater  Will  Be 
His  Sales,"  States  Bulletin  to  Dealers 


Post  &  Lester  Co. 

Fada  Distributors 


Post  &  Lester  Co.,  prominent  New  England 
distributing  house,  with  units  in  eight  cities  in 
that  territory,  has  been  appointed  by  F.  A.  D. 
Andrea,  Inc.,  to  handle  the  Fada  line  as  whole- 
sale distributor.  Negotiations  were  concluded 
after  a  series  of  conferences  and  visits  of  Post 
&  Lester  Co.  officials  to  the  Fada  plant  in 
Long  Island  City. 

A  unique  feature  of  the  internal  organization 
of  the  corporation  is  that  there  are  nine  di- 
visions in  eight  cities,  each  operating  as  an  in- 
dependent unit  and  separate  company,  and  .lo- 
cated as  follows:  Boston,  Providence,  two  in 
Hartford,  Springfield,  Bridgeport,  New  London, 
Waterbury  and  New  Britain. 


New  Atlas  Plywood  Plant 

i 

The  Atlas  Plywood  Corp.  has  started  opera- 
tion of  its  tenth  assembling  plant  at  Grand 
Rapids,  Mich.,  to  provide  daily  service  to  new 
customers.  This  is  the  fourth  new  assembling 
plant  started  by  Atlas  during  the  fiscal  year. 


Active  for  Hoover 


"See  more  and  sell  more"  is  an  excellent 
slogan  for  every  talking  machine  and  radio 
dealer  and  his  sales  staff  to  adopt.  It  is  an 
accepted  fact  that  the  more  people  a  sales- 
man sees  the  more  sales  he  will  make.  A  bul- 
letin to  this  effect  was  recently  sent  to  dealers 
by  Ernest  Ingold,  Inc.,  Atwater  Kent  distribu- 
tor of  San  Francisco,  Cal.  The  excellent  ad- 
vice contained  in  it  impressed  the  Atwater  Kent 
Mfg.  Co.,  and  a  reprint  of  the  bulletin  was 
sent  to  all  A.  K.  dealers.    The  bulletin  reads: 

"Here  is  a  principle  which  is  well  known  to 
every  successful  specialty  retailer  or  distributor 
in  the  country.  Ask  any  seasoned  washing  ma- 
chine salesman,  vacuum  cleaner  salesman,  auto- 
mobile salesman  or  sewing  machine  salesman 
and  he  will  tell  you  that  the  following  observa- 
tions are  correct: 

"The  more  prospects  or  the  more  people  who 
are  even  not  prospects,  that  a  retail  salesman 
exposes  himself  to,  the  greater  will  be  his  sales. 

"Every  retailer  who  is  getting  results  is 
directing  his  salesmen  in  a  definite  line  that 
will  bring  them  in  contact  with  people  who  may 
buy.  Never  mind  whether  they  have  a  set  or 
not —  it  is  the  contact  between  the  salesman 
and  another  that  brings  a  prospect,  either  by 
the  direct  contact  or  through  one  developed  by 
the  acquaintance  made.  A  definite  follow-up 
on  salesmen,  requiring  them  to  make  a  report 
each  night  on  how  many  prospects  or  contacts 
they  made  or  how  many  people  they  have  in- 
terviewed that  day,  will  be  highly  beneficial. 

"You  who  have  worked  selling  crews  will  not 
be  surprised  at  the  results.  Those  of  you  who 
have  not  worked  crews  along  definite  sales  lines 
will  be  astonished  at  the  way 'sales  increase 
through  the  direct  contact  method. 

"It  is  a  known  fact  to  everyone  successful 
in  the  specialty  selling  field  that  if  a  salesman 
calls  on  enough  people  in  a  day  he  cannot  help 
but  make  sales  in  spite  of  himself." 


E.  C.  Summers,  vice-president  of  the  Vin- 
cennes  Phonograph  Co.,  formerly  secretary  to 
Herbert  C.  Hoover,  has  been  appointed  chair- 
man of  the  Knox  County  Hoover  Association. 
Mr.  Pratt,  also  of  the  same  company,  was 
named  city  manager  in  Vincennes,  Ind. 


Song  Shop  Opened 

The  Song  Shop,  recently  opened  at  682-1 
Culver  boulevard,  Culver  City,  Cal.,  is  handling 
music,  talking  machine  records,  the  Freed-Eise- 
mann  and  Arborphone  radio  and  pianos. 


10 


The  Talking  Machine  World,  New  York,  June,  1928 


The  Dealers  DO  Know 


We  Proved  It  with 

AUDACHROME 

The  Chromatic  Reproducer 


ACCEPT  NO  IMITATIONS 

Every  Audachrome  and  every 
other  Audak  instrument  bears 
a   protective   tag  like  this  — 
your  guarantee  ! 


This  Is  the  Line  of 

AUDAK 
REPRODUCERS 


AUDACHROME 

List  $10 

POLYPHASE 

List  $S'5° 

SIMGLEPHASE 

List  $8-50 

List  $€-50 


«^7!?HEY  won't  know  the  difference,"  declared  a  certain 
talking  machine  manufacturer — referring  to  the 
trade  and  its  ability  to  distinguish  between  superior  and 
ordinary  reproduction. 

We  are  very  happy  to  report  that  he  was  wrong.  We 
proved  it  conclusively,  with  AUDACHROME.  We  found 
that  the  average  music  merchant  does  understand  not  only 
musical  merchandise,  but  also  the  difference  between  real 
music  and  mere  sound. 

In  every  case  where  AUDACHROME  was  tried  and  com- 
pared with  other  reproducers,  the  dealers  recognized  the 
tremendous  superiority  of  AUDACHROME,  at  once.  They 
listened;  their  EARS  caught  the  difference,  the  wonderful 
faithfulness,  the  realism  of  this  scientific  instrument — and 
the  verdict  in  favor  of  AUDACHROME  was  unanimous. 

It  was  a  treat  to  see  hard,  practical  business  men 
actually  enthralled  by  a  salesman's  demonstration. 
Listening  first  to  AUDACHROME,  then  to  some 
other  soundbox  —  comparing  —  going  back  over 
certain  difficult  passages  again  and  again — exactly 
like  retail  purchasers. 

Yes,  the  music  trade  is  critical. 
Dealers  do  "know  the  difference. " 


The  AUDAK 

56$  Fifth  Avenue 


"Makers  of  High  Grade  Electrical  and 
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the  Difference! 
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^HEER  merit  and  nothing  else 

Ci/has  made  AUDAK  instruments  the  stand- 
ard by  which  others  are  judged  and  valued. 
And  AUDACHROME  has  taken  its  place  at 
the  head  of  all  AUDAK  reproducers,  making 
the  dealer  himself  marvel  that  musical  inter- 
pretation  could  reach  such 
a  high  degree  of  accuracy 
and  realism. 


Cabinet  or 
Portable — 
Any  Mai  hine 
Equipped  witb 

an  AUDAK 
REPRODUCER 

Is  a  High 
Grade  Machine 


AUDACHROME 

"The  Standard  by  Which  All 
Others  Are  Judged  and  Valued" 


COMPANY 

New  York,  N.  Y. 

Acoustical  Apparatus  for  More  Than  10  Years" 


Volume  requisitions  for  AU- 
DACHROME are  still  keeping 
us  on  the  hop.  Orders  from 
four  continents  now  lie  before 
us,  awaiting  their  turn.  Over 
the  world  is  spreading  the 
name  and  fame  of  this  excel- 
lent interpreter  of  music  and 
speech. 

♦     ♦  ♦ 

Summer  is  with  us.  That 
means  outdoor  recreation  for 
kiddies  and  grown-ups,  too. 
Outdoor  recreations  and  music 
go  hand  in  hand.  PORT- 
ABLES! Idea  number  one. 
AUDAK  equipped!  Idea  num- 
ber two.     Get  busy  and  get 

BUSINESS! 

♦  ♦  ♦ 

One  of  the  most  impressive 
facts  about  this  talking  ma- 
chine business  is  its  very  vast- 
ness,  potentially.  Over  and 
above  the  tremendous  possibil- 
ities for  sales  of  new  machines 
there  are  more  than  twelve 
million  old  machines  already 
in  homes,  which  should  be  serv- 
iced with  new  records  and  a 
constructive  improvement  like 
AUDACHROME. 

♦  ♦  ♦ 

You  can't  repeat  to  yourself 
too  often  that  the  job  of  build- 
ing record  sales  is  the  trade's 
job.  The  business  is  there,  like 
hidden  mineral  wealth  in  a 
hillside.  If  your  customers  do 
not  buy  as  many  records  as 
they  should,  try  opening  their 
purses  by  selling  their  EARS. 
Let  them  listen  to  REAL 
music,  interpreted  by  AUDA- 
CHROME! 

♦  ♦  ♦ 

Sharpen  their  appreciation  of 
accurate  reproduction.  There's 
nothing  technical  about  the  do- 
ing of  it.  Heighten  their  in- 
terest in  talking  machine  enter- 
tainment as  compared  with 
other  forms  of  amusement — by 
showing  them  what  they  miss 
without  AUDACHROME. 

♦  ♦  ♦ 

AUDACHROME  means  bet- 
ter business  for  the  music 
trade. 

♦  ♦  ♦ 

Remember,  record  sales  PAY, 
if  you  can  make  enough  of 
them.  Every  home-owner  who 
buys  an  AUDAK  instrument 
of  you  immediately  goes  on 
your  "intensely  active"  list. 
Frankly,  there's  enough  profit 
in  just  plugging  this  end  of 
the  game  to  repay  you  many 
times. 

♦  -  ♦  ♦ 

Gillette  made  dividends  on  his 
blades — not  on  his  razors! 


RMA  Defines  Various 

Types  of  Receiving  Sets 

Five  Definitions  of  Different  Type  Sets  Developed  by  RMA  to  Improve  Advertising 
and  Merchandising  and  to  Aid  Public  in  Its  Purchases  of  Radio  Receivers 


To  improve  advertising  and  merchandising 
of  radio-receiving  sets  and  to  aid  the  public 
in  its  purchases  by  official  definitions  of  "elec- 
tric," "socket-powered"  and  other  receiving 
sets,  the  Radio  Manufacturers'  Association,  in 
co-operation  with  other  radio  trades  associa- 
tions, is  presenting  a  radio  receiver  nomencla- 
ture. The  definitions  of  different  types  of 
receiving  sets  are  designed  as  a  guide  not  only 
to  the  300  principal  radio  manufacturers  be- 
longing to  the  RMA,  but  also  to  advertising 
and  business  interests,  as  well  as  the  public. 
Use  of  the  official  receiving  set  definitions  in 
manufacturers'  advertising,  and  also  in  that  of 
jobbers  and  dealers  handling  RMA  products, 
will  be  requested.  Advertising  and  merchandis- 
ing agencies,  including  Better  Business  Bureaus, 
also  will  be  advised  of  the  definitions  agreed 
upon,  designed  to  avoid  misinformation  to  the 
public  of  the  different  varieties  of  receiving 
sets  now  on  the  market. 

The  receiving  set  definitions  were  developed 
by  the  RMA  Engineering  Division,  of  which 
H.  B.  Richmond,  of  Cambridge,  Mass.,  is  direc- 
tor, with  the  assistance  of  technical  committees 
of  other  organizations.  The  definitions  were 
adopted  and  approved  unanimously  by  the  RMA 
board  of  directors  at  their  meeting  at  Buffalo, 
May  3,  and  are  expected  to  receive  the  official 
approval  of  other  radio  trades  associations,  so 
that  the  definitions  may  be  generally  adopted 
in  manufacturers'  literature  and  advertising 
during  the  coming  season. 

In  an  effort  to  improve  merchandising  prac- 


tices and  keep  the  radio-buying  public  from 
being  misled  in  the  use  of  terms  applied  to 
receiving  sets,  the  RMA  Engineering  Division 
and  the  board  of  directors  recently  adopted 
definitions  for  "socket-powered"  and  other 
radio  operation.  These  were  designed  more 
as  engineering  definitions  rather  than  for  guid- 
ance of  the  public  and  use  in  the  merchandising 
of  radio  receiving  sets  and  accessories. 

The  new  and  official  radio  merchandising 
definitions  are  as  follows: 


1.  Battery-Operated  Set 

A  radio  receiver  designed  to  operate  from  primary 
and/or  storage  batteries  shall  be  known  as  a  "Battery- 
Operated  Set." 

2.  Socket-Powered  Set 

A  radio  receiver  of  the  "Battery-Operated"  type,  when 
connected  to  a  power  unit  operating  from  the  electric 
light  line,  supplying  both  filament  and  plate  potentials 
to  the  tubes  of  the  receiver,  shall  be  known  as  a 
"Socket-Powered  Set." 

3.  Electric  Set 

A  radio  receiver  operating  from  the  electric  light  line, 
without  using  batteries,  shall  be  known  as  an  "Electric 
Set." 

4.  A.  C.  Tube  Electric  Set 

A  radio  receiver  employing  tubes  which  obtain  their 
filament  or  heater  currents  from  an  alternating  current 
electric  light  line  without  the  use  of  rectifying  devices, 
and  with  a  built-in  tube  rectifier  for  the  plate  and 
grid-biasing  potentials,  shall  be  known  as  an  "A.  C. 
Tube  Electric  Set." 

5.  D.  C.  Tube  Electric  Set 

A  radio  receiver  employing  tubes  which  obtain  their 
filament  or  heater  currents  from  a  direct  current  electric 
light  line  without  the  use  of  rectifying  devices,  and 
with  a  built-in  power  plant  for  the  plate  and  grid-biasing 
potentials,  shall  be  a  "D.  C.  Tube  Electric  Set." 


Despres-Jacobs  Now 
Represents  Steinite 

Despres-Jacobs,  Eastern  district  sales  rep- 
resentatives, have  completed  their  selling  ar- 
rangements for  the  coming  year  and  will  act 
as  district  managers  in  the  States  of  New  York 
and  New  Jersey  for  the  Steinite  Radio  Co., 
manufacturer  of  the  Steinite  electric  set. 

They  will  continue  to  act  as  Eastern  dis- 
trict representatives  for  the  Adler  Manufactur- 
ing Co.,  maker  of  Adler  Royal  Cabinets,  and 
for  Radio  Foundation,  Inc.,  Lectophone  licensee, 
which  is  shortly  announcing  an  entirely  new 
line  of  "R.F.J."  cone  speakers. 

A  complete  display  of  these  three  lines  has 
been  permanently  installed  in  Despres-Jacobs' 
new  quarters  at  122  Greenwich  street,  New 
York  City,  where  the  district  offices  of  tire  three 
above-mentioned  companies   are  now  located. 


New  Bremer-Tully 
Distributors  Named 


Chicago,  III.,  June  S. — The  Bremer-Tully  Mfg. 
Co.,  manufacturer  of  Counterphase  radio  re- 
ceivers, recently  announced  the  appointment  of 
the  Albany  Hardware  &  Iron  Co.,  of  Albany, 
N.  Y.,  the  Sprague  Electric  Co.,  Waterbury, 
Conn.,  and  Reiner  Bros.,  Dubuque,  la.,  as  dis- 
tributors of  Bremer-Tully  products  in  their  re- 
spective territories.  The  expansion  of  this  com- 
pany's business  in  foreign  fields  is  keeping  pace 
with  domestic  activities.  Among  a  number  of 
distributors  appointed  in  foreign  centers  is  the 
Eastern  Electric  &  Trading  Co.,  Bombay,  India. 


The  M.  L.  Price  Music  Co.,  formerly  at  701 
Tampa  street,  Tampa,  Fla.,  has  moved  to  the 
five-story  building  at  Tampa  and  Twiggs 
streets,  occupying  the  ground  floor. 


X)nSmiiandle  handles  it* 


New  Line  of  S^M^  Portable  Phonographs 

"Master  of  Movable  Music' 

The  World  Famous  Portable  Phonograph 

Latest  Offering  by  the  Makers 
of  Nyacco  Products 


New  Baby  Outing 
$12.00  List 


New  Junior  Outing 
$15.00  List 

Jobbers — Write  for  Special  Quantity  Discount 


New  Senior  Outing 
$25.00  List 


NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

64*68  Wooster  Street,  New  York 
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These  Jobbers  Have 
Been  Appointed  to  Distribute 
the  New  Vocalion  Records 


Made  Electrically 

FEATURING 

Popular  Dance  and  Vocal 
Old-Time  Southern  Melodies 

Novelties 
Race  and  Mexican  Selections 


ASK  the  nearest  jobber  to  tell 
l  you  about  the  new  Vocalion 
Records  .  .  .  made  electrically. 
He'll  tell  you  of  the  new  policy  of 
specialization  which  has  already 
resulted  in  phenomenal  sales 
gains.  Briefly  stated,  Vocalion's 
new  policy  is  to  concentrate  on 
special  fields:  Race,  old-time 
southern,  etc.  In  its  special  fields, 
Vocalion  aims  to  lead  every  rec- 
ord manufacturer  in  (a)  popu- 
larity of  selections,  (b)  choice  of 
artists,  (c)  timeliness. 

All  the  new  Vocalion  Records 
are  made  by  the  newest  electrical 
methods.  From  the  standpoint  of 
music,  no  musical  merchandise 
anywhere  excels  them.  And  now 
in  their  various  fields,  the  new 
Vocalion  Records  give  the  dealer 
the  novelties,  race,  Mexican  and 


Wbcalionk  ****** 


other  specialties  that  his  cus- 
tomers want. 

If  you  are  situated  in  a  territory 
w  here  the  demand  is  for  records 
of  the  kinds  mentioned  then 
you're  missing'  something  by  not 
handling  the  new  Vocalion.  Take 
the  matter  up  with  the  nearest 
jobber,  or  write  direct  to  Vocali<  >n 
Record  Department,  623  S.  Wa- 
bash Ave.,  Chicago. 


Alabama 

Forbes  Piano  Co., 

1922  Third  Ave..  N..  Birmingham. 

Florida 

Sterchi  Bros.  Co., 

23d  and  Evergreen  Aves.,  Jacksonville. 

Georgia 

Atlanta  Sales  Co., 

263  Peachtree  St.,  Atlanta. 

Illinois 

Kapp  Music  Co.. 

230S  W.  Madison  St..  Chicago 

Indiana 

Stewart  Sales  Co.. 

114  E.  Ohio  St.,  Indianapolis. 


Minnesota 


Northwestern  Phono.  Supply  Co., 
479  St.  Peter  St.,  St.  Paul. 

Missouri 

Phonograph  Repair  &  Access.  Co., 
110  N.  Broadway,  St.  Louis. 
Harbison  Mfg.  Co.. 
11th  and  Mulberry  Sts.,  Kansas  City. 

Montana 

Ivalispell  Mercantile  Co.,  Kalispell. 


Ohio 


Davitt  &  Hanser  Music  Co., 
304  Main  St.,  Cincinnati. 
Cleveland  Phonograph  Co.. 
3919  Payne  Ave..  Cleveland. 

Tennessee 

Sterchi  Bros.  Co.,  Bristol. 

Sterchi  Bros.  Co..  Knoxville. 

Jas.  K.  Polk  Co.,  300  McCall  Bldg.,  Memphis 

Texas 

Hassler-Texas  Co..  Dallas. 

Elion  Bros.  Furn.  Co., 

318  E.  Overland  St.,  El  Paso. 


The  Brunsicick-Balke-Collender  Co. 
Branches  in  the  following  cities. 
JOBBERS  WANTED'. 

California 

845  S.  Los  Angeles  St..  Los  Angeles. 
9S0  Mission  St.,  San  Francisco. 

Massachusetts 

314  Stuart  St..  Boston. 

Michigan 

(100  E.  Jefferson  St..  Detroit. 

New  York 

219  Washington  St.,  Buffalo. 
799  Seventh  Ave.,  New  Tork  City. 

Oregon 

12")  10th  St.  N.,  Portland. 

Pennsylvania 

40  N.  6th  St.,  Philadelphia. 
909  Penn  Ave..  Pittsburgh. 

Washington 

1001  John  St,  Seattle. 


THE 

NEW 


Made  Electrically 
Division  of  The  Brunswick-Balke-Collender  Co.,  Chicago 
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Board  of  Appeals 

Sustains  Hazeltine 

In  an  interference  proceeding  between  Lester 
L.  Jones  and  Louis  A.  Hazeltine  before  the 
Board  of  Appeals  in  the  U.  S.  Patent  Office, 
the  board  has  sustained  a  previous  decision  of 
the  examiner  of  interferences,  and  has  awarded 
priority  of  invention  on  all  accounts  to  Louis 
A.  Hazeltine.  The  announcement  of  this  de- 
cision states  that  the  interference  relates  to  the 
patent-covering  plate  circuit  neutralization.  It 
is  said  that  this  terminates  the  proceedings  in- 
sofar as  the  patent  office  is  concerned  and 
leaves  Louis  A.  Hazeltine  as  the  sole  and  origi- 
nal inventor  of  plate-circuit  neutralization  in 
this  contest. 


Hurd's  Music  Store,  Harvey,  111.,  has 
changed  its  name  to  Horton's  Music  Store, 
simultaneously  with  its  removal  to  new  quar- 
ters at  110  East  Fifty-fourth  street. 


Bosch  Reports  Big 
Increase  in  Income 


The  American  Bosch  Magneto  Corp.  reports 
net  income  for  the  quarter  ended  March  31  of 
$71,276,  after  depreciation,  but  before  Federal 
taxes.  This  is  equal  to  54  cents  a  share  on  the 
207,399  shares  outstanding,  and  compares  with 
net  income  of  $42,782  or  21  cents  a  share  on 
201,399  shares  outstanding  in  the  same  quarter 
a  year  ago.  Net  sales  for  the  first  quarter  this 
year  amounted  to  $1,967,910,  against  $1,404,861 
in  the  corresponding  quarter  last  year,  concrete 
evidence  of  Bosch  radio  popularity. 


In  a  recent  bulletin  to  the  trade,  F.  A.  D. 
Andrea,  Inc.,  manufacturer  of  Fada  Radio, 
pointed  out  the  importance  of  reading  the  trade 
*press.  Special  attention  was  called  to  an  article 
in  the  March  issue  of  The  Talking  Machine 
World,  entitled  "How  Two  Live  Dealers  View 
the  Problem  of  Radio  Trade-ins." 


Crosley  Radio  Corp. 
Takes  Over  WSAI 

Cincinnati,  O.,  May  29. — Two  of  Ohio's  largest 
and  most  powerful  radio  stations,  WLW  and 
WSAI,  will  hereafter  be  operated  by  the  Cros- 
ley Radio  Corp.,  as  the  result  of  a  deal  recently 
announced  by  which  Powel  Crosley,  Jr.,  presi- 
dent of  the  Crosley  Radio  Corp.,  and  owner  of 
WLW,  takes  control  of  WSAI.  In  addition  to 
owning  these  two  stations,  Mr.  Crosley  has  con- 
firmed reports  that  he  will  soon  acquire  a 
50,000-watt  transmitter. 

It  is  understood  that  Mr.  Crosley  will  pur- 
chase 3XN,  the  experimental  station  operated 
by  the  Bell  Telephone  Laboratories  at  Whip- 
pany,  N.  J.,  if  permission  is  given  by  the  Fed- 
eral Radio  Commission  to  operate  WLW  with 
increased  power. 


William  H.  Fowler,  music  dealer  of  Taylor- 
ville,  111.,  has  filed  a  petition  in  bankruptcy. 


The  New  Improved  PEERLESS  Portables 

Comparison  with  the  machines  you  are  now  selling 
will  reveal  their  superiority 


1 

Peerless  Master-Phonic— $25.00  List 


Appearance — Quality —Tone 

Covered  with  genuine  DuPont 
Fabrikoid  of  heaviest  quality 

Elaborately  decorated  in 
multi-color  effects 


Due  to  increased  production  we  are  now 
able  to  offer  these  wonderful  machines  to 
jobbers  and  other  large  users  at  the  right 
prices.  If  desired,  you  can  obtain  them 
under  your  own  name  or  trade  mark. 


Peerless  Vanity— $12.50  List 
Dimension  3^x12x13. 
Four  Colors 


Peerless  Junior — $15.00  List 


Two  Sales  Winning  Styles  of  Record  Albums 
Peerless  Art  kraff  Album 

Beautiful  Gold-embossed  Cover — Heavy  Brown  Kraft  Pockets 

Peerless  Loose  Leaf  Album 

Removable  Pockets  for  Records 

PEERLESS  ALBUM  CO. 

PHIL.  RAVIS,  President 
636-638  BROADWAY,  NEW  YORK 
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Freshman 
Leads 


LWAYS  in  the  van— 
a  few  steps  ahead  of  the  crowd— again 
Freshman  will  surprise  the  industry 
with  something  new  at  the  Chicago 
Show.  Not  just  ^new"  —  there's  little 
merit  in  that  —  when  Freshman  says 


"new,"  it  means  "better! 
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And  before  the  show— the  "so-called" 
slow  season?  Not  for  Freshman  dealers. 
A  nation-wide  merchandising  and  ad- 
vertising campaign  offering  tremen- 
dous reductions  in  prices  on  standard, 
up-to-the-minute  Equaphase  Electric 
Radios,  enabled  every  Freshman  dealer 
to  do  volume  business. 

Freshman  Radios  are  sold  direct  to 
Franchised  Dealers.  This  assures  the 
most  profitable  type  of  merchandising 
and  advertising  co-operation. 


We 
Mope 
to  see 
Yon 
at  the 
Show 


CHAS.  FRESHMAN  CO.,  Inc. 

Freshman  Building,  New  York  2626  W.  Washington  Blvd.,  Chicago 

800  \ .  Spring  St.,  Los  Angeles 


Develop  New  Sales  Fields 


How  Lion  Store  Music  Rooms,  Toledo,  O.,  Is  Build- 
ing Up  Its  Business  Among  the  Local  Restaurants 


WHEN  Smith  stops  buying  from  Jones, 
why  not  try  to  sell  Adams?   The  prob- 
lem confronting  the  music  store  to-day 
is  that  of  finding  new  outlets.    Too  many  deal- 
ers cling  to  the  theory  that  if  the  industrial 
worker  is  unable  to  purchase  a  musical  instru- 
ment the  jig  is  up.     They  refuse  to  extend 
themselves  or  work  up  sufficient  enthusiasm  to 
locate  prospects  long  neglected 
or  entirely  overlooked  of  which 
there  are  a  great  many  more 
than  is  usually  supposed. 

With  usual  aggressiveness 
the  Lion  Store  Music  Rooms, 
Toledo,  O.,  in  their  search  for 
new  worlds  to  conquer,  came 
upon  the  list  of  restaurants, 
of  which  there  are  several  hun- 
dred in  the  city,  and  at  once 
decided  to  solicit  this  market, 
which  evidently  had  been  neg- 
lected. Workers  were  assigned 
to  the  task  and  special  demon- 
strations were  decided  upon. 
The  first  step  in  the  campaign, 
as  in  others  of  a  like  nature 
which  the  store  has  staged, 
was  that  of  preparing  and  m 
mailing  a  letter.  This  message 
is  relied  upon  to  "break  the 
ice,"  so  to  speak,  and  pave  the  way 
salesman's  call.    The  letter  stated: 

Alodern  cafes,  cafeterias,  lunch  rooms  and  restaurants 
in  increasingly  large  numbers  are  accepting  the  Ortho- 
phonic  Victrola  or  the  Brunswick  Panatrope  as  the  ideal 
music  for  their  patrons.  Reports  in  every  instance  prove 
that  either  musical  instrument  is  a  sound  investment  in 
genuine  entertainment.  And  owners  of  various  restau- 
rants have  estimated  that  their  business  has  been  in- 
creased from  10  to  35  per  cent. 

As  you  know,  the  Lion  Store  carries  at  all  times 
complete  lines  of  Victor  and  Brunswick  models.  The 
new  Automatic  Orthophonic — the  most  modern  of  musical 
inventions — is  particularly  well  adapted  to  restaurant 
use. 

If  you  are  at  all  interested,  we  would  be  glad  at  any 
time  to  arrange  a  demonstration,  either  in  the  Music 
Rooms  or  at  your  place  of  business.  May  we  have  the 
pleasure  of  hearing  from  you?    Very  truly  yours. 

The  letter  was  not  expected  to  drive  restau- 
rant owners  by  the  score  into  the  department 
clamoring:   for   a   demonstration.     Nothing  of 


By  J.  M.  Schlacter 

the  kind — but  it  did  accomplish  its  purpose. 
For  when  the  salesman  called  on  the  telephone 
and  asked  if  the  letter  had  been  read — mind 
you,  read — the  reply  was  in  the  affirmative,  in 
the  majority  of  instances.  Telephoning  the 
prospect  is  the  second  step  in  the  campaign. 
The  third  is  making  a  personal  call.  The  tele- 
phone conversation  often  produces  leads  which 


/F  business  with  homes  and  home-owners  shows 
signs  of  slowing  up,  why  slacken  up?  Seek 
new  outlets.  Simply  transfer  your  efforts  for  a  time 
to  include  the  restaurants,  ice  cream  parlors  and 
similar  establishments.  The  new  instruments  are 
particularly  adapted  to  appeal  to  this  trade.  Remem- 
ber, however,  that  the  sales  appeal  to  these  prospec- 
tive purchasers  is  of  a  different  nature  than  that  of 
the  housewife,  so  change  your  sales  campaign  ac- 
cordingly.   How  the  Lion  Store  Sells  This  Trade. 


for  the 


are  quickly  followed.  Only  sufficient  letters  are 
mailed  each  day  to  enable  the  salesman  to  make 
the  rounds.  Eight  is  the  average  for  each  man. 
This  is  important,  for  when  several  thousand 
letters  are  mailed  at  one  time  it  is  manifestly 
impossible  to  reach  even  a  part  of  the  list  be- 
fore they  cool. 

Follow  up  is  the  thing  dwelt  upon  here. 
What  good  is  a  letter  if  it  isn't  followed  up 
in  an  intelligent  manner.  Better  save  the  post- 
age and  throw  it  into  the  wastebasket  yourself 
it  is  asserted  here.  Therefore,  above  every- 
thing, the  store  insists  upon — Follow  up. 

The  sale  arguments  employed  in  this  restau- 
rant campaign  are  quite  different  from  those 
used  by  salesmen  in  soliciting  trade  from  the 
housewife,  Wilbur  O.  Markwood  in  charge  of 
the  work  explained.    In  her  case  the  arguments 


are  along  the  line  of  enjoying  the  great  artists 
in  her  home  every  day,  and  owning  an  instru- 
ment will  enable  her  to  enjoy  the  music  of  the 
hour  as  well  as  the  entire  range  of  the  Victor 
and  Brunswick  catalogs  over  and  over  again. 

It  is,  of  course,  obvious  that  such  a  line  of 
reasoning  would  have  little  effect  upon  a  busi- 
ness man.  He  is  little  concerned  with  artists 
and  sweet  strains  of  music. 
What  he  desires  to  know  is 
how  he  can  increase  his  busi- 
ness. Therefore,  salesmen  call- 
ing upon  restaurant  owners  use 
the  appeal  that  an  Ortho- 
phonic  Victrola  playing  in  his 
establishment  will  draw  more 
patrons,  give  his  shop  more 
prestige  and  induce  people  to 
return  often  and  bring  their 
friends.  In  short,  it  will  make 
his  eating-place  a  preferred 
place — a  more  enjoyable  spot  to 
stop  for  a  meal,  meanwhile 
enjoying  the  music  and  refresh- 
ing oneself. 

Salesmanship,     based  upon 
such  reasoning  during  the  first 
■hmh     week  of  the  drive  secured  five 
demonstrations,   two  of  which 
were    turned   into    sales,  with 
the  remaining  three  still  out. 

In  this  connection,  Mr.  Markwood  stated 
that  many  of  the  restaurants  called  upon  are 
not  large  enough  to  afford  an  Orthophonic.  In 
that  case  a  smaller  machine  is  often  sold.  Not 
a  few  portables  have  been  disposed  of  to  small 
eating-places.  It  must  be  remembered  always 
that  every  machine  sale  to  a  restaurant  is  prac- 
tically certain  to  make  a  large  number  of  rec- 
ord sales,  for  few  owners  will  play  the  old 
discs  for  long.  The  public  demand  for  some- 
thing new  must  be  satisfied. 


Superior  Perfects 

Distribution  Plan 


Dulce-Con 

Radio  Talking  Machine  Speaker 


Perfecting 
ization  has 


of  a  national  distribution  organ- 
been  announced  by  the  Superior 


Get  In  On  These 
RADIO  PROFITS 

WITH  radio  almost  universal,  it's  easy 
to  include  a  Dulce-Tone  in  every 
talking  machine  sale — and  you  might  as  well 
get  that  extra  profit.  Or  sell  Dulce-Tone  to 
former  talking  machine  buyers. 

Dulce-Tone  makes  an  ideal  loud  speaker  of 
any  phonograph,  and  it  fits  any  make  and 
any  radio  set.  Simply  set  the  talking  machine 
needle  in  the  Dulce-Tone  reed,  plug  in, 
and  you  have  the  full  volume,  the  beauti- 
ful clear  tone  that  only  Dulce-Tone  and  a 
talking  machine  can  give. 

The  General  Industries  Co. 

Dulce-Tone  Division 
Formerly  named 
The  General  Phonocraph  Mfg.  Co. 
Elyria,  Ohio 


Cabinet  Corp.,  New  York.  Representatives 
have  been  appointed  in  the  following  cities: 
Boston,  Philadelphia,  Pittsburgh,  Cleveland,  De- 
troit, Chicago,  Atlanta,  Dallas,  Denver,  Los 
Angeles,  San  Francisco  and  Portland,  Ore. 

In  making  this  announcement,  Bernard  J. 
Greenbaum,  president  of  the  Superior  Cabinet 
Corp.,  stated  that  manufacturing  facilities  have 
recently  been  greatly  increased  in  the  Superior 
plant  and  the  organization  is  enjoying  a  very 
satisfactory  volume  of  business. 


$10,  Retail 

Fully  guaranteed 
Ft  ts  any  radio 


Use  Fada  Speaker  in  Art 

  i 

Two  vaudeville  headliners,  Ann  and  Frank, 
are  featuring  a  Fada  Radio  speaker  in  their 
stage  act.  These  entertainers  are  known  as 
the  Southern  Radio  Aces,  and  until  recently 
were  broadcasting  regularly  over  station 
WSMB,  at  New  Orleans,  La. 


The  formal  opening  of  the  Harbor  Music 
Co.'s  new  store  at  262  West  Sixth  street,  San 
Pedro,  Cal.,  was  held  recently  and  attracted 
thousands  of  residents  of  the  harbor  district. 
The  store  is  said  to  be  one  of  the  most  attrac- 
tive on  the  Pacific  Coast. 
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The  Mohawk  Corporation  of  Illinois  and  the  All-American  Radio 
Corporation,  pioneers  in  the  Radio  Industry,  have  been  ever  active 
factors  in  the  advancement  of  the  industry  —  and  in  the  establish- 
ment of  a  solid  and  secure  foundation  of  integrity  and  merit  upon 
which  towers  the  gigantic  radio  business  structure  of  today. 


Model  65 

A    handsome  con 
finely  finished  In 
Walnut,    with  ovf 
on   front  doors, 
closed    cone  spea 
Contains    a  one 
(I -tube      set:  c'v 
same  as  Model  GO 

S I  7.50 
With   Electro  Dym 


Pro  g 

— in  Trend  with  the  Spirit  of  the  Times 
Assures  an  Improved  Product 
and  Increased  Demand 

HP  HE  recent  consolidation  of  The  Mohawk  Corporation  of 
Illinois  and  the  All-Amer  ican  Radio  Corporation,  is  in 
strict  keeping  with  the  modern  trend  toward  more  scientific 
and  economical  methods  of  manufacture  and  distribution. 

Centralization  of  effort  —  consolidation  of  vast  funds  of 
experience  —  merger  of  Ihe  latest  manufacturing  facilities 
under  the  roof  of  one  immense  plant  —  the  pooling  of 
financial  resources  —  are  factors  which  have  made  possible 
a  noteworthy  improvement  in  excellence  of  construction, 
finer  precision  in  every  phase  of  production  and  operation 
and  have  effected  a  substantial  reduction  in  manufacturing 
and  selling  costs.  All  of  which  is  convincingly  evident  in 
the  prices,  appearance  and  performance  of  the  1928-29 
models  as  presented  by  the  All-American  Mohawk  Corporation. 


Mode)  86 

Of  5-Ply  Burl  Walnut  with  contrasting  diamond 
matched  Walnut  doors.     Enclosed  cone  speaker. 
Contains   a    one   dial    S-tube   set:  chassis  same 
as  Model  80.  $235.00 
With  Electro  Dynamic  Speaker.  $35.00  additional. 


Model  85 

A  distinctively  designed  console  of  o-plv  selected 
ttiul    Walnut    housing   the    S-tube   set:  chassis 
same  as  Model  80.    Enclosed  cone  speaker. 
$195.00 

With  Electro  Dynamic  Speaker,  $35.00  additional. 


Model  62 

Upper  and  lower_front  panels  of  selected  matched 
ir.  Contains 
is  Model  fill. 
$172.50 


Hurl  Walnut.  Built-in  cone 
a  one  dial  ti-tube  set;  chassis 


MODEL  60 

All -American  Mohawk  Corpora- 
tion patented  one  dial,  G-tube 
tuned  radio  frequency  cir- 
cuit. Non-Oscillating.  Employ- 
ing three  stages  of  R.P.,  detjector 
and  two  transformer  coupled 
Audio.  Fully  copper  shielded. 
Exceptionally  large  and  well 
made  transformers  are  low 
pitched,  producing  most  pleasing 
tone  quality.  Power  Unit  built 
in;  taps  for  high  and  low  lime 
voltage;  Jacks  for  electric  phono- 
graph pick-up. 

Cabinet  of  5-Ply  Walnut  veneer, 
gold  striped  front,  hand  rubbed 
piano  finish.  Self  contained 
power  unit  and  radiantly  illumi- 
nated full  vision  drum.  For 
operation  on  110  volt  A.C.  GO 
cycle  current.  Size  of  cabinet, 
width  17%  inches,  depth  13% 
inches,  height  9  inches.  $92.50 


MODEL  80 

Ail-American  Mohawk  Corpora- 
tion patented  one  dial,  8-tube 
tuned  radio  frequency  circuit. 
Extremely  selective,  employing 
four  stages  of  radio  frequency. 
Two  stages  of  Push  Pull  Ampli- 
fication produce  exceptional  tone 
quality.  Power  Unit  built  In ; 
taps  for  high  and  low  line  volt- 
age; Jacks  for  electric  phonograph 
pick-up. 

Housed  in  a  beautiful  5-ply 
Walnut  veneer  cabinet  of  tasteful 
and  dignified  design.  Marquetry 
inlay.  Rich  hand  rubbed,  piano 
finish.  Radiantly  illuminated 
full  vision  drum.  For  operation 
on  110  volt  A.C.  60  cvcle  current. 
$127.50 


I 

SO  I 

6" 


res s : 


Superb  beauty  of  design  —  elegance  of  finish  never  before 
attained — refinements  that  reach  beyond  the  most  exacting 
demands — variety  that  permits  a  wide  range  of  selection — 
unapproached  values  backed  by  proven  quality  that 
guarantees  service  far  in  advance  of  present-day  expectations, 
provide  in  our  new  radio  receiving  sets  every  element 
essential  to  the  promotion  of  quick,  profitable  sales  and 
continuous  trade  development.  Yes,  dominant,  undisputed 
leadership  ! 

Proof  of  ever-increasing  value  of  a  Dealer  Franchise  with 
the  Ail-American  Mohawk  Corporation  will  be  mailed  to 
you  upon  request.  Write  for  it  today.  Form  an  alliance 
with  an  established  and  thoroughly  reputable  organization 
that  is  eager  and  able  to  aid  you  in  the  development  of 
desirable  trade  and  to  protect  your  interests. 

ALL  -  AMERICAN  MOHAWK  CORPORATION 
4257  Belmont  Avenue 
Chicago,  111. 


Model  84 

Spanish  Vargueno  Con- 
sole of  rich  Walnut. 
Hand  rubbed  piano  fin- 
ish.   Duo  tone,  six  hand 

cai  d  less.    Silk  backed 

grill  conceals  speaker. 
Hand  tinted  and  filigree 
hardware  backed  with 
Castilion  red  velvet. 
Built-in  cone  speaker. 
Contains  a  one  dial  S- 
tube  set:  chassis  same  as 
Model  SO. 

S295.00 
With    Electro  Dynamic 
Speaker.     $85.00  addi- 
tional. 


Model  66 

Combination  phonograph  and  G-tube  electric 
radio,  liadio  chassis  same  as  Model  60.  Com- 
plete with  electric  pick-up.  spring  motor  turn 
table,  built-in  cone  speaker  and  two  record 
albums.  $245.00 

With  Electro  Dynamic  Speaker,  $35.00  additional. 


Model  88 

The  utmost  in  phonograph  and  radio  combination.  Furniture  superb: 
S-tube  electric  radio  set:  chassis  same  as  Model  SO.  liadio  Corporation 
of  America  Electric  Pick-up;  General  Electric  Induction  Motor,  concealed 
velvet  turn  table;  Electro  Dynamic  Speaker:  compartment  for  record 
albums.  For  operation  on  110  volt  A.C.  CO  cyole  current.  This  model 
ilunished  with  Electro  Dynamic  Speaker  only.  $425.00 
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All-American  lUohawk  Corpoixition 

RADIO  RECEIVERS 

1928*1929 


"Bigger  value — better 
business — that's  the  an- 
swer to  why  you  should 
line  up  with  the  Ail- 
American  Mohawk 
Corporation." 

American  Phonograph  Co* 

61-63  Hudson  Avenue 
ALBANY,  NEW  YORK 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 


3fr 
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M- American  InohiMJ^Cbrporatkm 

RADIO  RECEIVERS 

1928-1929 

"Maximum  Quality  at 
Minimum  Price — 
and  you  can  prove  it  I" 

Automotive  Electric  Company 

306  Sixth  Street 
SIOUX  CITY,  IOWA 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 

— -   _   .     ..  — s«» 
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RADIO  RECEIVERS 

1928-1929 


"The  new  All- American 
Mohawk  Corp.  Receiver 
is  that  rare  combination 
of  quality,  constructional 
perfection  and  cabinet 
artistry — watch  sales 
leap." 


In  the  Qreater  New  York  Territory 


ALL-AMERICAN  MOHAWK  CORP. 


28-30  W.  23rd  St.,  New  York,  N.Y. 


Exclusive  Distributors  for 
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AH-American  llMKW^&rpomtkm 
RADIO  RECEIVERS 


1928-1929 


"We  believe  in  the  old  Mohawk  saying- 


'  Building  Them  Better 

Pricing  Them  Lower 
Selling  Them  Faster!" 


The  Columbia  Stores  Company 


221  S.  W.  Temple  Street 
SALT  LAKE  CITY,  UTAH 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 
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Ail- American  Ittohawk  Corporation 
RADIO  RECEIVERS 

1928-1929 

"We  have  not  found 
anything  better.  For 
three  consecutive  years 
we  have  distributed 
this  line  of  receivers 
only.  We  ought  to 
know." 


Cycle  &  Auto  Supply  Company 

339-341  Genesee  Street 
BUFFALO,  NEW  YORK 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 
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******** 

RADIO  RECEIVERS 

1928-1929 

"We've  tested  them  alL 
We  find  the  All* American 
Mohawk  Corp,  Radio 
Receiver  the  last  word  in 
radio  efficiency.  Look  at 
the  prices!" 

W*  M*  Dutton  &  Sons  Company 

HASTINGS  NEBRASKA 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 


The  Talking  Machine  World,  New  York,  June,  1928 


AH- American  TIMhuu^  Corpomtkm 
RADIO  RECEIVERS 

1928-1929 


"We  are  proud  to  distribute  Ail- 
American  Mohawk  Corp*  Radio 
Receivers  in  the  following  counties 
of  Wisconsin :" 


COLUMBIA 

DANE 

DODGE 

FOND  DU  LAC 
GREEN  LAKE 
JEFFERSON 
KENOSHA 
MARQUETTE 


MILWAUKEE 
OZAUKEE 
RACINE 
ROCK 

SHEBOYGAN 
WALWORTH 
WASHINGTON 
WAUKESHA 


MICHAEL  ERT,  Inc. 

530-32  Jefferson  Street 
MILWAUKEE,  WISCONSIN 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 
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******** 

M-Americmi  Ittohaw^  Corporation 
RADIO  RECEIVERS 

1928-1929 

"Our  fifth  year!  Anything 
we  may  say  about  the  Ail- 
American  Mohawk  Corpo- 
ration would  not  be  high 
enough  praise.   The  set 

is  a  wow!" 

Excelsior  Auto  &l  Battery  Company 

17th  and  Derry  Streets 
HARRISBURG,  PENNSYLVANIA 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 


3*» 
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AH-Kmencm  Tlhhawk  Corporation 
RADIO  RECEIVERS 

1928-1929 


u 


radio  achieve- 


A 

ment  of  the  greatest 
significance — watch 
the  All'American 
Mohawk  Corp." 

In  the  Entire  State  of  California 


Listenwalter  &  Gough,  Inc. 

819  East  First  Street,  Los  Angeles,  Cal. 
325  Fifth  Street,  San  Francisco,  Cal. 


 s&t» 

Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 
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******** 

AH- American  7llohawk(bw>Mtim 
RADIO  RECEIVERS 

1928-1929 

"Our  third  year! 

We  have  the  best  deal- 
ers in  our  territory. 
This  statement  speaks 
for  itself." 


Louisville  Auto  Supply  Co* 


754  South  First  Street 
LOUISVILLE,  KENTUCKY 


Exclusive  Distributors  for 

ALL  -  AMERICAN  MOHAWK  CORP. 


-5©. 
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All- American  lltohawk  Corpomtkm 
RADIO  RECEIVERS 

1928-1929 


"A  better  set  for  less  money. 
There  is  a  lot  of  satisfaction  in 
knowing  you  are  giving  your 

trade  the  greatest  value 

on  the  radio  market." 


National  Radio  &  Auto  Supply  Co. 

518  Mullin  Building 
CEDAR  RAPIDS,  IOWA 


Exclusive  Distributors  for 

ALL  -  AMERICAN  MOHAWK  CORP. 
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Ail- American  lUofam^&rjmritkm 
RADIO  RECEIVERS 

1928-1929 


"Perfection — at  a  price 
that  is  within  reach  of 
the  average  radio-buy- 
ing purse." 


In  Massachusetts,  New  Hampshire  and  Rhode  Island 

Northeastern  Radio,  Inc* 

269-285  Columbus  Avenue,  Boston,  Mass. 


EXCLUSIVELY 
RADIO 


Established  in  1922 


EXCLUSIVELY 
WHOLESALE 


"Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 
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RADIO  RECEIVERS 


1928-1929 


"We  predict  all  sales 
records  will  be  broken 
with  this  highly  im- 
proved radio  receiver." 


Philadelphia  Motor  Accessories  Co* 

3127  North  Broad  Street 
PHILADELPHIA,  PENNSYLVANIA 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 
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Ail-American  TMHHV^Corpomtim 
RADIO  RECEIVERS 

1928-1929 
ACROSS  CENTRAL  OHIO 


THE  SMITH  BROS.  HDWE.  CO. 

COLUMBUS,  OHIO 

Wholesale  only  to  Dealers  in  50  counties 
across  Central  and  Southeastern  Ohio 

OUR  3rd  YEAR  WITH  MOHAWK 

'NUFF  SED 

Exclusive  Distributors  for 

ALL  -  AMERICAN  MOHAWK  CORP. 
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AM- American  fttohawk  Corpomtkm 
RADIO  RECEIVERS 

1928-1929 

"Clear  tone  quality,  selectivity, 
and  beautiful  cabinet  work  make 

the  All- American  Mohawk 

Corp*  Radio  Receiver  radio's 
greatest  achievement," 

In  the  Northern  Ohio  Territory 

B.  W-  SMITH,  Incorporated 

2019  Euclid  Avenue 
CLEVELAND,  OHIO 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 
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AH- American  lUohmv^&nmwtion 
RADIO  RECEIVERS 

1928-1929 


"WeVe  heard  it  .  ♦  ♦ 
we've  seen  it  .  .  .  the 

All-American 
Mohawk  Corp. 
Radio  Receiver 

leads  them  all." 


The  Tovan  Electric  Company 


310  West  Seventh  Street 
CINCINNATI,  OHIO 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 
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Ati-American  Tttohawk  Cwpomtkm 
RADIO  RECEIVERS 

1928-1929 


New  High  Standards 
of  Quality — 

New  High  Peaks 
of  Sales* 


Waite  Auto  Supply  Co* 

560  Westminster  Street 
PROVIDENCE,  R.  I. 


Exclusive  Distributors  for 

ALL-AMERICAN  MOHAWK  CORP. 
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AH- American  lllohau)^  Corporation 
RADIO  RECEIVERS 

1928-1929 

"They're  Built  Like 
Rolls-Royce 
Motor  Cars." 

Washington  Automobile  Supply  Co. 

WASHINGTON,  ILLINOIS 


Exclusive  Distributors  for 

ALL  -  AMERICAN  MOHAWK  CORP. 


Seattle  Music-Radio  Trade 
Adopts  Code  of  Ethics 

No  Sets  on  Approval  but  Demonstrations  Can 
Be  Arranged — Installation  Charge  and  Service 


SEVERAL  weeks  ago  before  the  radio 
group  meeting  of  the  Radio  and  Music 
Trades  Association,  in  Seattle,  Wash.,  E. 
P.  Denham,  factory  representative  for  radio 
lines,  presented  very  constructive  ideas,  the 
outcome  of  which  was  a  series  of  meetings  of 
dealers,  and  then  dealers  and  jobbers.  The 
direct  result,  however,  was  the  conceiving  and 
adopting  of  a  Code  of  Ethics  which  was  imme- 
diately put  in  effect.  The  general  public  was 
well  informed  as  to  the  code  by  means  of 
newspaper  publicity.  Sherman  W.  Bushnell,  of 
the  National  Radio  Co.,  aided  Mr.  Denham  by 
giving  generously  of  his  time  and  ability  in  the 
drawing  up  of  the  code.  The  committee  con- 
sisted of  fourteen,  including  both  downtown 
and  suburban  dealers.  At  the  outset  of  sales 
from  now  on  the  customer  understands  thor- 
oughly what  to  expect.  Retail  radio  business 
will  be  standardized  to  a  remarkable  degree  by 
this  code,  which  is  as  follows: 

No  radio  will  be  sent  out  on  approval,  but 
we  are  ready  at  any  time  to  make  a  demonstra- 
tion in  your  home  at  such  time  as  you  may 
choose,  except  at  a  time  when  other  demon- 
strations are  being  made.  Sets  on  demonstra- 
tion will  not  be  left  more  than  two  nights. 

If  necessary  to  install  antenna  equipment  a 
minimum  charge  of  $10  will  be  made.  This 
charge,  consisting  principally  of  labor,  will  not 
be  canceled.  Inside  aerial  and  ground  shall 
have  a  minimum  charge  of  $2. 


After  thirty  days  from  date  of  sale  all  serv- 
ice calls  shall  be  charged  at  a  minimum  rate 
of  $1.50  per  hour  during  the  day  and  $2  per 
hour  at  night  (time  to  be  figured  from  store  to 
store).  All  tubes  and  batteries  are  tested  be- 
fore delivery.    No  exchanges  will  be  made  ex- 


cept for  actual  defects  in  material  furnished. 

We  guarantee  all  equipment  furnished  by  us 
to  be  free  from  defects  in  material  and  work- 
manship. If  any  defect  develops  within  the 
manufacturer's  guarantee  period,  provided  the 
merchandise  is  returned  to  us  and  has  not  been 
tampered  with,  we  guarantee  to  repair  or  re- 
place the  equipment  at  our  option.  Where  an 
exchange  is  made — tubes  and  batteries  are  not 
included. 

We  do  not  guarantee  distance — this  being 
entirely  dependent  upon  location,  type  and  con- 
struction of  antenna,  atmospheric  conditions, 
proximity  to  man-made  interference  and  the 
skill  and  patience  of  the  operator. 

We  stand  unqualifiedly  opposed  to  misrepre- 
sentation in  demonstrating  or  selling,  and  sin- 
cerely solicit  co-operation  to  the  end  that  this 
shall  never  take  place  in  our  business. 


Leslie  G.  Thomas 
With  Polymet  Corp. 

Leslie  G.  Thomas,  who  has  been  appointed 
factory  manager  of  the  Polymet  Mfg.  Corp., 
manufacturer  of  radio  power  supply  essentials, 
according  to  a  recent  announcement,  comes  to 
Polymet  with  a  broad  experience  gleaned  from 
years  in  the  electrical  and  allied  fields.  He  was 
formerly  a  factory  manager  for  F.  A.  D.  An- 
drea, Inc.,  later  works  manager  of  the  Freed- 
Eisemann  Radio  Corp.,  and  was  also  associated 
with  the  General  Electric  Co.  and  the  Diamond 
Battery  Co.  for  a  number  of  years. 


company.  The  individuals  of  the  winning  team 
were  also  presented  with  gold  watch  charms  in 
the  shape  of  diminutive  bowling  balls.  The 
bowling  season  was  concluded  with  a  banquet, 
and  R.  M.  Klein,  general  manager  for  Fada 
Radio,  presented  the  trophy  and  the  prizes  to 
the  winning  aggregation  of  players. 


Bowling  Tournament  Ends 

A  bowling  tournament  among  the  employes 
of  F.  A.  D.  Andrea,  Inc.,  Long  Island  City,  was 
recently  brought  to  a  close  with  the  presenta- 
tion to  the  winning  team  of  a  silver  trophy  do- 
nated by  F.  A.  D.  Andrea,  president  of  the 


Made  Ad.  Counsel 

for  Stevens  Corp. 

The  Stevens  Mfg.  Corp.,  succcessor  to 
Stevens  &  Co.,  New  York,  manufacturers  of 
Stevens  speakers,  has  appointed  Grace  &  Holli- 
day,  New  York,  as  advertising  counsel.  F.  W. 
Schnirring,  well  known  in  the  music-radio  in- 
dustry, and  now  an  executive  of  Grace  &  Hol- 
liday,  is  handling  the  Stevens  account.  An  ex- 
tensive advertising  campaign  for  1928-29  is  now 
being  prepared  on  Stevens  speakers  and  the 
many  new  features  which  have  been  embodied 
in  the  product.  * 


SELL  SYMPHONIC 


For  those  who  want  the  finest  reproducer  that 
can  be  made,  we  present  the  Low-Loss  Sym- 
phonic Reproducer,  the  result  of  the  most  pains- 
taking experiments  and  trials.  Exquisitely  made, 
it  is  encased  in  a  handsome  bronze  finished 
housing,  with  nickel  or  gold  plated  centerpiece. 

LOW  (|  LOSS 

^PHONOGRAPH  REPRODUCER 

LIST  PRICE 

Nickel  Plated  .  .  HO00 
Gold  Plated      .    .  H200 

(Slightly  higher  -west  of  the  Rockies) 


A  remarkable  reproducer  at  a  remarkable  price. 
Beautifully  finished  in  polished  nickel  or  gold 
plate.  A  great  seller. 


'PHONOGRAPH  REPRODUCER 

MADE  BY  SYMPHONIC 

LIST  PRICE 

Nickel  Plated  ,  .  $500 
Gold  Plated      .    .  $700 

{Slightly  higher  vjut  of  the  Rottiu) 


This  is  the  $8.00  number  that  has  been  so  popu- 
lar with  phonograph  dealers  everywhere.  A  won- 
derful reproducer  whose  performance  is  so  un- 
usual that  it  sells  immediately  on  demonstration. 


PHONOGRAPH  REPRODUCER 


LIST  PRICE 

Nickel  Plated  .  .  *  800 
Gold  Plated      .    .  *1000 

(Slightly  higher  -west  of  the  Rockies) 


An  acoustical  gem  in  a 
magnificent  setting  — 
Each  Symphonic  and 
Low-Loss  Reproducer  is 
beautifully  encased  in  a 
gold  embossed  silken 
container  commanding 
attention  and  bespeak- 
ing its  quality.  ■ 


Symphonic  Sales  Corporation 


370  Seventh  Ave. 


Pioneers  and  Leaders 
in  the  Independent 
Reproducer  Industry 

17 


New  York 


18 
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at  the  R  M  A  Show  see  the  new 

BalldfcRadio 


AN 

A-C 

RECEIVER 

WORTHY 
OF  A 
GREAT 
NAME 


As  a  manufacturer  of 
Radio  Power  Units, 
Balkite  has  built  one 
of  the  greatest  names 
in  the  industry.  That 
name  has  been  built 
on  a  very  simple  prin- 
ciple— manufacturing 
to  a  standard  of  quality. 

This  standard  is  con- 
tinued in  Balkite  AC 
radio.  Balkite  has  not  at- 
tempted to  go  into  the 
low-priced  field  where 
the  market  is  already 


BALKITE  A- 7  [HIGHBOY] 

Showing  the  finely  carved  cabinet  with  doors  closed.  A  model  to  meet 
the  taste  of  the  most  exacting  household — by  Berkey  &  Gay 


BALKITE  A-5 


Cabinet  by  Berkey  and  Gay.  Complete  except  for  tubes 
and  speaker —  $  2  3  5 


full  and  well -served. 
Balkite  has  attempted 
to  produce  the  finest 
commercial  receiver 
that  money  can  buy. 

Balkite  recognizes 
that  such  a  receiver 
must  be  authoritative 
furniture  as  well  as  fine 
radio.  Both  Balkite  ta- 
ble model  and  console 
are  housed  in  cabinets 
by  Berkey  and  Gay. 
Nothing  finer  can  be 
said. 

The  receiver,  as  an 
electrical  instrument, 
leaves  little  to  be  de- 
sired. 7  AC  tubes.  Neu- 
trodyne  circuit.  Push- 
pull  audio.  Single  dial 
tuning.  In  the  console 
a  dynamic  speaker,  be- 
cause only  the  finest 
speaker  will  bring  out 
all  Balkite  tone.  In  all 
models,  a  dynamic 
drive  is  part  of  the  set, 


Ba  I  kite  Ka  d  \  o 
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♦ 


IN    CABIN  ET  S  BY 


so  a  dynamic  can  be 
installed  more  simply 
and  at  a  lower  cost.  A 
phonograph  jack  for 
operating  your  phono- 
graph is  provided.  Sin- 
gle dial,  direct  drive, 
silent  tuning.  Com- 
plete shielding.  Pro- 
tection against  fluctu- 
ating voltages.  Unique 
Balkite  condensers. 
Construction  that  for 
simplicity  and  accessi- 
bility has  to  our  knowl- 
edge  never  been 
equalled — construc- 
tion worthy  of  an  auto- 
mobile. Yet  these  are 
details.  Judge  the  set 
by  its  fidelity. 

The  receiver  will  be 
backed  by  sound  poli- 
cies. It  will  be  adver- 
tised in  the  typical 
Balkite  manner.  Deal- 
ers who  sell  it,  like 
Balkite  dealers  in  the 


cricev  & 


BALKITE  A- 7  [HIGHBOY] 

Same  model  as  on  opposite  page,  but  ivith  doors  open.  Includes  dynamic 
speaker.  Complete  but  for  tubes — $487.50 


BALKITE  A-3 

For  those  who  want  all  radio.  Housed  in  a  simple  but  sightly  all- 
metal  case.  Complete  but  for  tubes  and  speaker — $197.50 


past,  will  make  money. 
If  you  haven't  yet  seen 
the  set,  consult  our 
jobber. 

Fansteel  Products 
Company,  Inc.,  North 
Chicago,  Illinois. 
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It  is  the 
finest  instrument' 
in  music 

SEE  IT 
AT  TH  E  SHOW 
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Florida  Trave 

to  Business 
Recovery 


Arthur  Smith 

RETAIL  dealers  in  Florida  have  been,  and 
still  are,  facing  problems  in  connection 
with  the  operation  of  their  businesses 
which  make  the  troubles  of  dealers  in  most 
other  sections  of  the  country  seem  petty  by 
comparison.  During  the  boom  days  prosperity 
reigned  in  spite  of  competition  of  the  severest 
character.  Not  only  did  many  dealers  open  up 
for  business  but  the  talking  machine-radio  mer- 
chant had  to  compete  with  the  fever  of  specu- 
lation in  real  estate.  However,  the  people  who 
flocked  into  the  cities 
and  hamlets  from  all 
parts  of  this  and  other 
countries,  among  other 
items,  purchased  musical 
instruments,  and  the 
dealer  achieved  a  'profit- 
able turnover  of  stock. 

When  the  bubble  burst 
the  merchant  in  the  mu- 
sic line  was  one  of  the 
chief  sufferers.  His  busi- 
ness was  largely  on  the 
instalment  basis.  People 
without  money  cannot 
meet  instalments.  The 
dealer  was  distinctly  up 
against  it.  If  he  repos- 
sessed the  merchandise 
he  simply  loaded  his 
store  with  it,  for  the 
chances  of  selling  had 
been  narrowed  to  an 
amazing  degree.  Many 
dealers  since  that  time 
have  been  forced  out  of 
business.  Others,  with 
the  courage  of  men  who 
do  not  know  the  mean- 
ing of  the  word  "fail," 
have  managed  to  hang 
on,   barely   existing  the 

while,  and  hoping  for  the  day  when  Florida 
would  stage  a  "come-back." 

The  time  is  drawing  near  when  these  dealers 
will  be  rewarded  for  their  grit.  Florida  is  com- 
ing back,  but  not  to  the  hectic  prosperity  of 
a  few  years  ago.  That  is  a  phase  in  the  prog- 
ress of  this  great  State  that  now  is  history. 
False  prosperity  is  certainly  and  surely  being 
replaced  by  development  on  substantial  and 
lasting  lines.  Speculation  has  been  replaced  by 
investment,  and  every  month  sees  some  im- 
provement. 

Many  articles  have  been  wrjten  about  Florida, 
regarding  conditions  during  the  peak  of  the 


speculative  era  as  well  as  the  post-boom  days. 
But  never  has  anything  been  written  that  shows 
so  clearly  what  a  small  business  man  who  has 
established  himself,  he  hopes,  permanently,  has 
gone  through  and  what  the  future  holds  for 
him,  as  the  letter  written  to  The  Talking  Ma- 
chine World  by  Arthur  Smith,  head  of  the  Ar- 
thur Smith  Music  Co.,  Tampa,  Fla.  Mr.  Smith 
has  made  an  analysis  of  the  business  in  his  sec- 
tion based  upon  his  own  experiences  and  obser- 
vations. He  has  studied  the  records  of  his  own 
enterprise,  and  he  presents  plain,  unvarnished 
facts  that  paint  a  vivid  picture  of  the  struggle  to 
keep  going  in  the  face  of  obstacles  that  seem 
insurmountable.  He  emphasizes  the  point  that 
his  experience  is  by  no  means  unique,  as  he 
believes  that  other  dealers  are  in  the  same  fix. 
"I  am  just  an  average  small  merchant,"  he  says, 
"trying  to  make  the  best  of  a  difficult  situation. 
I  have  presented  the  naked  figures  from  my 


through  the  Florida  land  boom.  The  peaks 
and  valleys  are  absolutely  accurate,  cov- 
ering the  period  from  January  1,  1925,  through 
to  April  30,  1928.  While  competing  dealers  are 
not  running  around  giving  out  their  private 
records,  I  have  every  reason  to  believe  that 
similar  graphs  of  figures  of  other  Florida 
stores,  big  and  little,  would  show  the  same 
general  contour.  The  business  represented  is 
a  typical,  small  phonograph  shop,  with  a  sales 
force  of  two,  the  owner  and  one  saleslady.  It 
is  located  on  the  edge  of  the  business  district, 
where  rents  are  moderate  and  popular-priced 
merchandise  only  is  featured.  A  small  stock 
of  pianos  is  kept  on  display,  in  addition  to 
phonographs  and  records,  but  no  radios  are 
handled  except  one  radio  combination  at  a 
time  is  stocked  during  the  Winter  months.  The 
clientele  of  our  store  has  always  been  made  up 
largely  of  middle-class  wage  earners  and  dinner- 


Arthur  Smith  "Music  Co.  Tampa, Florida 


Graph  Showing  Trend  of  Business  From  1925  to  April  of  This  Year 


sales  record.  I  weighed  every  word  I  wrote 
you,  and  purged  every  temptation  to  present 
my  business  in  a  more  favorable  light." 

Mr.  Smith  not  only  gives  the  facts  as  he 
finds  them  at  the  present  time,  but  he  has 
drawn  some  conclusions  from  a  study  of  the 
music-radio  business  situation  in  his  section  of 
the  State  that  point  the  way  to  happier  days 
to  come.  This  analysis  should  be  of  interest 
to  all  manufacturers,  wholesalers  and  retailers 
who  have  business  with  or  are  located  in 
Florida.    Mr.  Smith's  letter  follows: 

I  am  enclosing  herewith  a  graph  show- 
ing   how    a    small    phonograph    store  went 
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pail  carriers.  This  class  of  trade  is  not  to  be 
despised,  because  there  are  so  many  of  them, 
and  they  have  fewer  competing  interests  than 
the  bon  ton  of  a  community. 

Our  customers,  with  some  exceptions,  are 
not  yet  educated  up  to  radio  entertainment,  in 
spite  of  the  fact  that  there  are  two  good  local 
radio  broadcasting  stations.  For  one  thing, 
radio  is  perhaps  too  intricate  for  their  simpler 
psychology,  secondly,  the  sets  within  their 
means  require  rather  elaborate  aerials  way 
down  here,  and  their  cottages  are  crowded  two 
and  three  to  a  lot  under  the  usual  tangle  of 
lighting  and  telephone  wires,  and  thirdly,  radios 


he  Road 


Arthur  Smith,  of  Tampa,  a  Retailer 
Who  Has  Been  Through  Boom  Days, 
Analyzes  His  Business  Then  and  Now 
From  the  Merchant's  Point  of  View 


By  Arthur  Smith 


must  be  sold  at  higher  initial  payments  than 
phonographs. 

Among  this  class  the  phonograph  still  reigns 
supreme  as  the  home  entertainer.  In  propor- 
tion to  our  investment,  our  record  sales  run 
very  high.  We  have  to  utilize  four  demon- 
stration booths  Saturdays  and  Mondays  to  ac- 
commodate buyers.  We  use  extra  sales  ladies 
on  these  two  days.  In  spite  of  a  sharp  decline 
in  general  sales,  we  sell  more  records  than 
ever;  more  now  than 
during  the  peak  of 
the  boom  period.  We 
also  sell  many  player 
rolls,  but  our  store  is 
a  distinctly  poor  out- 
let for  both  popular 
and  classical  sheet 
music.  Our  highest 
figure  for  record  sales 
during  the  past  seven 
years  was  not  Decem- 
ber, 1925,  as  one  might 
expect  from  the  graph 
peak,  but  actually 
April  16,  1928,  our 
biggest  single  record 
day  up  to  the  present. 

The  best  selling 
class  of  records  in  our  store  is  the  so-called 
"Old  Time  Dixie  Songs"  series.  We  often  have 
calls  for  sacred  numbers  only  for  hours  at  a 
time,  and  as  we  demonstrate  at  all  times  right 
in  our  doorway  on  a  powerful  electric  phono- 
graph we  sometimes  feel  that  the  indirect  good 
we  do  is  comparable  with  Billy  Sunday's  re- 
vivals and  the  Salvation  Army.  Often,  on  Sat- 
urday nights  when  we  are  featuring  some  new 
sacred  selection,  I  feel  like  putting  out  tubs  to 
catch  the  tears  which  I  know  will  be  shed  in 
front  of  our  record  customers.  Such  primitive 
display  of  emotion  used  to  be  an  occasion  of 
levity  with  me,  but  somehow  this  elemental  mu- 


world  of  culture  and  beauty  which  is  being 
shaped  in  modern  America. 

Now  to  an  analysis  of  the  business  graph. 
Between  the  month  of  June,  1925,  and  June, 
1926,  the  twelve  hectic  months  of  the  feverish 
land  speculation,  our  sales  increased  250  per 
cent  and  returned  to  normal  again.  Had  capital 
been  adequate  it  might  have  increased  1,000 
per  cent.  By  July,  1926,  sales  had  not  only 
returned  to  normal,  but  were  better  than  50 


Arthur  Smith's  1925  Store 

sic  is  acquiring  more  dignity  in  my  eyes  lately, 
as  I  realize  that  many  of  my  customers  are  out- 
side every  other  pale,  unable  to  read  a  daily 
paper,  hostile  to  the  theatre  and  dance  hall,  and 
most  likely  attending  some  little  country  church 
where  the  music  cannot  compare  with  the  fine 
reproduction  they  hear  in  our  store.  A  record 
is  this  family's  only  contact  with  the  higher 


View  of  Tampa  From  the  Air 

per  cent  off  normal.  That  much  of  this  busi- 
ness was  fictitious  is  evidenced  by  the  fact  that 
the  collection  curve  did  not  follow  the  sales 
curve  proportionally. 

Also  the  collection  trend  has  been  consistent- 
ly downward  ever  since  the  peak  of  December, 

1925.  After  hitting  bottom  in   sales  in  July, 

1926,  sales  took  a  sharp  rise,  and  by  September 
we  all  thought  Florida  had  come  back.  It  was 
this  short  trade  revival  that  got  so  many  Flori- 
da merchants  overstocked.  We  all  placed  big 
orders  during  that  one  short  month  of  business 
recovery.  After  the  usual  holiday  peak  busi- 
ness sagged  again  and  has  remained  sub- 
normal, with  us  at  least,  ever  since. 

An  analysis  of  our  repossession  curve  shows 
that  losses  and  cancellations  have  always  been 
alarmingly  large  in  Florida.  We  had  the  prob- 
lem before  the  boom,  during  the  hoom,  and, 
more  than  ever,  after  the  boom.  This  cancella- 
tion curve  does  not  show  the  sharp  rise  that 
might  be  expected,  but  allowance  must  be 
made  for  a  sort  of  moratorium  policy  in  effect 
everywhere  in  the  State.  If  every  past  due 
account  was  canceled,  it  would  be  a  very  dif- 
ferent record.  As  soon  as  sales  recover  there 
will  be  wholesale  repossession  from  slow  ac- 
counts, and  this  curve  will  show  a  sharp  rise. 

During  the  period  covered  by  the  figures  sub- 
mitted our  store  has  retained  the  same  lines, 
the  same  organization  a,nd  the  same  location. 
In  the  Summer  of  1926  floor  space  was  doubled 
by  taking  in  an  adjoining  store  and  remodeling 
and  redecorating.  Also  two  modern  show  win- 
dows were  built,  and  three  additional  demon- 
stration rooms.  The  peak  sales  of  December, 
1925,  were  effected  from  a  "hole-in-the-wall" 


Arthur  Smith's  Present  Store 

shop,  with  limited  capital,  delivery  troubles,  em- 
bargoes and  insufficient  sales  help.  By  the 
time  these  adverse  factors  could  be  corrected 
the  buying  was  temporarily  over. 

As  to  the  future  outlook  in  Florida,  we  con- 
fidently predict  a  business  revival  this  Winter 
for  those  who  survive.  The  curve  in  the  sub- 
mitted graphs  is  really  deceptive  in  the  respect 
that  it  is  figured  on  a  dollar  basis,  and  the 
gradual  increase  in  sales  is  offset  by  a  reduc- 
tion of  prices.  Both  wholesale  and  list  prices 
have  gradually  been  reduced  during  the  period 
of  slow  recovery,  and  the  practice  of  meeting 
"distress"  sale  competition,  in  our  used  instru- 
ment department  particularly,  hurts  our  sales 
record.  Also  there  is  a  national  falling  off  in  the 
appeal  of  the  foot-power  player-piano.  This  fail- 
ure to  interest  prospects  in  the  player  is  our 
particular  pressing  problem  to  face.  An  impor- 
tant factor  is  the  widespread  interest  in  the 
portable.  In  our  particular  location,  unless  the 
player  business  comes  back,  we  have  some 
painful  readjustments  to  face. 

As  to  Florida  in  general,  contrary  to  general 
impression,  the  State  is  gaining  rapidly  in 
population  and  wealth,  and  forging  ahead  in 
varied  agricultural,  industrial  and  distributing 
enterprises.  This  notwithstanding  the  fact  that 
cattle  now  roam  over  the  blue-print  streets  of 
many  of  the  phantom  cities  laid  out,  and  I  am 
sorry  to  say,  sold  out,  during  the  feverish  days 
of  1925.  Florida  is  right  now  suffering  from  a 
plethora  of  estates,  golf  links,  sunken  gardens, 
artificial  lakes  and  palaces  in  general,  but  ham- 
mers are  resounding  on  the  outskirts  of  all  the 
big  cities,  and  workingmen's  cottages  are  go- 
ing up  in  inconceivable  numbers,  to  be  occu- 
pied as  soon  as  the  paint  is  dry.  The  estab- 
lished centers  are  growing,  maybe  at  the  ex- 
pense of  the  small  towns,  and  maybe  not,  but 
anyway  growing  in  man  power  and  wealth  fast. 

Among  the  working  people  of  our  cities  the 
phonograph  has  no  competitor  as  first  choice 
among  musical  instruments,  and  it  will  hold  this 
place  for  many,  many  years  to  come.  If  it 
were  not  for  the  maladjustment  between  rap- 
idly increasing  population  and  more  slowly 
growing  industry,  we  would  be  selling  more 
phonographs  than  during  1925.  We  have  never 
witnessed  more  general  interest  in  the  phono- 
graph and  its  sister  product  the  record,  but 
unemployment  postpones  purchasing  among 
many.  For  the  wealthier,  more  advanced  trade, 
of  course,  the  phonograph  must  wed  the  radio, 
but  under  present  living  standards  there  must 
always  be  thousands  and  thousands  content  to 
get  their  musical  programs  through  the  medi- 
um of  the  phonograph  alone. 


Barrymore  Victor  Recordings 

Two  of  the  most  famous  speeches  in  all  of 
Shakespeare  were  recently  selected  by  John 
Barrymore  for.  recording  by  the  Victor  Talking 
Machine  Co.  They  are  the  Soliloquy  from 
"Hamlet,"  Act  II,  Scene  2,  and  the  Soliloquy 
of  Richard,  Duke  of  Gloster,  from  the  third 
part  of  "Henry  VI,"  Act  III,  Scene  2. 
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No.  99.  Open.  As  high-class  Inside 
as  outside.  Beautifully  designed  grill 
for  speaker  unit.  Made  to  accomodate 
any  standard  set.  Sold  with  or 
ivithoutRCA  100-ASpeakcr. 


FIRST! 

Xhe  tremendous  financial,  manufacturing  and 
marketing  resources  of  Federal  Furniture 
Factories,  Inc.,  kave  produced  a  new  series 
of  Radio  Cabinets  tliat  will  revolutionize 
tins  division  of  tlie  Radio  Industry 
Open  and  closed  views  of  tkree  typical 
lodels  in  tins  great  new  series  are  sfiown 

.eal  artistry  of  design  in  every  moc 

make   tliem   trie  most  popular 
cabinets  of  tke  1928  season. 
Real  craftsmanskip  in  con- 
struction guarantees 
lasting  consumer 
satisfaction. 


 'ftte  —  31"  high,  32" 

-  -ply  <on* t rut  t inn,  matcjied 
Inul  veneer*.    Doors  made  with  matched 
Inut  veneer.  Double  stretcher  adds  to 
strength  and  appearance. 


FEDERAL 

FEDERAL  FURNITURE  FACTORIES,  Inc. 
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Mew  Stries  @f 

CABINETS 

At  Chicago 
RadLio  Show! 


Perfect  acoustical  qualities  guarantee 
full  reproduction  value  of  any  speaker 
employed.  New  price  levels  throughout 
guarantee  tremendous  turnover  and 
profits. 

All  Fed  eral  Cahinets  are  made  to  ac- 
commodate practically  every  known  set, 
including  all  of  the  popular  models.  Each 
cahinet  is  available,  equipped  with 
RCA  100 -A  Speaker  if  d  esireo. 
Be  sure  to  see  this  complete 
new  Federal   iSeries  at 
the   Chicago   Rad  10 
Show.  Come  to 

Booth FF-5. 


N<>.  36.  Open.  A J—Wpljt  proctuol  piece  of 

radio  Jurniturc,  V^ery  compact.  M.adr  to 
house  all  standard  Set*.  Grill*  J  eptaker  com* 
partmeuibutlt  in.  Sold  U'ifA  nr  witk- 

i  RCA  lOO.ASp.*k.r. 


No.  37.  Opt,,.  Note  Jouble  sliding 
doors,  which  expose  speaker  grill  and 
receiver  dials.  Made  for  all  standard- 
■d  sets.  Available  with  or  with- 
out RCA  100-A  Speaker. 


206  Lexington  Avenue 


New  York  City 


Money-Making  Suggestions 
for  Ambitious  Merchants 

Portables  and  the  Vacation  Season— An  Unusual  Use  of  Records— Abusing  the  Store- 
Door  Playing  Practice — Twenty-seven  Victrolas  and  5,000  Records  Sold  to  School 
Board  by  Atlanta  Dealer — Make  the  Non-selling  Employe  Produce 


With  the  close  of  this  month  the  annual 
hcgira  to  the  shore  and  country  starts.  The 
railroad  stations  will  be  jammed  with  boys  and 
young  men  on  their  way  to  Summer  camps  for 
the  entire  vacation  season.  Have  you  sold 
them  many  portable  talking  machines?  Have 
you  tried  to?  At  intervals  during  the  next 
few  months  adults  who  have  not  the  entire 
Summer  season  to  use  in  recreation  will  also 
depart  for  their  annual  vacation?  Have  you 
sold  them  portables  and  records?  Have  you 
tried  to,  or  are  you  going  to  try?  Many  families 
are  now  packing  to  go  to  their  Summer  homes 
from  whence  the  menfolk  will  commute  daily 
and  spend  the  week-ends  enjoying  a  real  rest. 
Have  you  sold  them  any  portables?  Going  to 
try?  Many  young  folk  rent  bungalows  and 
cottages  for  rest  and  good  times  on  week-ends. 
They  will  buy  portables  if  properly  approached. 
Try  them! 

Record  Uses 

An  interesting  newspaper  dispatch  from  Ger- 
many recently  told  how  five  Communist  Reichs- 
tag deputies,  candidates  for  re-election,  are 
campaigning  with  gramophone  records  because 
police  have  warrants  for  their  arrest,  charged 
with  sedition.  The  police  hearing  the  voices 
of  the  deputies  at  a  meeting  went  toward  the 
platform  and  were  embarrased  when  they  found 
talking  machines  in  the  center  holding  the  at- 
tention of  the  audience.  The  five  deputies  dis- 
tributed complete  sets  of  records  all  over  the 
country,  with  individual  speeches  addressed  to 
various  sections.  Aside  from  the  unusualness 
of  this  item  it  should  point  a  moral  to  the  talk- 
ing machine  and  record  dealer.  The  possibil- 
ities of  the  talking  machine  and  record  are  prac- 
tically unlimited.  Sales  managers  and  execu- 
tives of  large  corporations  use  them  to  bring 
a  message  to  sales  meetings;  records  are  used 
to  supply  the  music  for  Vitaphone  programs 
and  countless  other  unusual  uses  have  been 
found  for  the  discs.  While  these  uses  do  not  in- 
terest the  dealer  as  they  cannot  be  used  to 
build  profits  for  himself,  they  should  stimu- 
late the  trade  to  take  advantage  of  every  legiti- 
mate opportunity  of  putting  the  products  they 
have  to  sell  before  the  public.    If  a  record  can 


hold  an  audience  interested  delivering  a  politi- 
cal talk,  how  much  more  effective  to  hold  the 
same  audience  with  a  program  of  music,  ren- 
dered by  the  world's  greatest  artists.  During 
the  next  few  months  the  opportunities  for 
demonstration  before  large  crowds  will  be  nu- 
merous. Outings,  picnics,  lawn  parties — at 
small  wayside  inns,  at  refreshment  stands  on 
motor  highways — in  each  and  every  one  of  these 
places  a  talking  machine  has  a  place.  Sell  them 
to  the  proprietors  of  public  places  to  entertain 
and  attract  customers.  Rent  or  loan  them  to 
the  moving  spirits  behind  social  gatherings. 
Remember,  the  more  people  who  hear  the  in- 
strument, the  more  prospects  will  be  made. 

Use  Discretion 

Every  so  often  in  various  cities  of  the  coun- 
try action  is  taken  by  the  authorities  to  supress 
the  practice  of  talking  machine  and  radio  deal- 
ers playing  instruments  at  the  store  door  in 
such  a  fashion  as  to  be  declared  nuisances.  At 
the  May  meeting  of  the  Talking  Machine  and 
Radio  Men,  Inc.,  of  New  York,  New  Jersey  and 
Connecticut,  Irwin  Kurtz,  president  of  the  As- 
sociation, stated  that  he  had  received  several 
notices  from  dealers  that  they  had  been  given 
summonses  from  the  police  because  of  the  prac- 
tice. He  expressed  a  request  that  all  New 
York  City  and  surrounding  territory  dealers 
moderate  store-door  playing  until  a  conference, 
which  he  is  attempting  to  arrange  with  the  po- 
lice department,  can  be  held  and  some  definite 
action  taken.  While  store-door  playing  has 
been  proven  one  of  the  best  means  of  attract- 
ing customers  in  certain  localities,  especially  in 
stimulating  record  sales,  there  can  be  no  doubt 
but  that  a  great  many  dealers  have  abused  the 
practice.  Radio  broadcast  programs  are  played, 
amplified  to  such  a  degree  that  they  constitute 
a  positive  nuisance  and  annoy  and  harass  resi- 
dents of  the  neighborhood  or  business  men  at- 
tempting to  concentrate  on  their  daily  affairs. 
Naturally  complaints  are  registered  and  the  re- 
sult is  that  dealers  who  are  innocent  of  vio- 
laing  the  law  and  who  play  an  instrument  so 
that  it  can  be  heard  just  outside  the  door  or 
within  the  lobby  which  is  a  part  of  many  stores 
are  haled  to  court  and  fined.    Some  months  ago 


in  these  columns  such  an  incident  was  related 
when  two  dealers  were  fined  and  ordered  to 
desist  the  practice  of  store-door  playing.  One 
was  flagrantly  guilty,  the  other  suffered  with 
him.  At  that  time  the  writer  said:  "Use  Dis- 
cretion"— he  repeats  the  same  warning  again. 

Selling  Schools 

It  should  not  be  necessary  for  anyone  to  urge 
the  talking  machine  and  radio  dealer  to  co- 
operate with  the  public  schools  in  his  vicinity, 
and  use  every  possible  effort  to  sell  them  in- 
struments and  records.  In  the  first  place,  aside 
from  the  profits  of  the  sale,  the  fact  that  the 
instruments  will  be  heard  by  thousands  of  chil- 
dren who  will  in  some  future  day  be  potential 
buyers  of  musical  instruments  and  even  at  the 
present,  wield  a  big  influence  with  their  par- 
ents in  the  purchase  of  articles  for  the  home, 
should  move  the  dealer  to  make  strenuous  ef- 
forts to  secure  the  school  trade.  Quite  recently 
a  Long  Island  dealer  sold  several  instruments 
and  a  large  quantity  of  records  to  schools  in 
several  townships  surrounding  his  store.  For 
the  past  several  years,  Schwartz  &  Chakrin,  of 
Brooklyn,  N.  Y.,  have  found  the  schools  to  be 
fertile  markets,  with  the  initial  sale  to  the  insti- 
tution having  the  effect  of  a  stone  thrown  into 
a  pond  causing  wider  and  wider  ripples,  other 
sales  coming  from  teachers,  pupils  and  other 
schools  in  the  neighborhood.  Within  the  past 
two  months  Barnes,  Inc.,  of  Atlanta,  Ga.,  re- 
ceived an  order  from  that  city's  Board  of  Edu- 
cation for  twenty-seven  Orthophonic  Victrolas 
and  5,000  records  to  be  used  in  the  schools  of 
the  city.  An  order  to  be  welcomed  by  any 
dealer. 

Non-selling  Employes 

A  recent  investigation  showed  that  the  per- 
centage of  non-selling  employes  in  retail  music 
stores  ranges  all  the  way  from  44  to  66  per  cent, 
depending  on  the  various  cities  where  they  are 
located.  When  the  ratio  of  music  store  pay- 
rolls to  gross  annual  sales  range  from  11.5  to 
19  per  cent,  the  disorganized  management  of 
this  section  of  dealers'  activities  becomes  ap- 
parent. There  is  not  a  wide  enough  diversity 
of  conditions  or  methods  confronting  the  retail 
music  merchant  to  warrant  such  discrepancies. 
They  can  be  traced  to  but  one  element,  vary- 
ing degrees  of  efficiency  in  management.  The 
non-selling  employe  is  a  necessity,  but  there  is 
no  reason  why  he  or  she  '  should  be  entirely 
non-selling  in  his  or  her  activities.  The  con- 
tacts which  your  bookkeeper  or  stenographer 
or  doorman  or  truckman  has  can  be  made  as 
valuable  in  increasing  sales  as  those  of  the  floor 
or  outside  salesmen.  Why  not  take  advantage 
of  these  contacts? 


STYLE  21 
Genuine  Mahog 
any 
only. 


Walnut 


STYLE  21-B 
Same    with  both 
top  panels  hinged 
t  o  accommodate 
Radio  Panel. 


THE  LINE  OF  PROFIT 


PHONOGRAPHS  AND 
RADIO  CABINETS 


Excel  phonographs,  radio  cabinets 
and  combination  instruments  have 
been  designed  to  meet  every  exact- 
ing taste.  They  are  produced  in  all 
popular  finishes  and  styles,  including 
Upright,  Console  and  Wall  Cabinets 
— a  complete  line.  Our  centrally  lo- 
cated factory  and  excellent  shipping 
facilities  insure  prompt  deliveries 
and  attractive  trade  prices 


STYLE  17 
Genuine  Mahog- 
any    or  Walnut 
Phonograph  only. 


STYLE  1 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 


STYLE  48 
Walnut  Radio  Console.  Built-in 
loud   speaker   and   battery  com 
partment.       Accepts    7"  x  18" 
panel. 


The  models  illustrated  show  several 
products  of  the  EXCEL  line,  me- 
chanically and  acoustically  up-to-the- 
minute  in  every  detail.  The  EXCEL 
line  is  appealing  to  the  customers' 
eye,  car  and  purse.  Your  request 
for  a  catalog  and  price  list  will  be 
given  prompt  attention.  Enterprising 
dealers  will  find  the  EXCEL  line 
well  worth  investigating. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 
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Buys  for  your  customers^ 


aucl  Sales  for  you 


Columbia-Kolster  Viva-tonal 
The  Electric  Reproducing  Phonograph 
Hike  life  itself" 
Model  930—  List  Price  ®375.00 


Columbia-Kolster  Viva-tonal 
The  Electric  Reproducing  Phonograph 
Hike  life  itself 
Model  901— List  Price  s475.00 


Columbia  Electric  Viva-tonal 
and 

Kolster  Radio  Combination 

Hike  life  itself" 
Model  960— List  Price  $600.00 


Check  Columbia  for 


[  ]  Phonographs 

[  1  Records  

1  Service  
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Magic  Notes 
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rchestra* 


e' 
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Paul  Whiteman 

Initial  Columbia  Recordings  are: 


Record  No.  50070-D    12  in.  $1.00 

La  Paloma 
La  Golondrina 

Record  No.  50069-D    12  in.  81.00 

The  Merry  Widow 
My  Hero  (from  "The  Chocolate 
Soldier")  (Vocal  Refrain)  waltzes 


Record  No.  50068-D    12  in.  $1.00 
The  Man  I  Love  (Vocal  Refrain) 
My  Melancholy  Baby 

(Vocal  Refrain) 

Record  No.  MOID    10  in.  75c 

Last  Night  I  Dreamed  You  Kissed 

Me  (Vocal  Refrain) 
Evening  Star  (Help  Me  Find  My 

Man)  (  Vocal  Refrain)  fox  trots 


Record  No.  1402-D    10  in.  75c 

C  O  N  S-T-A-N-T-I-N-O-P  L-E 

(Vocal  Refrain) 
Get  Out  and  Get  Under  the  Moon 

(Vocal  Refrain)  fox  trots 


Paul  Ash 

and  His  Orchestra 


Jan  Garber 

and  His  Orchestra 


Norman  Clark 

and  His  South  Sea  Islanders 


Mal  Hallett 

and  His  Orchestra 


Charles  Kaley 

and  His  Orchestra 


S.  C.  Lanin 

Director,  Ipana  Troubadours 
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Guy  Lombardo 

and  His  Royal  Canadians 


Magic  Notes" 


Ted  Lewis 

Latest  Columbia  Recordings  are: 


Record  No.  1391-D    10  in.  75c 

Oh,  Baby!  (from  "Rain  or  Shine")  (Inci- 
dental Singing  by  Ted  Lewis) 

Start  the  Band  (Incidental  Singing  by  Ted 
Lewis) 

Fox  Trots-Ted  Lewis  and  His  Band 


Record  No.  1346-D    10  in.  75c 

Laugh!  Clown!  Laugh!  (Incidental  Singing 

bx  Ted  Lewis)  Waltz. 
Hello  Montreal!  (Incidental  Singing  by  Ted 

Lewis) 

Fox  Trot— Ted  Lewi9  and  His  Band 


Record  No.  1296-D    10  in.  75c 

The  Sweetheart  of  Sigma  Chi  (Incidental 

Singing  by  Ted  Lewis) 
Good  Night   (Incidental  Singing  by  Ted 

Leicis) 

Waltzes— Ted  Lewis  and  His  Band 
Record  No.  1242-D    10  in.  75c 

Keep  Sweeping  the  Cobwebs  Off  the  Moon 
Fo.r  Trot— Ted  Lewis  and  His  Band  with 
Ruth  Etting 
Away  Down  South  in  Heaven  (Incidental 
Singing  by  Ted  Lewis) 
Fox  Trot— Ted  Lewis  and  His  Band 


Record  No.  1313-D    10  in.  75c 
Mary  Ann  (Incidental  Singing  by  Ted  Lewis) 
Cobble-Stones 

Fox  Trots— Ted  Lewis  and  His  Band 


Harry  Reser 

Director,  Clicquot  Club  Eskimos 


Ben  Selvin 

and  His  Orchestra 


Leo  Reisman 

oiid  His  Orchestra 


Fred  Rich 

and  His  Hotel  Astor  Orchestra 


Paul  Specht 

and  His  Orchestra 
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liolumbia  Fortable^ 


A  Portable  Jor  tivery  laste  and  Every  Purse 


Columbia  Harmony 
Portable  Junior 

List  Price— $15.00 

^The  Little  Giant  of  Portable  Phonographs.' 


Columbia-Harmony  Portable 
Model  No.  2 
List  Price— $25.00 

Famed  for  its  sturdy  compactness  and  artistic 
appearance  affording  exceptional  value. 


COLUMBIA  VIVA-TONAL  PORTABLE 
"Zifce  life  itself" 

MODEL  NO.  130 

List  Price— $30.00 

A  portable  light  in  weight  yet  sturdy  in  construc- 
tion. Beautifully  finished  in  blue  and  red,  this 
instrument  has  a  charm  as  appealing  as  music 
itself.  Marvelous  tonal  brilliance  and  volume. 


The  Viva-tonal  Columbia  Portable 

''like  life  itself" 

Model  No.  161 
List  Price— $50.00 

The  performance  of  this  Viva-tonal  Columbia 
Portable  is  comparable — both  in  tone  and  volume 
— to  the  more  expensive  cabinet  phonographs. 

Finished  in  a  Baby  Alligator  Fabrikoid,  con- 
structed throughout  of  the  finest  materials,  this 
portable  is  a  finished  piece  of  craftsmanship — a 
companion,  of  which  its  owner  may  well  be  proi'd. 


Columbia  Phonograph  Company,  1819  Broadway,  New  York  City 
Canada:  Columbia  Phonograph  Company,  Ltd.,  Toronto 


Schubert  Centennial- Organized  bu  Columbia  Phonograph  Compani) 


"All  Trndr  M.,rk«Rr£  IV*.  I\>!  Oil 
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Cuban  Dealer's  Unique  Record 

Trade-in  Plan  Aids  Business 

Volney  L.  Held,  of  Bayate,  Oriente,  Cuba,  Has  Evolved  Interesting  System  Whereby 
Record  Customers  Secure  Rebate  on  New  Records  on  Returning  Former  Purchases 


EVERY  so  often  there  crops  up  in  the 
trade  the  question  of  finding  some  solu- 
tion to  the  problem  of  disposing  of  old 
records  in  order  to  stimulate  owners  of  talking 
machines  and  phonographs  in  purchasing  re- 
cent releases.  At  the  present  time  there  must 
be  millions  upon  millions  of  old  records  that 
are  never  used,  reposing  in  the  record  cabinets 
of  instrument  owners.  No  workable  solution 
has  ever  been  developed  which  would  take 
these  discs  out  of  the  possession  of  their 
owners  to  make  way  for  further  purchases. 
Dealers,  from  time  to  time,  have  counseled 
their  customers  to  donate  such  records  to 
worthy  charities.  There  are  also  instances 
when  dealers  evolved  a  record  trade-in  plan 
to  meet  some  particular  situation.  Libraries 
from  which  records  could  be  rented  as  are 
the  books  from  the  present-day  circulating  libra- 
ries have  been  operated,  but  there  has  never  been 
any  permanent  plan  of  nation-wide  scope.  Can 
a  record  trade-in  plan  be  worked  out  which 
will  operate  profitably  and  bring  the  desired 
results?  The  following  experience  of  Volney 
L.  Held,  importer  and  dealer  of  Bayate,  Ori- 
ente, Cuba,  should  prove  interesting  to  dealers 
who  have  devoted  thought  to  the  record  trade- 
in  problem.  Mr.  Held,  who  has  spent  thirty 
years  in  the  selling  game  in  Latin  America, 
has  solved  this  problem  to  his  own  satisfaction 
and  is  glad  to  pass  on  his  information  to  the 
readers  of  The  Talking  Machine  World.  De- 
scribing his  methods,  he  says: 

"On  account  of  duty,  etc.,  seventy-five-cent 
records  retail  in  Cuba  for  one  dollar  each. 
The  dealer's  discount  from  jobbers  is  35  per 
cent.  I  sell  each  record  at  $1.00  and  present 
each  customer  with  a  coupon  valued  at  twenty 
(20)  cents  to  be  used  as  a  credit,  provided  the 
record  is  returned  in  good  condition  and  a 
new  record  purchased  within  thirty  days. 
Should  the  customer  wait  longer  than  thirty 
days  the  trade-in  allowance  is  lessened  to  15 
per  cent  or  fifteen  (15)  cents.  An  allowance 
of  10  per  cent  is  given  on  records  in  good 
condition  purchased  in  some  other  dealer's 
store. 

"Here  is  how  the  plan  works.  A  customer 
enters  the  store  and  buys  two  or  three  records 
at  the  regular  price  of  $1.00  each.  He  is  given 
a  credit  slip  for  twenty   (20)   cents  on  each 


THE  INSIDE 
BACK  COVER 

OF 

This  issue  of 
The  WORLD 

has  a  very  important 
message  for  phonograph 
manufacturers  and 
dealers. 

Read  it 
Carefully 


record.  Within  thirty  days,  if  he  returns  the 
records  in  good  condition,  he  is  allowed  the 
twenty  (20)  cents  allowance  per  record  to  ap- 
ply against  the  purchase  of  new  records. 

"These  returned  records  I  classify  as  to  their 
worth  and  sell  them  at  prices  ranging  from 
75  cents  to  95  cents  as  used  records,  thereby 
getting  my  money  back  and  a  small  profit 
besides.  Prices  on  new  records  are  never  re- 
duced. 

"I  find  by  this  plan  that  I  double  my  record 


sales  without  price  cutting  and  greatly  increase 
the  number  of  new  customers.  I  do  not,  how- 
ever, make  the  full  amount  of  profit  on  all 
sales,  as  it  amounts  in  some  cases  to  25  per 
cent  profit  instead  of  the  regular  35  per  cent. 
The  increase  of  sales  and  the  bringing  into 
the  store  of  more  new  customers  more  than 
make  up  the  difference.  For  instance,  by  this 
plan  I  sell  160  records  with  a  profit  of  25  per 
cent  where  before  I  sold  100  records  at  a 
profit  of  35  per  cent,  showing  a  balance  of 
five  ($5.00)  dollars  to  the  good  over  the  old 
plan.  In  addition,  the  plan  builds  up  the  num- 
ber of  customers  and  keeps  them  better  sat- 
isfied, a  valuable  business  asset. 

"It  might  be  that  selling  plans  which  work 
out  with  Latin  American  people  may  not  prove 
successful  in  the  United  States;  but  from  the 
above  plan  dealers  in  the  United  States  might 
get  some  ideas  which  they  could  adapt  to  their 
advantage." 


Altschul  &  Jones 

in  Buying  Combine 

Will  Buy  Standard  Radio  Merchandise  for 
Some  200  Eastern  Dealers  From  Local 
Jobbers  and  Pay  for  Purchases 

Frederick  P.  Altschul,  who  operates  a  chain 
of  music-radio  departments  in  various  cities  in 
the  East,  and  Edward  R.  Jones,  vice-president 
of  the  Conway  Finance  Co.,  of  Boston,  have 
formed  a  partnership  for  the  purpose  of 
buying  standard  radio  merchandise  for  ap- 
proximately 200  stores  located  in  Maryland, 
Delaware,  Pennsylvania,  New  York,  New 
Jersey,  New  England  States  and  the  District 
of  Columbia.  The  plan  is  to  establish  dealers 
in  the  above-named  States  for  standard  lines 
of  merchandise  which  will  be  purchased  from 
local  distributors.  Payment  for  the  merchan- 
dise will  be  made  by  Altschul  &  Jones.  This 
arrangement  permits  the  jobber  to  do  business 
with  various  dealers  without  having  to  look 
up  their  credit  standing. 

Altschul  &  Jones  will  have  a  staff  of  ex- 
perienced music  salesmen  who  will  call  on 
dealers  and  stay  about  a  day  with  each  dealer, 
going  over  his  entire  business,  planning  sales, 
assisting  him  in  collecting  his  accounts  and 
doing  something  entirely  out  of  the  ordinary 
in  stimulating  sales.  , 


Mr.  Altschul  is  one  of  the  most  successful 
and  widely  known  dealers  in  the  metropolitan 
territory.  Two  of  his  stores  are  located  in 
New  York  City,  one  at  104  West  Forty-second 
street  and  the  other  is  the  radio  department 
of  Baumann  &  Co.,  in  the  Bronx  section  of 
New  York.  In  addition,  he  operates  the  radio 
department  of  Levy  Bros.,  Elizabeth,  N.  J.; 
the  radio  department  of  the  Gimbel  Stores 
Co.,  Trenton,  N.  J.;  W.  B.  Moses  &  Sons' 
radio  department,  Washington,  D.  C,  and  the 
A.  Eisenberg  Co.,  Inc.,  radio  department,  in 
Baltimore,  Md.  Talking  machines,  radio  and 
musical  instruments  are  handled. 

Mr.  Altschul  has  been  engaged  in  the  busi- 
ness of  merchandising  musical  instruments  for 
more  than  twenty  years  and  he  is  thoroughly 
familiar  with  every  phase  of  retailing.  In  re- 
cent years  his  efforts  have  been  centered 
largely  on  radio.  The  formation  of  Altschul 
&  Jones  is  something  new  in  the  radio  field, 
and  under  the  company's  policy  it  is  hoped 
that  retailers  will  have  a  broader  opportunity 
to  profit  through   increased  sales. 


Features  the  Panatrope 


The  Emporium,  of  San  Francisco,  has  been 
using  a  Brunswick  Panatrope  Model  P-13  with 
a  powerful  amplifier  suspended  from  the  great 
centrol  dome,  for  the  purpose  of  interesting 
and  entertaining  the  visiting  public. 


Findlav  Metal  Console  Table  No.  18/10O-A 
With  No.  100-A  Speaker  Unit 
(Patented) 

Weight,  42  lbs.       Height,  overall,  36  ins. 


For  the  New 
R.CA*  No*  18  Set 

A  metal  table  finished  in  an- 
tique walnut  and  gold  to  match 
the  set.  An  ensemble  that  will 
grace  any  home.  The  lower 
shelf  can  be  used  for  books  or 
other  purposes. 

List  $55 

(Including  100-A  Speaker  Unit) 

(West  of  Mississippi  slightly  higher) 

Sold  only  through  authorized 
R.C.A.  Dealers 

Look  us  up  at  the  Radio  Trade 
Show — Chicago 

Also  manufacturers  of  Metal  Con- 
sole Tables  for  Atwater  Kent, 
Crosley,  Kolster  and  other  stand- 
ard makes. 

Place  your  order  with  your  jobber 

ROBERT  FINDLAY 
MFG.  CO.,  Inc. 
BROOKLYN,  N.  Y. 

Showroom 
ALBERT  WAHLE  CO.,  Inc. 
242  Fifth  Ave.       -       N.  Y.  City 
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THE  OPERA 


This'  magnificent  Console  contains  the  com- 
bination Amrad  Badio  and  Phonograph. 
French  renaissance  design,  period  Louis  XIV, 
of  richly  figured  walnut,  front  panel,  legs  and 
stretchers  decorated  by  overlays  of  hand 
carved  walnut  and  hand  carved  ornaments. 
Dimensions,  56?ix32il8%". 

The  radio  Is  purely  electrical  house  current 
type,  using  power  tube  DX-250  or  TIX-210. 
Extremely  sensitive  and  selective,  and  com- 
pletely shielded.  The  Dynamic  Power  Speaker 
is  It.C.A.  105,  and  represents  the  highest 
achievement  in  radio  tone  production,  giving 
botn  high  and  low  musical  notes  with  full 
beauty  and  power.  Illuminated  dial  with 
bronze  escutcheon  plate  enameled  in  color, 
and  single  dial  control.  Has  finest  type  of 
modern  electrical  phonograph,  record  com- 
partment, etc.  Price  J875,  (without  tubes). 
Priced  slightly  higher  West  of  the  Rockies 


IT  is  with  unusual  pride  that  we  announce  to  the  radio 
trade  this  line  of  electrical  radio  receivers  representing 
the  most  modern  developments,  the  crest  of  engineering 
achievement,  and  a  tone  quality  that  we  believe  has  hitherto 
been  unknown  in  the  industry. 

Four  console  models,  the  product  of  America's  foremost 
designers,  perfect  pieces  of  modern  furniture,  each  one 
equipped  with  a  Dynamic  Power  speaker  specially 
mounted  on  a  baffle  board,  each  one  purely  electrical  in 
operation — and  with  a  radio  chassis  produced  to  obtain 
the  finest  possible  results  under  present  day  broadcasting 
conditions. 

Authorized  AMRAD  distributors  now  have  sample  sets 
on  display,  and  we  urge  you  to  hear  them,  test  them  and 
carefully  examine  them  before  determining  upon  your 
line-up  for  1928. 

In  the  field  of  fine  radio  receivers  there  are  few  that 
match  the  Symphonic  Series  in  appearance — none  that 
surpass  it  in  radio  efficiency,  and  in  tone  production 
AMRAD  stands  alone! 

AMRAD  models  in  the  Symphonic 
Series  are  designed  and  priced  to 
SELL!  They  represent  extreme 
value — and  will  be  advertised  nation- 
ally to  ten  million  consumers.  And 
the  prices  are  astoundingly  moderate. 


The  AMRAD  Electrical 
Chassis  uses  three  stages 
of  radio;  detector;  two 
stages  of  power  ampli- 
fication and  two  recti- 
fiers—8  tubes  in  all. 
Uses  power  tube  UX-210 
or  UX-2S0. 


J.  E.  HAHN,  President 


The  Amrad 
Corporation 

Medford  Hillside, 
Mass. 

AMRAD  sets  are  manu- 
factured under  license 
contract  between  Radio 
Corporation  of  America 
and  Crosley  Radio  Cor- 
poration. Licensed  under 
Hazeltine  and  LaTour 
experimental  and  broad- 
patents  issued  and  pend- 
ing for  radio  amateurs, 
cast  reception. 

POWEL  CROSLEY,  JR. 
Chairman  of  the  'Board 
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NEW 
DYNAMIC 
MODELS 

Purely  Electrical 
Operation! 


THE  NOCTURNE 

A  beautiful  Console  model  of  Walnut  veneer,  with 
doors  of  choicest  Butt  Walnut  stock.  Finished  In 
the  most  modern  trend.  A  built-in  Dynamic  power 
speaker  gives  a  tone  production  of  marvelous  fidelity 
and  rich  beauty.  The  radio  is  purely  electrical  house 
current  type,  uses  power  tube  UX-250  or  UX-210. 
Specially  designed  to  give  utmost  selectivity,  double 
shielded  and  extremely  sensitive.  Illuminated  single 
dial  control,  and  bronze  escutcheon  plate  enameled 
In  colorf  Dimensions,  60x30x17".  Price  $295.  (with- 
out tubes). 

Priced  slightly  higher  West  of  the  Rockies 


THE  SONATA 

Louis  XVI.  finished  In  light  wal- 
nut with  Butt  Walnut  doors  and 
inside  panel.  Decorative  panels 
ot  satinwood  and  zebra  wood 
add  character  as  well  as  beauty. 
A  fine  piece  of  furniture  for  any 
home.  In  harmony  with  modern 
design. 

The  inside  panel  contains  a 
handsome  bronze  enameled  es- 
cutcheon plate  with  illuminated 
single"  dial  control.  The  radio 
Is  the  most  modern  purely  elec- 
trical design,  using  tower  tube 
UX-250  or  UX-210.  Double 
shielded,  extremely  sensitive  and 
designed  for  utmost  selectivity, 
with  a  full  rich  tone  that  has 
never  before  been  achieved  In  a 
Console  radio,  and  is  due  to  the 
use  of  the  very  finest  type  of 
Dynamic  loud  speaker  (B.C. A. 
105),  giving  the  entire  range  of 
the  musical  scale  with  exquisite 
beauty  and  power.  Dimensions, 
51^x34x17".  Price  $475,  (with- 
out tubes). 

Priced   slightly   higher   West  of 
the  Rockies 


THE  CONCERTO 


Special  Features 

The  chassis  includes  a  tone  control  In 
the  rear  of  the  Chassis,  enabling  the 
user  to  adjust  the  tone  of  the  receiver 
to  suit  his  taste,  emphasizing  either 
the  high  oi  the  low  notes. 

It  also  has  an  electrical  phonograph 
pick-up  attachment  which  becomes 
effective  by  throwing  a  small  switch, 
employing  the  audio  amplifying  sys- 
tem and  electric  dynamic  speaker  for 
paonographs  of  any  type — giving  the 
full  richness  and  volume  of  tone, 
even  In  the  case  ot  small  portable 
phonographs. 

One  of  the  outstanding  features  Is 
that  which  permits  the  use  of  the 
electrical  connection  for  the  receiver 
(through  the  lamp  socket)  as  an 
antenna  and  ground.  In  which  case 
neither  outdoor  or  indoor  antenna  It 
necessary.  Best  results,  however,  can 
be  obtained  by  use  of  an  outdoor 
antenna  and  ground  wire.  The  prin- 
cipal use  of  the  antenna  plug-in  is 
in  demonstrating  the  receiver  either 
in  the  home  or  in  the  display  room. 
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FREED~EISEMANN 

presents 
the9Yetth 


WE  did  two  things  before  we  started  the  wheels  going  around  on  this 
1928-1929  line:  first  we  found  out  what  our  dealers  wanted.  They 
said,  "One  standard  chassis.  A  set  which  will  cut  down  service.  A  set 
which  will  perform  under  all  electrical  conditions  in  the  United  States. 
Light  Socket  operation,  of  course.    Low  price  for  high  value." 

Then  we  went  to  the  public — the  people  who  buy  radio  sets.  We  asked 
the  same  question:  "What  do  you  want  in  radio?"  The  answer  was  "A 
receiver  which  will  bring  in  the  broadcast  even  clearer  and  louder  than  it 
is  in  the  studio,  so  we  can  tune  it  down  to  exact  likeness  with  the  music, 
the  speech,  the  song.  Homelike  tone.  Beauty!  Perfected  electrical 
operation!" 

Then  we  made  it. 

Now  we  present  it — the  new  Freed-Eisemann  Magnify- 
ing Radio.  Just  as  a  magnifying  glass  makes  objects  clear- 
er and  larger,  this  magnifying  receiver  can  bring  the  broad- 
cast into  the  home  clearer  and  louder  than  it  is  in  the 
studio.  This  is  the  same  reserve  power  that  makes  a  man 
love  to  drive  a  powerful  car;  he  doesn't  always  need  the 
power — but  it  is  there  when  he  wants  it. 

The  magnification  without  distortion  rests  primarily  on 
an  entirely  new  and  differently  designed  audio  system.  No 
other  set  has  it. 

Freed-Eisemann,  steadily  becoming  more  successful  dur- 
ing the  past  years,  now  starts  its  greatest  season.  Insure 
your  profits  by  handling  a  line  backed  by  years  of  Electric 
set  manufacturing.  We  have  been  building  radio  sets  since 
broadcasting  began.    Join  with  us  for  success. 


The  Perfected  Electric  Radio ! 

Below  is  shown  the  Freed-Eisemann  Great  Eighty 
(Model  NR80)  in  hammered  silver  effect  metal  chest. 
A  magnificent  8  tube  (7  and  rectifier)  neutrodyne 
receiver,  with  4  tuning  condensers  under  single  control; 
illuminated  dial ;  three  stages  tuned'  radio  frequency, 
two  stages  audio  frequency;  output  transformer  sup- 
plementing audio  stages ;  matched  coil  inductances ; 
fully  neutralized  radio  stages ;  individual  copper  com- 
partments for  each  coil.  Made  in  models  for  either 
Direct  or  Alternating  house  current,  25,  40,  SO  or  60 
cycle. 


12522 

list,  without  tubes 
or  speaker 


Prices  higher  west 
of  the  Rockies 


licensed  by  Itadio  Corporation  of  America,  General  Electric  Com- 
pany. Westinghouse  Electric  &  Manufacturing  Co.  with  the  assent 
of  the  American  Telephone  &  Telegraph  Co.;  licensed  under  the 
patents  of  Marius  C.  A.  Latour;  licensed  under  the  Hazeltine 
Neutrodyne  patents;  and  licensed  by  Canadian  Radio  Patents 
Limited. 
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FREED-EISEMANN  makes  it  easy  for  dealers  this 
year  with  one  standard  chassis  only,  modified  for 
operation  on  DC  and  AC  current  or  for  operation 
with  the  great  new  Dynamic  Speaker.  The  set 
is  adaptable  for  table  or  console  housing.  Easy  to 
sell:  easy  to  service  (if  it  ever  needs  it).  The  line 
also  includes  magnetic  and  cone  speakers. 

We  are  going  to  make  this  a  Freed-Eisemann  year 
in  radio  with  the  finest  job  we  have  ever  turned  out, 
at  an  easy  selling  price,  backed  by  advertising  and 
plenty  of  it.  See  the  Great  Eighty  at  Chicago,  Booths 
94  and  95.  Demonstration  Room  512 — offices  1800- 
1801-1801A,  Stevens  Hotel.  Coupon  below  will  bring 
you  the  details  of  our  proposition  to  distributors 
and  dealers,  which  is  based  on  our  knowing  that 
our  success  rests  on  making  it  possible  for  our  dis- 
tributing organization  to  make  money.  If  you  agree 
with  this  idea,  send  the  coupon. 


Coupon,  please! 


Freed-Eisemann  Radio  Corporation, 
Junius  St.  and  Liberty  Ave.,  Brooklyn.  N.  Y. 

Something  new  at  last  in  Radio!  I'm  willing  to  be  shown. 
Send  me  your  proposition ! 


Nc 


Address 


Do  You  Know  Your  Costs 


Relation   of   store  wares 
to  sales  doll  a  i 


Employes  not  engaged     Employes   engaged  in 
in  selling,  46%  selling,  54% 


of  Operation? 

Where  the  Retailer's  Money  Goes- 
Importance  of  Cost  Finding 


ACCURATE  cost  finding  is  one  of  the 
most  important  functions  of  management, 
whether  in  connection  with  a  large  man- 
ufacturing organization  or  a  retail  store.  The 
retailer  to-day,  faced  with  keen  competition  as 
he  is,  price  cutting,  small  down  payments,  long 
term  contracts,  service  and  other  factors  that 
endanger  his  profits,  must  know  exactly  where 
he  stands  financially.  He  must  know  the  costs 
of  his  various  departments.  Certain  knowledge 
of  whether  his  sales  methods  are  profitable  is 
essential.  He  must  know  which  departments 
of  his  business  are  profitable  and  which  ones 
are  failing  to  produce.  Armed  with  this  infor- 
mation the  management  can  take  the  necessary 
steps  to  place  every  phase  of  the  business  on 
a  basis  that  means  a  satisfactory  return  on  the 
investment.  Lack  of  this  data  often  is  the 
forerunner  of  failure.  The  importance  of  know- 
ing costs  cannot  be  overestimated. 

Where  does  the  money  go?  That  is  a  ques- 
tion every  dealer  should  answer 
as  accurately  as  possibbr  How 
is  the  difference  between  the 
purchase  price  of  syr  article 

e   iew  per 
tnet  pre 
s  t  ributed? 
W4^at~*~p«ax>tio  n 
of  g*osSJncome 
i  s,  deliv^sryTServ- 
g,  rent,  defcrecia> 
and  carrying 
you  know  thf 


each  dollar 
goes  for  salari 
ice,  advertisin 
tion,  financin 
trade-ins?  If 
you  have  the  basic  knowledg 
your  business  to  the  end  that 
tion  can  be  attained  and  step 
obtain  maximum  profit  on  th 


The  Science  of  Re  ailing 


In  the  foreword  to  "Analyz 
Costs,"  by  G.  E.  Bittner,  of 
Department  of  Commerce,  F 
assistant  director  in  charge  o 
merce,  points  out  that: 

"Retailing  is   becoming  mo 


ng  Retail  Selling 
the  United  States 
ank  M.  Surface, 
Domestic  Com- 

re  and  more  a 


science.    To  conduct  his  busi  less  successfully, 


the  retailer  is  required  to  k 
where  to  buy  and  when  to 
exacting  requirements  of  hi 
he  overbuys,  he  will  build  up 
to  absorb  an  undue  proportio  i 
capital,  and  to  this  large  stoc  t 


merchandise  will  accrue  an  ac<  umulating  burden 


of  rent,  insurance,  interest,  t 
obsolescence  and  other  items 
If  he  buys  stock  that  is  not 
quirements  of  his  customers  4e 


an  inventory  from  which  he  c  in  not  hope  to  re- 


fer analysis  of 
successful  opera- 
can  be  taken  to 
investment. 


1  ow  how  to  buy, 
)uy,  to  meet  the 
community.  If 
large  inventories 
of  his  operating 
of  slow-moving 


xes,  depreciation, 
f  overhead  costs, 
uitable  to  the  re- 
will  accumulate 


cover  his   entire  investment 
hand,  if  he  buys  an  insufncie  it 
isfy  the  demand,  he  will  los 
point  customers. 
He    may  retard 
his    stock  turn- 
over by  carrying 
an  excessive 
number    of  very 
similar  items. 

"In  his  buying 
the  successful  re- 
tailer  recog- 


On  the  other 
quantity  to  sat- 
sales  and  disap- 


nizes  his  function  to  be  that  of  serving  his 
community  as  a  purchasing  agent.  He  antici- 
pates his  customers'  requirements  as  to  kind, 
quantity  and  price  range.  Having  intelligently 
purchased  stock  to  meet  the  requirements  of  his 
customers,  he  then  faces  the  necessity  of  dis- 
playing his  merchandise  in  a  manner  that  will 
attract  the  attention  and  arouse  the  interest  of 
the    patrons    of  his 


Financing  and  Carrying 
Charge  1% 


£3!)  store.  Thereafter, 
comes  the  test  of  his 
\  entire  operation — that 
of  selling  his  mer- 
chandise in  a  manner 
most  acceptable  to  his 
customers  w  i  t  h^tft 
g  up  an  unnecessary  cost  of^sefvice." 
he  above  paragraphs  might  harve  been  writ- 
'ten  especially  for  the  talkm^fnachine  and  radio 
dealer.  They  containWood  for  thought.  The 
analysis  itself  d^a+Swith  the  cost  of  selling  com- 
modities over  the  retail  counter,  treating  the 
salafieS'and  wages  paid  the  sales  person  with 
e  time  of  the  sales  person  and  the  commodity 
sold.    The  study  indicates  certain  deficiencies 

and  pOSSibly  nrmprpgeory  yyflgjtpg  Jj,0i  LAJlllplc," 

"as  brought  to  light  that  the  sales 
person  is  idle  about  one-third  of  each  day.  Add 
to  the  idle  time  the  time  devoted  to  the  care 
stock  and  one-half  of  the  day  is  accounted 
for/j^isQit  was  discovered  that  certain  items 
are  costing  rrre*e^to  sell  than  others.  These 

all   important    ctm&iderations  and 
migfitvapply  to  any  retail  esfSWiaJiment. 
AV«rage  Overhead  Figures 
survey  OTsgyerhead  costs  conducted 
e  Talking^Machine  World  some 
time  a£o  brought  tongbt  some  interest- 
ing facts  regarding  costsTR.stores  hand- 
ling talking  saachines  and  raorst^sets  and 
accessories.    AhK>ng  the  smaller  establishments, 
and  even  in  sornV  of  the  larger  oneVJack  of 
adequate   cost-finding,  systems  was  mades^ap 
parent  from  study  of\he  answers  received  f 
response  to  questionnaire 

The  average  overhead  foS:  talking  machine 
and  radio  departments  totaled  30  per  cent, 
divided  as  follows:  Salaries,  13  i*er  cent;  de- 
livery, 2  per  cent;  service,  3  per  cents:  advertis- 
ing, 6  per  cent;  rent,  4  per  cent;  depreciation, 
1  per  cent;  financing  and  carrying  charge,  1 
per  cent.  It  must  be  remembered  that  the^e 
figures  are  average.  Individual  concerns  may 
run  a  considerably  higher  overhead  or  perhaps 
less,  depending  on  efficiency  of  operation. 

It  is  interesting  to  note  in  Mr.  Bittner's 
analysis  of  the  relation  of  retail  store  wages 
to  the  sales  dollar  that  salaries  of  retail  store 
employes  are  12.9  per  cent  (see  illustration  at 
top  of  page)  as  compared  with  the  figure  ob- 
tained by  The  Talking  Machine  World  in  its 
survey  of  13  per  cent.  In  a  recent  survey  of 
the  ratio  of  retail  music  store  payrolls  to  gross 
sales  a  wide  difference  was  found  in  salary 
overhead  in  different  cities.  In  Syracuse  this 
item  of  costs  totaled  only  11.5  per  cent;  Seattle, 
13.21  per  cent;  Denver,  14.75  per  cent;  Oakland, 
15  per  cent;  San  Francisco,  15  per  cent; 
Chicago,  17  per  cent;  Baltimore,  18.84  per  cent, 
and  in  Kansas  City  19  per  cent.  The  average 
in  90,000  stores  in  fourteen  cities,  including  all 


 ^ 

is  Delivery  2% 


lines,  as  mentioned  before,  was  12.9  per  cent. 

Another  interesting  point  developed  in  the 
survey  of  general  retail  stores  is  that  only  54 
per  cent  of  employes  are  engaged  in  selling 
activities,  46  per  cent  being  engaged  in  other 
work  not  directly  concerned  with  producing 
profits.  The  54  per  cent  of  retail  sales  people 
do  not  spend  their  entire  time  selling,  how- 
e  v  e  r.  Ac- 
cording to 
the  survey 
only  42  per^ 
cent  of  t); 
t  i  mjr  i  s" 
'pe  n  t  in 

making  sales;  idleness  takes  up  33  per  cent  of 
the  day;  stock  care,  17  per  cent,  and  interviews 
8  per  cent. 

What  does  all  this  mean,  especially  to  the 
talking  machine  dealer?  It  means  that  his 
business,  being 
similar  to  other 
retail  enterprises 
and  included  in 
these  sur\ 

e  improved. 
There  is  the  idle 
time  of  sales  peo- 
ple, for  example. 
Cut      down  this 

form  of^j«aste  by  reducing  idle  time  and  pro- 
duction increases  and  profits 
increase  in  direct  ratio.  Also 
there  is  no  valid  reason  why 
the  non-selling  employes  in 
the  store  should  not  contri- 
bute, no  matter  in  how  small 
a  way,  to  the  sale  of  merchan- 
dise. Some  concerns  recognize 
Advertising  6%  ms  fact  and  seyeral  q{  the 

largest  retail  music  establishments  in  the 
country  have  instilled  in  their  non-selling 
employes  the  desire  to  sell  by  offering  bonuses 
and  commissions  on  sales  made  by  or  through 
se  individuals^  i  The  volume  of  business 
d  e  rN^e  d  i  n  / 
this  wayNjiay 
not    be  la 


ent,  Etc., 

4% 


Service  3% 


over  a  period 
of  a  month, 
but  at  the  end 
of  a  year  these 
sales  may 
iiake    all  the 

difference  between  a  profitable  turnover  and  a 
loss.  NThe  bookkeeper,  the  delivery  man  and 
the  service  man  all  can  and  should  be  inter- 
ested in  trte  sales  end  of  the  business.  The 
service  man/sespecially.^has  been  found  an 
e  x  c  ellent 
source  of 
business. 

These  are 
days  of 
small  net 
profits  and 
the  dealer 
must  shave 
o  v  e  r  h  ead 

wherever  possible  and  increase  turnover  by 
more  efficient  methods  of  operation. 


Depreciation 
1% 
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ANNO 


When  you  hear 
Operadio,  in- 
stantly —  you 
know  it's  better  I 
The  tone  values 
are  all  there. 


Better  than  ever.  Added  refine- 
ments in  appearance  and  finish 
will  make  this  model  more  pop- 
ular than  ever.  Weight  mater- 
ially reduced.  $25.00 

The  "Junior" 

New  finish — lighter  weight.  One 
of  the  greatest  values  at  $15.00. 

A  complete  line  ranging  in  price 
from  $15.00  to  $250.00,  includ- 
ing Dynamic  models  in  cabinets. 
All  Cabinctmodels  supplied  with 
or  without  the  new  Operadio 
Super  Power  Amplifier. 

The  Bloc-type  has  established 
itself  as  an  entirely  new,  differ- 
ent and  better  kind  of  Speaker. 
Stonite,  the  inert  material  of 
which  the  tone  chambers  are 
made,  prohibits  distortion  and 
wave  absorption.  It  has  at  last 
made  possible  radio  recreation 
supreme  in  musical  beauty— an 
accurate  reproduction  over  the 
wide  range  of  musical  sounds. 


Prices  slightly  higher  west  of 
the  Rockies  and  in  Canada. 


Modern!  Beautiful!  The  last 
word  in  speakers  for  use  in  the  home. 
Operates  efficiently  with  any  set— A.C. 
or  D.C.— regardless  of  design.  The 
new  Westminster  Model  will  be  on 
demonstration  at  the  R.  M.  A.  Trade 
Show.    See  it— Hear  it— Don't  miss  it! 

SUITE  705,  STEVENS  HOTEL 


Manufacturers 

OPERADIO 
MFG.  CO. 

Dept.  T 

St.  Charles, 


Sales  Department 

THE  ZINKE 
CO. 

1323  S.  Michigan 

BLOC  TYPE  SPEAKERS  cu^m. 

(PATE  KITED,) 


Profi  t  Miming  Sates  Winkles 

"Two  Black  Crows"  Dialogue  in  Display— Ivan  E.  Meyers,  Edison  Dealer,  Believes  in 
Telling  the  World— Kieselhorst  Appeals  to  the  Chinese  Trade- 
Clever  Lighting  Arrangement  Aids  Display 


One  of  the  most  successful  methods  of  stimu- 
lating record  sales  is  that  of  effecting  a  tie-up 
with  visiting  recording  artists  and  cashing  in 


on  their  popularity  with  customers  who  have 
been  among  the  audiences  during  the  local  en- 
gagement. An  example  of  this  can  be  illus- 
trated by  the  experience  of  the  phonograph  de- 
partment of  the  Jones  Store,  Kansas  City,  Mo., 
which,  during  the  appearance  of  Moran  and 
Mack  with  Earl  Carroll's  "Vanities,"  made  an 
effective  tie-up  by  means  of  a  record  display. 
In  one  corner  of  the  window  a  miniature  thea- 
tre stage  was  erected  with  the  figures  of  the 
"Two  Black  Crows"  in  the  foreground.  A  con- 
tinuous conversation  between  the  two  black- 
faced  comedians  was  flashed  across  the  screen 
by  a  motor  sign  arrangement.  A  Columbia 
Viva-tonal  phonograph  and  a  number  of  "Black 
Crow"  records  completed  the  display.  Officials 
of  the  Jones  establishment  reported  this  win- 
dow to  be  one  of  the  most  effective  that  they 
ever  had,  with  an  amused  crowd  before  it  most 
of  the  day  and  night. 

Billboard  on  Wheels 

Although  situated  in  Leroy,  Minn.,  which  has 
a  population  of  only  700,  Ivan  E.  Meyers,  Edi- 
son dealer,  uses  methods  that  are  as  aggressive 
and  up-to-date  as  those  of  dealers  in  the  key 
cities  of  the  country.  Mr.  Meyers  is  a  firm 
believer  in  keeping  the  name  of  his  store  and 


the  Edisonic  products  constantly  before  the 
eyes  of  the  buying  public.  His  latest  stunt  was 
to  decorate  a  motor  car  in  such  a  fashion  that 
it  is  a  billboard  on  wheels,  as  can  be  readily 
seen  from  the  illustration.  It  is  painted  snow- 
white,  and  all  four  sides  are  reminders  of  Edi- 
sonic phonographs  and  records.  The  "billboard 
on  wheels"  is  seen  all  over  town  and  for  many 
miles  about.  When  the  local  high  school  en- 
gages in  baseball  games  or  similar  sports,  Mr. 
Meyers  has  one  of  the  students  take  the  circus 
car  to  the  grounds  with  a  table  model  Edisonic 
inside  and  play  a  varied  selection  of  the  latest 
Edisonic  records  for  the  entertainment  of  those 
attending  the  game.  School  dances  have  also 
proved  to  be  fertile  fields  for  demonstrating  the 
instrument  and  records.  Renting  instruments 
with  the  latest  records  for  special  occasions  and 
to  the  Oak  Dale  Amusement  Park  on  Sundays 


is  another  method  which  Mr.  Meyers  has  found 
profitable  and  a  means  of  interesting  more  peo- 
ple in  his  line. 

A  Chinese  Circular 

Miss  Helen  Moore,  manager  of  the  record 
department  of  the  Kieselhorst  Piano  Co.,  St. 
Louis,  Mo.,  overlooks  no  opportunity  to  in- 
crease the  clientele  of  the  store  and  to  render 
every  possible  service  to  customers.  The 
store  has  a  number  of  Chinese  customers, 
and  Miss  Moore  decided  to  send  a  circular  let- 


ter to  them  and  to  other  Chinese  in  the  city 
in  order  to  increase  the  sale  of  Chinese  records. 
She  had  one  of  her  Chinese  customers  lay  off 
"Spotting-up"  laundry  tickets  long  enough  to 
get  up  a  special  letter  in  Chinese  characters 
to  send  the  Kieselhorst  message  to  the  Orien- 


tals. The  text  of  the  letter,  which  is  reproduced 
herewith,  is  translated  by  Miss  Moore  as  fol- 
lows: "Come  here  for  your  Chinese  records  and 
Victrolas.  Time  payments.  Complete  stock 
carried  here.  Kieselhorst  Piano  Co.  Ask  for 
Miss  Moore." 

Light  in  Display 

One  of  the  factors  which  plays  a  large  part 
in  the  attractiveness  and  effectiveness  of  a  win- 
dow display  is  that  of  the  lighting  arrange- 
ment. The  use  of  a  spotlight  to  call  attention 
to  an  instrument  or  a  certain  feature  of  an 
instrument,  indirect  lighting,  the  use  of  colored 
lights  to  arrest  the  eye — all  these  play  their 
part  in  helping  "make  or  unmake"  a  display. 


The  accompanying  photograph  is  that  of  a  win- 
dow display  of  Stanley  Hubbard,  Stromberg- 
Carlson  dealer  of  Riverside,  N.  J.  This  display 
is  unusually  attractive,  although  simplicity  is 
its  keynote.  A  great  part  of  the  window's 
distinction  lies  in  the  unusual  method  of  light- 
ing. One  large  and  powerful  electric  bulb  was 
placed  behind  the  center  window  card,  casting 
its  light  on  the  Stromberg-Carlson  receiver 
and  cone  speaker,  illuminating  the  other  win- 
dow card  without  any  glare  to  detract  from 
the  scene,  and  producing  an  effect  bound  to 
attract  attention. 

Tie  Up  With  Radio 

During  the  past  month  one  of  the  largest 
talking  machine  record  manufacturers  called 
the  attention  of  its  dealers  to  two  national 
broadcasts  of  its  artists  over  wide  networks 
on  commercial  hours.  Dealers  should  not  find 
it  necessary  to  have  their  attention  called  to 
the  sales  possibilities  offered  by  broadcasts  of 
this  nature.    Read  the  programs  and  use  them. 


The  Bentonville  Music  Store  has  been 
opened  in  the  Meteor  Theatre  Building,  Ben- 
tonville, Kan.  Phonographs,  records  and  sheet 
music  are  handled. 
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THIJ  MOTOR 


The  United  Pick-Up  brings  electrical 
reproduction  to  any  phonograph  with 
astonishing  volume  and  tone  quality. 
Equipped  with  our  famous  "Super- 
Magnet,"  and  constructed  of  finest  ma- 
terials, this  product  is  the  most  excep- 
tional in  the  entire  field.  The  Pick-Up 
complete  with  arm,  cord,  plug,  and 
volume  control  retails  at  only  $16.50. 
Here  is  a  highly  profitable  field  for  alert 
Jobbers  and  Dealers  .  .  .  converting 
mechanical  phonographs  now  owned  by 
customers  already  on  your  books.  Send 
today  for  samples/^^ 


The  most  exclusive  motor  for  portable  phonographs 
—  United  No.  2.  It  gives  silent  power  and  positive, 
uniform  speed.  It  is  sturdy,  strong-pulling,  sure 
and  is  equipped  with  an  easy,  noiseless,  worm-gear 
wind  usually  found  only  in  more  expensive  cabinet 
motors.  Designed  and  built  exclusively  for  port- 
ables, it  is  the  one  modern  motor  for  the  purpose. 


(PHONOGRAPH  DIVISION) 

UNITED  AIR   CLEANER  COMPANY 
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rtahles 


The  famous  United  No.  5  motor  for  cabinet 
machines.  A  high  quality  product  reason- 
ably priced.  More  than  150,000  cabinet 
phonographs  were  equipped  during  1927 
with  this  efficient,  smooth-running,  silent 
motor  .  .  .  proven  value  I 


T"\EALERS  know  that  the  finest  per- 
formance  guarantee  they  can  offer 
their  trade  is  .  .  .  Equipped  with  United 
Motor. 

This  is  particularly  true  in  selling  port- 
ables, as  the  motor  is  the  most  expensive 
unit  in  the  machine  and  therefore  ex- 
pected to  be  the  most  efficient. 

Better  portables  today  are  United 
equipped  for  the  manufacturer  has  come 
to  realize  that  United  No.  2  helps  the 
Dealer  in  his  selling.  It  means  some- 
thing to  say  "The  motor  in  this  portable 
gives  you  strong,  silent,  lasting  power, 
at  uniform  running  speed  which  is  abso- 
lute." The  dealer  has  more  value  to  sell 
in  portables,  United  equipped. 

We  will  be  glad  to  send  samples  and 
quotations  to  recognized  Manufacturers 
and  Jobbers  so  that  they  may  actually 
see  how  United  Motors  give  the  utmost 
in  reliability  and  lasting  business  to  their 
Dealers. 


United  Motors  are  de- 
signed and  built  in  this 
modern  plant.  The  prod- 
uct of  trained  specialists 
who  know  phonogjraph 
motors. 


■BHOH 


(PHONOGRAPH  DIVISION) 
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See  UTAH  at  the 

R.  M.  A. 

TRADE  SHOW 

BOOTH  B96 
Stevens  Hotel  •  Chicago 


T70R  those  who  worship  at  the  shrine  of  Music, 
there  is  only  one  perfect  reproduction — the 
Utah.  A  single  demonstration  will  convince  you 
of  its  superiorities  over  ordinary  reproducers ! 

There  is  a  Utah  to  meet  every  requirement  of 


WE      ARE      MANUFACTURERS      NOT  ASSEMBLERS 
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All  Utah  speakers  use  this 
"patented"  Utah  power 
motor.  The  Utah  model 
is  not  guaranteed  for 
days  but  always. 


Type  X26 
$2500 

The  new  Ital- 
ian R  e  n  a  i  s- 
sance  mahog- 
any carved 
wood  cabinet 
speaker  equip- 
ped with  Utah 
power  motor. 


Type  X30— $3000 

Beautiful  genuine  brown  ma- 
hogany cabinet  speaker  equip- 
ped with  Utah  power  motor. 
One  of  Utah's  leading  new 
creations. 


Type  X35 
s35oo 


Nature-like  voice 
coil  an  exclu- 
sive Utah 
feature.  . 


Model  18 
$1800 

equipped  with 
magnet  cone  unit. 


purse  or  taste,  each  beautifully  designed  and  a 
real  value  in  its  own  classification.  Stock  the 
complete  Utah  line  and  you  can  fulfill  every  de- 
mand in  up-to-date  radio  reproduction. 


UTAH  RADIO  PRODUCTS 
1615    South    Michigan    Avenue  • 


COMPANY 
•  Chicago 


See! 

UTAH'S  complete 
line  of  ... 

DYNAMIC 

SPEAKERS 


Utah  is  licensed  under  Lektophone  patents.    Utah  Dynola  Power  Speakers  licensed  under  Magnavox  patents 
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Sell  More  Phonograph  Needles 

Feature  "VERIBEST"  Gilt  Ten-Play  Needles 

Unusually  fine  needles  put  up  in  attractively  colored 
boxes  and  displayed  in  this  metal  revolving  stand. 
They  sell  themselves — quickly  and  profitably! 


Send  to  your  jobber  or  direct  to  us  for  a  sample  unit  —  the 
whole  thing  costs  you  only  $5.50  ( including  stand )  —  and  re- 
fills of  100  boxes  are  only  $4.50  —  Your  Profit  is  100%/ 


Plaza  Music  Co.,  10  West  20th  St.,  N.  Y 

NOTE:  Headquarters  for  every  type  of  Phonograph  Needle.     Write  for  prices. 


Last-Minute  News  of  the  Trade 


Charles  Edison 

ment  that  Thos.  A.  Edison,  Inc.,  had  finally 
entered  the  radio  field  as  the  result  of  the 
formation  of  a  combination  with  the  Splitdorf- 


Chicago,  June    8. — Distributors'  repre- 

sentatives from  all  sections  of  the  country, 
numbering  about  sixty,  arc  gathering  in 
Chicago  as  the  June  issue  of  The  Talking 
Machine  World  goes  to  press,  for  the  annual 
distributors'  convention  of  the  Ail-American 
Mohawk  Corp.,  radio  receiver  manufacturer  of 
this  city.  The  business  sessions  of  the  two- 
day  meeting  will  be  held  at  the  Hotel  Stevens, 
on  June  8  and  9,  two  days  before  the  opening 
of  the  Radio  Trade  Show  at  that  hotel.  Otto 
N.  Frankfort,  vice-president  in  charge  of  sales 
of  the  All-American  Mohawk  Corp.,  returned 
a  few  days  ago  from  an  extended  trip,  during 
which  he  visited  many  of  the  firm's  distributors 
in  the  West  and  on  the  Pacific  Coast,  and 
will  be  on  hand  to  swing  the  gavel  when  the 
first  business  session  of  the  convention  is  called 
to  order. 

The  new  line  of  radio  receivers  developed 
by  the  All-American  Mohawk  Corp.  will  be 
revealed  in  full  during  the  convention  for  the 
distributors'  inspection,  and  the  event  will  be 
climaxed  by  a  banquet  on  Saturday  evening 
at  the  Hotel  Stevens. 

Since  the  announcement  of  its  consolidation 
two  months  ago,  the  All-American  Mohawk 
Corp.  has  greatly  strengthened  its  national 
distribution,  adding  to  its  list  several  new 
distributors  of  prominence  and  standing 
throughout  the  country.  Among  these  dis- 
tributors are  W.  M.  Dutton  &  Sons  Co., 
Hastings,  Neb.;  Gra  Motor  Supply  Co.,  Sioux 


Arthur  L.  Walsh 

sale  of  radio  equipment  and  electric  phono- 
graphs.   The  move  is  regarded  as  having  par- 
(Coni'mucd  on  page  150) 


Falls,  S.  D.;  Lucker  Sales  Co.,  Minneapolis, 
Minn.;  Philadelphia  Motor  Accessories  Co., 
Philadelphia,  Pa.;  the  Tovan  Electric  Co.,  Cin- 
cinnati, O.;  Michael  Ert,  Inc.,  Milwaukee,  Wis., 
and  P.  J.  Cronin  Co.,  Portland,  Ore. 

A  large  number  of  distributors  have  been 
reappointed  to  handle  the  All-American  Mo- 
hawk Corp.  line  of  radio  receivers  in  their 
respective  territories,  including  American 
Phonograph  Co.,  Albany,  N.  Y.;  Automotive 
Electric  Co.,  Sioux  City,  la.;  Blackman  Dis- 
tributing Co.,  New  York  City;  the  Columbia 
Stores  Co.,  Salt  Lake  City,  Utah;  Cycle  & 
Auto  Supply  Co.,  Buffalo,  N.  Y. ;  Darling  Auto 
Supply  Co.,  Auburn,  Me.;  Excelsior  Auto  & 
Battery  Co.,  Harfisburg,  Pa.;  Federal  Radio  & 
Electric  Co.,  Paterson,  N.  J.;  French  Nestor 
Co.,  Jacksonville,  Fla. ;  Heat  &  Power  Supply 
Co.,  Toledo,  O.;  Listenwalter  &  Gough, 
Inc.,  of  San  Francisco  and  Los  Angeles; 
Louisville  Auto  Supply,  Louisville,  Ky. ;  Na- 
tional Radio  &  Auto  Supply  Co.,  Cedar  Rapids, 
J  a. ;  Northeastern  Radio,  Inc.,  Boston,  Mass.; 
Onondaga  Auto  Supply  Co.,  Syracuse,  N.  Y. ; 
Plymouth  Electric  Co.,  New  Haven,  Conn.; 
Smith  Bros.  Hardware  Co.,  Columbus,  O.;  B. 
W.  Smith,  Inc.,  Cleveland,  O.;  Talking  Machine 
Co.,  Inc.,  Birmingham,  Ala.;  Waite  Auto  Sup- 
ply Co.,  Providence,  R.  I.;  Washington  Auto 
Supply  Co.,  Washington,  111.;  Higgenbotham 
Perlstone  Hardware  Co.,  Dallas,  Tex.,  and 
the  Roberts  Empire  Electric  Co.,  of  Houston, 
Tex. 


Victor  Distributors 
Hear  Plans  for  1928 

New  Line  of  Victor  Models  Viewed  by- 
More  Than  200  Jobbers,  Members  of 
Their  Staffs  and  Victor  Sales  Forces 

Camden,  N.  J.,  June  2.— More  than  two  hundred 
guests,  including  Victor  distributors,  members 
of  their  staffs  and  of  the  Victor  sales  forces, 
who  gathered  in  Camden  this  week  to  view  the 
new  line  of  Victor  instruments  and  hear  plans 
for  the  balance  of  the  year,  were  entertained 
at  dinner  on  Thursday  evening  at  Green  Hill 
Farms,  Overbrook,  by  the  Victor  Company. 
E.  E.  Shumaker,  president  of  the  Victor  Com- 
pany, presided.  The  principal  speaker  of  the 
evening  was  H.  W.  Prentis,  Jr.,  vice-president 
of  the  Armstrong  Cork  Co.  Entertainment  was 
furnished  by  the  Victor  Concert  Orchestra, 
with  Rosario  Bourdon  conducting;  Jimmie  Rod- 
gers,  Victor's  "Blue  Yodeler";  the  Revelers, 
and  Walter  O'Keefe,  a  new  Victor  comedian. 

The  distributors'  meeting,  which  lasted  two 
days,  will  be  followed  by  a  conference  of  rec- 
ord sales  people  who  are  coming  from  all  sec- 
tions of  the  country. 

RCA  Announces 

Changes  in  Staff 

Quinton  Adams,  formerly  manager  of  the 
Radiola  division  of  the  Radio  Corp.  of 
America,  has  been  appointed  manager  of  a 
new  major  sales  division  to  be  known  as  the 
Engineering  Products  Division,  which  will 
handle  the  sale  of  broadcasting  stations,  special 
apparatus  and  various  sales  contracts  of  the 
Radio  Corp. 

Other  changes  in  the  general  sales  and  dis- 
trict offices  of  the  RCA,  announced  by  J.  L. 
Ray,  general  sales  manager,  are  as  follows: 
L.  A.  Nicholas,  formerly  district  sales  manager 
at  New  York,  becomes  manager  of  the  Radiola 
division;  A.  R.  Beyer,  formerly  assistant  dis- 
trict sales  manager  at  Chicago,  becomes  dis- 
trict sales  manager  at  New  York,  and  D.  A. 
Lewis  becomes  assistant  district  sales  manager 
of  the  Chicago  territory. 

Allen-Hough  Mfg.  Co. 
to  Sponsor  Broadcasts 

Racine,  Wis.,  June  1. — Don  T.  Allen,  president 
of  the  Allen-Hough  Mfg.  Co.,  of  this  city,  an- 
nounced this  week  that  arrangements  had  been 
consummated  whereby  his  company  would 
sponsor  radio  broadcasting  every  Friday  eve- 
ning over  station  WBBM,  of  Chicago.  This 
broadcasting  will  feature  the  well-known  line 
of  Allen  portables  and  the  Allen  electrical  pick- 
up and  represents  one  of  the  features  in  the 
company's  extensive  advertising  program. 

Sparton  Jobbers  in 
Three-Day  Conclave 

As  The  Talking  Machine  World  goes  to  press, 
distributors  of  the  Sparks-Withington  Co.,  maker 
of  Sparton  receivers,  are  gathering  at  Jackson, 
Mich.,  the  headquarters  of  the  firm,  for  a  three- 
day  convention  and  sales  meeting  on  Tune  6,  7 
and  8,  and  an  exclusive  pre-showing  of  the  1928 
Sparton  radio  products.  Details  of  the  conven- 
tion will  appear  in  the  July  issue  of  The  World. 


Edison  Combines  With  Splitdorf- 
Bethlehem,  Entering  Radio  Field 

Pioneer  Manufacturing  Concerns  Will  Jointly  Manufacture  and  Sell  Radio  Equipment 
and  Electric  Phonographs — Will  Retain  Separate  Identities  and  Financial  Status 


A  distinct  sensation  was  created  in  phono-  Bethlehem  Electric  Co.,  prominent  maker  of 
graph  and  radio  circles  through  the  announce-     radio  apparatus  for  the  joint  manufacture  and 


Distributors  Attend  Annual 
All-American  Mohawk  Convention 

Two-day  Sessions  Held  at  Hotel  Stevens  on  June  8  and  9 — National  Distribution 
Greatly  Strengthened  Since  Consolidation — New  Wholesalers  Recently  Appointed 
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Power  of  Concerted  Action 

THE  success  of  the  Music  Industries  Chamber  of  Commerce, 
backed  by  the  protests  of  hundreds  of  members  of  the  music 
industry  and  by  other  outside  interests,  in  persuading  the  Senate 
Finance  Committee  to  amend  the  New  Revenue  Tax  Bill  to  relieve 
merchants  selling  on  instalments  from  the  burden  of  being  called 
upon  to  pay  double  taxes  on  their  accounts,  is  a  matter  for  con- 
gratulation. As  a  result  of  the  Senate  action  the  Conference 
Committee  accepted  the  amendment  with  only  a  slight  alteration, 
although  the  House  had  turned  it  down,  and  as  a  result  the  amend- 
ment was  included  in  the  final  bill  as  passed  by  Congress  on  May 
26,  and  signed  by  the  President  on  May  29.  This  favorable  result 
represents  a  distinct  tribute  to  the  effectiveness  of  concerted  action 
and  of  persistent  protest. 


Robbing  Peter  to  Pay  Paul 

WHEN  a  dealer  sells  a  portion  of  his  instalment  paper  to  a 
finance  company,  for  the  purpose  of  securing  liquid  capital 
with  which  to  discount  his  bills  and  provide  for  sound  business 
expansion,  he  is  making  proper  use  of  a  service  that  is  calculated 
to  keep  business  moving.  When,  however,  he  realizes  upon  his 
paper  for  the  purpose  of  paying  current  running  expenses  he  is 
likely  to  be  storing  up  trouble  for  himself.  Financing  costs  are 
prohibitive  unless  the  cash  realized  can  be  used  for  business  pur- 
poses that  will  bring  in  profits  in  excess  of  the  discount  charges. 
Otherwise  it  is  a  case  of  robbing  Peter  to  pay  Paul. 


An  Important  Announcement 

r  HE  announcement  by  the  Victor  Talking  Machine  Co.,  late  last 
month,  that  prizes  aggregating  $40,000  in  cash  for  original  com- 
positions by  American  composers  is  one  of  outstanding  importance, 
for  it  serves  to  reflect  once  again  the  substantial  part  that  the  talk- 
ing machine  and  its  makers  have  played  and  are  playing  in  the  devel- 
opment of  musical  instruments  and  appreciation  in  this  countrv.  In 
addition  to  offering  what  is  believed  to  be  a  record  prize  of  $25,000 
for  a  symphonic  composition  considered  by  the  judges  to  be  the 
best  of  those  submitted,  the  Victor  Co.  has  gone  a  step  further 
and  given  formal  recognition  to  the  lighter  forms  of  music,  wi  h 
a  first  prize  of  $10,000  and  a  second  prize  of  $5,000  for  a  con- 
cert number  that  may  be  played  by  the  American  dance,  jazz  or 
popular  concert  orchestra.    If  the  enthusiasm  of  a  notable  com- 


pany gathered  to  hear  the  announcement  is  to  be  regarded  seri- 
ously then  the  move  is  one  of  the  most  far-reaching  importance 
for  the  composers  of  American  birth. 


Radio  Commission  Takes  Action 

THE  seriousness  with  which  the  Federal  Radio  Commission 
regards  its  work  of  regulating  broadcasting  and  insuring  pro- 
grams that  measure  up  to  a  certain  standard  of  excellence  is  evi- 
denced by  the  announcement  that  unless  they  can  show  cause  why 
their  stations  should  continue  on  the  air  after  August  1  one  hundred 
and  sixty-two  broadcasters  will  have  their  licenses  canceled  on 
that  date.    Even  free  air  has  become  a  thing  of  the  past. 


New  Business  Comes  First 

I  ^  HE  replacement  business  as  a  factor  in  building  up  sales 
volume  in  the  retail  radio  field  in  the  near  future  must  be 
given  due  consideration,  but  it  is  not  at  all  wise  to  give  to  that 
factor  an  importance  it  does  not  deserve.  Replacement  business 
means  trade-ins,  double  selling,  and,  unless  properly  handled,  shaded 
profits.  Handled  conservatively  it  helps  build  up  the  gross,  but  it 
should  come  only  after  the  field  for  new  sales  has  been  worked 
intensively.    In  short,  it  will  not  pay  to  neglect  the  new  for  the  old. 


Bargain  Prices  Kill  Confidence 

BARGAIN  prices  never  built  public  confidence.  They  may  at- 
tract business  for  a  time,  and,  if  made  for  an  honest  and 
legitimate  purpose,  may  serve  to  move  stock  quickly,  but  if  per- 
sisted in,  they  serve  to  interfere  with  rather  than  aid  selling.  The 
radio  trade  has  had  its  share  of  the  bargain  fiends — of  the  type  of 
dealer  who  depends  upon  sensational  announcements  to  move  his 
stocks  without  offering  any  notable  values  to  those  who  fall  for 
his  appeal.  It  has  taken  the  better  element  of  the  industry  some 
few  years  to  offset  even  a  portion  of  this  influence  of  the  bar- 
gain store,  and  it  is  still  a  problem  that  must  be  regarded  seriouslv 
by  those  who  seek  to  build  an  industry  that  will  hold  business 
through  confidence  and  respect  rather  than  through  cut-prices. 


A  Tie-Up  of  Importance 

THE  tie-up  of  talking  machine  interests  with  motion  picture 
film  activities,  following  upon  the  close  association  of  the 
phonograph  and  the  radio,  has  established  a  triumvirate  the  possi- 
bilities of  which  even  the  leaders  of  the  industry  cannot  fully  con- 
ceive. It  is  a  tie-up  that  makes  for  the  holding  of  public  interest 
and  the  establishment  of  the  buying  urge,  and  at  that  is  hailed 
only  as  leading  to  even  bigger  things. 


Big  Things  in  the  Offing 

THERE  are  some  big  things  stirring  in  the  talking  machine-radio 
field  these  days,  with  formal  announcements  in  the  offing  that 
may  properly  be  expected  to  portend  substantial  business  progress 
for  the  future.  Among  the  talking  machine  manufacturers,  par- 
ticularly, there  is  an  evident  desire  to  keep  doing  things  for  the 
purpose  of  holding  public  interest.  It  is  evident  that  the  one-time 
mistake  of  resting  on  the  oars  with  smug  satisfaction  in  past  ac- 
complishments is  not  going  to  be  repeated. 


W ork  for  the  Association 

THE  industry  that  possesses  a  strong  trade  association  is 
equipped  for  self-regulation  to  a  degree  which,  if  wisely 
directed,  will  effectively  preclude  Governmental  interference  by 
rendering  it  unnecessary."  This  is  from  a  speech  by  Abram  F. 
Myers,  a  member  of  the  Federal  Trade  Commission,  and  offers 
still  another,  and,  in  a  sense,  official  endorsement  of  the  trade 
association  idea.  The  music  industry  has  done  much  along  this 
line,  but  there  is  still  much  to  do. 


Dangerous  Ground 

A    HIGHLY  patriotic  100  per  cent  American  talking  machine 
dealer  in  the  Middle  West  advertises  widely  "American  music 
for  Americans."  He  probably  confines  his  stock  exclusively  to  re- 
cordings of  American-Indian  chants  and  folk  songs.  Otherwise  he  is 
treading  on  dangerous  ground. 
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Stlenee 
Brothers 


"WELCOME"  you  and  your  associates  most 
cordially  to  view  what  they  believe  is  one 
of  the  most  outstanding  and  distinguished 
exhibitions  of  the  show  —  executed  in  the 
"modern  manner"  at  the  Second  RMA 
Trade  Show,  Stevens  Hotel,  Chicago,  June 
11  to  15. 

Visit  Our  Displays 

Buckeye  Mfg.  Co. 

Springfield,  Ohio 

Booth  No.  114 


Superior  Cabinet  Co. 

Muskegon,  Mich. 

Booth  No.  112-113 


S.  Karpen  &  Bros. 

New  York 
Chicago 
Michigan  City 
Los  Angeles 

Booth  No.  136 


STEENEE  EECTEEES., 

Inc. 

A  national  sales  and  merchandising  organization 

New  York  City  Chicago 
67  West  44th  St.  28  East  Jackson  Blvd. 
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im  going  to  lie  a 

Lr<  K¥  NUMBER 

for  Victor  Dealers 


YOU'LL  know  why  the  first  time  you  see  this  new  Victor 
instrument.  Everything  a  radio  fan  and  a  record  enthusiast 
could  want  in  a  combination  model  is  here.  At  a  price  so 
reasonable  that  instantly  the  customer  knows  he  is  getting 
a  genuine  bargain.  Read  over  this  big  list  of  features: 

—  A  genuine  Victrola  with  Orthophonic-type  Sound-box 

—  Radiola  18,  RCA's  improved  model  of  the  popular  "17" 
— A  built-in  Speaker 

—  An  all-electric  radio.  Just  plug  in  and  play 

—  Four  record  albums,  fully  bound  in  buckram,  with  backs 

decorated  with  gold  stamping  and  highly  colored  labels 

—  A  beautiful  cabinet  for  both  instruments.  Designed  to  har- 

monize with  any  modern  interior.  Built  at  just  the  right 
height  for  comfortable  timing  and  for  playing  records 


VICTOR  TALKING  MACHINE 
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All  for  $250,  List  Price 

Anybody  in  your  neighborhood  who  is  planning  to  buy  a 
radio  next  fall  won't  have  to  think  twice  before  making  up 
his  mind  on  this  instrument.  He  has  the  chance  to  hear  the 
big-league  baseball  scores,  and  the  national  political  conven- 
tions, as  well  as  the  regular  radio  programs.  And,  in  addition 
to  the  finest  radio  on  the  market,  he  is  practically  getting  a 
Victrola  free.  The  value  is  right  there  before  his  eyes. 

Order  your  samples  now.  They  will  provide  a  powerful  stim- 
ulus to  your  summer  sales.  For  experience  has  proved  Victrola 
Radiola  combinations  can  be  sold  during  the  summer  months. 


COMPANY,  Camden,  N.  J.,  U.  S.  A. 


Last-Minute  News  of  the  Trade 


Otto  Heineman  to  Devote  Entire 
Time  to  Okeh  Phonograph  Corp. 

Prominent  Member  of  Industry  Resigns  as  President  and  General  Manager  of  the 
General  Phonograph  Corp. — Has  Had  Long  and  Successful  Career  in  Industry 


Otto  Heineman,  internationally  prominent  as 
one  of  the  foremost  members  of  the  phonograph 
industry,  announced  to  the  trade  this  week  that 


Otto  Heineman 


he  had  resigned  as  president  and  general  man- 
ager of  the  General  Phonograph  Corp.  in 
order  to  devote  all  of  his  time  in  the  future  to 

J.  B.  Price  Resigns 
From  Stevens  &  Co. 

Has  Been  Identified  With  Phonograph  and 
Radio  Industry  for  Many  Years — Is 
Well  Known  From  Coast  to  Coast 


J.  B.  Price,  identified  with  the  phonograph 
and  radio  industry  for  many  years  and  for  the 
past  several  years  secretary  of  Stevens  &  Co., 
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J.  B.  Price 

New  York,  chairman  of  the  board  and  in  charge 
of  sales  and  advertising,  resigned  from  this  or- 
ganization on  June  1.  Mr.  Price  is  now  taking 
a  short  rest  preparatory  to  spending  a  few  days 
at  the  Chicago  Radio  Show. 

Prior  to  joining  Stevens  &  Co.  Mr.  Price  was 
bales  and  advertising  manager  for  N.  &  K.  loud 
speaker  products  and  before  that  time  occupied 
important  executive  posts  in  the  phonograph 
industry.  His  music  trade  contact  was  gained 
from  his  association  with  the  Diamond  Match 
Co.'s  juvenile  division  and  Harper  Bros.'  Bubble 
Books.    While  identified  with  this  company  Mr. 


the  Okeh  Phonograph  Corp.,  which  is  the  sales 
agency  for  all  phonograph  products  of  the  sub- 
sidiaries of  the  General  Phonograph  Corp.  The 
Okeh  Phonograph  Corp.,  of  which  Mr.  Heine- 
man  is  president,  is  a  subsidiary  of  the  Colum- 
bia Phonograph  Co.  and  has  attained  signal 
success  in  the  merchandising  of  Okeh  records, 
Heineman  motors  and  Okeh  steel  needles. 

The  General  Phonograph  Corp.  is  a  holding- 
company  controlling  the  General  Industries  Co., 
Elyria,  O.,  and  the  General  Phonograph  Manu- 
facturing Co.  In  offering  his  resignation  to  the 
a. rectors  of  the  General  Phonograph  Corp.  Mr. 
Heineman  commented  upon  the  fact  that  the 
General  Industries  Co.,  of  Elyria,  O.,  and  the 
General  Phonograph  Manufacturing  Co.  of  New 
York  are  both  ably  conducted  by  experienced 
and  prominent  specialists  in  their  respective  in- 
dustries— namely,  A.  G.  Bean  of  Elyria  and 
John  M.  Dean,  Jr.,  of  Putnam,  Conn.  Mr.  Bean 
is  one  of  the  recognized  leaders  in  the  manu- 
facturing world  and  under  his  direction  the 
General  Industries  Co.  has  achieved  interna- 
tional success.  Mr.  Dean  has  been  identified 
{Continued  on  page  150) 


Price  visited  jobbers  and  dealers  from  coast  to 
coast  and  he  numbers  among  his  business  and 
personal  friends  the  leading  wholesalers  and  re- 
tailers as  well  as  the  foremost  executives  in 
the  music  industry. 

In  addition  to  his  phonograph  and  radio  ex- 
perience, Mr.  Price  is  equipped  with  a  fund  of 
general  merchandising  knowledge  and  dealer 
and  jobber  contact  obtained  from  seven  years 
with  Robert  H.  Ingersoll  &  Bros.,  the  famous 
watch  manufacturers.  "J.  B.,"  as  he  is  familiarly 
known  to  the  industry,  is  recognized  generally 
as  one  of  the  most  competent  sales  executives 
in  the  radio  field  and  he  has  a  host  of  friends 
throughout  the  industry. 

NEM  A  Radio  Section 
Holds  Its  Convention 

Annual  Convention  of  Radio  Section  of 
National  Electrical  Manufacturers'  As- 
sociation Meets  in  Chicago 


Chicago,  III.,  June  8. — The  radio  division  of 
the  National  Electrical  Manufacturers'  Asso- 
ciation held  its  annual  convention  at  the  Drake 
Hotel,  here,  starting  on  Monday.  In  the  morn- 
ing of  the  first  day  the  various  committees 
met  and  during  the  afternoon  the  transmitter 
section  of  the  organization  held  its  session. 
The  first  merchandising  council  gathering  took 
place  on  Monday  evening  with  a  discussion  of 
sales  and  advertising  costs.  Addresses  were 
made  by  Thomas  F.  Logan,  chairman  of  the 
Radio  Committee  of  the  American  Association 
of  Advertising  Agencies,  and  F.  M.  Nicodemus, 
treasurer  of  the  Commercial  Credit  Co. 

The  vacuum  tube  section  held  its  meeting 
on  Tuesday  morning,  June  5,  and  following 
luncheon  the  first  general  session  of  the  radio 
division  was  held,  with  talks  by  Alfred  E. 
Waller,  managing  director  of  the  association; 
C.  W.  Hough,  president  of  Wired  Wireless, 
Inc.,  and  Dr.  Herbert  E.  Ives,  television  en- 
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gineer  of  the  Bell  Laboratories,  Inc.  The 
second  merchandising  council  session  took 
place  during  Tuesday  evening,  with  addresses 
by  J.  K.  Utz,  of  the  Kellogg  Switchboard  and 
Supply  Co.;  C.  W.  Abbott,  of  the  Rome  Wire 
Co.,  and  Powel  Crosley,  Jr.,  president  of  the 
Crosley  Radio  Corp. 

The  power  supply  section  held  its  meeting 
on  Wednesday  morning,  June  6,  and  was  fol- 
lowed in  the  afternoon  by  the  first  session  of 
the  receiving  set  section.  The  merchandising 
council  met  again  on  Wednesday  evening,  with 
addresses  by  Frederick  P.  Vose,  R.  L.  Duncan, 
president  of  the  Radio  Institute  of  America, 
and  C.  H.  Pfingsthorn. 

The  receiving  set  section  held  its  second 
meeting  on  Thursday  morning,  June  7,  and  a 
general  session  was  held  in  the  afternoon, 
featured  by  talks  by  Dr.  Alfred  N.  Goldsmith, 
chief  broadcast  engineer  of  the  Radio  Corp., 
and  Roy  H.  Manson,  chief  engineer  of  Strom- 
berg-Carlson  Tel.  Mfg.  Co.  The  annual  banquet 
was  held  on  Thursday  evening,  with  Congress- 
man Clyde  Kelly  as  the  principal  speaker. 

The  annual  convention  of  the  other  sections 
of  the  National  Electrical  Manufacturers'  Asso- 
ciation are  being  held  at  Hot  Springs,  Va., 
during  the  period  of  June  6  to  15. 

Kellogg  Co.  Adds 
to  Its  Organization 

W.  E.  Conners  Gets  Part  of  Illinois  and 
Indiana — B.  H.  Darst  Covers  Ohio  and 
Parts  of  Five  Other  States 


The  Kellogg  Switchboard  &  Supply  Co.,  Chi- 
cago, manufacturer  of  Kellogg  AC  radio  sets 
and  AC  tubes,  has  appointed  W.  E.  Conners  as 


B.  H.  Darst 


representative  in  the  northern  Illinois  and  In- 
diana territory.  Another  addition  to  the  Kel- 
logg force  is  B.  H.  Darst.  He  will  represent 
his  firm  in  Ohio  and  in  parts  of  Pennsylvania, 
West  Virginia,  Kentucky,  Indiana  and  Michi- 
gan. Mr.  Darst  has  spent  several  years  in 
specialty  sales  work  with  distributors  and  deal- 
ers. He  has  successfully  filled  the  position  of 
crew  manager,  handling  sectionaj  sales  for  a 
well-known  household  article.  He  has  also  mar- 
keted specialty  products  for  a  large  department 
store.  Dealers  in  Mr.  Darst's  territory  will  be 
able  to  present  their  retail  problems  to  this  new 
representative  and  profit  from  his  experience. 


The  Ossining  branch  of  the  Dunlap  Music 
Store,  Peekskill,  N.  Y.,  has  been  closed. 
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Tops  and  ends  are  5  ply  faced  with  well 
figured  Walnut.  Doors  are  V-matched  im- 
ported English  Pollard  Oak  overlaid  with 
heavy  walnut  scroll  panels  and  ornamental 
wood  mouldings.  Trimmed  with  orna- 
mental solid  brass  knobs.  Executed  in  a 
lacquer  of  a  dull,  close  bodied  finish  to 
harmonize  with  this  particular  design. 
Size  of  cabinet — Width  27 Vz" ,  depth  18", 
height  50;i".  Shipped  securely  packed  in 
plywood  container.  Shipping  weight — ap- 
proximately 136  pounds.  Equipped  with 
R.C.A.  cones. 


uperior  Radio  Cabinets  for  the  coming  season  reflects  the 

skilled  craftsmanship  and  artistry  in  radio  cabinet  furniture  that  has 
established  for  itself  an  outstanding  name  during  the  radio  season  of 
19274928. 

The  above  photograph  illustrates  just  one  of  a  varied  selection  in  the 
Superior  Line,  and  is  done  in  many  periods,  following  out  in  detail  the  tradi- 
tion of  each  type. 

Our  radio  cabinets  this  season,  which  we  believe  will  be  the  outstanding 
line,  again  are  the  ultimate  in  cabinet  artistry. 

Visit  our  display  booths  Nos.  112  and  113  at  the  Second  RMA  Trade 
Show,  Hotel  Stevens,  Chicago,  June  lltlvlSth,  1928. 
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New  York 
67  W.  44th  St. 


National  Sales  Agents 

VTLDNER  INC. 


Chicago 
28  E.  Jackson  Blvd. 


Last-Minute  News  of  the  Trade 


Carry ola  Features 
Three  New  Portables 

Three  New  Models  and  a  New  Power 
Amplified  Electric  Portable  Announced 
— Contain  Many  New  Features 

The  new  line  of  Carryola  portable  phono- 
graphs, manufactured  by  the  Carryola  Co.  of 
America,  Milwaukee,  Wis.,  containing  many 
new  features  and  developments,  is  making  its 
initial  appearance  as  the  June  issue  of  The 
World  goes  to  press.  The  new  Carryola  line 
features  three  new  portable  phonographs 
known  as  Model  20,  Model  30,  Model  40  and  a 
new  power  amplified  electric  portable  phono- 
(Coiitiiiucd  on  page  163) 


Stevens  &  Co.  Merge 
With  Adams-Sibley 

Amalgamated  Companies  to  Be  Known  as 
Stevens  Mfg.  Corp. — Own  Valuable 
Patents  on  Acoustical  Devices 

Stevens  &  Co.,  New  York,  N.  Y.,  well  known 
in  the  cone  speaker  field,  have  announced  a 
merger  of  that  organization  with  the  Adams- 
Sibley  Development  Corp.,  the  amalgamated 
companies  to  be  known  as  the  Stevens  Mfg. 
Corp.  The  officers  of  the  new-  corporation  are 
Leslie  Stevens,  president;  James  T.  Sibley,  vice- 
president;  Clifford  E.  Stevens,  treasurer,  and 
Philip  C.  Adams,  secretary.  Leslie  Stevens  is 
the  founder  of  Stevens  &  Co.  and  inventor  of 


the  speaker  that  bears  his  name.  He  brings  to 
the  new  concern  a  wealth  of  experience  in  the 
design  and  manufacture  of  acoustical  products. 
James  T.  Sibley  is  recognized  throughout  the 
phonograph  industry  for  his  inventive  ability 
and  has  had  many  years'  experience  in  the  man- 
ufacturing and  engineering  end  of  the  business. 

The  new  corporation  is  said  to  own  valuable 
patents  on  acoustical  devices  covering  both 
radio  loud  speakers  and  phonographs.  An  elec- 
tric motor  has  also  been  developed  which,  on 
account  of  its  unique  principle  and  size,  may 
be  used  for  portable  phonographs  as  well  as 
large  models,  and  it  was  announced  that  the 
company  is  already  in  production  of  large  con- 
tract orders  for  this  motor.  An  electric  pick- 
the  designing  of  automatic  phonographs. 

E.  E.  Collison  New 
Capehart  Executive 

Appointed  Factory  Manager  of  Capehart 
Automatic  Phonograph  Corp. — Orches- 
trope  Displayed  at  Trade  Show 


H.  E.  Capehart,  vice-president  and  general 
manager  of  the  Capehart  Automatic  Phonograph 
Corp.,  Huntington,  Ind.,  announced  last  week  the 


E.  E.  Collison 


appointment  of  E.  E.  Collison  as  factory  man- 
ager of  the  Capehart  organization.  Mr.  Collison 
was  formerly  chief  engineer  of  the  Holcomb  & 
Hoke  Co.,  Indianapolis,  and  he  is  well  known 
throughout  the  music  trade  as  an  authority  on 
the  designing  and  building  of  automatic  phono- 
graphs. 

The  Orchestrope  was  first  announced  to  the 
music  trade  late  in  March,  and  has  enjoyed  an 
enthusiastic  reception  throughout  the  country.  At 
the  Music  Trades  Convention  just  closed  at  the 
Hotel  Commodore,  New  York,  it  was  seen  and 
heard  by  hundreds  of  dealers  who  were  impressed 
with  its  playing  of  twenty-eight  records  on  both 
sides  continuously,  turning  and  changing  them  au- 
tomatically. 

The  Orchestrope,  which  is  sold  exclusively 
through  dealers,  is  also  on  display  during  the  Chi- 
cago Radio  Trade  Show,  at  the  Chicago  district 
offices  of  the  Capehart  Automatic  Phonograph 
Corp.,  in  the  Lyon  &  Healy  Building. 


Raytheon— QRS  Merger 

Cambridge,  Mass.,  June  4. — The  Raytheon  Mfg. 
Co.,  of  this  city,  has  absorbed  the  radio  tube 
division  of  the  QRS  Music  Co.,  Chicago,  111. 
This  brief  announcement  was  obtained  as  this 
issue  of  The  World  closed  for  the  press.  Details 
regarding  the  deal  are  to  be  given  later. 


You  Are  a  Welcome  Visitor  at 

Space  29 — Room  750 

Headquarters  of  the 

Talking  Machine  World 

"Standard  Authority  of  the 
Music'Radio  Industry" 

The  June  Trade  Show  Issue 
Breaks  All  Records 

1.    More  Radio  Advertisers* 

2*    More  Radio  Advertising. 

3*    More  Phonograph  and  Radio  Adver- 
tising* 

4*    More  Editorial  and  Text  Pages 

Than  have  ever  been  published  in  a 
single  issue  of  any  music -radio  paper. 

"There  must  he  a  reason" 
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Now 
ready 


Provides 
Musical 
Dollars 


Me  SEEBURG 

Automatic 

Phonograph 

Selective  or  Continuous  Play 

HERE  at  last  is  the  coin-operated  phonograph  for  which  so  many  in  the  trade  have  waited.    Rampant  rumors  for 
several  years  have  centered  around  the  possibility  of  the  SEEBURG  Company  supplying  such  an  instrument  in 
keeping  with  the  well-known  quality  of  their  pipe  organs  and  pianos.    Now  it  is  here. 

Made  in  their  own  factories  by  highly  skilled  SEEBURG  tradesmen,  the  product  offered  bears  their  meritorious 
endorsement.  Not  experimentally  new — but  scientifically  designed  and  tested  under  years  of  actual  operating 
conditions — distinctly  conforming  to  SEEBURG  standards  of  quality,  simplicity,  reliability  and  durabilitv.  SEEBURG 
dealers  have  relied  upon  this  pledge  for  more  than  two  decades  and  the  flood  of  "sight-unseen"  orders  which  even 
preceded  our  official  announcement  is  mute  evidence  of  the  sincerity  of  that  confidence. 


Past  years  have  proven  any  coin-operated  instrument  must  be  made 
in  a  special  way  to  stand  the  strenuous  service  to  which  it  is  sub- 
jected. The  SEEBURG  Company  are  familiar  with  every  require- 
ment of  the  industry  and  have  incorporated  this  knowledge  in  the 
AUTOPHONE. 

J.  P.  SEEBURG  PIANO  COMPANY 

World's  Largest  Manufacturers  of  Automatic  Musical  Instruments 

1510  Dayton  Street  Chicago,  Illinois,  U.  S.  A. 

Cable  Address:     SEEBUR,  Chicago. 
ABC  Code,  5th  Edition 


(Mail  This  Coupon/ 


J.  P.  SEEBURG  PIANO  CO., 

Date   

1510  Dayton  St., 
Chicago,  111.,  Dept  P. 

Gentlemen : 

Please  send  circular  entitled:  "A  Newer  Sensation". 
I  can  prove  my  financial  ability  to  handle  vour  dealer 
proposition. 

Name   

Address    . 
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Cairyola 


CARRYOLA  No.  20- $15 

New  type  horn  chamber  and  other  substantial 
improvements  make  this  new  model  by  far  the 
greatest  value  ever  offered  below  $25.00. 


MASTER  MODELS  FOR  EVERY 


(cabrydla) 


(CARfcYOtA) 
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Introduces 

Cyhree  Entirely  New  and 
Improved  Master  Models 


FINER  music — bigger,  handsomer  instruments- — with 
the  most  amazing  improvements  ever  built  into  a  port- 
able phonograph,  mark  the  introduction  of  the  new 
ola)  Carry olas. 

As  the  dominating  factor  in  the  portable  phonograph  business,  it  is  only 
natural  that  Carryola  should  be  first  with  outstanding  improvements  to 
still  further  increase  the  popularity,  sales  and  profits  of  its  vast  army  of 
successful  dealers. 

We  are  proud  to  introduce  these  splendid  new  Master  Models  to  the 
music  lovers  of  America.  In  all  the  world  of  acoustical  science  there  is 
nothing  that  can  be  compared  in  VALUE,  quality  and  richness  of  tone, 
in  refined  beauty  of  design,  or  the  mechanical  perfection  of  the  Carryola 
line  for  1928  and  1929. 

You  will  be  delighted  with  their  new,  larger  sizes,  refined  elegance  of 
color  and  finishes,  their  new  reproducers,  volume  control,  Bakelite  tone 
arm  and  other  features — together  with  the  most  extensive  national  adver- 
tising and  sales  program  ever  given  to  merchandise  of  like  character. 

These  new  Master  Models  make  their  formal  bow  to  the  musical 
world  during  the  Music  Trades  Convention  in  New  York  City, 
week  of  June  4;  Chicago,  week  of  June  11,  and  West  Coast  Music 
Pageant,  week  of  June  18.  We  invite  you  to  see  and  hear  them  there 
and  then,  or  write  now  for  our  beautifully  illustrated  and  com- 
pletely descriptive  booklet. 

The  Carryola  Company  of  America 

rgrH  ZdarmfaSmm  of  Portable  Phonographs 
645  Clinton  St.,  Mitwaukee,  Wisconsi 


4P 


mm 


CARRYOLA  No.  30— $25 

With  longair  column  horncham- 
ber  of  unique  design;  Patented, 
exclusive  Bakelite  tone  arm  and 
reproducer  and  Patented  dia- 
phragm. Motor  will  play  three 
selections  without  rewinding; 
Velvet  turntable  — finished  in 
new  special  design  Fabrikoid,  in 
Black,  Blue,  Green,  Red  and 
Brown. 


HOME  AND  FOR  EVERY  PURSE 
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A  PIPPIN— NOTHING  LESS! 


J-JERE  truly  is  the  master- 
piece of  all  portables.  An 
instrument  that  is  necessary  to 
round  out  the  family  equip- 
ment. Nothing  in  world  of 
portables  approaches  this  gem. 

Consider  then,  Mr.  Victor 
Dealer,  the  immediate  and 
tremendous  sales  possibilities 
which  it  offers.  No.  2-35  spells 


profit  and  satisfaction  for 
Victor  dealers  —  more  still  for 
those  who  believe  in  applica- 
tion and  work. 

Don't  let  this  opportunity  pass 
you  by.  Remember  it  is  a 
Victor  Portable  (with  all  that 
the  name  assures).  This  makes 
it  exclusively  yours.  Make  the 
most  of  it. 


C.  BRUNO  &  SON,  Inc. 


Victor  Distributors  to  the  Dealer  Only 
351  FOURTH  AVENUE  NEW  YORK,  N.  Y. 

1834— Almost  a  Century  of  Dependable  Service  to  the  Music  Trade — 1928 


From  20  Lines  to  4! 

Essig  &  Ives  Started  With  Twenty  Radio  Lines  and 
Now  Carry  Four — Gaining  Sales  and  Cutting  Overhead 

By  Roy  Stewart 


Because  of  the  number  of  fine  new  radio  re- 
ceiving sets  on  the  market  to-day,  the  matter 
of  selection  of  the  lines  which  will  prove  most 
profitable  to  the  dealer  in  his  own  locality  is 
an  important  one.  Too  many  lines  very  easily 
will  result  in  overstocking,  for  the  simple  reason 
that  it  is  practically  impossible  for  the  average 
retail  merchant  to  handle  the  complete  lines  of 
each  manufacturer.  Experience  has  proved  con- 
clusively that  it  is  better  to  select  several  makes 
that  meet  with  local  popular  approval  in  per- 
formance, appearance  and  price  than  to  attempt 
to  handle  ten  or  twelve  lines.  The  investment 
required  for  many  lines  is  beyond  the  means  of 
most  dealers.  The  same  sales  results  can  be 
obtained  with  more  limited  variety  of  make 
but  with  complete  coverage  in  models. 

Started  With  Twenty  Lines 

The  above,  briefly,  is  the  conclusion  reached 
by  the  firm  of  Essig  &  Ives,  of  Freeport,  Long 
Island,  one  of  the  leading  concerns  in  a  large 
territory  in  that  section  of  New  York  State. 
The  company  has  been  in  business  over  a  period 
of  eight  years,  and  has  built  up  prestige  by 
handling  quality  merchandise.  When  radio  came 
on  the  market  and  the  demand  warranted,  the 
company  opened  a  department,  and  in  common 
with  most  dealers,  faced  the  serious  problems 
of  selling  and  service.  The  overnight  popular- 
ity of  radio  is  history,  but  because  of  the 
plethora  of  sets  brought  out  at  the  time,  and  for 
which  all  sorts  of  extravagant  claims  were  made, 


this  firm  catered  to  the  varied  demand  by  in- 
stalling eighteen  or  twenty  makes  of  radio.  It 
looked  like  a  prosperous  market,  and  all  the 
sets  seemed  good.    Then  the  trouble  started. 
Too  Much  Competition 

The  first  result  of  this  radio  popularity  was 
competition  from  the  "butcher,  the  baker  and  tfle 
candlestick  maker."  Manufacturers  were  con- 
cerned only  with  maintaining  production  to  the 
point  where  it  approximated  demand.  They  in- 
stalled their  lines  in  every  conceivable  kind  of 
store.  No  dealer  was  protected.  The  mer- 
chandise was  poor  and  demands  for  service 
poured  in  on  Essig  &  Ives.  Profits  were  con- 
spicuous by  their  absence. 

Order  Out  of  Chaos 

The  radio  end  of  the  business  reached  the 
point  where  this  company  decided  that  some- 
thing must  be  done.  The  first  move  was  to 
analyze  the  products  of  the  various  manufac- 
turers in  connection  with  local  reception  condi- 
tions and  the  taste  of  the  public.  This  resulted 
in  throwing  out  all  the  lines  but  four.  Herbert 
A.  Ives,  who  with  a  partner,  G.  P.  Essig, 
operates  the  store,  declared  in  order  for  the 
dealer  to  place  his  radio  department  on  a  profit- 
able basis  he  must  select  his  merchandise  with 
thought  to  the  service  requirements  on  the 
product,  his  locality  and  the  companies  back  of 
the  products.  "Cheap  radio  is  made  of  cheap 
materials,"  said  Mr.  Ives.  "Such  a  set  is  O  K  for 
a  short  time  and  then  comes  the  trouble.  Not 


only  is  excessive  service  costly,  but  good  will  is 
dissipated  when  customers  are  unsatisfied  with 
their  purchase.  We  have  found  that  the  best 
time  to  avoid  service  demand  is  at  the  time  of 
installation.  The  average  installation  made  by 
our  service  men  takes  about  two  hours.  If  the 
uork  is  done  right  in  the  first  place  the  chances 
are  that  no  trouble  will  develop  later.  In  all 
our  experience  in  selling  and  installing  radio 
receiving  sets,  we  never  have  had  to  go  back  on 
a  job.  We  select  only  the  very  best  materials 
for  the  installation  job.  This  alone  costs  be- 
tween $5  and  $7.  Because  of  our  policy  regard- 
ing installations  we  are  perfectly  safe  in  offer- 
ing our  patrons  six  months'  free  service.  We 
are  seldom  asked  to  make  a  service  call,  and 
then  it  is  usually  a  case  that  does  not  reflect 
in  any  way  on  the  work  we  have  done.  After 
the  six  months'  period  we  make  a  labor  charge 
on  all  service  calls.  This  charge  is  based  upon 
several  factors;  viz.,  the  nature  of  the  service, 
cost  of  materials,  time  consumed,  traveling  ex- 
pense, etc.  Traveling  expense  is  an  important 
item  for  the  reason  that  our  business  is  not  con- 
fined to  this  city,  but  covers  the  surrounding 
villages  and  countryside  for  miles. 

Select  Customers 
Repossessions,  slow  payers,  and  other  unsat- 
isfactory conditions  following  the  sale  are  elim- 
inated to  a  large  extent  by  Essig  &  Ives  be- 
cause a  radio  set  is  not  sold  to  every  person 
(Co)itimted  on  page  36) 
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102  Motor 


The  proven  phonograph 
equipment,  manufactured 
by  men  who  have  been 
in  the  industry  for  a 
generation. 


Write  for  Catalog  of  Motors,  Tonearms  and  Reproducers 

POLLOCK-WELKER,  Limited 

Kitchener,  Ont.,  Canada 


509 
Tone  Arm 


Cable  Address :    Polwel,  Kitchener 


Code :  A.B.C.,  5th  Edition,  Bentley's 
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Atm.ater  Ki:>t 


ADIO 


TWENTY-SIX  years  ago  this  month,  the 
first  Atwater  Kent  advertisement  was 
published. 

We  were  then  making  an  inter-communicat- 
ing telephone.  Here  are  some  of  the  descriptive 
phrases  from  the  first  advertisement. 

•  •  well  made 

•  •  easy  to  install 

•  •  tturabte 

•  •  sires  perfect  service 

• .  so  simpte  it  cannot  set  out  of  order 

•  •  the  onty  thins  cheap  is  the  price 

For  twenty-six  years  these  have  been  our  manu- 
facturing principles.  They  explain  why  the  one- 
room  factory  has  grown  to  15%  acres  —  why 
Atwater  Kent  Radio  has  gone  into  1,600,000 
homes — why  the  new  A.C.  set  has  reached  and 
crossed  the  200,000  mark  since  January  1st. 
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Ath.ater  Kent 


AIHO 


Irtfc  fftut  —  #rtf«  now! 

What  radio  enables  the  dealer  to  make  the 
greatest  amount  of  profit  on  every  dollar  of 
the  original  investment? 

Atwater  Kent  Radio 

Always  the  leader  in  sales,  Atwater  Kent  Radio 
from  January  to  May,  1928,  has  had  a  sales 
record  six  times  greater  than  for  the  same 
period  in  any  previous  year. 

The  satisfaction  of  realizing  quick  and 
generous  profits  from  the  fastest  turnover  of 
capital  has  come  to  the  dealers  who  have 
concentrated  their  sales  effort  on  Atwater 
Kent  Radio.  The  Atwater  Kent  franchise, 
valuable  in  the  past,  will  be  even  more  valuable 
for  this  coming  year. 

Atwater  Kent  Manufacturing  Company 

A.  Atwater  Kent,  President,  4725  Wissahickon  Ave.,  Philadelphia,  Pa. 
On  the  air — every  Sunday  night — Atwater  Kent,  Hour — listen  in! 
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JVow  the  Price  Range 
oftheNewKelloqglme 

TO  BE  DISPLAYED  AT  THE 

R.M.A.Trade  Show 

CHICAGO 
June.  11-15*^ 

With  this  wide  price  range  there  are  exceptional  profit  possi- 
bilities in  selling  Kellogg  Radio.  Everyone,  regardless  of  pocket- 
book,  is  now  your  prospect — if  you  are  a  Kellogg  dealer. 

At  the  Trade  Show  see  the  new  Kellogg  models  in  our  booth, 
B25  and  26,  Hotel  Stevens  Ball  Room — and  hear  the  mar- 
velous Tone  of  Kellogg  reproduction  in  the  Kellogg  Demon- 
stration Salon,  room  719,  Hotel  Stevens. 


For  the  benefit  of  dealers  unable  to  attend  the  Trade  Show  we  have  prepared 
a  complete  presentation  of  this  new  line  which  will  be  sent  on  request, 

A-259 


Kellogg  Switchboard  &.  Supply  Co., 


Chicago 


iffe 


Change  in  Policy  from  Many  to 

Few  Lines  Meant  Real  Profits 


(Continued 

who  wants  one.  For  one  thing,  the  initial  pay- 
ment must  be  at  least  one-third  down  and  the 
balance  in  six  months,  divided  into  equal  pay- 
ments. The  large  down  payment  is  necessary, 
according  to  these  enterprising  dealers,  because 
the  dollar  down  fiend  is  barred  from  making  a 
purchase.  The  individual  who  asks  for  delivery 
of  an  expensive  piece  of  merchandise  following 
;in  extremely  low  first  payment  represents  a 
dangerous  type  of  customer,  not  because  he 
may  be  dishonest,  but  because  he  usually  can- 
not afford  the  set  he  selects  and  the  danger  of 
repossession  is  materially  increased.  Insistence 
of  the  one-third  first  payment  discourages  in- 
dividuals of  this  character  and  automatically 
much  collection  trouble  and  expense  is  avoided. 
A  Stabilized  Business 

Mr.  Ives  believes  that  radio  has  now  reached 
the  point  where  it  may  be  considered  a  staple 
article.  "The  dealer  to-day  may  select  his  mer- 
chandise with  the  conviction  that,  compared 
with  the  sets  of  a  year  or  more  ago,  he  is 
handling  a  product  of  greater  refinement  in  per- 
formance and  appearance.  The  manufacturers, 
too,  are  giving  more  attention  to  the  selection 
of  the  right  kind  of  retail  dealers  to  handle 
their  products.  Franchises  are  not  given  out 
as  freely  as  they  were.  The  music-radio  dealer 
is  now  generally  recognized  as  the  logical  out- 
let for  radio." 

The  company  has  become  one  of  the  most 
popular  music  houses  in  its  locality  because 
from  the  very  beginning  a  definite  campaign 
to  build  prestige  was  started,  and  it  has  never 
stopped.  The  firm  believes  in  service,  but  not 
to  the  extent  of  killing  profits.  The  merchandis- 
ing policy  precludes  the  necessity  of  giving  a 


from  page  33) 

great  deal  of  free  service,  for  the  simple  reason 
that  only  lines  are  handled  that,  because  of  their 
fine  quality,  make  excessive  service  unnecessary. 
This  applies  not  only  to  the  radio  department 
but  also  to  every  other  branch  of  the  business, 
talking  machines  and  other  musical  instruments 
also  being  handled. 

An  $80,000  Home 
Essig  &  Ives  have  just  finished  building  what 
is  one  of  the  finest  music  stores  on  Long  Island, 
consisting  of  basement  and  two  floors,  and  cost- 
ing in  the  neighborhood  of  $80,000.  The  build- 
ing is  thoroughly  modern,  located  on  a  corner, 
the  front  and  sides,  both  first  and  second  floor, 
being  one  huge  display  window.  The  lighting 
system  in  the  windows  provides  for  the  use  of 
various  colored  lighting,  flood  lighting  of  dis- 
plays and  spot  lights.  This  is  concrete  evidence 
of  the  success  these  two  aggressive  dealers 
have  achieved  in  the  past  eight  years. 


plays  which  occupy  the  show  window  are  many 
and  varied,  and  none  is  allowed  to  stay  until 
it  collects  dust  or  becomes  monotonous  to 
passers-by. 

Some  time  ago  The  Talking  Machine  World 
reproduced  a  photograph  of  a  display  of  the 
Radio  Phonograph  Shop,  which  featured  a  sin- 
gle record  release,  a  display  which  was  re- 
sponsible for  selling  a  surprisingly  large  num- 
ber of  records.  Herewith  is  reproduced  a  pic- 
ture of  a  recent  phonograph  parts  window 
which  had  a  like  result.  Mr.  Gillespie  has  found 


Gillespie  Features 

Phonograph  Parts 

i 

Proprietor  of  Radio  Phonograph  Shop, 
Jacksonville,  Fla.,  Has  Developed  a 
Profitable  Parts  Business 


One  of  the  characteristics  of  William  Gilles- 
pie, proprietor  of  the  Radio  Phonograph  Shop, 
129  Broad  street,  Jacksonville,  Fla.,  is  thorough- 
ness, and  one  of  the  policies  of  his  business 
is  to  take  complete  advantage  of  the  window 
display  space  to  stimulate  business  in  whatever 
product  or  products  he  is  featuring.    The  dis- 


Gillespie's  Unusual  Display 

that  the  sale  of  phonograph  parts  and  the  main- 
tenance of  a  repair  department  can  be  made  a 
profitable  undertaking  with  very  little  effort. 
Many  dealers  for  one  reason  or  another  over- 
look the  possibilities  of  this  type  of  business. 
A  glance  at  the  accompanying  photograph  will 
attest  to  the  thoroughness  of  Mr.  Gillespie's 
methods.  Every  part  and  every  accessory  of 
the  phonograph,  from  a  bolt  to  a  motor,  is 
shown  in  the  display. 


The  Miller  Music  Store  has  made  its  debut 
in  new  quarters  at  149  Sixth  street,  Salem, 
Mass.,  handling  phonographs,  radios,  pianos  and 
musical  merchandise. 


77j.-?  Talking  Machine  World,  New  York,  June,  1928 


37 


S       All  Kellogg  Models  Priced  Complete  with  Kellogg  A-C  Tubes 


Mod  I  517  with  Chassis  "A" 
and  A  ir  Column  reproducer.  $775 
(Phonograph  "Pick-up"  extra) 


Model  514  with  Chassis" A"and 

Air  Column  reproducer,  $49i 
(Phonograph  "Pick-up"  extra) 


J 


Model  519,  Chassis  "B",  Cone 

type  reproducer,  $275 
Model  516  with  Chassis  "A"  and 
Air  Column  reproducer,  $375 


Radio 


Also  at  $225 

A  beautiful  burl  walnut 
consolette.  Model  518  with 
Chassis  '  B"  but  without 
reproducer.  A  value  that  will 
make  a  spectacular  Leader 
for  the  Kellogg  Line. 


"""""IlliJ 


Selling  Records 

to  the  Collegians 

(Continued  from  page  8) 

In  nearly  every  instance  these  dealers  have  run 
tie-ups  and  have  been  enthusiastic  over  the  re- 
sults. 

Recently  Columbia  has  added  to  its  college 
advertising  schedule  several  of  the  college 
magazines — "the  comics,"  so  that  the  Columbia 
message  is  read  by  the  students  of  some  twenty 
colleges  and  universities.  In  addition  to  stimu- 
lating the  sales  of  Columbia  products,  results 
beneficial  to  the  entire  record  industry  have 
been  obtained.  Prior  to  the  advertising  done 
by  this  company,  a  few  college  periodicals,  the 
Michigan  Gargoyle  and  the  George  Washing- 
ton Ghost  among  them,  conducted  a  record  re- 
view column.  Since  the  Columbia  advertise- 
ments began  to  appear,  many  more  magazines 
have  added  this  feature.  All  makes  of  records 
are  reviewed,  and  renewed  interest  in  phono- 
graphs and  records  is  being  built  up  thereby. 

One  of  the  members  of  the  advertising  de- 
partment of  the  Columbia  Phonograph  Co., 
when  asked  concerning  the  results  of  the  cam- 
paign, stated  that  it  is  too  early  to  draw  any 
extensive  definite  conclusions  as  to  the  results 
obtained.  That  the  advertising  does  pay  is 
attested  by  some  dealers — others  are  uncertain. 
The  Columbia  Co.  does  believe,  however,  that 
dealer  co-operation  and  student  interest  has 
been  quickened  wherever  the  advertising  has 
appeared  for  a  length  of  time  sufficient  for  it 
!o  take  hold. 

A  number  of  talking  machine  dealers  who 
are  located  adjacent  to  colleges  when  queried 
as  to  the  student  trade  have  informed  The 
Talking  Machine  World  that  this  market  is  a 
fertile  one  for  certain  types  of  merchandise. 
Portable  phonographs  are  favored  over  all  other 
models  of  talking  machines  and  radio  receivers, 


and  records  also  form  a  considerable  item  of 
the  sales  made  to  students.  In  every  instance 
popular  recordings  far  exceed  other  classes  of 
records,  some  dealers  stating  that  the  percent- 
age of  popular  records  is  85  per  cent  of  all 
records  sold  to  students. 


RCA  Campaign  on 
the  New  Radiola  18 


A  window  display  campaign  is  now  being 
conducted  on  the  new  Radiola  18  by  the  Radio 
Distributing  Corp.  of  Newark,  N.  J.  The  con- 
test is  open  to  all  RCA  authorized  dealers 
in  the  Radio  Distributing  Corp.'s  territory. 

Max  H.  Kirch,  president  of  the  organization, 
recently  addressed  a  letter  to  dealers  and  news- 
papers in  New  Jersey  promoting  the  sale  of 
the  new  RCA  Model  105  loud  speaker  for  use 
by  the  newspapers  in  all  announcements  of 
important  news  and  sport  events  now  being 
broadcast  regularly. 


Radio  Broadcasts  Aid 

Victor  Record  Sales 


Two  national  radio  broadcasts  of  the  past 
month  were  used  by  Victor  dealers  to  stimu- 
late the  sales  of  records  and  instruments.  The 
first  of  these  was  the  Victor  Herbert  program 
given  on  May  24  over  station  WEAF  and 
twenty-nine  other  stations  under  the  auspices 
of  the  American  Society  of  Composers,  Authors 
and  Publishers.  The  second  broadcast  featured 
Gene  Austin,  exclusive  Victor  artist,  in  the 
Maxwell  House  Hour  on  May  31  over  a  net- 
work of  thirty-six  stations.  The  Victor  Co. 
provided  dealers  with  a  special  window  poster 
featuring  the  Austin  broadcast  and  Austin  rec- 
ords and  in  a  letter  urged  dealers  to  tie  up. 


Plan  the  Annual  Los 
Angeles  Radio  Show 

Trade  Leaders  Plan  to  Hold  Exposition 
on  Greatly  Increased  Scale  Over  Last 
Year — Many  Interesting  Features 

Los  Angeles,  Cal.,  June  6. — Radio  trades  lead- 
ers of  the  Southwest  are  engaged  in  preparing 
the  Sixth  Annual  National  Radio  Show  Beau- 
tiful, to  be  held  in  the  Ambassador  Auditorium, 
here,  September  2  to  8,  on  a  considerably  in- 
creased scale  over  that  of  last  year,  according 
to  announcement  by  A.  G.  Farquharson,  sec- 
retary of  the  Radio  Trades  Association  of  Los 
Angeles. 

With  every  booth  in  the  auditorium  sub- 
scribed, plans  are  now  under  way  for  disposal 
of  space  in  a  large  auditorium  annex  to  be 
erected  adjacent  to  the  permanent  building. 
This  method  of  increasing  the  space  of  the  ex- 
position was  followed  last  year  with  great  satis- 
faction to  all  concerned,  according  to  Waldo 
T.  Tupper,  managing  director,  who  is  well 
known  here  in  connection  with  his  activities  in 
promoting  radio  shows. 

Various  methods  of  merchandising  radio  to 
the  Southland  now  are  being  worked  out,  Mr. 
Tupper  stated.  The  crowds  this  year  are  ex- 
pected to  be  attracted  through  display  of 
scientific  devices,  rather  than  through  enter- 
tainers, it  was  said,  although  entertainment,  as 
always,  will  be  one  of  the  important  features 
of  the  show.  Extraordinarily  beautiful  booths 
will  be  constructed  especially  for  the  approach- 
ing radio  show.  Trie  show  is  expected  to 
create  great  additional  interest  in  radio 
throughout  Southern  California  and  Arizona. 
Its  sales  effect  has  been  noticed  immediately 
on  previous  occasions,  according  to  California 
dealers,  and  every  effort,  it  is  said,  will  be 
made  to  intensify  that  success. 
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farrAnd  junior 
clock  type 

;  (Model  64) 

A  new  Farrand  Speaker — new  in 
exterior,  new  in  pnit  construction, 
new  in  value  standards  —  that  bids 
fair  to  become  the  most  popular  of 
all  Farrands  — past"  or  present.  In 
beautifully  nnis'h'fedy  clock-mot  if, 
bronzed  cabinet,  10  inches  in  height. 


$19 


■ 

50 


Farrand 


Presents  for  the  Coming  Season 

The  most  remarkable  line 
in  Speaker  history! 


NOW  Farrand  Speakers  for  every 
price  class  —  now  Farrand 
Speakers  for  every  reproduction  re- 
quirement— now  Farrand  DYNAMIC 
Speakers  that  set  aside  all  former  Dy- 
namic  standards  of  performance  and 
value.  Only  Farrand  "know-how"  and 


manufacturing  facilities  —  the  largest 
speaker  plant  in  the  industry  —  can 
produce  such  vast  acoustical  advance- 
ments, such  diversity  of  design,  such 
dominance  in  value.  Communicate 
with  your  nearest  Farrand  distributor 
NOW — today — for  full  details. 


FARRAND  MFG.  CO.,  Inc.,  Metropolitan  Bldg.,  Long  Island  City,  N.  Y. 


FARRAND  GOTHIC 

Model  60.  Two-tone 
walnut  cabinet.  $35 


FARRAND  PANEL 

Model  62.  Two-tone  walnut, 
portrait  frame  effect,  $25 


FARRAND  Built-in  Table 

Model  68.  Two -tone 
walnut  table,  30"  in 


height. 


$45 


FARRAND  Box  CHASSIS 

Model  42-B.  For  dealers, 
distributors,  and  con- 
sole manufacturers.  $18 


BALANCED  ARMATURE 
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Farrand 

GOTHIC 

DYNAMIC 


$ 


50 


For  either  A.  C.  or  D.  C — 
or  Storage  Battery  operation 

The  outstanding  value  in 
Dynj 


tabl 


e  speakers 


Ail  Farrand  Speakers  — 
both  Dynamic  and  Balanced 
Armature  types — are  licensed 
under  Lektophone  Patents. 


See  the  complete  Farrand  line 
—Booths  58  and  59 — at  the 
R.  M.  A.  TRADE  SHOW 
Hotel  Stevens,  Chicago 

(Demonstration— Room  430A) 


FARRAND  DYNAMIC  CHASSIS 

For  6-volt  Storage  battery  $35 
For  D.  C.  operation  40 
For  A.  C.  operation  45 


fiY 


FARRAND  DYNAMIC 
TiffanyTableModel.  Charm- 
ing upright  console  of  two- 
tone  walnut.  $75 


FARRAND  DYNAMIC 
Console  Grande  Model.  Exquis- 
ite two-tone  walnut  console.  $110 


and  DYNAMIC  TYPE 


Summer  Profits 


PORTABLE  phonographs  have  come  into 
their  own.  North,  East,  South  and  West, 
dealers  report  a  constantly  increasing  sales 
volume  of  these  excellent  small  instruments. 
Although  the  portable  is  a  year-round  seller 
of  the  first  class,  demand  reaches  the  peak 
during  the  Summer  months,  bringing  up  the 
sales  curve  during  what  is  normally,  insofar 
as  other  lines  are  concerned,  at  least,  a  com- 
paratively slow  season. 

Canvassing  for  Sales 
Many  methods  of  increasing  the  sales  volume 
of  portable  instruments  are  being  used  by  ag- 
gressive dealers,  who  realize  that  each  sale 
of  a  portable  means  a  cash  profit  and  that 
purchasers  of  portables  are  also  excellent  pros- 
pects for  records.  From  the  simple  thought 
of  placing  a  number  of  portables  on  the  coun- 
ter in  the  store  or  in  some  other  conspicuous 
place,  to  aggressive,  well-planned  canvassing 
campaigns,  dealers  are  getting  behind  this 
product  to  their  own  distinct  advantage. 

One  retailer  in  Connecticut  reports  an  aver- 
age sale  of  twenty-five  portables  a  month 
simply  by  displaying  them  on  the  counter  in 
the  store.  Another  dealer  within  commuting 
distance  of  New  York  City,  facing  the  keenest 
kind  of  competition  from  Gotham  dealers,  who 
plays  up  these  instruments  in  his  windows, 
sells  more  than  two  hundred  a  year,  and,  bear 
this  in  mind,  each  sale  is  made  on  a  cash 
basis.  The  income  derived  in  this  way  pays 
the  overhead.  An  average  of  three  records  is 
sold  with  each  portable,  and  usually  these 
patrons  are  repeat  buyers  of  records.  That  is 
nice  business! 

Home  Demonstration 
There  is  a  talking  machine  merchant  in  the 
Middle  West  who  has  been  unusually  success- 
ful in  selling  portable  instruments  to  farmers. 
There  is  no  secret  about  it.  He  simply  loads 
a  number  of  portables  in  his  flivver  and  goes 
out  into  the  country.  When  he  comqs  to  a 
farmhouse  he  visits  with  the  inhabitants  and 
usually  succeeds  in  leaving  a  portable  for  a 
few  days'  trial  or  on  the  plea  that  he  has 
other  stops  to  make  and  will  return  in  several 
days  for  the  instrument.  With  the  machine 
he  leaves  a  number  of  records  and  urges  the 


By  Leslie  A.  Ferguson 


fanner  to  make  use  of  the  portable  until  he, 
the  dealer,  returns.  In  the  majority  of  in- 
stances the  machine  remains  in  the  permanent 
possession  of  the  farmer  and  his  family. 
Canvass  Summer  Places 
The  manager  of  a  retail  store  in  a  small 
city  on  the  Hudson  River,  in  New  York  State, 
has  found  .a  nearby  cottage  colony  a  prolific 
source  of  portable  talking  machine  and  record 


There  is  no  instrument  that  has 
a  wider  sales  field  than  the 
portable  phonograph.  The 
small  apartment  resident,  the 
Summer  bungalow  owner  or 
tenant,  the  owner  of  a  cabinet 
instrument,  boys  at  camp,  mo- 
torists— all  are  likely  prospects 
for  the  portable  and  the  price 
range  is  within  the  reach  of  all. 


sales.  He  makes  the  rounds  of  the  cottages 
once  a  month,  striving  to  sell  those  who  have 
no  instrument  a  portable  and  demonstrating 
records  for  machine  owners.  This  is  the  type 
of  aggressive  merchandising  that  is  turning 
"dull  Summer"  into  a  period  of  activity  and 
profit  for  far-sighted  retailers. 

In  the  Cities 
In  the  larger  cities,  where  the  dealer  has 
no  Summer  resort  business  to  work  on,  there 
is  a  growing  market  for  portables.  The  very 
small  two  and  three-room  apartments  give  the 
dealer  the  opportunity  to  engage  in  highly 
lucrative  sales  promotion  work  in  the  interest 
of  the  portable.  A  dealer  on  Broadway,  New 
York,  whose  sales  field  consists  entirely  of 
huge  apartment  houses  and  hotels,  sells  close 
to  three  hundred  portables  a  year.  How? 
Not  by  any  super-salesmanship.  He  simply 
displays  the  lines  he  carries  and  resorts  to 
advertising  and  direct  mail  to  bring  the  merits 
of  his  products  to  the  attention  of  the  public. 


He  also  has  made  an  arrangement  with  the 
bellhops  in  the  nearby  hotels  to  pay  commis- 
sions on  sales.  The  results  are  remarkably 
satisfactory. 

A  Broad  Field 

These  are  only  a  few  outlets  for  the  portable. 
Every  person  is  a  prospect.  One  fact  stands 
out  sharp  and  clear:  If  the  dealer  will  really 
make  a  sustained  effort  to  sell  portable  in- 
struments he  will  have  little  difficulty  in  doing 
so.  The  opportunities  are  unlimited  and  there 
is  a  broader  aspect  to  this  business  which 
must  not  be  lost  sight  of.  Record  sales  are 
an  important  part  of  the  retail  talking  machine 
business  and  each  portable  sold  not  only  means 
a  worth-while  stimulation  of  record  business, 
but  the  contact  established  by  the  sale  of  a 
small  instrument  eventually  may  lead  to  the 
sale  of  a  larger  model  talking  machine  or 
radio  set.    It  is  a  profitable  market. 

L.  R.  Schadwald  Joins 

Northeastern  Radio,  Inc. 

Boston,  Mass  .  Tune  4. — A.  Ullman,  president 
of  Northeastern  Radio,  Inc.,  radio  distributor, 
recently  announced  the  addition  to  the  sales 
staff  of  L.  R.  Schadwald.  Mr.  Schadwald  has 
been  connected  with  the  French  Battery  Co. 
since  1923  and  for  the  past  three  years  has 
been  in  charge  of  Ray-O-Vac  sales  as  New 
England  district  manager.  He  will  represent 
Northeastern  Radio,  Inc.,  in  the  Greater  Bos- 
ton territory. 


New  RCA  Booklet 


A  recent  lecture  delivered  by  Pierre  Bouch- 
eron,  advertising  manager  of  the  Radio  Corp. 
of  America,  before  the  Harvard  Business 
School  on  "Advertising  Radio  to  the  American 
Public"  has  been  made  the  subject  of  an  at- 
tractive booklet.  It  is  an  exposition  of  the 
part  played  by  advertising  in  the  development 
of  the  radio  industry  from  its  inception,  and  is 
an  authoritative  treatise  on  the  subject.  It  is 
profusely  illustrated. 


Sell  Albums  That  Will  Adequately  Protect  Your 
Customers''  Valuable  Records 

The  New  National 
Loose  Leaf  Record  Album 

Beautiful  in  design. 
Durable  and  flat-opening.  . 

(Patent  Applied  For) 
W rite  for  descriptive  list  and  prices. 

NATIONAL  PUBLISHING  CO. 

Factory  and  Main  Office 
239-245  So.  American  St.,  Philadelphia,  Pa. 
Salesroom:    225  Fifth  Ave.,  New  York  Gty 
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Phonograph  Corporation 


OTTO  HEINEMAN,  President  and  General  Manager 

25  West  45th.  Street  New  York,  N.  Y. 
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Johann  Strauss 

QDEDN 


3225 
12  inch 
1.25 

3224 
12  inch 
1.25 

5140 
12  inch 
1.50 
PIETRO 

5141 
12  inch 

1.50 
PIETRO 


ELECIRIC 


RECORDS 

BLUE  DANUBE  WALTZ,  (Johann  Strauss) 
KAISER  WALTZ,  (Johann  Strauss) 

Dajos  Bela  and  his  Orchestra 
IN  A  MONASTERY  GARDEN, 

( A.  W.  Ketelbey) 
IN  A  PERSIAN  MARKET,  (A.  W.  Ketelbey) 

ODEON  Orchestra 
CAVALLERIA  RUSTICANA,  (Mascagni) 
Prelude,  Part  1  and  2  —  Siciliana 

"0  Lola" 

MASCAGNI,  Conducting  the  Orchestra  of  the 
State  Opera  House,  Berlin 
CAVALLERIA  RUSTICANA,  (Mascagni) 
Prelude,  Part  3  and  Entrance 
Chorus 

MASCAGNI,  Conducting  the  Orchestra  of  the 
State  Opera  House,  Berlin 


Okeh  Phonograph  Corporation 


OTTO  HEINEMAN,  President  and  General  Manager 


25  West  45th  Street 


New  York,  N.  Y. 
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R.  B.  Nail  Joins  the 
Kellogg  Sales  Staff 
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Former  Sales  Manager  of  Davidson  Talk- 
ing Machine  Shop  Will  Cover  Northern 
Illinois  and  Indiana,  Excluding  Chicago 

Chicago,  III.,  June  4. — R.  B.  Nail,  former  sales 
manager  of  the  Davidson  Talking  Machine 
Shop  of  this  city  has  been  selected  to  represent 


R.  B.  Nail 

the  Kellogg  Radio  Division  of  the  Kellogg 
Switchboard  &  Supply  Co.  in  the  territory  cov- 
ering Northern  Illinois  and  Indiana,  exclusive 
of  Chicago. 

The  retail  experience  gained  in  radio  by  Mr. 
Nail  will  make  him  especially  valuable  in  his 
new  post.  Mr.  Nail  thoroughly  understands 
dealers'  problems,  and  will  be  able  to  give 
Kellogg  dealers  the  benefit  of  his  experience. 


Fromar  Co.  Appointed 
Kolster  Distributor 

Appointment  of  the  Fromar  Co.,  Harrisburg, 
Pa.,  as  distributor  of  Kolster  Radio  in  eastern 
Pennsylvania,  has  been  announced.  The  ter- 
ritory allotted  to  the  Fromar  organization 
surrounds  Harrisburg,  including  Altoona  on 
the  west  and  Williamsport  on  the  north.  Paul 
D.  Bodwell  will  direct  the  sales  of  the  Kolster 
line  in  this  district. 

Eveready  batteries,  Cunningham  tubes,  Mag- 
navox  speakers  and  Dubilier  products  are 
among  the  radio  lines  now  handled  by  the 
Fromar  Co.  Troy  B.  Wildermuth,  president 
of  the  organization,  expressed  gratification  at 
the  addition  of  Kolster  Radio  to  their  other 
successful  lines. 


Using  Page  Ads  in  "Post" 

Another  evidence  of  increasing  Summer  ac- 
tivity in  radio  is  the  announcement  by  Major 
Herbert  H.  Frost,- vice-president  of  the  Kolster 
Radio  Corp.,  that  the  Kolster  products  will  be 
advertised  in  full-page  displays  in  the  Saturday 
Evening  Post  during  the  Summer  months,  be- 
ginning with  the  issue  of  May  19.  Advance 
copies  of  the  advertisements  are  being  sent  to 
authorized  Kolster  dealers  to  display  in  their 
windows  as  a  tie-up  with  the  extensive  Satur- 
day Evening  Post  campaign. 


Changes  Name 

The  Great  Falls  Phonograph  Co.,  of  Great 
Falls,  Mont.,  has  changed  its  name  to  the  Cory 
Music  House.  In  addition  to  pianos,  Edison 
phonographs,  records  and  King  band  instru- 
ments are  carried. 


FERRYMAN  RADIO  TUBES 


FERRYMAN 


Distance  Without  Distortion 


All 


the  A.  C. 


Types  • 


Qet  our  1928  propo- 
sition* Easier  sales, 
unlimited  guarantee 
and  extra  profit* 


1.  Extra  profit  in  the  sales  price. 

2.  Extra  profit  because  Perryman  Types  226, 
227,  280  and  281  have  been  perfected  and 
improved  and  are  guaranteed  to  give  extra 
long  life  and  service. 

3.  Extra  profit  because  they  stay  sold.  No 
replacements  to  eat  up  profits.  (They  must 
make  good  or  we  do.) 

4.  Extra  profit  because  they  bring  back  new 
business  on  their  excellent  performance. 

See  the  Perryman  Exhibit  at  the  Chicago 
Show.  We'll  be  in  Room  502,  Hotel 
Stevens.  Be  sure  to  get  our  attractive 
1928  proposition. 


Perryman  Electric  Company,  Inc. 

33  West  60th  Street  New  York,  N.  Y. 

Plant:  North  Bergen,  New  Jersey 


PERRYMAN  RADIO  TUBES 

A  Complete  Line,  of  Standard  Equipment  for  every  Radio  Purpose 


Each  month  W. 
Braid  White  will 
suggest  methods 
of  s  t  i  m  ulating 
retail  sales  of 
high-class  music 


Creating  a  Record 
Demand  for  Finest  Music 


ONE  of  the  most  encouraging  features  of 
the  record  situation,  as  I  view  it,  is  to  be 
seen  in  the  determination  of  houses  like 
Victor  and  Columbia,  to  pin  their  faith  to  the 
standard  of  high-class  music.  This  faith  is  con- 
stantly being  expressed  in  one  way  or  another, 
and  one  of  the  most  striking  of  these  is  evident 
in  the  growing  practice  of  re-recording  music 
which  has  already  made  a  place  for  itself  in 
the  older  form.  This  practice  is  not,  of  course, 
being  discussed  very  openly,  for  the  simple  rea- 
son that  a  great  deal  of  the  acoustically  re- 
corded music  is  still  not  only  available  but 
musically  satisfactory.  Certain  instruments,  and 
certain  types  of  solo  voice,  recorded  so  well 
with  the  old  horn  and  diaphragm  that  it  would 
be  absurd  at  this  time  to  cast  them  aside.  On 
the  other  hand,  there  is  a  great  deal  of  such 
recording  still  available  that  represents  singing 
or  playing  which  can  no  longer  be  repeated 
since  the  artists  are  no  longer  on  earth. 
The  "Unfinished" 
Nevertheless,  for  orchestral,  instrumental  en- 
semble, choral  or  orchestrally  accompanied  solo 
work,  there  is  nothing  for  it  but  to  bring  the 
catalogs  up-to-date  as  rapidly  as  possible  by  re- 
recording;  and  this  is  now  going  on  steadily. 
Personally,  I  am  delighted  with  the  results. 
Consider,  for  instance,  that  perennial  favorite, 
the  Unfinished  Symphony  of  Schubert.  How 
many  thousands  of  men  and  women  have  ob- 
tained their  first  insight  into  the  beauties  of 
artistic  music  through  listening  to  the  old 
records  of  this  lovely  work,  it  is  doubtless  not 
possible  to  estimate;  but  the  number  is  cer- 
tainly vast.  Now,  any  one  who  has  heard 
this  symphony  played  by  a  great  orchestra  in 
a  suitable  concert  room  knows  that  the  old  re- 
cording was  defective,  despite  its  many  excel- 
lences, in  respect  of  the  range  of  the  sounds  it 
would  record.  Thus,  the  opening  of  the  first 
movement  of  the  Unfinished  Symphony  intro- 
duces a  passage  for  the  stringed  contra-basses 
which,  although  it  lasts  only  through  a  half- 
dozen  measures,  sets  the  emotional  key  of  the 
whole  movement  and  is  tremendously  impres- 
sive. The  old  recording  does  not,  because  it 
cannot,  give  the  proper  effect  of  this  passage. 
What  it  does  give  is  the  series  of  upper  partial 
tones  above  the  fundamentals  of  the  low  bass 
notes.  The  resulting  effect  is  not  satisfactory 
and  the  impressiveness  of  the  passage  is  lost. 
In  order  to  comprehend  what  the  electrical 
method  of  recording  has  done  for  the  phono- 
graphic art,  one  only  has  to  contrast  its  treat- 
ment of  the  opening  passage  of  the  Unfinished 
Symphony  with  that  which  the  other  system 
gave.    There  is  simply  no  comparison. 

Again  the  second  (last)  movement  of  the 
Unfinished  Symphony  opens  with  a  wood  wind 
and  string  passage  which  I  have  never  heard 
brought  out  by  the  old  method  to  even  approxi- 
mate perfection.  The  electric  method  brings  out 
perfectly  just  what  the  other  misses;  namely 
the  complete  effect  of  the  pizzicati  (plucked) 
notes  of  the  double  basses  and  the  low  tones  of 
the  bassoons.  Rightly  reproduced,  the  tonal 
effect  is  singularly  lovely;  but  only  electrical 
recording  can  manage  it. 


Faith  in  the  Best  Music 


If  I  were  selling  records  I  think  I  should  take 
special  care  to  let  all  my  "high-class"  customers 
know  that  it  is  worth  their  while  to  become  ex- 
tremely '"dissatisfied"  with  their  old-style  or- 
chestral records.  Nothing  is  easier  than  to  pro- 
duce this  dissatisfaction.  It  is  only  necessary 
to  let  owners  of  old  style  orchestral  or  ensemble 
records  hear  the  re-recordings. 

I  could  give  many  examples  of  what  I  mean 
in  other  fields  also,  as  for  instance  in  string 
quartets.  It  might  seem  as  if  the  electrical 
method  would  not  show  up  so  markedly  here, 
but  in  point  of  fact  the  relative  difference  is 
just  about  the  same.  The  cello,  nearly  always 
thrust  too  much  into  the  background  by  the 
acoustic  recording,  now  stands  out  in  its  true 
prominence,  and  the  delicate  tones  of  the  viola 
comes  likewise  into  desired  and  needed  clear- 
ness. For  examples  let  me  suggest  the  Col- 
umbia recording  of  Schubert's  Death  and  the 
Maiden  quartet,  or  the  Victor  version  of  the 
Schubert  B  flat  trio  for  piano,  violin  and  cello. 
Piano  Recording 

I  say  again  that  if  I  were  a  phonograph 
dealer  to-day  I  should  never  cease  to  find  new 
reasons  for  being  pleased  with  the  way  things 
are  going.  The  new  methods  of  recording  are 
showing  daily  more  remarkable  results  and 
among  these  none  is  more  striking  than  the 
recent  accomplishments  in  the  field  of  piano 
recording.  Let  me  just  direct  attention  to  the 
four  records  lately  issued  as  one  of  the  Victor 
Musical  Masterpieces,  containing  the  24  Pre- 
ludes of  Chopin,  played  by  Alfred  Cortot. 

I  shall  not  waste  the  reader's  time  with  an 
eulogy  of  Frederic  Francois  Chopin.  The 
Polish  composer  has  been  written  and  talked 
about,  interpreted  and  played,  more  often  than 
any  other  man  who  ever  wrote  music  for  the 
piano.  His  name  is  probably,  one  of  the  three 
or  four  best  known  names  in  music.  Millions 
who  would  not  know  a  Nocturne  from  a  Pol- 
onaise have  heard  of  Chopin  and  to-day  are 
learning  through  their  ears  something  about 
his  music.  Anything  that  I  could  say  would 
therefore  be  unimportant. 

The  Preludes 

Chopin  published  in  1839  under  the  opus  num- 
ber 28  a  set  of  short  pieces  to  which  he  gave  the 
generic  name  Preludes.  Camille  Pleyel,  the 
music  publisher  and  piano  manufacturer  of 
Paris,  bought  the  work  from  Chopin  for  2,000 
francs,  the  equivalent  of  about  $400.  Niecks, 
who  was  certainly  in  a  position  to  know,  de- 
clared that  the  Preludes  were  worked  up  mostly 
from  sketches  and  jottings  in  Chopin's  portfolio 
of  casual  memoranda,  where  he  placed  the  ideas 
that  came  to  him  suddenly  and  at  moments 
when  he  could  not  at  once  use  them.  All  com- 
posers have  had  these  musical  stock-pots, 
whence  they  had  drawn  valuable  material,  later 
to  be  worked  into  larger  forms,  Beethoven,  for 
instance,  wrote  down  every  idea  that  occurred 
to  him  in  the  famous  sketch  books,  whose 
leaves  have  revealed  so  many  of  the  secrets  of 
his  methods  of  composition.  On  the  whole,  it-is 
safer  to  disregard  the  pretty  legends  which  have 
clung  around  the  origin  of  the  Preludes  and  to 
suppose  that  Chopin  found  himself  in  need  of 


Intelligent  p  r  o- 
motion  of  sales 
of  good  music 
means  more  sub- 
stantial success 
for  the  retailers 


cash  for  his  projected  expedition  to  the  Balearic 
Isles  for  the  Winter  of  1839  with  Groeg  Sand, 
that  he  gathered  up  his  scattered  music  memo- 
randa, worked  them  up  into  the  24  little  master- 
pieces of  which  we  are  now  speaking,  took  them 
to  Pleyel,  and  got  his  2,000  francs  for  them.  Yet. 
the  simple  and  authentic  fact  remains  that  these 
24  trifles  (as  so.  many  of  them  really  are)  con- 
stitute an  astounding  work  of  genius,  over  the 
interpretation  of  which  the  greatest  pianists 
and  the  greatest  critics  have  argued  unceasingly 
for  ninety  years. 

Through  a  good  many  of  the  Preludes  any 
school  girl  can  play  her  way  correctly  enough; 
yet  each  and  every  one  has  in  it  something 
which  will  catch  and  hold  the  best  efforts  of  the 
greatest  of  keyboard  artists.  Anyone  can  play 
the  notes  of  most  of  them;  but  the  highest  skill 
of  the  greatest  artist  will  not  exhaust  their 
emotional  possibilities. 

\  Cortot 

Cortot  has  fulfilled -his  task  nobly.  Himself, 
a  Frenchman,  and  one  of  the  finest  of  con- 
temporary pianists,  he  has  always  been  a  care- 
ful student  of  Chopin  and  has  acquired  a  world- 
wide repute  as  an  interpreter  of  the  Polish  tone- 
poet's  works.  Cortot  is  by  no  means  a  senti- 
mentalist and  his  interpretations  of  Chopin  are 
marred  by  no  such  overdone  mannerisms  as 
often  spoil  the  playing  of  de  Pachmann  and 
others  of  the  same  temper.  Yet  he  manages 
here  to  give  not  merely  an  adequate  but  an  in- 
tensely interesting  interpretation  of  the  famous 
24.  In  particular  I  would  direct  attention  to  the 
3rd,  the  6th,  the  13th,  the  16th,  the  20th,  and 
the  23rd,  as  specimens  of  Cortot's  amazing,  al- 
most uncanny,  mastery  both  of  the  keyboard 
and  of  Chopin's  peculiar  idiom. 

Sell  the  Music  Lovers 

There  should  be  not  the  least  difficulty  in  sell- 
ing these  records.  Every  piano  teacher  in  town 
ought  to  be  made  immediately  and  thoroughly 
acquainted  with  them.  Given  a  full-sized  ma- 
chine of  the  most  modern  type,  one  can  get  re- 
sults from  these  records  which  not  even  the 
most  fussy  of  musicians  will  quarrel  with.  I 
will  not  say  that  the  effect  on  the  ear  is  the 
same  as  one  gets  from  actually  listening  to  the 
same  artist  at  the  piano  in  a  concert  room; 
but  I  do  say  that  for  style,  interpretation, 
method,  for  an  illustration  which  can  be  used 
over  and  over  again,  with  the  printed  music  in 
hand,  of  how  a  great  artist  plays  these  Pre- 
ludes, nothing  could  be  finer. 

It  is  in  work  of  this  kind  that  the  phonograph 
dealer  can  find  ways  of  reaching  the  hitherto 
unreached  and  unreachable  musical  mind,  which 
to  so  large  an  extent  still  refuses  to  take  the 
phonograph  seriously.  As  I  have  always  said, 
"get  the  musicians,  the  piano  teachers,  the 
school-music  teachers,  the  organists,  the  musical 
society  members,  on  your  side.  Get  them  and 
you  have  got  the  whole  community." 

And  it  might  be  added  that  when  one  has 
"got"  the  whole  community,  in  the  sense  dis- 
cussed above,  one  has  got  a  good  deal  more 
than  might  appear  from  the  context.  One  has 
then  a  steady  and  ever  profitable  record  busi- 
ness. 


VAN  VEEN  SOUND-PROOF  BOOTHS  XXm^*™"1 


Write  VAN  VEEN  &  COMPANY,  Inc., 


313-315  East  31st  Street,  New  York  City 


The  Talking  Machine  World,  New  York,  June,  1928 


43 


5rr=s9 


AN  announcement  of  new  achieve- 
b  menls  thai  will  sharply  influence 
the  entire  radio  industry  is  to  he  made 
by  Spartou  at  the  Chicago  show.  Dealers 
not  attending  the  show  are  invited  to 
file  their  names  with  us  AT  ONCE,  to 
receive  by  mail  the  full  details  of  a  very 
definite  step  ahead  in  radio  design  and 
sales.  We  promise  interesting  disclosures. 

The  sparks -Withington  company 
jackson,  michigan 

Be  SURE  to  visit  our 

DEMONSTRATION  ROOMS 

Rooms  505,  904,  905  and  90rt 
Stevens  Hotel,  Chicago 

June  11th  to  J  une  16th 
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"I'm  glad  Daddy  got  a 
Shamrock.  It's  so  easy 
to  operate. 


"I  didn't  know  what  se- 
lectivity really  was,  till  I 
heard  Shamrock  for  the 
first  time." 


It  Took  Seven  Years  to 
Develop  This  Receiver 

NEVER  content  with  resting  on  its 
laurels  —  Shamrock  again  steps 
ahead  this  year  with  the  new  Dynamic 
Electric  —  the  logical  yet  sensational 
result  of  seven  years  of  radio  engi- 
neering and  experiment. 

Judge  it  critically,  severely,  without 
bias  —  and  you  will  see  why  dealers 
who  are  veterans  in  radio,  who  are 
usually  blind  to  radio  advertising 
aess     claims  and  deaf  to  salesmen's  spout- 

tuhes) 

O  YNAMIC 


$95  list 
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'I'm  getting  acquainted  with 
my  own  children  again,  now 
that  Shamrock  keeps  them 
home  in  the  evening!" 


"Bob's  going  to  give  me 
a  Shamrock  for  our  new 
little  home." 


"OH  boy.'  but  can't  I  drag 
in  the  stations  .  .  ." 


ing  —  why  these  "hard-boiled"  radio 
men  are  placing  their  money  on  the 
Shamrock  Dynamic  Electric.  Judge 
it  yourself!  That's  all  we  say.  Judge 
it  for  distance,  for  selectivity,  for  vol- 
ume, for  tonal  value.  The  Shamrock 
Dynamic  Electric  is  not  "just  another 
electric."  It  is  the  newest  advance  in 
radio  by  one  of  the  pioneer  builders 
of  radio.  Hear  it ! 

Shamrock  Cabinets  are  available  in  fin- 
ishes to  accord  with  every  color  scheme  — 
Antique  Walnut,  Chinese  Green  Lacquer, 
Mandarin  Red  Lacquer,  Ebony  and  Gold, 
and  Ivory.  Their  beauty  of  design  and 
decorative  carved  wood  panel  make  them 
effective  on  any  type  of  table,  cabinet,  or 
console,  yet  they  are  modestly  priced  at 
only  $95  list. 


NATIONAL  ADVERTISING 


National  advertising  with  a  real  human  interest 
appeal  is  broadcasting  the  good  news  that  here 
at  last  is  a  radio  set  the  whole  family  agrees  on! 


ire 


HAMMOCK 


S  „.„„„ 

160  Summit  Street  Newark,  N.  J. 
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Distribu  tor s 


THE  ARTOPHONE  CORPORATION 
1624  Pine  St.,  St.  Louis,  Mo. 

THE  ARTOPHONE  CORPORATION 
McCall  Building 
Memphis,  Tennessee 

THE  ARTOPHONE  CORPORATION 

203  Central  Exchange  Building, 
804  Grand  Avenue,  Kansas  City,  Mo. 

GEORGE  CAMPE 
611  Howard  Street,  San  Francisco,  Cal. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
227  W.  Washington  St.,  Chicago,  III 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

GROSSMAN  BROS.  MUSIC 
COMPANY 
2144  E.  2nd  Street,  Cleveland,  Ohio 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

HAWAII  MUSIC  COMPANY 
1021  Fort  Street,  Honolulu,  Hawaii 

L.  D.  HEATER 

469^  Washington  St.,  Portland,  Ore. 

IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y. 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St.,  New  York  City 

PACIFIC  WHOLESALE,  INC. 
433  E.  Twelfth,  Cor.  Wall  Street, 
Los  Angeles,  Cal. 

JAMES  K.  POLK,  INC. 
217  Whitehall  St.,  S.  W.,  Atlanta,  Ga. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
803-05  West  Broad  St.,  Richmond,  Va. 

THE  Q.  R.  S.  MUSIC  CO. 
1017  Sansom  St. 
Philadelphia,  Pa. 

STERLING  ROLL  &  RECORD 

COMPANY 
322  Race  Street,  Cincinnati,  Ohio 


Radio  Stocks  in  the 
Hands  of  Dealers 


Bureau  of  Foreign  Domestic  Commerce 
Compiles  Figures  Showing  Stocks  of 
Radio  Merchandise  as  of  April  1,  1928 

In  a  compilation  of  the  merchandise  in  the 
hands  of  radio  dealers  as  of  April  1,  1928, 
made  by  the  Electrical  Equipment  Division  of 
the  Bureau  of  Foreign  and  Domestic  Com- 
merce, Washington,  D.  C,  with  the  assistance 
and  co-operation  of  the  Radio  Division  of  the 
National  Electrical  Manufacturers'  Association, 
the  following  totals  are  reported  from  8,291 
dealers  who  replied,  of  the  31,798  to  whom 
questionnaires  were  sent.  The  figures  of  the 
stocks  in  hand  as  of  January  1,  1928,  are  also 
given  for  comparison  purposes.  Receiving 
sets,  battery  operated:  49,682,  April  1;  62,778, 
January  1;  AC  operated,  31,069,  April  1;  25,584, 
January  1.  Loud  speakers:  ordinary,  67,952, 
April  1;  74,771,  January  1;  amplified,  3,126, 
April  1;  3,054,  January  1.  Batteries:  storage 
"A,"  37,579,  April  1;  42,500,  January  1;  45  volt 
dry  "B,"  142,060,  April  1;  188,376  January  1; 
22]/2  volt  dry  "B,"  47,370,  April  1;  59,204,  Janu- 
ary 1;  \y2  volt  dry  "C,"  82,673,  April  1;  88,409, 
January  1. 

Socket  power  units:  With  "A"  storage  bat- 
tery, 6,523,  April  1;  8,536,  January  1;  without 
storage  battery,  5,403,  April  1;  7,169,  January 
1;  "B,"  16,999,  April  1;  20,882,  January  1;  "A" 
and  "B,"  10,987,  April  1;  13,166,  January  1. 
Tubes  (receiving);  power  (output)  77,970, 
April  1;  79,125,  January  1;  AC,  154,603,  April 
1;  115,004,  January  1;  battery  tubes,  dry,  136,- 
150,  April  1;  144,210,  January  1;  storage  battery 
tubes,  274,516,  April  1;  299,471,  January  1.  Tubes 
(rectifying):  high  voltage  for  "B,"  29,553; 
April  1;  28,644,  January  1;  low  voltage  for  "A," 
11,093,  April  1;  11,169,  January  1. 


Jewell  Issues  Cata- 
log of  Instruments 

Full  Line  of  Electrical  Measuring  Instru- 
ments Made  by  the  Jewell  Electrical 
Instrument  Co.  Is  Described 


Chicago,  III.,  June  6. — One  of  the  most  com- 
plete catalogs  ever  issued  devoted  to  a 
description  of  electrical  measuring  instruments 
has  been  issued  by  the  Jewell  Electrical  In- 
strument Co.,  of  this  city.  This  catalog, 
known  as  No.  16,  consists  of  112  pages,  giving 
:i  complete  description  of  the  products  manu- 
factured by  the  company,  and  it  is  profusely 
illustrated.  A  foreword  on  page  2  explains 
the  slogan  which  is  being  used  in  Jewell  ad- 
vertising and  which  forms  a  running  head  over 
each  page.  The  slogan  is  "Twenty-eight  years 
making  good  instruments."  The  "twenty-eight" 
years  refers  to  the  period  in  which  the  organiza- 
tion has  been  engaged  in  continuous  research, 
development  and  manufacture  of  electrical  meas- 
uring instruments;  "making  good  instruments" 
is  the  claim,  conservative  and  honest,  which  is 
the  ideal  every  Jewell  employe,  executive  and 
instrument  maker  alike,  strives  to  uphold. 

Among  the  many  instruments  made  by  the 
Jewell  organization  for  use  with  radio  sets  and 
which  are  illustrated  and  described  are  the 
A-B  Relay  for  accomplishing  trickle  charging 
and  B-eliminator  switching  automatically;  volt- 
meter, pattern  No.  190,  designed  principally  to 
take  care  of  the  demand  for  a  small  panel  type 
instrument  in  sets  using  alternating  current; 
the  Jewell  Tip-Jack  Voltmeter,  the  Double 
Reading  Two-inch  instrument;  Pattern  No. 
135-B  voltmeter  for  "A"  and  "B"  battery  check- 
ing; the  AC-DC  set  Analyzer,  pattern  No.  137, 
designed  for  servicing  both  AC  and  DC 
operated  radio  sets;  pattern  No.  133-A  set 
analyzer   for   the   dealer   servicing   only  DC 


MICA 
DIAPHRAGMS 

Immediate  delivery — all  sizes 
Send  for  free  samples  and  prices 
All   Mica  Products 

INTERNATIONAL  MICA  CO. 

Baring  539 

PHILADELPHIA,  PA.  fiuw.  pmia. 


operated  sets;  pattern  No.  133  set  analyzer, 
similar  to  the  133-A,  with  the  exception  that 
it  is  designed  for  reading  at  lower  ranges. 
Other  service  test  sets  include  pattern  No.  117, 
built  in  two  .sections,  the  upper  containing  the 
instrument  panel  and  tool  drawer,  the  lower  a 
compartment  for  carrying  a  set  of  batteries; 
the  direct  reading  vacuum  tube  test  set,  pattern 
No.  130,  designed  to  eliminate  the  necessity 
of  plotting  curves  to  obtain  tube  character- 
istics; radio  test  set,  pattern  No.  145,  designed 
to  cover  the  sets  using  the  new  types  of  tubes, 
particularly  those  requiring  high  voltages.  The 
tube  checkers  include  the  AC-DC  tube  checker, 
the  DC  tube  checker  and  the  Junior  tube 
checker,  which  is  designed  for  checking  tubes 
at  home. 

A  variety  of  other  instruments,  including  the 
B-eliminator  tester,  grid  leak  tester,  direct 
reading  capacity  meter,  a  high  resistance  volt- 
meter for  B-eliminator  testing,  B-eliminator 
checker,  a  de  luxe  portable  voltmeter,  many 
other  patterns  of  voltmeters,  a  lightning  ar- 
rester, panel  cutters  and  portable  resistors  are 
described  and  illustrated  in  the  catalog. 

Orval  Simpson,  president  of  the  Jewell  Elec- 
trical Instrument  Co.,  states  that  any  electrical 
engineer  or  individual  using  or  specifying  the 
use  of  instruments  in  any  quantity  can  secure 
a  copy  of  the  catalog  by  writing  the  Jewell 
offices  on  his  firm's  stationery. 


Canadian  Splitdorf 
Manager  a  Visitor 

G.  Ryan,  manager  of  the  Splitdorf  interests 
in  Toronto,  Canada,  was  a  recent  visitor  to  the 
headquarters  of  the  Splitdorf  Radio  Corp.,  in 
Newark,  N.  J.    He  announced  that  the  manu- 


G.  Ryan 

facturing  and  assembly  departments  of  the 
Toronto  branch  are  now  located  in  larger  quar- 
ters, occupying  the  entire  building  at  44  Carl- 
ton street,  where  automotive  and  radio  products 
are  turned  out.  The  Canadian  company  has 
arranged  to  take  care  of  a  large  production  of 
radio  receiving  sets,  and  a  banner  year  in  radio 
is  expected. 
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New  frPace  Makers"  in  Radio  with  Full 
FEDERAL  ORTHO-SONIC  TONE 


_T  EDERAL  will  christen  two  new,  distinctive,  popular 
priced,  all- electric  receiving  sets  using  A.  C.  tubes;  a  new, 
low  priced,  6-tube  battery  model  and  other  business  getting 
additions  to  its  line  at  the  R.  M.  A.  Show.  These  sets  will  be  "Pace 
Makers"  in  Radio— a  step  ahead  of  the  rest  of  the  field. 

Beautifully  designed    «  •    Distinctively  new  in  style 

Compact  in  size    •  •    Marvels  in  selectivity 
Deep,  rich  Ortho-sonic  tone    •<    All  self-contained 
Inviting  low  prices  that  will  bring  new  radio  business  to  the  Dealer — 

AND 

Built  by  a  manufacturer  whose  reliability  and  products  are  firmly 
established  in  the  industry. 

The  Federal  Line  is  getting  the  business  because  of  its  complete  selection  of  both 
all-electric  and  battery  sets,  because  of  its  wide  price  range  with  a  model  for  every 
purse  and  because  of  the  recognized  quality  of  Ortho-sonic  Tone — now  conceded 
to  be  the  biggest  selling  factor  in  radio. 

A  New  National  "Trade-in  Plan''  that  is 
Bringing  Quick  Profits 

This  selling  plan  was  tried  by  hundreds  of  "Designated  Federal  Dealers"  during 
February,  March  and  April.  283  reports  showed  an  average  of  over  128% 
increase  in  radio  business  over  the  same  months  in  1927.  This  plan  on  a  country- 
wide basis  is  exclusively  Federal's  —  an  innovation  in  the  industry.  It  makes  every 
one  of  the  twelve  months  a  radio  month. 

FEDERAL  RADIO  CORPORATION,  BUFFALO,  N.  Y. 

(Division  of  The  Federal  Telephone  Manufacturing  Corp.) 
OPERATING  BROADCAST  STATION  WGR  AT  BUFFALO 
Federal  Ortho-sonic  Radio.  Ltd.,  Bridgehurg,  Ont. 

FEDERAL  °*x*q*lwic*  RADIO 


Licensed  under  patents 
owned  and  i  or  controlled 
by  Radio  Corporation  of 
America,  and  i?i  Canada 
by  Canadian  Radio 
Patents,  Ltd. 


See  you  a!  the  R.  M  A.  Show,  Room  534  and  Spares 
81  and  82.  If  you  don't  attend,  use  this  coupon 


•  Federal' 8  fundamental 
exclusive  development 
making  possible  Ortho- 
sonic  reproduction  is  pat- 
ented under  U.  S.  Letters 
Patent  No.  1,582,170 


FEDERAL  RADIO  CORPORATION, 
1 738  Elm  wood  Avenue,  Buffalo,  New  York 

Please  send  me  the  facts  about  the  new  Federal 
the  new  Federal  Ortho-sonic  Models. 


'Trade-in"  Plan  and 


Name  

Address  City 


Cash  Bonuses  for  Extra 
Efforts  Build  Volume 

San  Antonio  Music  Co.  Offers  Incentive  to  Record 
Sales  Staff  and  Is  Rewarded  With  Business  Gain 

By  B.  C.  Reber 


AN  ingenious  plan  for  increasing  the 
amount  of  each  sale  has  been  worked 
out  in  the  record  department  of  the  San 
Antonio  Music  Co.,  of  San  Antonio,  Tex., 
which,  because  of  its  economical  operation 
and  effectiveness,  is  worth  passing  on  for 
the  benefit  of  other  dealers.  The  plan  is  de- 
scribed by  J.  E.  McDonald,  general  manager  of 
the  firm: 

"By  a  unit  sale,  we  mean  the  amount  in  dol- 
lars and  cents  in  merchandise  sold  to  each 
customer.  When  this  is  taken  into  consideration 
it  will  be  found  to  have  an  important  bearing 
on  the  success  of  any  department.  It  is  evi- 
dent that  the  overhead  on  a  sale  totaling  $5 
is  little  if  any  more  than  one  amounting  to 
50  cents,  and  if  the  sales  force  can  be  educated 
to  boost"  the  unit  sales  to  a  maximum  amount 
without  annoying  or  overselling  the  customer, 
then  the  firm  will  be  benefitted  accordingly. 
Study  Sales  Totals 

"A  few  months  ago  in  making  a  survey  in 
our  record  department  we  found  that  the  total 
of  each  sale  was  not  at  all  what  we  thought 
it  should  be.  The  idea  that  persisted  in  the 
minds  of  the  sales  people  was  that  if  they 
sold  one  record  to  a  customer,  that  constituted 
a  sale  and  the  transaction  was  closed.  Very 
seldom  was  any  special  effort  made  to  sell 
more  than  one  or  two  records,  and  above  that 
the  sale  was  a  matter  of  persistence  on  the  part 
of  the  customer. 

"In  studying  over  this  problem  we  con- 
cluded that  the  fault  was  not  with  the  sales 
people,  but  in  our  management.  The  employes 
of  a  store  look  up  to  the  management  for  ideas 
and  suggestions  for  increasing  sales  or  improv- 
ing the  service.  If  the  manager  is  content  to 
let  things  roll  along  without  any  changes,  his 
attitude  is  reflected  in  the  efforts  of  the  em- 
ployes, and  he  has  no  one  to  blame  but  him- 


TONE  ARMS 

By  the  Manufacturers  $ 
of  the  world-famous 
Thorens  M.otor 

i —   ^g*  i 

COMPLETE  line  of 
tone  arms  made  by 
Hermann  Thorens,  Ste. 
Croix,  Switzerland,  in- 
cluding the  popular 
straight  and  "S"  shapes; 
acoustically  correct  in  de- 
sign. The  workmanship 
is  of  the  highest  quality 
with  prices  exceptionally 
low. 

A  wide  variety  of  sound 
boxes  is  also  available. 
Write  for  complete  de- 
tails. 

jo.  ■ 

THORENS,  Inc. 

Sole  Distributors  for  U.  S.  A. 
450  Fourth  Ave.      New  York  City 

>  r 


self  if  the  sales  volume  is  not  what  it  should 
be.  The  employes  must  be  encouraged. 
Creating  the  Urge  to  Sell 
"To  do  anything  there  must  first  be  an  in- 
centive. No  definite  action  can  be  taken  until 
some  urge  has  been  created,  and  that  urge  must 
be  purely  personal.  A  firm  may  tell  its  em- 
ployes that  they  should  sell  so  many  records 
during  the  week.  The  next  week  it  may  tell 
them  that  they  should  sell  so  many  more.  For 
a  week  or  two  this  plan  may  prove  successful 
and  some  results  will  be  obtained.  But  if  it  is 
to  enjoy  a  continued  success  it  must  have  some 
stipulation  whereby  the  employe  will  be  bene- 
fited for  any  special  effort. 

"We  have  had  sales  meetings  and  sales  con- 
ferences wherein  we  told  our  employes  of  plans 
we  had  in  mind  for  stimulating  business.  We 
have  endeavored  to  make  them  realize  that  in 
the  success  of  the  business  lies  their  success; 
that  if  we  do  a  good  volume  they  will  benefit. 
But  if  we  ask  special  effort  beyond  what  an 
employe  considers  an  average  week's  work  the 
result  will  be  a  failure  unless  we  are  willing 
to  pay  something  for  that  effort. 

"We  wanted  to  increase  the  amount  of  each 
individual  sale.  Instead  of  having  sales  slips 
for  75  cents,  $1  and  $1.50  we  wanted  slips  for 
several  times  that  amount.  We  felt  that  we 
had  the  field  if  it  was  properly  worked.  We 
felt  that  if  through  some  special  plan  we  could 
increase  sales  without  increasing  overhead  we 
would  profit  accordingly  and  would  be  getting 
a  lot  of  the  business  that  existed,  but  which 
we  were  letting  pass  by. 

Remuneration  for  Highest  Unit  Sales 
"The  result  of  our  studies  was  that  we 
worked  out  a  sales  plan  whereby  a  small  week- 
ly cash  prize  is  given  to  the  sales  person  in 
our  record  department  who  has  the  largest  unit 
sales  in  dollars-  and  cents.  We  figure  that  in 
this  way:  If  a  sales  girl  has  1,000  sales  slips 
at  the  end  of  the  week,  and  her  total  sales 
amount  to  $2,000,  then  her  unit  sales  average 
$2  each. 

"We  explained  the  plan  to  our  sales  girls  and 
told  them  of  the  cash  bonus  that  would  be 
awarded  at  the  end  of  each  week  for  the  girl 
who  had  the  highest  unit  sales  average.  We 
have  four  girls  in  this  department  and  they 
are  all  experienced  and  reliable,  so  it  is  not 
surprising  that  we  expected  some  good  results, 
and  that  is  just  what  we  got. 

How  the  Plan  Worked 

"In  order  to  give  an  idea  of  how  close  these 
four  young  ladies  came  in  their  averages,  here 
are  the  figures  for  the  last  week:  $1.85;  $2.63; 
$2.65,  and  $2.71.  This  is  but  one  week's  figures, 
but  the  rest  are  similar.  It  shows  the  amount 
of  interest  shown,  how  hard  each  one  is  trying. 
And,  there  is  a  good  feature  in  the  fact  that 
they  are  all  so  close  that  none  get  discouraged, 
but  feel  inspired  to  try  harder  next  week. 

"The  increase  in  sales  comes  from  various 
sources.  One  of  these  is  in  the  sale  of  record 
books  filled  with  six  records.  The  sales  on 
these  books  will  run  up  to  six  or  seven  dollars 
per  sale,  which  is  a  great  improvement  over 
the  sale  of  a  single  record.  There  is  also  a 
greater  effort  on  the  part  of  the  sales  girl  to 
sell  more  records.  Each  customer  is  canvassed 
for  all  the  business  that  can  be  had.  It  is  the 
customer  who  drops  out  now,  and  not  the  sales 
person. 


"During  the  time  this  plan  has  been  in  effect 
our  record  sales  have  shown  a  wonderful  in- 
crease. It  is  impossible  to  tell  off-hand  how 
much  this  has  been,  but  I  believe,  between  15 
and  25  per  cent  would  be  a  good  estimate.  In 
addition  to  that  the  sales  girls  are  more  alert. 
A  customer  is  given  immediate  service  as  soon 
as  he  enters  the  department.  He  not  only  hears 
the  records  he  inquired  about,  but  others  are 
left  for  him  to  play.  Novelties  are  pushed, 
and  we  have  enjoyed  a  good  demand  in  these. 
The  plan  has  proved  highly  satisfactory  in  every 
respect,  and  the  small  prize  we  give  each  week 
is  money  well  spent." 

To  the  merchant  seeking  an  economical  and 
effective  way  for  boosting  his  record  sales  this 


How  to  Sell  Records 

By  Ethel  B.  Good 
Emerson-HiUbrulmer  Co.,  Cedar  Rapids,  la. 


If  someone  walked  into  your  store  and  asked 

for  some  record  or  other. 
Would  you  wrap  it  up,  say  "thank  you,"  with- 
out playing  another? 
Or  would  you,  with  a  happy  smile,  suggest 

another  brand  new, 
And  get  them  interested  enough  to  want  to 

hear  it,  too? 
And   while    they    are    listening   to    that  just 

watch  the  way  it  "hits"  them, 
Then  step  out,  get  another,  the  kind  that  you 

think  "fits"  them. 
Have  you  tried  pointing  out  the  good  points, 

asking   them   especially  to  listen, 
Then  did  not  talk  but  watch  'em  smile  and 

note  that  you're  not  missin'? 
But,  heavens,  don't  act  like  you're  mad  at  the 

world,  you  don't  look  good  that  way; 
Act  pleased  when  you  meet  a  customer  and 

you'll  increase  your  sales  each  day. 
Don't  take  in  a  bunch  of  the  latest  hits  and 

say,  "Here,  listen  to  these"; 
But  tell  about  them  and  play  them  yourself; 

they're  much  more  likely  to  please. 
The  more  enthused  and  "peppy"  you  are  the 

better  they  like  to  stay, 
And  you  can  sell  them  twice  as  many  by  sim- 
ply acting  that  way. 
If  the  record  they  want  isn't  your  kind,  if  it's 

a  Scratchold,  or  maybe  another, 
Tell  them  you  have  it  on  Brunswick,  and  it  far 

surpasses  the  other. 
Try  calling  your  regular  customers  up  on  the 

'phone  and  letting  them  know 
That  you've  just  received  a  keen,  new  hit  and 

that  it's  sure  to  be  a  "go". 
When  the  old  folks  come  in  to  listen  do  you 

play  them  a  snappy  dance  tune? 
Don't  you  know  they'd  like  something  dreamy 

and  soft,  life  "Honolulu  Moon"? 
There  are  any  number  of  dancing  hits  that  will 

strike  the  collegiate  set, 
So  tell  them  about  the  orchestra  or  the  artist 

you  have  met. 
And  don't  forget  that  you  can  smile,  don't  be 

a  "dead  in  the  shell." 
Treat  your  customer  right  from  the  start,  for 

records  are  made  to  sell. 
The  more  you  sell  the  more  Brunswick'll  make 

and  the  better  they'll  be, 
So  make  up  your  mind  when  they  come  to 

buy  one  you  can  often  sell  them  three. 


plan  is  recommended.  It  stimulates  interest  on 
the  part  of  the  employe,  and  it  sustains  this 
interest  through  the  weekly  bonus. 


MICA  DIAPHRAGMS 

For  Loud  Speakers  and  Talking  Machines 
RADIO  MICA 

American  Mica  Works 

47  W*«t  Street  N«w  York 
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ALLEM.  mOW  OFFERS 

THE  GREATEST 
PORTABLE  VALVES 


EVER  CREATED 


r  A  COMPLETELY  new  line 
VVA  of  Allen  Portables  .  .  . 
L  are volutionary  new 
principles — more  volume- 
fuller  tone  .  .  faster  sales — 
more  profits  for  you. 

First,  we  show  you  the 
Allen  No.  20.  The  only  port- 
able in  its  price  class  with  a 
built  in  air  column  horn.  Just 
one  of  many  exclusive  fea- 
tures you  may  now  offer  to 
your  trade.  Hear  and  see  this 
wonderful  little  musical  in- 
strument.   It  is  a  sure  seller. 

Now  turn  the  page  .  .  . 
another  Allen  achievement 
awaits  you  .  .  . 


The  Allen 
Portable  No.  20 
List  $15.00 


Full  volume  long  air  column 
horn — a  feature  of  the  No. 
20 — and  an  important  part 
of  the  new  Allen  Method  of 
Reproduction. 


SENSATIONAL.  \IW 


STJRE  TO  INCREASE 


^he  Allen 

PORTABLE  No.  6 

list  $25-00 


Double  spring  motor, 
strong  pulling,  even  run- 
ning . .  plays  3  to  4  records.  A 
feature  of  the  Allen  No.  6. 


The  finest  repro- 
ducer ever  to  grace 
a  portable — perfect 
performance.  A 
feature  of  the  Allen 
No.  6. 


Built  in  long  air  column 
horn  .  .  .  more  volume, 
fuller  rounded  tone.  A 
feature  of  the  Allen  No. 6. 


The  finest  portable  ever  designed. 
More  real  tone  quality,  greater 
musical  range,  and  much  ful- 
ler volume  than  any  portable 
you've  ever  heard.  Standard 
^  Allen   quality  throughout 
plus  exclusive  selling  fea- 
tures—double spring,  3- 
to  4-record  motor,  long 
air  column   horn,  in- 
comparable reproducer 
—the  New  Allen  Method 
of  Reproduction.' 


PRODUCTS 
YOVJR  SALES 


DEALERS  told  us  how  to  build  our 
original  line,  and  many  thousands 
of  these  portables  have  been  sold 
to  our  mutual  profit. 

You  told  us  that  you  needed  new 
developments  .  .  ,  and  here  they  are  in 
the  most  sensational  new  products  we 
believe  have  ever  been  created.  Exclu- 
sive features  that  aid  you  in  selling — 
greater  portable  values  than  ever  before! 
Allen  quality  throughout,  in  standard 
colors — red,  blue  and  black  of  Du  Pont 
Fabricoid  cushioned  on  velvety  padding. 
Convincing  new  selling  points  which  are 
bound  to  increase  your  sales  and  profits. 

The  livest  jobber  near  you  is  undoubted- 
ly an  Allen  Distributor.  Telephone,  write 
or  wire  him  today  for  samples  of  this  re- 
markable new  line.  Or,  address  us  direct 
for  free  catalog  and  special  merchandising 
plan.  Obey  that  impulse  .  .  .  profit  most 
by  acting  now! 


The  market  is  created  for  you. 
Consistently  each  month  Allen 
advertising  goes  into  more  than 
3,000,000  homes — helping  you  sell! 


>  *  / 


PORTABLES^ 


ALLEN-HOUGH  MFG.  CO. 

RACINE,  WISCONSIN 
FACTORIES:    RACINE  AND  NEW  YORK 


OUR  ^EXT  AD 
in  the  Saturday  Evening  Post 
June  23,  1928 


Qjtfaqic 

MOMENTS 


^he  Allen 

Portable  No.  5 
list  $20-00 

The  most  popular  portable  on 
the  market  today.  A  consistent 
seller,  and  an  important  part  of 
the  Allen  line  .  .  .  now  priced 
even  more  favorably ! 


FASTEST  SELLING  PRODUCT 
ever  in  tlm  h milieu 


EVER  before  in  this  business  has  a  product  caused  so  much 
immediate  interest  as  Phono-Link. 

Jobbers  and  Dealers  everywhere  are  writing  for  details. 
Why  .  .  .  because  Phono-Link  is  "natural"  ...  a  product  which 
will  sell  the  moment  your  customer  hears  it ! 


And  no  wonder  .  .  .  Phono-Link  is  the  easiest  thing  in  the  World 
to  attach  and  operate — you  don't  even  have  to  remove  a  tube  to 
change  from  radio  to  phonograph.  It  is  the  lightest  pick-up  ever  de- 
signed (barely  2^  ounces)  and  therefore  is  least  wearing  on  your 
records. 

Phono-Link  comes  to  you  absolutely  complete  and  ready  to  operate 
on  any  radio.  Every  package  contains  connectors  for  both  A  C 
and  battery  operated  sets,  with  adaptors  for  old  style  tube  sockets. 
You  don't  have  to  wonder  whether  it  will  fit  this  radio  or  that 
.  .  .  it  is  complete  for  all  radios.  Everyone  to  whom  you've  sold 
a  radio  or  a  phonograph,  will  immediately  want  a  Phono-Link  ! 

What  a  market  ...  if  you  have  not  wired  or  written  for  our 
Merchandising  Plan,  by  all  means,  do  so  today.  Your  Jobber  will 
gladly  supply  samples ! 
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House  Votes  Medal 
in  Honor  of  Edison 


Secretary  of  Treasury  Authorized  to  Strike 
Off  Gold  Medal  in  Commemoration  of 
Achievements  of  Famous  Inventor 


Washington,  D.  C,  May  28. — A  joint  resolution 
authorizing  the  Secretary  of  the  Treasury  to 
strike  off  a  gold  medal  in  commemoration  of 
the  achievements  of  Thomas  A.   Edison  has 


jersey,  the  House  Committee  on  Coinage, 
Weights  and  Measures  estimated  the  monetary 
value  of  industries  entirely  based  on  the  in- 
ventions of  Edison,  or  materially  stimulated 
by  his  inventions,  at  $15,599,000,000,  distributed 
as  follows:  Motion  pictures,  $1,250,000,000; 
telephones,  $1,000,000,000;  electric  railways, 
$6,500,000,000;  electric  lighting,  $5,000,000,- 
000;  electric  supplies,  $857,000,000;  fixtures, 
$37,000,000;  phonographs,  $105,000,000;  car 
shops,  $109,000,000;  dynamos  and  motors,  $100,- 
000,000;  batteries,  $5,000,000;  concrete,  $271,000,- 
000;  telegraph,  $350,000,000;  wireless  telegraph, 
$15,000,000. 


Dubilier  Corp.  Opens 

Ad  and  Sales  Offices 


In  order  to  maintain  closer  contact  with  the 
radio  and  electrical  trades  which  it  serves,  the 
Dubilier  Condenser  Corp.  has  established  an 
office  at  10  East  Forty-third  street,  New  York 
City,  for  its  sales  and  advertising  departments. 
Heretofore  these  departments  have  been  in- 
cluded in  the  general  office  at  the  Dubilier 
factory  at  Woodlawn. 

At  the  new  offices  are  located  W.  H.  Lips- 
comb, the  recently  elected  president  of  the 
Dubilier  Condenser  Corp.;  G.  E.  Palmer,  gen- 
eral sales  manager;  J.  A.  Fried,  industrial  sales 
manager,  and  J.  George  Uzmann,  advertising 
manager.  The  corporation's  factory  is  located 
at  4377  Bronx  boulevard,  as  before. 


Plan  Big  Campaign 
on  Symphonic  Radios 

Attractive  Brochure  Illustrates  and  De- 
scribes New  Amrad  Corp.  Products — 
National  Advertising  Campaign  Planned 

The  new  Symphonic  Series  of  radio  receiving 
sets  produced  by  the  Amrad  Corp.,  Medford 
Hillside,  Mass.,  has  been  interestingly  presented 
by  means  of  a  particularly  attractive  brochure 
in  heavy  cover  and  in  colors.  The  four  new 
models  have  been  reproduced  in  natural  colors 
and  there  is  also  illustrated  display  material 
for  the  dealers.  The  national  advertising  cam- 
paign is  described  and  this  year  will  include 
the  Saturday  Evening  Post,  Liberty,  House  & 
Garden,  Life,  Town  &  Country,  Spur  and  Radio 
News.  With  these  publications  it  is  estimated 
the  Symphonic  Series  will  be  advertised  to 
ten  million  homes  with  from  twenty  to  thirty 
million  readers  during  the  radio  season.  News- 
paper advertising,  in  co-operation  with  Amrad 
dealers,  will  commence  in  June  and  run  until 
December  of  this  year. 

An  accompanying  eight-page  folder  entitled 
"Facts  About  the  Symphonic  Series"  presents 
technical  information  about  Amrad  electrical 
radio  receivers  and  accessories  for  distributors, 
dealers  and  their  salesmen. 


Sousa  for  Northwest  Show 


Thomas  A.  Edison 

been  adopted  by  the  House  of  Representatives. 

Duplicate  medals  in  bronze  would  be  made 
and  sold  in  whatever  quantities  may  be  re- 
quired and  at  a  price  sufficient  to  cover  the 
cost,  it  is  said. 

In  reporting  the  resolution,  which  was  in- 
troduced by  Representative   Perkins,  of  New 


Lion  Store  Opens  Quarters 

The  new  phonograph  rooms  of  the  Lion 
Music  &  Jewelry  Store,  in  Laredo,  Tex.,  have 
been  beautifully  finished  in  ivory  and  Manager 
Sam  Gurwitz  is  pardonably  proud  of  the  new 
quarters.  Brunswick  phonographs  and  records 
are  handled,  and  plans  are  under  way  for  an 
aggressive  sales  promotion  campaign. 


Minneapolis,  Minn.,  June  6. — John  Philip 
Sousa  and  his  famous  seventy-five-piece  band 
will  be  one  of  the  attractions  at  the  Seventh 
Annual  Northwest  Radio  &  Electrical  Show, 
which  will  be  held  at  the  new  Minneapolis 
Auditorium  the  week  of  September  24  to  29. 
This  is  but  one  of  the  many  attractions  being 
arranged  for  this  exposition,  which  promises 
to  be  one  of  the  most  successful  held  here. 


The 


Line  of  Radio  Tables 

Equipped  with  Model  100  A 
RCA  Speaker 


Write  for 
Prices  and 
Catalogs 


For  RCA  Radiola  18.  Also 
tables  for  Zenith,  Kolster 
and  Atwater  Kent. 


Manufactured  by 

STETTNER  PHONOGRAPH  CORP. 

Telephone:  Butterfield  4777-2932 

"Pioneers  in  Radio  Cabinets" 
Factory  and  Shoiv  Rooms  —  314-322  East  75th  Street,  New  York 


Will  accommodate  RCA 
Radiola  18  or  any  other 
set  on  the  market. 
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the  winning  hand* 


T 


HESE  cards  will  be  laid  on  the  table  at  the  R  M  A  Trade  Show,  New 
Stevens  Hotel,  Chicago,  June  11  to  15.*  <J  The  dealer  who  sits  in  on  the 
business  of  1928-9  with  this  hand  is  sure  to  rake  in  the  blue  chips! 
C|  He  will  have  a  card  to  play  on  Table  Models  that  will  be  ace  high 
over  any  competition.  I]  He  will  have  Console  Models  of  such  a  style 
and  quality  at  such  a  price  that  lots  of  his  customers  who  thought  they 
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could  only  afford  a  Table  Model  will  change  their  minds.  C|  And  he 
will  have  Power  Reproducers  and  a  Table  Cone  which  will  run  up  a  nice 
volume  of  business  by  themselves.  Ifl  Such  is  the  Kolster  Hand  for  1928-9. 
ffl  Keep  a  poker  face  to  everyone  un- 
til these  cards  are  laid  face  up  on  the 
table,  and  take  no  action  till  then. 


(Sfc)  NOTE:  The  Kolster  Line  will  be  on  display  at  Booths  60,  61 
and  62,  on  the  ballroom  floor.  As  you  approach  the  Booths  take 
note  how  strongly  the  beauty  of  the  cabinets  impresses  you  as 
you  get  your  first  glimpse.  That  first  impression  is  valuable  be- 
cause that's  the  customer's  point  of  view  as  he  enters  your  store. 

©  1928.    Kolster  Radio  Corporation 
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To  Concentrate 

on  Manufacturing 

Bush  &  Lane  Piano  Co.  Closes  Retail 
Branch  Stores  in  Portland,  Seattle,  De- 
troit, Port  Huron  and  Flint 
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With  a  view  of  carrying  out  most  completely 
its  new  policy  of  concentrating  all  its  activities 
in  manufacturing,  the  Bush  &  Lane  Piano  Co., 
Holland,  Mich.,  has  closed  out  its  branch  stores 
in  Portland,  Seattle,  Detroit,  Port  Huron  and 
Flint,  and  has  thus  retired  entirely  from  the 
retail  field.  In  the  future  the  company  will 
devote  its  entire  efforts  to  the  production  of 
pianos,  phonographs  and  radio  apparatus. 

The  development  of  the  new  policy  is 
credited  chiefly  to  E.  P.  Stephan,  who  took 
over  the  general  managership  of  the  company 
some  time  ago  and  who  has  brought  into  his 
work  a  substantial  fund  of  creative  and  execu- 
tive ability,  having  had  a  wide  experience  as 


a  manufacturer,  factory  organizer  and  sales 
executive  in  the  furniture  industry.  Mr. 
Stephan  is  not  only  prominent  in  the  furniture 
world,  being  the  president  of  the  National  Fur- 
niture Manufacturers'  Association,  but  has  also 
figured  in  public  affairs,  having  held  the  office 
of  Mayor  of  Holland  for  five  years. 

Chester  L.  Beach,  president  and  treasurer 
of  the  Bush  &  Lane  organization,  who  has 
been  connected  with  the  company  for  over 
twenty  years,  and  who  has  been  one  of  the 
great  stimulators  in  the  development  of  the 
Bush  &  Lane  organization,  is  particularly  keen 
about  sales  and  promotion  work,  and  thus  is 
particularly  interested  in  the  new  policy  of  the 
company.  His  associates  on  the  executive 
board  are  William  H.  Beach,  vice-president, 
and  V.  R.  Hungerford,  who,  through  his  long 
association,  has  acquired  a  thorough  knowledge 
of  the  Bush  &  Lane  business  and  its  progress. 

The  Bush  &  Lane  Piano  Co.  intends  to  de- 
vote considerable  attention  to  the  development 
of  the  phonograph  and  radio  business,  in  addi- 
tion to  its  plans  in  the  piano  field. 


Attachment  No.  2 


KENT 
ATTACHMENTS 


"WIN  THEIR  WAY 
BY  THEIR  PLAY." 


EXCELS  IN 

Value 
Quality 
Material 
Workmanship 
Simplicity 
Durability 
Practicability 


Reg.  U.  S.  Pat.  Off. 


Noteworthy  for 

Grace 
Beauty 
Tone  and 
Execution 


With  its  full  curved,  continuously  tapered 
goose-neck,  made  of  seamless  brass  tubing, 
correct  in  principle,  faultless  in  design,  delight- 
fully harmonized  and  carefully  assembled,  it  is 

The  Latest  and  Best  Device  for  Playing 

LATERAL  CUT  RECORDS  on  the 
EDISON  DISC  PHONOGRAPH 

Made  by 

F.  C.  KENT  COMPANY,  Irvington,  N.  J. 

Manufacturers  of  Tone  Arms  and  Sound  Boxes 


Australian  Store 
Has  Modern  Layout 

Phonographs,  Ltd*;  of  Perth,  Australia, 
Spared  No  Expense  in  Fitting  Estab- 
lishment With  Regard  for  Comfort 

Sparing  no  expense  in  outfitting  its  store  on 
the  most  modern  and  efficient  lines  and  giving 
■every  attention  to  the  promotion  of  the  cus- 


Interior  of  Phonographs,  Ltd. 

tomer's  comfort,  Phonographs,  Ltd.,  Edison  and 
Columbia  representative  in  the  Trinity  build- 
ings, 671  Hay  street,  Perth,  Australia,  has  won 
the  reputation  of  being  the  most  attractive 
store  of  its  type  in  Australia.  H.  R.  Howard, 
manager  of  the  establishment,  in  a  recent  let- 
ter to  The  Talking  Machine  World,  described 
the  store  in  detail,  paying  particular  attention 
to  the  audition  rooms,  saying:  "These  rooms 
are  all  furnished  in  drawing-room  fashion,  thus 
enabling  the  instruments  to  be  displayed  in  the 
correct  atmosphere,  and  creating  the  effect  nec- 
essary with  intending  buyers. 

"The  smallest  of  these  rooms  is  ten  feet  by 
ten  feet,  and  all  walls  are  padded  with  a  two- 
inch  thickness  of  cork  slabs,  over  which  plaster 
board  is  placed,  and  the  walls  papered.  The 
cork  padding  has  proved  to  be  entirely  sound- 
proof, and,  unlike  the  glass  partitions,  which 
are  usually  used,  it  does  not  allow  for  stridency 
or  undue  harshness  in  the  reproduction  of  the 
instrument.  The  main  window  of  the  estab- 
lishment is  the  largest  in  the  Commonwealth 
given  over  to  the  display  of  phonographs  and 
records  exclusively." 

The  accompanying  illustration  gives  an  idea 
of  the  attractive  interior  of  the  establishment 
and  the  volume  of  records  carried  in  stock. 


Secure  Short  Wave  Adapter 

Dayton,  O.,  June  5. — The  A-C  Dayton  Co.,  in 
conjunction  with  the  Radio  Products  Co.,  has 
acquired  the  sole  right  of  manufacture  in  this 
country  of  the  Flewelling  Short  Wave  Adapter, 
which  makes  possible  the  receiving  of  inter- 
continental radio  programs.  It  is  understood 
that  the  device  will  be  marketed  within  the 
next  year  and  will  be  workable  with  the  pres- 
ent-day receiving  sets.  E.  T.  Flewelling 
is  now  associated  with  the  A-C  Dayton  Co. 
as  consultant  and  development  engineer. 


New  Store  in  Seymour,  IncL 

The  E.  H.  Hancock  Music  Co.,  Seymour,  Ind., 
recently  opened  its  new  store  on  Chestnut 
street.  The  crowd  attending  the  opening  was 
so  great  that  many  were  unable  to  gain  en- 
trance. Approximately  3,500  people  attended 
the  opening  and  Mr.  Hancock  gave  his  visitors 
souvenirs  and  flowers,  while  an  orchestra 'and 
soloists  entertained  those  present. 
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PORTABLE 


The  Most  Complete  Line 

Seven  Models  Described  Below 


Write  for  new  circular 


The  Smallest 


Artone  No.  14,  $12.50 
A  flat  model  with  fit.e 
tone. 


J' 


Seven  Models 


No.  14  - 
No.  828  - 
No.  728  - 
No.  528  - 
No.  228  - 
Grand  -  - 
No.  30,  with  electric 
pick-up 


$12.50  List 
15.00  List 
16.50  List 
20.00  List 
25.00  List 
35.00  List 

32.50  List 


BERG  A.  T.  &  S.  CO.,  Inc. 

Long  Island  City,  N.  Y. 


The  Largest 


Artone  Grand,  $35 
A  strictly  de  luxe 
portable  with  44-inch 
tone  column  and 
special  reproducer. 


s 


Annual 


Major  Herbert  H.  Frost 

THE  Fourth  Annual  RMA  .Convention 
and  the  Second  Annual  RMA  Trade 
Show  this  week  at  the  Stevens  Hotel 
in  Chicago  is  without  question  the  most  im- 
portant eyent  ever  staged  by  the  radio  industry. 
From  June  11  to  15  Chicago  is  the  radio 
capital  of  the  United  States,  and  leaders  of 
every  phase  of  the  industry,  as  this  is  being 
written,  are  pouring  into  the  city.  Manufac- 
turers, jobbers  and  dealers,  and  also  broad- 
casters numbering  between  twenty-five  and 
thirty  thousand,  it  is  estimated,  will  participate 
in  the  convention  and  view  the  exhibits. 

Approximately  three  hundred  manufacturers, 
who  produce  90  per  cent  of  all  radio  apparatus 
made,  will  have  exhibits  in  the  exhibition  hall 
and  the  grand  ballroom  of  the  Stevens  Hotel, 
and  the  thirty  thousand  square  feet  of  space 
devoted  to  the  showing  of  1928-29  products  is 
jammed.  Complete  new  lines  of  radio  re- 
ceivers, speakers,  cabinets,  tubes,  batteries, 
power  units  and  scores  of  other  radio  products 
are  being  shown  in  the  exhibit  space  and  on 
every  floor  of  the  hotel.  Thousands  of  in- 
vitations to  view  the  exhibits  and  attend  the 
open  meetings  of  the  RMA  have  been  dis- 
tributed and  it  is  certain  that  the  new  lines 
will  attract  more  attention  than  at  any  pre- 
vious show  held  by  the  industry. 

The  RMA  Trade  Show  and  Convention  is 
more  than  a  showing  of  new  models  and  a 
gathering  of  a  few  trade  representatives.  It 
is  a  definite  step  toward  stabilization  of  the 
industry.  It  is  designed  to  take  the  peaks 
and  valleys  out  of  the  sales  curve.    By  con- 


Show  and  Con 


V.  W.  Collamore 

centrating  the  exhibits  of  new  lines  at  one 
place  early  in  the  season  dealers  are  enabled 
to  make  their  plans  well  before  the  holidays. 
By  bringing  out  new  models  simultaneously 
manufacturers  have  taken  the  most  important 
step  to  eliminate  uncertainty  in  the  minds  of 
the  public  regarding  future  improvements  in 
radio  products. 

The  AC  type  of  receiving  set  will  undoubted- 
ly dominate  the  exhibits.  The  tremendous 
popularity  of  AC  operation  has  been  manifested 
since  the  introduction  of  the  first  of  these 
receivers  during  the  past  year.  Refinements 
are  the  outstanding  feature  of  the  new  prod- 
ucts, rather  than  any  radical  improvements. 
New  type  and  vastly  improved  speakers  are 
being  shown  for  the  first  time,  an  interesting 
development  being  the  Dynamic  speaker.  An- 
other point  is  the  great  variety  of  styles, 
giving  the  dealer  a  wider  selection  than  he  ever 
has  had  in  the  past.  There  is  a  strong 
tendency  among  the  manufacturers,  as  indicat- 


Greatest  Gathering  in  the 
History  of  Radio  Industry 
in  Chicago  for  the  Fourth 
Annual  Convention  and  the 


ed  by  the  exhibits,  to  make  complete  lines 
of  radio  receiving  sets,  both  as  to  style  and 
price,  in  the  various  classes. 

The  improvement  in  appearance  of  the  re- 
ceiving sets  is  marked.  Never  before  has  radio 
been  housed  so  attractively.    Cabinets  housing 


Morris  Metcalf 

sets  now  compare  with  the  finest  furniture. 
The  value  of  beauty  in  design  of  radio  fur- 
niture as  a  factor  in  breaking  down  sales  re- 
sistance is  generally  recognized  and  some  of 
the    foremost    cabinet    manufacturers    in  the 


Program  of  the  RMA  Convention  and  Trade  Show 


Trade  Show  Hours 

Monday,  June  11 — 2  p.  m.  to  10  p.  m. 
Tuesday,  June  12 — 1  p.  m.  to  10  p.  m. 
Wednesday,  June  13 — 1  p.  m.  to  10  p.  m. 
*Thursday,  June  14 — 11  a.  m.  to  5  p.  m. 
Friday,  June  15 — 1  p.  m.  to  10  p.  m. 


*Note — All    Demonstration    Rooms   will  be 
closed  Thursday  evening,  June  14,  1928,  at  5 
p.  m.,  on  account  of  RMA  Annual  Banquet. 
Meetings 

Monday,  June  11 — 10  a.  m.  Registration. 
10:30  a.  m.    Meeting  RMA  Board  of  Direc- 
tors;  Committee  Meetings    (to  be  sched- 
uled). 


Tuesday,  June  12 — 10  a.  m.    Opening  Meeting 

RMA  Convention. 
Welcoming  address,   Honorable   Wm.  Hale 

Thompson,  Mayor,  City  of  Chicago. 
Response,  Mr.  C.  C.  Colby,  president  RMA. 
Address,   Mr.    Earle   C.   Anthony,  president 

National  Association  of  Broadcasters. 
Address,  Honorable  Ira  E.  Robinson,  chair- 
man Federal  Radio  Commission. 
Address,    Mr.    Harold  J.  Wrape,  president 

Federated  Radio  Trades  Association. 
Wednesday,  June  13 — 10  a.  m.    Closed  RMA 

Membership  Meeting. 
Meeting    Radio    Wholesalers'  Association, 

Dealers'  Section  Federated  Radio  Trades 


Association,  Association  Section  Federated 
Radio  Trades  Association,  and  Associate 
Membership  of  Manufacturers'  Representa- 
tives. 

Thursday  (Flag  Day),  June  14 — 10  a.  m.  Closed 
RMA  Membership  Meeting. 
Board  of  Directors,  Federated  Radio  Trades 
Association;  Board  of  Directors,  National 
Association  of  Broadcasters. 
7  p.  m.    RMA  Annual  Banquet. 
Friday,   June    15—10  a.   m.     RMA    Board  of 
Directors. 

12  a.  m.  Joint  Meeting  Board  of  Directors 
of  the  three  associations,  the  RMA,  N.A.B. 
and  F.R.T.A. 
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Trade 


vention 


Second  Annual  Trade  Show 
of  the  RMA  at  the  Hotel 
Stevens,  June  11-15  —  300 
Exhibits  of  1928-9  Lines 


country  are  devoting  a  large  portion  of  their 
activities  to  developing  artistic  cabinets  for 
leading  makers  of  radio  sets. 

The  RMA  convention  program  has  been 
carefully  worked  out.  Figures  prominent  in 
radio  and  public  activities  are  scheduled  to 
deliver  addresses  at  the  open  sessions  of  the 
RMA.  The  Federated  Radio  Trade  Associa- 
tion, the  national  organization  of  jobbers, 
dealers  and  manufacturers'  representatives  and 
the  National  Association  of  Broadcasters  also 
have  prepared  programs  for  the  week  of  the 
RMA  Convention  and  Trade  Show,  so  that  all 
branches  of  the  radio  triangle  of  the  industry 
will  have  special  features  of  interest  to  the 
thousands  of  visitors. 

Throughout  the  week,  from  Monday  until 
Friday,  inclusive,  exhibits  will  be  open  for 
inspection  from  2  p.  m.  to  10  p.  m.,  with  the 
exception  of  Thursday  evening,  when  all 
demonstration  rooms  will  be  closed  on  account 


Y<4  > 


L7  E.  Noble 

of  the  RMA  annual  banquet,  according  to  the 
tentative  program,  which  appears  on  the  pre- 
ceding page  in  this  section  of  The  Talking 
Machine  World. 

C.  C.  Colby,  of  Canton,  Mass.,  president  of 
the  RMA,  will  preside  at  the  opening  public 
convention  session  on  Tuesday.  The  radio 
host  will  be  welcomed  by  Mayor  William  Hale 
Thompson,  of  Chicago,  and  there  will  be  a 
number  of  prominent  speakers,  including  the 
Honorable  Ira  E.  Robinson,  chairman  of  the 
Federal  Radio  Commission;  Earl  C.  Anthony, 
president  of  the  National  Association  of  Broad- 
casters, and  Harold  J.  Wrape,  president  of  the 


Federated  Radio  Trades  Association  and  others. 

This  year  the  entire  country  will  be  able  to 
share  in  the  festivities  in  connection  with  the 
Convention  and  Trade  Show.  A  program  to 
be  broadcast  to  every  corner  of  the  country, 
through  a  wide-flung  chain  of  stations,  through 
the  courtesy  of  the  National  Broadcasting 
Company,  is  being  planned.  This  will  include 
radio  entertainers  of  wide  popularity.  Another 
feature  of  the  program  is  the  variety  of  en- 
tertainment for  the  ladies. 

In  addition  to  the  routine  business  at  the 
various  sessions,  there  will,  of  course,  be  elec- 


)  Blank  &  Stoller 


John  C.  Tully 
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tion  of  officers.  Major  Herbert  H.  Frost,  of 
New  York,  the  first  president  of  the  RMA, 
was  nominated  at  a  meeting  of  the  board  of 
directors  of  the  Association,  held  in  Buffalo 
on  May  3,  for  another  term  to  succeed  Presi- 
dent C.  C.  Colby  for  the  ensuing  year,  there 
being  a  one-year  tenure  in  the  presidency. 
Other  nominations  were:  First  vice-president, 
V.  W.  Collamore,  of  Philadelphia;  second  vice- 
president,  Morris  Metcalf,  of  Springfield,  Mass.; 
third  vice-president,  L.  E.  Noble,  of  Buffalo, 
and  treasurer,  John  C.  Tully,  of  Chicago. 

The  RMA  annual  banquet  on  Thursday  eve- 
ning will  be  held  at  the  Palmer  House  instead 
of  Mann's  Million  Dollar  Rainbo  Gardens,  as 
originally  planned.  The  entire  fourth  floor  has 
been  taken  and  this  will  be  the  climax  to  the 
program  of  entertainment.  A  series  of  musical 
revues  and  other  features  will  be  staged.  An 
innovation  is  the  absence  of  a  speakers'  table; 
a  stage,  centrally  located,  replacing  this  for 
the  use  of  the  entertainers.  Many  of  the  star 
acts  will  be  broadcast  over  the  chain  of  sta- 
tions arranged  by  the  National  Broadcasting 
Company. 

The  convention  will  close  on  Friday  with 
the  meeting  of  the  board  of  directors  of  the 
RMA  in  the  morning  and  the  joint  meeting  of 
the  boards  of  directors  of  the  RMA,  N.A.B. 
and  F.R.T.A.  at  noon.  The  exhibits  will  be 
on  view  until  10  p.  m.  on  Friday  evening. 

In  closing,  credit  must  be  given  to  the  men 
who  planned  and  carried  out  every  detail  of 
the  work  in  connection  with  the  Convention 
and  Trade  Show.  Arrangements  for  the  Trade 
Show  were  again  in  the  hands  of  Major  H.  H. 
Frost,  chairman  of  the  RMA  Trade  Show  Com- 
{Cont'inued  on  page  56) 


Annual  RMA  Trade  Show 

and  Convention  in  Chicago 


(Continued  from  page  55) 


niittee,  and  the  exhibition  was  in  direct  charge 
of  G.  Clayton  Irwin,  Jr.,  of  Hermann  &  Irwin, 
the  managers  of  the  Radio  World's  Fair  in 
Madison  Square  Garden  and  the  Chicago  Radio 
Show  held  at  the  Coliseum,  the  annual  public 
radio  shows.  Henry  C.  Forster,  Chicago,  was 
chairman  of  the  Convention  Program  Commit- 
tee and  a  prime  factor  in  preparing  this  series 
of  important  and  interesting  events. 

One  fact  is  clear.  These  men  have  been 
instrumental  in  staging  the  most  important  and 
successful  convention  and  show  ever  sponsored 
by  this  or  any  other  industry. 


The  importance  of  the  exhibits  is  so  evident 
that  it  seems  almost  superfluous  to  emphasize 
this  feature  of  the  present  gathering  in  Chi- 
cago. However,  it  will  not  be  amiss  to  urge 
that  dealers  who  are  able  to  journey  to  the  con- 
vention city  take  the  time  for  thorough  inspec- 
tion of  the  various  products  shown.  A  large  per- 
centage of  the  retailer's  income  is  derived  from 
the  sale  of  radio  and  accessories,  and  the  pres- 
ent RMA  Trade  Show  is  the  opportunity  for 
study  and  comparison  of  the  different  products. 
The  retailer  or  wholesaler  who  does  not  go 
home  from  the  convention  and  trade  show  with 


new  thoughts  regarding  the  product  he  handles 
and  the  lines  he  contemplates  adding  has  failed 
to  take  advantage  of  the  opportunity  of  the 
year.  Conditions  in  the  radio  industry  change 
so  rapidly;  new  products  come  on  the  market 
so  frequently;  improvements  from  year  to  year 
are  so  marked,  that  the  merchant  who  keeps 
abreast  of  the  times  is  the  one  who  has  the 
best  chance  of  building  a  profitable  radio  de- 
partment. And  one  way  of  procuring  first-hand 
knowledge  of  products  is  to  see  them,  and,  in 
the  case  of  radio,  hear  the  performance  of  the 
various  lines.  Study  performance,  marketabil- 
ity in  your  territory,  the  price  factor,  appear- 
ance and  you  have  a  pretty  clear  picture  of 
what  may  be  expected  in  the  way  of  sales  pro- 
motion. Plan  campaigns  for  the  coming  Fall 
season  in  the  light  of  what  you  have  found  out 
regarding  radio  developments  for  the  1928-1929 
season. 
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Plan  of  Booths  at  RMA  Trade  Show,  Exhibition  Hall,  Stevens  Hotel 

See  Page  58  for  the  Booth  Plan  of  the  Grand  Ballroom  and  Foyer  of  the  Stevens  Hotel  in  Chicago 
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Exhibits  at  Second 
Annual  RMA  Trade  Show  in  Chicago 

1928-1929  Lines  of  Radio  Products  on  View  at  the  Hotel 
Stevens  From  June  11  to  15  Show  the  Progress  That  Has 
Been  Made  in  the  Radio  Industry — Trade's  Best  Exhibition 


Abox  Co.,  Chicago,  III.  (Space  158.) 
Abox  AC  6-volt  converter;  4-volt  con- 


Abox  AC  Converter 
verter;    Abox    filter    and  electrolytic 
condenser. 


A-C  Dayton  Co.,  Dayton,  O.  (Space 
B  fi3.)  Complete  line  of  A-C  Dayton 
radio  receivers,  AC  operated,  ranging 
in  price  from  $98  to  $148. 


Acme  Electric  &  Mfg.  Co.,  Cleve- 
land, O.,  (Space  54.)  Dry  ABC  socket 
power  unit;  battery  chargers,  univer- 
sal A  power,  B  power  units;  output 
transformer  and  tone  filter  and  auto- 
matic control  switch. 


Adler  Mfg.  Co.,  Louisville,  Ky. 
(Space  B  74-75-76.).  Complete  line  of 
radio  furniture  including  radio  cab- 
inets,  consoles  and  tables. 


Aerovox  Wireless  Corp.,  Brooklyn, 
N.  Y.  (Space  It  83.).  Complete  line  of 
condensers,  resistors,  grid  leaks,  etc. 


All-American-Mohawk  Corp.,  Chi- 
cago, 111.  (Space  B  66-67.).  Complete 
line  of  1928-1929  All-American- 
Mohawk  Corp.  radio  receivers,  in- 
cluding the  following  models  :  Model 


All-American  Mohawk  Corp.  Console 

80,  table  type,  8  tubes,  AC  operated, 
$125;  85,  console  type,  S  tubes, 
AC  operated,  $185;  80,  console  type, 
8  tubes,  AC  operated,  $225;  88  pho- 
nograph combination,  8  tubes,  AC 
operated,  $395;  85  D,  console,  8  tubes, 
AC  operated,  $220;  86  D,  console,  8 
tubes,  AC  operated,  $260;  60,  table 
type,  6  tubes,  AC  operated,  $92.50;  65, 
console  type,  6  tubes,  AC  operated, 
$135 ;  66,  phonograph  combination,  6 
tubes.  AC  operated,  $225.  The  8  tube 


Ail-American  Mohawk  Corp. 
Table  Model 

phonograph  combination,  model  88, 
listing  at  $395,  includes  the  RCA  elec- 
trical pick-up,  General  Electric  Co.  in- 
duction motor,  dynamic  speaker  and 
the  regular  Mohawk-American  8  tube 
receiver.    Models  85  D  and  86  D  are 


the  same  as  models  85  and  86  except 
they  are  equipped  with  a  dynamic 
speaker  instead  of  the  magnetic  speak- 
er. The  phonograph  combination 
model  66  includes  a  6  tube  Ail-Amer- 
ican AC  receiver  with  an  electrical 
pick-up,  Heinemann  Spring  phono- 
graph motor  with  a  magnetic  speaker. 


American  Bosch  Magneto  Corp., 
Springfield,  Mass.   (Space  B  11-12-13). 

Complete  line  of  1928-1929  radio  re- 
ceivers, including  model  28,  table-type, 


American  Bosch  Model  28 

AC  operated,  eight  tubes,  single  tuning 
control,  illuminated  dial,  mahogany 
cabinet,  $132.50;  model  29-B,  same 
chassis  as  model  28  with  super-dyna- 
mic speaker  and  special  high-power 
speaker  supply  in  handsome  console 
cabinet,  $295;  model  28-A,  console 
type,  same  chassis  as  model  28  with 
standard  speaker,  $197.50. 


American  Mechanical  Laboratories, 
Brooklyn,  N.  T.,  (Space  25.).  Com- 
plete line  of  clarostats  including  a  grid 
leak   clarostat,   volume  control  claro- 


American  Mechanical  Laboratories 
Duplex  Clarostat 

stat,  standard  clarostat,  heavy  duty, 
power,  table  type,  and  duplex  claro- 
stats. All  these  types  are  available  in 
almost  any  resistance  range  that  they 
may  be  desired  by  the  radio  engineer 


American    Mechanical  Laboratories 
Clarostat   Antenna  Plug 

and  manufacturer.  Also  displaying 
the  clarostat  light  socket  antenna  plug'. 


Amrad  Corp.,  Medford  Hillside, 
Mass.,    (Space   99  and   100).  Complete 


Amrad  Nocturne 

line  of  Symphonic  series,  Amrad  radio 
receivers    comprising     the  Nocturne 


model,  8  tubes,  electric  dynamic 
speakers,  AC  operated,  $295 ;  Concerto 
model,  8  tubes,  electric  dynamic 
speaker,  AC  operated,  $320;  Sonata 
model,  8  tubes,  electric  dynamic  RCA 
105  speaker,  AC  operated,  $475;  Opera 
combination    phonograph    and  "radio. 


Amrad  "Opera" 

same  chassis  and  speaker  as  Sonata, 
$875.  Also  Stoelting  voltage  regulators 
which  automatically  keep  line  voltage 
constant  from  95  to  135  volts;  type  A 
for  sets  using  171  tube,  $18;  type  B 
for  210  operation,  $25.  Also  Mershon 
condensers  manufactured  exclusively 
by  Amrad  in  a  variety  of  sizes. 


F.  A.  D.  Andrea,  Inc.,  Long  Island 
City,  N.  Y.,  (Space  18-19.).  Complete 
line  of  1928-1929  Fada  receivers  includ- 
ing the  following  models:  Fada-10.  7 
tubes,  AC  operated,  mechanism  com- 
pletely self-contained  in  an  ornamen- 


Fada  Model  10 

tal,  two-tone  metal  cabinet,  entire 
single  tuning  knob,  illuminated  sta- 
tion-finder and  single  volume  control. 
$110;  model  11.  table  type,  same  chas- 
sis as  model  10  in  an  attractive  burl 
walnut  cabinet,  $135:  model  30,  con- 
sole type,  containing  the  chassis  of  the 
Fada-10  receiver  and  the  Fada  4  B 
cone  speaker.  Attractive  walnut  con- 
sole with  switch  control,  tuning  ar- 
rangement and  illuminated  station 
finder  identical  with  model  10.  $1S7.50; 
model  31,  high-boy  console  type  em- 
bodying the  chassis  of  model  10  and 


Fada  Speaker 

providing  for  the  built-in  Fada  4  B 
speaker  above  the  radio  receiver,  hand- 
some two-tone  walnut  cabinet,  $235 ; 
model  50,  9  tubes,  table  type,  AC  oper- 
ated, in  handsome  newly  designed  burl 
walnut  two-tone  cabinet,  single  tuning 
knob,  illuminated  station-finder,  single 
volume  control,  $225;  model  70,  console 
type,  containing  the  chassis  of  the 
Fada  50  receiver  and  the  14  B  cone 
speaker,  a  newly  developed  dynamic 
speaker,  two-tone  burl  walnut  cabinet, 
$340;  also  Fada-4  speaker,  a  small 
cone  speaker  housed  in  a  die-cast 
metal  case  of  the  mantel  clock  type, 
$30;  Fada-14  dynamic  speaker,  $65. 


Apex  Electric  Mfg.  Co.  (Division  of 
United  States  Elec.  Corp.),  Chicago, 
111.,   (Space  B-87.).  Apex  model  36,  6 


Apex  Model  36 

tube  neutrodyne  AC  receiver,  table 
type,  single  dial  control,  illuminated 
dial,    walnut    finish,    metal  cabinet, 


View  of  Model  36  Chassis 

$85;  east  of  the  Rocky  Mountains;  al- 
so a  DC  model  in  the  No.  36,  $60  east 
of  the  Rocky  Mountains. 


Arcturus  Radio  Co.,  Newark,  N.  J. 
(Space  B  30,  31.).  Complete  line  of 
Arcturus  tubes,  including  detector, 
amplifier,  power,  High-mu,  shield  grid 
and  AC  detector  and  amplifier  types. 


Aston  Cabinet  Mfrs.,  Chicago,  III., 
(Space   105.)    Complete  line  of  radio 


Aston  Cabinet  No.  205 

cabinets  designated  as  numbers  201. 
202,   203,   205,   206,   207,   20S,  209,  210, 


Aston  Cabinet  No.  211 

211,  212  and  214,  listing  respectively 
from  $59.50  to  $299.50. 

(Continued  on  page  60) 


57 


58 


The  Talking  Machine  World,  New  York,  June,  1928 


RMA  Trade  Show  Exhibit  Booth 
Plan  of  the  Grand  Ballroom 
and  Foyer  of  the  Stevens 
Hotel,  Chicago 
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Bosch  Radio  Dealers  are  way  out  ahead 
this  season.  New  and  sound  merchandis- 
ing policies  in  the  current  Bosch  Radio 
contract  provide  greater  profits  and  ad- 
vantages not  to  be  had  in  any  other  contract. 

Bosch  Radio  Dealers  this  year  will  en- 
joy the  advantages  of  a  more  flexible 
inventory  investment,  a  wider  selling 
range  and  a  price  position  quite  unparal- 
leled in  any  other  quality  radio  line. 

The  new  plans  are  so  interesting  and 
the  profit  opportunities  so  enlarged  that 
the  Bosch  Radio  contract  will  be  the 
outstanding  money-maker  this  year. 

A  request  will  bring  you  the  details. 
Write  the  Main  Office  or  the  Branch 
nearest  you  today  if  you  want  to  be 
counted  in  our  plans  this  season. 

Prices  slightly  higher  west  of  Rockies  and  in  Canada 

AMERICAN  BOSCH 
MAGNETO  CORPORATION 
SPRINGFIELD,  MASS. 

Branches: 
New  York    Chicago    San  Francisco 

Bosch  Radio  is  licensed  under  pat- 
ents and  applications  of  K.  C.  A.  — 
R.  F.  L.  and  Lectttphone. 


ch  Radio  Model  28-for  110  volt  AC  operation  using  seven  alterm 
tubes  and  one  power  rectifying  tube.  Single  tuning  dial  electrically  li 
mahogany  cabinet.  Price  $132.50  less  tubes. 

Authorized  Bosch  Radio  Dealer*  are  now  showing  the  console  Model 
29B,  specially  designed  for  them  with  super-dynamic  speaker  and  special 
high-power  speaker  supply.  Console  has  sliding  doors,  beautiful  crafts- 
manship ana  selected  woods.  Bosch  Radio  Dealers  are  offering  this 
console  29B  with  super-dynamic  speaker  and  special  high-power  speaker 
•upply  with  Bosch  Radio  Model  28  Receiver  for  $295.00 


Exhibits  at  the  RMA  Trade  Show 


Atwater  Kent  Mfg.  Co.,  Philadel- 
phia, Pa.,  (Space  B  S7-38-39.).  Com- 
plete line  of  Atwater  Kent  radio  re- 


A.  K.  Model  37 

ceivers  featuring  new  products  which 
will  be  described  in  the  July  issue  as 


A.  K.  Model  38  and  E.  Speaker 

well  as  the  model  37  and  38  AC  re- 
ceivers. Also  the  model  E  Atwater 
Kent  loud  speaker. 


Best  Mfg.  Co.,  Irvington,  N.  J. 
(Space  14).  B.  B.  L.  motor,  designed 
for  loud  speakers.  Armature  cross- 
section  area  1/16"  x  5/8".  Laminated 
pole  pieces  cast  integral  with  frame. 


Birnbach  Radio  Co.,  New  York,  N. 
Y.,  (Space  145.).  Complete  line  of  ex- 
tension cords,  battery  cables,  replace- 
ment cords,  extension  cords  connec- 
tors, tuning  coils  and  EF  coils. 


L.  S.  Brach  Mfg.  Co.,  Newark,  N. 
3.,  (Space  B  57.)  Complete  line  of  A 
and  B  power  supply  units,  Brach  an- 
tenna plugs,  lightning  arresters, 
aerial  outfits,  cord  connectors,  phone 
plugs.  Brach-stats,  fixed  crystals, 
Controlit  relays  and  other  radio  acces- 
sories. 


Bremer-Tully  Mfg.  Co.,  Chicago,  Ell., 

(Space  B  3  and  4.).  Complete  line  of 
1928-1929  receivers  including  the  fol- 


Bremer-Tully  Model  6-40-C  Console 

lowing  models :  model  6-40-R,  6  tube, 
table  type,  AC  operated,  single  con- 
trol, drum  being  indexed  for  direct 
reading  and  illuminated  by  a  shielded 
pilot  light,  $130;  model  6-40-C,  6  tube, 
console  type,  AC  operated,  walnut  cab- 


Bremer-Tully  Model  6-40-R 

inet  with  built-in  speaker,  $190 ;  model 
7-70,  7  tube,  table  type.  AC  operated ; 
model  7-71,  7  tube,  console  type,  AC 
operated;  model  8-20,  table  type,  8 
tubes,  AC  operated;  model  8-21,  8 
tubes,  console  type,  AC  operated. 


Buckeye  Mfg.  Co.,  Springfield,  O., 
(Space  114.).  Complete  line  of  radio 
cabinets  comprising  all  styles  and  fin- 


Buckeye  Cabinet 

ishes  to  meet  all  requirements  of  the 
trade. 


Bush  &  Lane  Piano  Co.,  Holland, 
Mich.,  (Space  131-132.).  Complete  line 
of  radio  receivers  including  model  2, 
7  tube,  table  type,  AC  operated,  metal 


Bush  <&  Lane  Model  5-C 

cabinet  to  match  any  walnut  setting, 
$110;  model  4-B,  console  type  with 
model  2  chassis,  $160;  model  5-C,  con- 
sole type  with  model  2  chassis,  $185; 


Bush  &  Lane   Table  Type 

model  7-C,  console  type,  with  model 
5  DeLuxe  chassis,  $235.  Also  radio 
cabinets,  Cecilian  speakers  and  a  com- 
bination radio  and  phonograph. 


Carter  Radio  Co.,  Chicago,  111. 
(Space  66).  Complete  line  of  radio 
parts,  including  tapered  rheostats  and 
potentiometers;  tube  shields  and 
shielded  connectors;  aerial-ground  and 
receptacle  outlet  plate  and  resistors. 


Case  Electric  Corp.,  (Division  of 
United  States  Elec.  Corp.)  Marion, 
Ind.,  (Space  B  90-91.).  Complete  line 
of  Case  radio  receivers,  featuring  the 


Case  Model  66  A 

Case  "Seventy"  line,  including  the 
following  models;  model  73  B,  Spinet 
console,  with  the  model  73  chassis, 
neutrodyne  circuit,  7  tubes,  AC  oper- 
ated, equipped  with  high-grade  cone 
speaker,  handsome  genuine  walnut 
cabinet,  $175;  model  73  C  DeLuxe  con- 
sole, equipped  with  large  concert  air- 


column  speaker,  model  73  chassis  in 
artistic  figured  stump  walnut,  $250; 
model  66  A,  table  type,  6  tubes,  AC 


Case  Model  73  B 

operated,  neutrodyne  circuit,  single 
dial,  illuminated  drum  scale,  attrac- 
tive cabinet,  $98. 


Caswell-Runyan  Co.,  Huntington, 
Ind.  (Space  B  82).  Complete  line  of 
radio  cabinets  and  radio  tables :  The 


Caswell-Runyan  Cabinet 


No.  20  table,  $22;  No.  31.  $4S;  radio 
console  No.  15,  $35;  No.  58,  $40;  No. 
9,  $62;  No.  30,  $98;  No.  35,  $72;  No. 
25,    $112;   featuring  the   No.   25  cora- 


Caswell-Runyan  Cabinet 


bination  desk  and  radio  console  and 
the  No.  35  console. 


Chicago — Jefferson  Fuse  &  Electric 
Co.,  Chicago,  111.  (Space  96).  Tube 
rejuvenators,  chargers  and  checkers; 
also  audio  and  output  transformers. 


Ceco  Mfg.  Co.,  Inc.,  Providence,  R. 
I.i  (Space  107.).  Complete  line  of  Ceco 
radio  tubes,  including  the  AC  High- 
Mu  tubes  and  AC  shielder  grid  tubes. 
The  High  Mu  AC  tube  is  especially 
adapted  to  resistance  audio  amplifica- 
tion circuits.  The  filament  is  rated  at 
1.5  volts,  1.05  amps.  The  tube  has  an 
average  amplification  constant  of  16 
which  is  considered  to  be  desirable  for 


all  practical  purposes.  The  AC  shield- 
ed grid  tube  is  of  the  separate  heater 
type  requiring  2.25  volts  maximum, 
1.5  amps,  on  the  heater  and  has  a  5 


TYPE  M-26 

H  I  -  M  U 

1.5  V. 
1.05  AMP. 


fli 


Ceco  M-26  Tube       Ceco  A.C.  22  Tube 

prong  socket.  The  control  grid  comes 
out  through  the  top  of  the  tube  the 
same  as  in  the  DC  shielded  grid  tube. 


Chillicothe  Furniture  Co.,  Chilli- 
cothe,  Mo.,  (Space  80.).  Complete  line 
of  radio  cabinets  listing  from  $50  to 
$150. 


Crosley  Radio  Corp.,  Cincinnati,  O., 
(Space  97-98.).  Complete  line  of  Cros- 
ley radio  receivers,  including  the  fol- 
lowing models:  Crosley  Gembox,  model 
60S,  table  type,  6  tubes,  AC  operated, 
metal  cabinet  which  may  be  removed 
from  mounting  in  standing  Crosley 
consoles,  single  tuning  and  illuminated 
dial,  Crosley  Jewelbox,  model  704,  ta- 
ble type,  8  tubes,  AC  operated,  neu- 


Crosley  Gembox 

trodyne  circuit,  metal  cabinet  which 
may  be  removed  from  mounting  in 
furniture  consoles,  completely  shielded, 
single  dial  tuning,  illuminated  dial; 
Crosley  Showbox,  model  706,  table 
type,  8  tubes,  AC  operated,  neutro- 
dyne circuit,  metal  cabinet  which  may 
be  removed  from  mounting  in  con- 
sole- furniture,   single  tuning  control, 


Crosley  Showbox 

illuminated  dial;  Crosley  Bandbox, 
model  001,  table  type,  6  tubes,  stor- 
age battery  operated,  neutrodyne 
circuit,  removable  metal  cabinet, 
single  dial  tuning ;  Crosley  Band- 
box, Jr.,  model  401,  5  tube,  table  type, 
dry  battery  operated,  neutrodyne  cir- 
cuit, single  dial  tuning.  Also  the  Cros- 
ley Dynacone,  a  new  type  of  dynamic 
loud  speaker,  supplied  in  two  models 
so  that  it  may  be  operated  from  the 
ordinary  set  or  from  certain  Crosley 
sets  with  separately  energized  field 
magnets. 


E.  T.  Cunningham,  Inc.,  New  York, 

N.  Y.,  (Space  134.).  Complete  line  of 
Cunningham  tubes,  both  AC  and  DC 
operated. 


Day-Fan  Electric  Co.,  Dayton,  O. 
(Space  B  77-78.)  Complete  line  of 
1928-1929  Day-Fan  radio  receivers,  in- 
cluding the  Day-Fan  table  model,  AC 
operated,  8-tubes,  single  dial  control, 
illuminated  dial,  completely  shielded 
and  in  attractive  cabinet.  Also  con- 
sole type  cabinet  with  built-in  speaker 
and  same  chassis  as  table  model. 


Dongan  Elec.  Mfg.  Co.,  Detroit. 
Mich.,  (Space  152)  Complete  line  of 
power  transformers,  chokes,  audio 
transformers  and  fixed  condensers. 


Dubilier  Condenser  Corp.,  New  Y'ork, 
N.  Y.  (Space  B  10.).  Complete  line  of 
condensers  including  fixed  mica,  trans- 
mitting, power  factor  correction,  car- 
rier, current,  filter,  by-pass,  low  vol- 
tage high  capacity,  and  special  paper 
and  mica  condensers  for  every  known 
purpose.  Also  light  socket  aerials,  radio 
frequency  transmitters  and  Metaleaks. 
(Continued  on  page  61) 
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REALISM  ^  RADIO 

tQood  news  for  everybody !  A  wonder  set  for  new-day  needs  in  Radio  I "l 
"New  features  that  open  vast  new  fields  of  selling  opportunity !  J 


UNMATCHED  REALISM  of  voice  and  music 
reproduction  sounds  the  keynote  among  the 
big  sales  features  of  this  new  line.  It  will  make 
thousands  of  Stewart -Warner  dealers  succeed  in  1928 
and  in  years  to  come.  Through  an  exclusive  meth- 
od —  the  Electrical  Ear  Process  —  Stewart-Warner 
Radio  exactly  reproduces  music  in  all  its  original 
tone,  depth,  color  and  volume. 

The  Electrical  Ear  is  a  sensitive  mechanism 
which  records  the  minute  tone  vibrations  of  the 
music  itself  and  also  thevibrations  of  the  same  music 
re-created  by  the  Stewart- Warner  set — then  com- 
pares the  two  records  for  perfect  reproduction. 

Many  times  more  accurate  than  the  human  ear, 
this  device  enables  Stewart-Warner  to  build  sets 
with  Realism  approaching  absolute  perfection.  This 
assures  Stewart- Warner  and  Stewart-Warner  deal- 
ers undisputed  Radio  Leadership. 

One  of  the  new  line  leaders  is  Model  802.  In 
sensational  features  this  great  set  stands  alone.  An 
All-Electric  A.  C.  Receiver,  portable,  self-contained, 
with  built-on  reproducer,  built-in  power  unit  ar 
built-in  light  socket  antenna.  A  small  compac 
metal  cabinet,  beautifully  finished  in  Bronze  Moi 
(pronounced  Morly). 

Three  stages  of  radio  frequency  amplificatic 
with  FOUR  tuned  circuits.  Utilizes  six  receiving 
tubes,  one  rectifier  tube.  Protected  by  safety  cart- 


ridge fuse.  Operates  on  voltages  from  105  to  130, 
with  taps  for  high  or  low  voltage,  insuring  maxi- 
mum tube  life  and  efficiency.  Gold-plated  dial,  cal- 
ibrated in  wavelengths.  One  control  for  tuning, 
one  for  volume.  Has  phonographic  pickup  recep- 
tacles and  re-creates  record  music  equal  to  any  new- 
type  phonograph. 

The  new  Stewart-Warner  Reproducer  harmon- 
izes with  the  set  in  lines,  finish  and  performance. 
It  also  comes  as  a  separate  unit,  Model  435. 

Model  801  Receiver  has  the  same  cabinet  and 
chassis  as  802,  but  is  without  the  built-on  repro- 
ducer. D.  C.  Model  806  is  identical  with  Model 
801  except  that  it  is  designed  for  battery  or  battery 
eliminator  operation. 

CONSOLES— A  complete  line  of  popularly- 
priced  console  cabinets,  strikingly  beautiful  ex- 
amples of  master  craftsmanship  by  the  Buckeye 
Cabinet  Co.,  Springfield,  Ohio,  are  approved  for  the 
new  Stewart-Warner  models. 


Qet  the  full  news  about  this  great  new  line  and 
the  advertising  and  merchandising  help  that  will 
hack  it.  If  the  Stewart- Warner  franchise  is  open  in 
your  territory,  write  or  tvire  us  noiv.  It's  an  oppor- 
tunity to  make  more  money  and  build  big  perma- 
nent trade.Territories  closing  fast!  Don't  delay!  Act/ 


Stewart-Warner  Speedometer  Corporation  .  Chicago 

See  the  Stew  art 'Warner  Line  at  the  June  Trade  Shoiv,  Space  B-46  and  4' 


No.  4 
*Ptice 
$72.50 


No.  1 
$42.50 


CONSOLE  CABINETS,  made  by  the  Buckeye  Cabinet  Company,  Springfield,  Ohio,  are  approved  for  the  new  Stewart- 
Warner  Radio  Models. These  cabinets,  with  built-in  Stewart- Warner  Reproducers,  range  in  price  from  $42.50  to  50.  Console 
No,  1  is  recommended  for  A.  C.sets  only,  as  it  has  no  place  for  batteries.  All  other  consoles  are  tor  either  A.  C.  or  U.  t..  sets. 


WARNER 


Ike  Jfoice  of  Authority 

-RADIO 
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Back  of  STEWART* WARNER  Radio  are 
the  Reputation  and  Resources  of  this  $50,000,000  Corporation 


WLen  you  handle  Stewart- Warner  Radio  you  make 
a  business  hook-up  with  the  prestige  of  the  Stewart- 
Warner  name;  with  a  22-year  record  of  success  and 
achievement;  with  18  million  products  in  use;  with 
public  good  will  built  on  manufacturing  quality  and 
merchandising  service. 

The  1929  Stewart -Warner  Radio  will  win  ready 


acceptance  on  the  strength  of  its  name,  its  quality, 
performance  and  price.  Unparalleled  opportunity 
awaits  the  dealer  who  secures  this  line. 
We  want  aggressive  dealers,  who  seek  to  give  their 
patrons  greatest  radio  value;  who  want  to  win  new 
business  in  the  best  and  biggest  way.  Learn  about 
our  plans  to  increase  your  radio  sales. 


Write  or  wive  us  today 

STEWART- WARNER  SPEEDOMETER  CORPORATION  «  Chicago 

22  years  in  business — W  orld-vcide  Service  —  50  million  dollar  a  in  resources  —  4th  successful  radio  year 

SEE  US  AT  THE  JUNE  TRADE  SHOW,  CHICAGO,  SPACE  B-46  and  47 


1 


STEWART  -  WARN  ER 

^he  voice  of  authority  in  radio 


Exhibits  at  the  RMA  Trade  Show 


Day-Fan  Elec.  Co.,  Dayton,  O., 
(Space  B  77-78.).  Complete  line  of  the 
1928-1929  Day-Fan  8  tube,  AC  receiv- 
ers in  table  and  console  cabinets. 


in  every  style  and  finish  required  by 
the  jobber  and  retail  radio  dealer. 


Diamond  Vacuum  Products  Co.,  Chi- 
cago, 111.  (Space  7.).  Complete  line  of 
shield  plate  and  Diatron  tubes. 


H.  H.  Eby  Mfg.  Co.,  Inc.,  Philadel- 
phia, Pa.  (Space  133).  Complete  line 
of  Eby  binding  posts,  sockets  and  kit 
jacks. 


Electrad,  Inc.,  New  York,  N.  Y., 
(Space  159.)  Complete  line  of  parts  and 
accessories,     including    the  Electrad 


Electrad  Lead-in 


lamp  socket  antenna,  listing  at  $1  and 
tested  at  2500  volts  AC ;  also  Electrad 
certified  lead-ins  listing  at  40  cents; 


Klectrad  I, amp  Socket  Antenna 

triple-ply  insulation  covered  with 
waterproof  webbing;  one  piece  copper 
strip,  heavily  tinned  to  prevent  corro- 
sion.   

Electrical  Research  Labs.,  Chicago, 
HI.,  (Space  84.).  Complete  line  of  Erla 
radio  receivers,  dynamic  cone  speak- 
ers, speaker  units,  power  amplifiers 
and   magnetic  pick-ups. 


Elgin  Cabinet  Corp.,  Elgin,  111., 
(Space  75.)  Complete  line  of  radio 
cabinets  including  the  following  mod- 
els, all  of  which  have  the  RCA  100-A 
speaker  built  in  ;  Nos.  18,  1G,  37  and  20 
radio  consoles  and  No.  101  desk  con- 
solette. 


Esscnbec  Radio  Devices  Co.,  Chi- 
cago, 111.,  (Space  21.).  Exhibiting  the 
Ideal  Ball  Umbrella  Aerial. 


Excello  Products  Corp.,  Cicero,  111., 
(Space  B  64-65.)     Complete  line  radio 


Excello  Cabinet 

Fansteel  Products  Co.,  Inc.,  North 
Chicago,  111.,  (Space  85-86-87.).  Com- 
plete line  of  the  new  1928-1929  Balkite 
radio  receivers  comprising  the  follow- 
ing models:  A-3,  7  tube,  AC  operated, 
table  type,  attractive  metal  cabinet, 
neutrodyne  circuit,  complete  shielding, 
single  tuning  dial,  $197.50;  A-5,  table 
type,  same  chassis  as  A-3  in  a  hand- 
some   Berkey    &   Gay   cabinet,  $235; 


Balkite  A-5 

A-7,  high-boy  type,  7  tube,  AC  oper- 
ated, same  chassis  as  the  A-3  in  an 
artistic  Berkey  &  Gay  cabinet  with 
dynamic  speaker;  phonograph  jack  for 
operating  a  phonograph  is  provided ; 
$487.50.    All  Balkite  receivers  use  the 


Balkite  condensers  which  comprise 
various  unique  features;  the  single 
tuning  dial  is  of  the  large  drum 
direct-drive  type.  Also  featured  in 
the  display  the  new  Balkite  Symphion 
instrument  designated  as  model  A-9, 
a  new  Balkite  development  compris- 
ing a  combination  phonograph  with 
Balkite  radio  receiver. 


Farrand  Mfg.  Co.,  Long  Island  City, 
N.  Y.(  (Space  B  58-59.).  Complete  line 
of  Farrand  speakers,  including  Dy- 
namic and  Balanced  Armature  speak- 


Excello  No.  R-43 

tables,  radio  cabinets  and  radio  con- 
soles  covering   all   price  ranges  and 


Farrand  Gothic  Speaker 

ers,  comprising  the  following  models : 
Farrand  Gothic  Dynamic,  model  70,  6 
volt,  DC  and  AC,  $50;  dynamic  chas- 
sis especially  designed  for  cabinet  and 
receiver  manufacturers  for  quick  in- 


stallation in  all  types  of  radio  or 
phonograph  consoles,  model  72,  6  volt, 
$35,  DC  $40,  AC,  $45;  Tiffany  table 
dynamic,  a  dynamic  reproducer 
housed  in  an  attractive  upright  con- 
sole finished  in  two-tone  walnut,  model 
74,  "6  volt,  DC  and  AC,  $75;  Console 
Grande  dynamic,  an  artistic  console  of 
two-tone  walnut,  model  76,  6  volt, 
DC  and  AC,  $110.  Farrand  dynamic 
speakers  are  designed  to  operate  with 
any  make  of  set,  using  a  171,  210  or 
250  type.  The  Farrand  Balanced  Ar- 
mature speakers  in  the  following  mod- 
els:   Farrand   Gothic,   model   60,  $35; 


Farrand  Console  Grande  Speaker 

Farrand  Junior  (Clock  type),  $19.50: 
Farrand  Oval,  model  20,  $16.50;  Far- 
rand Panel,  model  62,  $25;  Farrand 
built-in  table  speaker,  model  68  in 
two-tone  walnut,  $45,  and  the  Farrand 
chassis,  model  43  and  box  chassis, 
model  42  B. 


Federal  Furniture  Factories,  New 
York,  N.  Y.  (Space  3.)     Complete  line 


Federal  Furniture  Model  36 


of  radio  cabinets,  consolettes  and  fur- 
niture adaptable  to  all  types  of  radio 


Federal   Furniture  Model  37 

receivers  and  meeting  all  requirements 
of  the  trade. 


Federal  Radio  Corp.,  Buffalo,  N.  Y., 
(Space  81-82.).  Complete  line  of  1928- 
1929  Federal  radio  receivers  and  loud- 
speakers, comprising  many  new  de- 
velopments which  will  be  announced 
in  detail  in  the  July  World. 


Charles  Freshman  Co.,  Inc.,  New 
York,  N.  Y.,  (Space  116117.).  Com- 
plete line  of  1928-1929  Freshman  elec- 
tric radio  receivers  which  will  be  de- 
scribed in  detail  in  the  July  World. 


Freed-Eisemann  Radio  Corp.,  Brook- 
lyn, N.  Y.,  (Space  94-95.).  Complete 
line  of  Freed-Eisemann  1928-1929 
radio  receivers  comprising  the  follow- 
ing models :  model  NR-80,  table  type, 
S  tubes,  AC  operated  neutrodyne  cir- 


cuit, mounted  in  reinforced  steel  cab- 
inet, single  drum  type  tuning  control 
with  direct  condenser  drive,  electri- 
cally tapered  drum  type  volume  con- 
trol, automatically  illuminated  wave- 
length scale,  re-inforced  steel  chassis 
with  gold  color  finish,  $125;  model 
NR-80-W,  same  set  as  NR-80  except 
that  instead  of  a  metal  cabinet  a 
combination  walnut  veneer,  hand-pol- 
ished cabinet  is  used,  $125 ;  model  NR- 
80  direct  current  electric,  same  chas- 
sis as  on  NR-80,  set  operating  on  110 
to    120   volts   direct    current  supply, 


Freed-Eisemann  NR-80 

$125;  model  NR-S0-W,  direct  current 
electric,  same  as  NR-80-DC,  except 
the  set  is  in  a  combination  walnut 
veneer,  hand-polished  cabinet,  $125 : 
model  NR-80  for  25  or  40  cycles  AC, 
same  as  the  model  NR-80  except  that 
a  special  power  transformer  is  used  so 
that  the  set  can  be  available  for  either 
25  or  40  cycle  AC  supply,  $135 ;  model 
NR-S0-W  for  25  or  40  AC,  set  being 
the  same  as  the  NR-80  for  25  or  40 
cycle  supply  except  that  it  is  in  a 
combination  walnut  veneer,  hand-pol- 
ished cabinet,  $135;  model  NR-S5,  set 
using  high  power  rectifying  tube  and 


Freed-Eisemann  Hand-Painted 
Cabinet 

7  AC  electric  tubes,  same  set  chassis 
as  NR-80,  a  high  power  amplifier  unit 
being  used  instead  of  the  power  unit 
which  is  built  into  the  NR-80.  This 
set  is  especially  designed  for  use  with 
the  Freed-Eisemann  new  Dynamic 
(moving  coil)  loud  speaker;  an  auto- 
matic connection  jack  being  built  into 
the  set  to  accommodate  this  dynamic 
speaker,  $160.  Any  of  the  model  NR- 
SO  sets  are  supplied  in  special  color 
metal  cabinets  at  an  increased  list 
price  of  $10  per  set:  three  different 
finishes  being  green  and  gold,  Japan- 
ese and  olive  green.  The  Freed-Eise- 
mann loud  speaker  line  comprises  the 
model  300  Dynamic  (moving  coil)  at 
$l!5;  model  300  chassis  only,  $45;  model 
345  Magnetic  speaker  $35;  model  345 
chassis  only  $20;  model  330  cone  type 
in  wall  and  table  styles,  $35;  model 
330  floor  type,  $50.  Also  a  complete 
line  of  wrought-iron  tables  made  by 
the  Robert  Findlay  Mfg.  Co.,  Brook- 
lyn, N.  Y.,  listing  at  $20  and  $24;  a 
complete  line  of  radio  consoles  made 
by  the  Adler  Mfg.  Co.,  of  Louisville, 
Ky.,  including  four  consoles  designated 
as  model  F-8  table  type,  model  F-7, 
Spanish  Chest;  model  1  F-9  Colonial 
Console;  model  F-4  Tudor  Console  and 
the  model  F-5  loud  speaker  table.  Also 
a  console  made  by  the  Hamilton  Mfg. 
Co.,  Two  Rivers,  Wis.,  designated  as 
the  model  F-6  console. 


Robert  Findlay  Mfg.  Co.,  Inc., 
Brooklyn,  N.  Y.,  (Space  60.).  Com- 
plete line  of  metal  console  tables  for 


Findlay  Radio  Table 

many  standard  table  models  including 
Radiolas,  Atwater  Kent,  Crosley, 
Kolster,  Freed-Eisemann,  Bremer-Tul- 
ly  and  Shamrock  sets.  Also  metal  con- 
sole tables  for  portable  phonographs : 
a  feature  model  in  the  radio  table 
line  being  the  No.  18 /100-A  for  the 
Radiola  18  receiver. 

{Continued  on  page  64) 
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Newcomlje-Hawley 
Dynamic  Cone 
Reproducers 

A  remarkable  free  floating 
dynamic  cone  unit,  made  under 
Magnavox  patent  license  protec- 
tion, is  the  heart  of  all  Newcombe- 
Hawley  Dynamic  Models.  Unsur- 
passed tone  quality  and  plenty 
of  . volume  are  obtained. 

All  models  can  be  furnished  with 
dynamic  cone  units  for  battery 
or  light-socket  operation.  Special 
condition  equalizer  assures  per- 
fect reproduction. 


All  models  are  in  beautiful  wal- 
nut, finished  to  harmonize  with 
the  finest  interior  appointments. 


Never  before  has  such  an  out- 
standing and  complete  line  of 
radio  reproducers  been  offered 
to  the  radio  trade  by  one  man- 
ufacturer. The  1928-1929  line 
of  Newcombe-Hawley  Radio 
Reproducers  includes  the  three 
most  successful  types  —  Dynamic 
— Magnetic — Air  Column. 


MODEL  959 
LARGE  CONSOLE 
Large  size  A.  C.  receiver  such  as  R.  C. 
A.  Model  1 8.  Equipped  with  Dynamic 
Cone  Reproducer  for  light  socket 
operation.  Blank  panel  furnished, 
cut  to  fit  any  standard  receiver. 


MODEL  969  PORTABLE 
Equipped  with  D.C.  Dynamic  Cone 
Reproducer  for  Battery  operated 
sets  or  A.  C.  Dynamic  Cone  Repro- 
ducer for  light  socket  operation. 
Condition  equalizer  is  provided  for 
controlling  quality  of  reception. 

This  attractive  reproducer  is 
mounted  in  a  beautifully  finished 
Walnut  cabinet.  Its  small  size  and 
low  cost  combined  with  the  re- 
markable tone  quality  of  New- 
combe  Hawley  Dynamic  Reproduc- 
ers makes  it  a  very  attractive  unit. 


Air  Column  Reproducers 


MODEL  70 
AIR  COLUMN 
CHASSIS 

Has  genuine  Na- 
thaniel Baldwin  Ri- 
val Unit  86-inch  air 
column.  Furnished 
without  cabinet. 

MODEL  71 
TABLE 
Wide  enough  to 
hold  most  radio  re- 
ceivers. Equipped 
with  Newcombe- 
Hawley  72-inch  air 
column  and  Bald- 
win Unit. 


MODEL  73 
DRUM 
REPRODUCER 

Equipped  with  gen- 
uine Nathaniel 
Baldwin  Unit.  Air 
column  54  inches 
long. 

MODEL  72 
CONSOLE 

Has  Newcombe- 
Hawley  72-inch  air 
column  reproducer 
and  Nathaniel 
Baldwin  Unit.  Ac- 
commodates popu- 
lar radio  sets. 


7U  vVf  V 
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MODEL  909  TABLE 
A  popular  table  model  in  beau- 
tifully finished  burl  walnut. 
Unusually  compact,  yet  large 
enough  to  bold  most  table  type 
radio  receivers.  Has  D.  C. 
Dynamic  Cone  Reproducer 
for  battery  operated  sets  or 
A.  C.  Dynamic  Cone  Repro- 
ducer for  light  socket  opera- 
tion. Condition  equalizer  is 
provided  for  controlling  qual- 
ity of  reception. 


MODEL  929 
SMALL  CONSOLE 
Has  compartment  above  repro- 
ducer grill  for  average  receiver. 
Blank  panels  cut  to  fit  any 
standard  receiver.  Equipped 
with  Dynamic  Cone  Repro- 
ducer lor  either  storage  battery 
or  light  socket  operation. 


Magnetic  Cone  Reproducers 


MODEL  80 
MAGNETIC  CONE 
A  powerful  mag-, 
netic  cone  of  excep- 
tional tone  quality. 
Furnished  inchassis 
form  with  wood 
baffle  box. 


MODEL  81  TABLE 
For  large  receivers  such  as  R. 
C.  A.  Model  18  all-electric  sets. 
Has  magnetic  cone  reproducer. 


MODEL  s.j 
PORTABLE 
A  beautiful  port- 
able reproducer 
with  a  high  quality 
magnetic  cone  unit. 
Furnished  in  burl 
walnut  cabinet. 


MODEL  109 
COMBINATION  CONSOLE 

With  Dynamic  Cone  Reproducer, 
electric  phonograph  turntable, 
and  space  for  radio  receiver.  Has 
radio-phonograph  selector  switch. 


J 


LERT  radio  dealers  and 
jobbers  will  instantly 
appreciate  the  enormous 
sales  advantage  of  the  com- 
plete Newcombe-Hawley 
line.  Pave  the  way  for 
profitable  reproducer 
business  by  hooking  up 
with  Newcombe-Hawley. 

il/eu7  the  Coupon  Today 


- 
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Exhibits  at  the  RMA  Trade  Show 


General     Radio      Co.,  Cambridge, 

Mass.,  (Space  B  5.).  Complete  line  of 
laboratory  instruments  used  in  the  de- 
sign and  testing  of  radio  receivers. 


A.  H.  Grebe  &  Co.,  Inc.,  New  York, 
X.  v.,  (Space  G5  A.).  Complete  line  of 
Grebe  Synchrophase  receivers,  both 
battery  rind  AC  operated.  Also  short- 
wave  radio   broadcast   receiving  sets, 


Grebe  Synchrophase  AC  Six 
loud  speakers,  socket  powers  and  volt- 
age regulators.  Products  featured  in- 
clude the  Grebe  Synchrophase  AC  six, 
single  dial  receiver  and  the  Grebe  Na- 
tural type  speaker  in  two  models  list- 
ing at  $17.50  and  $35;  also  a  new 
short-wave  receiver  completely  shield- 
ed and  designated  as  the  CR  19.  This 
receiver,  which  utilizes  four  tubes,  con- 


Grebe  Natural  Type  Speaker 

tains  all  of  the  features  in  the  Grebe 
CR  17  and  CR  18  earlier  types  of 
Grebe  short-wave  receivers  and  in  ad- 
dition, has  greater  radio  frequency 
amplification. 


Grigsby-Grunow  Co.,  Chicago,  III., 
(Space  64-65.).  Complete  line  of  Ma- 


jestic radio  receivers,  comprising  the 
following  models:  model  61,  7  tube, 


table,  $99.50;  model  71,  same  chassis 
as  model  61  in  handsome  walnut  cab- 
inet equipped  with  Majestic  dynamic 
power  speaker,  $137.50;  model  72, 
same  chassis  as  model  61,  in  artistic 
walnut  cabinet,  in  Majestic  dynamic 
power  speaker,  $167.50. 


Howard  Radio  Co.,  Chicago,  III., 
(Space  106.).  Complete  line  of  Howard 
radio  receivers  including  8  tube,  7 
tube  and  6  tube  models,  all  AC  oper- 
ated. All  Howard  radio  receivers  in 
console  models  have  the  combination 
phonograph  and  radio  feature. 


H.  Jj.  Hubbcll  Mfg.  Co.,  Grand  Rap- 
ids, Mich.,  (Space  15.).  Complete  line 
of  radio  furniture  for  Radiolas  and 
Kolster  sets  in  prices  ranging  from 
$15  to  $69.50. 


Hyatt  Elec.  Corp.,  Chicago,  111., 
(Space  153.).  Two  models  of  Hyatt 
portable  receivers  including  model  A 
at  $75  and  model  C  at  $60. 

Jensen  Radio  Mfg.  Co.,  Chicago,  111., 
(Space  48.).  Complete  line  of  Jensen 
Dynamic  speakers  for  radio  and  phon- 
ograph use  including  the  Cabinet  mod- 


Jensen  D-44  Speaker 
el,  type  D  44  (for  six  volts  operation) 
$55;  type  D  45  (for  90  volts  operation) 
$58;  type  D  44  AC  (for  110  volts  AC 
operation)    $70;   also   the  Jensen  dy- 


Jensen  Dynamic  Unit 
namic  unit  for  installation  in  radio  or 
phonograph  models  in  three  types  for 
6  volts,  90  volts  and  110  volts  AC 
operation,  listing  respectively  at  $40, 
$43  and  $55. 


Jewell  Electrical  Instrument  Co., 
Chicago,  111.,  (Space  B  50.).  Complete 


Jewell  Portable  Voltmeter 

line  of  radio  set  analyzers,  radio  test 


completely  shielded  receiver,  table  type 
using  RPL  balanced  circuit,  single 
dial  control,  walnut  cabinet,  AC  oper- 
ated, $85;  model  62,  same  chassis  as 
model    61,    designed    with  attractive 


Jewell  Service  Set 
benches,  tube  testers  and  general  line 


of  portable  and  panel  mounting  in- 
struments. The  radio  set  analyzer, 
pattern  No.  199  was  designed  for  the 
rapid  analysis  of  the  circuit  condi- 
tions in  a  radio  set— whether  battery 
operated  or  operated  from  the  alter- 
nating current  line.  Pattern  No.  77 
AC  portable  volt  meter  for  dealer  use 
is  made  for  checking  filament  voltages 
ranging  from  Q-3  to  O-150;  $15. 


Howard  B.  Jones,  Chicago,  111., 
(Space  B  85.).  Complete  line  of  Jones 
Multi-Plugs  showing  the  1928-1929 
models  in  three  sizes;  the  largest  car- 
rying 700  watts  per  contact. 

S.  Karpen  &  Bros.,  New  York,  N. 
Y.,  (Space  136.).  Complete  line  of 
radio  cabinets  featuring  seven  period 
designs  in  Italian,  William  and  Mary, 
Spanish,  early  American,  Gothic,  Ren- 
aissance and  Hepplewhite. 

Kellogg  Switchboard  &  Supply  Co., 
Chicago,  III.,  (Space  B  35-26.).  Com- 
plete line  of  1928-1929  Kellogg  radio 
receivers,  including  the  following  mod- 
els: model  515,  7  tubes,  AC  operated, 


Kellogg  Model  515 

table-type;  made  of  two-tone  attrac- 
tive brown  metal,  harmonizing  with 
either  mahogany  or  walnut  furniture, 
$169.50;  model  516,  7  tube,  AC  receiver, 
console  type,  enclosed  speaker,  cabi- 
net made  of  walnut  with  burl  walnut 
doors,  $375;  model  514,  7  tube,  AC  re- 
ceiver,   console    type,    with  enclosed 


Kellogg  Model  516 

speaker,  cabinet  made  of  walnut,  $495; 
model  .517,  DeLuxe  7  tube,  AC  re- 
ceiver, walnut  cabinet,  beautifully 
hand-carved  with  enclosed  speaker, 
$775.    All  prices  quoted  include  tubes. 


Ken-Rad  Corp.,  Owcnsboro,  Ky., 
(Space  90.).  Complete  line  of  radio 
vacuum  tubes. 


Kingston  Products  Corp.,  Kokomo, 
Ind.,  (Space  128.).  Kingston  B  current 
supply  units ;  A  current  supply  units 
and  AC  power  units. 


Kolster  Radio  Corp.,  Newark,  N.  J. 
(Space  B  60-61-62).  Complete  line  of 
1928-1929  Kolster  radio  receivers  and 
speakers  comprising  sixteen  models  in- 


Kolster  Console 

eluding  AC  sets  for  60  cycle  and  25 
cycle  operation,  electric  sets  for  direct 
current,    battery    sets    and  portable 


types  designated  dealers'  home  demon- 
stration. In  addition,  the  line  includes 
separate  magnetic  and  dynamic  speak- 
ers in  both  table  and  console  types 
and  a  60  cycle  B  eliminator  in  the 
line.  The  electric  sets  are  4,  5,  6,  and 
7  tube  models  ranging  in  price  from 
$80  to  $750 ;  the  4  and  5  tube  sets  are 
60  cycle  receivers  of  the  shelf  type  in 
metal  containers  for  insertion  in  book- 
cases or  special  furniture  as  selected 
by  the  purchaser.  They  are  listed  at 
$80  and  $95.  All  classes  of  sets,  elec- 
tric and  battery,  are  shown  in  the  6 


Kolster  Table  Model 

tube  models  with  walnut  cabinets  of 
a  new  design ;  the  console  type  having 
magnetic  cone-reproducers.  All  dials 
are  illuminated  and  all  tuning  is  done 
by  one  knob ;  the  circuit  being  tuned 
radio  frequency. 


I.    A.    Lund    Corp.,     Chicago,  111. 

(Space  141).  Complete  line  of  radio 
cabinets. 


Marti  Elec.  Radio  Co.,  West  Orange, 
N.  J.  (Space  110).  Featuring  the  new 
1928-1929   Marti   electric   power  radio 


Marti  Electric  Table  Model 

receiver  equipped  with  automatic  tun- 
ing in  two  models;  table  type,  7  tubes, 
with  duplex  wiring  for  either  the  227 
or  Kellogg  types  of  tubes;  console 
model,    same   chassis   as   table  type, 


Marti  Automatic  Tuning  Device 

housed  in  handsome  two-tone  walnut 
cabinet,  available  with  or  without 
phonograph  pick-up  unit. 


McMillan  Console 

McMillan  Radio  Corp.,  Chicago,  111., 
(Space  B  79-80).    Complete  line  of  Mc- 

(Continued  on  page  66) 
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C  A.   S   W   E     L    L  < 


Put  a  display  of  these  New 
Caswell  Portables  in  your 
best  window 

Watch  the  people  stop,  look  and  come 
into  your  store.  Their  remarkable 
values,  their  attractive  finish  and  fine 
workmanship  will  win  new  customers 
and  new  profits.  Show  them  and  sell 
them. 


THERE  is  only  one  way  that  you  can 
really  appreciate  these  remarkable 
portables.  We  can  tell  you  about  them, 
show  you  pictures  and  explain  the  amazing 
features  that  have  proved  so  sensational, 
but  until  you  have  actually  seen  them  in 
their  beautiful  harmonizing  colors,  until 
you  have  actually  heard  their  music  — 
their  perfect,  full,  deep  volume  in  tone, 
you  cannot  realize  how  fine  they  are. 


E  V 


Order  your  new  Caswells  now.  Compare 
them  with  any  other  machine  for  work- 
manship, for  mechanical  features,  for  real 
music-making  ability,  for  beauty  of  finish. 
Then  you  will  understand  why  they  lead 
the  field.  Then  you  will  understand  why 
they  are  such  profit-makers.  Take  advan- 
tage of  this  opportunity  while  it  is  fresh 
in  your  mind.  Be  the  first  in  your  com- 
munity to  feature  the  New  Caswell. 


Caswell  Manufacturing  Co.,  10th  and  St.  Paul  Ave.,  Milwaukee,  Wis. 


ELL 


Portable  Phonographs  of  t)isiindion 


Exhibits  at  the  R MA  Trade  Show 


McMillan  Console 

Millan  AC  operated  receivers  compris- 
ing four  models. 


Minerva  Radio  Co.,  Chicago,  111. 
(Space  43).  Complete  line  of  Minerva 
radio  receivers. 


Molded  Wood  Products,  Inc.,  Chi- 
cago, 111.  (Space  B  29).  Complete  line 
of  Molded  Wood  tone  chambers, 
mounted  and  unmounted ;  loud  speak er 
unit;  cone  assemblies  for  the  manu- 


Molded  Wood  Tone  Chamber  No.  1590 

facturer;  complete  line  of  loud-speak- 
ers, tone  chamber  and  cone  table  and 
floor  models.  Featuring  the  No.  1590 
tone  chamber  especially  designed  to  fit 
into  small  space,  equipped  with  Fair- 
fax "Green  Cap"  loud  speaker  unit, 
compactly   encased    and    mounted  in 


Molded    Wood   Fairfax   "Green  Cap" 
Unit 

special  walnut-veneer  finished  housing, 
ready  for  installation,  $6.50.  Also  the 
Fairfax  "Green  Cap"  unit,  sensitive 
heavy  duty  unit,  especially  designed  to 
withstand  power  of  modern  AC  opera- 
tion; particularly  adapted  for  use  in 
auditoriums,  public  announcing  sys- 
tems, etc.,  and  also  for  moderate 
home  requirements,  $6. 


National  Carbon  Co.,  New  York,  N. 
Y.  (Space  B  32-33).  Featuring  the 
new  1928-1929  Eveready  receivers,  com- 
prising the  following  models :  Eveready 
AC  receiver,  7  tubes,  made  of  die-cast 
aluminum  of  dark  green  color  with 
routed  silver  striping;  recessed  con- 
trol panel,  one  dial  control,  illuminated 
drum  dial  with  two  additional  knobs 


for  volume  control  and  antenna  trim- 
mer. Like  all  the  new  Eveready  re- 
ceivers, this  model  can  be  used  either 
as  a  table  set  removed  from  its  ped- 


Eveready  AC  Set 

estal  legs  or  with  the  supports  as 
illustrated ;  also  the  new  Eveready 
battery  operated  set,  6  tubes,  with  the 
set  and  pedestal  construced  of  maple; 
the  set  may  be  used  either  with  its 


Eveready  Battery  Operated  Set 

pedestal  or  separately  as  a  table  type. 
Also  on  display  the  new  Eveready 
loud  speakers  and  a  complete  line  of 
Eveready  Layerbilt  dry  batteries. 

Newcombe  -  Hawley,  Inc.,  St. 
Charles,     111.       (Space     B  34-35-36). 

Complete  line  of  Newcombe-Hawley 
reproducers  including  dynamic  cone 
reproducers  in  the  following  models: 
model  966,  portable  with  DC  dynamic 


Newcombe-Hawley  Model  107 


reproducer,  §52;  Model  969,  portable 
with  AC  dynamic  reproducer,  $70; 
model  906  table  with  DC  dynamic  re- 
producer, $70;  model  909,  table  with 
AC  dynamic  reproducer,  $88;  model 
109,  combination  console  with  AC 
dynamic  reproducer  and  phonograph 
turntable  with  electric  motor,  finished 
in  a  handsome  burl  walnut  cabinet, 


$225;  model  926,  console  with  DC 
dynamic  reproducer,  $80;  model  929, 
console  with  AC  dynamic  reproducer 
(for  the  smaller  sets),  $98;  model  950, 
console,  with  AC  dynamic  unit  (for 
the  larger  sets),  $110;  DC  dynamic 
cone  chassis,  model  NH-6  without 
cabinet,  $50.  Also  Newcombe-Hawley 
magnetic  cone  reproducers  in  follow- 
ing styles:    model  83,   portable,  $28; 


Newcombe-Hawley  Model  906 


model  81,  table,  $40;  and  model  80, 
chassis  without  cabinet,  $18.  Also 
Newcombe-Hawley  air  column  repro- 
ducers in  following  styles :  model  73, 
drum  reproducer  with  54-inch  air  col- 
umn, $25;  model  71,  table  with  72- 
inch  air  column,  $53;  model  72,  con- 
sole with  72-inch  air  column,  $63,  and 
model  70,  air  column  chassis  without 
cabinet,  $25. 


Northwestern  Cooperage  &  Lumber 
Co.,    Gladstone,    Mich.      (Space  129). 

Plywood  shipping  cases  sold  under 
trade-name  "Jiffycase ;"  also  complete 
line  of  panels. 


O'Neil  Mfg.  Coip.,  West  New  York, 
N.  J.  (Space  77-78).  Complete  line  of 
radio  loud  speakers  in  the  following 
styles:  D-99,  round,  17  inch  diameter, 
stippled  in  rich  bronze,  $14.75;  LS-19, 


O'Neil  D  99  Speaker 

oval,  full-rigged  ship,  bronze-finish,  20 
inches  high  illuminated  with  lighting 
equipment ;  F  102,  oval  flower  basket, 
20  inches  high,  antique  finish.  $25; 
C-105,  walnut  clock  cabinet  model,  12 
inches  high,  with  new  super  XI  unit, 
$27.50;  LC501,  console  cabinet  in  two- 
tone  walnut  with  new  super  XII,  31  $6 
inches  high,  $69.50;  TC-503,  consolette 


O'Neil  1S-19  Speaker 

table  in  two-tone  walnut  with  new 
super-X  unit,  $48.50.  Also  two  manu- 
facturers' models  designated  as  the 
CB-18  chassis  speaker  in  baffle  box, 
$16,  and  CX-21  chassis  speaker  with- 
out baffle  box  and  new  super-X  unit, 
$14.  Also  two  models  of  dynamic 
speakers. 


Operadio  Mfg.  Co.,  St.  Charles,  111., 
(Space  63).  Complete  line  of  air  col- 
umn speakers  in  both  manufacturers' 
types  and  retail  types;  the  manufac- 
turers' types  being  designated  as  mod- 
els Nos.  30,  54  and  84  and  the  retail 
types  as  Junior,  New  Senior,  West- 
minster, St.  Charles  and  Bel  Canto. 
Also  Operadio  amplifiers  designated 
as  models  207-B,  204-EJ  and  205-EJ. 
Also  the  Operadio  portable  radio  re- 
ceivers.    In  the  air  column  speaker 


line,  the  New  Senior,  which  is  12 
inches  high,  has  a  54-inch  air  column, 
being  designed  in  the  familiar  sun- 
burst effect  and  obtainable  in  a 
crackle     finish.       The  Westminster, 


Operadio  Senior 

15  5/16  inches  high,  is  a  new  model 
with  a  tone  chamber  measuring  61 
inches  in  length  and  the  design  based 
on  the  Gothic  motif.  The  Junior 
speaker  is  a  replica  of  the  New  Senior 
in  general  design  but  is  only  7  inches 
high;  differing  in  finish  from  the 
Senior    in    that    it    is    obtainable  in 


Operadio  Westminster 

bright  colors.  The  tone  chambers  of 
all  these  speakers  are  cast  enbloc  of 
an  inert  light-weight  composition  giv- 
ing a  monolithic  structure.  The  Oper- 
adio line  of  manufacturers'  type  speak- 
ers have  air  columns  varying  in  length 
from  30  inches  to  34  inches.  These 
speakers  are  also  built  of  a  light- 
weight composition  cast  enbloc  and 
are  designed  to  operate  with  or  with- 
out power  tube  and  on  AC  or  DC  sets. 


Facent  Electric  Co.,  New  York,  N. 
Y.  (Space  B  51).  Pacent  products  in- 
cluding the  Phonovox  electric  pick-up, 
$13.50  with  tonearm  and  $10.50  without 


Fhonovox  Electric  Pick-Up 

tonearm ;  Pacent  cabinet  cone  speaker, 
$30;  electric  phonograph  motor,  $35; 
two  stage  AC  amplifier  or  electric 
phonograph,  $110;  driver  unit  for  ra- 
dio speakers;  audio  and  power  trans- 
formers and  electric  phonograph  for 
use  with  radio. 


Perryman  Electric  Co.,  New  York, 
N.  Y.  (Space  53).  Complete  line  or 
Perryman  Radio  tubes,  featuring  par- 
ticularly   two    new    power  amplifier 


PA  210A 


PA  250 


tubes  designated  as  types  PA,  210A 
and  PA  250.  The  PA210A  type  while 
similar  in  characteristics  to  the  regu- 
lar 210  type,  is  equipped  with  especial 
(Continued  on  page  68) 
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favuis^peaktrs 

Double  action  —  and  perfected 
units  to  handle  the  new  A.  C.  sets 


Burtex  Diaphragms 
are  entirely  water- 
proof. Moisture  can 
never  affect  the  mus- 
ical quality. 
Licensed  and  man- 
ufactured under 
Patent  Numbers: 
1,414,801;  1,414,802; 
1,414,803;  1,414,804; 
1,454,504;  1,506,160. 
Other  Patents 
Pending. 


H\  the  dealer  should  investigate  the  Stevens  line  —  Substantially  construc- 
ted —  trouble  proof  —  eliminating  profit  destroying  servicing.  Double 
point  suspension,  non-freezing — non-rattling  armature  unit.  The  only  seamless 
waterproof  fabric  Diaphragm,  insuring  uniform  performance  regardless  of 
climatic  conditions  —  no  adjusting  required. 

Conceived  to  appeal  to  the  widest  range  of  tastes  to  command  volume  of  sales 
Universally  good  on  all  sets,  insuring  a  more  uniform  product  for  the  dealer. 
Price  range  and  models  to  meet  all  standard  market  conditions.  Sustained 
net  profits  to  the  Dealer. 


STEVENS  MANUFACTURING  CORPORATION 
Formerly  Stevens  &  Company,  Inc. 


46-48  East  Houston  Street 
New  York  City 


S-28  Modernistic  Design. — modern  in 
acoustic  principle — the  famous  Stevens 
Conoidal  Diaphragm — two-point  sus- 
pension armature.  Hand-rubbed  jn« 
Brown  Mahogany  finish  ....  OD 


LG-28  Gothic  Model.  Beautiful  in  tone 
. —  beautiful  in  design;  within  is  water- 
proof Burtex  Conoidal  Cone 
which  never  requires  readjusting. 


B-28  DeLuxe  Model.  Burtex  Conoidal 
Diaphragm,  171/2  inches  backed  by 
double  acting  five-ply  laminated  wood 
sounding  board,  renders  sup*  ate 
reme  reproduction  .  .  .  , 


525 


A-28  Standard  Model.  Full  14>/2  inch 
Burtex  Seamless  Diaphragm,  mounted 
on  Jasper  Brown  Mahogany  finish 
soundingboard.Tonethatcan-g-«  050 
not  be  judged  by  its  price  .  .  J.O 


R  M  A  SHOW 


STEVENS     HOTEL,  CHICAGO 


ROOTH  157 


Exhibits  at  the  RMA  Trade  Show 


Perryman  process  oxide  coated  fila- 
ment and  the  250  is  similarly  equipped 
with  both  tubes  incorporating  the 
Perryman  bridge. 


Philadelphia  Storage  Battery  Co., 
Philadelphia,  Pa.  (Space  12X,  124,  125). 
Complete  line  of  Philco  1928-1929  radio 
receivers,  comprising  the  following 
styles :  Philco  table  type,  6  tubes,  AC 
operated;  neutrodyne  range  control 
separates  distant  stations  without 
moving  tuning  dial;  illuminated  dial, 


Philco  Table  Model 
Spanish  brown,  $115;  also  produced 
in  colors — Nile  green,  Mandarin  red 
and  Labrador  grey,  designed  by  Hol- 
lingsworth  Pearce,  $125;  Philco  high- 
boy, designed  as  a  modern  version  of 
the  Louis  XVI  period.  AC  operated, 
same  chassis  as  table  model,  in  hand- 
some walnut  cabinet;  Philco  console 
grand  speaker;  radio  receiver  equipped 
with  phonograph  jack,  power  supply 
and  built-in  aerial,  $275 ;  Philco  con- 
sole receiver,  AC  operated,  same  chas- 
sis as  table  model,  designed  after 
Louis  XVI  period;  selected  walnut 
panels,  Philco  console  grand  speaker. 


Philco  Highboy 

phonograph  jack,  $200;  also  Philco 
speakers  including  the  Ships  Bell 
Clock  speaker  with  drum  of  heavy 
steel  and  measuring  13  inches  in 
width,  6%  inches  in  depth  and  10% 
inches  high,  Spanish  brown,  $25;  hand- 
decorated  to  match  table  cabinet. 
$27.50;  also  the  Philco  console  grand 
speaker  table  to  go  with  the  Philco 
radio  receiver;  can  support  any  table 
model  set  and  made  of  selected  wal- 
nut panels,  $50,  including  new  Philco 
speaker. 


Platter  Cabinet  Co.,  North  Vernon, 
Ind.  (Space  91).  Complete  line  of  ra- 
dio speakers,  radio  cabinets  and  phon- 
ograph-radio combinations. 


Polymet  Mfg.  Co.,  New  York,  N.  Y. 
(Space  143).  Complete  line  of  various 
condenser  and  resistance  elements, 
also  grid  leaks,  rheostats,  etc. 


Pierson  Co.,  Kockford,  III.  (Space 
115.)  Complete  line  of  radio  cabinets 
and  consolettes  of  all  descriptions,  fea- 


Pierson   Avignon    Model  822 

No.  52,  of  modern  French  design  and 
original  lines,  $75. 


Pooley  Co.,  Philadelphia,  Pa.  (Space 
B  40).  Complete  line  of  Pooley  radio 
cabinets  in  all  styles  and  sizes  to  ac- 
commodate standard  table  sets  of  all 
descriptions ;  also  console  cabinets  in 
a  complete  price  range. 


Racon  Elec.  Co.,  New  York,  N.  Y. 
(Space  11!)).  The  new  Racon  air  col- 
umn drum  speaker  featuring  the  ex- 
ponential air  column  horn  developed  by 
this  company;  also  dynamic  speaker. 


Radio  Corp.  of  America,  New  York, 
N.  Y.  (Space  57-58-59).  Complete  line 
of  RCA  Radiolas,  Radiotrons  and  loud 
speakers,  including  the  following  mod- 
els: Model  18,  table  type,  7  tube,  AC 
operated,  $115;  Model  16,  table  type,  (i 
tube,  battery  operated,  $82.75;  Model 


Radiola  18 

20,  table  type,  battery  operated,  5 
tubes.  $89.50;  Model  28,  table  type,  8 
tubes,  Super-Heterodyne,  battery  op- 
erated, $260;  Model  30-A,  console  type, 
8  tubes,  Super-Heterodyne,  socket 
power  operated,  AC  or  DC,  $495 ;  Mod- 
el 32,  console  type,  8  tubes,  Super- 
Heterodyne,  socket  power  operated, 
AC  or  DC,  with  Model  104  loud  speak- 
er, $895.  DeLuxe  loud  speaker  105, 
complete  with  Radiotron  for  AC  oper- 


Radiola  32 

ation,  floor  cabinet,  $350;  loud  speak- 
er 104,  complete  with  Radiotrons  for 
AC  operation,  floor  cabinet,  $275;  and 
with  Radiotrons  for  DC  operation 
$310;  loud  speaker  100A,  table  model, 
$35.  Complete  line  of  RCA  Radio- 
trons, both  AC  and  DC  operated. 
RCA  B  eliminator,  $48.  All  prices  of 
receiving  sets  are  complete  with 
Radiotrons. 


Radio  Receptor  Co.,  New  York,  N. 
Y.    (Space   B   69).    Complete   line  of 


models;  Powerizer  A  to  be  used  with 
a  B  eliminator  and  the  new  AC  tubes, 
supplying  filament  grid  bias  for  a  set 
using  the  standard  AC  tube  equipment, 
$12;  Powerizer  Junior  designed  to  con- 
vert! a  battery  set  into  an  ordinary 
electric  set  employing  the  171  tube  in 
the  last  stage,  $35;  DC  tube  Power- 
izer made  for  those  sets  operating  only 
with  UX  199  tubes  and  UX  222  screen 
grid  tubes;  this  unit  being  produced 
for  making  house  current  application 
to  the  semi-portable  super-heterodyne 
No.  812  Radiola  grand,  Radiola  26  and 
to  the  Victor  combination  7-3;  unit 
requires  no  re-wiring  or  changing  of 
tubes  of  any  other  kind,  $80;  also  a 
two-stage  Powerizer  which  is  adapted 
for  use  with  a  phonograph  pick-up ; 
uses  the   UX   226   tube   in   the  first 


DC  Tube  Powerizer 

stage  and  the  TJX  10  in  the  second, 
being  used  by  music  dealers  for  dem- 
onstrating phonographs,  $75 ;  standard 
Powerizer  at  $60  and  a  special  Power- 
izer with  power  pack  designed  exclu- 
sively for  Radiola  25  and  28  at  $84. 


Radio  Master  Corp.,  Bay  City,  Mich. 
(Space  138).  Complete  line  of  radio 
furniture. 


Raytheon  Mfg.  Co.,  Cambridge, 
Mass.  (Space  41).  Complete  line  of 
Raytheon  products  featuring  the  Ray- 
theon BH  tube  and  the  Raytheon 
Kino-Lamp  for  television. 


R.  B.  M.  Mfg.  Co.,  Logansport,  Ind. 
(Space  134  B).  R.  B.  M.  voltage  regu- 
lator for  AC  receivers  controlling  both 


R-B-M   Voltage  Regulator 

high  and  low  voltage  regulations  and 
delivering  110  volts  to  the  receiver 
when  the  voltage  is  between  90  and 
130;  $10. 


Red  Lion  Cabinet  Co.,  Red  Lion,  Pa. 
(Space  B  70).  Complete  line  of  Red 
Lion  desks  and  radio  cabinets  for  At- 
water  Kent  receivers. 


Rola   Co.,   Oakland,   Cal.    (Space  B 

86).  Complete  line  of  Rola  loud  speak- 
er products  including  the  following : 
model  MU,  manufacturers'  type  Rola 


Rola  Dynamic  Unit 
magnetic    cone    unit;    model  M-Rola 
magnetic     cone     unit     enly,  $18.50; 
model     20,      Rola     magnetic  table 
cabinet  speaker,  $35;  model  25.  Rola 


St.  Johns  Table  Co.,  Cadillac,  Mich. 
(Space  16).  Complete  line  of  radio 
tables  and  cabinets  including  the  fol- 
lowing models:  Normandy  radio  table 


Normandy  Radio  Table 
finished  in  antique  walnut,  Canterbury 
cabinet   finished    in    antique  walnut; 
Stratford   table  and  the  Fleur-de-Lis 
console. 


Samson  Elec.  Co.,  Canton,  Mass. 
(Space  70.)  Complete  line  of  socket 
power  equipment,  amplifiers  and  parts. 


Sandar  Corp.,  Long  Island  City,  N. 
Y.  (Space  101.)  Complete  line  of  loud 
speaker  products  including  Sandar  dy- 
namic speakers  in  the  following 
models:  End  table  dynamic,  model  75, 
for  6-volt  DC  and  AC  at  $75  each; 


Sandar   End    Table   Model  75 

table  model  dynamic,  model  71,  for  6- 
volt  DC  and  AC  at  $50;  table  console 
dynamic,  model  77,  for  6-volt  DC  and 
AC,    $110;    also    balanced  armature 


Sandar  Pane 


speakers  in  the  following  models:  San- 
dar Panel,  $25;  Sandar  Cabinet,  $35; 
Sandar  Cabinet,  Jr.,  $19.50;  Built-in 
table,  $50;  Box  Chassis,  $18. 


Shamrock  Mfg.  Co.,  Newark,  N.  3. 
(Space  156.)  Featuring  the  new  Sham- 
rock dynamic  electric  radio  receiver 
for  192S;  AC  operated,  7-tubes  for  60 
cycles  use.    It  can  also  be  supplied  for 


Pierson    Glenwood    Model  52 
turing  the  Avignon,  No.  822,  a  Louis 
XIV  design,  with  original  carvings,  in- 
laid Italian  marquetry  and  artistic  de- 
sign; $200.    Also  the  Glenwood  model, 


Powerizers 


Powerizer  A 

comprising  the 


following 


Rola  20  Speaker 

magnetic  console  table  speaker,  $60; 
model  DU,  manufacturers'  type,  Rola 
dynamic  unit;  model  D-110,  Rola  dy- 
namic unit  only  with  rectifier,  $50: 
model  30,  Rola  dynamic  table  cabinet 
speaker,  $75;  model  35,  Rola  dynamic 
console  speaker,  $110. 


Shamrock  Dynamic  AC  Radio 

25  cycles  at  an  increase  of  $10;  attrac- 
tive cabinet  design  in  antique  walnut, 
Chinese  green,  Mandarin  red,  ebony 
and  gold,  ivory  and  crackled  finishes, 
single  dial,  drum  dials  in  green  Bake- 
llte  illuminated,  $95. 

{Continued  on  page  69) 
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We  are  ready  to  serve  Zenith  dealers 
and  prospective  dealers  in  the  Bronx, 
Northern  New  Jersey,  New  York  State 
and  Connecticut* 


These  exquisite  examples  of  the  "all-electric 
radio  of  humanized  tone"  are  the  ones  for 
which  the  mackenzie  radio  corporation  and 
other  zenith  distributors  recently  placed  ad- 
vance  orders  for  the  coming  season  with  the 
factory  totaling  $12,000,000. 


8 


The  most  complete  line  on 
the  market — 16  models  — 
battery  or  electric — 

H00  to  $2500 


Mackenzie  Radio  Corporation 


1225  BROADWAY 


Phone:  Chickering  8386-7-8 


NEW  YORK,  N.  Y. 
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The  New  Zenith  Radio 


See  ZENITH 

at  the  Radio  Manufacturers9 
Trade  Show— Booth  No.  89 
Demonstration  in  Suite  505 A 


Model  35  The  Zenith  6-tube  cir- 
cuit in  a  "High-Boy"  Console — All 
Electric  with  Cone  Speaker.  Power 
unit  completely  contained  at  left  of 
cabinet.  Cabinet  of  English  design  in 
figured  walnut  veneers.  Solid  walnut 
legs  and  stretcher.  Price — Less  tubes 
—$270.  With  Power  Speaker— $330. 


Model  39  Zenith  8- 
tube  circuit  with  loop  and 
power  speaker  built  in- 
tegrally in  cabinet.  Com- 
pletely Electric  in  oper- 
ation. The  famous  Zenith 
power  speaker  embodied 
in  this  model  is  a  wonder- 
ful performer  under  all 
broadcast  conditions. 
Artistic  cabinet  of  wal- 
nut veneer,  attractively 
carved.  Power  speaker  in- 
stalled directly  behind  or- 
namental grille.  Price — 
Less  tubes — $450. 


See  the 

Zenith  Automatic 


at  the  Show* 


r 


Watch  for  this  tremendous  sensation  at  the 
radio  show.  The  biggest  thing  since  All- 
Electric  radio — Zenith  is  first  again  with  an 
idea  that  will  sweep  the  country. 

ZENITH  RADIO  CORPORATION 

3620  Iron  Street,  Chicago,  U.  S.  A. 


-►LONG  DISTANCE 4** 

TRADE    MARK  REG. 


RADIO 


WORLD'S   LARGEST   MANUFACTURERS    OF    HIGH    GRADE  RADIO 
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Smashes  All  Previous  Standards 


Model  34  The  6-tube  Zenith  Chassis  in  a  heautiful 
"Low-Boy"  Console  with  Cone  Speaker.  Completely 
Electric.  Speaker  mounted  behind  attractive  grille. 
Cabinet  of  figured  walnut  veneers  in  dark  dull  rubbed 
finish,  beautifully  shaded  and  blended.  Price — Less 
tubes— $230. 

Model  32  The  "Low-Boy"  Console  model  for  Bat« 
tery  operation.  Price — Less  tubes — $180. 


15  Models  —  3  different  circuits  —  6,  8 
and  10  Tubes  including  DeLuxe  Models 
—  with  or  without  loop  or  antenna  — 
battery  or  fully  electric— $100  to  $2,500, 
Western  United  States  prices  slightly 
higher — 44 Licensed  only  for  radio  ama- 
teur, experimental  and  broadcast 
reception." 


WE  ARE  proud  to  present  the  new 
line  of  Zenith  Radio  to  the 
industry  and  to  the  public.  It's  the 
best  job  of  radio  building  that  Zenith 
has  ever  done.  When  Zenith  dis- 
tributors saw  the  1928-29  line  at  the 
recent  convention  they  placed 
orders  for  more  than  double  the 
entire  Zenith  business  of  last  year. 
The  outlook  is  bright.  Zenith  dealers 
have  made  money  consistently  for 
the  past  seven  years.  This  year,  with 
a  product  that  is  worthy  of  Zenith's 
position  as  the  world's  largest 
manufacturer  of  high  grade  radio, 
the  profit  possibilities  are  greater 
than  ever. 


Model  33  Zenith  6-tube  set  in  table  cabinet,  com- 
pletley  Electric.  Single  dial  control  wi  th  effectively 
shielded  all-metal  chassis.  Transparent  dial  illumi- 
nated from  underneath,  making  figured  scale  stand 
out  with  brilliant  clarity.  Cabinet  of  matched  walnut 
veneer  with  dial  and  escutcheon  placed  in  attractive 
circular  recession  at  top.  Price — Less  tubes — $150. 

Model  31  The  6-tube  table  model  for  Battery 
operation.  Price — Less  tubes — $100. 


RADIO 


WORLD'S    LARGEST    MANUFACTURERS    OF   HIGH    GRADE  RADIO 
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IF  YOU'RE 
LOOKING 
AHEAD  — 

SELL 


THE  ALL-ELECTRIC  RADIO 

OF  HUMANIZED  TONE 


—AND  IF  YOU'RE  REALLY  LOOK- 
ING  AHEAD— YOU'LL  SIGN  YOUR 
ZENITH    FRANCHISE  NOW! 


NORTH  AMERICAN 
RADIO  CORP. 

1845  BROADWAY,  NEW  YORK  Phone:  Columbus  7514 

Exclusive  Zenith  Distributor  for 
MANHATTAN  BROOKLYN  LONG  ISLAND  STATEN  ISLAND 
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Advance  orders  for  Zenith  Receivers 
have  shattered  all  previous  records 

AUTOMATIC  TUNING 

An  Exclusive  Zenith  Feature 


1928*1929—30  Zenith  Models 

Ranging  from  $100  to  $2500 
World's  Largest  Line  of  High  Qrade  Radio 


A  Zenith  Dealer  Franchise  guarantees  you 
prestige,  permanency,  and  more  profit* 

KIMBERLY  RADIO  CORP. 

54  East  Erie  Street,  Chicago 

During  the  RMA  Trade  Show — Room  563,  Stevens  Hotel 


The  Talking  Machine  World,  New  York,  June,  1928 


onic 


PRODUCT  OF 
r"E  LI  FT nN  MFG.CO 


NEW  YOflK 


T"ADE 


"THE  BELL  TONED  PORTABLE" 
FOR  THAT  WONDERFULLY 
CLEAR  AND  DEEP  TONE- 
THERE  IS  NOTHING  TO  COMPARE  WITH 
THE  BELLPHONIC  No.  7  AT  $25.00  LIST. 

FEATURES  OF  MODEL  No.  7— 
WOOD  TONE  CHAMBER  52  INCHES 
LONG;  VIOLIN  CONSTRUCTION. 
SNAKE  TONE  ARM.  SPECIAL  RE- 
PRODUCER.  COVERED  IN  GENU- 
INE  DU  PONT  FABRIKOID.  FOUR 
COLORS.  TOP  AND  ALBUM  IN 
TWO- TONE  DECORATIONS.  GEN- 
ERAL  INDUSTRIES  FLYER 
MOTOR. 


NO.  10.    LIST  $20.00 


NO.  11.    LIST  $15.00 


NO.  5.    LIST  $12.50 


THE  LIFTON  MANUFACTURING  CO. 


40-46  WEST  20th  STREET 


NEW  YORK  CITY 
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A  New  Sleeper  Monotrol 
Challenges  Comparison 


Every  year — you've  seen  it  happen. 

The  old  story  of  ill-advised  manufac- 
turers doing  their  level  best  to  "give" 
you  all  of  the  latest  improvements  de- 
manded by  the  public  each  year — at 
prices  that  would  scarcely  cover  half  of 
these  improvements.  Cutting  quality 
where  it's  least  likely  to  be  seen  is  .  .  . 
as  every  automobile  and  radio  manu- 
facturer knows  .  .  .  the  easy  route  to 
prices  sensationally  low. 

Every  year  you've  seen  it  fail. 

The  cut-price  window  around  the 
corner  is  congested  every  Spring  with 
what  sounded  like  miraculous  bargains 
the  previous  Fall. 

These  Outstanding  Sleeper  Features 
Yield  Greatest  Satisfaction 
Per  Dollar  Spent 

The  name  that  has  been  famous  in 
radio  for  so  many  years  swings  into 
1928-29  stride  with  a  new  all-electric 
Monotrol  (one  control — trade  mark- 
registered)  that  will  give  farsighted 
dealers  a  genuine  thrill  of  satisfaction 
and  confidence. 

For  the  features  are  there  which  the 
most   discriminating  public   now  de- 


mands. And  at  no  point,  visible  or 
hidden,  has  absolute,  enduring  quality 
been  sacrificed  a  thousandth  of  an  inch. 

THIS  year  is  already  shaping  itself 
up  to  be  remembered  in  the  radio 
trade  as  "The  Year  of  Dynamic 
Speakers." 

And  as  every  thoroughly-posted 
dealer  already  knows — the  dynamic 
speaker  shows  up  inferior  quality  in 
a  radio  set  as  no  acid  test  ever  has 
before. 

These  Outstanding  Sleeper  Features 
Yield  Greatest  Satisfaction 
Per  Dollar  Spent 


Illuminated  wave 
length  scale. 

Flawless  volume  con- 
trol. Also  local- 
distance  control. 

Vernier  adjustment. 


1928-29 
Sleeper  Monotrol 
All-Electric  With 
Electric  Clock 


The  famous  Sleeper 
System  of  A.  C.  Op- 
eration —  rectifies 
A.  C.  hum  instead 
of  suppressing  it — 
thus  retaining  all  of 
the  vocal  or  instru- 
mental range. 


7  tubes,  6  A.  C.  in 
tuning  circuit  and 
one  for  full  wave 
rectification. 

Line  voltage  control 
for  regulation  of  any 
A.  C.  current  be- 
tween 90  and  130 
volts. 

(Special  feature). 
Available  in  25  or 
60  cycle  models.  Im- 
portant for  Buffalo. 


Upper  Michigan. 
Canadian  cities,  etc. 

Also  available  in  6- 
tube  models  for 
D.  C.  Electric  Lines. 

Specially  wired  and 
powered  for  using 
dynamic  speakers. 

Panel  switch  for 
phonograph  opera- 
tion. 


MONOTROL 

REG.  U.S.  PAT,  OFF. 

SLEEPER  RADIO  &  MFG.  CORP.,  Sixth  and  Washington  Aves.,  Long  Island  City,  N.  Y. 


Sleeper  offers  radios  most  original  and 
appealing  sales  feature.  Every  1928-29 
Sleeper  Monotrol  specially  equipped 
without  extra  charge  with  one  of  the 
much-discussed  new  electric  clocks.  As 
you  know,  nine  people  out  of  ten  forget 
to  wind  the  clocks  in  their  homes — at. last, 
a  home  clock  that  runs  on  for  years  with- 
out rewinding!  Purchasers  of  1928-29 
Sleeper  Monotrols  will  at  last  be  sure  of 
having  one  clock  that's  absolutely,  elec- 
trically accurate — a  clock  by  which  all 
other  clocks  in  the  home  can  be  set.  And 
a  constant  easy  reminder  of  the  moment 
at  which  the  desired  program  goes  on. 

Completely  self-contained  in  table 
model  as  illustrated  above — and  in  two 
consoles  by  Adler  Royal.  Option  of 
built-in  Temple  Air-Crome  Speaker. 

Th  ese  Outstanding  Sleeper  Features 
Yield  Greatest  Satisfaction 
Per  Dollar  Spent 

I  MAIL  THIS  COUPON  

SLEEPER  RADIO  &  MFG.  CORP., 
Sixth  and  Washington  Avenues, 
Long  Island  City,  N.  Y. 

Personal  Attention :  Mr.  Gordon  Sleeper 
I  am  a  (check  which)  □  Distributor  □  Dealer, 
and  I  would  like  to  hear  from  you  immediately 
regarding  your  franchise  policy  on  1928-29 
Monotrol  exhibited  by  you  in  Chicago  as  a 
member  of  the  R.  M.  A. 


Name  . . 
Address 
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of  achievement 

/2  ESS  THAN  SIXTY  DAYS  AGO— The  ORCHESTROPE  was 
/      announced  to  the  trade — AND  NOW!    It  has  swept  the  country 
<JL       and  created  a  wave  of  enthusiasm  wherever  it  has  been  shown. 

At  the  National  Music  Show  which  just  closed  at  the  Hotel 
Commodore  in  New  York,  the  Orchestrope  was  heard  by  immense  crowds 
who  unhesitatingly  pronounced  it  the  most  outstanding  development  in 
musical  reproduction  in  years.  A  nation-wide  distributing  organization  is 
already  in  the  field  to  serve  the  dealer,  and  sales  up  to  date  have  so  far 
surpassed  expectations  that,  even  working  night  and  day,  it  has  been  im- 
possible to  produce  enough  instruments  to  satisfy  the  demand. 

Such  popularity  must  be  deserved,  and  why — The  ORCHESTROPE  is 
essentially  new  and  radically  different  .  .  .  the  only  machine  on  the 
market  which  incorporates  such  outstanding  features:  Plays  28  records 
on  both  sides  continuously,  changing  and  turning  them  automatically  .  .  . 
x'Vmazing  simplicity  of  operation  .  .  .  Immense  volume  .  .  .  Delightful 
tonal  qualities  .  .  .  A  cabinet  of  refinement  and  beauty  •  ■  •  these  are 
some  of  the  reasons  for  the  wonderful  success  of  the  ORCHESTROPE. 

Due  to  the  late  date  we  were  unable  to  secure  space  at  the  Chicago  Radio 
Show,  but  the  ORCHESTROPE  will  be  on  display  at  our  Chicago  office, 
the  Lyon-Healy  Bldg.,  643  E.  Jackson  Blvd.,  Suite  613-614.  You  are 
cordially  invited  to  see  and  hear  this  new  musical  sensation. 

We  have  always  sold  exclusively  through  Dealers 

Capehart  Automatic  Phonograph  Corp. 


Mfgrs. 
of 


Exhibits  at  the  RMA  Trade  Show 


Showers  Bros.  Co.,  Huntington,  Ind. 
(Space  B  1-2.)  Complete  line  of  radio 
cabinets  to  meet  all  requirements  of 


Showers    Cabinet    No.  CI 

the  trade,  featuring  a  line  of  cabinets 
ideally  adaptable  for  Crosley  radio  re- 


Showers  Cabinet  No.  C3 

eelvers  and  approved  by  Powel  Crosley, 
president  of  the  latter  company. 


Silver-Marshall,  Inc.,  Chicago,  111. 
(Space  B  6-7.)  Public  address  ampli- 
fier No.  685,  $160;  short  wave  receiver 
kits,  transformers,  variable  conden- 
sers, drum  dials,  cabinet  shields  and 
receiver  kits  of  all  types  and  descrip- 
tions. 


Slagle  Radio  Corp.  (Division  United 
States  Klectric  Corp.),  Fort  Wayne, 
Ind.  (Space  B  88-8!)).  Complete  line 
of  Slagle  radio  receivers,  including 
model  A,  nine-tube  console,  Techni- 
dyne  circuit,  AC  operation,  dynamic 


Slagle   0   Tube   AC  Set 

power  speaker,  housed  in  cabinet  of 
walnut  finish,  model  B,  ten-tube  con- 
sole model,  Technidyne  circuit,  AC 
operation,  in-built  directional  loop, 
dynamic  power  speaker,  phonograph 
pick-up  connection,  illuminated  dial, 
handsome  walnut  cabinet;  model  C. 
ten-tube  console  low-boy,  Technidyne 
circuit,    AC   operated,    in-built  direc- 


tional loop,  dynamic  power  speaker, 
phonograph  pick-up  connection,  illumi- 
nated dial,  handsome  walnut  cabinet ; 
model  D,  ten-tube  console  high-boy, 
Technidyne  circuit,  AC  operation,  in- 
built directional  loop,  dynamic  power 
speaker,   phonograph   pick-up  connec- 


Slagle  10  Tube  AC  Set 

ti:n  illhr.inat-d  dial  handssme  cabi 
net  of  the  Florentine  period,  walnut 
finish,  equipped  with  or  without  pho- 
nograph turntable  and  space  for  rec- 
ords provided;  model  E,  ten-tube  con- 
sole high-boy,  Technidyne  circuit.  AC 
operated,  directional  in-built  loop,  dyn- 
amic power  speaker,  phonograph  pick- 
up connection,  illuminated  dial,  hand- 
some butt  walnut  cabinet,  equipped 
with  or  without  phonograph  turntable 
and  space  for  records  provided.  All 
models  have  a  single  positive  tuning 
control. 


Sleeper  Radio  &  Mfg.  Corp.,  Long 
Island  City,  N.  Y.  (Space  1(>).  Com- 
plete line  of  all  electric  receivers,  un- 
der trade  name,  "Sleeper  Electric 
Monotrol,"  including  two-table  models 
and  two  consoles,  single  control,  il- 
luminated wave-length  scale,  six  tubes 
in  the  tuning  circuit  of  the  new  AC 
type   with   a  full-wave   rectifier  tube. 


Sleeper  Table   Model  Set 

electric  clock  on  the  control  panel,  con- 
nection for  dynamic  speaker,  special 
switch  for  use  of  phonograph  pick-up, 
panel  of  solid  walnut,  price  range  from 
$140  to  $235. 


Sonatron  Tube  Co.,  Chicago,  111. 
(Space  B  19).  Complete  line  of  Sona- 
tron Radio  Tubes. 


Sparks,  AVithington  Co.,  Jackson, 
Mich.  (Space  126-127).  Showing  new 
developments  in  Sparton  products  to  be 
announced  in  next  month's  issue. 


Splitdorf  Radio  Corp.,  Newark,  N.  ,T. 
(Space  B  72-73).  Complete  line  of 
Splitdorf  Radio  Receivers,  AC  oper- 
ated,   in    ten    models    designated  as 


Splitdorf   Como  Model 


Senior  and  Junior  models;  the  differ- 
ence being  that   the   Senior  consoles 


utilize  two  of  the  250  tubes  and  double- 
dynamic  speaker  reproducers;  the 
Junior  console  models  utilize  one  of  the 
250  tubes  with  one  dynamic  reproducer. 
The  Senior  models  are  as  follows : 
Salem  (without  top),  $575;  with  top, 
$725;  .Winthrop,  $750;  Devon,  $850. 
The  Junior  console  models  are  the 
Como,  $450;  Avon,  $290;  Lorenzo,  $390, 
and   Warwick.     There  are   also  two 


Splitdorf   Devon  Model 

table  models,  the  Abbey,  Jr.,  $135;  and 
Abbey,  Sr.,  $175;  the  latter  being  built 
with  "250"-power  amplification  for  use 
with  a  dynamic  loud  speaker.  All 
models  with  the  exception  of  the  Ab- 
bey, Jr.,  have  a  phonograph  jack  for 
phonograph  record  amplification. 


standard  Radio  Corp.,  Worcester, 
Mass.  (Space  26).  Complete  line  of 
Standardyne  radio  receivers,  AC  oper- 
ated. 


Steinite  Radio  Co.,  Chicago,  III. 
(Space  IS  20-21-22).  Complete  line  of 
Steinite  radio  receivers  comprising  the 


Stcinite  Sevilla  Model 


following  models :  style  261,  table  type, 
six  tubes,  AC  operated,  cabinet  of 
Duco  finished  wood,  single  control,  il- 


Steinite   Table    Model    No.  261 

luminated  drum  dial,  $75;  Sevilla  con- 
sole. Spanish  design,  with  the  261  chas- 
sis. $150 ;  Rembrandt  console  with  261 
chassis,  $131;  Standish  console  with 
261  chassis.  $115.  All  Steinite  consoles 
are  made  of  black  walnut  veneer,  fin- 
ished in  Duco,  and  all  consoles  and 
console  cabinets  are  equipped  with  the 
Steinite  Polyphonic  long  air-column 
speaker. 


Sterling    Mfg.     Co.,     Cleveland,  O. 

(Spaco  36).  Complete  line  of  radio  ac- 
cessories, including  pocket  ammeters, 
voltmeters,  tube  reactivators,  tube 
testers  and  similar  products,  featuring 


a  new  AC  line  voltage  stabilizer, 
which  gives  to  AC  sets  a  constant  115- 
volt  supply  on  the  tube  filaments;  en- 


Sterling  AC  Line  Voltage  Regulator 

tirely  automatic  in  operation,  entirely 
dry  with  no  tubes  or  batteries.  Also 
featuring  model  R-375,  screen  grid  pre- 
amplifier  for  practically   all  six-volt 


Sterling    Model   R-375  Fre-amplifler 


DC  sets,  giving  amplification  of  about 
ten  times  that  of  the  201-A  tube,  list 
price  without  screen  grid  tube,  $15. 


Stevens  Mfg.  Corp.,  New  York,  N.  Y. 
(Space  157).  Complete  line  of  Stevens 
192S-1929  loud  speakers  in  the  follow- 


Stevens  LG-28  Speaker 


ing  models:  A-28,  $18.50;  B-28,  $25; 
LG-28,  $25,  and  the  S-28,  $35.  Both 
the  LG-28  and  the  S-2S  (illustrated) 


Stevens  S-28  Speaker 


have  the  Stevens  double-suspension  TT 
unit  with  the  Burtex  diaphragm. 


Stewart-Warner  Speedometer  Corp., 
Chicago,  111.  (Space  B  46-47).  Com- 
plete line  of  Stewart-Warner  1928-1929 
radio  receivers  and  new  reproducer ; 
sets  being  designated  as  the  series 
"S00,"  featuring  model  802  with  built- 
on  reproducer,  a  compact  portable  re- 
ceiver with  cabinet  finished  in  bronze 
moire;  AC  operated,  seven  tubes,  built- 
on  reproducer,  single  dial  control,  elec- 
trical phonograph  pick-up.  complete 
with  built-on  reproducer,  $111 ;  model 
801  without  reproducer,  same  chassis 
(Continued  on  page  70) 
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as  model  802,  .$94.50.  Also  five  attrac- 
tive console  cabinets  of  period  designs 
'•quipped  with  the  model  802  receiver 
and  the  new  reproducer,  made  bv  the 
Buckeye  Mfg.  Co.,  of  Springfield,  O. 
Also  model  800,  battery-operated  type, 
identical    in    appearance    and  tuning 


Stewart-Warner   Model  802 

characteristics  with  the  AC  model  801. 
Also  the  new  Stewart-Warner  repro- 
ducer, magnetic  type  and  attractive 
design,  at  $16;50. 


Superior  (New  York)   Model  21 

model  being  model  501  to  accommodate 
any  standard  radio  set,  contains  ex- 
clusive sliding  draw  and  instantaneous 
interchangeable     panel,     finished  in 


Super-Ball  Antenna  Co.,  Green  Bay, 
Wis.  (Space  42).  Super-ball  Antenna, 
$7.50;  kit,  $4. 


Superior  Cabinet  Co.,  Muskegon, 
Mich.   (Space  112-113).     Complete  line 


Superior  (Muskegon)   Model  810 

if  cabinets  and  radio  furniture  for  all 


Superior    (New   York)    Model  501 

grained  walnut  with  striped  walnut 
borders  and  maple  overlays. 


Temple,  Inc.,  Chicago,  III.  (Space 
108).  Complete  line  of  Temple  loud 
speaker  products,  including  the  follow- 
ing:    Temple    model    15  air-column 


eluding  model  P,  .$23;  model  J,  .$25; 
model  K,  .$20.  '  Also  complete  line  of 
Temple  air-columns,  manufacturers' 
models,  including  model  24,  .$20 ;  model 
14,  .$16,  and  model  115,  .$14.  Also  the 
Temple  double-action  unit  for  replace- 
ment, $6. 


Timmons  Radio  Products  Co.,  Phila- 
delphia, Pa.  (Space  120-121-122).  Tim- 


Timmons  Speaker 

mons  speaker  of  new  design,  balanced 
armature  type  and  embodying  distinc- 
tive features,  $25. 


Tower  Mfg.  Co.,  Boston,  Mass. 
(Space  B  53).  Tower  speakers  in  fol- 
lowing types.  Adventurer  Cone  model, 
$11.95;  Castle  Cone  speaker,  $11.95; 
Pirate  Cone  speaker,  $8.95;  model  28 
drum-type  speaker,  $17.50. 


Tyrman  Electric  Corp.,  Chicago, 
HI.  (Space  B  14).  Tyrman  portable 
receivers,  model  50,  five-tube  set, 
$04.50;  also  new  double-drum  dial  with 
window  light,  $12. 


Udell  Works,  Indianapolis,  Ind. 
(Space  142).  Complete  line  of  Udell 
radio  cabinets  comprising  all  types 
and  models  to  accommodate  standard 
sets  and  to  meet  all  requirements  of 
the  trade. 


United  Kadio  Corp.,  Rochester,  N. 
Y.  (Space  67-68).  Peerless  Repro- 
ducers in  magnetic  type  and  dynamic 
speakers,  also  speaker  tables. 


Utah  Radio  Products  Co.,  Chicago, 
III.  (Space  B  96).  Complete  line  of 
Utah  loud  speaker  products,  including 
the  following  types ;  Model  18,  cone 
magnetic,  $18;  model  26,  cone  mag- 
netic,  $26;  model  30,  cone  magnetic, 


Utah  Model  30 

$30 ;  model  35,  cone  magnetic,  $35 ; 
Utah  Screen  cone-magnetic,  $75 ;  dy- 
namic unit,  110  AC,  $50  dynamic  unit, 
110  DC,   $40;   dynamic  unit,  six-volt, 


and  is  equipped  with  RCA  100-A 
speaker.  Imperial  combination  phone- 
radio  cabinet  of  walnut,  equipped  with 


mi 


f 


1 


Wasmuth-Goodrich  Cabinet  No.  17 

spring  motor  or  G.  E.  electric  motor 
s\nd  cone  speaker,  electric  pick-up, 
sliding  draw  large  enough  to  accom- 


Wasmuth-Goodrich  Cabinet  No.  33 

modate  any  radio  set,  special  shelved 
compartment  for  record  library. 


Watsontown  Table  &  Furniture  Co., 
Watsontown,  Pa.  (Space  74).  Complete 
line  of  radio  tables  and  consoles  with 
and  without  speakers ;  also  phono- 
graph-radio combinations. 


Webster   Electric   Co.,   Racine,  Wis. 

(Space  4).  Complete  line  of  audio- 
transformers,  power  transformer  and 
electric  pick-ups. 


Wells-Gardner  Division  (Consoli- 
dated Radio  Corp.)  Chicago  HI.. 
(Space  103).  Complete  line  of  radio 
receivers,  including  six-tube  AC  model, 
seven-tube  AC  model,  six-tube  battery 
model  and  seven-tube  battery  model ; 
all  in  table  type  and  console  models. 


Weston  Electrical  Instrument  Corp., 
Newark,  N.  J.  (Space  B  94).  Com- 
plete line  of  electrical  measuring  in- 


Temple  Speaker  Model  15 

speaker  with  a  center  line  air-column 
length  of  fifty-four  inches,  so  designed 
to  fit  into  a  small  compact  speaker 
eleven  and  one-half  inches  in  diam- 
eter, attractive  appearance,  encased 
in    genuine    walnut    with    a  leather 


Superior   (Muskegon)    Model  802 

standard  sets  and  to  meet  all  require- 
ments of  the  trade. 


Televocal  Corp.,  West  New  York, 
N.  J.  (Space  B  84).  Complete  line  of 
Televocal  radio,  including  amplifier, 
power  amplifier,  rectifier,  dry  cell  and 
AC  tubes. 


Sylvania  Products  Co.,  Emporium, 
Pa.  (Space  B  16-17-18).  Complete  line 
of  Sylvania  radio  tubes,  including  five 
types  of  amplifier  tubes,  a  guaranteed 
detector  tube,  two  types  of  dry  cell 
tubes  and  two  types  each  of  rectifier, 
power  amplifier  and  AC  tubes. 


Superior  Cabinet  Corp.,  New  York, 
N.  Y.  (Space  83).  Complete  line  of 
radio  cabinets  all  equipped  with  the 
RCA  100-A  loud  speaker  and  with  a 
price   range   from   $50  up,    a  feature 


Temple  Speaker  Model  20 

effect  on  the  sides  of  the  same  color, 
*  i  ,  Temple  Air-Chrome  speaker, 
model  20,  encased  in  walnut,  employ- 
ing new  balanced  tension  principle 
with  the  diaphragm  so  arranged  that 
the  larger  or  front  half  is  tuned  to  the 
lower  frequencies  and  the  smaller  or 
back  half  to  the  higher  frequencies, 
$ao;  also  a  complete  line  of  Temple 
Air-Chrome  speakers,  manufacturers' 
types,  for  use  in  console  cabinets  in- 


Utah  Model  26 

.$35;  dynamic  cabinet  model.  Also  dy- 
namic cabinet  table,  110  AC,  dynamic 
cabinet  table,  110  DC,  and  dynamic 
cabinet  table,  six-volt.  Also  Utah 
piano  unit,  $10;  Utah  standard  speaker 
unit,  $5;  Utah  DeLuxe  unit,  $7.50.  Also 
Utah  cabinet  speakers,  including  type 
XH,  $28;  XTJ,  $22;  XB,  $16?  and 
XM,  $14.    Also  Utah  cone,  type  X,  $35. 


Weston  537  Set  Tester 

struments  and  accessories,  featuring 
the  new  Weston  model  537,  AC-DC 
radio  set  tester.    As  a  companion  fea- 


Victoreen  Radio  Co.,  Cleveland,  O 
(Space  147).  Complete  line  of  radio 
frequency  transformers,  rheostats,  etc. 


Wasmuth-Goodrich  Co.,  Peru,  Ind. 
(Space  B  15).  Complete  line  of  Was- 
muth-Goodrich cabinets,  including  the 
No.  33  Bristol,  striped  walnut,  Jaco- 
bean period,  sliding  draw  for  electric 
?et  equipped  with  RCA  speaker.  No. 
17  Cortez,  finished  in  walnut  to  accom- 
modate the  leading  standard  table 
types,  equipped  with  RCA  100  speaker. 
Madrid  model,  Spanish  table-type  to 
accommodate  any  radio  set,  available 
in  mahogany  and  walnut,  equipped 
with  RCA  speaker;  Seville  model  with 
butt  walnut  front,  lifting  top  and  ven- 
tilating device  to  prevent  excess  AC 
tube  heat,   to  accommodate  any  set, 


Weston  528  Set  Tester 

ture,  a  small,  triple-range  portable  AC 
instrument,  known  as  the  Weston 
model  528. 

(Continued  on  page  72) 
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vrWJSIVE  MAKERS  Q^Vn^  -~ 


HIGHEST 


^^UALITY  AT  LOW  COST^ 


MANUFACTURERS— Jobbers- 
Dealers — Consumers — all  are  to- 
day showing  a  real  preference  for  Oro- 
Tone  quality  reproducers  and  tone- 
arms! 

Distinction  and  grace  of  design, 
full  volume  with  richness  and  definition 
of  tone,  fine  performance  which  con- 
tinues to  be  fine  after  many  years — these 
are  the  things  you  want — and  get — in 
Oro-Tone  reproducers  and  tone-arms. 

Every  tone-arm  is  made  in  our  own 
plant — every  Oro-Tone  reproducer  is 
completely  fabricated  under  one  roof — 
our  own.  This  undivided  responsibility 
assures  you  of  that  high  quality  of  ma- 
terial and  workmanship  you  expect 
from  Oro-Tone.  And  this  same  unity 
of  manufacture  means  economy  in  pro- 
duction too — so  that  you  may  buy  gen- 
uine Oro-Tone  reproducers  and  tone- 
arms  for  no  more  than  you  would  pay 
for  assembled  products. 


Our  new  catalog,  shown  above,  is  just  off 
the  press  bringing  you  complete  information 
and  prices  on  our  entire  line.  The  one  line 
offering  you  everything  you  need  for  a  sound, 
profitable,  repeat  business — quality — service — 
and  a  liberal  margin  of  profit.  This  new  cat- 
alog will  be  sent  gladly  to  Manufacturers,  Job- 
bers or  Dealers,  upon  request.    Write  today ! 


Model  90 

Reproduces  the  entire  musical  range  faith- 
fully with  every  detail  of  the  highest  and 
lowest  notes.  List  prices — Nickel,  $7.50- 
Gold  or  Oxidised,  $9.00. 


Tk&wrJcneGo: 
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Exhibits  at  the  R MA  Trade  Show 


Wilcox  Labs.,  Charlotie,  Mich.  (Space 

20).  Cathedral  Grand  radio  sots  list- 
ing from  $100  to  §375;  also  Little  Thea- 
tre speakers. 

Zenith  Radio  Corp.,  Chicago,  111. 
(Space  89).  Complete  line  of  Zenith 
1928-1929  Long-Distance  radio  re- 
ceivers, Including  the  new  Zenith  au- 
tomatic and  comprising  the  following 
types:  Model  33,  table  type,  AC  oper- 
ated, seven  tubes,  cabinet  of  dark  wal- 
nut, illuminated  dial,  all-metal  shielded 
chassis,  .$150;  model  31,  table-type  bat- 


Zenith  No.  35 

tery  receiver,  six  tubes,  chassis  cabi- 
net and  circuit  identical  with  model 
33,  except  that  the  chassis  is  so  wired 
to  accommodate  the  battery  type  of 
tubes,  $100;  model  34,  open-face,  low- 
boy console  electric  receiver,  seven 
tubes,  cabinet  of  dark  walnut  veneer, 
cone-type  speaker,  chassis  circuit  and 
power  unit  identical  with  model  33, 
seven  tubes,  $230;  model  32,  low-boy 
console  battery  receiver,  six  tubes, 
cabinet,  speaker,  chassis,  circuit  and 
power  unit  identical  with  model  34, 
except  that  the  chassis  is  so  wired  as 
to  accommodate  the  battery  type  of 
tubes,  $180;  model  35,  high-boy  console 
electric,  seven  tubes,  cabinet  of  au- 
thentic English  design  with  richly  fig- 
ured walnut  veneers,  cone-type  speak- 
er, chassis,  circuit  and  power  unit 
Identical  with  model  33,  $270;  model 
35  (automatic),  cabinet  identical  with 
model  35,  except  that  the  inside  front 


Zenith  No.  39 

panel  design  has  been  modified  to  ad- 
mit the  automatic  tuning  device;  chas- 


sis, speaker,  circuit  and  power  unit 
are  the  same  as  model  35;  the  auto- 
matic feature  in  this  model  is  so  de- 
signed that  it  does  not  interfere  in  any 
way  with  the  old-fashioned  method  of 
tuning,  $325;  model  35-P  (dynamic 
speaker),  cabinet  identical  with  model 
33;  equipped  with  improved  dynamic 
cone  speaker,  chassis  and  power  unit 
same  in  appearance  as  those  described 
for  model  35,  but  are  especially  built 
for  use  with  the  dynamic  cone  speaker, 
eight  tubes,  $330;  model  35  AP  (au- 
tomatic with  dynamic  speaker),  cabi- 
net, speaker,  chassis  and  power  unit 
are  the  same  as  model  35-P,  except 
that  the  automatic  tuning  device  is 
included,  eight  tubes,  $385;  model  39, 
console  electric  Loop  receiver,  cabinet 
of  Italian  Renaissance  design  of  wal- 
nut veneer,  concealed  Loop  in  lower 
part  of  cabinet  operated  from  the  out- 
side, illuminated  dial,  dynamic  cone 
speaker,  all-metal  shielded  chassis, 
ten  tubes,  $450;  model  39-A,  console 
electric  Loop  receiver,  cabinet  identical 
with  model  39,  except  that  the  auto- 
matic tuning  device  is  included,  ten 
tubes,  $510. 


Show  Exhibits  Too  Late  to  Classify  Alphabetically 

Magnavox  Co.,  Oakland,  Cal.  (Space 
111.)  Complete  line  of  Magnavox 
dynamic  speakers  for  the  1928-1929 
season,  including  the  Aristocrat  model 
made  of  two-tone  walnut  using  the 
dynamic  No.  6,  7  or  80  unit  and  list- 
ing at  $70  for  dynamic  No.  6,  $75 
for  dynamic  No.  7  and  $85  for  dyna- 
mic No.  80;  also  Cordova  model  with 
dynamic  700  unit,  110  volt,  60  cycle, 
AC  combining  rectifier  and  power  am- 
plifier, walnut  cabinet,  $175;  unit  only, 
$125;  also  dynamic  80  unit,  110  volt, 
AC,  $50;  dynamic  6,  (i  volt  DC,  65 
amps.,  operates  from  "A"  battery, 
$35;  dynamic  7,  110  to  220  volts  DC, 
for  use  with  power  amplifiers  using 
high  voltage  rectified  AC  or  with  DC 
power  supply,  $40. 


Consolidated  Radio  Corp.  (Arbor- 
phone  Division),  Ann  Arbor,  Mich. 
(Space  104.)  Complete  line  of  Arbor- 
phone  radio  receivers  for  1928-1929 
season — table  and  console  types. 


Trav-L,er  Mfg.  Corp.,  Chicago,  111. 
(Space  B  93.)  Featuring  Trav-Ler 
portable  radio  receiver,  5  tubes,  loop 
aerial,  loud  speaker,  weight  23y2 
pounds,  $57.50. 


Walbert  Mfg.  Co.,  Chicago,  111. 
(Space  B  49.)  Walbert  1928-1929  radio 
receivers,  AC  operated,  Isofarad  cir- 
cuit, featuring  model  26K,  6  tube  set, 
totally  shielded,  handsome  walnut 
cabinet,  $215 ;  complete  with  tubes 
and  table,  $262.50;  also  model  26K-70, 
console  type,  without  tubes,  $320; 
complete  with  tubes  and  7  foot  air- 
column,  horn  and  Utah  unit,  $347.50. 
Also   Walbert   No.    77,    8   tubes,  AC 


Walbert  Receiver 


operated,  4  tuned  radio  frequency 
stages,  single  dial. 


Radio  Allied  Mfrs.  Assn.,  Chicago, 
111.  (Space  B  44-45.)  Featuring  com- 
plete line  of  Radiomode  radio  cab- 
inets, Including  Berkey  &  Gay 
Radiomode  108,  chest  type,  accom- 
modating all  types  of  radio  sets,  con- 
structed   of    walnut    and  American 


gum-wood  with  doors  of  English  oak, 
$100;    also    Radiomode    24,  universal 


Radiomode  No.  67 

cabinet,  two  sliding  doors  in  front, 
bringing  set  dials  and  speaker  into 
immediate  operation,  $59.50;  also 
Radiomode  67,  high-boy  cabinet,  ac- 
commodating any  radio  set,  construct- 


Berkey  &  Gay — No.  108  Radiomode 

ed  of  walnut  and  American  gum-wood ; 
doors  diamond-matched  walnut.  $65. 


Radio  Wholesalers 
in  Closed  Meeting 

Problems  of  Wholesale  Trade  Discussed 
at  Membership  Meeting  Held  at  the 
Stevens  Hotel  in  Chicago 

The  Radio  Wholesalers'  Association,  affiliat- 
ed with  the  Federated  Radio  Trade  Associa- 
tion, Chicago,  held  a  closed  membership 
meeting  on  Saturday,  June  9,  at  the  Stevens 
Hotel,  preceding  the  trade  show.  At  this  meet- 
ing problems  of  the  wholesale  trade  were 
discussed.  The  manufacturers'  relations  com- 
mittee, headed  by  Harry  Alter,  Chicago,  had 
some  interesting  news  to  present  to  the  entire 
membership  regarding  their  activities  during 
the  past  two  months.  The  dealers'  relations 
committee,  headed  by  Fred  Wiebe,  Brown  & 
Hall  Supply  Co.,  St.  Louis,  also  presented  a 
report  of  their  activities 

This  was  the  first  complete  membership 
meeting  of  the  Radio  Wholesalers'  Association 
and  was  one  of  the  most  successful  held  in 
trade  association  activities.  The  Radio  Whole- 
salers' Association  has  grown  from  its  very 
modest  beginning  during  the  Milwaukee  con- 
vention of  the  Federated  Radio  Trade  Assso- 
ciation,  to  a  nation-wide  organization  with  the 
most  prominent  wholesalers  in  the  country 
belonging  to  this  recognized  group  In  order 
to  have  the  association  function  in  the  best 
possible  manner,  requests  have  been  made  to 
all  the  members  to  submit  ideas  and  sugges- 
tions on  the  problems  the  radio  wholesalers 
should  handle  and  many  new  and  interesting 
features  have  been  developed  in  this  manner. 

The  Association  will  hold  an  open  meeting 
on  Wednesday,  June  13,  at  the  Stevens  Hotel, 


open  to  all  radio  wholesalers  in  attendance  at 
the  convention,  and  at  this  time  memberships 
will  be  invited.  Election  of  officers  will  take 
place  during  a  closed  meeting  in  the  latter 
part  of  the  forenoon. 

Atwater  Kent  Jobbers 
to  Meet  in  Chicago 

As  this  issue  of  The  World  goes  to  press  At- 
water Kent  distributors  from  all  sections  of  the 
country  will  gather  at  the  Congress  Hotel  in 
Chicago  for  their  annual  convention.  June  7, 
8  and  9  have  been  designated  as  the  convention 
dates  and  Chicago  was  selected  in  deference  to 
the  convenience  of  Mr.'Kent's  guests,  practically 
all  of  whom  will  remain  for  the  RMA  Trade 
Show  the  following  week.  Speeches  will  be 
made  by  A.  Atwater  Kent,  president;  Vernon 
Collamore,  general  sales  manager;  R.  E.  Smiley 
and  others.  T.  Wayne  MacDowell,  convention 
manager,  has  planned  a  complete  program,  in- 
cluding novel  entertainment. 


Federal  Wholesalers 
in  Pre-Show  Meeting 

A  pre-season  round-table  discussion  of  Fed- 
eral wholesalers  was  held  at  the  Hotel  Statler, 
Buffalo,  N.  Y.,  on  June  6  and  7.  This  get- 
together  began  a  series  of  business  meetings 
in  which  the  Federal  Radio  Corp.  and  its 
wholesalers  discussed  important  marketing 
plans. 

K.  E.  Reed,  sales  manager  of  the  Federal 
organization,  presented  suggested  marketing 
plans  for  discussion  and  exhibited  the  new  Fed- 
eral products.  Proposed  advertising  schedules, 
presented  by  S.  M.  Doak,  advertising  manager 
of  the  company,  were  discussed,  and  dealer 
helps  were  also  given  close  attention. 


The  Music  Shop;  carrying  the  Victor  and 
Columbia  lines,  was  recently  opened  in  Gaines- 
ville, Fla.  Messrs.  Parker  and  Miller  are  the 
proprietors. 
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CASE  SEVENTY 

LINE 

OVER-ALL  POWER 


THIS  year  the  buying  radio  public  will  be  satisfied  with  noth- 
ing less  than  the  outstanding  performance  in  radio  receivers, 
that  has  been  repeatedly  promised,  but  seldom  fulfilled. 

In  the  new  "Seventy"  line,  Case  engineers  have  created  a  ra- 
dio set  that  definitely  embodies  the  essential  factors  necessary  to 
meet  this  consumer  demand. 

The  famous  Hazeltine  Neutrodyne  principle  as  the  basis, 
with  access  to  the  hundreds  of  radio  patents  under  which  we 
are  licensed  by  R.  C.  A.,  Hazeltine,  Latour  and  others,  gives 
the  new  Case  "Seventy"  a  remarkable  advantage. 

The  factors  of  sensitivity,  selectivity  and  volume  in  this  set 
are  so  correlated  as  to  produce  a  sum  total  of  power  that  defi- 
nitely results  in  performance  needed  to  satisfactorily  cope  with 
present-day  broadcast  conditions.  Add  to  this  a  range  of  de- 
cidedly popular  prices,  a  distinct  appeal  to  the  eye  in  furniture 
value,  and  to  the  ear  in  tone  quality.  Immediate  and  lasting 
success  is  inevitable. 

The  engineering  formula,  O.  A.  P.  (Over-All  Power)  which 
is  here  given  for  the  first  time,  will  have  a  vital  bearing  on  radio 
merchandising  hereafter,  as  the  means  of  conveying  in  unmistak- 
able terms,  the  relative  efficiency  of  radio  receivers. 

Thus,  the  Case  Radio  staff  not  only  contributes  the  remark- 
able "Seventy"  line,  but  also  has  the  distinction  of  conceiving  and 
presenting  the  term,  O.  A.  P.,  as  a  fair  standard  of  measurement 
of  the  actual  value  and  efficiency  of  a  radio  receiver. 

It  is  our  claim  that  the  Case  "Seventy"  line  will  be  the  in- 
variable choice  of  everyone  who  is  governed  by  the  rigid  com- 
parative tests  which  O.  A.  P.  exacts. 


President 


Model  66-A 

All-Electric  Table  Model 

6  tube,  Neutrodyne  with  A.  C.  tubes. 
Illuminated  drum,  single  control  tun- 
ing. Wooden  cabinet,  with  flush  front 
adaptable  to  any  console.  Dimensions — 
20x13x9"  high.  Price — less  all  tubes — 
$98.00. 


Model  73 

A.  C.  Neutrodyne  Chassis 

This  chassis  is  incorporated  in  Models 
73B  and  73C  consoles.  7  tube  Neutro- 
dyne with  A.  C.  tubes.  Four  stages  of 
tuned  radio  frequency  and  antenna 
coupling  tube.  Single  illuminated  drum 
dial  tuning  control.  O.  A.  P.  rating 
835,000. 


CASE  ELECTRIC  CO  I!  IH>  I!  ATI  OX 

DIVISION   UNITED    STAT  K  S    ELECTRIC  COUP. 

MAIM  OX  IX  13  I  AX  A 


Model  73-C 

All-Electric  Console 

73  Chassis  in  a  distinctly  high  grade 
set  for  the  lover  of  the  best  in  music 
and  the  ultimate  in  appearance.  Power 
plant  and  speaker  self-contained.  O. 
A.  P.  rating  835,000.  Price — including 
speaker  and  power  plant  but  less  all 
tubes — $250.00. 


Model  73-B 

All-Electric  Spinnet  Console 

73  Chassis  in  a  very  attractive  cabinet 
for  restricted  space.  Self  contained 
power  plant  and  speaker.  Made  of 
genuine  walnut  panels — handsomely 
finished.  The  ensemble  represents  the 
most  beautiful  and  efficient  radio  in- 
stallation that  can  be  purchased  in  its 
price  class.  O.  A.  P.  rating  835,000. 
Price — 'including  speaker  and  power 
plant — less  all  tubes— $175.00. 


1928-1929  Radio  Lines 
Not  Exhibited  at  the  Annual  Trade  Show 

Wide  Variety  of  Radio  Products  for  the  Coming  Season  Show  Decided 
Tendency  Toward  AC  Operation  and  Improvement  in  Cabinet  Designs 


Alden  Mfg.  Co.,  Springfield,  Mass. 
Featuring  the  No.  922  Connectorald 
for  putting  the  222-tube  into  battery- 
operated  sets,  providing  for  cutting 
down  the  voltage  from  six  volts  to 
three  volts  on  the  filament,  $1.50. 


Balsart  Mfg.  Co.,  Chicago  111.  Bal- 
sart  reproducer,  $35. 

G.  H.  Bear  Furniture  Co.,  Allen- 
town,  Pa.  Radio  cabinets  featuring 
an  approved  cabinet  for  the  Grebe 
Synchrophase  AC  6. 

Browning  Products  Corp.,  Ogden, 
Utah.  Browning  Antenn-a-'Limina- 
tor. 

Cable  Supply  Company,  Inc.,  Brook- 
lyn, N.  Y.  Radio  tubes,  transformers, 
condensers  and  tone  niters. 

Consolidated  Battery  Co.,  Buffato, 
N.  V.  ABC  power  pack  with  adaptei 
for  AC  tubes. 

Decatur  Mfg.   Co.,  Brooklyn,  N.  Y. 

Decatui*  enclosed  cone  speaker,  one 
model  designed  for  installation  in 
manufacturers'  consoles;  another  foi 
retail  purposes  in  walnut  cabinet  at 
$35.   

D.idlo    Mfg.    Co.,    Ft.    Wayne,  Ind. 

Transformer,  choke  and  magnet  coils. 
\lso  magnet  and  antenna  wire. 


A" 
sup- 


France  Mfg.  Co.,  Cleveland,  O. 

battery  eliminator  and  "B    power  si 

ply.   

1).  H.  Frltts  *  Co.,  Chicago.  IU. 
Fritts  AC  phonograph  consolette  ot 
solid  walnut,  sliding  draw  equipped 
with  an  electrically  operated  turntable, 
shelf  on  stretcher  designed  for  cabinet 
speaker,  accommodates  all  standard 
makes  of  radio  receivers ;  also  Fntts 
DeLuxe  console  designed  to  take  an 
air-chrome  standard  cone  or  dynamic 
speaker,  adaptable  for  all  standard 
makes  of  receivers. 

Herald  Electric  Co.,  Inc.,  New  York, 
N.  Y.    Herald  Gothic  speaker,  $25. 

Jaeger  Research  Labs.,  Inc.,  Wee- 
hawken,  N.  3.    Radio  tubes. 

Langbeln-Kaufman  Radio  Co.,  New 
Haven,  Conn.  Elkay  radio  receivers, 
standard  compact  AC  operated 
$132.50;  Standard  DeLuxe  Spinet  table 
with  air-chrome  speaker,  $195;  Junior 
chassis,  AC  operated,  $90. 

Ottawa  Furniture  Co.,  Holland, 
Mich.  Ottawa  cabinet  speaker,  model 
55,  $35;  Ottawa  speaker  table,  model 
340,  $35.   

Pathe  Phonograph  &  Radio  Corp., 
Brooklyn,  N.  Y.  Dynamic  loud  speak- 
ers' cone-type  magnetic  speakers  and 
the  Pathe  Cathedral  speaker. 

Pierce-Airo,  Inc.,  New  York,  N.  Y. 

AC-171  chassis,  AC  operated,  finished 
in  bronzed  lacquer  with  panel  finished 
in  natural  grain  burl  walnut. 

Plymouth  Furniture  Co.,  Milwaukee, 

Wis."  Radio  furniture  and  consoles : 
R  18-D,  $42.50;  S  18,  $37.50;  L  18. 
$32.50,  all  for  the  Radiola  18;  model 


AVD  for  AC  operated  speakers,  without 
speaker,  $50.  with  cone  speaker,  $65, 
with  dynamic  speaker.  $100;  K  37  for 
Atwater  Kent  37  and  38  receivers,  $30 ; 
also  varied  line  of  furniture  for  other 
standard  receiving  sets. 


Schubert  Tri-Harmonic  Co.,  New 
York,  N.  Y.  Electric  phonograph  and 
radio  combination. 


Stanley  Engineering,  Inc.,  Boston, 
Mass.    Stanley  cage  aerial. 


Sonora  Phonograph  Co.,  Inc.  Dis- 
playing at  the  Sonora  offices,  64  East 
Jackson  Boulevard,  Chicago,  Sonora 
products  of  the  current  season.  Full 
details  of  Sonora  1928-1929  line  will 
be  announced  shortly. 


Stettner  Phonograph  Corp.,  New 
York,  N.  Y.    Complete  line  of  Stenola 


Stettner  Model  80 

radio  tables  and  cabinets  featuring 
model  No.  60  with  RCA  100  speaker 


A,  for  Zenith  and  Kolster  receivers : 
also  model  No.  80,  equipped  with  RCA 
100-A  speaker  to  accommodate  standard 
radio  receiving  sets. 


Stromberg-Carlson  Tel.  Mfg.  Co., 
Rochester,  N.  Y.  Private  showing  of 
Stromberg-Carlson  radio  receivers  at 


Stromberg-Carlson  No.  635 

the  Blackstone  Hotel,  featuring  the 
new  No.  635  AC  receiver,  using  three 
stages  tuned  and  neutralized  (Hazel- 
tine  patents)  radio  frequency  amplifi- 
cation, including  specially  designed 
Stromberg-Carlson  tuned  antenna 
stage,  detector  and  two  stages  of  au- 
dio-amplification, all  totally  shielded ; 
seven  tubes,  tunes  with  single  illumi- 
nated station  selector,  phonograph 
jack  allows  use  of  magnetic  pick-up 
device  for  electrical  reproduction  of 
records ;  handsome  cabinet  design. 
American  walnut. 


Super-Craft  Products  Corp.,  New 
York,  N.  Y.  Super-craft  speaker, 
pedestal  model,  $28;  table  model, 
$19.50;  also  Super-craft  tubes. 


Supreme  Instruments  Corp.,  Green- 
wood, Miss.  Complete  line  of  service 
instruments,  featuring  Supreme  model 
100A  radio  service  instrument  and 
traveling  case,  $98.50;  Supreme  model 
80A  radio  service  instruments,  store 
case,  $S9.50. 


Trlco  Products  Corp.,  Buffalo,  N.  Y. 

Trico-Cameron  Antenna. 


Trimm  Radio  Mfg.  Co.,  Chicago,  111. 

Entertainer  cabinet  speaker  cone 
model.  No.  58,  $25 ;  cone  chassis  model, 
No.  48. 


Ultratone    Mfg.    Co.,     Chicago.  111. 


Stettner  Model  60 

for  Radiolas  17  and  18;  model  No.  60 


Ultratone  Model  8 

Ultratone  speakers,  including  the  "Su- 
preme"   model  No.   12,   walnut  metal 


Ultratone  Model  12 

side  with  front,  back  and  frame  of 
wood,  grill  of  gold,  forty-eight-inch 
air  chamber,  $22.50;  No.  8  table 
speaker,  finished  in  walnut  with  the 
Ultratone  air-column,  $15. 


Universal  Cabinet  Co.,  GreenviUc,  O. 

Radio  consoles  and  tables. 


Van  Duren  Co.,  Chicago,  111.  All- 
metal  radio  cabinets,  speaker  housings, 
panels  and  sub-panels. 


Van    Home   Co.,   Inc.,   Franklin,  O. 

Complete  line  of  radio  tubes. 


Vltalitone  Radio   Corp.,  New  York, 

N.  Y.  Dynamic  speaker  enclosed  In 
furniture  model  which  may  be  used 
as  small  table  and  may  be  enlarged 
by  lifting  one  or  two  of  the  side 
wings;  other  models  in  various  types 
of  housings. 


Workrite    Mfg.    Co.,    Cleveland,  O. 

Workrite  radio  receivers,  AC  operated, 
model  18,  seven-tube  table  model ; 
model  28,  seven-tube  console ;  model 
38,  nine-tube  table  model ;  model  48, 
nine-tube  console;  also  enclosed  cone 
speaker. 


Art     Specialty     Co.,     Chicago,  111. 

Complete  line  of  radio  tables  and  cab- 
inets featuring  a  console  table  and 
bench  designed  to  conform  with  the 
new  Radiola  18;  Spanish  design,  fin- 
ished in  antique  gold  and  polychrome 
with  lower  shelf  to  accommodate  radio 
speaker;  also  console  table  and  bench 
designed  to  conform  with  Crosley  sets 
of  Spanish  design,  finished  in  antique 
gold  and  polychrome. 


Kellogg  Distributors  Attend 

Sales  Convention  in  Chicago 

Showing  of  Laboratory  Models  of  the  1928  Kellogg  Line  a  Feature  of  All-Day  Session — 
Four  New  Models  Demonstrated  to  Distributors — Have  Wide  Price  Range 

 .  ^ 


On  Monday,  May  7,  a  group  of  Kellogg  radio 
distributors  and  jobbers  gathered  at  the  Edge- 
water  Beach  Hotel,  in  Chicago,  for  an  all-day 
session.  The  meeting  was  called  by  J.  K.  Utz, 
sales  manager  of  the  Kellogg  Switchboard  & 
Supply  Co.,  for  an  initial  showing  of  laboratory 
models  of  the  new  Kellogg  line  for  1928.  De- 
tails of  the  line  were  given  to  the  distributors 
present.  Four  new  models  were  shown,  rang- 
ing in  price  from  $169.50  to  $775.00.  The  lowest 
priced  model  is  a  table-cabinet  housing,  a  typi- 
cal Kellogg  chassis,  completely  shielded,  and 
made  with  the  same  care  and  workmanship  as 
the  higher  priced  models.  A  medium  sized 
console  was  shown  to  retail  at  $375.  This  con- 
sole has  several  exclusive  Kellogg  features  and 
met  with  approval  on  the  part  of  the  distrib- 


utors. The  third  model  shown  was  a  large 
console  in  walnut,  equipped  with  the  Kellogg 
long  air-column  reproducer.  This  console  is 
similar  in  general  design  to  last  year's  model 
510,  but  includes  many  refinements,  the  most 
important  of  which  is  a  new  type  of  tuning 
control  which  replaces  the  knobs  with  attrac- 
tive levers.  The  piece  de  resistance  of  the 
eyening  was  the  showing  of  the  new  Kellogg 
de  luxe  model  which  the  distributors  declared 
to  be  one  of  the  most  beautiful  examples  of 
cabinet  work  they  have  yet  seen. 

The  morning  session  at  the  Edgewater  Beach 
Hotel  was  devoted  to  discussion  of  sales  pro- 
motion and  advertising  by  Mac  Harlan,  adver- 
tising manager  of  the  Kellogg  organization. 
After  an  informal  luncheon  the  entire  group  of 


distributors  were  taken  to  the  Cubs'  Park, 
where  Chicago  trounced  the  Phillies. 

After  the  demonstration  a  seven-course  din- 
ner was  served  in  the  West  Room  of  the  Edge- 
water  Beach.  W.  L.  Jacoby,  president  of  the 
Kellogg  Co.,  presided,  and  told  the  distributors 
of  Kellogg's  sales  plans  for  1928.  Fred  Oliver, 
of  the  Boley-Oliver  Co.,  New  York  distrib- 
utors for  Kellogg,  in  a  brief  talk,  expressed  his 
appreciation  for  the  courtesies  shown  by  the 
Kellogg  Co.,  and  predicted  that  the  coming 
year  would  show  the  greatest  growth  in  Kel- 
logg business  since  the  inception  of  radio. 
After  his  talk  an  adjoining  room  was  thrown 
open  and  the  new  Kellogg  models  were  placed 
on  exhibition.  The  details  of  each  model  were 
explained  by  George  Eaton,  chief  engineer. 

Tuesday,  May  8,  private  sales  conferences  be- 
tween distributors,  and  Mr.  Utz  were  held  in 
the  offices  of  the  Kellogg  Co.  Kellogg  dis- 
tributors from  every  part  of  the  country  were 
present  and  recorded  themselves  as  exception- 
ally well  pleased  with  Kellogg  sales  prospects 
for  the  coming  season. 

A.  and  M.  Gottlieb  have  opened  a  new  music 
store  near  the  Post  Office,  Muskogee,  Ala. 
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75 


DYNAMIC 


Table  Model  — 
for  A.C.— D.C. 
rStorage  Hat- 


Other  Dynamic  Models 

END-TABLE  MODEL  (75) 

A  charming  end-table  console 
model  of  richly  finished  two-tone 
walnut,  certain  of  active  sale 
wherever  shown.  For  A.  C— 
D.  C. — or  Storage  battery  op- 
eration      ...  $75 

TABLE  CONSOLE  (77) 

A  magnificent  console  model  of 
two-tone  walnut,  with  panels 
and  grill  handsomely  carved. 
For  A.  C.-D.  C— or  Storage 
battery  operation       -  $110 

DYNAMIC  CHASSIS  (73) 

An  extremely  compact  repro- 
ducing unit,  especially  designed 
for  radio  and  phonograph  con- 
soles. For6-voltStoragebattery 
operation, $35 — for  D.C. opera- 
tion,$40— for  A. C. operation, $45 


All  SANDAR  Speakers  —  both  Dy- 
namic and  Balanced  Armature  types 
—are  licensed  under  LEKTOPHONE 
PATENTS. 


The  New- 

SANDAR 

SPEAKERS 

Introducing  the 
1928-1929  Models 


WITH  the  advent  of  the  new 
radio  season,  Sandar — the 
one  radio  speaker  especially  de- 
signed for  low-tone  beautification 
— is  assured  of  even  greater  pub- 
lic  acceptance  than  before. 
Sandar's  famous,  mellow,  bass 
reproduction — unequalled  by 
any  other  speaker — is  now  still 
further  improved,  thanks  to  un- 
ceasing engineering  research. 

And  now,  too,  come  Sandar 
DYNAMIC  Speakers  to  add  fur- 
ther laurels  to  Sandar  low-tone 
supremacy — and  Sandar  value- 
giving. 

Here,  indeed,  is  the  speaker  line 
for  the  progressive  radio  dealer. 
There's  a  model  for  every  purse 
and  purpose — for  every  type  of 
set — for  every  source  of  current 
supply — all  designed  to  give  the 
wanted  low-tone  reproduction  for 
which  Sandar  is  pre-eminent. 

Get  in  touch  with  your  Sandar 
distributor,  or 

t  t  t  t 

See  the  SANDAR  Line 
BOOTH  101 
R.  M.  A.  SHOW 

Hotel  Stevens,  Chi  cago 

(Demonstrations  — in  Room  430A) 


SANDAR 


B  A  L  AN  C  E  D 
ARMATURE 


Other  Balanced 
Armature  Models 

PANEL  MODEL  (63) 
An  attractive  portrait  frame 
effect.  Two-tone  walnut  panel 
with  richly  carved  ornamenta- 
tion      ....  $25 

TABLE  CABINET  (61) 
An  unusually  graceful  table- 
type  Sandar.  Beautiful,  two- 
tone   walnut   cabinet,  with 
uniquely  carved  grill     -  $35 

BUILT-IN-TABLE  MODEL 
(69) 

An  exquisite  two-tone  walnut 
console  model.  Speaker  built 
in  below  table  to  be  occupied 
by  receiver.  Dimensions, 
30x24x14        -        -  $45 

SANDAR  CHASSIS 
Designed  especially  for  instal- 
lation by  manufacturers,  dis- 
tributors and  dealers.  Unusu- 
ally compact.  Chassis  (Model 
43),  $15.  Mounted  in  wood 
chamber  (Model  43-B),  $18. 


RADIOS  FINEST  LOW -TONE  SPEAKER 


SANDAR  CORPORATION 


DIVISION  OF  FARRAND  MFG.  CO.,  INC. 
METROPOLITAN    BLDG . ,   LONG   ISLAND    CITY,   N.  Y. 
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Portables  and  Records  Selling 

Well  in  Baltimore  Territory 

Columbia  Wholesalers,  Inc.,  Report  Splendid  Volume  of  Sales  for  May — Brunswick 
Sales  Staff  Holds  Convention — Await  Columbia-Kolster  Combination 


Baltimore,  Md.,  June  5. — Columbia  Wholesalers, 
Inc.,  report  a  splendid  volume  of  Columbia  busi- 
ness for  the  month  of  May,  thereby  bringing 
the  sales  for  the  first  five  months  to  a  very 
gratifying  total.  Record  business  has  been  par- 
ticularly good,  although  machine  sales  have  also 
been  at  a  high  level,  due  largely  to  the  big 
sales  of  the  Columbia-Kolster  electric  phono- 
graph, model  900.    The  demand  is  growing. 

Dealers  are  very  enthusiastic  over  the  won- 
derful tone  qualities  of  this  particular  model, 
and  are  featuring  it  in  their  doorways  continu- 
ously. This  has  helped  increase  record  sales 
and  at  the  same  time  has  sold  many  machines. 
The  Russel  G.  Grimes  Music  Co.,  of  Frederick, 
Maryland,  reported  that  it  made  a  cash  sale 
of  one  of  these  machines  to  a  man  who  had 
been  passing  the  store  every  week-day  for  over 
two  years,  but  had  never  been  in  the  store  or 
even  stopped  to  look  in  the  windows  until  a  Co- 
lumbia machine  started  broadcasting  records  in 
the  doorway.  The  unusual  volume  of  the  in- 
strument made  him  stop  for  the  first,  time,  and 
then  a  realization  of  its  tone  qualities  made  him 
want  to  buy  it. 

Columbia  Wholesalers  report  a  great  amount 
of  interest  in  the  new  Columbia-Kolster  radio 
phonographs  just  being  announced.  For  the 
last  eight  months  this  Baltimore  office  has  been 
deluged  with  daily  inquiries,  by  letter,  phone, 
telegram  and  in  person,  asking  about  the  new 
combination  machines.  The  new  Columbia 
portable  No.  161,  with  its  baby  alligator  gray 
fabrikoid  covering,  has  made  an  instant  hit 
with  local  dealers.  Many  dealers  are  making 
special  window  displays  of  this  model  because 
of  its  eye  appeal. 

The  Kunkel  Piano  Co.,  one  of  Baltimore's 
biggest  and  oldest  music  merchants,  reports 
good  sales  on  the  Wagner  Masterworks  sets. 
This  dealer  has  also  been  doing  some  spectacu- 
lar Columbia  advertising,  in  the  newspapers, 
by  mail  and  over  the  air.  "Kunkel's  Columbia 
Concert"  every  Friday  night  has  become  one 
of  the  leading  attractions  over  local  station 
WCAO,  which  station  is  also  on  the  Columbia 
chain.    Columbia  records  are  also  broadcast  by 
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this  station  in  the  morning  from  7.30  to  9 
o'clock,  and  as  the  exact  time  is  announced 
every  five  minutes  this  feature  has  become 
very  popular.  Other  Baltimore  dealers  who  are 
doing  active  Columbia  record  broadcasting  over 
the  other  Baltimore  station,  WFBR,  include  the 
G.  Fred  Kranz  Co.,  Mueller  Music  Shops,  the 
Highland  Music  Shops  and  the  Hub  Piano  Co. 

Baltimore  talking  machine  dealers  have  no 
complaints  to  make  regarding  Spring  business. 
Many  of  the  dealers  report  sales  of  expensive 
models  for  the  June  graduate,  as  well  as  the 
June  bride,  and  increasing  sales  of  the  port- 
ables for  camp  use. 

A  number  of  years  ago  J.  S.  Reed  Co.  de- 
cided, contrary  to  all  tradition  of  retail  mer- 
chandising, that  a  good  business  could  be  built 
up  away  from  what  is  considered  the  retail 
shopping  center  of  the  city,  and,  accordingly, 
established  a  store  at  29  West  North  avenue, 
which  is  about  three  miles  beyond  what  is  con- 
sidered the  center  of  the  city.  Results  prove 
that  they  were  far  from  wrong.  In  the  first 
place,  increasing  motor  traffic  has  linked  all  sec- 
tions of  the  city.  Secondly,  by  locating  on  this 
broad  thoroughfare  the  downtown  parking 
nuisance  is  eliminated  to  their  patrons.  Thirdly, 
they  foresaw  the  trend  of  Baltimore's  new  shop- 
ping center.  Since  their  location  at  this  point 
no  less  than  four  banks  have  been  established 
within  a  radius  of  two  blocks  of  their  store.  A 
new  public  market  is  being  erected  almost  di- 
rectly opposite  which  will  provide  shops,  stores 
and  market  stands.  Away  from  the  high-rent 
section  and  in  what  was  then,  and  is  now,  for 
that  matter,  the  center  of  the  residential  sec- 
tion, they  have  been  enabled  to  appeal  to  Balti- 
more's thrifty  shoppers  in  a  telling  way.  And, 
as  a  result,  they  have  outgrown  their  former 
site  and  have  acquired  the  adjoining  building, 
which  is  being  renovated  and  will  be  combined 
with  their  present  location  into  fitting  salons, 
for  the  display  of  their  merchandise. 

S.  N.  Wolman,  formerly  located  at  631  West 
North  avenue,  is  now  located  at  801  West  North 
avenue. 

J.  E.  Henderson,  record  sales  manager,  vis- 


Paul  Whiteman 
Records 


From  now  on,  you  will  be 
able  to  supply  your  cus- 
tomers with  Paul  White- 
man's  latest  recordings 
only  on  Columbia  New 
Process  Records,  because 
Whiteman  is  now  an  ex- 
clusive Columbia  Record 
Artist. 

See  the  Columbia  four 
page  insert  in  this  issue. 


The  second  page  gives  the 
first  Whiteman  Columbia 
release.  National  news- 
paper advertising  and  a 
gigantic  radio  hook-up 
will  tell  the  big  news  to 
your  customers. 

Special  dealer  helps  are 
provided  for  you.  Write 
us  for  details. 


ColumbiaWkolej 

L.L.Andrews      —      Wm.H.  Swart  z  ' 

Exclusively  Wholes  ale 

205  W  Camden  St.,    Baltimore,  Md. 
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ited  the  Baltimore  branch  of  the  Brunswick- 
Balke-Collender  Co.  on  May  10,  11  and  12,  and 
conducted  a  sales  meeting  for  the  members  of 
the  Panatrope  division,  during  which  he  out- 
lined extensive  plans  for  the  merchandising  of 
Brunswick  phonograph  records. 

Mrs.  Florence  Haenle,  of  the  record  sales 
promotional  department,  Chicago  office,  is  now 
making  a  round  of  the  Brunswick  dealer  organ- 
ization in  the  Virginia  district. 

Joseph  G.  Mullen,  manager  of  the  Brunswick- 
Balke-Collender  Co.,  reports  that  record  sales 
continue  to  increase. 

M.  Kuhn,  former  Washington  representative,' 
has  been  assigned  to  the  City  of  Baltimore,  and 
Sidney  Schwartz  is  now  covering  Washington 
in  the  capacity  of  special  representative. 


Kimball  Markets  New 
Model  Phonograph 

Style  90,  Latest  Addition  to  Line  of  W. 
W.  Kimball  Co. — Has  Number  of  Dis- 
tinctive Features — Well  Received 


A  new  phonograph,  Style  90,  is  the  latest 
addition  to  the  line  of  products  manufactured 
by  the  W.  W.  Kimball  Co.,  Chicago.  The  new 
instrument  was  introduced  to  the  trade  a  few 


Kimball  Style  90  Phonograph 

weeks  ago,  and  judging  from  the  letters  re- 
ceived by  the  Kimball  Co.  from  its  dealers 
Style  90  fully  met  the  expectations  of  the  trade 
wherever  it  is  handled. 

Style  90  is  furnished  in  a  distinctive  cabinet, 
finished  in  either  brown  mahogany  or  walnut 
with  the  new  high-lighted  or  blended  finish. 
The  latest  developments  in  acoustical  equip- 
ment, reproducer,  tone  and  sound  chamber  are 
included  in  Style  90,  resulting  in  the  producing 
of  a  full-rounded  tone,  with  ample  volume. 
Style  90  measures  thirty-six  inches  high,  twenty 
inches  wide  and  eighteen  inches  deep,  and  re- 
tails for  $90. 


Represents  Balkite 
in  Pittsburgh  Area 

Effective  May  1,  Charles  F.  Saenger,  sales 
representative  of  the  Fansteel  Products  Co., 
Inc.,  North  Chicago,  111.,  took  charge  of  the 
Pittsburgh  territory,  comprising  all  of  western 
Pennsylvania  and  West  Virginia.  This  terri- 
tory for  the  past  three  years  was  under  the 
supervision  of  William  R.  McElroy.  Mr.  Saen- 
ger has  been  associated  with  the  Fansteel  Prod- 
ucts Co.  for  the  past  five  years  as  Ohio  repre- 
sentative, and  is  one  of  the  oldest  Balkite  rep- 
resentatives, having  spent  many  years  prior  to 
that  time  representing  other  interests  of  the 
organization  in  western  Pennsylvania  and  Ohio. 

Late  in  May  the  new  Balkite  radio  receiver 
was  displayed  to  the  Pittsburgh  trade  by  Mr. 
Saenger,  and  the  first  showing  of  the  new  prod- 
uct met  with  considerable  enthusia-sm  and  in- 
terest at  the  hands  of  the  western  Pennsylvania 
retail  dealers. 


irder  direct  from- 


Genuine  Flyer  Motor 
parts  —  precision  made 
of  proper  materials, 
finely  finished — are 
sure  to  fit  and  do 
their  work.  Made 
right  with  the 
f  a  m  o  u  s  F  1  y  e  r 
Motors.  Your 
orders  filled  in 
24  hours. 


List  of 
Flyer  Motor  Parts 


ttflBponent  part- 
tr  Phonograph  Motor, 
rp  this  Page.  Prices  of 
tr  Motor  parts  on 


255S 
2963 
5003 
5046 
5047 
511S 

5163 
5167 
51S9 
5204 
5222 
5251 


5283 
5372 
5383 
5384 
5391 
5394 
5404 
5409 
5422 
5442 

5443 
5512 
5CS7 
5S72 


5974 
6006 

6011 
6012 

0013 

6023 

6244 

6268 
6273 
S392 

9227 
9234 
9257 
9409 
9731 


97S9 
9S04 

9S09 

9846 

9906 
9913 
9924 

10317 


Screw  for  attaching  Winding 

Shaft  Tension  Spring 
Governor  Spring  Screw- 
Motor  Mounting  Screw 
Governor  Shaft 
Fibre  Handle  Escutcheon 
Metal  Handle  Escutcheon 
Cup     Washer     used  under 

Spring  Barrel 
Pointer  Arm  Post 
Dial  and  Pointer  Assem. 
Governor  Complete 
Governor  Collar 
Winding  Handle 
Governor  Disc 

Felt  Oil  Retainer  used 
around  Turntable  Shaft 

Retainer  for  No.  5252  Felt 

Main  Spring 

Motor  Frame 

Motor  Bottom  Plate 

Screw  for  Holding  Governor 

Upper  Spring  Barrel  Collar 

Spring  Barrel  Shaft 

Intermediate  Gear 

Turntable  Shaft 

Speed  Regulator  Tension 
Spring 

Speed  Regulator  Bracket 
Spring  Barrel  Complete 
Winding  Shaft  Extension 
6-32    Screw    for  Attaching 

No.  5443  Speed  Regulating 

Bracket  to  Motor  Frame 
Spring  Cup  and  Gear  Assem. 
Spacing    Washer     used  on 

Wind-Shaft 
Governor  Bearing  Set  Screw 
Screw    for    Attaching  No. 

5384  Bottom  Plate  to  No. 

5383  Motor  Frame 
Washer  used  under  No.  6023 

Screw 

Screw  used  to  hold  Pointer 
Arm  to  Post 

Winding  Shaft  and  Pinion 
Gear  Assem. 

Spring  Barrel  Cover 

Spring  Barrel  Winding  Gear 

Spring  used  to  hold  Turn- 
table on  Shaft 

Spring  Barrel  Shaft  Rivet 

Governor  Spring  Washer 

Spring  Barrel  Rivet 

Brake 

Screw  for  Attaching  No.  5443 

Speed  Regulating  Bracket 

to  Motor  Frame 
Governor  Bearing 
Rubber      Motor  Mounting 

Washer 
Steel    Motor  Mounting 

Washer 
Governor    Bearing  Retainer 

Clip 

Spring  Barrel  Washer 
Winding  Shaft  Spring 
Governor  Spring  and  Weight 

Assem. 
Cotter  Pin 


Send  all  orders  for 
FLYER  MOTOR  PARTS  to 
The  General  Industries  Co. 

Department  M  R 
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The  New 

MASTER  FLYER 

Ready  July  1st 

Meeting  every  demand,  for 
12  years  the  Flyer  IsAotor 
has  given  unequalled  all' 
around  service  in  portables. 


T 


he  new  Master  Flyer  Motor  plays  three  full  104nch 
selections,  with  safe  margin,  from  one  winding*  There  is 
ample  reserve  power — no  running  down.  Easy  winding 
to  full  tension* 

As  always,  built  like  a  fine  ship's  clock,  with  every  essential 
improvement.  Made  still  better  for  larger  sales  of  portables 
and  more  demand  for  records. 

Insist  on  the  new  Master  Flyer  Motor  in  all  your  standard- 
size  portables. 


DIRECT  FLYER  AND  JUNIOR  MOTOR  PARTS  SERVICE 


The  New 

MASTER  JUNIOR 

Ready  July  1st 

Just  as  well  made  as  the 
Master  Flyer,  the  Master 
Junior  Motor  will  give 
your  little  portables  ex- 
ceptional  power  value. 


^^TOTED  for  excellent  performance  and 
^  long  service,  now  the  Junior  Motor 
steps  up  in  capacity.  Two  full  10'inch 
selections,  with  safe  margin,  from  one 
winding,  is  the  new  standard  of  the  new 
Master  Junior  Motor. 

You  will  sell  a  lot  more  light  portables  of 
popular  price,  because  of  the  higher  degree 
of  service.  They  will  bring  you  many  more 
good  sales  of  records. 

Make  sure  you  get  the  new  Master  Junior — 
exclusively,  in  all  light  portables  —  for 
real  volume  selling. 


You  need  its  superior  design,  better  materials 
and  construction— extra  strength  of  frame, 
athletic  2-selection  spring  with  the  new 
worm  wind,  precision-cut  gears  and  worm, 
long-duty  bearings — abundance  of  smooth, 
silent  vibrationless  power.  You  need  the  as- 
surance of  complete  satisfaction  in  power 
supply  that  goes  with  every  portable  con- 
taining one  of  these  new  improved  Master 
Junior  Motors. 

No  harder  to  get  —  so  much  easier  to  sell. 
And  best  by  far  —  remember  always  —  for 
your  sale  of  records.   Accept  no  substitute. 


GENUINE  PARTS  DIRECT  TO  DEALERS  IN  24  HOURS 
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Parts  —  the  parts  your 
customers  expect.  Made 
right,  machined  and 
finished  to  fit.  Cer- 
v  tain  to  function 
properly,  giving 
good-as-new  ser- 
vice. All  orders 
filled  within 
24  hours. 
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impatient  parts  of 
Junior  Phonograph 
Motor.  Keep  this  page. 
Prices  of  Fiver  Motor 
parts  on  request. 
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List  0/ 
Junior  Motor  Parts 


406 
2558 


5254 
5333 

5391 
5418 

5777 
5846 
5872 
6009 

6013 

6039 
6533 

6572 
7534 

7554 
7558 
7671 
7674 
7678 
76S2 
7683 
7684 
7692 

7693 

7694 

7696 
7697 
7822 
7823 
7838 
7842 
7843 

7848 
7879 
8298 
8397 
9234 

9409 
9789 
9846 

9916 


Motor  Mounting  Screw 
Screw  for  assembling  Gover- 
nor Spring  and  Weight  to 
Governor  Disc. 
Fibre  Escutcheon  for  Wind- 
ing Handle 
Metal  Escutcheon  for  Wind- 
ing Handle 
Spring  Barrel  Washer 
Governor  Spring  and  Weight 

Assembled 
Screw  for  Governor  Collar 
Pelt    for    Speed  Regulator 
Lever 

Speed  Regulating  Arm 
Spring  Barrel  Shaft  Rivet 
Governor  Bearing  Set  Screw 
Screw  for  assembling  Regu- 
lating Arm  to  Regulating 
Brake 

Steel  Washer  for  Mounting 
Screw 

Winding  Handle 

Fibre  Washer  for  Winding 
Shaft 

Speed  Regulator 

Screw  which  Holds  Bottom 
Plate  to  Frame 

Spring  Barrel  Cup  Cover 

Winding  Gear 

Motor  Frame 

Governor  Shaft 

Bottom  Plate 

Governor  Disc 

Governor  Collar 

Governor  Complete 

Screw  for  assembling  Gover- 
nor Brake  to  Frame 

Winding  Shaft  Tension 
Spring 

Speed  Regulating  Arm  Ten- 
sion Spring 
Governor  Brake 
Turntable  Shaft 
Short  Turntable  Shaft  Tip 
Long  Turntable  Shaft  Tip 
Spring  Barrel  Cup  and  Gear 
Main  Spring 

Spring  Barrel  Complete  with 

Spring 
Spring  Barrel  Shaft 
Intermediate  Gear 
Winding  Shaft 
Spring  Barrel  Rivet 
Washer  used  under  No.  2558 

Screw 
Turntable  Brake 
Governor  Bearing 
Governor  Bearing  Retaining 

Clip 

Rubber  Washer  for  Mount- 
ing Screw 


Send  all  orders  for 
JUNIOR  MOTOR  PARTS  to 

The  General  Industries  Co. 

Department  M  R 
Elyria,  Ohio 
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infinitely  mote  oil  the  sales  floor. 
It  you  want  to  get  it  to  the  consumer 
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Brunswick  St.  Louis  Branch 

Reports  Big  Increase  Over  1927 

H.  E.  Brown,  Local  Manager,  States  That  Business  for  First  Four  Months  of  Year 
Shows  a  125  Per  Cent  Increase  Over  the  Same  Period  of  Last  Year 


St.  Louis,  Mo.,  June  5. — Announcement  by  the 
local  branch  of  the  Brunswick  Co.  of  an  in- 
crease of  125  per  cent  in  business  during  the 
first  four  months  of  this  year  as  compared  with 
the  same  period  last  year  constituted  the  out- 
standing feature  of  the  talking  machine  and 
record  trade  in  St.  Louis  during  the  past  month. 
The  figure,  according  to  H.  E.  Brown,  local 
manager  of  the  company,  includes  phonographs, 
records  and  combinations,  and  is  attributable  to 
the  company's  more  aggressive  sales  policy  as 
well  as  the  improvement  in  products.  Records 
showed  the  greatest  increase,  although  sales 
of  phonographs  and  combinations  also  showed 
a  good  increase. 

So  great  has  been  the  demand  for  Brunswick 
products,  Mr.  Brown  said,  that  the  company 
has  been  compelled  to  add  three  new  salesmen 
to  the  territory  served  out  of  St.  Louis.  A.  J. 
Tucker  has  been  added  to  the  southern  Illinois 
and  southern  Missouri  territory;  E.  S.  Dozier 
has  been  added  to  the  Memphis  Division,  and 
S.  J.  Cahill  to  the  New  Orleans  branch.  The 
local  branch  of  the  company  at  present  is  con- 
centrating its  efforts  to  a  great  extent  upon 
introducing  the  new  Brunswick  106  portable. 

Columbia  portable  business  also  has  been 
brisk  in  the  St.  Louis  territory,  N.  B.  Smith, 
manager  of  the  local  branch,  announced.  He 
declared  that  much  of  the  activity  is  the  result 
of  introduction  of  the  new  161  model,  which  is 
being  greeted  with  general  approval.  During 
the  past  month  announcement  was  made  by 
the  company  of  the  new  Columbia-Kolster  com- 


bination model  960,  and  dealers  throughout  the 
territory  are  anxiously  awaiting  receipt  of  the 
first  model.  In  anticipation  of  its  formal  intro- 
duction to  the  trade,  the  local  branch  has  in- 
stalled a  special  demonstration  room  in.  its  pres- 
ent quarters  which  will  be  used  exclusively  for 
the  display  of  electric  lines. 

The  release  of  parts  7  and  8  of  the  "Two 
Black  Crows"  has  had  an  important  influence 
in  stimulating  local  Columbia  record  business, 
officials  reporting  that  sales  have  been  "tre- 
mendous." 

The  Koerber-Brenner  Co.,  local  Victor  dis- 
tributor, and  the  Artophone  Corp.,  distributor 
in  St.  Louis  of  Okeh  records,  announce  condi- 
tions generally  satisfactory. 

The  radio  trade  in  St.  Louis  reports  more  in- 
terest this  Spring  than  ever  in  radio,  and  that 
sales  of  sets  continue  with  vigor.  The  many 
excellent  programs  that  have  been  planned,  in- 
cluding the  Republican  and  Democratic  political 
conventions,  coupled  with  other  similar  factors, 
are  ascribed  as  the  reason. 

The  new  Zenith  lines  were  formally  intro- 
duced to  the  trade  by  Harold  Wrape,  of  the 
Benwood-Linze  Co.,  who  is  St.  Louis  distribu- 
tor. The  new  lines  include  the  model  33,  a 
six-tube  table  model,  and  model  34,  shown  in 
an  open  face  lowboy  console.  Mr.  Wrape  also 
announced  the  acquisition  of  the  Majestic  line 
of  receivers  being  manufactured  by  the  Grigsby- 
Grunow  Co.,  of  Chicago.  These  receivers  are 
being  shown  in  four  models,  and  use  the  R.  F. 
L.  balanced  circuit  with  seven  tubes. 


Otto  Heilman,  well  known  among  the  radio 
men  of  this  city,  has  organized  a  new  company, 
known  as  the  Otto  E.  Heilman  Co.,  with  offices 
in  the  Chemical  Building  here.  The  company 
announced  the  Newcomb-Hawley  line  of  radio 
speakers,  as  factory  representatives,  and  the 
line  of  Carter  products. 

Announcement  also  was  made  of  the  opening 
of  a  new  store  by  the  Schweig-Engel  Corp. 
here.  The  store  is  in  Wellston.  a  suburb  of 
St.  Louis,  and  Miss  Ethel  Kirkland  is  in  charge. 
The  Schweig-Engel  Corp.  is  one  of  the  oldest 
radio  concerns  in  St.  Louis. 


Issues  Complaint 
Against  Radio  Corp. 

A  new  complaint  has  been  issued  by  the  Fed- 
eral Trade  Commission  against  the  Radio  Corp. 
of  America,  taking  exception  to  article  9  of  the 
RCA  license  agreement  in  which  the  licensees 
agree  that  in  selling  radio  sets  made  under  the 
corporation's  patents  they  will  supply  them 
with  the  corporation's  tubes.  Commenting  upon 
this  announcement,  Col.  Manton  Davis,  attor- 
ney for  the  Radio  Corp.,  said: 

"The  act  solely  relates  to  article  9  of  the 
Radio  Corp.'s  license  contract  with  radio  re- 
ceiving set  manufacturers.  It  is  the  contention 
of  the  Radio  Corp.  that  this  provision  is  gov- 
erned entirely  by  the  patent  law,  but  that  all  of 
the  issues  involved  in  that  complaint  are  under 
submission  to  the  Circuit  Court  of  Appeals  at 
Philadelphia,  and  the  Radio  Corp.  would  con- 
sider it  inadvisable  to  discuss  the  complaint 
prior  to  the  decision  of  the  Philadelphia  Court." 


North  Carolina  Columbia  dealers  recently 
profited  in  record  sales  by  the  appearances  of 
Miss  Lee  Morse,  who  gave  concerts  at  Char- 
lotte, Raleigh,  Greensboro  and  Winston-Salem. 
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Manufacturer  of 

PHONOGRAPH  AND  RADIO  CABINET 
HARDWARE  AND  METAL  SPECIALTIES 

155  Leonard  St.  NEW  YORK,  N.  Y. 

Samples  and  Prices  on  Request 
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NEW — Distinctive,  Individually  Designed  and  Plated — QRILLES 


Seeburg  Automatic 
Phonograph  Marketed 

Latest  Product,  the  "Autophone,"  Is  Coin- 
Operated  or  Self-Playing — Has  Electric 
Pick-up  and  All-Electric  Amplifier 

The  J.  P.  Seeburg  Piano  Co.,  Chicago,  one 
of  the  oldest  and  best-known  firms  in  the  music 
industry,  introduced  a  few  weeks  ago  its  latest 


Seeburg  Automatic  Phonograph 

product,  the  "Autophone,"  a  coin-operated  au- 
tomatic phonograph.  The  firm  has  manufac- 
tured coin-operated  instruments  for  more  than 
two  decades,  and  has  been  developing  and  test- 
ing the  "Autophone"  for  several  years  past. 

The  "Autophone"  is  coin-operated  or  self- 
playing,  as  the  owner  desires,  and  is  also  either 
selective  or  continuous  in  operation,  playing 
eight  records.  The  instrument  is  equipped  with 
an  electric  pick-up,  adjustable,  and  an  all-elec- 
tric amplifier.  A  small  one-twentieth  horse- 
power motor  uses  a  small  amount  of  electrical 
current,  and  ball-bearing  construction  and  sim- 
plicity of  working  parts  are  among  the  features 
of  the  "Autophone."  A  tempo  regulator  makes 
it  possible  to  vary  the  time  of  the  music  to 
suit  any  requirement,  such  as  dancing. 

When  packed  for  shipping  the  "Autophone" 
weighs  500  pounds,  and  it  is  fifty-nine  and  one- 
half  inches  high,  forty-one  and  one-eighth 
inches  wide  and  twenty-six  and  one-half  inches 
deep.  The  cabinet  is  finished  in  handsome  satin 
finish  hand-rubbed  walnut,  the  pick-up  and 
turntable  being  in  full  view  of  the  operator. 
Wherever  the  "Autophone"  has  been  displayed 
and  demonstrated  the  instrument  has  met  with 
keen  approval  and  enthusiasm,  the  music-radio 
trade  being  well  aware  of  the  market  await- 
ing development  in  the  coin-operated  automatic 
ohonograph  field. 


Corley  Co.  Planning  to  Greatly 

Extend  Its  Retail  Operations 

Fred  Kessnich,  Former  Manager  of  Victor  Wholesale  Department,  Is  Appointed  in 
Charge  of  Retail  Talking  Machine  Section — Other  News  of  Music-Radio  Trade 


Richmond,  Va.,  June  4. — Fred  Kessnich  has 
been  made  manager  of  the  retail  phonograph 
department  of  the  Corley  Co.  after  this  com- 
pany sold  out  its  wholesale  department  to  the 
Victor  Co.  recently.  Mr.  Kessnich  had  been 
manager  of  the  wholesale  department  for  the 
last  four  years.  He  entered  upon  his  new 
duties  as  manager  of  the  retail  department 
June  1.  Sale  of  the  wholesale  department  to 
the  Victor  people  is  said  to  have  involved 
approximately  $250,000. 

The  Corley  Co.,  it  is  announced,  will  con- 
tinue, to  represent  the  Victor  product  exclu- 
sively in  Richmond  in  the  retail  business.  The 
company  is  now  planning  to  extend  its  retail 
operations  in  Virginia  and  throughout  North 
Carolina.  It  has  had  branches  for  some  time 
in  Petersburg,  Va.,  and  in  Greensboro  and  Dur- 
ham, N.  C.  It  also  has  other  affiliations  in  both 
States.  The  company  recently  bought  out  the 
stock  of  the  Biggs  Music  Co.,  Brunswick  and 
Columbia  dealer.  On  September  1  William  R. 
Reinhardt,  former  manager  at  Biggs,  becomes 
manager  of  the  retail  piano  department  of  the 
Corley  Co. 

Major  Arthur  Vivian,  who  traveled  for  many 
years  for  the  wholesale  department  of  the  Cor- 
ley Co.,  has  joined  the  organization  of  the 
Victor  interests,  and  will  travel  out  of  Char- 
lotte, N.  C,  for  the  branch  office  just  opened. 

Siegel  Bros.,  who  have  been  operating  a  furni- 
ture store  here  for  many  years  at  10  North 
Eighteenth  street,  recently  opened  a  music 
store  at  6  North  Eighteenth  street,  which  is 
featuring  Polk-phones  and  Okeh  records.  The 
music  store  is  in  charge  of  Leon  Siegel  and 
Max  Siegel. 

J.  Warren  Butler,  salesman  for  the  Richmond 
branch  of  Janies  K.  Polk,  Inc.,  distributor  of 
Polk-phones  and  Okeh  records,  is  just  back 
from  a  trip  through  North  Carolina  territory. 
He  reports  that  the  Duff  Piano  Co.,  Wilson, 
N.  C,  which  carries  Okeh  records,  recently 
moved  into  a  handsome  new  store  on  Main 
street  in  that  city.  The  store  also  handles  the 
Victor  line  of  talking  machines.  It  is  in  charge 
of  Erskine  Duff. 

F.  M.  Greene  has  returned  to  the  Public 
Hardware  Company  at  Durham,  N.  C,  as  man- 
ager of  its  music  and  radio  department.  The 
firm  handles  Polk-phones  and  Okeh  records. 

The  Buggs-Rice  Furniture  Company  at  Bris- 
tol, Va.,  has  taken  on  the  Okeh  line  of  records. 

James  Cowan,  of  James  Cowan  Co.,  Rich- 
mond, has  just  returned  from  a  trip  through 
North  Carolina  calling  on  his  many  accounts 
in  that  State. 


Walter  D.  Moses  &  Co.,  Victor  dealers  of  this 
city,  linked  up  with  Madame  Serrec  when  she 
gave  a  series  of  health  and  beauty  lectures  here. 
She  employed  the  new  Victrola  models  as  the 
musical  feature  of  her  lectures,  the  instruments 
and  records  being  furnished  by  that  firm. 

Miss  Helen  Hawkins,  member  of  the  office 
force  of  the  Corley  Co.,  is  to  be  married  June 
20  to  Charles  Cromar,  well-known  young  busi- 
ness man  of  this  city. 


Virginia  Dealers 

Add  Kolster  Line 


Baltimore,  Md.,  June  6. — L.  L.  Andrews,  presi- 
dent of  Columbia  Wholesalers,  Inc.,  recently  re- 
turned from  a  Kolster  distributors'  meeting  in 
New  York  City  and  is  most  enthusiastic  over 
the  prospects  of  a  wonderful  season  ahead  for 
dealers  handling  the  Kolster  and  Columbia  lines. 
In  a  statement  to  his  dealers  he  said  in  part: 
"We  believe  that  the  Kolster  franchise  will  un- 
questionably be  the  most  valuable  one  this 
season,  as  there  will  be  available  a  low-priced  set 
with  a  range  on  up  to  the  higher  prices,  includ- 
ing what  is  described  as  the  world's  most  ad- 
vanced radio  receiver,  embodying  several  pat- 
ented devices  which  are  startlingly  novel." 

Columbia  Wholesalers,  Inc.,  distribute  Kol- 
ster products  in  Maryland,  District  of  Colum- 
bia, the  counties  in  Pennsylvania  bordering  the 
Maryland  line,  the  lower  counties  of  Delaware, 
the  western  half  of  Virginia,  including  Roa- 
noke, Charlottesville,  etc.,  and  the  twelve  coun- 
ties in  West  Virginia,  east  of  the  mountains. 

Dealers  in  this  territory  who  have  recently 
taken  on  the  Kolster  line  include:  Altavista 
Furniture  Co.,  Altavista,  Va.;  Berryville  Ga- 
rage, Berryville,  Va.;  Boggs  Rice  Co.,  Bristol, 
Va.;  Wilson's,  East  Radford,  Va.;  Scott  &  Car- 
michael,  Fredericksburg,  Va. ;  Pennington  Hard- 
ware &  Furniture  Co.,  Pennington  Gap,  Va.; 
Seagle  Bros.,  Pulaski,  Va.;  Hobbie  Bros.,  and 
the  Fulwiler  Hill  Co.,  Roanoke,  Va. 


Ties  Up  With  Fashion  Show 

i 

The  G.  Fred  Kranz  Music  Co.,  Columbia 
dealer  of  Baltimore,  Md.,  recently  supplied  a 
Columbia-Kolster  electric  reproducing  phono- 
graph for  a  fashion  show  at  Martha's,  Inc., 
fashionable  women's  shop. 
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PRONOUNCED 

SEE-CO 

RADIO 
TUBES 


TYPE 
AC-22 


e  Largest" 
EXCLUSIVE 

/{adioTube  Manufacturers  in  the  World 

''A  yOU  are  doubtless  finding  an  ever  increasing  demand  for  A.C.  Tubes. 

Thousands  of  Dealers  are  now  selling  CeCo  A.C.  tubes,  both  the  Type 
M-26  (amplifier)  and  N-27  (detector)  and  others  shown  here. 

Those  once  using  CeCo  A.C.  Tubes  continue  to  use  them  because  of  their  clearer 
tone  and  longer  life,  due  at  least  in  part  to  the  exclusive  process  of  evacuation. 


C7^?o  meet  the  demand  for  A.  C.  operation 
V-/  of  Radio  Receiving  Sets,  CeCo  offers 
the  most  complete  line  of  tubes  available. 

M-26  Amplifier — An  audio  or  radio  frequency  amplifier. 

List  price  $2.50 

Hi  Mu  26  Amplifier — An  audio  amplifier  for  use  in  resist- 
ance or  impedance  coupled  amplifiers.   List  price  $4-00 

N-27  Detector  and  Amplifier — A  5-prong  base  detector  or 
amplifier  of  the  separate  heater  type.      List  price  $5.00 

S-27  Detector  and  Amplifier— A  separate  heater  type  with 
a  4 -prong  base  and  side  pins  for  heater  filament  con- 
tacts. Can  be  used  in  sets  using  Kellogg  type  of  tube. 

List  price  $5.00 

A.  C.  22  Screen  Grid  5-prong  Tube  of  the  separate  heater 
type  operated  directly  on  alternating  current. 

List  price  $8.00 

R-80  Rectifier — A  full  wave  filament  type  rectifying  tube  for 
A,  B  or  C  Eliminators  or  power  packs.   List  price  $4-50 

R-81  Rectifier— A  x/2  wave  filament  type  rectifying  tube  for 
A,  B  or  C  Eliminators  or  power  packs.   List  price  $7.50 


L-10  Power  Amplifier  —  A  T/i  volt  1.25  amp.  power  am- 
plifier List  Price  $9.00 

L-50  Power  Amplifier — A  ly2  volt  1.25  amp.  power  ampli- 
fier for  extra  heavy  duty  requirements.  List  price  $12.00 

F-12A  ( 112A)  Power  Amplifier — A  5  volt  %  amp.  power 
tube.  List  price  $3.00 

J71-A  (171-A)  Power  Amplifier — A  5  volt  %  amp.  power 
tube  for  output  audio  stage.  .  .  List  price  $3.00 
including 

Ol-B  (201-B)  Amplifier  and  Detector— A  5  volt  %  amp. 
general  purpose  tube,  D.C.      .       .      List  Price  $3.50 


If  you  are  a  CeCo  dealer,  write  us  for  unusual  and 
business-building  dealer  helps  and  our  latest  catalogue. 

If  you  are  not  yet  one  of  our  many  thousand  CeCo  dealers, 
ask  us  today  for  our  special  proposition  to  dealers.  It 
means  a  material  addition  to  your  income  from  tube  sales 
— and  increased  satisfaction  to  your  customers. 


When  you  are  at  the  Chicago  Show  (June  11th 
to  15th)  do  not  fail  to  look  us  up  at  Booth  107. 


CeCo  Manufacturing  Co.,  Inc.,  Providence,  R.  I. 

<Theresa  CECO  Tube  for  every  Radio  need 


■■■hi 
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Pacific  Wholesale  Is 
an  Allen  Distributor 


Will  Handle  Allen  Portable  Phonographs 
in  the  Southern  California  Territory — 
Launch  Aggressive  Sales  Drive 

Pacific  Wholesale,  Inc.,  Los  Angeles,  Cal., 
has  been  appointed  distributor  of  Allen  portable 
phonographs  in  the  southern  California  terri- 
tory, according  to  an  announcement  recently 
made  by  Don  T.  Allen,  president  of  the  Allen- 
Hough  Mfg.  Co.,' Racine,  Wis.,  maker  of  the 
popular  Allen  instrument.  This  arrangement 
became  effective  early  in  May,  and  the  Pacific 
Wholesale  organization  has  already  instituted  an 
aggressive  sales  campaign  in  behalf  of  the  Allen 
portable,  as  well  as  for  the  Phono-Link,  elec- 
tric pick-up  for  talking  machines,  which  the 
Allen-Hough  Mfg.  Co.  sells  nationally. 

Walter  M.  Pagan,  a  well-known  and  popular 


Meeting  of  Sales  Force 

West  Coast.  Among  the  lines  which  the  firm 
handles  are  such  well-known  products  as  Spar- 
ton  radio  receivers,  Okeh  and  Odeon  records 
and  Cunningham  tubes.  In  1927  the  company 
enjoyed  a  600  per  cent  increase  in  sales  during 
a  ten-month  period. 

Pacific  Wholesale,  Inc.,  follows  the  policy  of 
keeping  closely  in  touch  with  its  dealers,  at- 
tempting to  increase  the  sale  of  the  products 
which  it  handles  by  newspaper  advertising,  arid 


of  Pacific  Wholesale,  Inc. 

passes  on  many  sales  promotional  ideas  and 
schemes  to  its  retailers  through  the  Fagan 
Broadcast.  The  Fagan  Broadcast  is  a  monthly 
house  organ  published  by  the  firm,  containing 
sound  business  editorials  by  Mr.  Fagan,  clever, 
conversational  style  descriptions  of  the  Allen 
portables,  Sparton  receivers,  Cunningham  radio 
tubes,  Electro-phonic  needles,  Okeh  records  and 
other  products.  The  firm  has  its  headquarters 
at  433  East  Twelfth  street,  Los  Angeles. 


Superior  Cabinet  Co. 
Introduces  1928  Line 


W.  M.  Fagan 

figure  throughout  the  Coast  trade,  heads  Pacific 
Wholesale,  Inc.,  as  president,  and  through  his 
aggressive  leadership,  the  firm,  now  in  its  sixth 
year,  has  become  one  of  the  most  prominent 
music-radio   distributing  organizations  on  the 


New  Line  Contains  Many  Features  Which 
Make  Products  More  Attractive  and  Ac- 
ceptable— Huge  Plant  Used  by  Firm 

The  Superior  radio  cabinets,  manufactured  by 
the  Superior  Cabinet  Co.,  Muskegon,  Mich.,  are 
constructed  in  one  of  the  most  modern  plants 
in  the  industry  with  a  total  floor  space  of  about 
150,000  square  feet.  The  firm  has  been  active 
in  the  dining-room  and  bedroom  furniture 
field  for  many  years,  and  after  making  radio 
cabinets  on  contract  for  several  well-known 
radio  set  manufacturers  the  officials  of  the  firm 
decided  in  1927  to  market  a  line  for  the  distribu- 
tor and  dealer  trade.  Success  greeted  this 
effort,  and  at  the  present  time  the  Superior 
organization  is  introducing  its  1928  line  of  cabi- 
nets and  radio  furniture  to  the  trade. 

According   to    advices    from   the  Muskegon 


BEAUTY 

is  selling  radio 
today 


/  I  ^HE  Splitdorf  line  alone  meets  the  re- 
quirements  of  the  new  market  in  radio 
which  demands  a  radio  receiver  as  good  to 
look  at  as  it  is  to  listen  to. 

The  new  Splitdorf  Receivers  are  designed 
from  the  most  beautiful  models  of  period 
furniture  and  are  the  only  receivers  offered 
today  that  combine  decorative  value  with 
superlative  radio  performance. 

Splitdorf  Radio  Corporation 

Subsidiary  of  Splitdorf-Bethlehem  Electrical  Company 


W.  E.  Johnson 

headquarters,  the  1928  line  of  Superior  cabinets 
will  be  more  attractive  in  the  matter  of  design, 
and  will  incorporate  many  details  which  will 
make  them  more  acceptable  to  the  trade  and 
public  alike.  The  firm  exercises  an  unusual  de- 
gree of  care  in  the  proper  selection  of  woods, 
details  of  construction,  and  finishing  and  pack- 
ing. New  labor  and  time-saving  factory  equip- 
ment and  machinery  have  recently  been  in- 
stalled in  the  Superior  factory,  materially  in- 
creasing the  production  this  year. 

W.  E.  Johnson,  vice-president  and  general 
manager  of  the  Superior  Cabinet  Co.,  has  been 
connected  with  the  furniture  industry  for  eight- 
een years  and  with  the  Superior  organization 
since  1912.  His  first  position  with  the  company 
was  that  of  general  correspondent,  and  he  has 
advanced  from  time  to  time  to  various  other 
offices,  so  that  he  is  familiar  with  practically 
every  phase  of  the  production  and  merchandis- 
ing angles  of  the  furniture  business.  For  the 
past  two  and  one-half  years  Mr.  Johnson  has 
been  in  charge  of  the  Superior  plant. 


Newark, 


idia 


New  Jersey 


THE  LORENZO — One  of  the 
many  beautiful  Splitdorf  models. 


■aamncMur  amta 


Incorporated 

The  Lassen-Card  Music  Co.  has  been  incor- 
porated to  take  over  the  business  of  the  Ogden 
branch  of  the  Beesley  Music  Co.,  Salt  Lake 
City,  Utah,  capital  $10,000.  Columbia  phono- 
graphs and  Columbia-Kolster  combination  pho- 
nographs and  radios,  as  well  as  pianos,  are 
handled. 
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Model  30  Dynamk  Table  Cabinet  for  110-volt  AC  operation.   Price  $75. 


New  Rola  Dynamic  Power  Speakers 
At  the  Chicago  Radio  Show! 


WHEN  you  hear  the  new  Rola  Dynamic 
Power  Speaker,  you  will  instantly  pro- 
nounce it  the  finest  loudspeaker  on  the  market 
today.  It  meets  every  demand  for  volume  and 
range,  with  a  superb  quality  of 
reproduction.  The  dynamic 
speaker  has  established  itself  as 
the  speaker  for  the  better  class 
of  radio  business.  By  itself  the 
dynamic  offers  a  margin  of  profit 
comparable  with  the  cheaper 
priced  radio  sets,  and  in  the  Rola 
Dynamic  Power  Speaker  radio 
dealers  are  offered  a  loudspeaker 
possessing  the  following  advan- 
tages : 

Volume:  The  new  Rola  Dy- 
namic Power  Speaker  under  ac- 
tual test  with  a  given  input,  has 


New  Rola  Dynamic  Unit 

»JVfANUFACTURERS :  Write  or 
wire  for  samples  or  particulars 
on  dynamic  units  for  instal- 
lation in  your  cabinets.  *  *  *  *. 


nearly  twice  the  volume  of  any  other  dynamic 
now  made.  With  a  171  type  tube  the  Rola  Dy- 
namic gives  approximately  four  times  the  out- 
put of  the  electro-magnetic  type  of  reproducer. 

Range:  The  new  Rola  Dy- 
namic Power  Speaker  reproduces 
with  equal  intensity  all  frequen- 
cies within  the  range  of  the  most 
modern  broadcast  stations. 

Tone  Quality:  An  exclusive 
feature  of  the  new  Rola  Dynam- 
ic is  the  almost  complete  absence 
of  not  only  resonance  peaks  but 
resonance  "blind  spots".  It  has  a 
wonderful  rich  bass,  but  the  bass 
response  is  not  disconnected 
from  the  rest  of  the  tone  values. 

Write  for  the  name  of  the  nearest 
%ola  Jobber. 


THE  NEW  ROLA  DYNAMIC  POWER  UNIT  WILL  BE  SOLD  AS  FOLLOWS: 
Unit  only  for  use  with  110-volt  alter-     Unit  only  with  90-volt  field  forplatecur-     Unit  only  for  use  with  6-volt  battery 
nating  current  excitation     .     .     $50     rent  or  equivalent  D  C  excitation  .  $45     excitation  -  .     .  $35 


The  Rola  Company 


612  North  Michigan  Avenue,  Chicago,  Illinois 
y  y  47  West  Sixty-third  Street,  New  YorkCity 
Forty -fifth  and  Hollis  Sts.,  Oakland,  California 

 SO 
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Excelsior  Co.  Is  in 
New  Modern  Home 

Excelsior  Auto  and  Battery  Co.,  Harris- 
burg  Mohawk  Distributor,  Erects  New 
Building  and  Increases  Business 


Capehart  House  Organ 
Makes  Its  Appearance 

The  Orchestrope  Amplifier  Contains 
Wealth  of  News  and  Information  Re- 
garding Coin-Operated  Phonograph 


Making  Metal  Table 
for  Victor  Portables 

« 

Robert  Findlay  Mfg.  Co.,  Maker  of  Radio 
Tables,  Enters  Talking  Machine  Field 
With  a  Table  for  Portables 


The  Robert  Findlay  Mfg.  Co.,  New  York 
City,  which  is  well  known  in  radio  circles 
through  its  various  metal  console  tables  for 
RCA,  Atwater  Kent,  Kolster,  Crosley  and  other 
standard  makes,  has  now  entered  the  talking 
machine  field. 

The  new  product  is  a  metal  table  to  support 
the  new  Victor  2-S5  portable  and  is  produced  in 
an  artistic  combination  of  colors.  It  is  an  in- 
novation among  talking  machine  products  and 
is  designed  to  materially  increase  portable  sales. 


Cabinet  for  Portables 


Frederick  Schwartz,  president  of  the  com- 
pany, states  that  the  new  table  will  be  mer- 
chandised entirely  through  Victor  distributors 
and  dealers.  It  is  reported  that  Victor  distribu- 
tors have  enthusiastically  co-operated  in  the 
merchandising  of  the  new  product. 

Sparks-Withington 

$1,000,000  Issue 

Manufacturer  of  Sparton  Radio  to  Create 
a  New  Issue  of  $1,000,000  of  6  Per  Cent 
Convertible  Preferred  Stock 


Stockholders  of  the  Sparks-Withington  Co., 
Jackson,  Mich.,  maker  of  Sparton  radio  re- 
ceivers, met  on  May  31  and  approved  the  pro- 
posal to  create  a  new  issue  of  $1,000,000  of  6 
per  cent  cumulative  convertible  preferred  stock 
of  $100  par  value.  It  was  also  voted  to  elimi- 
nate the  present  authorization  of  10,000  shares 
of  7  per  cent  cumulative  stock. 

Captain  William  Sparks,  president  of  the  com- 
pany, in  his  letter  to  stockholders,  stated  that 
the  firm's  business  had  greatly  expanded  during 
the  past  two  years  and  is  increasing.  It  was 
planned  to  offer  the  new  stock  to  shareholders 
of  record  as  of  May  31. 

It  is  understood  that  the  outstanding  $184,300 
of  7  per  cent  preferred  stock  will  be  retired 
and  the  new  6  per  cent  issue,  which  is  convert- 
ible share  for  share  into  common  stock  until 
1933,  will  be  offered  to  all  shareholders  of  the 
company  at  par.  The  Sparks-Withington  Co. 
has  arranged  with  W.  E.  Hutton  &  Co.  to  pur- 
chase all  unsubscribed  stock. 


A.  L.  Autrey  has  been  appointed  manager 
of  the  Oklahoma  Music  Co.,  at  Okemah,  Okla. 


Harrisburg,  Pa.,  June  5. — The  Excelsior  Auto 
&  Battery  Co.,  distributor  of  Mohawk-Ameri- 
can radio  receivers  and  speakers  and  automo- 
tive electrical  supplies,  of  which  H.  L.  Myers 
is  proprietor,  recently  erected  a  new  building 
at  Seventeenth  and  Derry  streets,  this  city.  The 
structure  has  an  eighty-foot  frontage  on  one  of 
the  most  prominent  streets  in  the  city.  The 


New  Home  of  Excelsior  Auto  & 

layout  is  unique  and,  as  it  faces  two  streets, 
a  private  alley  and  an  open  space,  it  practi- 
cally occupies  a  miniature  block  of  its  own, 
which  permits  wonderful  daylight  illumination. 
The  construction  is  of  brick,  steel  and  con- 
crete and  is  modern  in  every  respect,  being 
entirely  fireproof  with  a  sprinkler  system  in- 
stalled. At  the  present  time  the  building  is 
one  story  in  height  with  a  basement,  which 
is  used  for  storage  purposes,  but  a  concrete 
floor  forms  the  roof,  in  preparation  for  an  ad- 
ditional story  to  be  erected  later. 

Mr.  Myers  states  that  in  the  few  months 
during  which  the  new  quarters  have  been  oc- 
cupied business  has  increased  over  50  per  cent. 


Incorporated 

The  Pearl  Singer  Music  Co.,  Mt.  Vernon, 
Ore.,  has  been  incorporated  with  a  capital 
stock  of  $2,000. 


The  first  issue  of  the  Orchestrope  Amplifier, 
house  organ  published  by  the  Capehart  Auto- 
matic Phonograph  Corp.,  Huntington,  Ind., 
made  its  appearance  a  few  weeks  ago.  The 
publication,  which  is  in  newspaper  form,  is 
named  for  the  Orchestrope,  the  automatic,  elec- 
trically operated  phonograph,  which  the  firm 
manufactures  and  which  is  gaining  widespread 
distribution  through 
the  country.  The  Or- 
chestrope Amplifier 
contains  a  wealth  of 
news  and  information 
for  the  music-radio 
dealer  who  is  inter- 
ested in  the  sales  pos- 
sibilities of  coin-oper- 
ated automatic  instru- 
ments. 

On  the  first  page  of 
the     publication  ap- 
pears a  picture  of  the 
Capehart  factory,  and 
Battery  Co.  the  executives  of  the 

company,  including  J.  W.  Caswell,  president;  H. 
E.  Capehart,  vice-president  and  general  man- 
ager; Winifred  Runyan,  secretary^treasurer; 
J.  E.  Broyles,  general  sales  manager;  E.  O. 
Hobbs,  sales  promotion  and  advertising  man- 
ager, and  T.  W.  Small,  chief  engineer. 

Seventeen  Capehart  district  managers  are 
already  in  the  field  and  have  opened  district 
offices  at  strategic  points  throughout  the  United 
States.  After  a  thorough  training  at  the  factory 
on  sales  plans  and  policies,  as  well  as  factory 
experience  with  the  mechanism  of  the  Orches- 
trope, these  men  have  gone  into  the  field  to 
organize  their  districts  and  man  their  territories. 

The  Orchestrope  is  described  in  detail  in  the 
publication,  several  views  of  manufacturing 
processes  are  shown,  the  district  managers  are 
pictured  and  listed,  and  in  addition  there  are 
named  a  large  number  of  music  dealers  who 
have  added  the  Capehart  Orchestrope  to  their 
line  of  merchandise. 
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BIG  PROFITS  MADE 

by  dealers  who  turn  Radio  sets 
and  Phonographs  into  Power 
Amplified  A.  C.  ELECTRICS 


Through  Powerizers  amazing 

invention  —  and  effective  advertising  —  buyers 
everywhere  Mill  be  looking  for  the  dealer  who 
makes  every  battery  set  a  Power  Amplified  De  Luxe 
Electric.  Wire  for  details  on  becoming  a  Powerizer 
sales  and  service  station  and  for  Bulletin  P-l  which 
tells  how  to  make  every  radio  or  phonograph  a 
power  amplified  A.  C.  All  Electric. 

RADIO  RECEPTOR  CO. 

106  Seventh  Avenue  New  York 

RMA  Shaw— Booth  B-69 

Licensed  by  Radio  Corporation  of  America  and  Associated  Companies 


A  POWERIZER  FOR  EVERY , 
PURSE  AND  PURPOSE 


POWERIZER  A — converts  battery  set  to  A.  C.  op- 
eration where  "B"  Eliminator  is  used.  Supplies 
filament  current  and  grid  bias  to  from  six  to 
seven  UX-226  Tubes,  two  UY-227  Tubes,  and  two 
171  Tubes,  Taps  for  the  226  and  227  and  171  Tubes, 
and  also  a  "B"  connection  and  "Hum  control." 
Can  be  wired  into  set  or  we  supply  Harness  and 
volume  control.  SIZ.OO 

POWERIZER  JUNIOR — converts  a  battery  set  into 
the  usual  electric  employing  the  171  Radiotron  in 
the  last  stage,  such  as  the  Atwater-Kent  or  RadloU 
17  or  18.  Supplies  current  for  six  or  seven  228 
Tubes,  two  to  three  227s,  and  171s.  Hum  control — 
External  on  and  off  switch.  $35. O© 

POWERIZER — A  Powerizer  that  gives  power  am- 
plification— finest  tone  quality  In  radio.  General 
model  for  all  standard  sets.  $54. OO 

Special  Powerizer  and  Power  Pack  designed  for 
Radiolas  25,  and  28,  and  Victor  and  $84.00 
Brunswick  models. 

AMPLIFIER  POWERIZER — Two  Stage.  Two- 
stage  amplifier,  using  UX-226  in  the  first  stage  and 
UX-210  In  the  second,  used  with  radio  set  or  phono- 
graph pickup  and  gives  marvelous  results. 

57S.OO 

Also  Amplifier  Powerizer — three  stage  UX-250  type. 


t    C    TUBE  POWERIZER — For  those  sets  which 
operate  only  with  the  UX-199  Tubes  UX-222  Screen 
Grid  Tubes,  Super  Heterodyne  812,  Radiola  Grand, 
:>diola  26  and  7-3  Victrola.  $80.00 


84 


The  Talking  Machine  World,  New  York,  June,  1928 


Howard  Radio  Co. 
Moves  to  New  Home 

Increased  Volume  of  Business  Necessi- 
tates Considerably  Larger  Quarters — 
Fourth  Removal  in  Past  Seven  Years 


The  Howard  Radio  Co.,  Chicago,  is  now  in- 
stalled in  new  and  considerably  larger  quarters 
at  4949  North  Crawford  avenue.  This  move  is 
the  result  of  the  greatly  increased  volume  of 
business  now  being  transacted  by  the  firm,  and 
a  decided  advantage  of  the  new  location  is  its 
nearness  to  transportation  lines  and  the  excel- 
lent labor  facilities  close  at  hand. 

The  Howard  Radio  Co.,  one  of  the  oldest  in 
the  industry,  has  shown  a  steady  growth,  start- 
ing on  Clinton  street  in  1921  in  a  small  but  well- 
equipped  plant,  which  it  outgrew  within  three 
years,  and  the  Howard  policy  of  producing 
high-quality  products  and  the  resultant  demand 
for  them  is  attested  by  the  firm's  substantial 


growth.  The  removal  from  the  East  Ohio 
street  site  to  the  new  Northwest  Side  plant 
makes  the  fourth  removal  within  the  last  seven 
years  to  meet  the  increasing  demands  of  a  con- 
stantly increasing  business.  In  each  instance 
an  increase  of  at  least  50  per  cent  in  floor  space 
and  manufacturing  facilities  was  necessary. 

This  firm  manufactures  a  complete  line  of  AC 
radio  receivers  encased  in  a  variety  of  artistic 
cabinets  and  the  new  Howard  combination 
radio-phonograph.  In  the  production  of  these 
sets  only  the  most  skillful  and  highly  paid 
artisans  are  employed,  the  highest  grade  of  ma- 
terials used. 

A.  A.  Howard,  president  of  the  firm,  is  a 
prominent  figure  in  the  radio  field.  He  was  a 
member  of  the  Board  of  Trade  for  over  fifteen 
years,  and  his  record  in  that  capacity  was  one 
of  efficiency  and  unusual  executive  ability.  Af- 
filiated with  the  president  in  the  company  are 
R.  R.  Howard,  sales  manager  for  over  four 
years,  formerly  with  the  O'Cedar  Furniture  Co. 
for  seven  years  in  a  similar  capacity,  and  also 
vice-president;    Asher   Howard,  vice-president, 


and  T.  J.  Sullivan,  secretary  and  treasurer.  The 
Howard  Radio  Co.  is  licensed  under  Radio 
Corp.  of  America  patents  and  Hazeltine  patents. 

RCA  District  Sales 

Executives  Meet 

San  Francisco,  Chicago  and  New  York 
Representatives  Hold  Series  of  Meetings 
to  Discuss  Plans  for  Coming  Season 

Sales  executives  and  representatives  of  the 
district  offices  of  the  Radio  Corp.  of  America 
in  San  Francisco,  Chicago  and  New  York  held 
a  series  of  meetings  in  New  York  during  the 
week  of  May  21  to  discuss  plans  for  the  coming 
season. 

J.  L.  Ray,  general  sales  manager,  delivered 
the  opening  address  at  the  first  meeting.  E.  A. 
Nicholas,  who  has  just  been  promoted  from 
Eastern  district  sales  manager  to  manager  of 
the  Radiola  division,  was  the  next  speaker.  He 
was  followed  by  Pierre  Boucheron,  advertising 
and  publicity  manager,  who  spoke  on  the  ad- 
vertising and  sales  promotion  program  for 
1928-29.  At  the  succeeding  meetings  L.  F. 
Chadeayne  discussed  sales  promotion,  and  H. 
M.  Gallop,  account  executive  of  the  advertising 
agency  of  Lord  &  Thomas  and  Logan,  and  L. 
R.  Galvin,  assistant  advertising  manager  of 
RCA,  spoke  on  space  advertising.  George 
Clark,  manager  of  the  RCA  shows  and  exhibi- 
tions division,  told  of  his  activities  in  detail. 
The  closing  address  of  the  series  of  meetings 
was  given  by  J.  Haber,  in  charge  of  the  RCA 
information  bureau,  who  spoke  on  the  function 
of  publicity  in  the  Radio  Corp.'s  sales  program. 

On  the  last  day  of  the  week  the  party  in- 
spected the  transoceanic  facilities  of  RCA  and 
the  Radiomarine  Corp.  of  America. 

Newcombe-Hawley 
Adds  to  Radio  Line 

Complete  Line  of  Dynamic  Cone  Repro- 
ducers in  Portable,  Table  and  Console 
Models  to  Be  Marketed 


Newcombe-Hawley,  Inc.,  St.  Charles,  111., 
manufacturer  of  radio  reproducers,  has  an- 
nounced several  important  additions  to  its  line 
for  the  1928-1929  radio  season.  Through  a 
license  agreement  with  the  Magnavox  Co., 
Oakland,  California,  Newcombe-Hawley  will 
feature  a  complete  line  of  dynamic  cone  re- 
producers in  portable,  table  and  console 
models,  incorporating  all  of  the  features 
covered  by  Magnavox  patents. 

An  interesting  product  is  Model  109,  com- 
bination console,  provided  with  a  phonograph 
turntable  and  electric  motor  and  AC  dynamic 
cone  reproducer,  and  space  for  any  AC  elec- 
tric set.  A  simple  switch  in  the  console  permits 
the  reproducer  to  be  used  with  either  the 
radio  set  or  phonograph.  No  pick-up  is  in- 
cluded. 

Dynamic  cone  chassis  units  will  be  mer- 
chandised separately  to  set  owners  who  wish 
to  bring  their  reproducers  up  to  date,  and  a 
magnetic  cone  has  been  added  to  the  line,  in 
a  series  of  portable  and  table  models.  The 
Newcombe-Hawley  air-column  line  is  con- 
tinued in  the  several  models  which  were  popu- 
lar during  the  past  radio  seasons.  The 
magnetic  cone  and  the  air-column  are  also  sold 
in  chassis  unit  form  for  set  owners  who  prefer 
the  units  without  cabinets. 


Suffers  Fire  Damage 

\ 

The  B.  F.  Russell  Music  Store,  on  East 
Capitol  street,  Jackson,  Miss.,  suffered  consid- 
erable damage  in  a  recent  fire,  which  destroyed 
several  instruments  on  the  floor  of  the  store. 


Announcing  the  Addition  of 

FIVE  NEW  Members 
to  the  Brach  Radio  Family — 

BRACH  "A" 
DRY  ELIMINATOR 

Universally  acclaimed  by  radio  experts  to 
be  the  most  perfect  "A"  Eliminator  yet 
produced. 

Operates  automatically  from  the  radio  set 
switch.  No  extra  switches,  extra  wiring  or 
acids  are  used,  nor  is  it  necessary  to  add 
water. 

It  is  different,  simple,  reliable,  permanent 
and  better — a  notable  addition  to  the  Brach 
Radio  Family — an  addition  that  more  than 
meets  every  Brach  high  standard. 

Each  of  the  Other  Four  New  Members  Offers  Something 
Different  and  Distinctly  Better  in  Power  Supply 
Brach  "B"  Eliminator  Brach  "BC"  Power  Supply 

Brach  "ABC"  Radio  Power  Supply     Brach  Power  Amplifier  and  "B"  Power 

Growing  More  Popular  Every  Day  Is  the  Famous 

BRACH  STORM  KING 

LIGHTNING  ARRESTER 

The  Dollar  Arrester  That  Carries 
$100  Free  Insurance 

Over  2,500,000  are  now  in  service  protecting  the  homes 

of  radio  users  giving  maximum  protection  at  minimum 

cost. 

Other  Notable  Members  oj  the  Family — All  Winning  Greater  Favor 
Because  of  the  Efficient  Service  They  Have  Rendered  Are 


Complete  Antenna  Outfits 
''Extension  Cord  Connectors 
*  Shock-Proof  Radio  Plugs 
Socket  Aerial  Plugs 
Window  Lead-ins 
Drip-Proof  Hydrometers 


Low-Loss  Crystal  Insulators 
Brach-Stat  Filament  Controls 
Fixed  Crystals 
Solderall 

Mouth  Blow  Torches 
Electric  Soldering  Irons 


Peerless  Flux 

'Patent  Nos.  1,669,038;  1,669,013  and  1,669,042  were  issued  on  May  8,  1928,  on  Cord  Connectors  and  Radio 
Plugs  under  which  we  have  been  licensed. 

L.  S.  BRACH  MFG.  CORP. 

Newark,  N.  J.,  U.  S.  A.  Toronto,  Can. 


A  RADIO  DISCOVERY 

"Neutrodyne-Plus" 
A  New  Term  in  Radio 


TERM  to  describe  a  novel  development  due  to  a  remarkable 
enlargement  of  the  Neutrodyne  principle  —  a  discovery  by  Philco  radio 
engineers. 

Impartial  radio  scientists  agree  that  Neutrodyne  produces  the  finest  tone 
quality  known  to  radio.  Superbly  clear  — no  howls  or  squeals  — absolutely  free 
from  those  disturbing  oscillations  which  destroy  purity  of  tone.  To  this,  Philco 
engineers  have  added  something  new  —  super  power,  greater  than  has  ever  been 
known  to  Neutrodyne  before. 

I~hl>  i^oci  iSS" ^  -^  perfected  tone  quality  plus  the  acme  of  distance 
lllt>  l\fSdUIL*     and  selectivity. 

Genuine  RE-Production.  A  tone  quality  never  heard  before.  Close  your  eyes 
while  listening  —  and  you  will  hardly  realize  that  you  are  hearing  a  radio,  the  sound 
waves  are  so  perfectly  RE-produced. 

Piano  tones  sound  like  the  piano.  Individual  instruments  in  an  orchestra  retain 
their  identity.  Drums  are  not  lost  — they're  there!  The  human  voice  comes  out  as  if 
the  speaker  or  singer  were  before  you.  Never  before  such  LIFE-like  RE-production. 


Plus  Power 


Yes,  for  the  first 
time,  full  power 
—  super  power.  Together  with  that  superior 
tone  quality,  you  get  selectivity  and  range 
so  controlled  as  not  to  take  away  from  the 
tone  quality.    And  this  power  means 

Remarkable  Distance  Getting 

Stations  thousands  of  miles  distant 
may  be  heard,  in  many  cases  just  like 
local  stations.  You  will  get  low-power 
stations  you  never  knew  existed. 


Wonderful  Selectivity 

Yes,  marvelously  sharp  tuning!  With 
a  hair's-breadth  turn  of  the  control  you 
can  often  shut  out  a  powerful  station  com- 
pletely and  bring  another —  miles  away  — 
booming  in.  Even  local  stations  are  con- 
fined to  narrow  limits.  In  large  cities  you 
can  get  distance,  because  you  can  tune  out 
local  interference.  You'll  never  know  what 
real  selectivity  means  till  you  take  a  turn 
at  the  Philco  dial. 

This  combination  of  Tone-Quality  plus  selectivity  and  range  has  been  sought  for  years. 
Many  radio  sets  heretofore  either  secured  selectivity  at  the  expense  of  tone  or  tone  at 
the  expense  of  selectivity,  and  most  of  them  compromised  between  the  two.    Now,  the 
combination  of  tone  with  selectivity  and  range  has  been  achieved  in  the  Philco  Set. 

Radio's  Greatest  Achievements  Combined 

This  remarkable  Philco  Set  is  a  product  of  the  combined  achievements  of  radio's 
greatest  scientists.  The  Philco  is  licensed  under  the  patents  of  The  Radio  Corporation 
of  America,  The  General  Electric  Co.,  The  Westinghouse  Electric  &  Manufacturing  Co., 
The  American  Telephone  &  Telegraph  Co.,  Latour  Corporation,  Lowell  &  Dunmore, 
Hogan,  and  the  Hazeltine  Corporation.  Then  added  to  this  are  Philco's  own  discoveries 
by  the  Philco  staff  of  engineers. 


Here  is  the  Highboy 
of  our  complete  line  of 

Quality  Furniture  Models 

Designed  by  Hollingsworth-Pearce  and  Albert  Carl 
Mowitz.  Louis  XVI  period  in  the  latest,  most  modern 
vogue  —  selected  walnut  panels,  beautifully  grained  and 
superbly  finished  by  expert  cabinet  makers.  Includes 
Console  Grand  Speaker,  Radio  Receiver,  Power  Supply  and 
Built-in  Aerial. 

NO  AERIAL 

Necessary— 

Therefore  Movable 

—yes,  the  Philco  Radio  Set  can  easily  be  moved  from 
room  to  room  — merely  plugging  into  the  light  socket. 
An  aerial  is  not  necessary  to  get  perfect  reception  of 
local  stations  —  and  many  distant  stations.  Special  pro- 
vision has  been  made  for  a  portable  ground. 

And  if  you  decide  to  use  an  aerial,  only  twenty  feet 
of  wire  in  the  room  will  bring  you  in  stations  from  a 
remarkable  distance.  Longer  aerials  can  be  used  to 
attain  even  greater  results. 

All  Electric — Entirely  Dry 

The  new  Philco  Set  is  an  all-electric  AC  Radio 
receiver —  merely  plug  it  into  the  light  socket  and 
tune  in.  No  batteries.  Requires  no  water,  acids  or 
liquids  of  any  kind.   Entirely  dry. 


(Continued  on  next  page) 


(Continued  from  page  1) 

Smooth  Volume  Control 

Smooth,  positive,  uniform  control  of  volume  —  Philco 
has  solved  the  problem.  You  can  gradually  reduce 
the  Philco  tone  to  a  whisper,  then  step  it  up  to  full 
intensity —  and  you  do  it  all  with  the  volume  knob 
alone.  No  detuning— you  don't  touch  the  tuning  dial; 
no  interference  with  Philco  tone  quality  or  selectivity  — 
and  still  perfect  control  of  volume. 

A  Range  Control 

An  exclusive  Philco  feature  which  permits  the 
separation  of  strong  overlapping  local  stations,  in 
cities  like  Chicago,  New  York  and  elsewhere.  Powerful 
local  stations  may  be  confined  exactly  to  their  high 
point  on  the  dial,  separating  them  clearly  from  nearby 
local  stations  of  equal  or  greater  power. 

Four  Condensers 

This,  plus  new  and  startling  developments  in  the 
design  of  the  radio  frequency  circuit,  means  a  maximum 
of  amplification  and  remarkable  selectivity,  actually 
making  possible  eight-tube  performance  with  six  tubes. 
And  fewer  tubes  always  mean  less  expense,  less  trouble, 
reduced  service  and,  of  course,  purer  tone  quality. 

No  Bothersome  AC  Hum 

Philco  has  done  away  with  the  annoyance  of  the 
characteristic  AC  hum  so  well  that  the  keenest  ear 
can  scarcely  detect  it,  even  when  the  set  is  silent. 

One  Dial — Illuminated 

All  the  convenience  and  simplicity  of  illuminated 
one-dial  operation  is  available  to  the  Philco  user. 
The  four  tuning  condensers  are  counter-balanced  and 
mounted  on  a  one-piece  drawn  steel  casing. 

1^ PHONOGRAPH  JACK 

—built  in.  A  socket  on  the  dial  plate  into  which  an 
electric  pick-up  for  phonograph  records  may  be  in- 
serted, thus  using  the  audio  power  tubes  of  the  Philco 
for  reproduction.  Greater  enjoyment  from  a  phono- 
graph than  you've  ever  had  before. 

then-NEUTRODYNE-PLUS! 

That  perfect  tone  quality —  genuine  RE-production 
of  the  original  sound  waves  combined  with  distance- 
getting  and  selectivity. 

We  have  already  made  private  tests 
before  impartial  and  critical  listeners.  They 
have  been  amazed,  delighted  and  mystified. 

At  a  Price ! 


Philco  has  managed  to  produce  its  super-quality 
set  in  exquisite  furniture  models  at  surprisingly 
moderate  prices. 

But  more  important  still,  we  have  put  the  same 
identical  chassis  in  radio  metal  cabinets  to  sell  at 
popular  prices.  Every  feature  that  makes  Philco 
.the  outstanding  set  of  the  year  is  contained  in  the 
lower-priced  models  as  well  as  in  the  highest -priced 
cabinet. 


VIVID 


COLOR! 


Table  Models— Exquisitely 
Decorated  by  Hand 

Exquisite  colors  to  meet  the  trend  of  the  day.  Four  stunning 
table  models  that  will  captivate  the  women,  and  will  harmonize 
perfectly  with  the  color  schemes  in  the  homes  of  today. 


Labrador  Gray,  a  beautiful  neutral  shade 
reminiscent  of  the  misty  hills  of  northern 
coasts. 

Nile  GrCCfl,  a  soft  gray-green  with  just  a 
touch  of  blue.  Created  by  one  of  the  country's 
leading  decorators. 

Mandarin  Red,  beautifully  toned  and 
shaded,  and  will  add  warmth  and  brightness 
to  any  room. 

Rich  Furniture  Brown,  warm,  rich  and 

shaded  in  two  tones.  Classic  design  with 
bezel  plate  in  antique  bronze. 

Color  in  the  home  is  the  popular  de- 
mand of  the  day.  Women  particularly  insist 
upon  color  to  harmonize  with  individual  plans 
of  home  decoration.  Philco,  in  presenting 
these  special  radio  metal  Table  Models  in 
color,  exquisitely  designed  and  hand-dec- 
orajted,  is  giving  radio  Dealers  the  oppor- 
tunity to  reap  the  profits  which  lie  in  this 
strong,  popular  trend. 

Furthermore,  by  eliminating  the  wood 
and  designing  a  cabinet  of  this  radio  metal, 
we  are  able  to  give  the  public  the  same 
Philco  Set  at  about  one-third  the  price  of 
our  furniture  models. 

The  one  great  outstanding  radio  value 
of  the  season!  Mail  the  coupon  on  the  last 
page  of  this  announcement  and  get  all  the 
details  and  the  full  descriptive  literature. 


The  Console 


This  Console  Model  is  a  masterpiece  of  dignified 
and  artistic  design.  A  modern  conception  of  Louis  XVI 
period  by  Hollingsworth-Pearce  and  Albert  Carl 
Mowitz.  Selected  walnut  panels,  handsome  satin 
finish,  painstaking  construction.  Contains  the  Radio 
Receiver,  Power  Supply,  Buirt-in  Aerial  and  Console 
Grand  Speaker. 


(Continued  on  next  page,  last  column) 


PH I LCO  Speaker 

Establishing  a  New  Standard  of  Tone 
RE-production 

A  wonderful  Cone  Speaker,  compact  in  size,  beautiful  in  design  and 
appearance,  and  with  a  superb  softness  and  richness  of  tone.  The  Philco 
Speaker  gives  perfect  reproduction  over  the  entire  musical  scale;  a  beautiful, 
pure  treble;  a  rich,  full  bass.  No  smothering  of  tone;  no  distortion;  no  snarl 
or  rattle  at  any  point  — even  at  fullest  volume. 

A  direct  comparison  of  the  Philco  Speaker  with  its  best-known  com- 
|   petitors  is  the  most  convincing  of  all  tests.  Such  tonal  depth,  such 
/I    uniform  resonance,  such  true  articulation,  is  new  to  radio. 


at  a  price  of  *25^  to  the  public 


When  we  first  produced  this  really 
superior  speaker  there  were  those  who  said 
we  should  not  put  out  such  an  ultra - 
quality  product  at  so  low  a  price.  The 
public,  it  was  argued,  might  more  or  less 
judge  performance  by  the  price.  But  after 
many  tests  on  many  people  we  recognized 
that  the  superiority  of  this  Philco  Speaker 
was  so  obvious,  even  to  the  untrained  ear, 
that  the  proof  of  excellence  would  be  evi- 
dent to  everybody  on  first  hearing. 

Hence,  the  low  $25.00  price  simply  can- 
not be  used  to  prejudice  the  listener,  but, 
instead,  it  will  prove  a  tremendous  factor 
in  making  the  Philco  Speaker  the  one  great 
seller  of  the  year.    Because  the  Philco 


Speaker  positively  out-performs  other  well- 
known  speakers  for  which  the  public  is  accus- 
tomed to  pay  $10  to  $15  more. 


Speakers,  Too,  in 

COLOR 

The  superb  Philco  Speaker  can 
be  had  in  colors  to  match  the  two- 
toned  Philco  Radio  Metal  Cab- 
inets. It  follows  the  shades  of 
these  beautifully  colored  models  — 
Labrador  gray,  Mandarin  red,  Nile 
green  and  rich  furniture  brown. 
Each  bears,  in  its  decorative  design, 
the  handiwork  of  the  same  cele- 
brated designers.  Thus  the  mar- 
velous Philco  Speaker  may  be  had 
in  colors  to  harmonize  with  the 
decorative  plan  of  any  home. 


Console 
Grand 
Speaker 


The  very  ultimate  in  speaker  RE-production  is 
attained  in  the  Philco  Console  Grand  Speaker  Table, 
illustrated  above.  The  specially  designed  tone  chamber, 
which  contains  the  speaker  unit,  gives  amazing  em- 
phasis to  the  life-like  quality  of  tone.  A  volume,  a 
depth,  a  resonance  which  can  be  compared  to  nothing 
less  than  the  actual  performance  before  the  micro- 
phone. Made  of  selected  walnut  panels  with  precise 
care  and  handsome  finish.  A  beautiful  piece  of  fur- 
niture to  support  any  table  model  radio  — and  at  a 
remarkably  low  price. 


[Continued  from  page  2) 

From  the  standpoint  of  performance,  there  will  be 
only  one  Philco  -the  best.  Different  models,  yes -but 
only  one  chassis.  So  no  matter  what  model  a  radio 
buyer  may  prefer,  no  matter  what  price  he  chooses 
to  pay,  he  knows  that  he  never  gets  less  than  the 
maximum  of  Philco  performance.  With  equal  quality 
in  lower-priced  cabinets,  Philco  (so  everybody  tells  us) 
is  bound  to  be  the  season's  biggest  seller. 


A  Firm  Furniture  Policy 

Philco  directors  have  determined  upon  a  rigid 
furniture  policy,  namely  — Me  Philco  radio  will  be  sold 
only  in  Philco  cabinets  —  and  in  no  other  way.  Be- 
cause Philco's  cabinets  are  specially  designed  to  bring 
out  the  best  in  the  Philco  Set.  We  are  not  interested 
in  having  the  Philco  offered  in  inferior  cabinets  at 
bargain  prices.  We  say:  "The  quality  of  the  Philco 
justifies  the  price  and  a  Dealer  is  entitled  to  his  legit- 
imate profit." 

Furthermore,  every  Philco  Set  and  every  Philco 
Cabinet  will  carry  a  serial  number  and  the  Philco 
protective  seal,  which  will  be  plainly  visible  when  the 
lid  is  open.  Thus  the  public  will  know  quickly  and 
positively  when  they  get  a  Philco  Set  in  a  genuine 
Philco  Cabinet.  And  note  this:  The  Philco  will  carry 
the  factory  guarantee  only  while  contained  in  its 
original  Philco  cabinet.  This  fact  and  this  guarantee 
will  be  advertised  far  and  wide. 

The  most  important  object  of  Philco 

—  even  more  important  than  its  own  profit 

—  is  the  fullest  co-operation  this  year  and 
next  year  and  for  years  afterward  of  those 
who  take  a  Philco  franchise.  Therefore, 
Philco  is  determined  to  shape  its  policy 
so  that  right  from  the  start  every  Philco 
Dealer  gains  a  real  net  profit  —  money  in  the 
bank  at  the  end  of  the  season. 


Protected  Territory 
for  Dealers 

Important!  We  shall  particularly  guard  the  in- 
terests of  Philco  Dealers  by  giving  them  territorial 
protection.  This  means  that  we  will  have  only  a 
limited  number  of  Philco  Dealers  within  a  given  radius. 
The  Philco  offer  is  not  for  everybody.  We  are  going 
to  select  our  Dealers.  To  those  Dealers  we  will  give 
the  utmost  protection  and  co-operation. 

We  fully  appreciate  the  fact  that  it  is  absolutely 
vital  to  everybody  concerned  that  the  Radio  Dealer 
makes  money  —  actual  net  bankable  profit.  We  know 
that  your  success  means  our  success,  and  our  first 
and  foremost  purpose  this  year  in  putting  Philco  on 
the  market  is  to  see  to  it  that  our  Dealers  prosper,  and 
that  thereby  we  prosper  also. 


Trade-In  Plan  for  Old  Sets 

The  coming  of  the  AC  Electric  light  socket  set  has 
made  over  seven  million  (7,000,000)  radio  sets  ob- 
solete —  out  of  date.  This  means  millions  of  new 
prospects  for  Radio  Dealers. 

A  Trade-In  offer  is  now  a  mighty  important  part 
of  every  Radio  Dealer's  selling  plan.  A  tremendous 
opportunity  for  profit!  But  unless  Dealers  follow  an 
intelligent  Trade-in  policy  there's  as  much  oppor- 
tunity for  loss  as  there  is  for  profit. 

Under  the  plan  of  Trade-Ins  which  we  have  form- 
ulated for  Philco  Dealers,  we  propose  to  see  to  it 
that  our  Dealers  do  not  throw  away  their  profits  on 
Trade-Ins!  To  cash  in  on  this  year's  wonderful 
opportunity  you  positively  need  the  right  plan  — a 
plan  that  makes  money  for  you  and  leaves  you  your 
real  net  profit. 


Financing  Plan 


All  arrangements  completed  by  Philco  to  afford 
Philco  Dealers  a  very  liberal  and  truly  workable 
financing  plan.  Your  installment  paper  is  financed  for 
you,  so  that  you,  Mr.  Dealer,  gel  the  cash  and  yet  do 
not  have  to  pay  exhorbitant  charges  for  financing. 
(This  will  be  explained  in  our  personal  letter  to  those 
who  seek  a  Philco  agency.) 

Trade  Discounts 

Special!  The  details  of  our  Trade  Discounts  to 
Radio  Dealers  will  be  given  only  in  personal  letter 
from  us  to  you  or  by  personal  call.  Every  Dealer 
answering  this  special  announcement  will  receive  the 
full  information  on  the  matter  of  discount. 


By  all  means  READ 


the  next-the  final  page; 


Advertising  Campaign 
Blankets  Nation 


National  Magazines  and  Many  Newspapers 


Philco  will  quickly  put  the-~news  of  its  new 
"Neutrodyne-Plus"  Radio  Set  before  the  entire 
American  public  with  a  gigantic  advertising 
campaign.  Double-page  spreads  in  four  colors 
and  in  two  colors  in  the  big  National  Magazines 
—  The  Saturday  Evening  Post,  Liberty,  Collier's, 
American  Weekly,  National  Geographic,  World's 
Work,  Scribner's,  Review  of  Reviews,  Harper's,  The 
Golden  Book  and  the  Atlantic  Monthly  —  reaching 
twelve  million  ( 1 2,000,000)  families  and  over  fifty 
million  (50,000,000)  readers,  each  and  every  issue. 

Every  Radio  Dealer  knows  that  Philco 
advertising  brings  the  actual  sales.  When  a 
Philco  advertisement  appears  in  a  magazine  or 
a  newspaper  the  retail  Dealer  gets  concrete 
results  in  sales  and  cash  the  next  day  and  the 
days  thereafter.  That  is  why  this  gigantic 
National  Magazine  advertising  campaign  is  of 
such  vital  interest  to  you. 

Tremendous  Newspaper 
Advertising 

Hundreds  of  thousands  of  dollars— yes,  as 
much  as  that  will  be  spent  in  a  single  month  in 
the  big  newspapers  of  all  the  important  trading 


centers  to  bring  the  news  of  Philco's  astounding 
new  Radio  Set  before  the  entire  radio  public. 
And  these  big,  national  advertisements —  week 
after  week  — will  be  advertisements  that  get  the 
business  —  immediate  sales  for  you  and  all  other 
Philco  Dealers. 

Every  one  of  the  many  thousands  of  Philco 
advertisements  — whether  in  the  National  Maga- 
zines or  in  the  newspapers —  will  carry  an  inquiry 
coupon.  This  means  that  people  in  large  numbers 
will  not  only  call  on  the  Philco  Dealers  through- 
out the  United  States,  but  inquiries —  coupons 
and  letters  — in  large  numbers  will  also  pour  in 
by  mail  to  our  factory.  These  many  thousands 
of  inquiries  will  be  turned  over  to  the  Dealers 
in  the  neighborhoods  where  they  originate. 

Original  Window  Display 

Yes,  entirely  new  and  original  and  very 
attractive  window  and  counter  display  material. 

This  service  also  includes  a  complete  assort- 
ment of  advertisements  in  all  sizes  for  the 
Dealer's  own  use  in  his  local  paper;  also  a 
complete  series  of  letters  and  folders  for  direct 
mail  and  distribution  to  the  store  customer. 


Send  Coup 

There  Are  Many  Important  Details 

that  we  have  not  yet  told  you  about  our  splendid 
proposition  for  this  season.  We  want  to  give  you  the  com- 
plete story  and  we  know  that  you  surely  want  it.  So  merely 
sign  your  name  and  address  and  mail  the  coupon  today. 
It  may  easily  become  the  most  important  move  you 
ever  made. 


Nation-Wide  Broadcasting  of 
Famous  Philco  Hour 

Millions  of  people  are  listening  in  on  the 
"Philco  Hour"  every  Wednesday  night  at 
9  o'clock.  Eastern  Standard  Time.  "Philco 
Mem'ries"  Hour,  producing  the  complete  story 
and  musical  selections  from  the  musical  com- 
edies and  light  operas  of  bygone  days,  is  a 
feature  that  millions  await  with  keen  interest. 

The  National  Broadcasting  Company  re- 
ports having  received  more  letters  on  the  Philco 
Hour  than  on  any  other  national  feature. 

Philco  will  continue  its  national  broadcasting 
every  week  without  interruption  throughout  the 
year.  The  program  will  be  heard  from  the 
following  36  stations: 


WJZ  . 

WBZA 

WBZ 

WBAL 

WHAM 

KDKA 

WJR  . 

WLW 

KYW  . 

KSD 

WDAF 

WCCO 

WTMJ 

KOA 

WHAS 

WSM 

WMC 

WSB 

WBT 


New  York 
.   .  Boston 
Springfield 
Baltimore 
Rochester 
Pittsburgh 
Detroit 
Cincinnati 
.   .  Chicago 
St.  Louis 
Kansas  City 
Minneapolis 
Milwaukee 
.   .  Denver 
Louisville 
Nashville 
Memphis 
.    .  Atlanta 
Charlotte 


WRC  Washington 
WFAA  Dallas-Ft.  Worth 
KFVI  .  .  .  .  Houston 
WOAL  .  San  Antonio 
WOC  .  .  Davenport 
WHO  .       .    Des  Moines 

WOW  Omaha 

f  Tulsa- 

|  Oklahoma  City 
.  .  .  Hartford 
.  .  Providence 
.  .  .  Worcester 
Portland,  Me. 
KPO-KGO  San  Francisco 
KGW  .  .  Portland,  Ore. 
KOMO-KFOA  .  Seattle 
KHQ  ....  Spokane 
KFI      .    .    .    Los  Angeles 


KVOO 
WTIC 
WJAR 
WTAG 
WCSH 


Important!  At  the  beginning  and  at  the  end 
of  every  program  a  suitable  and  proper  selling 
announcement  about  the  marvelous  new  Philco 
"Neutrodyne-Plus"  Radio  Set  will  be  made. 


on 


S3-""* 


ad  c 


0mP 


1 


\\tve 


I 
1 
I 
I 


NOTE :  If  you're  in  Chicago  dur- 
ing the  Radio  Trade  Show,  June 
11  to  1 4,  visit  the  Philco  display 
in  Booths  121  to  125. 


We  Want  You  to  Choose 

Radio  Dealers  will  choose  their  proposition  carefully  this 
year.  And  we  want  only  those  who  are  business  men  enough  to 
do  this.  Much  will  be  claimed  — and  the  man  of  judgment  will 
take  time  to  investigate  every  claim  thoroughly. 

And  Philco  Will  Choose  Carefully 

The  Philco  offer  is  not  for  everybody.  We  are  eager,  of 
course,  to  get  the  best  Dealers  in  every  locality.  The  "best" 
does  not  necessarily  mean  the  largest,  but  it  does  mean  that  the 
Philco  franchise  will  be  granted  only  to  those  Dealers  (large  and 
small)  who  will  take  a  genuine  interest  in  Philco,  and  who  will 
take  the  fullest  advantage  of  this  wonderful  "Neutrodyne-Plus" 
radio  receiver. 

Of  course,  Mr.  Dealer,  we  want  you  to  investigate.  But  you 
must  do  so  with  the  utmost  promptness.  You  may  be  the  very 
Dealer  (large  or  small)  whom  we  most  desire  to  get  in  your 
locality.  It  would  be  your  loss  and  our  loss  if  you  delay,  and  in 
the  meantime  we  involve  ourselves  elsewhere  so  that  it  becomes 
too  late  to  grant  a  Philco  franchise  to  you.  So  do  not  delay 
sending  this  inquiry  coupon.  No  obligation. 

Philadelphia  Storage  Battery  Company 

Philadelphia,  Pa. 
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Automatic  Phono. 
Shown  in  New  York 


Electrically    Controlled    Instrument,  In- 
vented by  M.  L.  Ord,  of  Denver,  Marvel 
*of  Mechanical  Efficiency 

A  new  automatic  phonograph,  electrically 
controlled,  was  recently  placed  on  display  in 
New  York  by  its  inventor,  M.  L.  Ord,  of 
Denver,  Col.  This  new  product  is  said  to 
eliminate  all  hand  operation  and  automatically 
change    a    series    of    eighteen    ten-inch  or 


New  Automatic  Phonograph 

eighteen  twelve-inch  records  as  well  as  change 
a  series  of  any  mixed  number  of  ten-inch  and 
twelve-inch  records. 

This  new  phonograph,  according  to  Mr.  Ord, 
will  selectively  turn  over  and  play  each  side 
of. ten  or  twelve-inch  records  and  will  selective- 
ly repeat  the  first  face  of  any  ten  or  twelve- 
inch  record  so  that  it  can  be  heard  for  three 
or  less  times.  It  will  selectively  repeat  the 
reverse  face  of  any  record  three  times  or  less, 
selectively  pause  three,  six  or  ten  minutes  be- 
tween the  playing  of  the  faces  of  records,  and 
selectively  pause  three,  six  or  ten  minutes 
between  individual  records.  It  will  selectively 
stop  playing  after  any  record  and  selectively 
stop  playing  after  any  face  ot  any  record. 

The  mechanism  does  not  allow  the  records 
to  come  in  contact  with  one  another  and 
handles  any  standard  make  of  lateral  type  rec- 
ord. Any  record  can  be  taken  out  and  replaced 
by  another  without  disturbing  the  balance  of 
the  records  in  the  file.  A  volume  control  is 
provided  and  a  simple  device  permits  remote 
control  from  any  place  in  the  room.  Provision 
is  made  for  a  combination  radio  installation 
if  desired,  using  the  same  power  and  speaker 
unit  as  the  phonograph. 


Ortho-sonic  Set 

Survives  a  Flood 

  c 

Los  Angeies,  Cal.,  May  29. — The  Southern  Cali- 
fornia Music  Co.,  806  South  Broadway,  has  at- 


Ortho-sonic  receiver  in  its  window  that  was 
salvaged  from  the  recent  St.  Francis  Dam 
Flood  caused  by  the  breaking  of  the  dam. 

This  retailer  took  advantage  of  the  oppor- 
tunity by  displaying  a  new  Federal  Ortho-sonic 
chassis  with  the  shielding  box  removed,  show- 
ing why  this  receiver  after  being  buried  in  four 
feet  of  mud  and  water  still  performed. 

Harry  Gage  of  Bardsdale  district  is  the  owner 
of  this  receiver.  Shortly  after  returning  to  his 
home  early  in  the  evening  of  March  26  he 
heard  a  terrific  sound  and  hurried  to  the  door. 
There  he  saw  death  and  destruction  roaring 
down  the  valley  toward  him.  Mr.  Gage  rushed 
back  into  his  home,  seized  his  wife  and  chil- 
dren and  carried  them  to  the  upper  floor,  just 
as  the  wall  of  water  struck.  The  house  was 
swept  from  its  foundations,  and  crashed  against 
a  huge  tree,  and  there  it  held,  as  the  flood 
swirled,  battered  and  passed.  The  family  was 
unharmed,  the  tree  having  served  as  an  anchor 
of  safety. 

On  the  following  day  Mr.  and  Mrs.  Gage 
were  able  to  salvage  some  of  their  belongings, 
and  out  of  four  feet  of  silt  they  dug  up  their 
Federal  Radio  receiver,  pictured  herewith. 

It  did  not  occur  to  him  that  this  mud  satu- 
rated receiver  would  operate,  so  he  returned  it 
to  the  dealer,  who,  however,  was  more  curious 
than  Mr.  Gage,  immediately  hooking  it  up  and 
much  to  his  surprise  it  operated  as  good  as  it 
did  originally.  It  was  necessary  to  scrape  the 
mud  off  the  dial  in  order  to  turn  it. 

The  fact  that  this  receiver  withstood  such 
treatment  and  lived  to  continue  to  give  the  per- 
formance for  which  it  was  designed  is  nothing 
short  of  phenomenal.  Durability  of  the  entire 
Federal  line  is  one  of  its  outstanding  qualities. 
Complete  shielding,  all-metal  construction, 
enameled  wire  and  enclosed  condensers  result 
in  this  durability. 
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Plans  to  Feature  the 
Grebe  Line  of  Radio 


Detroit  Electric  Co.  Has  Remodeled  Store 
— Special  Booths  for  Display  of  Grebe 
Synchrophase  Line  of  Radio  Sets 

The  Detroit  Electric  Co.,  107  East  Jefferson 
avenue,  Detroit,  Mich.,  has  completely  remod- 
eled its  store  so  that  at  the  present  time,  and 
with  the  new  layout,  two  demonstration  booths, 
ten  by  fifteen  feet,  are  available.  In  these  booths 
that  company  announces  that  it  will  display  the 
new  Grebe  Synchrophase  A-C  Six  and  other 
Grebe  products  which  they  are  featuring. 

Attractive  settings  of  Grebe  Synchrophase 
receivers  and  Grebe  speakers  will  be  effected 
by  means  of  multi-colored  drapes  and  an- 
nouncement cards.  In  addition  to  the  products 
of  A.  H.  Grebe  &  Co.,  the  Detroit  Electric  Co. 
will  also  display  large  photographs  of  the 
Grebe  factory,  which  is  located  at  Richmond 
Hill,  Long  Island. 


At  Right  Is  Radio  "Survivor"  of  Flood 

tracted  a  great  number  of  people  to  its  store  by 
displaying  and  operating  a  model  E10  Federal 


Dubilier  Issues 

Interesting  Articles 

The  musical  appeal  of  radio  is  emphasized 
in  a  technical  article  written  by  the  engineering 
staff  of  the  Dubilier  Condenser  Corp.,  New 
York  City,  upon  the  subject  of  "Tuning  the 
Audio  Transformers  to  Please  Musical  Tastes." 

"There  never  will  be  a  universally  ideal 
amplifier  or  loud  speaker,  because  all  ears  and 
musical  tastes  do  not  run  alike,"  the  article 
states.  "Some  prefer  an  accentuated  sharpness 
or  crisp  reproduction,  others  prefer  a  mellow, 
deep  rendition.  Others  strive  for  a  happy  me- 
dium. Fortunately,  however,  it  is  possible, 
with  the  aid  of  small,  inexpensive  micadons 
or  mica  condensers,  to  obtain  almost  any  mu- 
sical quality  from  the  usual  radio  set."  The 
article  then  continues  to  set  forth  technically 
how  the  various  tones  may  be  accomplished. 


Bush  &  Lane 


Pioneers 


A-C  Radio 

ANNOUNCE 

Their  New 
MODEL  2 

Self-Contained 

7  TUBE 
RADIO 


Bush  &  Lane  Model  2 
7-Tube  Receiver 

RETAIL  PRICE  $110 

Comparison  and  Tesi 
Will    Prove    It  Best 

PIONEER  EXPERIENCE 

— assures  the  value  of  Bush  &  Lane 
A-C  Sets 

SUPERIOR  RADIO  PERFORMANCE 
— the  year  round 

DISTANCE,  SELECTIVITY,  TONAL 
BEAUTY 
— assured 

SERVICE  NECESSITY 
— practically  eliminated 

PERFECTED  TO  THE  LIMIT  OF 
HUMAN  SKILL 

FULLY  GUARANTEED 

ALL  MAKE  FOR 
SUPREME  QUALITY 
— reasonably  priced 

See  and  Hear  the  New  Bush  &  Lane 
Radio  Receivers  and  New  Cecilian 
Speaker  at  the 
R.  M.  A.    TRADE  SHOW 
HOTEL  STEVENS,  CHICAGO 
June  11-15 
Exhibits  131-132 
Demonstration  Rooms  1005-1006 


BUSH  &  LANE 
Industries 

Holland,  Michigan 

Write  for\complete  dealer's  franchise, 
and  for  information  on  our  several 
console  models. 
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Brunswick  Export  Manager  Makes 
Extensive  Visit  to  Latin  America 

Z.  E.  Salisbury  Makes  Interesting  Report  on  Many  Countries  Visited  in  South  Amer- 
ica— Finds  Them  Fertile  Fields  of  Endeavor  for  Instrument  Manufacturers 


Z.  E.  Salisbury,  export  manager  of  the 
Brunswick-Balke-Collender  Co.,  Chicago,  111., 
manufacturer    of    Brunswick    Panatropes  and 


Z.  E.  Salisbury 

records,  recently  returned  from  an  extensive, 
trip  throughout  Latin  America.  His  report  on' 
conditions  in  this  territory  is  a  most  compre- 
hensive and  interesting  one.  The  points  visited 
by  Mr.  Salisbury  on  his  trip  included :  Havana, 
Cuba;  Colon,  Panama;  Panama  City,  Panama; 
Lima,  Peru;  Iquique,  Chile;  Antofagasta,  Chile; 
Valparaiso,  Chile;  Santiago,  Chile;  Mendoza 
and  Buenos  Aires,  Argentina;  Montevideo, 
Uruguay;  Porto  Alegre,  Santos,  Rio  de  Janeiro, 
and  Pernambuco,  Brazil;  Trinidad  and  Bar- 
bados, British  West  Indies. 

Mr.  Salisbury  spent  one  day  in  Havana,  but 
that  was  sufficient  to  complete  the  final  details 
of  a  new  arrangement  made  in  August  of  last 
year  whereby  Messrs.  Luis  &  Antonio  Ruiz 
take  over  the  Brunswick  Panatrope  and  record 
distribution  for  the  Republic  of  Cuba.  Ruiz 
Bros,  have  operated  in  Central  Cuba  for  some 
years  with  a  great  deal  of  success.  Mr.  Salis- 
bury reports  that  the  Cubans  are  most  appre- 
ciative   of    good    music    and    respond  with 


enthusiasm  to  merchants  carrying  quality  mer- 
chandise. To  achieve  the  greatest  success  with 
this  trade,  however,  it  is  necessary  that  in 
addition  to  the  music  of  other  countries  they 
receive  a  good  proportion  of  records  made  by 
Cuban  artists  of  typically  Cuban  music.  To 
meet  this  condition  the  Brunswick  Co.  is  send- 
ing a  recording  expedition  to  Havana.  This 
will  be  the  first  journey  outside  of  the  con- 
tinental limits  of  the  United  States  of  a  Bruns- 
wick recording  outfit. 

Panama  City  and  Colon,  the  two  important 
cities  of  Panama,  are  cross-roads  and  meeting- 
places  for  a  great  number  of  steamship  lines 
and  are  important  commercially.  Brunswick  is 
represented  in  Panama  City  by  Casa  Fernandez 
and  in  Panama  City  by  L.  J.  Granie. 

Although  Brunswick  Panatropes  and  records 
have  been  available  on  the  east  coast  of  South 
America  for  many  years,  it  was  not  until  1927 
that  proper  distributing  arrangements  were 
completed  in  Lima,  Peru.  The  Brunswick  Co. 
is  now  represented  by  R.  Antonio  Arce,  who  has 
been  connected  with  the  phonograph  and  record 
business  for  the  past  twenty  years.  Mr.  Arce 
is  most  optimistic  over  the  outlook  and  be- 
lieves that  the  Brunswick  products  will  appeal 
to  Peruvians  of  all  classes. 

Messrs.  Eckhardt  &  Pieper,  merchants,  with 
more  than  thirty  years'  experience  in  Chile 
behind  them,  have  charge  of  Brunswick  dis- 
tribution in  that  country  and  they  have  suc- 
ceeded extremely  well  in  putting  the  products 
before  the  Chilean  public  in  a  series  of  special 
shops  in  all  parts  of  the  country.  They  feel 
that  musical  instruments  should  be  sold  under 
conditions  other  than  those  required  by  other 
lines  of  merchandise  and  to  this  end  have 
erected  shops  which  are  creations  of  an  interior 
decorator. 

Buenos  Aires,  Argentina,  boasts  a  street,  the 
Calle  Florida,  closed  to  automobile  traffic  from 
4  in  the  afternoon,  where  every  imaginable  musi- 
cal instrument  obtainable  from  European  coun- 
tries and  the  United  States  can  be  heard.  Bruns- 


RADIO 


vow  cannot  buy  a 
Wetter  <Hadio  Set 
at  any 'Price 


Grigsby-Grunow  Company,  4540  Armitage  Ave.,  Chicago 


wick  products  are  displayed  in  a  number  of 
shops  on  this  avenue,  as  well  as  in  the  win- 
dows of  the  distributors,  Messrs.  J.  J.  Pratt 
&  Cia,  and  the  retail  establishment,  Casa  Max 
Gluckmann.  In  Montevideo,  Uruguay,  the 
most  picturesque  city  on  the  continent,  Casa 
Max  Gluckmann  takes  care  of  the  demand  for 
Brunswick  products.  Although  this  city  ^s 
small  in  size,  a  substantial  business  has  been 
built  up,  so  large  that  both  the  dealer  and 
the  manufacturer  marvel  at  the  number  of  in- 
struments and  records  required. 

Messrs.  Assumpcao  &  Cia,  Ltda.,  have  for  a 
number  of  years  represented  the  Brunswick 
line  in  Brazil  and  their  Brunswick  Salons  in 
Sao  Paulo  and  Rio  de  Janeiro  are  most  at- 
tractive, with  no  expense  spared  in  outfitting 
them.  Other  representatives  are  Esteves  Bar- 
boza  &  Cia,  Porto  Alegre,  and  Carneiro  & 
Calvao,  Ltda.,  of  Pernambuco. 

Mr.  Salisbury  states:  'All  of  these  countries 
are  fruitful  fields  of  endeavor  for  the  manu- 
facturer of  musical  instruments  of  quality,  and 
it  naturally  follows  that  competition,  both 
North  American  and  European,  is  not  inactive, 
but  on  the  contrary  does  aggressively  bid  for 
the  approval  of  these  highly  cultured  races. 

"Both  American  and  European  capital  has 
been  invested  in  Chile,  Argentina  and  Brazil 
in  order  to  manufacture  records  in  the  respec- 
tive territories;  records  made  with  'local  color' 
and  from  native  music  in  order  to  satisfy  the 
very  normal  desire  of  these  nations  that  their 
own  cultural  efforts  may  be  perpetuated  on 
records,  not  only  for  their  own  enjoyment  but 
for  the  ever-increasing  demand  by  other  coun- 
tries for  the  typical  music  which  all  of  these 
nations  possess.  Needless  to  say,  we  are  tak- 
ing similar  steps  to  round  out  our  appeal. in 
these  territories." 

Brandes  Basketball 
Team  Awarded  Cup 

Brandes  Employes'  Aggregation  Wins 
Twenty-four  Out  of  Twenty-five  Games 
in  Ironbound  Industrial  League 


i 

After  winning  twenty-four  out  of  twenty-five 
games  the  Brandes  Products  basketball  team 


was  awarded  a  cup  in  the  Ironbound  Industrial 
Basketball  League,  composed  of  factory  teams 
in  Newark  and  vicinity.  The  Brandes  employes, 
makers  of  Kolster  Radio  products,  have  earned 
an  enviable  reputation  in  athletics  as  well  as 
in  radio  production  in  the  last  few  years,  with 
strong  league  teams  in  baseball,  bowling  and 
soccer.  One  of  the  soccer  players  was  selected 
for  the  American  Olympic  team  and  is  now  on 
his  way  to  Amsterdam. 


Van  and  Schenck,  Columbia  artists,  flew  by 
airplane  from  Baltimore,  Md.,  to  Rochester, 
N.  Y.,  recently  to  keep  an  engagement  at  the 
Rochester  Theatre.  While  in  that  city  the 
popular  duo  autographed  records  at  the  Levis 
Music  Store,  while  a  Columbia-Kolster  Viva- 
tonal  played  a  number  of  records. 
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Now  You  can  Meet  the  Demand  for 

BETTER  RADIO  CABINETS 
AT  LOWER  PRICES 


Glad  News  for  Live  Radio  Dealers 

IT   The  unequalled  facilities  and  resources  of  the  world's  largest 
«>|r     table  manufacturers  are  now  applied  to  the  production  of  a  com-  ^ 
(|^  plete  line  of  radio  cabinets  to  sell  at  unprecedented  low  prices  J 


CANTERBURY—  Made  of  five-ply  Walnut 
and  Qtd.  Gum,  finished  Antique  Walnut, 
shipped  set-up  packed  singly,  top  33  x  17" , 
height  42",  set  compartment  28  x  14  x  10", 
speaker  compartment  2S  X  14  x  191  s". 


STRATFORD— A/a^  offi-ve-ply 
Walnut  and  Qtd.  Gum,  finished 
Antique  Walnut,  shipped  set-up 
packed  singly,  top  31*  s  x  17?$", 
height  33". 


FLEUR  DE  LIS  —  Made  of  five- 
ply  W alnut  and  Gumivood,  finished 
Antique  Walnut,  shipped  set  -  up 
packed  singly,  top  26  x  14",  height 
41",  set  compartment  21 x  11 x  10" . 


THINK  what  this  news  means  to  you, 
Mr.  Dealer!  In  every  neighborhood 
scores  of  intending  buyers  of  radio  cabinets 
have  been  holding  out  for  better  values  than 
small  manufacturers  can  possibly  hope  to  offer. 
These  people  are  not  expert  judges  of  radio 
receiving  sets  but  they  do  know  and  can  judge 
the  worth  of  a  piece  of  furniture. 

As  purchasers  of  fine  walnut  and  mahogany  in 
the  train  load  quantities  required  for  the  man- 
ufacture of  250,000  tables  each  .year  sold  by 
every  prominent  furniture  dealer  in  America, 

Don't  fail  to  see  the  St.  Johns  exhibit 
Chicago,  June  11th  —  15th,  space  1 


we  are  able  to  buy  at  the  lowest  prices. 

With  a  woodworking  plant  covering  fifteen 
acres,  employing  350  skilled  cabinet  workers 
and  equipped  with  a  million  dollars  worth  of 
automatic  machinery,  we  are  able  to  cut  costs 
through  every  step  of  manufacture  while  the 
finished  product  carries  only  a  fraction  of  our 
overhead  expense. 

Consider  these  enormous  advantages.  Then 
investigate.  See  the  benefits  they  offer  you  in 
lower  prices  and  bigger  profits. 

at  the  R.  M.  A.  Show, Hotel  Stevens, 
6.  Also  Demonstration  Room  548-A 


WTkafci©  Cabmen 

ST.  JOHNS  TABLE  COMPANY      G.  M.  PETRIE,  President      CADILLAC,  MICH. 
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T.  M.  Cook,  Inc.,  Winner  of 

Kellogg  Display  Competition 

Manufacturers'  Promotional  Work  in  Stimulating  Better  Window  Displays  Is  Prov- 
ing Beneficial — Kellogg  Switchboard  &  Supply  Co.  Stages  Campaign 


WITHIN  the  past  year  or  two  there 
seems  to  be  a  growing  realization 
among  all  members  of  the  industry  and 
trade — manufacturers,  jobbers  and  dealers — of 
the  value  of  the  window  display  as  a  means 


First  Award:  T.  M.  Cook,  Inc. 

of  .stimulating  and  sustaining  business.  This 
statement  is  not  made  to  imply  that  in  past 
years  talking  machine  and  radio  dealers  neg- 
lected their  display  space,  but  it  must  be  evi- 
dent that  the  attention  being  given  the  "face" 
of  the  store  is  becoming  more  and  more  wide- 
spread. One  of  the  chief  reasons  for  this 
progress  must  be  accorded  the  manufacturers 
who  have  inaugurated  special  departments  for 
sales  promotion  which  are  devoting  consider- 
able attention  to  the  problem  of  creating  dis- 
plays which  will  be  available  to  every  dealer. 
Several  companies  design  and  have  executed 
displays  of  materials  so  costly  and  elaborate 
that  they  would  be  out  of  the  question  for 
an  individual  dealer  to  have  prepared.  These 
displays  are  loaned  or  rented  out  to  dealers 
by  the  manufacturer  and  not  only  do  they  serve 
their  purpose  for  the  time  which  they  occupy 
his  show  space,  but  they  have  the  subtle  in- 
fluence of  educating  the  dealer  to  keep  his 
display  space  in  A  No.  1  condition  at  all 
times. 

Another  method  of  keeping  dealer  interest 
in  their  windows  at  high  pitch  is  that  of  con- 
ducting contests  for  attractive  displays.  There 
have  been  a  greater  number  of  such  com- 
petitions during  the  past  year  than  ever  before 
and  the  results  have  shown  a  quickening  of 
interest  on  the  part  of  the  retail  fraternity  and 
a  betterment  in  their  taste. 

Several  of  the  leading  companies  in  the 
music-radio  industry  have  developed  systems 
of  having  dealers  subscribe  to  a  window  dis- 
play service  at  a  nominal  sum  per  display.  By 
this  means,  at  certain  intervals,  in  many  cases 
every    thirty   days,   window    display  material 


i 


Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


prepared  by  experts  is  shipped  the  dealer.  This 
material  is  designed  to  harmonize  with  the 
season,  to  best  attract  attention  to  the  latest 
products  of  the  company,  and  the  cost  price 
of  each  display  is  considerably  more  than  the 
price  which  the  dealer  pays.  Thousands  of 
dealers  throughout  the  country  have  taken  ad- 
vantage of  these  various  services  with  the  result 
that  the  windows  of  the  music-radio  dealers 
better  reflect  an  atmosphere  in  keeping  with 
the  products  sold. 

A  contest  recently  conducted  by  the  Kellogg 
Switchboard  &  Supply  Co.,  Chicago,  111.,  was 
most  fruitful  in  at- 
tracting the  dealers 
and  in  stimulating 
sales.  The  rules  of 
the  contest  were 
simple.  Any  dealer 
was  eligible  to  enter 
provided  he  display- 
ed a  Kellogg  model 
No.  511  AC  radio 
receiver  in  his  win- 
dow during  the  con- 
test and  sent  a  pho- 
tograph of  the  dis- 
play to  the  Kellogg 
Co.  on  or  before  a 
stipulated  date. 

Hundreds    of  en- 
tries were  received 
and    so    high  was 
the  standard  of  ex- 
cellence that  the  judges,  J.  E.  Dalinghaus,  of 
the  Chicago  Tribune;  C.  C.  Fogarty,  of  Matte- 
son,  Fogarty  and  Jordan,  and  E.  Butt,  of  the 
Rosenow  Co.,  were  hard  put  to  finally  select 
the  winning  windows. 

The  three  winners  of  the  highest  awards, 


Second  Award:  Findley  Electric  Co. 

whose  displays  are  reproduced  herewith,  were: 
T.  M.  Cook,  Inc.,  Toledo,  O.;  Findley  Electric 
Co.,  Minneapolis,  Minn.,  and  Jermyn  Bros., 
Scranton,  Pa.  Other  prize  winners,  in  the 
order  given,  were:  Commonwealth  Edison 
Co.,  Chicago,  111.;  Lawler  Bros.,  Bayonne,  N. 


Third  Award:  Jermyn  Bros.,  of  Scranton,  Pa. 

J.;  Bachman  Electric  Co.,  Fond  du  Lac,  Wis.; 
Buech  Saxophone  Shoppe,  Milwaukee,  Wis.; 
Duncan  &  Goodell  Co.,  Worcester,  Mass.; 
Bluebird  Music  Shop,  of  Philadelphia,  Pa.,  and 
Johnson's  Electric  Shop,  located  in  Nashua, 
N.  H. 


Piatt  Music  Go.  Appoints 

New  Department  Heads 

Los  Angeles,  Cal.,  June  1. — A  number  of  in- 
teresting appointments  and  reappointments  have 
recently  taken  place  in  the  Piatt  Music  Co.  and 
are  now  announced  by  Ben  Piatt,  president, 
through  Edwin  Lester,  general  sales  manager. 
C.  H.  Mansfield  is  appointed  associate  general 
sales  manager;  G.  F.  Hall,  formerly  assistant 
sales  manager,  becomes  radio  merchandise  man- 
ager; A.  B.  McCrea  is  appointed  manager  piano 
department  at  the  main  Broadway  store;  Leo- 
pold Poulin  is  appointed  assistant  manager 
piano  department  at  the  main  Broadway  store; 
Chas.  R.  Bowen  receives  the  appointment  of 
manager,  radio  and  phonograph  departments  at 
the  main  Broadway  store;  Fred  Kahn  becomes 
assistant  manager  radio  and  phonograph  de- 
partments at  the  main  Broadway  store;  F. 
Walter  Nubling  receives  the  appointment  of 
director  of  affiliation  activities,  including  the 
handling  of  artists,  teachers,  etc.;  Rutherford 


M.  Perry  has  been  engaged  for  special  promo- 
tional work. 

Many  of  those  mentioned  above  are  entirely 
new  to  the  Piatt  organization.  First  of  all  C. 
H.  Mansfield,  who  has  become  associate  gen- 
eral sales  manager  with  Edwin  Lester,  has  an 
enviable  record  of  able  executive  activities  prin- 
cipally in  phonograph  and  radio  departments. 
Before  coming  to  Los  Angeles,  half  a  dozen 
years  ago,  he  was  in  Texas  where  he  was  well 
known  as  a  phonograph  man.  A.  B.  McCrea 
has  been  in  charge  of  piano  departments  in  the 
East  as  well  as  in  Los  Angeles.  Leopold 
Poulin  has  since  distinguished  himself  as  a 
finished  piano  salesman  both  in  Los  Angeles 
and  San  Diego.  Charles  R.  Bowen  bears  the 
reputation  of  being  one  of  the  keenest  go- 
getters  in  the  phonograph  and  radio  sales  end. 
Fred  Kahn  has  been  with  the  Piatt  Music  Co. 
for  some  time  and  owes  his  promotion  to  loyal 
hard  work  and  steady,  good  sales  record.  F. 
Walter  Nubling  has  served  in  the  piano  field; 
Rutherford  M.  Perry  was  formerly  sales  man- 
ager for  Kohler  &  Chase  Co.,  San  Francisco. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 


MADE  BY 


Let    us    figure    on    your  requirements 


PLYWOOD  CORPORATION,       Goldsboro,  N.  C 


Mills  in  Va.,  N.  C.  and  S.  C. 
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"Bigger  and  Better " 

OT  a  phrase,  but  a  fact !  Hohner  Harmonicas  have 
^  built  for  themselves  such  an  unshakable  reputation 
in  the  homes  of  America,  and  have  done  so  much  to 
encourage  boys  and  girls,  men  and  women,  to  embark 
upon  the  pleasures  of  musical  performance,  that  each 
year  sees  more  Hohner  Harmonicas  sold  by  those  up- 
to-date  merchants  who  sense  the  trend  of  the  times  in 
things  musicaL 

Hohner  Harmonicas  bring  thousands  of  new  "pros- 
pects" to  the  merchants  store — and  give  him  an  oppor- 
tunity to  make  life-long  customers  for  his  entire  line  of 
merchandise* 


Watch  for  Hohner  Advertising  in 
These  National  Magazines 


J^EEP  in  step  with  the  1928  program  that  Hohner  Harmonica 
national  advertising  is  making  toward  the  goal  of  "making  all 
America  Musical.,,  This  year's  Hohner  campaign  will  include  larger 
space  than  ever  in  the  following  great  national  magazines,  reach- 
ing millions  upon  millions  of  the  families  of  America: 


AMERICAN  WEEKLY 
COUNTRY  GENTLEMAN 
PEOPLE'S  HOME  JOURNAL 
SUCCESSFUL  FARMING 
CHILDREN 

NORMAL  INSTRUCTOR  &  PRIMARY  PLANS 
AMERICAN  SCHOOL  ROARD  JOURNAL 
JOURNAL  OF  NATIONAL  EDUCATION  ASS'N 
RASERALL  MAGAZINE 
POPULAR  SCIENCE  MONTHLY 
EVERY  GIRL'S  MAGAZINE 
MUSIC  AND  YOUTH 
ST.  NICHOLAS 
CHILD  LIFE 


SATURDAY  EVENING  POST 
LADIES'  HOME  JOURNAL 
HOUSEHOLD  MAGAZINE 
PROGRESSIVE  FARMER 
ROYS'  LIFE 
AMERICAN  ROY 
ROY  SCOUTS'  HAND  ROOK 
OPEN  ROAD  FOR  ROYS 
POPULAR  MECHANICS 
AMERICAN  GIRL 
GIRLS'  WORLD 
SCHOLASTIC 
YOUTHS'  COMPANION 


M.  HOHNER,  Inc.,  Dept.  72,  114  E.  16th  St.,  New  York 

Canadian  Address:  HOUGH  &  KOHLER,  468  King  St.,  W.,  Toronto 
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Market  for  Quality  Records 

Is  a  Fertile  Field  for  Dealers 

Frederick  N.  Sard,  Columbia  Sales  Promotion  Manager,  Talks  on  Methods  of  Mer- 
chandising Record  Album  Sets  at  Pennsylvania  Dealers'  Convention 


IN  an  address  delivered  before  the  third 
annual  convention  of  the  Pennsylvania 
Association  of  Music  Merchants,  held  in 
Philadelphia  last  month,  Frederick  N.  Sard, 
sales  promotion  manager  of  the  Columbia 
Phonograph  Co.,  New  York  City,  and  executive 
director  of  the  Schubert  Centennial,  gave  an 
interesting  discourse  on  the  Masterworks 
series  of  records  issued  by  the  Columbia 
Phonograph  Co.  and  the  aims  and  purposes 
of  the  Schubert  Centennial,  which  is  being  ob- 
served this  year.  Mr.  Sard  spoke  of  the  de- 
mand for  album  sets  as  a  new  market  for 
dealers  and  gave  suggestions  on  merchandising 
the  products.    He  said,  in  part: 

"About  four  years  ago  the  Columbia  Phono- 
graph Co.  adopted  the  policy  of  promoting 
business.  It  started  with  eight  or  ten  Master- 
works.  This  modest  group  included  a  few 
symphonies,  some  sonatas,  and  the  first  at- 
tempt in  this  country  to  present  unedited 
chamber  music — the  last  and  highest  form  of 
music — in  which  a  composer  expresses  his 
philosophy  of  life  and  his  meditations  of  the 
spirit. 

"Two  prejudices  had  to  be  overcome:  first, 
the  widespread  belief  that  there  is  a  highbrow 
music  and  a  lowbrow  music;  second,  that 
America  is  culturally  inferior.  Our  initial  task, 
therefore,  was  an  educational  one.  With  the 
aid  of  the  musical  forces  of  this  country  we 
established  that  good  music  is  not  remote  from 
the  average  mind  nor  is  it  forbidding  to  the 
average  ear. 

"Certain  developments  favored  our  task:  the 
multiplying  of  concerts  and  recitals;  the  spread 
of  musical  education  throughout  the  schools; 
the  improvements  in  the  standards  of  manu- 
facturing records;  and  the  growing  realization 
that  the  best  popular  tunes  are  borrowings  from 
the  classics. 

"In  the  succeeding  four  years  the  Master- 
works  catalog  grew  by  leaps  and  bounds  and 
now  has  reached  the  substantial  figure  of 
eighty-nine  separate  albums,  comprising  thirty- 
five  symphonic  works,  over  thirty  classics  of 


chamber  music— trios,  quartets,  quintets  and  a 
group  of  sonatas  and  concertos.  When  the 
new  Schubert  Centennial  Edition  stands  with 
the  other  Masterworks,  the  total  will  exceed 
one  hundred.  This  growth  has  more  than 
numerical  significance;  it  proves  that  the  mer- 
chandise is  sound  and  that  there  is  a  public 
for  it,  with  the  potential  demand  exceeding,  to 
a  considerable  degree,  known  demand. 

"Neither  these  Masterworks  nor  the  people 
who  buy  them  are  queer  The  people  who  buy 
them  are  no  queerer  than  the  millions  who 
buy  the  Bible,  Shakespeare  and  the  Harvard 
Library  of  Classics.  The  human  nature  which 
chrows  away  trashy  books  and  magazines  and 
reserves  good  books  for  the  home  is  the  same 
human  nature  that  enjoys  the  popular  dance 
music,  which  it  so  quickly  tires  of,  and  then 
turns  to  the  Masterworks  of  music  for  con- 
stant refreshment  and  permanent  beauty.  The 
buyer  of  Masterworks  is  not  a  faddist;  once  a 
Masterworks  lover  always  a  Masterworks  lover. 
Dealers  who  know  this  hold  the  key  to  a  de- 
sirable, steady  business,  in  which  prestige  does 
not  interfere  with  profits. 

"The  response  to  the  Masterworks  from  the 
country  over  has  caused  a  fundamental  change 
in  the  outlook  of  dealers.  They  now  recognize 
that  they  are  armed  with  a  new  merchandising 
force.  Many  who  started  by  selling  $25  worth 
of  Masterworks  in  a  day  found,  within  six 
months,  that  their  total  was  three  to  four, 
hundred  dollars  a  day.  A  recent  instance  of 
the  new  rate  of  turnover  is  afforded  by  the 
Masterworks  Set  known  as  No  79,  sold  at 
$1650.  This  set  contains  exclusively  Wagner 
selections,  recorded  by  us  in  the  Bayreuth 
Festival  Theatre,  the  finest  acoustical  audi- 
torium in  the  world.  Dealers  in  many  cities 
sold  between  seventy-five  and  one  hundred  sets 
the  first  three  days  of  the  release.  The  case 
of  the  mounting  sales  on  Set  41,  the  Unfin- 
ished Symphony  of  Schubert,  is  also  relevant 
to  our  discussion. 

"But  we  have  scratched  only  the  surface. 
There  are  millions  ready  for  the  appreciation 


of  good  music  to  whom  this  music  has  not 
come — the  great  army  of  wage-earners  whose 
standard  of  living  makes  them  potential  users 
of  quality  merchandise,  whether  in  music, 
books,  furniture  or  decoration." 

Philco  Has  Line  of 
Receivers  in  Color 

Full  Line  of  Models  of  New  Philco  Radio 
Sets  Finished  in  Popular  Colors — Sayre 
M.  Ramsdell  Tells  of  New  Vogue 

Philadelphia,  Pa.,  June  5. —  The  advance  in 
radio  cabinet  design  has  been  one  of  the  out- 
standing trends  in  the  industry  and  with  each 
announcement  of  new  models,  the  inclination 


Sayre  M.  Ramsdell 


toward  finer  furniture  in  the  cabinets  housing 
sets  is  noticeable.  A  recent  announcement  by 
the  Philadelphia  Storage  Battery  Co.,  of  this 
city,  manufacturer  of  Philco  socket  powers  and 
sponsor  of  the  "Philco-  Hour"  states  that  a 
full  line  of  models  in  the  new  Philco  radio  re- 
ceiver line  will  be  in  popular  colors. 

"The  vogue  for  color  is  very  strong,  we  find," 
said  Sayre  M.  Ramsdell,  sales  promotion  mana- 
ger of  the  company.  "Hence  we  believe  radio 
sets  in  shades  that  will  harmonize  with  most 
any  color  scheme  will  prove  highly  popular. 
We  made  a  careful  survey  amongst  furniture 
designers  and  distributors  a,s  well  as  house- 
wives before  committing  ourselves  definitely. 
We  found  red  and  green  to  be  in  exceedingly 
high  favor.  So  we  have  designed  truly  beauti- 
ful effects  in  Nile  green,  Mandarin  red  and 
Labrador  gray,  as  well  as  in  brown.  These 
have  been  delightfully  decorated  by  hand  in  a 
floral  motif.  The  effects  are  rich  and  harmoni- 
ous and  are  bound  to  impress  lovers  of  color, 
line  and  form,  for  we  have  employed  the  best 
talent  for  the  designs. 

"Our  color  combinations  have  been  planned 
with  the  single  aim  of  good  taste  and  harmony. 
I  might  mention,  too,  that  we  have  a  new  in- 
strument that  embodies  inventions  of  our  own 
technical  division.  We  believe  it  sounds  a  new 
note  in  quality  of  performance." 


Music  in  the  Summertime 


The  Goldman  Band,  which  has  become  one  of 
the  great  attractions  of  New  York  during  the 
Summertime,  will  resume  its  concert  season  on 
June  11  and  will  continue  to  August  19,  the 
time  being  divided  between  the  Mall  at  Central 
Park  and  the  Campus  at  the  New  York  Univer- 
sity. The  "Symphony  in  Brass,"  as  the  Goldman 
Band  is  popularly  termed,  which  has  been  de- 
veloped and  conducted  by  Edwin  Franko 
Goldman,  is  one  of  the  great  organizations  of 
the  country,  and  has  won  wide  popularity 
through  its  radio  broadcasts,  and  the  records 
of  the  band  which  are  issued  by  the  Victor  Co. 
That  the  coming  season  will  be  most  success- 
ful and  enjoyable  is  evidenced  by  the  tremen- 
dous and  increased  interest  in  these  concerts. 


And  Now — 

The  Dealer  Can  See  It  Through 

Speedy  and  efficient  servicing  oi  radio  receivers  is  dealer,  set  owner  and  all  associated  interests, 
the  best  assurance  against  mortality  ol  public  interest      Without  adequate  facilities  for  radio  set  servicing 

none  oi  the  various  commercial  enterprises  which 
in  radio  reception.  depend  upon   satisfactory  reception  oi  broadcasted 

For   a   small   premium   it   protects   manufacturer,      programs  can  hope  to  make  desirable  progress. 

The  Solution  Is  Efficient  and  Profitable  Radio  Set  Servicing 

Lack  of  proper  equipment  no  longer  complicates  the  present  A.C.-D.C.  situation. 
Weston  offers  the  radio  dealer  a  new  design  of  radio  set  tester  for  both  A.C. 
and  D.C.  receivers  of  all  types.  It  offers  the  service  man  a  complete  testing 
outfit  self-contained  in  a  compact,  light-weight  carrying  case.  It  is  provided 
with  two  special  31/!"  diameter  instruments  for  both  A.C.  and  D.C.  readings. 
Connections  are  automatically  made  by  an  ingenious  system  of  switches  and 
binding  posts.  This  Weston  radio  set  tester  is  provided  with  the  necessary 
socket  adaptors  and  instruction  book.  Simple  to  operate.  Requires  no  auxiliary 
batteries  or  other  source  of  power  than  provided  by  the  set  itself.  Increases 
many  times  the  number  of  service  calls  that  can  be  made  in  a  day.  Increases 
dealer  profits  and  insures  customer  satisfaction. 

Write  for  descriptive  literature. 

WESTON  ELECTRICAL  INSTRUMENT  CORP. 
606  Frelinghuysen  Ave.  Newark,  N.  J. 


WESTON 

RADIO 
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§ay§: 


"The    new  line 


of  Pooley  Radio  Cabi- 
nets is  certainly  very 
interesting  and  should 
appeal  to  all  those  who 
want  the  highest  type  of 
modern  radio  furniture. 


66 


For  this  reason., 
I  heartily  approve  of 
their  use  with  Atwater 
Kent  Radio  for  1928-29" 

(signed)  £2 


HBKB^W  See  the  new  Pooley  line  at  the  Second  Annual 

^(jjj^J  Trade  Show,  June  11th  to  loth  inclusive.  Booth 

B-40,  Stevens  Hotel,  Chicago.  If  you  cannot  get 
THE  POOLEY  COMPANY  to  the  Trade  Show,  look  over  the  line  at  the 

1600  Indiana  Avenue  Philadelphia,  U.S.A.  Pooley  distributor's  in  your  territory. 
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Vast  Holdings  of 

Atlas  Plywood  Corp. 

i  — 

Acquisition  of  Empire  Mfg.  Co.  Adds 
Materially  to  Holdings — Now  Owns 
265,801,000  Standing  Feet  of  Timber 

Boston,  Mass.,  June  4. — The  recent  acquisition 
by  the  Atlas  Plywood  Corp.  of  the  Empire 
Mfg.  Co.,  of  Goldsboro,  N.  C,  which  was  an- 
nounced last  month,  has  added  materially  to 
the  Atlas  Plywood  Corp.'s  holdings  and  facil- 
ities. The  Empire  timber  lands  contain  an 
excess  of  150,000,000  feet  of  lumber,  a  supply 
estimated  to  take  care  of  all  their  requirements 
for  the  next  thirty-five  or  forty  years.  This 
tract  includes  hardwood  gum,  of  which  plywood 
for  packing  cases  is  made,  and  hard  Southern 
pine,  utilized  for  cleating.  Thirty  miles  of 
standard  gauge  railroad  are  included  to  handle 
this  timber.  The  Empire  plant  is  equipped  to 
handle  all  its  own  logging,  sawing  and  cutting 


operations  and  the  complete  manufacture  of 
plywood  cases. 

The  Atlas  Plywood  Corp.  is  said  to  be  the 
world's  largest  manufacturer  of  plywood  pack- 
ing cases.  Although  this  company  has  spe- 
cialized for  many  years  in  plywood  cases  for 
phonographs  and  later  radios,  Atlas  plywood 
cases  are  used  in  many  other  fields  and  the 
Atlas  Corp.  has  recently  manufactured  and 
added  to  its  line  "Speedpack,"  the  plywood 
container  for  furniture,  and  Atlas  refrigerator 
cases.  The  Atlas  Plywood  Corp.,  on  the  acquisi- 
tion of  the  Empire  Mfg.  Co.,  will  own  and 
operate  six  up-to-date  manufacturing  plants, 
advantageously  located  as  regards  raw  ma- 
terials, labor  and  transportation.  The  corpora- 
tion owns  265,801,000  feet  of  standing  hardwood 
and  softwood  timber  in  New  England,  North 
Carolina  and  Canada,  and  currently  acquires 
additional  timber  through  purchase  of  stump- 
age  rights.  It  also  operates  ten  assembling 
plants  or  branch  factories,  distributed  in 
centers  of  consumption  throughout  New  Eng- 
land, the  Middle  Atlantic  and  Middle  Western 


Consider  the  New 

VINCENNES 

Veralectric  Phonograph 

DAILY,  this  remarkable  innovation  in  the  phonograph  field  is  gaining 
prestige  and  profits  for  aggressive  dealers.  This  fine  machine,  a 
new  creation  by  Vincennes  artists  and  engineers,  has  been  pronounced  a 
revelation  in  its  quality  of  reproduction  and  construction.  The  Vin- 
cennes Veralectric  is  destined  to  do  big  things  for  dealers  who  desire  to 
stimulate  phonograph  sales.    Its  list  price  is  only  $385. 


All  Vincennes  phonographs  open 
new  avenues  to  quick  returns  and 
handsome  profits.  A  popular  seller 
is  the  Vincennes  Rivoli  phonograph, 
listed  from  $49.50  to  S180.00.  The 
Vincennes    Veraphonic  phonograph, 


Model  150  Veraphonic 


OKEH  PHONOGRAPH  CORP., 
15  West  18th  Street, 
New  York  City. 

Distributors  for  New  York  City  and 
Eastern  New  York  State,  Northern  New 
Jersey,  and  New   England  States. 

c.  m.  Mcdonald, 

Germantown,  Tennessee. 
Representative  tor  Mississippi. 
LINCOLN  SALES  COMPANY, 

1015  Chestnut  Street, 

Philadelphia,  Pennsylvania. 
Distributors  for  Pennsylvania,  West  Vir- 
ginia, Maryland,  and  Delaware. 


with  our  patented  Veraphonic  repro- 
ducer, is  listed  fiom  895.00  to  $195.00. 

You  can  "cash  in"  on  the  growing 
popularity  of  this  money-making  line. 
Any  of  the  following  distributors  will 
supply  you  with  full  details  of  the 
attractive  Vincennes  dealer  discounts. 

THE  SHIELD  COMPANY, 

10S  East  13th  Street, 

Fort  Worth,  Texas. 
Distributors     for     Northern     Texas  and 
Southern  Oklahoma. 
FRANCIS  GASKINS, 

2809  Griffith  Avenue, 

Hyde  Park, 

Cincinnati,  Ohio. 
Representative   for   Ohio,   Western  Penn- 
sylvania,   Northern    West    Virginia,  and 
Northern  Kentucky. 
BOETTICHER  &  KELLOGG  CO., 

Evansville,  Indiana. 
Distributors  for  Southern  Indiana,  West- 
ern Kentucky,  Southeastern  Illinois,  and 
Northwestern  Tennessee. 
AMERICAN  SALES  COMPANY,  INC., 

2109  Avenue  B, 

Galveston,  Texas. 
Distributors   for   Southern   Texas,  Louisi- 
ana, New  Mexico,  and  Arizona 
RICE  SALES  COMPANY, 

915  Essex  Road, 

Birmingham,  Alabama. 
Distributors  for  Alabama. 
HUGHES  &  REED, 

201  Banm  Bldg., 

Omaha,  Nebraska. 
Representatives  for  Iowa  and  Nebraska. 
W.  I.  STOUT, 

1500  Summit  Ave., 

Little  Rock,  Arkansas. 
Representative  for  Arkansas. 
J.  M.  HILL  SALES  CO., 

Box  2072, 

Louisville,  Kentucky. 
Representative   for  Kentucky. 
C.    L.    PATTERSON    OFFICE  EQUIP- 
MENT COMPANY, 

1741  Champa  Street, 

Denver,  Colorado. 
Distributors  for  Colorado. 
C.  D.  BURCHELL, 

Greensboro,  North  Carolina. 
Representative     for     North     and  South 
Carolina. 


Vincennes  Phonograph  Mfg*  Co* 

Vincennes,  Indiana,  U.  S.  A. 


States.  The  purchase  of  a  manufacturing  plant 
in  North  Carolina  will  place  the  corporation 
in  a  position  to  offer  Atlas  service  in  advising 
upon  packing  problems  to  manufacturers  in 
the  South. 

A.  H.  Edgerton,  formerly  president  of  the 
Empire  Mfg.  Co.,  comes  to  the  Atlas  Plywood 
Corp.  as  vice-president,  and  Herman  Weil  and 
George  S.  Daniels  continue  to  manage  and 
operate  the  Goldsboro  factory. 


C.  W.  Hunter  Covers 
New  Kellogg  District 

Represents  Concern  in  the  States  of  Cali- 
fornia, Oregon  and  Washington — Fine 
Record  of  Achievement  in  Industry 

C.  W.  Hunter,  of  the  Kellogg  Switchboard  & 
Supply  Co.,  Chicago,  has  been  appointed  to  rep- 
resent the  radio  division  of  the  firm  in  the 
States  of  California,  Oregon  and  Washington. 


C.  W.  Hunter 

Mr.  Hunter  made  an  excellent  record  in  his 
former  territory,  which  consisted  of  Ohio, 
Michigan  and  parts  of  Pennsylvania,  West  Vir- 
ginia, Kentucky  and  Indiana,  having  established 
some  excellent  distributing  agencies  for  Kellogg 
during  the  past  several  months. 

For  several  years  prior  to  his  affiliation  with 
the  Kellogg  Co.,  Mr.  Hunter  acted  as  general 
sales  and  production  manager  for  the  Malleable 
Steel  Range  Co.,  South  Bend,  Ind.  At  one  time 
he  was  in  charge  of  sales  for  the  enameling 
division  of  the  Benjamin  Electric  Co.,  Chicago. 
Mr.  Hunter's  California  headquarters  will  be  at 
offices  of  the  Kellogg  branch,  1054  Mission 
street,  San  Francisco. 


Radio  Equality  in  Politics 

Broadcasting  stations  will  not  be  allowed  to 
be  partisans  in  the  coming  campaign  and  all 
candidates  for  public  office  must  be  given  equal 
opportunity  to  express  their  views. 

Such  is  the  substance  of  a  general  order  just 
issued  by  the  Commission,  which  is  based  on  a 
section  of  the  radio  law  of  1927.  Violation  of  the 
order,  the  Commission  says,  will  be  considered 
sufficient  ground  for  cancellation  of  license. 

It  is  stated,  however,  that  no  obligation  is 
imposed  on  a  station  to  let  any  candidate  talk 
over  the  air,  but  if  the  facilities  are  allowed  to 
one  candidate  all  other  recognized  candidates 
must  be  granted  the  same  opportunity. 


New  Columbia  Artists 


Tracy-Brown's  Orchestra,  of  Omaha,  Neb., 
one  of  the  most  popular  vaudeville  and  radio 
aggregations  in  that  section  of  the  country, 
and  who  for  the  past  two  years  has  played 
at  the  Ad-Sell  Restaurant,  Omaha,  is  now  re- 
cording for  the  Columbia  catalog.  The  new 
artists'  first  records  couple  "Chloe"  and 
"Beautiful." 


Combination  Radio  and  Phonograph 

Howard  provides  the  selling  advantage  of  Quality 
Merchandise  calling  for  minimum  service — with 
the  maximum  of  satisfaction  to  the  customer. 

PRICE  RANGE — $125  TO  $2,500 

HOWARD  RADIO  COMPANY 

Makers  of  Fine  Radio  Receivers—  Exclusively 

4949  N.  CRAWFORD  AVE.  CHICAGO,  U.S.A. 

Licensed  by  R.  C.  A. 
and  Associated  Companies 


---at  the  Radio  Trade  Show 
BOOTH  106 
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G.  E.  Brightson  Dies 
Following  Accident 

Founder  of  Sonora  Phonograph  Co.  and 
President  of  Firm  Until  His  Retirement 
Succumbs  to  Injuries 


George  Edgar  Brightson,  founder  of  the 
Sonora  Phonograph  Co.  in  1912,  and  president 
of  the  company  until  his  retirement  some  three 
or  four  years  ago,  died  in  Bellevue  Hospital, 
New  York,  in  May  as  the  result  of  injuries  re- 
ceived when  he  was  knocked  down  by  an  auto- 
mobile truck  at  Lexington  avenue  and  Forty- 
fourth  street.  He  was  seventy-seven  years  old. 

Mr.  Brightson  was  born  in  Brooklyn  and  was 
prominently  connected  in  the  business  world 
before  the  organization  of  the  Sonora  Co.  He 
was  prominent  as  a  yachtsman,  and  was  active 
in  racing  along  the  Sound  for  forty  years.  He 
made  his  home  in  New  York  at  140  East  Forty- 
fifth  street,  and  also  maintained  a  Summer 
home  at  Harbour  Point,  near  Oyster  Bay.  He 
is  survived  by  his  widow  and  two  daughters, 
both  married.  Funeral  services  were  held  at 
St.  Bartholomew's  Chapel  on  Monday  afternoon 
and  were  attended  by  many  members  of  the 
music  trade. 


Latest  Phonograph 
and  Radio  Patents 


Phonograph  Record.  Charles  A.  Hoxie, 
Schenectady,  N.  Y.    Patent  No.  1,669,128. 

Damped  Phonograph  Apparatus.  Alexander 
McLean  Nicolson,  New  York,  N.  Y.  Patent 
No.  1,669,170. 

Sound  Reproducing  Apparatus.  Clayton  M. 
Boudette,  Revere,  Mass.    Patent  No.  1,670,234. 

Circuits  for  Receiving  Radio  and  Similar  Sig- 
nals. Leroy  M.  E.  Clausing,  Chicago,  111. 
Patent  No.  1,668,630. 

Directive  Radio  Repeating  System.  Lloyd 
Espenschied,  Queens,  N.  Y.,  and  De  Loss  K. 
Martin,  Orange,  N.  J.,  assignors  to  the  Ameri- 
can Telephone  &  Telegraph  Co.,  New  York. 
Patent  No.  1,668,637,  Patent  No.  1,668,674  and 
Patent  No.  1,669,123. 

Radio  Battery  Charger.  Arnold  Soberg,  Mo- 
hall,  N.  Y.    Patent  No.  1,669,028. 

Wired  Radio  Broadcasting  System.  Robert 
D.  Duncan,  Jr.,  East  Orange,  N.  J.  Patent  No. 
1,669,189. 

Radio  Receiving  System.  Albert  H.  Taylor, 
Washington,  D.  C,  assignor  to  Wired  Radio, 
Inc.,  New  York.    Patent  No.  1,669,218. 

Method  of  Reducing  Fading  Effects  in  Radio 
Communication.  Albert  H.  Taylor,  Washing- 
ton, D.  C,  assignor  to  Wired  Radio,  Inc.,  New 
York.    Patent  No.  1,669,219. 

High-Speed  Radiotransmitter.  Arthur  L. 
Wilson,  Hammond,  Ind.    Patent  No.  1,669,502. 

Radio  Station-Finding  Mechanism.  Alfred  F. 
Sanford,  Knoxville,  Tenn.    Patent  No.  1,669,575. 

Radio  Receiving  System.  Fred  Parker  Ben- 
jamin, Watseka,  111.    Patent  No.  1,669,893. 

Radio  Receiving  System.  Philip  John  Walsh, 
San  Francisco,  Cal.    Patent  No.  1,669,959. 

Radio  Receiving  System.  Christian  W.  Han- 
sen, Chicago,  111.,  assignor  to  the  Zenith  Radio 
Corp.,  of  Illinois.    Patent  No.  1,670,149. 

Radio  Dial  Construction.  Adolph  J.  Neef, 
Brooklyn,  N.  Y.    Patent  No.  1,670,272. 

Machine  for  Making  Filamentary  Bodies. 
John  W.  Ekstedt,  Belleville,  N.  J.  Patent  No. 
1,670,497. 

Compensating  Means  for  Oscillating  Radio 
Circuits.  Walter  Lytton,  Chicago,  111.  Patent 
No.  1,670,586. 

Radio  Receiving  Instrument  for  Systems  of 
Broadcast  Distribution.  Edward  E.  Clement, 
Washington,  D.  C.    Patent  No.  1,670,760. 

Radiofrequency  Amplifier.  Carl  Pfanstiehl, 
Highland  Park,  111.    Patent  No.  1,670,782., 

Radio  Receiving  Set.  Anthony  Boedeker, 
Cincinnati,  O.    Patent  No.  1,670,951. 


flow  far  does 
a  phonograph 
needle  travel  Z< 


BRILLIANTONE  STEEL  NEEDLE  COMPANY 
OF  AMERICA,  INC. 
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Sixty-two  Distributors  View 

New  1929  Steinite  AC  Receivers 

Steinite  Wholesalers  From  All  Sections  of  Country  Attend  Two-Day  Gathering  at 
Company's  Plant  in  Atchison,  Kan. —  Four  Models  Introduced  in  New  Line 


In  a  rush  of  events  that  lasted  two  full  days, 
fifty-two  distributors  of  Steinite  radio  products 
visited   the    Steinite    factory,   Atchison,  Kan., 


Jobbers  View  Steinite  Experimental  Tower 

amid  scenes  of  enthusiasm  that  have  seldom 
been  equaled  at  a  similar  gathering.  The  con- 
vention included  the  first  showing  of  Steinite's 
new  1929  line  of  AC  receivers  to  the  jobbers, 
and  this  showing  was  said  to  be  so  impressive 
that  each  of  the  distributors  present  placed 
orders  for  specified  delivery  dates  covering  his 
entire  requirements  for  the  season. 

Among  the  events  which  occupied  the  inter- 
est of  the  assembled  distributors  on  Monday, 
April  30,  and  Tuesday,  May  1,  were  two  lunch- 
eons, a  dinner  and  a  banquet  at  which  various 
angles  of  Steinite's  activities  for  1929  were  out- 
lined; an  address  of  welcome  by  the  Mayor  of 
Atchison,  speeches  by  Fred  W.  Stein,  president, 
and  Oscar  Getz,  vice-president  of  the  Steinite 
Radio  Co.;  a  sight-seeing  tour  to  the  country 
club,  where,  besides  playing  golf,  the  visitors 
were  shown  through  the  Steinite  research 
laboratory  and  the  Steinite  experimental  tower, 
and  a  list  of  other  events  which  furnished  an 
interesting  as  well  as  a  profitable  visit. 

The  distributors  enjoyed  an  interesting  trip 
through  the  Steinite  factories  Nos.  1  and  2,  and 
observed  the  construction  work  on  factory  No. 
3,  which  will  shortly  be  in  production  on  the 
new  Steinite  line.  The  attending  distributors, 
as  well  as  officials  of  the  Steinite  company,  in- 
cluded the  following: 

Eli  Abelson,  American  Supply  Co.,  Chicago; 
Jacob  Abelson,  treasurer,  Steinite  Radio  Co., 
Chicago;  Lester  S.  Abelson,  secretary,  Steinite 
Radio  Co.,  Chicago;  James  Ago,  Lewis  Electric 
Supply  Co.,  Boston;  H.  S.  Alexander,  advertis- 
ing manager,  Steinite  Radio  Co.,  Chicago;  Roy 
R.  Bean,  district  manager,  Steinite  Radio  Co., 
Seattle;  Kenneth  A.  Bell,  Peaslee-Gaulbert  Co., 
Dallas;  E.  R.  Burks,  vice-president,  Bluefield 
Hardware  Co.,  Bluefield,  W.  Va.;  Roy  Borden, 
district  manager,  Steinite  Radio  Co.,  Baltimore, 
Md.;  Mr.  TenBroeck,  Poll  Electric  Supply  Co., 
Toledo,  O.;  M.  F.  Bruning,  M.  F.  Bruning  & 
Co.,  Spokane,  Wash.;  E.  F.  Burrall,  Mclntyre- 


Burrall  Co.,  Green  Bay,  Wis.;  J.  M.  Camp, 
Brown-Camp  Hardware  Co.,  Des  Moines,  la.; 
Robert  Campion,  district  manager,  Steinite 
Radio  Co.,  Dallas;  A.  I.  Clifford,  district  man- 
ager, Steinite  Radio  Co.,  Indianapolis,  Ind.;  G. 
O.  Clifford,  district  manager,  Steinite  Radio  Co., 
Atlanta,  Ga.;  Lee  Clifford,  district  manager, 
Steinite  Radio  Co.,  Indianapolis,  Ind.;  C.  C. 
Baines,  Peaslee-Gaulbert  Co.,  Louisville,  Ky.; 
F.  C.  De  Haven,  Fisher  Bros.  Paper  Co.,  Fort 
Wayne,  Ind.;  T.  J.  Dugan,  C.  &  D.  Auto  Sup- 
ply Co.,  Cincinnati,  O. ;  E.  F.  Duskis,  district 
manager,  Steinite  Radio  Co.,  Chicago;  Mr.  El- 
liott, district  manager,  Steinite  Radio  Co.,  In- 
dianapolis, Ind.;  Hugh  Ferguson,  Republic 
Radio  Corp.,  Detroit,  Mich.;  Oscar  Getz,  vice- 
president  and  sales  manager,  Steinite  Radio  Co., 
Chicago;  H.  R.  Harris,  sales-service  department, 
Steinite  Radio  Co.,  Chicago;  S.  J.  Helsper,  dis- 
trict manager,  Steinite  Radio  Co.,  Minneapolis, 
Minn.;  L.  S.  Hodges,  Kirkmyer  Motor  Co., 
Richmond,  Va. ;  J.  J.  Horan,  district  manager, 
Steinite  Radio  Co.,  St.  Louis,  Mo.;  L.  J.  Horan, 
district  manager,  Steinite  Radio  Co.,  St.  Louis, 
Mo.;  R.  H.  Hornbeck,  Crescent  Electric  Sup- 
ply Co.,  Dubuque,  la.;  Julian  Jacobs,  district 
manager,  Steinite  Radio  Co.,  New  York;  L.  H. 
Jelly,  Mclntyre-Burrall,  Green  Bay,  Wis.;  E.  C. 
Jesson,    Mclntyre-Burrall,    Green    Bay,  Wis.; 


IT  CI  FV'C  GRAPHITE  PHONO 
LJLl11    J  SPRING  LUBRICANT 

Ilsley'a  Lubricant  makes  the  Motor  make  good. 
Is  prepared  in  the  proper  consistency,  will  not  run 
out,  dry  up  or  become  sticky  or  rancid.    Remains  in 

its  original  form  indefinitely. 
Put  up  in  1,  5,  10,  25  and  50-pound  cans  for  dealers. 
This  lubricant  is  also  put  up  in  4-ounce  cans  to 
retail  at  25  cents  each  under  the  trade  name  of 

FIIDFKA  NOISELESS  TALKING 
UUftLjUrt   MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
1LSLEY-D0UBLEDAY  &  CO.,  229-231  Front  St..  New  York 


other 


Band  Leads  Jobbers  Into  "Steinite  Town" 

Walter  Jessen,  Mclntyre-Burrall,  Green  Bay,  tube  in  the  built-in 
Wis.;  D.  B.  Kopp,  district  manager,  Steinite 
Radio  Co.,  Boston;  F.  A.  Krue,  district  man- 
ager, Steinite  Radio  Co.,  Detroit,  Mich.;  Jack 
L.  Leban,  district  manager,  Steinite  Radio  Co., 
Cleveland,  O.;  Robert  McCollom,  district  man- 
ager, Steinite  Radio  Co.  Salt  Lake  City,  Utah; 
Willi  am  R.  McElroy,  district  manager,  Steinite 
Radio  Co.,  Pittsburgh,  Pa.;  L.  A.  McLean, 
Campbell  Iron  Co.,  St.  Louis,  Mo.;  Mr.  Moy- 
nelo,  district  manager,  Steinite  Radio  Co., 
Washington,  D.  C;  Mr.  Poll,  Poll  Electric  Sup- 
ply Co.,  Toledo,  O.;  C.  E.  Roach,  Capital  City 
Paper  Co.,  Springfield,  III;  Royal-Smith,  Inc., 
district  manager,  Steinite  Radio  Co.,  Dallas; 
Samuel  Schimmel,  Schimmel  Electric  Supply 
Co.,  Philadelphia,  Pa.;  E.  H.  Schulueter,  Larson 
Hardware  Co.,  Sioux  Falls,  South  Dakota;  R.  G. 
Sidnell,  M.  &  M.  Co.,  Cleveland,  O.;  Edward 
Slepian,  Pyramid  Supply  Co.,  Buffalo,  N.  Y.; 
W.  J.  Stroud,  Interstate  Electric  Co.,  Shreve- 
port,  La.;  George  Talmadge,  Schimmel  Electric 
Supply  Co.,  Philadelphia,  Pa.;  L.  R.  Upham, 
Williams  Hardware  Co.,  Minneapolis,  Minn.; 
J.  M.  Ward,  J.  M.  Ward  &  Co.,  Portland,  Ore.; 
A.  J.  Ware,  Schram  &  Ware,  Seattle,  Wash.; 


Edward  H.  Weiss,  Edward  H.  Weiss  Co.,  ad- 
vertising, Chicago;  Mr.  Wildermuth,  the  Fromer 
Co.,  Harrisburg,  Penn.;  E.  J.  Poehler,  A.  J. 
Harwi  Hardware  Co.,  Atchison,  Kan.;  F.  E. 
Harwi,  A.  J.  Harwi  Hardware  Co.,  Atchison, 
Kan.;  Leo  Stein,  National  Radio  &  Supply  Co., 
Los  Angeles,  Cal.;  Salt  Lake  Hardware  Co., 
Salt  Lake  City,  Utah;  Fred  W.  Stein,  president, 
Steinite  Radio  Co.,  Atchison,  Kan.,  and  Guy 
D.  Elwell,  vice-president,  Steinite  Radio  Co., 
Atchison,  Kan. 

At  least  one  of  the  distributors  was  sufficient- 
ly eager  to  attend  to  charter  a  plane  from  Green 
Bay,  Wisconsin,  to  Atchison,  in  company  with 
five  of  his  sales  representatives — yet  it  is  cer- 
tain that  those  who  came  by  rail  were  no  less 
anxious  to  be  on  the  scene  when  Steinite's  new 
line  was  unveiled  for  the  first  time.  The  Stei- 
nite Radio  Co.,  it  is  confidently  expected,  will 
this  year  surpass  its  excellent  record  of  1927. 

The  new  Steinite  line  consists  of  one  table 
model  and  three  console  models,  all  one-dial 
AC  receivers,  and  a  table  and  console  model 
of  the  Steinite  Polyphonic  speaker  which  had 
been  previously  introduced.  The  new  sets  are 
encased  in  fine  woods,  and  are  very  compact. 
Under  the  guidance  of  Fred  Stein,  a  pioneer  in 
the  electric  radio 
field,  the  new  models 
have  been  engineered 
to  a  high  point  of 
perfection,  and  it  is 
planned  to  take  ad- 
vantage of  the  ex- 
periences of  1  a  st 
season  in  AC  con- 
struction. The  new 
receivers  use  the  227 
and  226-AC  tubes,  a 
171  power  tube  and 
the  280  rectifying 
power  pack  and  contain 
important  features. 


F.  J.  Black  Musical 

Director  of  the  Sonora 


Frank  J.  Black,  well-known  composer,  pianist 
and  orchestra  leader,  has  been  appointed  musi- 
cal director  of  the  Sonora  Phonograph  Co.  At 
the  present  time  he  is  conducting  such  popular 
radio  hours  as  Seiberling  and  Ampico,  and  is 
the  leader  of  the  Revelers,  all  of  whose  vocal 
arrangements  he  is  responsible  for.  He  has  had 
many  years  of  recording  experience. 


The  "Black  Grows"  in  Concert 


The  "Two  Black  Crows,"  Moran  and  Mack, 
Columbia  recording  artists  and  musical  comedy 
and  vaudeville  stars,  have  graduated  to  the 
rank  of  concert  artists.  They  will  tour  for 
the  Metropolitan  Musical  Bureau,  in  a  series 
of  concerts  in  the  South  and  West,  beginning 
in  June.  Dealers  have  an  excellent  oppor- 
tunity to  tie  up  advantageously. 


MTg.  Radio  &  Phonograph 

HARDWARE 


PERFECT 
Portable  Needle  Cup 

Open  Stays  Open 
Closed  Keeps  Closed 

Star  Mach.  &  Nov.  Co, 

Bloomfield,  N.  J. 


The  Demand  for  Quality  Never  Ceases 


To  learn  the  difference  between  ordinary  Cotton  Flocks  and 
"QUALITY"  Cotton  Flocks,  order  a  sample  bale  of  our  Stand- 
ard No.  920  for  Phonograph  Record  Manufacturing. 


CLAREMONT  WASTE  MFG.  CO. 


Claremont,  N.  H. 
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MODEL  201— Genuine 
Walnut  Veneer  with 
Maple  Overlay. 
Height,  441/4",  Width, 
34>/4",  Depth,  17". 
Panel  size  30"xl0". 
List  $75. 


|N  presenting  our  new  line  of  Radio  Cabinets 
and  Speaker  Consoles,  we  believe  that  we 
have  again  anticipated  the  popular  demand  for 
the  coming  season  in  quality,  design  and  price. 

All  Superior  Cabinets  and  Consoles  are  equip- 
ped with  the  RCA  100  A  Speaker,  scientifically 
and  acoustically  mounted  to  enhance  the  won- 
derful tone  of  this  famous  unit. 


MODEL  37—  Genuine 
Walnut  Veneer. 
Height,  31",  Width, 
28i/2",  Depth,  17". 
List  $50. 


MODEL  38—  Genuine 
Walnut  Veneer  with 
Maple  Overlay. 
Height,  43",  Width, 
28%",  Depth,  17". 
Panel  size  24"xl0". 
List  $75. 


MODEL  101-Genuine 
Walnut  Veneer. 
Height  32",  Width 
34i4",  Depth  17". 
List  $50. 


Superior 

Cabinet  Cmepme  atioit 


206  Broadway 


MODEL  701— Genuine 
Butt  Walnut  Veneer. 
Height,  49",  Width, 
24V2",  Depth,  17". 
Panel  size  21"x9". 
List  $75. 


New  York  City 


MODEL  18— Genuine 
Walnut  Veneer. 
Height,  31",  Width, 
30",  Depth,  13%". 
List  $50. 
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The  Surest  Shipping 
Protection  for  Fine  Finishes 


ATLAS  Plywood  Packing  Cases  are 
your  best  insurance  against  the  ruin- 
ous mars  and  scratches  that  render  beauti- 
fully finished  radios  and  phonographs 
unfit  for  immediate  customer  display  at 
the  receiving  end.  Jobbers  and  retailers 
are  seldom  equipped  for  expensive  touch- 
ing-up  processes  or  complete  refinishing 


of  marked-up  cabinets.  It  is  little  wonder 
then  that  they  welcome  shipments  in  Atlas 
Cases — cases  that  not  only  protect  the 
finishes  but  assure  the  safety  of  intricate 
working  parts  of  the  machines. 

Atlas  Packing  Cases  are  a  genuine  econ- 
omy for  both  shipper  and  receiver. 


CARRY  THE  WEIGHT  ~ Sfl VE  FREIGHT 


ATLAS    PLYWOOD  CORPORATION 


Park  Square  Building,  Boston,  Mass. 
New  York  Office :  90  West  Broadway    Chicago  Office :  649  McCormick  Building 
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Bremer-Tully  Moving 
to  Larger  Building 

Two  Acres  of  Floor  Space  Will  Be  De- 
voted to  Making  of  Counterphase  Radio 
— Plan  to  Increase  the  Business  Over 
300  Per  Cent  This  Year 


Chicago,  III.,  June  4. — Two  acres  of  floor  space 
will  be  devoted  to  the  manufacture  of  Counter- 
phase  radio  products  in  the  new  quarters  of  the 


New  Home  of  the  Bremer-Tully 

Bremer-Tully  Mfg.  Co.,  at  656-662  Washington 
boulevard,  this  city.  The  move  from  the  for-, 
mer  location  on  Canal  street,  where  the  com- 
pany has  been  so  long  established,  is  the  first 
step  in  a  plan  to  enlarge  business  at  least  300 
per  cent  this  year. 

The  Bremer-Tully  organization  is  one  of  the 
pioneers  in  the  radio  industry.  It  began  with 
the  advent  of  broadcasting  although  both  John 
C.  Tully,  president,  and  Dr.  Harry  A.  Bremer, 
vice-president  and  chief  engineer,  have  been  in 
close  contact  with  radio  developments  for  the 
past  twenty-five  years. 

The  company  originally  made  parts  and  later 
developed  circuits  and  kits,  thus  furnishing  a 
foundation  upon  which  a  sound  and  profitable 
set  manufacturing  business  has  been  built. 
Bremer-Tully  entered  the  set  manufacturing 
business  four  years  ago  and  is  now  an  exclu- 
sive manufacturer  of  receiving  sets,  speakers 
and  phonograph  combinations,  the  line  for  the 
coming   season   ranging  from  $100    to  $1,000, 


with  an  assortment  that  permits  of  a  distributor 
handling  the  line  exclusively. 

Sixty-six  distributors  in  the  United  States 
whose  capital  rating  is  over  $400,000  each 
handle  the  Bremer-Tully  line  and  the  concern 
claims  the  distinction  of  never  having  lost  a  set 
distributor,  having  maintained  its  reputation  of 
making  only  the  highest  quality  products. 

The  company  is  licensed  under  the  patents 
of  -  the  General  Electric  Co.,  Westinghouse, 
American  Telephone  &  Telegraph  Co.  and  Ra- 
dio Corp.  of  America,  besides  holding  numer- 
ous patents  on  circuits  and  parts  and  having 
valuable  connections 
on  phonograph  com- 
binations and  speaker 
devices.  Bremer- 
Tully  was  one  of  the 
first  to  secure  a 
cross-licensing  a  r- 
rangement  with  the 
United  States  Navy 
under  the  foreign 
patents  which  the 
Navy  controls. 

Mr.  Tully  is  one  of 
the  original  organ- 
izers of  the  Radio 
Manufacturers'  Asso- 
ciation and  served  as 
a  director  in  the 
early  days  of  the  or- 
ganization. He  also 
was  chairman  for 
two  years  of  the 
Mfg.  Co.  important  RMA 

Committee  of  advertising  and  publications. 

There  are  several  thousand  authorized  fran- 
chised  Bremer-Tully  dealers  at  the  present  time. 
A  recent  report  stated  that  the  number  of  deal- 
ers has  increased  over  three  times  since  regu- 
lar shipments  of  AC  sets  started  in  October. 


New  Distributors 

for  Zenith  Named 


COTTON  FLOCKS 

Air  floated,  all  injurious  foreign  matter  eliminated 
for 

Record  and  Radio  Mannfactnring 

THE  PECKHAM  MFG.  CO.  2Z^^Tl 


Chicago,  III.,  June  5. — The  Zenith  Radio  Corp., 
manufacturer  of  Zenith  radio  receivers,  recently 
announced  the  appointment  of  two  new  dis- 
tributors in  the  Middle  West  territory.  They 
are  W.  M.  Dutton  &  Sons  Co.,  with  headquar- 
ters at  Hastings,  Neb.,  and  Lindeman-Hoffer, 
Inc.,  with  home  office  in  Kansas  City,  Mo. 

The  Dutton  organization  will  cover  the  en- 
tire State  of  Nebraska,  seventeen  counties  in 
western  Iowa,  thirteen  counties  in  northern 
Kansas  and  three  counties  in  the  northwest 
part  of  Missouri.  A  branch  office  of  the  com- 
pany is  located  at  Omaha,  which  is  devoted  ex- 
clusively to  radio.  Lindeman-Hoffer,  Inc.,  cov- 
ers Kansas  and  western  Missouri.  Both  Mr. 
Lindeman  and  Mr.  Hoffer  have  a  wide  follow- 
ing among  music  dealers  in  that  territory. 


Facts  and  Figures  on 
Sparton  Radio  Ads 

Tremendous  Volume  of  Advertising  on 
Sparton  Radio  Illustrated  by  Array  of 
Figures — 115  Newspapers  Used 

Jackson,  Mich.,  June  6.— Some  interesting 
figures  which  stress  the  tremendous  volume  of 
Sparton  radio  advertising  were  recently  com- 
piled by  the  publicity  department  of  the  Sparks- 
Withington  Co.,  of  this  city,  maker  of  Sparton 
radio  receivers.    The  statement  reads: 

"Persons  who  are  accustomed  to  thinking  of 
advertising  as  an  intangible  something,  costing 
much  money  and  delivering  certain  results  that 
are  hard  to  measure,  may  have  their  ideas 
changed  by  the  following  figures. 

"During  the  seasonsx  of  1927-28,  Sparton  ra- 
dio was  advertised  with  extreme  success  in  115 
metropolitan  papers  and  national  magazines. 

"Imagine  the  task  of  passing  a  handbill  to 
every  man,  woman  and  child  in  the  United 
States.  Imagine,  then,  covering  the  same  terri- 
tory again  and  repeating  the  process.  Then 
cross  into  Canada  and  supply  every  man, 
woman  and  child  there,  and  think  of  having 
several  million  bills  left.  This  will  give  an 
idea  of  the  number  of  Sparton  ads  printed  in 
nine  months.    There  were  278,000,000  of  them. 

"If  these  advertisements  were  all  combined 
into  one  and  that  one  were  a  single  column 
wide,  that  single  column  would  be  so  long  that 
the  Twentieth  Century  Limited  would  require 
more  than  four  months  to  go  from  one  end  to 
the  other.  Further,  if  the  papers  and  maga- 
zines containing  Sparton  radio  ads  during  these 
nine  months  were  stacked  one  on  top  of  the 
other  and  placed  on  a  street  corner  to  sell,  the 
stack  would  be  over  five  hundred  miles  high. 

"If  a  small  town  newspaper  were  to  under- 
take to  print  these  ads,  one  at  a  time,  on  a 
flat-bed  press  making  1200  impressions  an  hour, 
and  worked  eight  hours  a  day — seven  days  a 
week — the  task  would  be  completed  by  the 
grandson  of  the  man  who  started  the  job,  more 
than  seventy  years  later. 

"The  paper  alone,  occupied  by  these  ads, 
weighed  in  the  neighborhood  of  two  million 
pounds,  and  an  entire  freight  train  would  be  re- 
quired to  carry  it. 

"There  is  nothing  intangible  about  these 
figures.  The  publishing  houses  which  received 
the  Sparton  advertising  dollars  handled  these 
millions  of  tons  of  paper;  printed  these  hun- 
dreds of  millions  impressions,  and  then  dis- 
tributed the  Sparton  ads  to  the  readers. 

"And  these  figures  cover  Sparton  radio  only." 


The  Kaufman-Leonard  Co.,  Shelton,  Wash., 
reports  that  it  has  secured  good  business  for 
the  new  Victor  Orthophonic  Automatic  instru- 
ment from  restaurants  in  town. 
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Radio  Man^erS' 

j\SSOCicrtl  Second 
„^  Distributors  to  atten  ^ 

Annual  R«dl° 7r.M.A.  Convention 
FourtK  A^ealu.l5th  ind«si^. 
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EXTRA!  EXTRA! 

The  Second  Annual  R.M.  A,  Ban- 
qfuet,  which  was  scheduled  to  be 
held  at  Rainbo  Qardens,  will  be 
held  at  the  Palmer  House,  State 
and  Monroe  Streets,  Chicago* 

RADIO  MANUFACTURERS' 
ASSOCIATION  TRADE  SHOW 

Under  Direction  of  U.  J.  Herrmann  and  G.  Clayton  Irwin,  Jr. 

HOTEL  STEVENS— CHICAGO 
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Columbia  Phonograph  Co.  to 
Market  Columbia  Radio  Receiver 

Set  Will  Be  Manufactured  Through  Special  Arrangements  With  the  Kolster  Radio 
Corp.  and  Contain  a  Number  of  New  Features — Will  Be  Introduced  Next  Season 


W.  C.  Fuhri,  vice-president  and  general  sales 
manager  of  the  Columbia  Phonograph  Co.,  has 
just  announced  that  Columbia  is  going  into 
radio.  A  new  radio  set,  to  be  known  as  the 
"Columbia,"  will  be  ready  for  the  market  early 
next  season  This  set  will  be  manufactured 
through  special  arrangement  with  the  Kolster 
Radio  Corp  and  is  to  contain  a  number  of  new 
features  developed  in  the  Columbia  research 
laboratories  A  choice  of  models  is  to  be  of- 
fered and  a  carefully  worked  out  pri.ce  range 
will  be  established. 


The  Columbia  radio  set,  besides  enabling 
Columbia  dealers  to  offer  the  public  a  complete 
line  of  Columbia  cabinet,  "portable  and  electric 
reproducing  phonographs,  radio-phonograph 
combinations  and  straight  radio  sets,  is  of 
especial  interest  as  the  history  of  Columbia 
products  extends  over  a  period  of  forty  years, 
back  to  the  days  when  dictating  machines  and 
phonographs  were  interchangeable,  and  it  was 
customary  to  listen  to  the  playing  of  a  record 
by  placing  tubes  in  the  ears,  much  in  the  man- 
ner of  the  present-day  radio  head  set. 


Kolster  Radio  Base-      Herbert  A.  Wiedoeft 
ball  Team  Wins  Dies  in  the  West 


Winners  of  Waverly  League  Champion- 
ship Last  Year  Open  Season  With  9-4 
Victory  Over  the  Pittsburgh  Nine 

The  Kolster  Radio  baseball  team,  champions 
of  the  Waverly  League  last  year,  opened  this 
season  with  a  9-4  victory  over  the  Pittsburgh 


Orchestra  Leader  and  Brunswick  Artist 
Passes  Away  as  Result  of  Injuries  Re- 
ceived in  Automobile  Accident 


Kolster  Team  Opens  Season  With  a 

Plate  Glass  nine,  last  year's  champs  in  the 
Ironbound  Industrial  League  in  Newark,  N.  J. 
As  soon  as  their  schedule  will  permit  they  are 
ready  to  meet  any  teams  for  the  championship 
of  the  radio  industry.  Big  league  ceremonies 
marked  the  opening  of  the  season.  The  Kolster 
Radio  Band  of  fifteen  pieces  played  the  national 
anthem  while  Old  Glory  was  raised  to  the  top 
of  the  staff. 


Herbert  A.  Wiedoeft,  popular  and  widely 
known  orchestra  leader  of  Seattle  and  San 
Francisco,  died  a  few  days  ago  at  Medford, 
Ore.,  from  internal  in- 
juries which  he  receiv- 
ed when  his  automobile 
skidded  off  the  Med- 
ford-Klamath  Falls 
Highway.  Herb  Wie- 
doeft, as  he  was  more 
popularly  called,  was 
a  Brunswick  phono- 
graph artist  and  from 
Victory  the  numerous  engage- 

ments that  he  had  filled  on  the  Pacific  Coast 
his  dance  music  was  constantly  demanded. 
For  two  recent  engagements,  covering  a  period 
of  about  two  years,  this  noted  orchestra 
leader  was  at  the  Hotel  Butler  in  Seattle.  Fol- 
lowing this,  on  May  20,  1927,  he  opened  the 
Trianon  Ballroom  where  he  played  for  a  long 
engagement  which  did  not  end  until  March  31, 
1928.     Several  weeks  before  the  end  of  this 


Look  This  NEW 
Service  Instrument  Over 


After  you  have  seen  the  new  Jewell  Pattern 
No.  199  A.C.  and  D.C.  Radio  Set  Analyzer,  you 
will  agree  that  it  has  desirable  features  not  found 
in  similar  instruments  now  available — features 
that  improve  and  increase  its  value  in  the  servic- 
ing of  radio  sets  and  equipment. 

It  is  entirely  new — designed  to  meet  the  present 
up-to-date  service  demand,  with  additional  fea- 
tures that  anticipate  future  requirements. 

Some  of  the  features  which  mark  it  as  distinctly 
advanced  in  design  are:  A  new  5-prong  plug 
arrangement,  simple  push  button  switches  for 
making  tests,  provision  for  an  accurate  tube  test, 
a  new  cathode  voltage  test, — all  of  which  are  Pattern  No.  199 

distinct  Jewell  accomplishments  and  worthy  contributions  to  the  advancement  of  radio. 

The  two  instruments,  one  an  A.C.  and  the  other  a  D.C,  have  the  following  ranges- 
0-4-8-16-160  A.  C.  Volts  and  0-7.S-75-300-600  D.  C.  Volts  and  0-15-150  Milliamperes.  All 
ranges  are  brought  out  to  binding  posts  and  special  leads  are  provided  for  continuity 
tests.    All  D.C.  voltage  ranges  have  a  resistance  of  1000  ohms  per  volt. 

The  instrument  case  measures  9I4xll^x3^  inches  and  is  covered  with  genuine 
Morocco  leather.  The  complete  set  weighs  7l/2  pounds  and  is  equipped  with  a  handy 
carrying  handle.  A  new  descriptive  circular  No.  2002  gives  complete  details  of  its 
special  features.   Write  for  a  copy. 

Jewell  Electrical  Instrument  Co. 

1650  Walnut  Street,  Chicago 

  "28  Years  Making  Good  Instruments" 


TYPE  M  RECORDING  WAX 

Developed  for  Electrical 
Recording.  Works  at  70°  or 
Normal  Room  Temperature 

F.  W.  MATTHEWS  e.6  Grange, Sn.'j! 


Trianon  engagement,  Mr.  Wiedoeft  was  married 
in  Medford,  Ore.,  to  Miss  Esther  Rineholdt,  of 
Portland,  and  then  he  returned  to  Seattle  with 
his  bride  to  resume  his  engagement,  at  the  con- 
clusion of  which  he  and  his  orchestra  started 
south,  filling  a  number  of  dates  en  route  to  a 
proposed  stay  at  Ocean  Park^  near  Los  An- 
geles. While  passing  through  Oregon,  it  was 
near  the  same  town  where  he  was  married  that 
he  met  his  death. 

Two  of  Herb's  brothers,  Adolf  and  Gay,  are 
members  of  the  Herb  Wiedoeft  orchestra,  while 
Rudolph  Wiedoeft,  in  New  York,  is  said  to  be 
one  of  the  world's  best  saxophone  players. 


Sells  Panatropes  to 
Many  Movie  Stars 

C.  R.  Bowen,  of  the  Fitzgerald  Music  Co., 
Los  Angeles,  Made  Sales  of  Panatropes 
Exceeding  $10,000  Last  Year 

C.  R.  Bowen,  of  the  Fitzgerald  Music  Co., 
Los  Angeles,  is  a  typically  modern  salesman. 
It  is  interesting  to  know  that  during  the  last 


C.  R.  Bowen  Demonstrating  a  Panatrope 

year  he  has  made  over  $10,000  in  Brunswick 
Panatrope  sales  alone.  From  all  appearances 
he  is  going  to  exceed  that  figure  this  year.  Mr. 
Bowen's  clientele  includes  many  of  the  famous 
movie  stars.  He  recently  sold  a  model  P-R 
148-C  to  May  McAvoy,  the  beautiful  star  of  the 
great  Al  Jolson  Vitaphone  success,  "The  Jazz 
Singer,"  shown  in  the  accompanying  photo- 
graph listening  to  the  instrument. 


Columbia  Tram  in  Africa 


In  Durban,  South  Africa,  is  a  city  "tram"  or 
street  car,  known  as  the  "Columbia,"  from  its 
extensive  exterior  advertising.  Front,  back  and 
sides  of  this  conveyance  carry  the  Columbia 
message  in  brilliant  blue,  orange  and  silver. 
What's  more,  the  car  is  a  two-decker,  so  there 
are  two  side  strips  of  advertising,  one  for  each 
deck.  Messrs.  H.  Polliak  &  Co.,  Columbia 
agents  in  Durban,  report  that  the  "Columbia 
Tram"  provokes  continuous  interest,  and  is  con- 
sidered to  be  the  most  attractive  vehicle  in  the 
city  fleet. 


In  New  Engagement 


Leo  Reisman  and  His  Orchestra,  exclusive 
Columbia  record  artists,  who  for  ten  seasons 
have  played  in  the  Egyptian  room  of  the  Hotel 
Brunswick,  Boston,  Mass.,  opens  on  the  "Roof" 
of  the  Waldorf-Astoria  Hotel,  New  York  City, 
on  Monday,  June  11,  for  a  Summer  engagement. 
The  orchestra  returns  to  Boston  in  the  Fall. 
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ANNOINCIN 


THE  NEW 


A.C.ELECTRIC 


Hard-boiled  New  York  fell  for  it  overnight — and  how! 

Radio  never  saw  such  a  welcome  before.  Re-orders 
the  third  day.  With  the  new  FAD  A  10  to  sell,  the 
5000  Fada  dealers  are  sitting  on  top  of  the  world. 

Here's  why  the  FADA  10 
-    won  New  York  so  quickly: 
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Talking  Machine  and 
Radio  Men  Nominate 


Officers  for  New  Season  to  Be  Elected  at 
June  Meeting — Permanent  Secretary  to 
Be  Employed — W.  F.  Scanlan  Speaks 

The  May  meeting  of  the  Talking  Machine 
and  Radio  Men,  Inc.,  held  at  the  Cafe  Boule- 
vard, New  York  City,  on  Wednesday,  May  16, 
opened  with  a  silent  tribute  to  Cyrus  L.  Adler 

and  George  E.  Brightson,  prominent  members 
of  the  phonograph-radio  industry,  who  had 
died  since  the  last  meeting  of  the  association. 
Resolutions  were  passed  that  expressions  of 
sympathy  be  sent  the  families  of  the  deceased. 

The  principal  business  of  the  meeting  was 
the  nominating  of  officers  for  the  coming  year. 
The  following  were  named:  President,  Irwin 
Kurtz  and  Joseph  H.  Mayers;  vice-president, 
Max  Landay,  C.  Buckner  and  J.  H.  Mayers; 
radio  jobbers'  vice-president,  Irving  Sarnoff, 
E.  B.  Ingraham,  Jack  Weber,  Maurice  Landay 
and  Mort  Salzman;  phonograph  manufacturers 
and  jobbers'  vice-president,  E.  W.  Gutten- 
berger;  New  Jersey  dealers'  vice-president, 
Messrs.  Spring  and  Hertzel;  Bronx  dealers' 
vice-president,  Joseph  Tylkoff  and  D.  Rosen- 
baum;  Lower  East  Side  dealers'  vice-president, 
L.  A.  Titefsky;  Lower  West  Side  dealers'- vice- 
president,  M.  Goldberg;  Upper  West  Side 
dealers'  vice-president,  Moe  Goldsmith  and  L. 
T.  Rooney,  and  salesmen's  representative, 
Messrs.  Forster,  Goldsmith,  Cohen  and 
Rooney. 

The  question  of  employing  a  paid  secretary 
to  attend  to  the  needs  of  the  organization  and 
to  give  his  entire  time  to  the  Association's 
welfare  was  discussed.  Applicants  for  the 
position  should  write  a  letter  stating  their 
qualifications  to  Irwin  Kurtz,  president  of  the 
Association,  and  a  committee  composed  of 
Joseph  H.  Mayers,  E,  W.  Guttenberger  and 
E.  B.  Ingraham  will  pass  on  the  merits  of 
the  various  applicants. 

President  Kurtz  informed  the  meeting  that 
a  drive  has  been  started  by  the  Police  Depart- 
ment to  curb  the  practice  of  dealers  playing 
radio  receivers  and  phonographs  at  their  store  - 
doors.  Mr.  Kurtz  and  Mr.  Cunningham,  of 
the  legal  staff  of  the  Columbia  Phonograph 
Co.,  have  made  a  request  for  an  interview 
with  some  official  of  the  Police  Department 
in  order  that  the  situation  may  be  satisfac- 
torily adjusted. 

Dudley  F.  Cohen  told  of  the  plans  for  the 
RMA  Trade  Show  special  train  and  urged  all 
dealers  who  plan  attending  the  convention  and 
show  at  Chicago  to  put  in  their  application  for 
accommodation  immediately. 

Warren  F.  Scanlan,  of  Stanley  &  Patterson, 
technical  adviser  of  the  Association,  gave  a 
brief  talk  on  the  subject,  "Why  We  Have 
Service  Problems."    He  stated  that  90  percent 


of  the  service  calls  on  AC  receivers  are  due 
to  incorrect  installations.  He  advised  dealers 
to  check  up  on  the  voltage  being  received  in 
a  purchaser's  home  before  a  set  is  installed 
and  raise  or  lower  it  to  the  proper  level  in 
order  that  a  receiver  might  operate  properly. 
The  next  meeting  of  the  Talking  Machine  and 
Radio  Men  will  be  held  on  June  27,  at  the 
Cafe  Boulevard,  when  officers  will  be  elected. 


Kellogg  Advertising 
Via  Billboard  Route 


Maker  of  Kellogg  Radio  Closes  Deals  for 
Billboard  Space  in  Middle  West  and 
East — Important  Aid  to  Dealers 

The  words  "Kellogg  A-C  Radio"  will  be 
stamped  upon  the  minds  of  thousands  of  peo- 
ple this  Summer,  for  outdoor  illuminated  bill- 
boards and  wall  bulletins,  placed  where  they 
will  be  viewed  by  the  greatest  number  of 
people,  will  broadcast  the  Kellogg  sales  mes- 
sage to  millions.  The  Kellogg  Switchboard 
&  Supply  Co.,  Chicago,  has  contracted  for 
billboard  space  in  several  large  cities  in  the 
Middle  West  and  the  East.  The  contract 
covers  a  period  of  six  months  and  specifies 
that  the  copy  on  the  boards  is  to  be  changed 
every  month.  There  will  be  a  total  of  about 
fifty  billboards  and  wall  bulletins  used  during 
the  campaign. 

Dealers,  whether  they  are  located  near  the 
Kellogg  boards  or  not,  will  benefit  by  this 
advertising  because  motorists  from  points 
throughout  the  country  will  see  these  posters. 
The  Kellogg  company  has  a  special  co-opera- 
tive outdoor  advertising  plan  for  dealers  in 
cities  and  towns  where  Kellogg  billboards  are 
not  located. 


New  Schubert  Album 
Issued  by  Columbia 

The  Columbia  Phonograph  Co.,  New  York 
City,  as  part  of  its  activities  in  the  observance 
of  the  Schubert  Centennial,  is  issuing  each 
month  a  new  Schubert  Masterworks  Album  of 
records,  the  latest  of  which  is  the  composer's 
Sonata  in  A  Major,  Opus  120,  played  by  Myra 
Hess,  the  celebrated  English  pianist.  The 
company's  plan  is  to  spread  educational  ma- 
terial evenly  over  a  period  of  months,  cul- 
minating in  special  features  for  November,  the 
month  of  Schubert's  death. 

A  special  booklet  describing  the  composition 
and  containing  a  brief  biography  of  Schubert 
and  of  Miss  Hess,  together  with  a  full  listing 
of  the  eighty-seven  Masterworks  albums,  has 
been  distributed  to  Columbia  dealers  for  con- 
sumer distribution.  This  is  in  line  with  Colum- 
bia's exploitation  plans  on  these  records. 


Trade  Mourns  Death 
of  Cyrus  L.  Adler 

Founder  of  Adler  Manufacturing  Co., 
Phonograph  and  Radio  Manufacturer, 
Dies  After  Six  Weeks'  Illness 


LouisvrLLE,  Ky.,  June  4. — Cyrus  L.  Adler,  for- 
mer president  of  the  Adler  Manufacturing  Co., 
of  this  city,  died  on  Thursday  afternoon,  May 
3,  at  St.  Joseph's  Infirmary.  Mr.  Adler  had 
been  in  poor  health  for  four  or  five  months,  and 
had  gone  to  St.  Joseph's  some  six  weeks  prior 
to  his  death  to  undergo  an  operation. 

Mr.  Adler  was  born  in  Rochelle,  III,  in  1865, 


Cyrus  L.  Adler 

and  at  an  early  age  entered  the  lumber  busi- 
ness. In  1903  he  came  to  Louisville  and  organ- 
ized a  company  to  manufacture  reed  organs  and 
pianos.  Gifted  with  indomitable  energy,  a  keen 
and  analytical  mind,  a  rare  personality  and  the 
ability  to  make  and  hold  stanch  friends,  the 
business  prospered  and  the  present  Adler  Manu- 
facturing Co.  is  the  outgrowth  of  his  original 
venture.  During  the  past  ten  years  the  Adler 
phonograph  was  added  to  the  products  manu- 
factured. In  recent  years  the  company  has  been 
a  large  manufacturer  of  radio  cabinets,  manu- 
facturing both  for  the  makers  of  sets  and  for 
the  retail  trade. 

Mr.  Adler  is  survived  by  his  widow,  Mrs.  Alice 
G.  Adler;  his  daughter,  Mary  Helen,  a  senior  at 
Vassar,  and  his  son,  John,  a  freshman  at  Yale. 
His  loss  is  mourned  by  a  wide  circle  of  friends 
and  associates  and  by  his  employes,  who  fairly 
idolized  him.  It  is  the  ambition  of  his  asso- 
ciates to  maintain  the  same  high  ideals  in  the 
conduct  of  the  business  which  characterized  it 
during  Mr.  Adler's  lifetime.  N.  P.  Bloom,  for- 
merly secretary  and  general  sales  manager  of 
the  company,  succeeds  to  the  presidency. 


Carl  Bauer,  music  dealer  of  Brooklyn,  N.  Y., 
died  suddenly  on  Friday,  May  25. 


No.  33 


JEWEL  REPRODUCERS 
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reproduction. 
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and  great  volume 
with  least 
surface  or 
needle  noise. 


the  Song  of  a  [ark 


JEWEL   PHONOPARTS  COMPANY 
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Interesting  Events  of 
the  Trade  in  Pictures 


Left — An  example  of 
Mohawk  delivery  effi- 
ciency. Big,  fast  trucks 
such  as  the  one  illus- 
trated bring  Mohawk- 
dealers  and  distribu- 
tors together — another 
instance  where  "Serv- 
ice to  the  Customer" 
is  the  watchword 


Above — The  Geist  Music  Co.,  of  Shamokin.  Pa., 
had  the  attractive  exhibit  illustrated  herewith 
at  a  local  fair  and  secured  a  great  amount  of 
publicity  and  attention  in  addition  to  stimu- 
lating sales 


Right — In  the  town  of 
Eagle  Pass  on  the 
banks  of  the  Rio 
Grande  the  Riskind 
Furniture  Co.,  Bruns- 
wick dealer,  does  a 
flourishing  business. 
The  establishment  re- 
cently sold  a  Panu- 
trope  to  the  Central, 
leuding  hotel,  so  that 
residents  and  visitors 
can  eat  their  Mexican 
food  amid  the  strains 
of  the  latest  Bruns- 
wick records 


Above — Members  of  the  F.  A.  D. 
Andrea  organization  spent  many  a 
merry  night  during  the  past  winter 
competing  in  the  Fada  bowling  league, 
and  no  wonder  competition  was  so 
jfree/i  with  the  trophy  illustrated  above 
J      as  the  reward  for  the  winners 


Above — Ernest  R.  Loveman,  advertising  manager 
of  the  Philadelphia  Storage  Battery  Co.,  who  is 
busily  engaged  planning  the  tremendous  advertising 
campaign  which  will  launch  the  new  Philco  radio 


Above — George  Cugley,  vice-president  of  the 
Buckeye  Mfg.  Co.,  of  Springfield,  O.,  prominent 
member  of  the  radio  industry 


Above — Beauties,  both  of  them.  Note  the  rapt 
expression  on  the  face  of  Dorothy  Mackaill. 
featured  artist  of  First  National  motion  pictures, 
as  she  listens  to  music  being  reproduced  b\ 
Radiola  30A 


Above— The  Rocky  Mountain  Radio  Corp.,  Denver,  Col,  exclusive  Majestic  Distributor  for  Colorado,  Wyoming  and  New  Mexico,  created  a  great  amount  of 
interest  for  Majestic  products  by  a  mystery  advertising  campaign  The  tire  cover  on  each  of  the  salesmen's  automobiles  carried  the  name  "Majestic-  and  a 
large  question  mark  and  people  in  all  sections  were  speculating  as  to  the  meaning  of  the  question.  The  members  of  the  sates  organization  shown  in  the 
photograph  are:    Helen  Edwards,  Paul  B.  Lanius.  president:  Frank  W.  Gray,  Rose  Van  Strom.  R.  R.  DeVille.  Mrs.  D.  H.  Edwards,  Cecil  Tate.  A.  D.  Myers, 

V.  S.  Peecher,  sales  manager;  W.  M.  Rubidge,  F.  J.  Highberg  and  H.  K.  Hamann 
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Panatrope  Featured 
at  Omaha  Exposition 

Noll  Electric  Co.,  Brunswick  Wholesaler 
in  Omaha  Territory,  Sponsors  Interest- 
ing Exhibit  at  Better  Homes  Show 


At  the  recent  "Better  Homes  Exposition," 
held  in  Omaha,  the  Brunswick  Panatrope  was 
prominently  displayed  by  the  Noll  Electric  Co., 


Panatrope  Display  at  Omaha  Exposition 


jobber  of  Brunswick  products  in  that  district. 
The  Noll  display  was  one  of  the  smartest  in 
the  exposition,  and  in  addition,  this  company 
supplied  the  music  for  the  exposition  with  a 
P-3  model  of  the  Panatrope,  mounted  on  the 
balcony.  A  special  girl  was  engaged  to  oper- 
ate the  instrument  with  an  album  of  150  rec- 
ords. In  that  way  over  50,000  people  heard  the 
Panatrope  during  that  week,  and  it  is  under- 
stood that  the  Noll  Elec.  Co.  developed  numer- 
ous prospects  during  the  week  of  the  exposition. 

Market  New  Bodine 
Electric  Turntable 

Designed  Especially  for  Use  in  Radio- 
Phonograph  Combinations  —  Equipped 
With  Single  Phase  Induction  Motor 

The  Bodine  Electric  Co.,  2256  West  Ohio 
street,  Chicago,  111.,  announces  the  new  Bodine 
Model  RC10  electric  turntable,  which  has  been 


New  Electric  Turntable 


designed  especially  for  use  in  radio-phonograph 
combinations.  The  Model  RC10  unit  is  equipped 
with  a  single  phase  induction  motor  that  has  no 
commutator  or  brushes,  and  therefore  cannot 
introduce  interference  in  the  loud  speaker, 
usually  caused  by  sparking  at  the  brushes. 

The  modern  trend  to  use  an  electric  phono- 
graph pick-up  in  conjunction  with  the  amplifier 
in  a  radio  receiver  for  electrical  reproduction  of 
phonograph  records  has  created  a  demand  for 
an  electric  "turntable  which  will  not  create  dis- 
turbances^iri  the  electrical  circuit  which  oper- 
ates not  only  the  electric  turntable,  .but  also  the 
radio  amplifier  and  rectifier  units. 

The  new  Bodine  Model  RC10  electric  turn- 
table will  be  furnished  to  manufacturers  of  elec- 
tric phonographs  and  also  will  be  merchandised 
through  the  regular  jobbing  channels. 

i  Fada  Metropolitan  Exhibit 

1  The  complete  1928-29  line  of  Fada  Radio 
was  placed  on  exhibition  at  the  Hotel  Astor, 
New  York,  during  the  week  of  May  21.  The 
exhibit  was  staged  by  F.  A.  D.  Andrea,  Inc., 
in  co-operation  with  Fada  distributors  in  the 


metropolitan  district,  Blackman  Distributing 
Co.,  Steelman,  Inc.,  and  Triangle  Radio  Sup- 
ply Co.  A  large  attendance  of  Fada  dealers 
was  reported,  with  advance  orders  of  very  sat- 
isfactory volume.  A  dinner  for  the  retail 
organizations  of  Fada  Radio  was  given  at  the 
Astor  on  the  evening  of  May  25. 

Audak  Co.  Issues 

Fine  House  Organ 

"Audak  Ultra  Rays"  has  made  its  bow  to 
the  trade.  This  interesting  house  organ,  edited 
by  Hart  Lehman,  advertising  counsellor  to 
Maximilian  Weil,  president  of  the  Audak  Co., 
New  York,  is  published  monthly  in  the  interest 
of  the  music  trade.  Its  contents  are  aptly 
described  in  the  opening  paragraph:  "A  little 
of  this  and  a  little  of  that  .  .  .  here  a  chuckle 
and  there  a  bit  of  homely  advice  ...  a  smile  or 
two  to  lighten  the  day's  routine  .  .  .  and  we 
hope  you'll  like  us." 


Appointed  Maryland 
Majestic  Distributor 

H.  R.  Eisenbrandt  Sons,  Inc.,  Will  Cover 
Entire  State  of  Maryland  and  Portions 
of  Other  States  and  Washington 

H.  E.  Young,  Eastern  manager  of  the  Grigs- 
by-Grunow  Co.,  manufacturer  of  the  Majestic 
line  of  radio  equipment,  recently  announced  the 
appointment  of  H.  R.  Eisenbrandt  Sons,  Inc., 
216  West  Franklin  street,  Baltimore,  Md.,  as 
a  distributor  of  the  Majestic  line  to  cover 
the  entire  State  of  Maryland  and  portions  of 
Delaware,  Washington  and  Virginia.  The 
Eisenbrandt  organization  is  one  of  the  best- 
known  distributing  organizations  in  its  section 
of  the  country  and  is  favorably  regarded  by 
music  dealers,  having  formerly  been  a  Victor 
wholesaler.  Mr.  Eisenbrandt  and  his  entire 
sales  organization  recently  made  a  trip  to  the 
Grigsby-Grunow  plant  in  Chicago. 


ART 
MODERN  E 


GAIN  looking  ahead  in  trends 
of  the  fickle  public  taste  regard- 
ing furniture,  Watsontown  will  intro- 
duce to  the  trade  Radio  Furniture 
designed  in  the  Moderne  Manner.  The 
better  shops  are  introducing  the  start- 
ling beauty  of  this  new  art  in  Furniture 
to  the  Public. 

Visit  our  Trade  Show  Exhibit  and  see 
the  beauty  of  this  furniture.  It  will 
profit  you,  for  the  profits  go  to  those 
who  lead  and  not  to  those  who  follow. 


A  Surprise  Awaits  You 

Booth  74    Demonstration  Room  561 

R.M.A.  Trade  Show 
June  11 '15      Stevens  Hotel,  Chicago 


Watsontown  Table  &  Furniture  Co* 

Watsontown,  Pa. 
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National  Carbon  Co.,  Inc.,  to 

Enter  Radio  Receiving  Set  Field 

Manufacturer  of  Eveready  Batteries  Will  Produce  AC  and  Battery  Operated  Sets — 
Will  Be  Offered  to  the  Public  in  Fall  Under  Trade  Name  "Eveready" 


The  National  Carbon  Co.,  Inc.,  manufacturer 
of  Eveready  batteries,  has  announced  a  decision 
to  enter  the  radio  receiving  set  field  with  a 
line  of  both  AC  and  battery  operated  sets,  be- 
ginning with  the  Fall  radio  buying  season. 
The  announcement  was  made  in  the  following 
statement  signed  by  W.  J.  Knapp,  president: 

"The  National  Carbon  Co.  has  decided  to 
enter  the  radio  receiving  set  field.  Both  AC 
batteryless  receiving  sets  and  battery  operated 
sets  will  be  marketed  by  this  company  under 
the  trade  name  of  Eveready.  The  decision  to 
produce  the  sets  has  been  arrived  at  as  a 
result  of  considerable  research  and  experi- 
mentation, as  this  company,  with  its  great 
responsibility  to  the  trade  and  the  public,  did 
not  feel  that  it  could  conscientiously  enter  this 
new  market  until  a  receiving  set  of  wholly 
desirable  standards  had  been  developed. 

"We  make  this  announcement  at  this  time 
to  dispel  various  rumors  which  are  prevalent 
as  we  do  not  wish  to  contribute  in  any  way 
1o  a  situation  which  might  be  calculated  to 
disturb  the  radio  trade.  Models  of  the  sets 
will  be  offered  to  the  public  in  the  Fall.  De- 
tails of  the  technical  aspects  of  these  receivers 
will  be  made  public  in  a  few  weeks.  It  is  but 
right  to  say  that  we  have  carefully  considered 
every  phase  of  the  radio  industry  at  this  time, 
and  believe  that  there  is  ample  room  for  vol- 


ume sales  of  both  a  strictly  modern  AC  set 
and  a  battery  operated  set  based  on  a  power 
consumption  principle  which  should  mark  an 
innovation  in  that  side  of  the  industry." 

In  addition  to  its  leadership  in  the  radio 
battery,  flashlight  and  carbon  products  fields, 
the  company  is  also  a  pioneer  in  broadcast 
entertainment,  being  the  sponsor  of  the 
Eveready  Hour,  which  is  broadcast  weekly 
over  a  national  network.  Its  sales  organiza- 
tion is  said  to  be  in  contact  with  more  than 
sixty  thousand  dealers  and  its  intimate  asso- 
ciation with  the  jobbing  and  distribution  sys- 
tems of  the  country  has  resulted  in  a  wide 
trade  acceptance  for  its  products.  The  com- 
pany recently  introduced  a  new  anti-freeze 
preparation  for  automobiles. 

Entrance  of  the  National  Carbon  Co.  into 
the  radio  receiver  business  brings  into  that  field 
of  radio  activities  an  organization  of  sufficient 
scope  in  resources,  sales  personnel  and  ad- 
ministrative abilities  to  mark  it  as  a  factor 
of  major  importance.  At  the  outset  of  the 
original  boom  in  radio  the  company  assumed 
leadership  in  the  selling  of  radio  A,  B  and  C 
dry  cell  batteries.  It  developed  the  Layerbilt 
B  battery,  constructed  in  layers  instead  of 
cylindrical  cells,  and  is  now  marketing  two 
types  of  Layerbilts,  one  for  heavy  duty  and 
one  for  light  duty. 


Demand  for  Portables  Features 
Month  in  Cincinnati  Trade  Area 

New  Victor  Portable  2-55  Proving  a  Sensation — Brunswick   Symphony  Recordings 
Featured  at  Biddle  Shop — New  Starr  Electric  Pick-up  Gets  Fine  Reception 


Cincinnati,  0.,  June  4. — Dealers  in  talking 
machines  state  that  sales  have  been  at  a  very 
good  level  the  past  four  weeks.  At  this  time 
all  lines  are  moving  in  a  satisfactory  way  and 
there  is  an  exceptionally  good  demand  for 
portable  talking  machines. 

The  latest  sensation  here  in  the  talking  ma- 
chine line  is  the  new  2-55  portable  Victor, 
which  is  now  being  distributed  in  this  territory 
by  the  Ohio  Talking  Machine  Co.  "It  has  an 
Orthophonic  sound  box  and  its  reproduction 
is  unexcelled,"  explained  C.  H.  North,  vice- 
president  of  the  Ohio  Co.  "At  present  the 
demand  for  this  instrument  is  greater  than 
the  supply,  but  we  will  have  a  larger  stock 
soon." 


At  the  Baldwin  Victrola  Shop  it  was  re- 
ported by  Miss  Nan  Tighe,  manager,  that  the 
new  Victor  bookcase  model  has  been  moving 
in  a  fine  way  and  that  there  is  a  splendid 
demand  for  portables  at  this  time. 

At  the  Biddle  Brunswick  Shop  the  Brunswick 
Symphony  recordings  are  being  featured  and 
these  are  attracting  a  great  many  discriminat- 
ing lovers  of  music. 

"The  d  emand  for  portables  is  very  large  and 
these  instruments  have  become  an  important 
trade  feature,"  said  M.  W.  Fantle,  head  of 
the  M.  W.  Fantle  Co.  E.  J.  Liebman,  Fantle 
field  man,  who  has  just  returned  from  a  trip 
through  central  Ohio,  reports  that  business 
is  improving  in  all  parts  of  his  territory. 


At  the  store  of  the  Starr  Piano  Co.  it  was 
reported  by  G.  E.  Hunt,  retail  manager,  that 
the  new  Starr  Electric  Pick-up  talking  machine 
has  met  with  a  fine  reception.  This  is  now 
offered  in  the  Style  34  case,  but  other  models 
will  be  put  out  from  time  to  time.  Charles 
J.  Meinberg,  local  manager,  has  just  returned 
from  a  visit  to  the  Starr  factories  in  Richmond. 

At  the  Abbott  Store,  Seventh  and  Elm,  it 
was  reported  that  they  have  been  having  a 
fine  demand  for  Radiola  No.  18,  and  that  the 
Pal  and  Artone  portable  instruments  have  been 
moving  briskly. 

E.  B.  Daulton,  manager  of  the  Cincinnati 
branch  of  the  Brunswick-Balke-Collender  Co., 
spent  the  past  week  in  Louisville,  looking  after 
business  affairs  in  general. 


Dr.  Stanley  Marie, 
CeCo  Chief  Chemist 

Addition  to  Organization  of  Providence 
Firm  Widely  Experienced 

Providence,  R.  I.,  June  1—  Ernest  Kauer,  chief 
engineer  of  the  CeCo  Mfg.  Co.,  this  city,  an- 
nounced the  appointment  of  Dr.  Stanley  Marie 
as  chief  chemist  of  the  CeCo  organization.  Dr. 
Marie  has  published  about  100  technical  papers. 
He  has  taught  science  and  radio  in  Boston 
English  High  School,  is  a  member  of  the  Ameri- 
can Chemical  Society,  American  Association  for 
Advancement  of  Science,  American  Society  for 
Testing  Materials  and  the  American  Electro 
Chemical  Society.  He  also  has  had  considerable 
experience  as  a  radio  amateur,  his  license  being 
11C  and  10F. 

He  was  at  one  time  chief  chemist  of  the 
Acme  Smelting  Co.,  and  consulting  chemist  for 
a  good  many  organizations,  among  them  being 
the  U.  S.  Smelting  &  Refining  Co.,  Columbia 
Lacquer  &  Paint  Co.,  and  others.  Dr.  Marie 
was  educated  at  Wentworth  Institute,  Franklin 
Union,  and  Harvard,  receiving  his  Ph.D. 


Fada  Plans  for  Show  Week 


In  addition  to  the  permanent  Fada  exhibit 
at  2619  South  Michigan  avenue,  Chicago,  Fada 
Radio  is  showing  the  complete  line  both  at 
the  Blackstone  Hotel  and  the  Hotel  Stevens 
during  the  Radio  Trade  Show.  The  Fada  re- 
ceivers will  be  demonstrated  at  the  Blackstone. 
A  banquet  to  distributors  and  special  jobber 
meetings  are  also  planned  by  F.  A.  D.  Andrea, 
Inc.,  for  show  week. 


New  Federal  Products 


Buffalo,  N.  Y.,  June  4. — For  the  past  month 
it  has  been  rumored  that  the  Federal  Radio 
Corp.,  of  this  city,  is  preparing  to  announce 
an  entirely  new  line  which  will  be  shown  at 
the  RMA  trade  show  in  Chicago  next  week. 


Ask  for  a  copy  of  catalog  illustrating  and 

describing  motors  with  1,  2,  3  and  4  springs, 
playing  2  to  10  records  with  one  winding. 


Exclusive  Features 


which  will  increase  the  sales 
value  of  your  phonographs  are 
incorporated  in  the  superior 
line  of 

KRASCO  silent 
MOTORS 

Phonograph  Motor  Co. 

Elkhart,  Indiana,  U.S.A. 


Krasco 
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Glad  to  Prove  It! 

IF  you  believe  in  saving  all  the  money 
possible  on  packing  and  shipping  costs, 
send  for  an  H  &.D  Package  Engineer.  He 
will  gladly  show  you  how  to  effect  sub- 
stantial economies  in  your  packaging. 

Fragile  glassware,  delicate  instruments, 
electric  motors,  heavy  paint  cans,  live  baby 
chicks  —  these  and  hundreds  of  other 
products  of  all  sizes,  shapes  and  weights,  have 
been  packed  in  specially  designed  H  &  D 
Corrugated  Fibre  Shipping  Boxes  and 
shipped  safely  to  the  four  corners  of  the 
nation— at  a  saving  over  previous  methods. 

An  H  &  D  Package  Engineer  will  be  glad 
to  prove  he  can  save  you  money — at  no  cost 
to  you.  Write  now  and  secure  real  proof. 

THE  HINDE  &.  DAUCH  PAPER  COMPANY 

280  Decatur  Street  •  •  Sandusky,  Ohio 
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Sixth  Annual  Crosley-Amrad 

Distributors'  Convention  Held 

More  Than  250  Delegates  Representing  the  Entire  United  States  and  Canada  Partici- 
pate in  Most  Successful  Gathering — New  Receivers  and  Speaker  Shown 


With  more  than  250  present,  delegates  rep- 
resenting the  entire  United  States  and  Canada, 
the  Sixth  Annual  Distributors'  Convention  of 


Powel  Crosley,  Jr. 


the  Crosley-Amrad  radio  corporations,  held  in 
Cincinnati,  May  15  and  16,  was  the  most  suc- 
cessful in  the  history  of  either  organization. 
Introduction  of  greatly  improved  new  receiving 
sets  and  a  remarkable  new  loud  speaker  fea- 
tured the  convention. 

Enthusiasm  among  Crosley  and  Amrad  dis- 
tributors reached  a  high  pitch,  and  the  sugges- 
tion by  Powel  Crosley,  Jr.,  president  of  the 
Crosley  Radio  Corp.,  and  chairman  of  the  board 
of  the  Amrad  Corp.,  that  business  of  both  con- 
cerns this  year  would  double  that  of  last  year, 
was  enthusiastically  received  by  the  salesmen. 
Even  before  the  convention  adjourned,  orders 
were  placed  for  a  large  volume  of  business. 

One  of  the  outstanding  features  of  the  con- 
vention was  an  elaborate  banquet  and  enter- 
tainment staged  in  the  ballroom  of  the  Hotel 
Gibson  on  the  evening  of  May  15,  when  the 
principal  guest  of  honor  was  Hon.  Murray  Sea- 
songood,  Mayor  of  Cincinnati.  He  highly  com- 
plimented Mr.  Crosley  and  his  organization  for 
the  progress  it  has  made  in  the  radio  world, 
and  tendered  the  thanks  of  Cincinnati  for  the 


the  corporation  is  spreading  the  virtues  of  the 
Queen  City  to  the  world.  This  is  being  done 
principally  through  the  two  broadcasting  sta- 
tions operated  from  the  Crosley  factories.  They 
are  WLW  and  WSAI,  the  operation  of  which 
was  recently  acquired  by  Mr.  Crosley. 

Before  leaving  Cincinnati  the  visiting  dis- 
tributors and  salesmen  gave  H.  Curtiss  Abbott, 
general  sales  manager,  assurance  that  they  will 
double  their  efforts  in  1928,  and  will  be  greatly 
disappointed  if  they  are  not  successful  in  in- 
creasing the  volume  of  business  100  per  cent. 

Many  pleading  features  marked  the  conven- 
tion. New  receiving  sets  and  a  remarkable  new 
loud  speaker*  attracted  the  favorable  attention 
of  the  visitors.  Nothing,  however,  could  have 
made  a  more  lasting  impression  than  a  Jewel- 
box  scene  presented  as  the  climax  to  a  three- 
hour  entertainment  on  Tuesday  evening.  The 
accompanying  photograph  tells  the  story. 

The  girls  who  represented  the  various  hours, 
which  are  heard  by  radio  users  everywhere, 
were  selected  from  the  offices  of  the  Crosley 


The  Climax  of  the  Convention 


Radio  Corp.  Just  before  the  alluring  maids 
thrust  their  pretty  faces  through  the  velvet  cur- 
tain, silver  balloons  were  popped  to  make  way 
for  the  girls.  The  picture  presented  by  the  bal- 
loons was  that  of  a  string  of  pearls;  then  when 
the  young  ladies  appeared  the  picture  was  a 


Distributor  Flies 

to  Attend  Conclave 

Fred  E.  Burrall  and  His  District  Man- 
agers Make  a  Quick  Trip  to  Steinite 
Convention  in  Atchison,  Kan. 


One  of  the  interesting  highlights  of  the  re- 
cent convention  of  distributors  at  the  Steinite 
Radio  Co.  factories  in  Atchison,  Kansas,  April 


Went  to  Conclave  via  Plane 


30,  May  1,  was  the  flight  from  Green  Bay, 
Wisconsin,  to  Atchison  by  Fred  E.  Burrall, 
president  of  the  Mclntyre-Burrall  Co.,  Steinite 
distributor  for  Wisconsin  and  upper  Michigan, 
and  five  of  his  district  managers. 

After  attending  the  two-day  conference  at  the 
Steinite  factory,  radio  flying  troupe  determined 
to  bring  the  first  Steinite  AC  electric  radio  for 
1929  to  Green  Bay  by  air.  With  one  of  the 
new  table  models  as  freight  the  party  flew 
from  Atchison  to  Green  Bay  in  exactly  four 
hours  and  forty-one  minutes.  Arriving  at  the 
Wisconsin  city,  Mr.  Burrall  presented  the  set 
to  William  Bubolz,  a  leading  Steinite  dealer  in 
Green  Bay. 

The  trip  furnished  a  striking  illustration  of 
the  progress  in  both  aviation  and  radio.  The 
spectacle  of  a  jobber  flying  to  a  convention 
sponsored  by  a  manufacturer  and  rushing  back 
the  new  season's  model  to  a  dealer  by  the  same 
route,  all  in  three  days,  indicates  the  relatively 
high  importance  of  radio  in  American  life.  The 
gentlemen  shown  in  the  above  photograph  from 
left  to  right  are  Lee  H.  Jelly,  Oshkosh  district 
sales;  Walter  Jessen,  Madison  district  sales; 
Eddie  Merritt,  pilot  of  plane;  Fred  E.  Burrall, 
president,  Mclntyre-Burrall  Co.,  Edward  P. 
Burrall,  Wausau  district  sales,  and  Everett  C. 
Jessen,  Milwaukee  district  sales. 

Fada  Executive  Sees 
Seasonal  Slump  End 

The  year  1928  may  see  the  seasonal  slump 
in  radio  forever  eliminated  from  the  considera- 
tion of  manufacturers,  according  to  R.  M. 
Klein,  general  manager  of  F.  A.  D.  Andrea, 
Inc.,  manufacturer  of  Fada  Radio. 

"In  the  early  years  of  broadcasting  March 
to  September  were  the  dog  days,"  said  Mr. 
Klein.  "This  seasonal  slump  held  through 
1925.  Then  in  1926  the  falling  off  in  sales  oc- 
curred late  in  April  with  a  correspondingly 
earlier  pick-up  in  the  Fall.  Last  year  manu- 
facturers were  rushed  until  the  middle  of  May. 
The  slump  broke  in  July  with  sales  curves 
showing  a  healthy  rise  through  the  remainder 
of  the  Summer.  This  pointed  to  bright 
prospects  for  1928  and  these  hopes  are  being 
realized.  There  has  been  scarcely  a  lapse  this 
year,  with  an  earlier  start  than  ever  in  the 
history  of  the  business.  This  year  dealer 
orders  were  on  the  books  as  early  as  May." 

Mr.  Klein  attributes  this  partly  to  the  clear- 
ing up  of  broadcasting  problems  with  conse- 
quently better  twelve  months'  service  on  pro- 
grams and  the  improved  design  of  radio  sets. 


Nick  Lucas,  Brunswick  recording  artist,  auto- 
graphed records  at  the  phonograph  section  of 
the  Kansas  City  Power  &  Light  Co.  during  a 
recent  visit  to  Kansas  City,  Mo.  The  company 
tied  up  through  displays  and  advertising. 


dignified,  yet  very  forceful  manner  in  which     string  of  other  jewels. 


The 

B.  B.  L.  Motor 

M'f'd  Under  Patent  No.  1,667,531 

This  improved  type  motor  has  been  designed  by  engineerssef  B  B. 
Laboratories  Inc.,  and  is  widely  recognized  for  its  wonderful  results 
in  loud  speaker  work.  The  armature  has  a  large  cross  section  area 
l/16"x5/8",  therefore  it  handles  power  without  saturation.  It  is 
short  to  reduce  moment  of  inertia.  Its  width  is  ten  times  its  thick- 
ness to  reduce  eddy  current  losses.  The  laminated  pole  pieces  are 
cast  integral  with  the  frame,  assuring  permanent  adjustment,  and 
special  testing  methods  insure  the  uniformity  of  the  product. 

Manufactured  and  Guaranteed  by 

BEST  MANUFACTURING  CO. 

1200  GROVE  STREET  IRVINGTON,  N.  J. 

See  Us  at  Chicago  Radio  Show,  Booth  Number  14 
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$  "|  *\  ,50  ®e  Luxe  Model  complete  with  Counter- 
Model  No.  124      LJ         balanced  Tone  Arm 

<fc-f  L>e  Luxe  Model  without 

Model  No.    Tone  Arm 

Slightly  Higher  West  of  Rockies 


—a  year  ahead  in 

Electric  Pick-up  design 


r 


Outstanding  Features  of  the 
DE  LUXE  Models 

Pacent  Phonovox 

THE  Electric  Pick-up 


The  NEW  "De  Luxe"  Models  Pacent 

Pmonovox 

THE  Electric  Pick-up 

|EAD  the  6  outstanding  features  at  the 
right!  Compare  them  with  any  other 
pick-up  you  know  about!  Each  feature 
furnishes  a  real  sales  building  talking 
point.  Not  until  you  have  actually  heard  the  repro- 
duction of  this  newest  Pacent  creation  can  you 
realize  how  far  superior  is  the  performance  of  this 
"year  in  advance"  electric  pick-up. 

Prove  these  statements  to  your  complete  sat' 
isf action!  Order  a  sample  from  your  jobber 
and  test  it  out  in  your  own  home — in  your 
store!  If  he  cannot  supply  you — write  us 
and  we  will  see  that  you  receive  one  promptly. 


PACENT  ELECTRIC  CO.,  Inc. 


1. 

2. 

3- 
4- 

6- 


91  SEVENTH  AVE.         -         NEW  YORK  CITY 

Makers  of  the  famous  Pacent  Radio  Speaker 
Manufacturing  Licensee  for  Great  Britain  and  Ireland 
lgranic  Electric  Co.,  Ltd.,  Bedford,  England 


The  ONLY  pick-up  device  designed 
for  use  with  the  fibre  needle  without 
loss  of  volume.  Using  fibre  needle 
gives  truer  tones  without  the  objec- 
tional  needle  scratch. 

Permits  changing  from  radio  to  elec- 
tric phonograph  reproduction  with- 
out the  necessity  of  removing  the 
detector  tube. 

Gives  complete  coverage  of  the  mu- 
sical range  due  to  the  scientifically 
designed  magnetic  generator. 

Counter-balanced  tone  arm  provides 
correct  weight  at  needle  point  for 
obtaining  best  reproduction. 

Swinging  Tone  Arm  Attachment  on 
De  Luxe  Model  105A  without  Tone 
Arm,  permits  installation  on  phono- 
graphs with  either  left  or  right  hand 
tone  arms. 

Netu  design  triangular  needle  holder 
takes  either  steel  or  fibre  needle  and 
assures  proper  angle  of  needle  to  the 
record. 

List  Price 

$13.50 

Complete  with  Counter- 
Balanced  Tone  Arm, 
adapters  for  both  A.  C. 
and  battery  operated  sets 
ad  volume  control. 
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Canadian  Victor  Branch  Managers 
Hold  Convention  in  Montreal 

Executives  and  Sales  Staffs  of  Victor  Talking  Machine  Co.  and  Associated  "His 
Master's  Voice"  Companies  Hold  Three-Day  Gathering  at  Mount  Royal  Hotel 


Montreal,  Canada,  May  23. — The  Victor 
Talking  Machine  Co.  and  the  associated  "His 
Master's  Voice"  companies  wound  up  the  three- 
day  convention  of  their  branch  managers  and 
sales  staff  at  a  dinner  tonight  in  the  Mount 
Royal  Hotel,  which  has  been  the  headquarters 
for  the  conference  since  Monday.  The  speakers 
at  the  dinner  were  B.  M.  Berliner,  president, 
and  Col.  H.  J.  Trihey,  one  of  the  directors. 

Tours  of  inspection  of  the  factory  and  new 
models  and  round-table  discussions  formed  the 
order  of  the  day  on  Monday.  This  was  fol- 
lowed by  an  address  by  H.  E.  Walker,  secre- 
tary-treasurer. In  the  evening  a  theatre  party 
was  held  after  dinner  at  the  hotel.  Yesterday 
morning  discussions  continued  on  the  previous 
day's  findings.  Miss  Mabel  Rich,  who  was  in 
charge  of  the  educational  department,  addressed 
the  large  delegation  at  the  hotel  on  "Educa- 
tional Work  in  the  Schools."  The  speaker 
threw  much  light  on  some  of  the  puzzling  prob- 
lems concerned  with  musical  education  of  the 
child,  both  at  home  and  at  school.    J.  H.  Big- 

Five  Men  Added  to 
Jensen  Sales  Force 

Four  to  Call  on  Jobbers,  Other  One  to 
Call  on  Manufacturers — New  Jobbers 
Appointed  in  Important  Districts 

Five  appointments  to  the  sales  force  of  the 
Jensen  Radio  Mfg.  Co.— -Chicago,  —III.,  and- 
Oakland,  Cal.,  have  been  made  by  Thomas  A. 
White,  general  sales  manager.  Four  of  the  men 
have  been  assigned  definite  territory  and  will 
devote  the  greater  part  of  their  time  to  the 
jobbing  trade,  while  the  fifth  will  call  on 
manufacturers. 

J.  W.  Sands,  with  headquarters  at  Dayton, 
O.,  will  contact  the  wholesale  trade  in  Ohio, 
Michigan,  Indiana,  Kentucky  and  West  Vir- 
ginia.   Mr.  Sands  was  with  the  Magnavox  Co. 


gar,  sales  manager  of  western  territories,  and 
J.  Dumouchel,  manager  of  eastern  territories, 
addressed  the  gathering  at  luncheon  on  "Sales 
Promotion"  and  "Orthophonies."  Half  an  hour 
was  set  aside  immediately  after  both  addresses 
for  the  propounding  and  answering  of  ques- 
tions and  this  proved  one  of  the  most  instruc- 
tive features  of  the  convention. 

J.  W.  Barnes,  assistant  sales  manager,  gave 
an  address  on  "Radio  Conditions,"  in  which  he 
outlined  the  company's  radio  policy  and  pointed 
out  that  everyone  could  face  the  future  with  a 
deep  feeling  of  satisfaction  so  far  as  handling 
a  set  worthy  of  the  name  of  Victor  was  con- 
cerned. He  said  that  when  the  quality  of  the 
new  receiver  becomes  generally  known  sales 
will  automatically  increase.  Other  talks  were 
given  by  Edgar  G.  Hermann  on  "Advertising;" 
L.  W.  Jones,  on  '"Dealer  Advertising;"  G.  J. 
White,  on  "Service  Repairs;"  H.  C.  Darnall,  on 
"Factory  Production;"  R.  Weese  on  "Elec- 
trolas,"  and  A.  H.  Joseph  and  Miss  O'Brien  on 
"The  Record  Situation." 


at  the  same  time  Mr.  White  was  with  that 
organization.  Prior  to  this  recent  appointment 
he  was  with  the  Splitdorf  sales  department. 

The  New  York  City  territory,  in  addition  to 
the  States  of  Pennsylvania,  Delaware,  New 
Jersey,  Maryland  and  Washington,  D.  C.,  has 
been  assigned  to  James  A.  Kennedy,  who  will 
make  his  headquarters  in  New  York. 

L.  R.  Hadin,  prior  to  his  appointment,  was 
associated  with  Jack  D.  Underhill,  manufac- 
turer's agent  for  the  Fansteel  Co.  Mr.  Hadin, 
with  headquarters  in  Schenectady,  will  travel 
upper  New  York  State  and  the  entire  New  Eng- 
land States. 

In  the  Northwest  territory,  consisting  of 
Wisconsin,  Minnesota,  Iowa,  Nebraska,  North 
and  South  Dakota,  W.  V.  Crowley  will  be 
the  Jensen  sales  representative.  Mr.  Crowley 
will  make  his  headquarters  at  Chicago,  where 
he  was  formerly  connected  with  Charles  H. 
Freshman,  Inc. 


For  Talking  Machines 

It's  only  first-quality  felt,  properly  and  particularly  made,  that 
keeps  on  the  job  longer  .  .  .  that  always  proves  most  economical 
in  the  final  test.  You  can  look  to  American  Felt  Company's 
Felts  for  these  "built-in"  qualities — and  get  them! 

For  American  Felt  Company's  Felts  are  made  by  an  organiza- 
tion as  particular  as  its  most  exacting  customers— an  organiza- 
tion backed  by  many  years  of  sound  experience  in  advising 
talking  machine  manufacturers  ...  in  recommending  the  grade 
of  felt  best  suited  to  each  requirement.  Our  customers  profit 
by  all  this.    Write  us  for  quotations. 

AMERICAN  FELT  COMPANY 

211  Congress  St,  Boston  114  £.  13th  St.,  New  York  City 

325  So.  Market  Street,  Chicago 


C.  F.  Crane,  who  up  to  the  time  he  joined 
the  Jensen  organization  was  assistant  sales 
manager  of  the  Briggs  &  Stratton  Co.,  Mil- 
waukee, will  call  on  manufacturers.  Mr.  Crane 
will  also  travel  out  of  the  Chicago  office. 

According  to  Mr.  White,  excellent  progress 
is  being  made  in  the  building  up  of  the  sales 
and  production  personnel.  The  Jensen  com- 
pany's activities  will  be  centered  and  directed 
from  the  new  factory  and  offices  established 
in  Chicago.  Distributing  connections  in  the 
jobbing  trade  are  also  being  closed  rapidly. 
Among  those  closed  recently  are  K.  W.  Radio 
N  ew  York;  Wholesale  Radio  Equipment  Co., 
New  York  and  Newark;  Lewis  Radio,  jobbers, 
Philadelphia;  Detroit  Electric  Co.,  Detroit; 
Harry  Alter  Co.,  Chicago;  and  the  Benwood- 
Linze  Co.,  of  St.  Louis,  Mo. 

Sonora  Dealer  on 
the  Air  With  Music 

Troup  Bros.,  of  Harrisburg,  Pa.,  Sponsor 
Daily  Hour  of  Music  Over  Station 
WMBS— Wide  Interest  Developed 

Troup  Bros.,  Sonora  dealers  of  Harrisburg, 
Pa.,  have  instituted  their  own  hour  of  broad- 
cast entertainment  over  station  WMBS  of  Har- 
risburg, and  are  on  the  air  every  evening  from 
6  to  7  o'clock  Eastern  Standard  time.  This 
broadcast  has  created  great  interest,  and  the 
results,  say  both  Messrs.  L.  A.  and  A.  C.  Troup, 
are  eminently  satisfactory.  The  sales  have  in- 
creased and  inquiries  in  the  form  of  "fan  mail" 
have  been  received  from  as  far  west  as  the 
Pacific  Coast  and  as  far  south  as  Florida. 

The  entertainment  is  broadcast  from  radio 
studios  which  are  located  on  the  fifth  floor  of 
the  Troup  Building.  Mr.  Doyle,  manager  for 
the  Sonora  dealers,  is  in  charge  of  announce- 
ments. Sonora  phonographs  are  used  in  broad- 
casting. The  Troup  brothers  own  their  own 
store,  a  modern  six-story  building,  devoted  ex- 
clusively to  their  musical  merchandise.  The 
fifth  floor  is  devoted  entirely  to  radio.  Mr. 
Doyle  says  that  the  record  and  roll  business 
has  increased  600  per  cent  since  the  inaugura- 
tion of  the  nightly  broadcast  program.  The 
success  of  this  business  is  indicative  of  what 
aggressive  and  progressive  business  methods 
can  accomplish  in  the  retail  field. 

Splitdorf  Radios 

Shown  at  Conclave 

Radio  Line  Included  in  Exhibit  Held  in 
Atlantic  City 

Atlantic  City,  N.  J.,  June  1.— The  Splitdorf- 
Bethleh  em  Electric  Co.,  Newark,  N.  J.,  had  an 
exhibit  occupying  1140  square  feet  at  the  Con- 
vention of  the  National  Electric  Light  Associa- 
tion, which  was  held  in  this  city  recently.  Eight 
booths  were  necessary  to  house  the  exhibits  of 
this  company.  The  Splitdorf  Radio  Corp.,  a 
subsidiary  company  of  the  Splitdorf-Bethlehem 
Electrical  Co.,  exhibited  radio  receivers  in  a 
variety  of  types  ranging  from  the  simple  table 
models  to  fine  art  furniture  models  housing 
all-electric  sets.  "Beauty  in  Radio"  was  the 
theme  of  the  exhibit  and  cabinets  arranged  to 
convey  the  idea  were  shown.  The  Splitdorf- 
Conetone  was  also  exhibited. 


Outing  Portables  in  Favor 

The  New  York  Album  &  Card  Co.,  New 
York  City,  which  is  now  manufacturing  the  Out- 
ing portable  phonograph,  reports  great  interest 
manifested  by  the  trade  in  the  new  line  of  this 
long  known  portable.  Max  Willinger,  president 
of  the  company,  has  been  engaged  in  the  ap- 
pointment of  jobbers  for  the  Outing  and  states 
that  a  number  of  distributors  have  already  taken 
on  the  line. 
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O'Neil  Speakers  are  licensed  under  the 
LEKTOPHONE  patents— Enough  said 


nnofflion: 

the  new  line 

of 

The  FAMOUS  O'NEIL 
RADIO  SPEAKERS 


Ran 


IV. 


»al  Full 
onie  fio- 
•  in  high.  Super  X 
Illuminated  by  two 
tamps. 

lM*t  $2S.0C 


RED  stripes  on  a  peppermint  stick  make  it  look  good  to 
a  youngster  and  he  wants  it.  The  New  Line  of 
O'NEIL  RADIO  SPEAKERS  "looks  good"  because 
they  are  designed  to  appeal  to  the  eye  as  well  as  the  ear  and  to 
see  them  is  to  want  them. 

The  New  O'NEIL  Super  X  unit,  a  conceded  standard  of  com- 
parison in  speaker  units,  is  an  integral  part  of  these  speakers. 
This  unit  is  a  non-adjustable  condensed  type  in  which  the  vital 
parts  are  protected  by  a  transparent  shield  from  dirt,  dust,  or 
any  foreign  element,  thus  insuring  the  smooth  operation  of  the 
speaker  at  all  times.  O'Neil  speakers  are  "fool-proof"  being 
permanently  adjusted  at  the  factory. 

O'NEIL  Speakers  are  completely  FACTORY  BUILT  and 
TESTED.  Their  full,  rich,  natural  and  mellow  tones  pro- 
claim them  as  quality  instruments  for  use  with  the  new  electric 
or  battery  sets.  They  range  in  price  from  $14.75  to  $69.50 — 
an  appeal  to  the  pocketbook 
— and  full  appreciation  of 
them  means  to  SEE,  HEAR 
and  EXAMINE  them. 

Set  and  Cabinet  Makers 

will  be  especially  interested 
in  the  New  O'NEIL  Chassis 
Speaker  which  also  has  the 
new  Super  X  Unit.  It's 
made  with  or  without  a 
Baffle  Box  (10-in.  x  10-in.  x 
6^4-in.).  Special  prices  on 
request. 


On  continuous  demonstration  at  the  R.M  A. 
Show,  June  11-16,  Booth  77-78  or  Rooms  1604- 
5-6,  Stevens  Hotel,  Chicago 


O'NEIL  MANUFACTURING  CORPORATION 

"The  Famous  O'Neil  Radio  Speaker" 
West  New  York,  New  Jersey 


M    ■:■      C.10S.  CI 

«1,  walnut  U-ls 
Sup»t  X  unit 


Model  nX-SO!  fit- 
ted with  our  dyna- 
mic speaker  Equip- 
pert  with  standard  dry  *f 
dlac  Rectifier  and  powerful 
Transformet  tot  operation  from 
bout'    correnl.   So  olliei  ap— 


rata*  required 


List  *4 


■ 


Al 
« 


Model     L.C.S01  Console 
Cabinet.    Two-ton*  Wal 
nul.  Super  X  unit.  HJlVi 
*U    in.  a  W»  in.  x  DU%  in. 

Urt  *»50 
THE  O'NEIL  LINE 

D.W  Round  17-in.  dia.  Beautiful 
Mahogany  List  $14.73 

LSI"  Full  Rigged  Ship  20-la. 
Bronr*  finish    ZS-00 

C.   105   Walnut  Clock  12-in   39.00 

L.C.  501  Console  Cabinet,  two-tone 

walnut  ........  mm 

V.S.50J  Consolette  Table,  two-tone 
Walnut   mm 

CX21  Chassis  Speaker  without 
Baffle  Box    16.00 

C.8.  18  Chassis  Speaker  with  Baffle 

Also  complete  line  of  dynamic,  speak- 
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Lyon  &  Healy  Bowlers 
Hold  Annual  Dinner 

Close  Most  Successful  Season  —  Every 
Department  Is  Represented  on  Teams 
Comprising  the  League 

Closing  its  most  successful  season  the  Lyon 
&  Healy  bowling  league  recently  met  and 
dined  in  the  Palmer  House,  Chicago.  This  an- 
nual affair  has  become  the  most  popular  party 
of  the  year  and  is  attended  by  most  of  the  men 


president  and  general  manager;  H.  H.  Fleer, 
vice-president  in  charge  of  pianos;  Walter  P. 
Roche,  vice-president  in  charge  of  wholesale; 
B.  R.  Jagor,  treasurer;  C.  H.  Anderson,  secre- 
tary; all  are  regulars  who  never  miss  a  Tues- 
day night  match. 

A  fine  spirit  of  sportsmanship  prevails  and 
every  department  of  the  business  is  represented, 
usually  by  the  department  manager  himself  as 
well  as  the  other  men.  Interest  is  keen  and 
competition  is  bitter  between  the  teams  as  well 
as  the  individual  bowlers. 

A  girls'  league  of  twenty  bowlers  was  formed 
three  years  ago,  and  they  too  have  their  regu- 


H.  T.  Griffith  Is 
New  Udell  President 


Popular  Trade  Executive  Will  Direct  Sales 
and  Advertising  of  Udell  Works — Has 
Spent  Many  Years  With  Firm 


Annual  Dinner  of  Lyon  &  Healy  Men's  Bowling  League  at  Palmer  House 


employes,  and  this  year's  dinner  program  is 
said  to  have  set  a  record  with  a  varied  bill  of 
local  and  professional  talent.  C.  H.  DeAcres, 
vice-president  and  general  manager  of  Lyon  & 
Healy,  acted  as  toastmaster. 

The  Small  Goods  team  composed  of  John 
Shea,  captain;  Roberts,  Zorn,  Parks  and  Ma- 
honey,  were  this  year's  champions  in  a  twelve- 
team  league.  Sixty  bowlers  made  up  the  teams 
with  about  sixty  more  available  as  substitutes. 
Every  executive  of  the  company  bowls  in  the 
league  as  a  regular,  either  on  the  executive 
team  or  on  one  of  the  other  groups.  M.  A. 
Healy,  chairman  of  the  board  of  directors;  R. 
E.  Durham,   president;   C.  H.  DeAcres,  vice- 


lar  schedule  and  prize  list.  Nothing  could  be 
better  to  foster  a  feeling  of  good  fellowship  in 
an  organization,  and  Lyon  &  Healy  gladly  ex- 
plains the  features  of  its  bowling  organization 
to  any  other  music  house  that  might  be  inter- 
ested in  forming  a  league.  A  championship 
cup  to  the  team  and  gold  medals  to  the  indi- 
viduals are  awarded  the  champions  each  year 
as  well  as  many  other  prizes  for  teams  and 
individuals  of  the  organization. 


William  A.  Semple,  music  dealer  of  Utica, 
N.  Y.,  recently  filed  a  petition  in  bankruptcy, 
listing  liabilities  of  $20,569  and  assets  of  about 
$20,000. 


Indianapolis,  Ind.,  June  4.— H.  T.  Griffith, 
known  to  his  many  friends  in  the  trade  as 
"Tom"  Griffith,  has  been  promoted  to  the  presi- 
dency of  the  Udell  Works,  the  prominent  furni- 
ture and  cabinet  manufacturers  of  this  city,  with 
James  E.  Perry,  prominent  financier  of  In- 
dianapolis, and  president  of  the  Indianapolis 
Baseball  Club,  as  vice-president;  Howard  H. 
Phillips,  another  Udell  veteran,  as  secretary  and 
treasurer. 

Mr.  Griffith,  who  as  head  of  the  company  will 
look  after  the  sales  and  advertising,  has  been 
with  the  Udell  Works  since  1902,  joining  that 
organization  as  a  boy.  His  rise  through  the 
ranks  has  been  steady,  due  to  persistent  and 
capable  effort,  and  for  some  years  past  he  has 
been  vice-president  of  the  company.  Howard 
H.  Phillips,  secretary  and  treasurer,  has  been 
with  the  Udell  Works  since  1895,  and  has  given 
his  particular  attention  to  factory  and  produc- 
tion matters.  These  two  gentlemen  recently 
purchased  the  controlling  stock  interests  of  the 
company,  from  the  executor  and  trustee  of  the 
estate  of  Albert  A.  Barnes,  founder  of  the  busi- 
ness, for  an  amount  set  at  $105,000.  Mr.  Perry, 
the  latest  addition  to  the  executive  staff,  a 
capable  executive,  will  look  after  the  financial 
affairs  of  the  company. 

The  Udell  Works  are  bringing  out  a  new  line 
of  products  and  will  show  an  excellent  assort- 
ment of  radio  cabinets  at  the  Hotel  Stevens, 
Chicago,  during  the  Radio  Trade  Show,  in  Booth 
142  and  also  in  Room  552.  In  addition  the 
company  will  show  a  minimum  of  forty  new 
patterns  at  the  Chicago  Furniture  Show  at  the 
American  Furniture  Mart,  Chicago,  which  is 
scheduled  to  begin  June  25. 


Here's  the  latest  from  Buckingham 

An  ELECTRIC 
CHASSIS 


THE  BUCKINGHAM  CHASSIS 

Extremely  selective,  with  clear  natural 
reproduction,  free  from  regenerative 
noises  or  alternating  current  hum.  Four 
gang  condenser,  single  control,  illumi- 
nated drum  dial.  All  four  stages  com- 
pletely shielded. 

Easily  installed  in  any  type  of  cabinet 


Scientifically  Built — Low  Priced 

A  new  standard  in  high  quality — a  new  level 
in  low  price.  99%  of  all  parts  that  go  into  the 
Buckingham  chassis  are  made  in  our  own 
factory.  That's  why  we  are  enabled  to  offer 
this  astounding  value. 

Buckingham  chassis  offer  you  an  unusual 
money  making  proposition  —  enables  you  to 
compete  in  price  and  quality  with  any  other 
set  on  the  market. 


SEE  BUCKINGHAM  CHASSIS  AND  CABINETS 


At  the 


MM  RADIO  TRADE  SHOW 

Stevens  Hotel  —  Chicago 

Main  Ballroom— Booth  71  Demonstrations  -  Room  547 

JUNE  11th  to  15th,  Inclusive 


BUCKINGHAM  RADIO  CORPORATION 

440  West  Superior  Street.,  CHICAGO,  ILL. 
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TEMPI. 


Announcing  the  New 

TEMPLE  SPEAKERS 


Pats.  Pend. 


Mode]  15  Air  Column 
NEW  IN  PERFORMANCE 


WM. 


U,   S.  Pats.  Pend. 
Licensed  under   Whitmore  Inventions 


Model  20  Air  Chrome 
NEW  IN  PRINCIPLE 

See  the  new  Temple  Speakers  at  the  R.M.A.  Show, 
Space  108 — also  in  Room  457,  Stevens  Hotel. 


The  New  Air  Column 

TRUE  realism  in  speaker  reproduction,  for  which  Temple 
Air  Columns  are  justly  famous,  has  taken  another  step 
forward — Model  15  is  ready.  Another  year  of  development 
has  culminated  in  an  offering  that  shows  a  marked  improvement 
— from  a  performance  standpoint,  from  a  manufacturing  stand- 
point and  from  a  sales  standpoint. 

Temple  Model  15  is  the  new  improved  and  longer  exponential 
air  column — the  same  mathematically  correct  and  properly  de- 
signed type  of  speaker  which  made  the  name  Temple  famous.  It 
is  lighter  in  weight  and  smaller,  yet  at  the  same  time  the  improve- 
ments in  its  tone  are  the  most  important  of  all.  Advanced 
manufacturing  facilities  have  made  all  these  things  possible  and 
we  find  in  this  new  model  a  tonal  beauty,  a  natural  reproduction 
of  the  actual  broadcast,  a  response  to  all  frequencies,  and  a 
handling  capacity  that  is  really  a  revelation  in  speaker  construc- 
tion— all  with  volume  to  spare. 

From  the  standpoint  of  appearance  Model  1 5  will  impress 
everyone  with  its  rich  and  pleasing  beauty — truly  a  masterpiece 
of  harmony  in  its  artistic  and  dignified  lines.  Even  the  most 
critical  will  take  their  hats  off  to  it.  It  is  encased  in  genuine 
walnut  with  sides  of  the  same  color  in  beautifully  grained  leather 
effect. 

Model  15  is  even  better  than  that — you'll  have  to  hear  and 
see  it  to  appreciate  it. 


The  New  Air  Chrome 

ONCE  again  Temple  steps  to  the  center  of  the  stage  with  a 
new  offering  to  the  radio  industry— the  new  Model  20  Air 
Chrome  Speaker.    Its  entry  promises  to  be  just  as  sensa- 
tional as  that  of  the  famous  Temple  Air  Column  when  it  was 
first  announced,  and  its  bow  to  the  public  will  receive  the  same 
enthusiastic  approval. 

Coupling  as  it  does  the  latest  and  most  advanced  principles  of 
reproducer  design  with  an  unequalled  engineering  and  manufac- 
turing experience  this  new  model  promises  unheard  of  sales 
possibilities  and  will  be  in  great  demand  especially  among  the 
class  that  is  satisfied  only  with  the  finest  in  tone  reproducers. 

Model  20  is  of  the  open  radiator  type  with  a  large  surface 
diaphragm.  The  balanced  tension  principle  of  its  construction 
however,  lifts  it  bodily  out  of  the  class  of  cone  type  speakers. 
In  Air  Chrome  construction  the  larger,  or  front  half  of  the 
diaphragm  is  tuned  to  the  lower  frequencies  while  the  smaller,  or 
back  half  is  tuned  to  the  higher  frequencies.  Each  and  every 
tone  reproduced  may  be  said  to  be  individually  distinctive,  its 
frequency  range  is  from  lowest  bass  to  the  highest  treble,  all  with 
a  degree  of  naturalness  that  is  as  startling  as  it  is  pleasing. 

Of  refined  beauty,  its  design  adapts  itself  with  harmony  into 
the  surroundings  of  the  most  fastidious — its  genuine  walnut  frame 
together  with  the  leather  effect  of  its  sides  give  it  an  eye  appeal 
most  pleasing,  to  say  the  least. 

TEMPLE,  Inc. 

1915  S.  Western  Ave.,  Chicago,  U.  S.  A. 
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Zenith's  Ten  Months 
Earnings,  $727,995.29 

Annual  Report  of  President  Made  at 
Stockholders'  Meeting  Shows  Consider- 
able Progress — Assets  of  $2,144,161 

E.  F.  McDonald,  Jr.,  president  of  the  Zenith 
Radio  Corp.,  in  his  report  to  stockholders  of 
the  company  at  their  annual  meeting,  held  in 
the  executive  offices  of  the  company  on  Tues- 
day, May  29,  reported  net  earnings  of  $727,- 
995.29  for  the  ten  months  ending  April  30,  1928. 
The  change  in  the  date  of  the  fiscal  year  from 
June  30  to  April  30  is  the  reason  for  the  report 
covering  only  a  period  of  ten  months.  Mr. 
McDonald's  report  was  as  follows: 

"It  is  a  pleasure  to  report  to  our  stockholders 
that  your  company  has  made  considerable  prog- 
ress during  the  past  year.  Zenith  radio  sets 
have  had  a  far  greater  acceptance  by  the  pub- 
lic than  ever  before.  The  prestige  which  our 
products  enjoy,  resulting  as  it  does  from  our 
well-known  policy  of  producing  only  the  best 
radio  that  can  be  built,  places  us  in  a  strong 
position  in  the  industry. 

"A  preliminary  showing  of  our  new  models 
and  circuits  at  our  wholesale  distributors'  con- 
vention in  April  resulted  in  a  large  volume  of 
orders.  Our  new  automatic  tuning  device,  now 
being  made  under  patents  which  we  acquired 
during  the  past  year,  represents,  in  the  opinion 
of  your  officers,  the  most  important  step  for- 
ward in  radio  development  since  the  all-elec- 
tric set  was  made  commercially  feasible. 

"During  the  past  three  months  our  produc- 
tion methods  have  been  changed  so  that  a 
larger  manufacturing  output  may  be  achieved. 
Our  laboratory  engineers  have  designed  sys- 
tems and  apparatus  for  inspection  and  testing 
which,  we  believe,  go  far  beyond  anything  cus- 
tomary in  the  radio  industry.  Our  production 
engineers  have  provided  and  built  new  machines 
peculiarly  and  specially  desirable  in  the  manu- 
facture of  Zenith  radio.  From  these  machines 
we  expect  still  greater  uniformity  in  our  prod- 
ucts. 

"Because  of  existing  contracts,  and  particu- 
larly because  of  the  necessity  of  having  our 
business  year  end  with  the  radio  season,  your 
directors  changed  the  date  of  our  fiscal  year 
from  June  30  to  April  30.  Our  auditors'  report 
for  the  last  fiscal  year  is,  therefore,  for  ten 
months. 

"After  all  charge-offs,  depreciations,  reserves, 
commissions,  bonuses,  royalties  and  all  taxes, 
the  net  earnings  of  your  company  were  $727,- 
995.29  for  the  ten  months  ending  April  30,  1928. 
.  "The  balance  sheet  as  prepared  by  our  audi- 
tors at  the  end  of  our  fiscal  year,  April  30,  1928, 
is  as  follows: 

Assets  *ZVl£l£% 
Cash   $1,294,527.46 

Receivables' "(Less  Reserve)  ••••••••••••   oToIb'i^ 

Merchandise  Inventory  (Less  Obsolete)   254,988  12 

Equipment  (Less  Depreciation)    Si'Y,rj, 

Miscellaneous    206,175.43 

$2,144,161.19 

Liabilities  „.„,,„ 

Accounts    Payable    84,933.72 

Notes   Payable   •  -  •   „,.„,. 

Miscellaneous  Accruals  (Includin.K  laxes)   ■  ■  ■  ■  264.8.W..V 

$349,773.1 1 

Capital  and  Surplus  (After  Dividend  Declared) .$1,794,388.08 

Latin  America  Is 
Big  T.  M.  Importer 

An  analysis  of  the  exports  of  talking  machines 
and  records  for  March  (the  latest  compilation) 
indicates  that  South  and  Central  American 
countries  are  becoming  large  buyers  of  these 
products  made  by  manufacturers  in  the  United 
States.  The  total  figures  in  dollars  amounted 
very  closely  to  $740,000  for  the  month.  For 
instance,  1,957  talking  machines,  valued  at 
$88,536,  and  136,289  records,  valued  at  $62,701, 
were  exported  to  Colombia;  Cuba  comes  next 
with  951  talking  machines,  valued  at  $50,005, 
and  91,981  records,  valued  at  $42,466;  Mexico 


purchased  1,106  talking  machines,  valued  at  $44,- 
980,  and  111,887  records,  valued  at  $54,990; 
Argentina  1,104  talking  machines,  valued  at  $31,- 
593,  and  76,087  records,  valued  at  $54,032;  Bra- 
zil made  an  equally  good  showing,  ordering  570 
talking  machines,  valued  at  $31,511,  and  73,137 
records,  valued  at  $39,505;  Venezuela  bought  462 
talking  machines,  valued  at  $17,926,  and  35,304 
records,  valued  at  $15,291. 

Other  South  and  Central  American  countries 
which  made  a  good  showing  in  the  importa- 
tion of  talking  machines  and  records  from  the 
United  States  were  Ecuador,  Chile,  Uruguay, 
Guatemala,  Honduras,  Salvador  and  Nicaragua. 


Banquet  to  Honor 
Federal  Executive 

L.  C.  F.  Horle,  Vice-President  of  Federal 
Radio  Corp.,  Honored  at  Banquet  Spon- 
sored by  Plymouth  Electric  Co. 

A  banquet  and  meeting  in  honor  of  L.  C.  F. 
Horle,  vice-president  and  chief  engineer  of  the 
Federal  Radio  Corp.,  Buffalo,  N.  Y.,  was  re- 
cently given  at  the  Hotel  Taft,  New  Haven, 
Conn.,  by  the  Plymouth  Electric  Co.,  whole- 
saler for  Federal.  More  than  eighty-five 
Federal  retailers  were  guests.  R.  J.  Mailhouse, 
president  of  the  Plymouth  Electric  Co.,  acted 
as  toastmaster  and  was  followed  by  Mr.  Horle, 
who  outlined  the  progress  of  radio  from  1905 
to  date.  Earlier  in  the  afternoon  Mr.  Horle 
gave  a  lecture  to  Yale  students. 

K.  E.  Reed,  sales  manager  of  the  Federal 
Radio  Corp.,  outlined  1928  possibilities  and 
emphasized  the  necessity  for  retailers  to  con- 
centrate on  a  fewer  number  of  radio  lines  to 
obtain  maximum  results  in  developing  a  success- 
ful retail  business. 

Prizes  were  awarded  to  retailers  who  sold 
the  greatest  number  of  Federal  sets  since  Feb- 
ruary 1.  William  Wakelee,  of  the  DeLuxe 
Radio  Parlor,  Bridgeport,  Conn.,  won  first 
prize;  second  prize  went  to  Louis  Yudkin's 
Store,  Danbury,  Conn.,  and  Morgan  J.  Bliss, 
of  Heublein  Radio  Salon,  Hartford,  Conn.,  re- 
ceived third  prize.  A  special  prize  was  awarded 
to  George  T.  Wurrii,  representative  of  the 
Plymouth  Electric  Co.,  for  selling  the  greatest 
amount  of  Federal  merchandise  in  the  last 
three  months. 


American  Light  Co. 
Locates  in  Columbus 


The  American  Light  Co.,  Zanesville,  O.,  dis- 
tributor for  the  Zenith  Radio  Corp.,  will  locate 
its  radio  warehouse  and  offices  in  Columbus,  O., 
it  has  been  announced  following  a  meeting  be- 
tween A.  J.  Goldberg  and  F.  H.  Lee,  of  the 
Zanesville  organization,  and  T.  H.  Endicott  and 
Oscar  H.  Hulberg,  of  the  Zenith  Co.  Mr.  Lee, 
who  is  known  as  one  of  Columbus'  radio 
pioneers,  will  have  charge  of  the  Columbus 
branch  of  the  business. 

It  is  understood  that  Zenith  sets  will  be 
handled  exclusively.  The  American  Light  Co. 
has  been  in  business  in  Zanesville  for  27  years, 
and  has  handled  the  Zenith  radio  for  the  past 
five  years. 


Granted  Magnavox  Patent 

Oakland,  Cal.,  June  5.— The  Magnavox  Co. 
recently  announced  that  it  had  granted  a  license 
under  Magnavox  electro-dynamic  loud  speaker 
patents  to  the  Utah  Radio  Products  Co.,  of  1615 
South  Michigan  avenue,  Chicago,  111. 


Albert  Brown  is  managing  the  business  of 
J.  M.  Johannessen,  music  and  radio  dealer  of 
Huntington,  L.  I.,  during  his  six  weeks'  visit 
to  Norway.  Mr.  Brown  is  well  known  in  Hunt- 
ington and  is  experienced  in  the  music  field. 


Announcing  the 
Advanced 

NEUTRODYNE 


(Slightly  higher 
west  of  Rockies} 

SEE  IT  —  HEAR  IT 

at  the 

Chicago  ShoWj  June  11-15 

EIGHTEEN  years  of  dili- 
gent manufacturing  ac- 
tivities are  back  of  the  excep- 
tional performance  so  appar- 
ent in  the  NEW  APEX  ALL- 
ELECTRIC  NEUTRODYNE. 
This  advanced  set  represents 
one  of  the  greatest  values  in 
the  RADIO  field  today— it 
means  enormous  sales  and 
good  profits  for  every  deal- 
er who  is  progressive  enough 
to  see  the  great  possibilities 
of  the  APEX  Receiver. 

This  genuine  NEUTRO- 
DYNE has  self  -  contained 
and  highly-perfected  power- 
pack.  Employs  six  tubes, 
plus  one  rectifier.  Only  one 
tuning  knob.  Illuminated 
dial.  Metal  cabinet  of  at- 
tractive walnut  finish.  Great- 
er distance  and  selectivity 
than  many  high-priced  sets. 
Has  a  deep,  mellow  and  nat- 
ural tone.  Easiest  set  to  op- 
erate. 

See  the  APEX  exhibit 
at  the  Radio  Manufac- 
turers' Association 
Trade  Show  —  Booth 
B-87  Grand  Ballroom 
Stevens  Hotel,  Chicago, 
June  11th  to  15th,  in- 
clusive. 


APEX  ELECTRIC  MFG.  CO., 

Division  of  United  States  Elcc.  Corn. 
Dept.  B,  1410  W.  59th  St., 
Chicago. 

Gentlemen : 

I  am  interested  in  an  APEX  franchise 
and  would  like  to  receive  complete  de- 
tails relative  to  same. 

Name   

Street   

City   
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New  6  Tube  AC  Electric  G  EM  B  OX  $65 
New  8  Tube  AC  Electric  SHOWBOX  $80 
Improved8TubeAC Electric JEWELBOX  $95 


The  8  tube  Jeweibox,  genuine  Neutrodyne  re- 
ceiver is  ■  completely  self-contained  AC  set, 
built  to  operate  on  60  or  25  and  40  cycles. 

Full  180  volts  on  the  plates  of  the  output 
tubes  and  another  171  tube  added, 
push-pull,  to  double  the  un- 
distorted  volume. 
With  it  an  en- 
tirely 


SecTfo 


audio  system,  better  than  has  heretofore  been 
developed,  -which  enables  it  with  thenew  Type 
F  Dynacone  to  produce  a  quality  of  tone  unex- 
celled even  by  receivers  of  the  highest  price. 

ates  the  Acuminators,  a  feature 
sharpness  of  tuning  in  weak, 
distant  stations.    Modern  illuminated  dial. 
.  The  set  uses  three  stages  of  radio  frequency  ] 
amplification,  employing  the  226  AC  tubes.  ! 
The  detector  is  a  227  tube;  the  first  stage  of 
audio  a  226  tube  and  the  two  output  tubes  are 
171's,  making  in  combination  with  the 
rectifier  tube  280,  B  tubes.    The  rich 
brown  cabinet,,  high-lighted 
with  gold,  makes  it  un- 
doubtedly the  most 
attractive  ra- 
dio set. 


This 

is  the  first  com 
pletely  self-contained 
AC  set;  in  fact,  the  first  AC 
set  of  any  type  to  be  offered 
at  such  an  astonishing 
price.  It  utilizes  three  226 
tubes,  two  stages  of  radio 
and  the  first  stage  of  audio 
with  the  non-radiating, 
regenerative  227  detector 
tube.  The  output  tube  is 
the  famous  171  power  tube 
with  approximately  135 
volts  on  the  plate.  It  util- 
izes a  280  rectifier  tube, 
making  a  total  of  six  va- 
cuum tubes  housed  inside 
its  beautiful,  gold  high- 
lighted case.  This  set  has 
a  modern  illuminated  dial; 
its  coils  are  shielded.  It 
utilizes  the  famous,  genu- 
ine Neutrodyne  circuit  in 
combination  with  the  non- 
radiating,  regenerative  de- 
tector tube,  which  in  itself 
is  equivalent  to  one  ad- 
ditional stage  of  . 
radio  amplifi- 
cation. 


ox 


Crosley  present  their  crowning  achievement  in  their  his- 
tory of  successes  .  .  .  an  engineering  triumph  in 
QUALITY  ...  a  production  miracle  in  PRICE. 
Radio  has  never  seen  such  value! 

Crosley  radio  maintains  its  leadership 
by  always  giving  the  public  MORE 
for  its  money  than  it  expects. 

THE  CROSLEY  RADIO 

Powel  Crosley.  Jr. 


The 
Gem- 
box  is  high- 
ly sensitive  because  of 
its  non-radiating  regen- 
eration.   Distant  stations 
can  be  built  up  to  tremen- 
dous volume.    It  is  highly 
selective.   It  operates  from 
100  to  125  volts  AC  line  cur- 
rent and  is  made  in  two 
types  for  either  60  cycles  or 
25  to  40  cycles. 

The  output  circuit  of  this  set 
supplies  the  necessary  DC  cur- 
rent to  take  care  of  the  field  of 
the  type  E  Dynacone  in  addition 
to  the  AC  output  which  actuates 
the  armature  in  the  Dynacone. 
Or  it  can   be  used   in  con- 
nection with  the  type  D 
Musicone,  giving  very 
satisfactory 
results. 


8  tubes 


6  tubes 


The 


Whatever/, 


$55 


FREE 

'you* 


The  Bandbox  has  already  proven 
itself  a  bright  star  in  radio  his- 
tory.      Genuine  Neutrodyne, 
completely  shielded;  Acumina- 
tor  equipped  for  sharp  tuning 
on  distant  stations;  modern  il- 
luminated dial  .  .  .  such  are  the 
amazing    features    that  have 
made    this    storage  battery 
type  receiver  the  finest  of  its 
kind.      Improvements  and 
refinements  place  it  in  an 
incontestable  position  in 
its  field   regardless  of 
price. 


This  6  tube  receiver  operates  entirely  from 
dry  batteries.     It  is  for  use  where  electric 
'  light  current  is  not  available  and  where  it  is 
inconvenient  to  remove  and  recharge  storage 
batteries  frequently.    It  now  uses  four  199  tubes 
with  a  120  power  output  tube.    Filaments  are 
supplied  with  current  from  No  6  dry  cells  and  the 
economical  plate  supply  is  from  dry  B  batteries. 
The  circuit  consists  of  two  stages  of  radio  amplifi- 
cation, a  non-radiating,  regenerative  detector  and 


17*ou're  there  with 
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New  DYNACONE  Dynamic  Speaher  $25 
Improved  Battery  Operated  BANDBOX  $55 
Improved  BANDBOX  JR.  $35 


Today,  determined  by  laboratory  and  actual  home  in- 
stallation comparisons,  Crosley  Radio  on  a  dollar 
for  dollar  basis  is  superior  in  performance  to 
any  radio  on  the  market.    Now,  Crosley 
makes  it  possible  for   any  purchaser 
to  know  how  a  Crosley  Radio  will  per- 
form in  his  home  before  he  buys. 

CORPORATION,  Cincinnati 

President 


AC  Electric  SHOWBOX 


',  completely  shielded  genuine  Neutro- 
telf-contained  receiver,  incorporating  a 
new  completely  shielded  condenser.  Modern 
illuminated  dial  and  finished  in  the  same  bril- 
liant golden  highlighted  brown  asother  mod- 
els.   This  wonder  set  contains  three  stages  of 
radio  amplification  with  226  tubes,  detector 
227.  one  226  for  the  first  .stage  of  audio  and 
two  171  power  tubes,  push-pull,  for  the  out- 
put audio.    This  set  as  does  the  Jewelbox, 
utilizes  full  180  volts  on  the  plates  of  the  out- 
put tubas.    With  the  280  rectifying  tube 
t  contains  8  tubes.    Think  of  it 
a  tube  set  at  $80. 
amazing  set  also 
he  new  Type  F 


8  tubes 


sets 


blned  with  the  incomparable  audio  frequency 
system  of  the  receiver  the  tone  performance  is 
marvelous.   The  set  operates  on  60  cycles  or  25 
and  40  cycles.     It  must  be  teen  and 
heard  to  be  appreciated.  And  you 
wherever    you    are.  may 
PROVE  these  state- 
ments yourself 
before  you 
buy. 


00^ 


$15  us'co 


new  dy- 
namic speaker 
having  field  coil  mag- 
nets. These  fields  energize 
by  direct  current,  giving 
the  improved  performance 
that  is  expected  from  dy- 
namic speakers.  TheDyna- 
cone  actually  reproduces 
the    fundamental  tones 
down  to  50  cycles  with  a 
superior  curve  of  response 
over  the  entire  range  up 
to  7,000  cycles.   The  Dyna- 
cone   is   made   in  two 
types;  Type  E  for 
A/~  sets  having 

J) 


NO 


out- 
put transform- 
er and  Type  F  for 
utilizing  an  output 
transformer.  Dealers  will 
see  that  you  get  the  RIGHT 
type  for  your  set.  The 
Type  F  is  particularly  rec- 
ommended for  the  Jewel- 
box  and  Showbox  described 
in  this  ad. 

As  both  of  these  sets,  being 
push-pull,  utilize  an  out- 
put transformer,  two  of  the 
leads  from  the  speaker  go 
inside  of  the  set  to  pin 
jacks,  which  supply  the  DC 
field  current  from  the  pow- 
er unit,  and  the  other  two 
leads  plug  in  on  the  regu- 
lar manner  and  conduct 
the  AC  voltage,  which  ac- 
tuates the  armature  and 
gives  forth  the  sound. 
Price  of  the  two 
models  is 
identical. 


6  tube 
Dtjj  Cell 
receiver 


two  stages  of  audio.  The  additional  stag* 
of  radio  with  its  extra  tube  has  been  added, 
making  the  set  more  sensitive,  bringing 
distant     stations  with 
more  volume  and  mak- 
ing the  set  easy  to  tune. 
It  is  recommended  that 
the  type  D  Musicone  be 
used. 


$35 


Crosley  Mu6icones  became  the  world's 
fastest  selling   loud   speaker  several 
years  ago  when  first  introduced  and 
have  maintained  that  leadership 
ever  since.    Today  this  new  model 
holds  NO  equal  for  value.  Con- 
stantly improved,  the  Musicones 
have  consistently  given  the  world 
the  full  joy  and  pleasure  of  radio 
at    low    prices.      The  Musicone 
stands  alone  now,  as  ever,  since 
it's  inception  in  the  field  of  mag- 
netic speakers  —  clear,  reso- 
nant, powerful  and  pure  of 
tonel 

Montana,  Wyoming.  Colorado. 
New  Mexico  and  West,  prices 
slightly  higher. 


a  Crosley  " 


5  days  free 

RADIO  CORPORATION. 


trial  coupon 


advantage  of  you  te  the  fw  me. 


please 


arrange 
Send  Set 

Check  here 


Send  Literature 

Check  here 
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Gotham  Trade  Views   Post  &  Lester  Staff      Keystone  Radio  Corp. 
Zenith's  New  Models       Visit  Fada  Factory       Steinite  Distributor 


North  American  Radio  Corp.  and  Mac- 
kenzie Radio  Corp.,  Metropolitan  Job- 
bers, Exhibit  at  Hotel  Pennsylvania 

The  Mackenzie  Radio  Corp.,  1225  Broadway, 
and  the  North  American  Radio  Corp.,  1845 
Broadway,  New  York  City,  metropolitan  dis- 
tributors for  the  Zenith  Radio  Corp.,  Chicago, 
111.,  manufacturer  of  the  Zenith  line  of  radio 
receivers,  held  a  showing  of  the  new  Zenith 
radio  receivers  at  the  Pennsylvania  Hotel, 
New  York  City,  during  the  week  of  May  21 
to  26,  inclusive. 

The  distributing  organizations  occupied  ad- 
joining rooms  and  the  full  line-up  of  Zenith 
sets  was  on  view  in  each.  The  exhibit  spon- 
sored by  the  North  American  Radio  Corp., 
which  was  attended  each  day  and  night  by 
D.  F.  Goldman,  general  manager,  and  his  en- 
tire sales  staff,  also  included  the  new  line  of 
Farrand  speakers,  including  the  dynamic 
models.  The  rooms  occupied  by  the  exhibit 
of  the  Mackenzie  Radio  Corp.  were  attended 
by  M.  W.  Craddick,  vice-president  and  general 
manager  of  the  company,  and  the  entire  sales 
staff.  T.  H.  Endicott,  general  sales  manager 
of  the  Zenith  Radio  Corp.,  and  William  J. 
Gaynor,  Eastern  representative  of  the  same 
company,  were  constantly  in  attendance. 

All  of  the  officials  stated  that  the  dealer 
attendance  was  most  satisfactory.  Mr.  Gay- 
nor stated  that  he  found  that  the  dealers  not 
only  attended,  but  placed  orders  for  immediate 
delivery  of  receivers  that  were  far  beyond  the 
expectations  of  the  most  optimistic.  As  the 
new  models  are  now  being  shipped  from  the 
factory,  dealers  are  delighted  with  the  oppor- 
tunity of  being  able  to  offer  them  to  customers 
in  time  for  the  major  broadcasting  events 
which  are  scheduled  for  this  season. 

The  new  receivers  shown  at  both  companies' 
exhibits  included  model  33,  table  type,  six-tube, 
AC  operated;  model  32  in  lowboy  cabinet,  six- 
tube,  battery  operated;  model  31,  battery 
operated,  six-tube  table  model;  model  34, 
six-tube,  AC  operated  receiver  in  lowboy  cab- 
inet with  cone  speaker;  model  35,  six-tube,  AC 
operated  set  in  highboy  cabinet  with  cone 
speaker;  model  35P,.  six-tube,  AC  operated  set 
in  highboy  cabinet  with  dynamic  speaker,  and 
model  39,  an  eight-tube,  AC  receiver,  loop- 
operated  with  dynamic  speaker.  The  price 
lange  of  the  new  line  is  from  $150  to  $450. 


Moves  to  New  Quarters 

Cleveland,  O.,  June  5.— The  Cleveland  Dis- 
tributing Co.,  formerly  the  Cleveland  Ignition 
Co.,  Atwater  Kent  distributor,  has  moved  into 
new  quarters  at  5205  Euclid  avenue.  The  new 
concern  was  organized  on  May  1. 


Branch  Managers  and  Sales  Representa- 
tives of  New  England  Distributor  Visit 
Plant  of  F.  A.  D.  Andrea,  Inc. 


Will  Cover  Western  Pennsylvania,  East- 
ern Ohio  and  Northwestern  Virginia  in 
Interest  of  This  Product 


A  group  of  sales  representatives  and  branch 
managers  of  Post  &  Lester,  well-known  New 
England  distributor,  is  shown  herewith  on  a 
visit  to  the  Long  Island  City  factory  of  F. 
A.  D.  Andrea,  Inc.,  manufacturer  of  Fada 
Radio.    The  visit  was  made  to  study  the  prod- 


The  Wm.  R.  McElroy  Co.,  district  sales  rep- 
resentative for  the  Steinite  Radio  Co.,  Atchi- 
son, Kan.,  has  announced  the  appointment  of 
the  Keystone  Radio  Corp.,  640  Grand  street, 
Pittsburgh,  Pa.,  as  exclusive  distributor  of 
the  Steinite  line  of  electric  sets  for  western 


Post  &  Lester  Staff  at  Fada  Plant  in  Long  Island  City,  N.  Y. 


uct  and  processes  of  manufacture  of  the  Fada 
products.  Post  &  Lester  operate  in  eight  New 
England  cities  and  were  recently  appointed 
Fada  distributors  in  that  territory. 


J.  A.  Fischer  Co. 

Adds  to  Its  Space 

Philadelphia,  Pa.,  June  4. — The  J.  A.  Fischer 
Co.,  of  this  city,  manufacturer  of  Valley  Forge 
main  springs  and  talking  machine  repair  mate- 
rials, has  taken  possession  of  the  entire  third 
floor  of  the  building  at  730  Market  street  in 
addition  to  the  second  floor  which  it  has 
occupied  since  the  formation  of  the  company. 

This  acquisition  adds  8,000  square  feet  and 
doubles  the  space  formerly  occupied.  It  will 
permit  the  enlargement  of  the  executive  and 
business  offices.  It  will  also  make  possible  in- 
creased service  to  the  trade  through  adding  to 
the  facilities  of  the  order  filling  department.  In 
addition  to  this  space  the  J.  A.  Fischer  Co.  has 
repair  parts  stored  in  several  warehouses  in 
various  parts  of  the  city. 


Pennsylvania,  eastern  Ohio  and  northwestern 
West  Virginia,  effective  May  17,  1928.  The 
Keystone  Radio  Corp.  has  increased  its  sales 
organization  to  about  ten  salesmen  and  the 
service  department  employs  men  who  are  fac- 
tory trained  on  service  so  that  dealers  may 
be  taken  care  of  promptly.  Max  Fischman, 
president  of  this  concern,  is  one  of  the  pioneers 
in  radio  merchandising  and  has  a  wide  experi- 
ence in  the  industry.  This  company  does  not 
sell  at  retail  and  its  attractive  wholesale  show- 
rooms are  located  in  the  jobbing  section  of  the 
city,  where  parking  facilities  are  available. 


Increases  Plant  Facilities 


Boston,  Mass.,  June  4. — The  Northern  Maine 
Plywood  Co.,  of  this  city,  although  only  estab- 
lished for  a  comparatively  short  period  of  time, 
has  already  found  the  need  of  increasing  pro- 
duction facilities.  The  capacity  of  the  plant  at 
Colton,  Me.,  has  been  doubled  in  order  to  take 
care  of  the  constantly  increasing  business  of  the 
company. 


To  Hold  A.  K.  Banquet 

at  the  Uplifters  Club 

Los  Angeles,  Cal.,  May  31. — The  magnificent 
club  house  of  the  Uplifters  Club  at  Santa  Mon- 
ica has  been  secured  by  Ray  Thomas,  president 
of  Ray  Thomas,  Inc.,  Atwater  Kent  distributor 
of  this  city,  as  the  setting  for  the  Atwater 
Kent  banquet  which  wifl  be  tendered  to  the 
visiting  delegates  of  the  Western  Music  Trades 
Association  Convention.  The  Uplifters  Club 
grounds  embrace  142  acres  of  natural  wilder- 
ness and  it  is  a  spot  of  surpassing  beauty.  It 
has  just  been  announced  that  the  banquet  will 
take  the  form  of  a  barbecue  supper,  prepared 
and  served  in  an  outdoor  dining  space.  There 
is  an  outdoor  kitchen  with  huge  spits  for  roast- 
ing en  toto  full  grown  steers,  and  an  outdoor 
stage  where  a  galaxy  of  stars  will  entertain. 


Sherman,  Clay  &  Co.,  San  Francisco, 
their  annual  picnic  on  May  27. 
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BELL  RECORDS 

Are  Electrically  Recorded — Guaranteeing 
the  Best  in  Modern  Recording 

CLARITY  —  VOLUME  —  DURABILITY 

Our  Twenty  Years'  Experience  Enables  Us  to 
Know  the  Requirements  of  the  Successful  Dealer 

BARBER  DISTRIBUTING  CO.,  Inc. 


JOBBERS.' 

Write  for 
Exclusive  Territory 


Selling  Agents 
3  EAST  14th  STREET 
NEW  YORK  CITY 


DEALERS! 
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SHOWERS 

^  Approved  Radio 

0  FURNITURE 

for  CRO  SLE Y  RAD  I O  Receiving  Sets 


Powel  Crosley,  Jr.,  Approves! 

"1    am    delighted    with    the  new 
Showers    radio    cabinets   and    find  they 
conform  ideally,  both  acoustically  and  me- 
chanically to  the  requirements  of  Crosley 
Radio."  powel  crosley,  jr. 

This  endorsement  is  made  only  after  ex- 
tremely critical  consideration.  Powel  Cros- 
ley, Jr.,  is  determined  that  the  con- 
sole and  cabinets  de 
signed  to 
house 


leaders 


Crosley 
Radio  and  contain- 
ing the  new  Crosley  Dynacone 
match  the  super-value  of  the  receivers  an 
the  remarkable  new  dynamic  speaker  as  well. 

Logically  Crosley  looked  to  the  world's  larg- 
est furniture  manufacturer  to  produce  such 
values.  For  in  Showers  Brothers  Co.'s  plant 
he  finds  production  comparable  to  his  own 
— modern  "straight  line"  manufacturing  or- 
ganized along  gigantic  lines  to  produce  indi- 
vidual units  on  the  most  economical  basis. 

Showers  designers  turned  to  this  task  with 
free  hands.  From  Showers  perfected  kiln 
dried  lumber  solid  permanent  construction 
by  the  famous  Showers  laminated  process 
is  introduced.  Lovely  veneers  were  selected 
to  form  the  delightful  modern  patterns 
which  make  fine  furniture  so  attractive  to- 
day. Inspired  wood  carvers  added  decora- 
tive motifs,  and  rare  woods  are  combined 
to  make  these  consoles  cxcmisite  gems. 

Then  mighty  organization — skilled  in  mass 
production — applied  its  long  experience  to 
producing  such  beauty  at  prices  the  wor 
will  pronounce  its  greatest  furniture  values. 

Now  they  are  ready,  .  .  .  sturdy — beau- 
tiful— exquisite — at  unmatchable  prices  at- 
tained without  skimping  even  one  nail. 


STUDY  THE  VALUE  PICTURED 
IN  THE  CENTER  OF  THE  PAGE 

Standing  38  inches  high,  this  console  pre 
sents  a  lovely  walnut  surface  so  cut  as 
to  offer  the  exquisite  grain  of  the  wood 
to  its  fullest  advantage.  Decorated 
with  genuine  wood   carvings  and 
containing  the  new  wonder  toned 
Crosley    Dynacone  speaker. 
Price  $50.    Behind  it  hangs  a 
matching  console  mirror 
which    Dealers    show  at 
$11.00  and  before  it  you 
catch  a  glimpse  of  a  spe- 
cially designed  tuning 
bench    which  adds 
much  to  any  room 
and  can  be  bought 
for  $16.75. 


Mo 


'C-: 


Exquisite  walnut  veneers 
cut  to  show  the  full  beauty 
of  the  grain  matched  and 
combined  with  rare  zebra 
wood  and  moire  walnut 
is  decorated  with  genu- 
ine wood  carvings.  Flut- 
ed legs  impart  a  delicacy 
to  unusually  sturdy  con- 
struction. The  hardware 
is  solid  brass.  Full  swinn 
ing  doors  open  upon  the 
radio  control  panel  and 
the  new  amazing  Crosley 
dynamic  speaker  —  the 
Dynacone,  with  which 
the  cabinet  is  equipped 

Description  of  Model  C-2 
Fine  walnut  veneer  has  been  matched  to  create  a 
most  beautiful  combination  of  wood  graining.  Deli- 
cate carving  has  been  added  to  complete  a  true 
work  of  art.  The  door  falls  down  to  form  an  arm 
rest  when  operating  the  radio  controls  and  the 
speaker— the  new  Crosley  Dynacone,  is  mounted 
gracefully  underneath.    Height  of  this  console — 42". 

Description  of  Model  C-4 
Matched  walnut  veneer  creates 
charming  doors  with  overlaid  dec- 
orations of  curly  maple  veneer. 
Genuine  wood  carvings  are  high 
lighted  and  beautifully  finished. 
Top  opens  and  doors  are  full  swing- 
ing type.  Finished  with  solid  brass 
hardware.  New  Crosley  dynamic 
speaker  built-in. 


Model  C-2  J  © 

$70  5 


Crosley  Jdealers  iiovF  show 
this  carved  walnut  console 

equipped  with  the  new 

Crosley  dynamic 
DYNACONE 

and  containing  the  new  Crosley 

AC  Electric  GEMBOX receiver 
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SHOWERS  BROTHERS  COMPANY 

BLOOMINGTON,  INDIANA 
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Twin  Cities  Dealers  Enthuse 

Over  New  Columbia-Kolster 

Columbia  Dealers  in  St.  Paul  and  Minneapolis  Happy  Over  Announcement  of  Paul 
Whiteman  Signing  With  Columbia  Co. — Portables  Lead  in  Sales 


St.  Paul  and  Minneapolis,  June  5. — An  ani- 
mated crowd  issuing  from  the  Kern  O'Neill 
Co.  gave  assurance  that  the  new  model  Colum- 
bia-Kolster was  something  to  write  home  about. 
The  first  sample  arrived  during  the  week  of 
May  20  and  has  already  aroused  the  greatest 
interest.  The  Northwest  dealers  who  came  to 
view  the  new  machine  stayed  to  express  their 
enthusiasm  over  the  addition  of  Paul  White- 
man  to  Columbia  artists.  The  new  portable 
cannot  be  kept  in  stock  so  great  is  the  demand. 
Opens  Phonograph  Department 

The  Boston  Music  Co.,  of  Duluth,  which  has 
been  an  exclusive  piano  dealer  for  some  years, 
has  re-entered  the  phonograph  field  and  is  han- 
dling Columbia  only.  The  Murphy  Music 
House,  of  St.  Cloud,  is  featuring  the  Columbia- 
Kolster  in  some  intensive  advertising. 

R.  C.  Coleman,  manager  of  the  radio  division 
of  the  George  C.  Beckwith  Co.,  Victor  distribu- 
tor, has  just  returned  from  the  Crosley  dis- 
tributors' convention  in  Cincinnati,  complete 
details  of  which  appear  elsewhere  in  this  issue. 

The  Beckwith  Co.  is  also  anticipating  the 
early  shipment  of  the  new  line  of  Amrad  elec- 
tric receivers  which  is  called  the  Symphony 
Series.  This  company  was  announced  as  ex- 
clusive Crosley  distributor  in  Milwaukee.  G.  K. 
Purdy,  manager  of  the  Wisconsin  territory,  an- 
nounces many  new  Crosley  accounts.  The 
Beckwith  branch  at  Aberdeen,  South  Dakota, 
has  been  opened  with  George  Metzger  as 
manager. 

The  new  Victor  portable  2-55  is  wonderfully 
popular,    and    the    coin-operated  Automatic 
Orthophonic  continues  to  be  a  leading  seller. 
W.  C.  Hutchings  a  Visitor 

W.  C.  Hutchings,  assistant  general  sales  man- 
ager of  the  Brunswick  Co.,  was  in  Minneapolis 
May  20,  calling  on  old  friends  and  checking  the 
year's  business.  May  far  exceeded  April,  with 
phonographs,  records  and  the  new  portable  all 
holding  their  own.  A  number  of  Brunswick 
artists  are  in  the  Twin  Cities  at  present  which 
considerably  augments  record  sales. 

The  Belmont  Corp.,  Sonora  distributor,  cele- 


brated its  first  anniversary  with  a  little  circular 
to  dealers  offering  some  special  values.  The 
first  year  has  been  very  satisfactory,  and  George 
Michel,  president  and  sales  manager,  feels  that 
the  company  has  made  many  friends.  He  feels 
that  Sonora  is  established  and  the  policies  of 
the  firm  approved  by  the  trade. 

Among  the  many  excellent  accounts  opened 
are  the  Emporium,  Peyer  Music  Co.,  Howard 
Farwell  and  Lehnert  Piano  Co.,  of  St.  Paul, 
and  Dayton's,  Donaldson,  Cable  Piano  Com- 
pany, Boutell  Furniture  and  the  New  England 
Co.  and  Foster  &  Waldo,  Minneapolis. 
Majestic  Radio  a  Sensation 

The  Majestic  radio  has  created  a  sensation 
in  the  Northwest,  and  although  substantial  ship- 
ments have  been  received  they  were  sent  right 
out  to  the  dealers.  Up  to  the  nineteenth  of 
May  the  firm  had  signed  fifty-two  of  the  largest 
dealers  in  the  territory,  which  includes  Minne- 
sota and  North  Dakota.  Special  displays  were 
made  from  May  1  to  5,  when  the  Roycraft  Co., 
Majestic  distributor,  took  an  apartment  on  Oak 
Grove  street  to  properly  present  the  Majestic 
away  from  the  noises  of  downtown.  The  most 
unreserved  enthusiasm  was  expressed  by  all 
present,  and  fetters  continue  to  tell  of  the  ap- 
proval of  dealers  and  public.  Among  the  deal- 
ers signed  are  Foster  &  Waldo,  of  Minneapolis; 
Miles  Music  Co.,  Duluth;  R.  N.  Cardoza,  St. 
Paul,  and  Popular  Music  Co.,  Grand  Forks.  A 
display  room  has  been  opened  at  Fargo,  North 
Dakota,  with  Rose  Opie  in  charge. 

M.  L.  McGinnis  has  moved  his  headquarters 
to  a  beautiful  new  store  several  doors  from  his 
former  space  at  34  South  Eighth  street.  He 
has  double  frontage  and  the  store  runs  back 
in  the  neighborhood  of  sixty  feet. 

Raytheon  Interested 

in  Television  Tubes 

Cambridge,  Mass.,  June  1. — The  Raytheon  Mfg. 
Co.,  with  its  long  and  extensive  experience  in 
gaseous  conduction  and  allied  art,  is  following 


the  development  of  television  technique  with 
keen  interest.  Because  of  unexcelled  laboratory 
facilities  closely  coupled  with  a  factory  devoted 
to  the  production  of  intricate  tubes  of  all  kinds, 
the  organization  is  prepared  to  meet  whatever 
demands  may  develop  in  the  future  for  ex- 
perimental television  tubes. 

Sol  Bloom  Protects 
American  Interests 

New  York  Representative  Proves  Ideal 
Selection  as  United  States  Representa- 
tive at  Copyright  Conference  in  Rome 

Representative  Sol  Bloom,  of  New  York  City, 
who  has  been  acting  for  the  United  States  at 
the  International  Copyright  Conference  in 
Rome,  Italy,  which  is  working  for  the  drafting 
of  a  uniform  copyright  law,  to  be  submitted  for 
ratification  to  all  the  parliaments  of  the  world, 
has  proven  an  ideal  man  for  the  post  because 
of  his  broad  knowledge  of  the  situation. 

Mr.  Bloom  has  been  specially  earnest  in  in- 
sisting that  in  placing  under  the  protection  of 
the  copyright  law  any  works  hitherto  consider- 
ed public  property  in  the  United  States,  this 
protection  and  the  payment  of  royalties  that 
might  result  therefrom  should  in  no  case  be 
made  retroactive.  This  provision  Mr.  Bloom 
advocated  in  order  to  protect  Americans,  who 
make  phonograph  records,  piano  rolls  and  the 
like,  and  who  would  be  hard  hit  if  suddenly 
called  upon  to  pay  royalties  on  works  which 
hitherto  had  been  considered  public  property. 

The  American  representative  also  differed 
with  the  European  delegates  on  the  question 
of  broadcasting  rights.  Most  of  the  Europeans 
considered  that  broadcasting  did  not  constitute 
"public  performance  for  profit,"  but  Mr.  Bloom 
went  on  record  as  opposed  to  this  view,  citing 
the  fact  that  in  the  United  States  broadcasting 
companies  are  called  upon  to  pay  royalties  on 
copyrighted  works  included  in  their  programs. 
The  object  of  the  conference  in  Rome  appears 
to  be  primarily  for  the  purpose  of  drafting  an 
International  Copyright  Bill  to  which  the 
United  States  will  subscribe,  this  country  hav- 
ing refused  in  the  past  to  join  the  International 
Copyright  Union  or  to  be  bound  by  the  agree- 
ments of  that  Union  for  the  reason  that  a  num- 
ber of  these  agreements  have  been  contrary  to 
the  provisions  of  the  U.  S.  Copyright  Law. 

The  bone  of  contention  will  probably  be  the 
question  of  recognizing  "automatic  copyright," 
which  means  that  as  soon  as  the  author,  writer 
or  musician  sets  down  his  thoughts  on  paper 
they  are  automatically  copyrighted  without  the 
necessity  of  further  formality.  It  is  believed 
that  a  compromise  will  be  reached  whereby  al- 
though the  principle  of  automatic  copyright 
may  be  established  it  need  not  be  binding  on 
those  countries  that  demand  certain  formalities 
before  a  copyright  can  be  obtained. 

Handle  Operadio  Speaker 
Sales  Throughout  Australia 

The  Operadio  Manufacturing  Co.,  manufac- 
turer of  bloc-type  speakers  and  power  ampli- 
fiers, has  added  another  foreign  representative 
to  its  list  of  distributors  in  the  Eastern  hemi- 
sphere. The  New  System  Telephone  Pty.,  Ltd., 
280  Castlereagh  street,  Sydney,  will  handle  the 
sales  of  Operadio  speakers  in  Australia. 


DeForest  Increases  Capital 

The  DeForest  Radio  Co.,  of  Jersey  City, 
N.  J.,  has  filed  notice  in  Delaware  of  an  increase 
in  the  capital  stock  of  the  company  from  250,000 
to  1,700,000  shares  of  no  par  value.  It  was  re- 
cently announced  that  controlling  interest  in  the 
DeForest  Radio  Co.  has  been  acquired  by  W. 
H.  Reynolds,  president  of  the  Reynolds  Spring 
Co.,  Jackson,  Mich. 


IMPRESSIVE  SIMPLICITY 


in  ASTON  Design 

is  nowhere  better  exemplified  than  in  the  cabinet  shown  here — 5-Ply  walnut  throughout; 
face  of  matched  butt  walnut,  100%  figure.  Curly  maple  top  border.  Front  doors  inset 
with  ornamental  pulls.    Interior  grille  polychromed. 

Write  for  catalog,  showing  a  pleasing  variety  of  beautiful  designs. 

ASTON  CABINET  MANUFACTURERS 

Distinctive  originality  in  design  of  High  Grade  Radio  Cabinets 
1223-1229  W.  LAKE  ST.,  CHICAGO,  ILL. 


The  Talking  Machine  World,  New  York,  June,  1928 


NEW 


WAGNAVOI 

DYNAMIC 

POWER  /PEAKEC/ 

FOR  EVERY  5ET 


Seventeen  years  ago  the  first 
radio  loud  speaker  was  created. 
It  was  a  Magnavox.  It  was  a  dy- 
namic. Today  the  Magnavox 
Dynamic  is  in  400,000  homes,  in 
the  sets  of  America's  fine  radio 
manufacturers,  in  the  stores  of  the 
country's  best  dealers. 

Magnavox  Dynamic  "translates"  the 
audio  delivery  of  the  power  tube  into  a 
faithful  reproduction  over  the  full  range 
of  frequencies.  It  gives  ample  volume  with 
studio  realism. 


Write  your  name  on  margin  of  page  below 
for  speaker  bulletins  giving  full  information. 


Oakland,  California 

Eastern  Sales:  1315  So.  Michigan  Avenue,  Chicago 

Magnavox  Dynamic  Speakers  are  protected 
by  13  U.  S.  and  foreign  patents. 
Infringements  will  be 
prosecuted. 


ARISTOCRAT 
MODEL 

Beautiful  butt  burl 
walnut  cabinetnnished 
in  two  tones.  It  houses 
Dynamic  6,  7  or  80 
unit.  List  prices: 

With— 
Dynamic  6,  DC.  $70 
Dynamic  7,  DC.  $75 
Dynamic 80,  AC.  $85 


BEVERLY  MODEL 

Gracefully  propor- 
tioned cabinet  finished 
in  light  mahogany. 

For  AC  Operation,  $70 
A-Battery  Operation  $55 


CORDOVA  MODEL 

With  dynamic  700 
unit,  110  volt,  60  cycle 
AC.  Combining  recti- 
fier and  power  ampli- 
fier. Takes  place  of  last 
audio  stage  in  set.  Hand- 
some walnut  cabinet. 
List  $175.  Unit  $125 


DYNAMIC  80 

110  volts  AC.  Has 
power  transformer  and 
dry  rectifier.  The  most 
popular  unit  of  the 
new  line.  Designed  to 
opetate  with  AC.  sets. 
Unit,  list  $50. 


DYNAMIC  6 

6  volts  DC.  Field  cur- 
rent consumption,  .65 
amperes.  Operates 
from  A  battery. 
Unit  List  Price,  $35 

DYNAMIC  7 

110  to  220  volts  DC. 
Field  current  con- 
sumption, 45  to  90 
milliamperes. 

Unit,  list  $40 


See  Magnavox  Exhibit  RMA  Show  Booth  111 
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Name  American  Prize  Winners 

in  Schubert  Centennial  Contest 

Prize  Awards  in  American  Zone  of  International  Schubert  Contest  for  Orchestral 
Works   Announced — Charles   T.  Haubiel  Wins  First  Prize 


The  prize  awards  in  the  American  zone  of 
the  International  Schubert  Contest  for  orches- 
tral works  in  honor  of  the  centennial  of  Franz 
Schubert  were  announced  the  latter  part  of  last 
month.  The  first  prize  went  to  Charles  Trow- 
bridge Haubiel,  assistant  professor  of  music  in 
New  York  University,  who  was  awarded  $750 
by  the  Columbia  Phonograph  Co.,  sponsor  of 
the  Schubert  Centennial  and  Contest,  for  his 
work  "Karma-Symphonic  Variations." 

Mr.  Haubiel  was  born  in  1894  and  made  his 
first  public  appearance  in  recital  at  the  age  of 
fourteen.  In  1909  he  went  abroad  to  study  piano 
under  Rudolph   Ganz  and  toured  the  United 


ARNOLD 

Electric  Phonograph 
Motors 


The  ARNOLD  ELECTRIC  motor 
DOES  NOT  BROADCAST.  It  is 
SILENT,  operates  at  constant,  uni- 
form speed,  with  no  fluctuation  due 
to  voltage  variation.  Requires  no 
oil  or  attention.  When  motor  is 
used  with  power  pack  .01  condenser 
across  the  line  is  recommended. 
Motor  complete,  including  turn- 
table and  automatic  stop — $32.40. 


Lakeside  Pick-up  Tone  Arm 

(Spring  Counterbalanced) 

A  new  Electric  Pick-up  Tone  Arm,  3^4  inches 
high  over  all.  Extra  long  elbow  permits  length- 
ening from  7y2  to  9y2  inches  if  desired.  Half 
inch  adjustment  provided,  enabling  arm  to  be 
raised  or  lowered  according  to  height  of  turn- 
table. 


73  W.  Van  Buren  St. 
CHICAGO,  ILL. 


States  in  recital  upon  his  return  to  this  coun- 
try in  1919.  He  served  as  a  lieutenant  in  the 
war,  and  upon  his  discharge  resumed  his  studies 
under  Lhevinne  and  others.  For  the  past  eight 
years  he  has  been  on  the  piano  faculty  of  the 
Institute  of  Musical  Art  of  New  York  City. 

The  second  prize  of  $250  was  awarded  to 
Louis  Gruenberg,  one  of  the  leaders  of  the 
modernist  movement  and  a  founder  of  the 
League  of  Composers.  The  third  prize,  a  cer- 
tificate of  honorable  mention,  was  awarded  to 
Frederick  Stahlberg,  for  many  years  an  asso- 
ciate of  Victor  Herbert.  Mr.  Gruenberg's  com- 
position was  entitled  "The  Enchanted  Isle"  and 
Mr.  Stahlberg's  "Symphony  in  E  Minor." 

The  jury  making  the  awards  consisted  of 
Frank  Damrosch,  Rudolph  Ganz,  Henry  Had- 
ley,  Ernest  Hutcheson  and  Albert  Stoessel. 

In  making  the  awards  the  American  Jury  is- 
sued the  following  statement:  "The  winners  of 
the  Schubert  Centennial  prizes  have  been  select- 
ed, and  their  compositions  now  being  en  route 
to  Vienna  for  the  international  finals,  the  Amer- 
ican Jury  believes  that  a  brief  statement  on  its 
findings  will  not  be  deemed  superfluous. 

"Seventy-nine  works  were  received,  of  which 
twenty  were  found  worthy  of  consideration  for 
prizes.  Of  these  two  were  symphonies,  six 
symphonic  works  in  one  movement,  two  set- 
tings to  poetic  text,  three  overtures,  and  seven 
variations  on  Schubert  themes,  some  utilizing 
the  sketches  for  the  Scherzo  of  the  B  Minor 
Symphony. 

"The  contest  on  the  occasion  of  the  Schubert 
Centennial  sought  original  works  for  orchestra, 
characterized  by  strength  of  melodic  line  and 
by  clarity.  This  essentially  musical  objective 
was  the  criterion  in  our  deliberations,  the  re- 
sults of  which  were  unanimous. 

"Accordingly  first  prize  has  been  awarded  to 
Charles  Haubiel  for  his  original  score,  'Karma 
Symphonic  Variations,'  a  work  marked  by 
talent,  imagination  and  learning.  This  composi- 
tion stresses  the  melodic  line,  and  is  construct- 
ed upon  a  melody  for  every  instrument  de- 
veloped in  polyphonic  style. 

"The  second  prize  has  been  awarded  to 
Louis  Gruenberg  for  his  original  score,  'The 
Enchanted  Isle — Symphonic  Poem,'  a  work  of 
romantic  atmosphere,  orchestrated  with  much 
ingenuity. 

"The  award  of  honorable  mention  has  been 
made  to  Frederick  Stahlberg  for  his  Symphony 
in  E  Minor  in  one  movement,  a  thorough  work, 
excellent  in  thematic  development,  and  marked 
by  a  fine  grasp  of  the  classical  form. 

"The  jury  deems  it  proper  to  add  a  generali- 
zation. The  works  submitted  indicate,  we  be- 
lieve, the  progress  of  American  composers  in 
achieving  a  greater  individuality  of  expression." 

A  few  days  following  the  announcement  of 
the  awards  witnessed  a  luncheon  given  at  the 
Bankers  Club  at  which  Mr.  Haubiel  and  Mr. 
Stahlberg  were  present.  Mr.  Gruenberg  was 
unable  to  attend,  as  he  is  in  Vienna,  where  the 
finals  in  the  contest  will  be  heard.  Otto  Kahn, 
chairman  of  the  Schubert  Centennial  Commit- 
tee, presided  over  the  luncheon  and  congrat- 
ulated the  winners,  terming  them  representa- 
tives of  "Young  America."  The  speakers  were 
introduced  by  H.  C.  Cox,  president  of  the  Co- 
lumbia Phonograph  Co.,  New  York  City.  The 
luncheon  was  attended  by  members  of  the 
American  zone  jury,  prominent  musicians  and 
newspapermen. 

The  contest  started  last  September  when  the 
Columbia  Phonograph  Co.,  the  sponsor  of  the 
Schubert  Centennial,  organized  committees  and 
juries  in  twenty-six  countries.     America  was 


thus  placed  in  rivalry  with  the  musicians  of  the 
old  world.  More  than  500  manuscripts  were 
submitted  in  ten  zones.  The  contest  closed 
May  1,  and  the  European  zone  juries  are  still 
in  session.  The  world  prize  will  be  awarded  in 
Vienna  late  in  June,  where  the  International 
Committee  meets. 


Atwater  Kent  Names 
Iowa  Distributors 


A.  A.  Schneiderhahn,  of  Des  Moines  and 
Sioux  City,  and  Midwest-Timmermann 
Co.,  Dubuque,  Cover  Iowa  State 


Philadelphia,  Pa.,  June  4. — The  Atwater  Kent 
Mfg.  Co.,  has  announced  its  distributing  outlets 
in  the  State  of  Iowa.  The  distributors  ap- 
pointed for  Iowa  and  parts  of  adjacent  States 
are  as  follows: 

The  A.  A.  Schneiderhahn  Co.  has  been  ap- 
pointed distributor  at  Des  Moines,  la.,  and  ap- 
proximately forty  counties  surrounding  that 
city.  The  location  of  this  new  business  is  at 
214  West  Third  street.  The  A.  A.  Schneider- 
hahn Co.  is  also  distributor  of  Atwater  Kent 
products  at  Sioux  City,  la.,  and  the  Sioux  City 


Studio  of  broadcasting  station  WHO  at  rime  of  program 
broadcast  by  A.  A.  Schneiderhahn  Co.  Left  to  right— 
L.  A.  Pratt,  district  manager,  Atwatejr  Kent  Mfg.  Co.; 
Honorable  John  MacVicar,  Mayor,  Des  Moines,  la.; 
Governor  John  Hammill,  of  Iowa;  Honorable  Thomas  B. 
Huff,  Mayor,  Sioux  City,  la.;  A.  A.  Schneiderhahn, 
president,  A.  A.  Schneiderhahn  Co. 

trade  area,  which  includes  the  northwestern  cor^ 
ner  of  the  State,  the  southwestern  corner  of 
Minnesota,  the  southeastern  corner  of  South 
Dakota,  and  the  northeastern  corner  of  Ne- 
braska. The  Schneiderhahn  Co.  will  operate 
these  companies  at  Des  Moines  and  Sioux  City, 
maintaining  warehouses  and  independent  organ- 
izations at  each  place. 

The  Midwest-Timmermann  Co.,  of  Dubuque, 
which  has  for  years  been  a  distributor  of  the 
Atwater  Kent  Mfg.  Co.,  has  had  its  territory 
extended  and  has  opened  a  branch  at  Daven- 
port, la.  G.  J.  Timmermann  is  managing  director 
of  the  Midwest-Timmerman  Co.  operations,  with 
headquarters  at  Dubuque.  The  Davenport  op- 
eration is  in  charge  of  B.  J.  Kerper. 

The  L.  P.  Courshon  Co.  is  distributor  of  At- 
water Kent  products  at  Mason  City,  la.,  serving 
the  dealers  in  that  area.  L.  P.  Courshon  is  in 
charge.  The  Schneiderhahn  Co.,  in  announcing 
the  establishment  of  the  Des  Moines  branch  of 
that  company  on  Sunday  evening,  April  29, 
broadcast  an  unusual  program  over  station 
WHO.  Greetings  were  extended  by  His  Ex- 
cellency John  Hammill,  Governor  of  the  State 
of  Iowa,  Mayor  John  MacVicar,  of  Des  Moines, 
la.,  and  Mayor  Thomas  B.  Huff,  of  Sioux  City. 
The  American  Legion  Monahan  Post  Band 
rendered  a  concert  in  connection  with  this 
broadcast.  Lyle  A.  Pratt,  district  general  sales 
manager,  and  Earl  Hatton,  of  the  Atwater  Kent 
Mfg.  Co.,  Philadelphia,  were  present,  represent- 
ing Mr.  Kent. 


The  many  friends  of  Edward  Wallerstein  in 
metropolitan  music  circles  are  congratulating 
him  on  the  arrival  of  a  son  and  heir  who  took 
up  his  residence  in  the  Wallerstein  home  the 
latter  part  of  last  month.  Mr.  Wallerstein  is 
assistant  to  Edward  R.  Strauss,  Eastern  district 
sales  manager  of  the  Brunswick  Co. 
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beauty,  Economy  and  Durability  is  built  into  every  "Art -Way"' 
JJbnsole  Table  arid  Bench,  each  one  an  individual  creation  of  Spanish 
design  in  antique  gold  polychrome  finish.  The  same  harmonious 
color  scheme  is  parried  out  on  Table  and  Bench.  The  Bench  has  an 
upholstered  seat*  finished  in  beautiful  Italian  red  or  jade  green  figured 
jacquard. 


it 


Constantly  Gaining  Increased  Sales 

beyond  question,  that  Wrought  Iron  Console  Tables  and 
Benches  artistically  designed  the  "Art-Way"  for  Radio  purposes, 
lends  a  tduch  of  beauty  to  the  set  and  promotes  increased  sales. 
Every  model  is  an  individual  creation,  Spanish  type  design,  beauti- 
fully finished  in  antique  gold  and  polychrome. 

Dealers  and  jobbers  are  deriving  a  nice/  profit  and  a  quick  turnover 
through  its  constantly  increasing  popularity  and  their  ability  to  sell  at 
a  moderate  price.  You,  too,  are  invlled  to  get  the  details  of  our 
sales  plan. 


Meeting  the  E^ernand  of  Radio  lasers 

Our  Studios  are  creating  Console  Tables  and  Benches,  accomo- 
dating sets  for  Majestic,  Bplkite,  Philco.  Freshman.  e\c.  Watch 
for  trade  paper  and  mail  announcements.  \ 

The  Art  Specialty  Company  is\an  organization  consistently  striving  to 
develop  new  creations  in  beautiful  Wrought  Iron  Furniture. 

All  Art  Specialty  Wrought  Irbn  Furniture  creations  are  individually 
designed  and  protected  by  patent 


ART  SPECIALTY  COMPANY 

CHICAGO,  V.  S.  A. 

Order  jrom  Loci/  Distributor  or  Direct 
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R-B-M 

OLTAGE 
REGULATOR 


List  Price  $10 00 

SLIGHTLY  HIGHER  WEST  OF  THE  ROCKIES     25  CYCLE  TYPE  $12.50 


IN  ORDER  to  obtain  100%  results  in  the  way 
of  tone  quality,  volume,  distance,  and  even 
more  important  than  this,  to  get  satisfactory 
life  out  of  A.C.  tubes,  an  R-B-M  VOLTAGE 
REGULATOR  is  an  absolute  necessity  on  every 
A.C.  set.  This  device  is  guaranteed  to  deliver  the 
correct  voltage  to  your  set  regardless  of  your  line 
voltage,  the  make  of  your  set,  or  the  number  of 
A.C.  tubes  that  it  uses.  It  is  small,  compact, 
beautifully  finished,  and  attaches  to  your  radio  set 
in  just  a  few  seconds'  time.  It  does  not  require 
the  use  of  any  tools  or  the  connecting  of  any 
wires,  other  than  plugging  it  into  the  light  socket. 
No  rheostats  or  voltmeters  required  with  this  de- 
vice. It  does  not  waste  or  consume  any  current, 
nor  heat  up. 

How  it  works 

The  R-B-M  VOLTAGE  REGULATOR  will 
deliver  110  volts  to  your  A.C.  set  no  matter 
whether  your  line  voltage  is  90  volts  or  130  volts 
or  at  some  point  in  between.  By  delivering  the 
proper  voltage  at  all  times  to  your  set,  it  will 
give  you  the  maximum  efficiency  in  the  operation 
of  your  receiver  since  it  will  always  burn  your 
A.C.  tubes  at  the  voltage  for  which  they  were 
designed  to  give  the  best  results.  In  districts 
where  the  line  voltage  is  exceedingly  high,  it  will 
prolong  the  life  of  your  A.C.  tubes  to  their  rated 
number  of  hours.    On  the  other  hand,  where  the 

R-B-M  MANUFACTURING  CO. 

Logansport,  Indiana 


line  voltage  runs  as  low  as  90  volts,  this  device 
enables  you  to  get  all  of  the  kick  and  volume 
out  of  your  set  because  it  will  boost  the  voltage 
up  to  the  right  point  for  which  the  set  was 
designed,  viz.:  110  volts.  Thus  you  never  have  to 
worry  about  ruined  reception  due  to  low  voltage 
which  is  very  common  in  many  districts. 

Sell  it  over  the  counter 

Think  what  it  means  when  one  of  your  customers  comes  in 
with  a  burned  out  A.C.  tube.  Immediately  you  sell  him  this 
device  right  over  the  counter.  Your  customer  can  install  it 
just  as  efficiently  as  you  can.  It  does  not  require  the  use  of 
a  service  man,  voltmeter,  or  any  tools  to  install  it.  Once  set 
for  the  proper  voltage  there  is  nothing  to  get  out  of  order. 
You  not  only  make  a  profit  on  the  sale  of  this  device  but  it 
means  satisfied  customers  and  no  more  free  service  calls  due  to 
burned  out  A.C.  tubes.  The  R-B-M  VOLTAGE  REGU- 
LATOR is  fully  covered  by  patent  applications. 

DEALERS:  If  your  jobber  cannot  supply  you  with  R-B-M 
VOLTAGE  REGULATORS,  write  us  direct. 

MANUFACTURERS  desiring  to  equip  their  sets  with  this 
voltage  regulator  will  receive  special  attention. 


R-B-M  Manufacturing;  Co.,  73  Sixth  Street, 
Logansport,  Indiana. 

Send  to  me  by  return  mail  full  details  regarding 
the  new  R-B-M  Voltage  Regulator.    My  Jobber  Is: 


(Jobber's  Name) 


Name   . . 
Address 
City  


State. 
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The  new  Medium  Size  Evereatly  Layerbilt  "B"  The  famous  original  Eveready  Layerbilt  "B" 

Battery  iVo.  485.  3Vi  inches  thick.  Price  $3.50.  Battery  No.  486.  4  7/16  inches  thick.  Price  $5. 


These  two  batteries 
will  ^Layer-build"  your  trade 


NOW  that  there  are  two  Eveready  Layer- 
bilts,  everybody  except  the  portable-set 
fan  can  be  sold  an  Eveready  Layerbilt  "B" 
Battery. 

The  famous  Heavy  Duty  Eveready  Lay- 
erbilt No.  486  is  the  longest-lasting  Ever- 
eady ever  built. 

The  new  Medium  Size  Eveready  Layer- 
bilt No.  485  is  a  smaller  battery,  and  hence 
costs  less.  It  will  be  especially  valuable  to 
you  in  making  sales  to  those  who  do  not 
wish  the  large  size.  This  battery  lasts  longer 
than  the  corresponding  cylindrical  cell 
battery  of  the  same  size,  No.  772.  It  is, 
therefore,  the  most  economical  Eveready 
of  its  size. 

The  Eveready  Layerbilt  many  months 


ago  demonstrated  its  remarkable  effect  on 
battery  sales.  Its  long  life  means  economy, 
convenience,  satisfaction,  and  these  things 
are  business-builders  for  you.  The  unusu- 
ally effective  national  advertising  back  of 
these  batteries  helps  you  sell  them  to 
people  who  have  yet  to  learn  by  experience 
how  superior  they  are. 

Now  that  there  are  two  Eveready  Layer- 
bilts,  the  benefits  of  the  Eveready  inven- 
tion of  the  unique  flat-cell  battery  can  be 
used  in  full  effect  in  practically  every 
battery  sale. 

NATIONAL  CARBON  COMPANY,  INC. 
New  York,  N.  Y. 
Branches:  Atlanta,  Chicago,  Kansas  City, 
Long  Island  City,  San  Francisco 


Unit  of  Union  Carbide 


and  Carbon  Corporation 


EVEREADY 

Radio  Batteries 

-they  sell  faster 
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When  you  visit 

the  Chicago  trade  show 


n 


All  dealers  who  attend  the 
Chicago  Trade  Show  are 
cordially  invited  to  drop  in 
at  Sonora  Headquarters 


AS  this  publication  goes  to  press  it 
l.  is  too  early  to  promise  definitely 
that  the  working  models  of  the  new 
Sonora  instruments  can  be  heard  at  the 
time  of  the  Chicago  Trade  Show.  *  *  * 
But  at  least  enough  information  is  now 
available  to  arouse  more  than  a  passing 
curiosity  in  the  marvelous  new  things 


that  Sonora  is  soon  to  announce. 
During  the  Chicago  Show,  officers  of 
the  Company  will  be  present  to  unfold 
to  interested  dealers  something  of  the 
new  vista  of  profits  which  is  ahead  for 
them  and  for  Sonora.  Sonora's  Chicago 
offices  are  located  at  64  East  Jackson 
Boulevard,  Chicago.        *        /  > 


Sonor 
CLEAR  AS  A  BELL 
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High-Grade  Instruments  in 

Demand  in  Pittsburgh  Territory 

Talking  Machine  Dealers  Report  That  Higher-Priced  Instruments  Are  Proving  Best 
Sellers— Brunswick  Panatrope  Demonstrated  at  Church— A.  K.  Dealers  Meet 


11? 


Pittsburgh,  Pa.,  June  4.— Talking  machine  deal- 
ers report  that  there  is  a  satisfactory  volume 
of  business  being  handled.  The  type  of  talking 
machine  and  radio  that  is  being  sold  at  present 
is  of  the  high-grade  and  higher-priced  type. 
This  is  especially  true  of  dealers  who  handle 
the  Brunswick  Panatrope,  the  new  Orthophonic 
Victrola  and  the  new  Columbia  Phonograph. 

At.  St.  Patrick's  Church  a  few  days  ago 
Father  Cox,  one  of  the  outstanding  Roman 
Catholic  priests  of  this  city,  arranged  with  the 
local  offices  of  the  Brunswick  Co.  to  install  a 
Brunswick  Panatrope  in  the  church  for  the  pur- 
pose of  affording  worshippers  an  opportunity 
to  hear  the  Vatican  Choir,  which  is  recorded  on 
Brunswick  records.  The  demonstration  was  a 
highly  satisfactory  one. 

At  a  cooking  school  staged  by  the  Pittsburgh 
Post  Gazette  in  Soldiers'  Memorial  Hall  for 
three  days  it  was  estimated  that  over  12,500 
women  attended.  A  feature  of  the  school  for 
the  recreation  periods  during  the  three  days 
was  the  splendid  program  by  Victor  records  on 
the  new  Orthophonic  Victrola  installed  through 
the  courtesy  of  the  Rudolph  Wurlitzer  Co. 

The  new  music  shop  of  McCausland's,  at  425 
Liberty  avenue,  takes  the  place  of  the  former 
location  at  330  Liberty  avenue.  The  founder, 
Thomas  E.  McCausland,  who  died  several 
months  ago,  left  an  estate  valued  well  over 
$100,000,  of  which  the  bulk  went  to  the  widow 
and  the  daughter.  Mr.  McCausland,  in  his  will, 
directed  that  the  business  he  established  be  car- 
ried on  as  long  a,s  the  family  wished.  R.  C. 
Collins  is  the  manager.  Atwater  Kent,  RCA, 
Crosley  and  Amrad  receiving  sets  are  handled. 

The  Peoples  Saving  &  Trust  Co.,  of  Pitts- 
burgh, has  been  appointed  receiver  for  the  S. 
Hamilton  Co.,  music  dealer  at  815-817  Liberty 
avenue,  Pittsburgh.  The  receiver  is  directed  to 
continue  the  business  for  six  months.  W.  H. 
McConnell  and  Warren  H.  Russell  were  named 
as  appraisers. 

Over  100  Atwater  Kent  dealers  representing 
nine  counties  in  central  Pennsylvania,  compris- 
ing district  No.  4,  held  a  convention  at  Harris- 
burg  in  the  salesrooms  of  Knerr,  Inc.,  whole- 
sale distributor  of  Atwater  Kent  radio  products 
in  central  Pennsylvania.  C.  G.  Knerr,  president 
of  the  firm,  outlined  the  sales  program  for  the 
ensuing  year.  G.  R.  Knerr,  secretary  of  the 
firm,  also  addressed  the  dealers.  C.  W.  F.  Gel- 
ser,  special  representative;  James  Hickey,  field 
manager,  and  A.  C.  Jordan,  superintendent — all 
of  the  Atwater  Kent  organization — outlined  the 
work  of  their  departments.  W.  E.  Humphries, 
of  the  Pooley  Co.,  of  Philadelphia;  Sigmund 
Coleman,  of  the  Red  Lion  Cabinet  Co.,  pre- 
sented in  a  pleasing  manner  what  their  organ- 
izations had  to  offer.  Louis  T.  Ganster,  At- 
water Kent  distributor  in  Reading,  was  present 
by  special  invitation. 

Keystone  Radio,  Inc.,  of  640  Grant  street, 
Pittsburgh,  has  been  appointed  exclusive  whole- 
sale distributor  for  the  Steinite  electric  radio 
for  western  Pennsylvania,  eastern  Ohio  and 
the  northwest  part  of  Virginia. 

Gray  &  Martin,  piano,  talking  machine  and 
radio  dealers  in  the  Jenkins  Arcade,  this  city, 
have  installed  the  McMillan  Radio.  Daily 
demonstrations  are  being  given. 

An  "Orchestrope,"  which  was  to  be  presented 
to  some  theatre  here  in  connection  with  the  re- 
cent motion  picture  ball,  was  awarded  to  the 
Kenyon  Motion  Picture  Theatre  on  the  North- 
side,  Pittsburgh.  This  instrument,  an  automatic 
device  for  playing  records  continuously,  chang- 
ing and  reversing  them,  without  personal  atten- 
tion, was  presented  to  F.  H.  Shontz,  manager 
of  the  Kenyon  Theatre,  by  N.  E.  Caldwell,  dis- 
trict representative  of  the  Capehart  Automatic 


Phonograph  Corp.,  of  Huntington,  Ind.  It  was 
played  continuously  in  Stria  Syria  Mosque  at 
the  movie  ball  in  volume  sufficient  to  fill  the 
hall  and  received  much  favorable  comment.  The 
instrument  is  on  display  also  at  the  C.  C.  Mel- 
lor  Co.,  604  Wood  street,  Pittsburgh.  It  was 
shown  in  operation  in  the  show  windows  of  the 
store  and  attracted  much  attention. 

Burt  Hengeveld,  for  a  number  of  years  sales 
manager  for  the  S.  Hamilton  Co.,  has  resigned 
and  will  become  associated  with  a  steel  pipe 
manufacturing  concern.  Mr.  Hengeveld  is  one 
of  the  best  known  men  in  the  music  trade  in 
ihe  Steel  City. 


Trade  Activities  in 
Buffalo  Territory 

Buffalo,  N.  Y,  June  6.— The  King  Electric 
Mfg.  Co.  has  made  a  general  assignment  for 
the  benefit  of  its  creditors.  The  company  pro- 
duces radio  parts  and  should  not  be  confused 
with  the  King  Mfg.  Co.  of  this  city,  set  manu- 
lacturer.  The  corporation  estimates  its  liabil- 
ities at  $99,038,  and  its  inventory  at  $39,975. 
Daniel  W.  Keating,  of  Buffalo,  was  named 
assignee,  with  authority  to  continue  the  busi- 
ness for  the  benefit  of  the  creditors. 

The  Medo  Electric  Corp.  has  added  a  com- 
plete stock  of  Columbia  records  to  its  new 
store  at  18  East  Chippewa  street.  It  has  in 
stock  the  complete  German  catalog  of  the  Co- 
lumbia Co.  and  many  of  its  other  specialties. 

A  recent  bankrupt  at  Buffalo  was  the  Delec- 
tric  Service,  Inc.,  Kenmore,  N.  Y.,  radio  dealers, 
who  listed  liabilities  of  $15,751  and  assets  of 
$5,152. 

Another  new  Columbia  shop  here  is  that  just 
opened  by  Deveso  Bros.,  at  472  Elmwood  ave- 
nue, in  which  they  are  featuring  the  entire  Co- 
lumbia line. 

Schwegler  Bros,  have  been  attracting  much 
attention  with  their  advance  Buffalo  showing  of 
the  Orchestrope  in  their  Ellicott  street  store. 
Later  they  will  introduce  the  new  instrument 
throughout  their  territory,  which  covers  three 
western  New  York  counties. 


Splitdorf  Manager 
Sees  a  New  Trend 

"Every  indication  points  to  a  trend  toward 
the  dynamic  speaker  and  the  250  tube  during 
this  season,"  declared  Hal  P.  Shearer,  general 
manager  of  Splitdorf  Radio  Corp.,  at  a  meeting 
recently  before  Midwestern  jobbers.  "In  fact," 
said  Mr.  Shearer,  "I  may  go  so  far  as  to  say 
these  are  the  outstanding  developments  of  the 
season.  The  'smart'  manufacturer,  realizing 
that  the  demand  is  going  to  be  for  receivers 
equipped  with  dynamic  speakers  and,  at  the 
same  time,  that  there  is  a  strong  reason  for  the 
changes  going  on,  is  rapidly  getting  into  line  to 
meet  the  existing  and  future  conditions.  Like- 
wise in  the  case  of  the  250  tube,  there  is  going 
to  be  a  marked  leaning  in  that  direction,  too." 


Atwater  Kent  Bulletin 


The  art  of  window  dressing  is  the  subject  of 
a  four-page  bulletin  recently  produced  by  the 
Atwater  Kent  Mfg.  Co.,  of  Philadelphia.  The 
Atwater  Kent  Co.  has  long  stressed  the  value 
of  attractive  window  displays  and  the  recent 
bulletin  is  in  furtherance  of  this  campaign. 


The 

BUCKEYE 

RADIO  CABINET 
LINE 

for  1928-29 

NOW  READY 


Model  No,  30-A 

(Table  Model) 

The  Buckeye  Mfg.  Co., 
after  completing  last  year's 
remarkably  successful  sea- 
son now  offers  their  new 
line  for  the  new  season. 

The  line  consists  of  a  wide 
range  of  models  at  a  popu- 
lar price  to  accommodate 
all  standard  radio  sets. 

Buckeye  has  been  appointed 
authorized  cabinet  manu- 
facturers for  the  Stewart- 
Warner  line. 

See  the  full  line  on  display  in  Chi- 
cago at  the  R.M.A.  Show — Booth  114 

Buckeye  Mfg.  Co. 

Springfield  Ohio 

National  Sales  Representatives 

STUDNER  BROS.,  Inc. 


New  York 
Chicago 


67  W.  44th  St. 
26  W.  Jackson  Blvd. 
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Betterment  of  Employment  Aids 
Music-Radio  Trade  in  Detroit 

Brisk  Demand  for  Radio  Receivers,  Talking  Machines  and  Records  Enjoyed  by  Deal- 
ers— Sonora  Portable  Sales  Good — Columbia-Kolster  Model  Wins  Favor 


Detroit,  Mich.,  June  5. — With  increased  em- 
ployment, the  opening  of  the  resort  and  boat 
season,  there  has  been  a  brisk  demand  for  talk- 
ing machines,  radios  and  records  during  the 
past  few  weeks,  and  the  various  successful  deal- 
ers with  whom  we  have  had  contact  lately  have 
confirmed  the  report  that  their  sales  are  show- 
ing a  very  satisfactory  increase. 

For  the  last  days  of  May  Detroit  had  per- 
sonal appearances  from  two  notable  Columbia 
artists — Paul  Whiteman  appearing  at  one  the- 
atre and  Van  &  Schenck  at  another,  house.  Deal- 
ers of  phonographs,  especially  Columbia  deal- 
ers, took  advantage  of  the  event  by  advertising 
their  latest  record  hits  and  making  attractive 
window  displays.  Among  the  stores  which  took 
particular  interest  in  their  appearance  were  Fair- 
view  Music  Shop,  Schultz  Music  Shop,  Cable 
Piano  Company  and  Groves  Music  Shop. 

The  People's  Outfitting  Co.,  through  its  music 
and  radio  department,  of  which  Mr.  Reddaway 
is  manager,  continues  to  boost  the  Sonora  port- 
able as  its  leading  portable  phonograph.  Mr. 
Reddaway  reports  very  brisk  sales  on  this  par- 
ticular instrument. 

Visiting  the  wholesale  Columbia  branch  the 
other  day  we  found  Manager  Thomas  Devine 
and  his  entire  organization  very  enthusiastic 
over  the  new  Columbia-Kolster  combination, 
which  retails  at  $600.  In  fact,  the  branch  has 
been  besieged  with  dealers  since  the  announce- 
ment that  this  model  was  on  exhibition.  Mr. 
Devine  also  reports  a  very  active  demand  for 
the  new  Columbia  portable  No.  161,  which  re- 
tails at  $50. 

Desnoyers  Music  House,  at  122  East  Michi- 
gan avenue,  Jackson,  Mich.,  after  eighteen  years 


in  the  music  business,  is  disposing  of  its  stock 
and  will  retire  from  the  field. 

Matt  Maycunas  has  opened  a  phonograph 
store  at  9501  Cardoni  avenue,  and  will  specialize 
in  Lithuanian  domestic  records,  handling  Co- 
lumbia and  Okeh. 

The  Jury-Rowe  Co.,  Jackson,  Mich.,  through 
its  manager  of  the  music  department,  Charles 
F.  Sternberg,  has  taken  on  the  complete  Colum- 
bia phonograph  and  record  line. 

Frank  Maiques  has  engaged  in  the  music 
business  at  1401  First  street,  putting  in  a  com- 
plete line  of  Spanish  and  Mexican  records  se- 
lected from  the  Columbia  catalog. 

R.  J.  Mueller,  district  manager  for  Columbia, 
accompanied  by  Thomas  Devine,  Columbia's 
branch  manager  in  Detroit,  recently  completed 
a  tour  of  the  Michigan  territory  by  automobile, 
visiting  Lansing,  Jackson,  Port  Huron,  Flint 
and  Bay  City.  Mr.  Mueller  was  impressed  with 
the  industrial  activity  in  these  various  cities 
and  with  the  complimentary  remarks  he  heard 
from  the  Columbia  dealers. 

Baltimore  Columbia  Stores 
in  Go-operative  Ad  Drive 

Baltimore,  Md.,  June  5. — Columbia  dealers  in 
this  territory  profited  greatly  from  the  release 
during  the  past  month  of  parts  7  and  8  of  the 
"Two  Black  Crows."  This  latest  Moran  and 
Mack  offering  has  had  a  wonderful  sales  record 
and  is  stimulating  the  sale  of  other  products. 
Full-page  advertisements  were  inserted  in  the 
Evening  Sun,  the  Post  and  the  Evening  News 
and  again  in  the  Sun.    This  co-operative  effort 


on  the  part  of  dealers  also  featured  the  Colum- 
bia-Kolster, model  901,  and  the  model  603. 

The  announcement  that  Paul  Whiteman  and 
His  Orchestra  would  record  exclusively  for  the 
Columbia  catalog  has  caused  much  enthusiasm 
among  Columbia  dealers  here,  and  they  are  anx- 
iously awaiting  the  first  releases  by  this  fa- 
mous aggregation. 

Allen-Hough  Markets 
Phono-Link  Pick-up 

Has  Number  of  Distinctive  Features — Is 
Light  in  Weight,  Reducing  Pressure  on 
Records  and  Is  Easily  Attached 

The  Allen-Hough  Mfg.  Co.  has  recently  been 
granted  the  exclusive  marketing  rights  in  the 
United  States,  and  foreign  countries,  for  the 
well-known  Phono-Link  electrical  pick-up.  This 


Phono-Link  Electrical  Pick-up 

product  has  already  gained  widespread  popular- 
ity, and  under  the  aggressive  Allen-Hough  di- 
rection it  promises  to  break  all  sales  records 
for  a  new  product  introduced  into  this  industry. 

The  Phono-Link  has  a  number  of  distinctive 
features.  It  is  very  light,  thus  reducing  the  pres- 
sure and  wear  on  records  to  an  absolute  mini- 
mum. It  is  instantly  attached  to  any  radio  with- 
out removing  tubes,  and  volume  is  controlled 
magnetically.  The  Phono-Link  is  adaptable  to 
any  radio,  including  sets  using  AC  tubes,  and 
the  entire  pick-up,  complete  with  arm,  cord  and 
plug,  retails  at  $7.50. 

Knerr,  Inc.,  Named 
Atwater  Kent  Jobber 

» 

Harrisburg,  Pa.,  June  4. — Knerr,  Inc.,  has 
been  appointed  Atwater  Kent  distributor  in  the 
Harrisburg  territory.  This  is  a  new  organiza- 
tion recently  formed.  Its  personnel  is  one  that 
thoroughly  understands  the  dealer's  needs,  for 
W.  J.  Knerr,  vice-president,  and  G.  R.  Knerr, 
secretary,  have  successfully  operated  an  ex- 
clusive Atwater  Kent  retail  store  in  this  city 
for  some  time.  C.  G.  Knerr,  president,  is  an 
experienced  wholesaler,  having  retired  from  a 
particularly  successful  wholesale  drug  business. 

Offices  and  warerooms  have  been  opened  at 
1008  North  Third,  street,  and,  in  addition  to  the 
Atwater  Kent  line,  Pooley  and  Red  Lion  cab- 
inets and  a  line  of  accessories  will  be  dis- 
tributed., 

C.  E.  Mfg.  Co.  Now 
the  CeCo  Mfg.  Co. 

» 

Providence,  R.  I.,  June  5. — The  C.  E.  Mfg. 
Co.,  of  this  city,  maker  of  CeCo  tubes,  has  now 
become  the  CeCo  Mfg.  Co.  This  name  change 
is  in  accord  with  the  modern  trend  among  na- 
tional manufacturers  where  the  name  of  the 
product  has  grown  even  more  familiar  than  the 
corporate  name  of  the  firm.  CeCo  tubes  are 
known  from  coast  to  coast  and  the  inclusion  of 
the  name  of  the  product  in  that  of  the  manufac- 
turing company  is  a  decided  asset. 


The  H.  B.  Hopkins  Music  Co.,  Aurora,  111., 
recently  filed  a  petition  in  bankruptcy  with  the 
Wurlitzer  Co.  listed  as  a  creditor. 
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TALK-BACK 
RECORDS 

Professional  musicians 
find  Talk-Back  Records 
helpful  in  rehearsals. 

Talk-Back  Records  can 
be  made  on  portable 
phonographs. 

Talk-Back  Recording 
outfit  is  easily  attached 
to  your  phonograph. 


Dealers  and  jobbers  — 
There  has  always  been 
a  demand  for  a  person- 
al recording  outfit  „  .  . 
The  Talk-Back  Outfit 
supplies  this  demand. 


TalloBaclc  Recorder  Company 

4703  East  50th  Street 
LOS  ANGELES,  CALIFORNIA 
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^ASMUTH-GoODRICH 

Radio  furniture 


THE  MADRID 
Made  in  walnut  and  mahopany  finishes. 
Contains  RCA  100-A  Speaker.  Accom- 
modates  any  radio  set.   Height  29"; 
width  30";  depth  15". 


has  been  enthusiastically  ac- 
cepted by  many  of  the  finest 
radio  distributing  houses  as 
their  furniture  line  for  the 

coming  season. 
Your  territory 
may  still  be 
open. 


THE  SEVILLE 
Butt  walnut  front,  attractively  overlaid 
in  rippled  maple.  Equipped  with  RCA 
100- A  Speaker.  Accommodates  all  makes 
of  radio  sets.  Height  42";  width  32"; 
depth  16". 


IMPERIAL 

Combination  PHONO-RADIO  Cabinet.  Handsome, 
massive  walnut  cabinet.  Striped  walnut  veneer 
front  with  maple  overlay.  Equipped  with  GE 
Electric  Phonograph  Motor  and  Cone  Speaker. 
Efficient  electric  pick-up.  Sliding  drawer  accom- 
modates any  radio  set.  Special  compartment  for 
records.  Height  50";  width  32";  depth  20". 


Be  sure  to  call  at 

Booth  B-15,R.M.A.  Radio  Show 

Stevens  Hotel,  Chicago,  June  11  to  15 

The  models  shown  here,  and  many  others,  await  your 
most  critical  inspection.   In  them  you  will  find  the 
profitable  alternative  for  vanishing  accessory  business 
Be  sure  to  see  them  at  the  Show ! 

WASMUTH-GOODRICH  CO. 

New  York  City    f    *    f    /    /    /    Peru,  Indiana 

Symphonic  Sales  Corporation 
National  Sales  Managers 
370  Seventh  Avenue,  New  York  City 
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Sonora  One-to-One  Electric 

Motor  Is  Placed  on  Market 

Now  Available  for  Delivery  to  Manufacturers  and    the  Trade — Is  Absolutely  Quiet, 
and  Soeed  Is  Controlled  to  Maintain  a  Constant  Rate — To  Be  Used  in  Sonora  Line 


The  new  Sonora  One-to-One  Electric  Motor 
has  been  placed  on  the  market  and  is  available 
for  delivery  to  manufacturers  and  the  trade. 
Its  features  are  most  interesting  to  those  in- 
terested in  the  electrical  phonograph.  Fully 
realizing  the  trend  towards  the  completely 
electric  phonograph  and  the  need  of  a  product 


Sonora  One-to-One  Electric  Motor 

of  the  highest  quality,  the  Sonora  Phonograph 
Co.,  Inc.,  purchased  all  the  rights  and  patents 
to  the  device  selected  as  the  most  efficient. 
Sonora  engineers  have  brought  this  motor  to 
its  present  high  state  of  perfection  and  are 
now  entering  production  in  large  quantities. 
The  motor  will  be  used  in  the  entire  new 
Sonora  line  and  other  manufacturers  have 
already  adopted  it  as  standard  for  their  1928 
production. 

With  the  high  degree  of  improvement  in  the 
electric  phonograph  a  motor  must  obviously 
be  silent.  Due  to  its  constructional  features 
the  Sonora  One-to-One  is  absolutely  quiet 
It  produces  no  interference  when  working  with 
electrical  pick-up  or  in  conjunction  with  audio 
frequency  amplification. 

One  of  the  most  interesting  features  of  the 
motor  is  the  method  of  controlling  speed  to 
maintain  an  absolutely  constant  rate.  This  is 
done  in  two  ways,  namely,  by  the  standard 
three-ball  governor  and  by  the  patented _torque 
absorbing  device  which  is  instantaneously 
operative  in  cases  of  load  variation  or  voltage 
fluctuation.  The  public  to-day  demands  the 
highest  of  musical  quality  rendition  and  is 
quick  to  realize  change  in  tempo  which  results 
from  a  non-constant  speed  motor. 

The  Sonora  One-to-One  is  so  designed  that 
it  requires  lubrication  but  once  a  year.  It  is 
as  foolproof  and  free  from  service  problems 
as  any  motor  can  be. 

The  standard  One-to-One  is  wound  for  110 
volts  AC,  40  to  60  cycle.  The  same  motor, 
by  the  addition  of  a  simple  external  resistance, 
is:  equally  satisfactory  for  220  volts  AC,  40 
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Nickel  in  the  Slot 
Electric  Automatic 
Phonograph 

Holds  and  plays  5  disc 
records  automatically. 
You  won't  have  to  keep 
these  instruments  a  life- 
time before  they  pay 
for  themselves  at  our 
price  of  only  $100  each. 
Can  quote  attractive 
prices  in  lots  of  50  and 


100. 

ATLAS  SALES  CO. 


Taylor  Street 


Kaukauna,  Wis. 


to  60  cycle,  and  110  or  220  volts  DC.  It  re- 
quires but  one-quarter  ampere  when  running. 
The  fact  that  its  speed  is  so  slow  (70  to  80 
rpm)  eliminates  entirely  the  possibility  of  com- 
mutator trouble.  The  motor  is  supplied  with 
turntable,  speed  control  parts,  full  non-set 
automatic  stop  and  switch  (which  will  work 
with  any  make  of  record)  or  with  pre-set 
automatic  stop.  In  production  quantities  any 
standard  lacquer  finish  or  plating  is  supplied. 
The  motor  and  all  the  parts  are  made  entirely 
at  the  new  Acoustic  Products  Mfg.  Co.  plant 
at  Stamford,  Conn.  The  Sonora  One-to-One 
Electric  Motor  is  but  one  of  the  many  Sonora 
products  that  will  soon  be  announced. 


H.  C.  Doyle  Killed 
in  Airplane  Accident 

Treasurer  of  Sleeper  Radio  &  Mfg.  Corp. 
Instantly  Killed  on  May  25  When  Plane 
Crashes  Near  Curtiss  Field 


The  many  friends  of  Herbert  C.  Doyle,  treas- 
urer of  the  Sleeper  Radio  &  Mfg.  Corp.  in  Long 
Island  City,  were  shocked  to  learn  of  his  acci- 
dental death  on  May  25  when  his  airplane 
crashed  on  a  farm  near  Curtiss  Field,  New 
York.  Mr.  Doyle  had  started  on  a  flying  trip 
to  Philadelphia  after  testing  out  his  biplane 
earlier  in  the  morning.  At  a  height  of  200  feet, 
in  a  strong  wind,  the  plane  slipped  or  dived 
straight  to  the  ground,  according  to  observers.' 
Mr.  Doyle  was  instantly  killed  and  the  plane 
completely  wrecked  and  burned. 

Herbert  C.  Doyle  was  a  veteran  pilot.  He 
learned  to  fly  in  a  plane  of  his  own  design  in 
1911,  and  during  the  war  he  was  production 
manager  of  the  Thomas  Aircraft  Co.  at  Ithaca, 
N.  Y.  He  was  thirty-five  years  old,  born  in 
Rochester,  N.  Y.,  the  son  of  Michael  Doyle, 
president  of  the  International  Pulp  Co.  He  was 
married  and  resided  at  Jackson  Heights,  N.  Y. 

Gordon  C.  Sleeper,  president  of  the  company, 
stated  that  Mr.  Doyle  was  an  excellent  aero- 
nautical engineer  as  well  as  one  of  radio's  best 
designing  engineers,  and  much  of  his  flying  was 
done  in  connection  with  tests  of  aeronautical 
instruments  manufactured  by  the  Sleeper  Corp. 


Dutton  &  Sons  Co. 
Elects  New  Officers 


A.  C.  Barclay  Succeeds  W.  M.  Dutton  as 
President — H.  A.  Lainson  Now  General 
Manager  and  Vice-President 

Hastings,  Neb.,  June  5. — W.  M.  Dutton  & 
Sons  Co.,  prominent  radio  distributor,  an- 
nounces the  election  of  two  new  officers. 

A.  C.  Barclay  is  now  president,  succeeding 
W.  M.  Dutton,  who  continues  with  the  firm  as 
chairman  of  the  board.  H.  A.  Lainson,  formerly 
general  manager,  has  been  made  vice-president 
and  general  manager;  W.  R.  Snyder,  formerly 
vice-president,  continues  as  a  member  of  the 
board  of  directors.  George  R.  Dutton  continues 
as  secretary-treasurer. 

The  new  president,  A.  C.  Barclay,  joined  the 
firm  three  years  ago,  and  his  ability  has  become 
generally  recognized.  Mr.  Lainson  joined  the 
organization  eight  years  ago  as  manager  of  the 
hardware  department,  was  advanced  to  sales 
manager,  then  to  general  manager,  and  now  to 
vice-president  and  general  manager. 

W.  M.  Dutton,  who  has  been  active  head  of 


the  business  for  42  years,  explained  that  this 
change  in  officers  would  relieve  him  of  much 
of  the  executive  detail,  and  recognize  the  ability 
of  younger  men  by  advancing  them  to  more  re- 
sponsibility. The  general  policy  of  the  company 
will  remain  the  same,  and  no  further  changes 
in  the  personnel  of  the  organization  are  con- 
templated at  the  present  time. 

Business  in  all  departments  is  reported  as 
being  very  satisfactory,  and  the  first  four 
months  of  1928  showed  a  14  per  cent  increase 
over  the  same  period  of  1927.  The  present  out- 
look indicates  that  this  year's  business  should 
lead  any  previous  year. 


Radio  Allied  Mf  rs. 

Corp.  Organized 

Is  Consolidation  of  Two  Largest  Organi- 
zations in  Cabinet  Field,  H.  T.  Roberts 
Co.  and  United  Cabinet  Mfrs.  Corp. 

A  new  company  was  formed  in  Chicago  late 
in  May,  the  Radio  Allied  Manufacturers  Corp., 
a  consolidation  of  two  of  the  largest  and  oldest 
organizations  in  the  radio  furniture  and  cabinet 


H.  T.  Roberts 

fields,  the  H.  T.  Roberts  Co.  and  the  United 
Cabinet  Manufacturers  Corp.,  both  of  this  city. 
Headquarters  of.  the  Radio  Allied  Manufactur- 
ers Corp.  are  at  1340  South  Michigan  avenue, 
where  general  offices  and  a  display  are  main- 
tained. The  firm  has  for  its  products  about 
sixty  different  models  of  radio  cabinets  and 
tables,  representing  the  output  of  twelve  fac- 
tories with  a  price  range  of  from  $35  upward, 
providing  a  complete  selection  of  styles  for  the 
retail  dealer. 

W.  C.  Perkins,  formerly  president  of  the 
United  Cabinet  Manufacturers  Corp.,  owing  to 
the  increased  activity  of  the  Utah  Radio  Prod- 
ucts Co.,  in  which  he  has  held  a  semi-active 
interest  for  several  years,  will  devote  his  entire 
attention  to  that  company.  H.  T.  Roberts,  one 
of  the  most  prominent  figures  in  the  radio  cabi- 
net field,  and  formerly  president  of  the  company 
which  bore  his  name,  is  president  of  the  Radio 
Allied  Manufacturers  Corp.  M.  M.  Scribner, 
formerly  of  the  United  Cabinet  organization,  is 
vice-president  and  treasurer,  and  P.  J.  Schiltz, 
formerly  of  the  Roberts  Co.,  is  secretary  of  this 
large  and  successful  organization. 


Kolster  Receiver  in 
Brazilian  Jungles 

A  Kolster  receiving  set  is  entertaining  the 
members  of  the  Dyott  expedition  in  the  Brazil- 
ian jungles  of  South  America  with  music  broad- 
cast by  North  American  stations,  according  to 
messages  received  by  the  Kolster  Radio  Corp., 
Newark,  N.  J.  It  is  said  that  WJZ  and  WEAF 
are  being  received  with  exceptionally  good  vol- 
ume with  only  occasional  interruptions  from 
static. 
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Eliminate 

DISTORTIOHf 

In  free-edge  or  uncontrolled  cone 
speakers,  distortion  cannot  be 
prevented.  Lektophone  Licensed 
Speakers  eliminate  distortion.  They 
control  the  edge  . .  .  and  control  the 
market. 


licensed  speakers 

are  installed  in  the  more  expensive  instruments 
sold  by  the  three  Leading  Phonograph  Com- 
I    panies  of  America. 

IP] 

IK 

licensed  speakers 

are  built  by  the  following  manufacturers  of 
Phonograph  and  Radio  Products,  licensed 
under  the  Lektophone  patents  in  the  United 


States: 

American  Bosch  Magneto  Corporation 
Amplion  Corporation  of  America 

Brandes  Products  Corporation 
Farrand  Manufacturing  Company 
Marcus  C.  Hopkins 
O'Neil  Radio  Corporation 
Pathe  Phonograph  &  Radio  Corporation 
Radio  Corporation  of  America 
Radio  Foundation,  Incorporated 
Stromberg- Carlson  Telephone  Manufacturing  Company 
J.  S.  Timmons,  Incorporated 
United  Radio  Corporation 
Utah  Radio  Products  Company 


The  merits  of  Lektophone  construction  .  .  .  the  controlled  edge  .  .  .  are 
understood  both  here  and  abroad  by  responsible  manufacturers, 
assemblers,  jobbers  and  dealers. 


LKKTOPHOSK  CORPORATION* 


15  ttrehange  Place,  Jersey  City,  JVew  Jersey 
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Stewart- Warner  Announces  New 
1928  Line  of  Radio  Receivers 

Series  "800"  Includes  Both  AC  and  Battery-Operated  Models — Five  New  Consoles  and 
a  Portable  Receiver  Included — C.  B.  Smith,  President,  Comments  on  Line 


The  Stewart-Warner  Speedometer  Corp., 
Chicago,  has  announced  its  new  1928  line  of 
radio  receivers  known  as  the  Series  "800,"  which 
includes  both  AC  models  and  sets  for  use  with 
batteries  or  power  units,  a  compact  portable, 
receivers  with  and  without  built-in  reproducers, 
and  with  built-in  socket  antenna.  Five  new 
console  models  are  included  in  the  line,  the 
cabinets,  of  period  design,  being  made  by  the 
Buckeye  Cabinet  Co.,  Springfield,  O.  The  bat- 
tery-operated receivers  are  for  installation  where 
alternating  current  is  not  available,  and  al- 
though identical  in  apearance  and  tuning  char- 
acteristics with  the  AC  models,  the  circuit  dia- 
gram is  designed  expressly  for  battery  opera- 


"Here's  the  best 
aerial  to  use 
with  that  set 
you've  bought 

Just  connect  it  to  your  set  and  plug  into  the 
nearest  light  socket.  This  little  device  uses 
absolutely  no  current,  requires  no  lightning 
arrester,  and  cuts  static  down  to  almost  zero. 
You  will  get  the  same  perfect  reception  as 
you've  just  listened  to  here — because  we  always 
demonstrate  with  the  Dubilier  Light  Socket 
Aerial.   Expensive?   No,  sir  1   Only  $1.50." 

More  dealers  than  you  can  count  are  show- 
ing off  their  receivers  to  best  advantage  with 
this  unique  aerial,  and  then  selling  them  at 
good  profit  with  every  set.  Others  are  in- 
cluding the  Dubilier  Light  Socket  Aerial  in 
the  purchase  price  of  equipped  sets  as  an 
added  inducement.  Have  you  tried  out  either 
of  these  plans?  If  you're  not  equipped  to 
collect  on  this  nationally  advertised  aerial, 
phone  ypur  jobber  today  for  a  trial  supply. 
Packed  individually  in  attractive  counter  dis- 
play cartons  of  ten:  They  are  available 
through  any  good  radio  distributor. 

Dubilier  Condenser  Corp. 
4377  Bronx  Blvd.  New  York 

Dubilier 

LIGHT-  SOCKET  AERIAL 


tion.  The  battery  operated  sets  are  also  sup- 
plied in  console  models  with  built-in  repro- 
ducers. 

C.  B.  Smith,  president  of  the  Stewart-Warner 
Speedometer  Corp.,  in  commenting  on  the  new 
"800"  line,  stated: 

"In  offering  our  new  '800'  series  our  mes- 
sage to  the  public  and  to  the  trade  is  that 
Stewart-Warner  engineers  have  accomplished  a 
real  achievement.  They  have  produced  a  radio 
receiving  set  and  a  reproducer,  the  combined 
qualities  of  which  now  make  possible  a  fidelity 
of  sound  recreation  which  means  realism  in 
radio  reception.  Stewart-Warner  dealers  are 
now  provided  with  a  line  that  enables  them  to 
offer  their  patrons  outstanding  values  in  to- 
day's radio  production. 

"In  designing  and  perfecting  these  sets  we 
have  taken  full  advantage  of  all  the  experience 
we  have  acquired  since  the  production  of  our 
first  radio  receiver.  Incorporated  in  them  are 
the  best  features  of  previous  models  together 
with  new  proved  advancements  developed  by 
our  engineering  staff.  The  production  of  this 
series  has  not  been  a  rush  job  in  any  sense. 
We  took  all  the  time  needed  for  the  initial  re- 
ception, laboratory  development  and  final 
standardization  for  quality  production.  In  this 
'800'  series  there  is  a  simplicity  of  construction 
and  a  corresponding  simplicity  and  efficiency  of 
operation  that  should  win  for  it  the  good  will 
of  the  radio  trade  and  a  ready  acceptance  on 
the  part  of  the  radio  public." 


Issues  Powerizer 
Pamphlet  for  Owners 

Radio  Receptor  Co.  Prepares  Interesting 
Booklet  Describing  New  Powerizer  De- 
signed for  Number  of  Sets 


The  Radio  Receptor  Co.,  Inc.,  New  York 
City,  manufacturer  of  Powerizer,  power  ampli- 
fiers and  complete  power  supply  units,  has  pre- 
pared an  interesting  pamphlet  directed  specifi- 
cally to  owners  of  Radiola  812  (semi-portable), 
Radiola  Super  VIII,  Radiola  24  panel,  Radiola 
26  panel,  Radiola  20  sets  and  panels,  Radiola 
26  portable,  Victrola  combination  7-1  (Alham- 
bra-1),  Victrola  combination  7-30,  Victrola  com- 
bination 7-3,  Brunswick  BR-260  and  any  re- 
ceiver using  up  to  four  UX  222  tubes. 

The  pamphlet  describes  the  new  Powerizer 
designed  for  the  aforementioned  sets.  The 
names  are  set  forth  on  the  cover  or  first  page  so 
that  the  purchaser  can  rapidly  indentify  the 
model  needed  to  provide  power  amplified  all 
electric  operation  for  his  set.  Ludwig  Arnson, 
sales  manager  of  the  Radio  Receptor  Co.,  is  in- 
augurating a  strong  campaign  on  all  models  for 
the  coming  season. 

Grebe  Donates  Scholarships 

A.  H.  Grebe,  president  of  A.  H.  Grebe  &  Co., 
Inc.,  New  York,  radio  manufacturer,  is  altruis- 
tically contributing  to  the  advancement  of  radio 
in  general.  In  conjunction  with  the  Radio- 
marine  Corp.  of  America,  Mr.  Grebe  has  donated 
several  scholarships  at  the  Radio  Institute  of 
America  to  students  selected  by  the  Veteran 
Wireless  Operators'  Association. 


Alex.  Nyman  Goes  Abroad 


order  to  combine  a  well-earned  vacation  and  a 
study  of  European  radio  conditions  and  tech- 
nical developments.  He  will  spend  some  time 
with  the  British  and  the  German  Dubilier  or- 
ganizations abroad  for  an  exchange  of  produc- 
tion and  technical  ideas. 


Bremer-Tully  Pre- 
pares Sales  Aids 

Metal  Sign  for  Indoor  or  Outdoor  Dis- 
play Furnished  to  Dealers  and  Distrib- 
utors— Booklet  on  New  Model  6-40  AC 


Chicago,  Iul.,  June  5. — The  Bremer-Tully  Mfg. 
Co.,  of  this  city,  manufacturer  of  Counterphase 
radio  receivers,  is  furnishing  all  dealers  and 
distributors  of  Bremer-Tully  products  with  a 
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New  Bremer-Tully  Dealer's  Sign 

metal  sign  which  is  illustrated  herewith.  Red 
letters  outlined  in  black  on  a  canary  yellow 
background  make  the  sign  a  most  attractive  and 
effective  advertisement  for  indoor  or  outdoor 
use.  The  sign  measures  20"  by  50",  and  is  be- 
ing used  quite  extensively  by  Bremer-Tully  dis- 
tributors on  their  delivery  trucks. 

Another  piece  of  sales  promotional  matter 


Bremer-Tully  Circular 

recently  prepared  and  distributed  by  the 
Bremer-Tully  organization  consists  of  an  attrac- 
tive circular  featuring  the  new  Model  6-40  AC 
electric  receiver  that  has  just  been  placed  on 
the  market.  It  is  printed  in  black  and  two 
tones  of  orange,  and  is  sent  free  of  charge  to 
all  B-T  dealers  upon  application  to  the  com- 
pany headquarters. 


Use  Golumbia-Kolster 


Alexander  Nyman,  for  the  past  five  years  a 
consulting  engineer  of  the  Dubilier  Condenser 
Corp.,   New  York,  has   sailed  for   Europe  in 


At  a  recent  meeting  of  the  National  Academy 
of  Sciences  held  in  the  National. Research  Build- 
ing in  Washington,  D.  C,  a  Columbia-Kolster 
electric  reproducing  phonograph  was  used  to 
illustrate  different  phases  of  pitch  and  reso- 
nance. The  instrument  was  supplied  by  Gus 
Louis,  Columbia  dealer,  of  Washington. 


The  Universal  Musical  String  Co.,  New  York 
City,  has  filed  a  petition  in  bankruptcy. 
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A  nnouncing 
a  new  and  novel  line 


of 


for 

Atwater  Kent  Radios 

In  keeping  with  the  progress  of  radio  in  general,  and  of 
cabinets  in  particular,  we  are  offering  a  new,  attractive 
and  decidedly  novel  line  of  Red  Lion  Cabinets  for 
Atwater  Kent  Radios.  These  models  will  be  in  addition 
to  the  ever-popular  Red  Lion  Desk  Models — to  which 
have  been  added  several  new  features  of  unusual  utility. 

You  are  cordially  invited  to  attend  the  first 
showing  of  these  new  Red  Lion  Models  at  the 
R.  M.  A.  Trade  Show  —  Chicago,  June  11-17 

RED    LION    CABINET    COMPANY,    RED    LION,  PA. 

Makers    «/    the    famous    lied    Li  an  Furniture 


/ 
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Cleveland  Distributing  Co.  Is 

Formed  to  Distribute  A.  K.  Line 

Cleveland  Ignition  Co.  Forms  New  Company  to  Handle  Radio  End  of  Its  Business — 
Talking  Machine  Co.  Moving  to  Larger  Quarters — Portables  in  Big  Demand 


Cleveland,  O.,  June  6. — Dealers  who  are  getting 
out  after  business  are  selling  sets.  Both  dis- 
tributors and  dealers  express  themselves  as 
pleased  over  the  business  done  throughout  the 
season  and  anticipate  a  nice  volume  during  the 
Summer  months.  Portable  phonographs  are 
moving  very  well  and  are  being  featured  by  all 
dealers.  Larger  machines  of  the  combination 
type  are  also  selling.  Records  and  sheet  music, 
especially  the  classical  numbers,  sold  briskly, 
which  can  be  laid  to  the  recent  visit  of  the 
Metropolitan  Opera  Company. 

The  Cleveland  Ignition  Co.,  which  has  been 


distributor  for  the  Atwater  Kent  line  of  radio 
for  a  number  of  years  past,  has  formed  a  new 
company  known  as  the  Cleveland  Distributing 
Co.,  to  handle  the  radio  end  of  the  business. 
The  Cleveland  Distributing  Co.  has  taken  quar- 
ters at  5205  Euclid  avenue,  and  it  is  occupying 
both  the  first  and  second  floors  of  the  building. 
R.  H.  Becktol  is  general  manager  of  the  com- 
pany, and  the  entire  personnel  of  the  radio  divi- 
sion of  the  Cleveland  Ignition  Co.  has  been 
taken  over  by  the  new  company. 

The  Talking  Machine  Co.,  Victor  distributor, 
is  preparing  to  move  into  larger  quarters.  The 


new  2-55  Victor  portable  is  arousing  much'  in- 
terest in  the  trade  and  a  large  volume  of  orders 
are  being  received  for  it.  A  very  attractive 
stand  has  been  designed  for  use  with  it  by 
Howard  Shartel,  president  of  the  Cleveland 
Talking  Machine  Co.,  and  which  is  adding  much 
to  its  popularity.  The  new  Victor  Orthophonic 
model  835  is  now  being  shipped  out  to  dealers, 
who  are  much  enthused  over  its  sales  possibili- 
ties on  account  of  its  many  attractive  features. 
A  new  Victor  account  that  was  opened  this 
month  is  Antonia  Mervar,  a  successful  dealer 
located  at  6921  St.  Clair  avenue. 

Miss  Madeline  Davies,  of  the  Victor  Red 
Seal  Promotional  Department,  was  in  Cleve- 
land May  19th  and  addressed  a  meeting  of  Vic- 
tor record  sales  people.  The  affair  was  held 
at  the  Hotel  Statler. 

D.  Meier,  senior  member  of  the  firm  of  L. 
Meir  &  Son,  well  known  music  dealer  of  Cleve- 
land, accompanied  by  Mrs.  Meier,  is  making 
a  motor  tour  of  the  South,  and  stopped  off  at 
Louisville  to  see  the  Derby. 

The  Acme  Electric  Mfg.  Co.  is  preparing  to 
install  a  number  of  new  production  devices  and 
automatic  labor  saving  machinery  to  produce 
their  new  line  of  radio  items  for  the  coming 
season. 

The  committee  representing  the  Ohio  Music 
Merchants'  Association  and  consisting  of  Robert 
E.  Taylor,  chairman;  Rexford  C.  Hyre  and  A. 
L.  Maresh,  who  paid  a  visit  to  New  York 
manufacturers  for  the  purpose  of  getting  them 
to  exhibit  their  products  at  the  Ohio  Music 
Merchants'  Convention,  which  is  to  be  held  in 
Toledo  in  September,  reported  on  their  return 
that  they  had  been  very  successful  in  their 
efforts,  and  that  the  prospect  for  a  large  num- 
ber of  exhibits  looks  very  promising. 

The  Euclid  Music  Co.  has  been  featuring 
the  new  Columbia  record,  parts  seven  and  eight 
of  the  "Two  Black  Crows."  Large  crowds  have 
been  congregating  in  front  of  the  store  to  hear 
it  through  the  loud  speaker,  and  many  of  the 
records  have  been  sold. 

Expects  Record  Sales 
of  Dubilier  Products 

George  E.  Palmer,  General  Sales  Manager 
of  Dubilier  Condenser  Corp.,  Is  Most 
Optimistic  Over  Future  Outlook 

George  E.  Palmer,  general  sales  manager  of 
the  Dubilier  Condenser  Corp.,  New  York,  is 
exceedingly  optimistic  over  the  future.  Mr. 
Palmer  has  been  identified  with  several '  highly 
successful  radio  merchandising  campaigns  in 
the  past,  including  Daven  products  and  more 
recently  with  the  Dubilier  Corp.  Mr.  Palmer 
stated: 

"Last  year  the  Dubilier  organization  did  more 
business  than  in  any  previous  year  of  its  ex- 
istence. Even  the  record  year  of  1924  was  sur- 
passed by  -a  comfortable  margin  of  one-third.  I 
attribute  our  success  to  the  established  merit 
of  our  product,  our  engineering  service  and  our 
sales  policy.  The  recent  reorganization  of  our 
company  has  resulted  in  a  material  reduction  of 
overhead,  and  we  are  now  in  a  position  to  offer 
i  he  same  high  quality  condensers  at  lower 
prices  than  last  year.  This  factor  is  bound  to 
react  in  our  favor  by  way  of  more  business." 

Herbert  H.  Chun  Joins 

Arcturus  Sales  Staff 

The  latest  addition  to  the  sales  force  of  the 
Arcturus  Radio  Co.,  manufacturer  of  AC  tubes, 
is  Herbert  H.  Chun.  Mr.  Chun  spent  four  years 
at  the  Armour  Institute  of  Technology  at  Chi- 
cago, holds  a  degree  in  electrical  engineering, 
and  was  associated  with  the  Premier  Electric 
Co.  as  development  engineer  previous  to  join- 
ing the  Arcturus  organization.  He  was  born  in 
Hawaii,  of  Chinese  parents. 


TheM 


Hbox 

A..  C.  CONVERTER 

See  it  on  display 
at  the  trade  *>Iio>v 

Dealers  will  see  in  the  new  Abox  a  rich  opportunity  to 
create  more  business  and  quick  profits. 

Over  three  million  D.  C.  set  owners  want  A.  C.  opera- 
tion of  their  sets.  Naturally,  they  resist  any  suggestion  to 
discard  their  sets,  tubes  and  equipment.  The  dealer  who 
explains  that  the  Abox  A.  C.  Converter  will  give  them 
A.  C.  operation  of  their  present  sets,  with  the  same  tubes, 
will  be  rewarded  with  profitable  sales. 

Tell  the  story  to  your  mailing  list  of  D.  C.  set  owners. 
Dress  up  your  window  with  an  Abox  Girl*.  Tie  up  with 
the  big  Abox  newspaper  campaign.  Circulars  which  we 
will  gladly  supply  in  quantity  describe  the  Abox  and  its 
uses  in  a  clear,  understandable  way.  This  is  your  oppor- 
tunity to  participate  in  another  big,  successful  Abox  year. 

*The  Abox  Girl  is  a  life-size,  ten  color,  lithographed  display 
which  is  sent  free  to  Abox  dealers  while  the  supply  lasts.' 


Licensed  by  the 
Andrews  -  Hammond 
Corporation,  under 
PatentNo.  1,637.795 
'.nd  applications 


Model  66  Abox  A.  C. 
Converter  illustrated 
Operates  any  set  from  three 
to  eight  tubes. Complete  with 
receptacle  for  "B"  supply  unic 
and  a  portablemastercontrol 
switch  on  extra  cord. 

Input— 100-120  volts,  50- 
60  cycles  A.  C. 

Output — 2  amperes,  6  volts 
D.C.  Price  $35.00 

Model  4  V.  ford  Volt  Tubes 
Output — .75  amperes.  4  volts 
D.  C.  Price  $27.50 

Prices  higher  on  West  Coast 


BOOTH  No.  i  58 
Stevens  Hotel,  Chicago 
June  1 1-15 


The  /Ibox  Company 

2  1 5  N.  Michigan  •  Chicago,  111, 
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Bruno  Executive  to 
Aid  With  Victor  Sales 

Charles  Sonfield,  of  C.  Bruno  &  Son,  Inc., 
Becomes  Associated  With  Victor  Job- 
bing Branch  of  Company 

Charles  Sonfield,  in  charge  of  the  musical 
merchandise  department  of  the  well-known  dis- 
tributing house  of  C.  Bruno  &  Son,  Inc.,  New 
York,  has  added  to  his  duties  in  the  Bruno 


f  w 

Charles  Sonfield 

organization  by  becoming  associated  with  the 
Victor  jobbing  branch  of  the  business. 

This  important  announcement  emanating  horn 
Bruno  headquarters  is  in  line  with  the  program 
of  Victor  sales  development  to  be  carried  out 
in  close  co-operation  with  the  retail  trade  that 
has  been  carefully  worked  out  by  William  J. 
Haussler,  president  of  the  company,  and  Jerome 
F.  Harris.  It  is  this  sales  development  that  Mr. 
Sonfield  will  identify  himself  with.  Mis  wide 
experience  in  the  music  field  and  close  contact 
with  the  dealers  have  given  him  an  intimate 
understanding  of  all  retail  problems  that  will 
serve  him  admirably  in  his  new  activities. 

Mr.  Sonfield  is  one  of  the  best-informed  and 
best-known  sales  executives  in  the  musical  mer- 
chandise field,  with  which  he  has  been  associated 
for  over  thirty-five  years.  He  has  spent  the 
greater  part  of  his  business  career  in  the  Bruno 
organization  and  rose  from  a  humble  beginning 
to  the  important  executive  position  he  now 
holds.  It  is  pointed  out  that  it  was  under  the 
direction  of  Mr.  Sonfield  backed  by  the  co- 
operation and  confidence  of  the  owners,  his  fel- 
low executives,  that  Bruno  business  made  such 
rapid  strides  to  the  high  standing  which  it  now 
enjoys  in  the  trade. 

When  the  Blackmail  Distributing  Co.  sold  its 
Victor  business  to  the  Victor  Talking  Machine 
Co.  more  jobber  activities  fell  to  the  remaining 
Victor  distributors  who  served  the  New  York 
territory.  C.  Bruno  &  Son,  Inc.,  had  already 
built  up  a  large  volume  of  Victor  business,  and 
has  catered  to  a  particularly  large  clientele. 

With  the  retirement  of  the  Blackman  Co. 
from  the  Victor  field,  C.  Bruno  &  Son,  Inc., 
has  added  to  its  sales  organization  and  is  mak- 
ing plans  for  an  increased  program  of  activity 
in  stimulating  Victor  business.  The  Bruno  Vic- 
tor department  will  have  a  staff  of  nine  sales- 
men and  sales  associates  under  the  direction  of 
Messrs.  Harris  and  Sonfield.  The  service  de- 
partment of  the  Bruno  organization  will  be  en- 
larged in  its  scope  of  operation,  rendering  addi- 
tional service  to  the  dealer  in  the  development 
of  business.  Jerome  F.  Harris,  who  is  secretary 
of  the  company  and  a  noted  authority  on  talk- 
ing machine  merchandising,  will  continue  as 


supervising  head  of  the  Victor  department  with 
Mr.  Sonfield  closely  associated  with  him. 

William  J.  Haussler,  president  of  the  com- 
pany, in  connection  with  this  new  campaign, 
issued  a  letter  to  the  trade  giving  a  close  insight 
into  the  activities  that  are  being  planned  by  the 
Bruno  organization  and  details  of  the  campaign. 

Freed-Eisemann  Is 
Granted  Radio  Patent 

Covers  Method  Which  Makes  Possible  the 
Tuned  Radio  Frequency  Circuit  and 
Prevents  Causes  of  Oscillation 


Patent  No.  1,671,959  has  been  issued  by  the 
IT.  S.  Patent  Office  to  Joseph  D.  R.  Freed, 
president  of  the  Freed-Eisemann  Radio  Corp. 
This  patent  covers  a  method  which  makes  pos- 
sible the  tuned  radio  frequency  circuit,  and 
prevents  reactive  coupling  which  produces 
oscillation,  according  to  Mr.  Freed. 

It  was  announced  that  this  patent  has  been 
turned  over  to  the  Freed-Eisemann  Radio  Corp., 
which  is  now  negotiating  with  other  leading 
manufacturers  to  license  them  under  its  pro- 
visions. Mr.  Freed  stated  that  he  discovered 
early  in  1924  that  the  only  way  to  prevent  re- 
active coupling  in  the  amplifier  circuits  and 
leads  common  to  all  stages  was  to  use  the  by- 
pass condenser  method  which  is  the  subject  of 
the  patent. 

Milne  J.  Eckhardt  Weds 


Miss  Flora  Helen  Moran  and  Milne  J.  Eck- 
hardt, son  of  Mr.  and  Mrs.  Walter  L.  Eckhardt 
of  Philadelphia,  were  married  in  New  York 
City  on  June  6.  Mrs.  Milne  Eckhardt  is  the 
daughter  of  a  former  Supreme  Court  Justice. 
Due  to  the  recent  death  of  her  father  the  cere- 
mony was  private.  Mr.  and  Mrs.  Walter  L. 
Eckhardt,  after  the  wedding,  sailed  for  their 
usual  Eurouean  trip. 


Radio  Commission 
Takes  Drastic  Action 

Notifies  162  Broadcasting  Stations  and  Six 
Portable  Stations  to  Show  Cause  Why 
They  Should  Continue  After  August 

On  May  26  the  Federal  Radio  Commission 
notified  162  broadcasting  stations,  and  six  port- 
table  stations  in  every  part  of  the  country,  ex- 
cept Zone  3,  to  appear  at  a  general  hearing 
on  July  9,  to  show  cause  why  their  stations 
should  be  continued  on  the  air  after  August  1. 
If  such  cause  is  not  shown  to  the  satisfaction  of 
the  Commission  the  stations  will  be  ordered  to 
discontinue  on  August  1. 

The  drastic  action  of  the  Commission  is  ex- 
plained in  the  following  statement:  "The  Com- 
mission after  an  examination  of  the  applications 
for  a  renewal  of  station  licenses  of  the  below 
named  stations  has  not  been  satisfied  that  pub- 
lic interest,  convenience  or  necessity  will  be 
served  by  granting  these  applications. 

"It  extends  for  a  period  of  sixty  days  the 
existing  licenses  of  these  stations,  subject  to 
all  modifications  and  extensions,  to  terminate 
at  12  o'clock  a.  m.,  August  1,  1928." 

The  order  has  aroused  considerable  discussion 
and  there  are  those  who,  while  favorable  to  ac- 
tion taken  to  clear  up  the  air  channels,  and  im- 
prove the  programs,  questioned  the  necessity 
for  so  drastic  a  move.  It  is  explained  on  the 
other  hand,  however,  that  the  stations  remain- 
ing will  be  able  to  give  improved  service. 


A.  K.  Model  37  AG  Sales  Big 


Over  200,000  sold  since  January  1  is  the 
record  achieved  by  the  Atwater  Kent  Mfg.  Co. 
with  the  Model  37  AC  electric  receiving  set. 
Blotters  announcing  this  accomplishment  have 
been  prepared  and  are  being  furnished  with 
dealers'  imprints. 


_Nl>W  Designs  by  UDELL 


NEW  and  unique  radio  cabinets  bearing  this  famous  name  will  be  dis-1; 
played  in  Booth  142  and  Room  553,  Hotel  Stevens,  at  the  R.  M/-A,-.; 
Show,  June  11-15. 

Catalog  on  request 

H.  T.  Griffith  and  Ru(J>h  V.  Morris,  direct  factory  representatives,  in  constant  attendance 

THE  UDELL  WORKS,  Inc. 

28t)i  STREET  at  BARNES  AVENUE  INDIANAPOLIS 
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Production  on  New  Balkite 

Radio  Receivers  in  Full  Swing 

Same  Policies  Followed  by  Fansteel  Products  Co.  in  Marketing  Power  Units  to  Be 
Observed  in  Selling  Receivers — Products  to  Be  Housed  in  Fine  Cabinets 


Production  on  the  new  Balkite  radio  receiver, 
manufactured  by  the  Fansteel  Products  Co., 
North  Chicago,  111.,  was  in  full  swing  during 
the  fourth  week  in  May,  according  to  advices 
r.eceived  from  the  firm  headquarters.  The  re- 
ceiver was  first  revealed  at  the  annual  Balkite 
sales  meeting  at  the  Drake  Hotel,  Chicago, 
May  4  and  5,  of  which  a  complete  account  ap- 
peared in  the  May  issue  of  this  publication. 

In  marketing  its  new  receiver,  the  Balkite  or- 
ganization intends  to  follow  the  same  policies 
that  have  marked  its  history  as  a  power  unit 
manufacturer.  The  product  does  not  attempt  to 
enter  the  low-priced  field,  and  it  will  be  housed 
in  cabinets  made  by  one  of  the  foremost  furni- 
ture makers  in  the  world,  the  Berkey  &  Gay 
Furniture  Co.,  Grand  Rapids,  Mich.  The  re- 
ceiver is  licensed  under  RCA,  Hazeltine  and 
other  patents,  and  employs  special  condensers 
developed  by  the  Fansteel  Products  Co.,  which 
are  said  to  give  exceedingly  quiet,  humfree  re- 
production. Another  feature  of  the  receiver  is 
its  construction,  which  involves  the  use  of  80% 
less  wire  than  the  average  set. 

That  the  Balkite  receiver  will  be  backed  by 
sound  policies  is  evident  from  extracts  from  a 
statement  made  to  this  publication  by  Herman 
J.  Doughty,  director  of  Balkite  sales,  who  said: 
"We  do  not  regard  our  entry  into  the  radio 
set  field  as  a  new  venture.  We  do  not  regard 
ourselves  as  manufacturers  of  any  particular 
radio  device.  Our  function  is  to  provide  the 
radio  trade  with  the  radio  equipment  which 
will  give  them  the  greatest  volume  and  profit. 
A  year  ago  that  was  power  units;  today  it  is 
AC  sets.  Whatever  it  is  tomorrow  we  intend 
to  have  it.  The  present  Balkite  set  is  the  result 
of  years  of  work,  and  we  believe  that  we  can 
honestly  say  that  we  have  products  and  experi- 
ments in  our  laboratory  today  which  are  as  far 
in  advance  of  the  present  radio  market  as 
those  of  any  manufacturer  in  the  country. 
When  the  right  time  comes  these  will  be  intro- 
duced. The  whole  problem  is  to  introduce 
them  at  a  time  when  they  will  produce  least 


disturbance  and  maximum  profit  to  the  trade. 

"The  type  of  radio  set  we  are  now  producing 
is  not  accidental.  In  deciding  on  both  type  and 
price  range  we  have  been  governed  by  much 
the  same  policies  that  have  governed  Balkite 
in  the  past.  The  Balkite  line  has  never  been 
the  lowest  priced.  It  has  always  been  built  to 
a  standard,  depending  for  its  popularity  on 
quality,  on  freedom  from  service,  on  satisfac- 
tion to  the  user.  In  adding  a  radio  set  to  the 
line  we  have  not  attempted  to  produce  the  low- 
est priced  receiver.  The  low  priced  market  we 
believe  is  being  adequately  served  by  the  manu- 
facturers already  in  it.  We  have,  however, 
frankly  attempted  to  produce  as  fine  an  AC  re- 
ceiver as  can  be  produced  and  have  no  apolo- 
gies to  make  for  the  receiver.  We  believe  the 
time  has  come  when  there  is  room  in  the  set 
field  for  a  line  that  will  give  the  radio  dealer  a 
high  profitable  unit  of  sale  and  that  will  be  ag- 
gressively pushed. 

"In  the  set  itself  we  have  concentrated  on 
three  things.  Simplicity  of  construction,  ease 
of  operation,  and  quality  of  reproduction.  In 
its  range  of  sound,  in  its  fidelity  we  believe  it 
leaves  little  to  be  desired.  We  have  in  our  files 
some  4,000  letters  from  owners  of  Balkite  units, 
asking  us  when  we  intended  to  make  a  receiver. 
Many  of  these  come  from  owners  who  state 
frankly  that  if  we  produce  a  receiver  as  fine 
as  our  chargers  they  will  buy  it.  We  have  at- 
tempted to  satisfy  them,  to  build  to  the  Balkite 
market  as  we  know  it. 

"We  believe  that  today  good  radio  must  be 
more  than  good  radio.  It  must  be  authorita- 
tive furniture — furniture  as  fine  as  Balkite  ra- 
dio. After  long  consideration  we  have  turned 
this  part  of  our  problem  to  people  more  com- 
petent to  solve  it  than  we  are  or  any  other  ra- 
dio manufacturer, — to  Berkey  and  Gay,  one  of 
the  greatest  furniture  manufacturers  in  the 
world.  Two  of  our  models,  A-5  and  A-7,  are 
housed  by  them.  A  radio  buyer  purchasing 
either  may  feel  that  the  furniture  in  each  case 
is  as  fine  as  he  can  buy." 


Announcing 

The  best  seller  for  the  year 

Findlay  Metal  Console 
Table  V  2-55 

Designed  Exclusively  for  the 
New  Victor  Portable 
This  table  will  help  you  sell  a 
greater  number  of  records.  With 
the  use  of  the  FINDLAY  Metal 
Console  Table,  a  portable  can 
be  made  as  an  all-year  'round 
talking  machine.  Lower  shelf 
can  accommodate  the  record  al- 
bums. 

The  prettiest  combination  that 
you  can  offer  your  customers 
for 


Table  only  will  cost  $20  list 
The  complete  unit  of  table  and 
portable  makes  a  very  attrac- 
tive piece  of  furniture  for  the 
home  that  will  harmonize  with 
all  home  furnishings. 

Made  in  two  color  combinations: 
Rich   Blue   with  Gold  trim- 
mings (electro  plated) 
Antique   Brown  with 
Gold  trimming 
For  Sale  by  All  Victor  Wholesalers 

ROBERT  FINDLAY  MANUFACTURING  CO.,  Inc. 

Makers  of  fine  metal  console  tables  for  Radio  and  Portables 
New  York  Showroom     242  FIFTH  AVE.  Office  and  Factory     BROOKLYN,  N.  Y. 

Wait  and  see  our  new  line  of  metal  radio  benches.  Visit 
its  at  demonstration  rooms  519  and  520-A,  Stevens  Hotel 


The  Balkite  AC  receiver  will  be  aggressively 
marketed,  with  a  limited  distribution.  The 
product  will  be  extensively  advertised,  and  it  is 
planned  to  make  the  public  even  more  fa- 
miliar with  the  Balkite  receiver  through  adver- 
tising than  it  was  with  the  Balkite  power  units, 
behind  which  were  placed  each  year  one  of  the 
largest  consumer  advertising  campaigns  in  the 
radio  industry. 


Trade  News  From 
Kansas  City  Area 

Conditions  in  the  Trade  Encouraging  and 
Dealers  Are  Optimistic — Kolster  Dis- 
tributors Meet — Plan  Display  Drive 

Kansas  City,  Mo.,  June  5. — Conditions  in  the 
talking  machine  and  radio  lines  in  this  city  are 
very  encouraging  at  the  present  time,  and  deal- 
ers and  distributors  state  that  May,  as  a  whole, 
has  been  a  good  month. 

An  important  event  in  the  radio  field  here 
was  the  meeting  of  Kolster  distributors  held 
May  31,  June  1  and  2.  Many  officials  from  the 
factory  were  here,  and  practically  all  the  dis- 
tributors west  of  the  Mississippi.  The  Kolster 
Dealers'  Club  made  extensive  preparations  for 
special  window  displays  in  connection  with  the 
meeting,  and  the  Club  entertained  all  the  of- 
ficials and  distributors  at  a  dinner  at  the  Hotel 
President. 

The  Sterling  Radio  Co.  reports  that  May  has 
been  a  fine  month  in  both  the  Kolster  and  Co- 
lumbia lines.  The  new  Columbia  model  820 
with  exponential  horn  promises  to  be  a  big 
success  in  this  territory.  Portables  are  very 
active.  The  Sterling  is  expecting  great  things 
from  the  new  Columbia-Kolster  combination, 
the  first  sample  of  which  is  now  on  display. 

Standke's  are  well  ahead  of  last  year  in  vol- 
ume of  business  at  this  time.  They  report  ex- 
ceptional activity  in  records,  and  a  brisk  de- 
mand for  portables  in  a  number  of  styles  and 
prices,  including  the  new  Orthophonic  portable. 

The  phonograph  and  radio  department  of  the 
Kansas  City  Power  &  Light  Co.  reports  a 
nice  business  in  Panatropes.  Model  P-13,  and 
the  new  Brunswick  portables.  Radio  is  main- 
taining its  hold  as  never  before,  according  to 
H.  A.  Spokesfield,  and  the  department  is  ahead 
on  every  month  so  far  this  year. 

The  W.  W.  Kimball  branch  here  has  intro- 
duced the  new  Majestic  line  in  its  radio  depart- 
ment. They  are  very  enthusiastic  about  the 
prospects  for  this  radio. 

The  Automatic  Electric  Victor  priced  at  $975 
has  been  one  of  the  big  numbers  with  Paul's, 
according  to  M.  M.  Paul.  All  activity  during 
the  past  month  has  been  centered  on  the  larger 
Orthophonies  and  combinations,  he  says. 

The  Jones  Store  radio  department  reports 
good  activity  on  Freshman  Equaphase  radios  at 
the  new  prices.  Interest  continues  also  in  the 
Atwater  Kent  37  and  Radiola  18. 

T.  H.  Condon,  manager  of  the  phonograph 
department  of  the  Brunswick  branch  here,  lost, 
his  father  on  May  9.  Thomas  H.  Condon,  Sr., 
had  been  in  the  real  estate  business  in  this  city 
for  over  twenty  years,  and  was  eighty-one  years 
old  at  the  time  of  his  death. 


To  Make  Second  Millionth 
Atwater  Kent  Set  in  Fall 


Some  time  ago  the  production  of  the  mil- 
lionth set  was  fittingly  celebrated  at  the  head- 
quarters of  the  Atwater  Kent  Mfg.  Co.  in  Phil- 
adelphia. It  has  been  announced  that  Mr.  Kent 
will  produce  his  second  millionth  set  this  Fall. 
It  is  expected  that  the  public  demand  will  tax 
the  facilities  of  the  fifteen  and  one-half  acre 
factory  in  Germantown,  and  accordingly  new 
machinery  is  being  installed  and  advantage  is 
being  taken  of  every  square  foot  of  space  in  the 
factory. 
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Proved  by  the  Test  of  Time 

j 

AMONG  the  earliest  radio  pioneers  —  to- 
.  day,  Bremer-Tully  stand  second  to  none 
for  radio  dependability,  satisfaction  and  econ- 
omy. 

During  seven  years  every  single  B-T  prod- 
uct has  been  a  continued  outstanding  success  — 
time-tried  and  time-proved! 

Where  can  you  find  a  better  guarantee  of 
merit  —  of  net  profit? 

There  is  no  need  to  gamble  on  untried 
products  if  the  B-T  franchise  is  still  available. 


The  complete  B-T  line  includes 
seven  AC  models  from  $130.00  to 
$1,000.00— a  dependable,  well  es- 
tablished line  that  builds  profit, 
prestige  and  good-will. 

Ask  the  B-T  dealer 


H 


ERE  is  a  combination  that  is  sure  to  win  in- 
stant favor  with  your  trade — the  new  B-T  6-40 
radio  and  the  B-T  speaker. 

It  may  be  had  in  one  cabinet  or  separately  as 
preferred. 

Compact  in  form  and  attractive  in  appearance — 
these  radio  products  will  outperform  everything  at 
equal  price,  $190.00  for  the  console  with  standard 
B-T  speaker  built-in,  but  less  tubes;  $130.00  for  the 
table  model,  less  tubes:  $35.00  for  the  speaker., 

Further  details  on  request 

Bremer-Tully  Mfg.  Company 

656  Washington  Blvd. 
CHICAGO 
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Toledo  Dealers  Report  Sales 

Better  Than  Same  Time  in  1927 

Employment  Is  Better  and  Industrial  Worker  Has  More  Money  Than  a  Year  Ago — 
Lion  Store  Music  Rooms  Plan  Summer  Campaign — Jobbers  Sponsor  Trade  Show 


Toledo,  O.,  June  6. — Employment  is  at  a  high 
level  here.  Consequently  the  buying  power  of 
the  industrial  worker  is  better  than  a  year  ago. 
Most  phonograph  and  radio  dealers  report  sales 
slightly  above  May  of  1927. 

At  the  Lion  Store  Music  Rooms  &  Radio 
Shop  volume  is  ahead  of  the  same  period  a  year 
ago.  The  house  has  already  started  its  Summer 
campaign  in  both  departments.  The  sales  force 
has  been  increased  and  home  demonstration  is 
on  in  full  force.  Radio  for  the  first  time  is  be- 
ing demonstrated  in  the  home.  Seven  or  eight 
sets  are  being  placed  every  day.  Out  of  the  num- 
ber a  large  percentage  are  turned  into  sales. 
Richard  Morgan  is  a  new  member  of  the  staff. 
Combinations  are  in  demand. 

At  the  J.  W.  Greene  Co.  sales  in  the  talking 
machine,  radio  and  record  sections  are  ahead  of 
last  year,  W.  W.  Baillie,  manager,  stated.  The 
house  is  oversold  on  the  new  Orchestrope,  de- 
signed for  cafe  and  soda  grill  use.  An  aggres- 
sive drive  on  portables  is  under  way.  Victor, 
Carryola,  Allen,  Pal  and  QRS  models  are  dis- 
played. The  house  contemplates  early  improve- 
ments in  department  arrangements  and  has 
added  to  the  sales  staff.  F.  Van  Lue,  W.  F. 
Hurt  and  Ed  Janney  are  new  members. 

The  Toledo  Radio  Co.  will  pilot  a  delegation 
of  Sparton  dealers  to  the  factory  meeting  at 
Jackson,  Mich.,  on  June  8.  All  Sparton  retailers 
in  this  community  have  been  invited.  Many  have 
already  accepted.  At  that  time  new  Sparton 
models  will  be  shown  and  plans  and  policies 
for  the  new  season  will  be  discussed. 

Frank  Flightner,  Ashland  avenue,  Columbia 
-  dealer,  reports  volume;  in  his  new  location  com- 


pares favorably  with  last  year.  Columbia- 
Kolster  models  are  meeting  with  favor.  Co- 
lumbia and  Harmony  portables  are  selling  well. 
Radio  sales  continue  favorable.  The  staff  has 
been  enlarged  through  the  addition  of  F.  M. 
Lees,  credit  manager,  and  Fay  Lichtenstein,  in 
charge  of  records. 

A  radio  show  exclusively  for  retailers  will  be 
held  at  the  Commodore  Perry  Hotel,  on  July 
11,  12  and  13.  Thirty-six  rooms  have  been  re- 
served for  display  purposes.  Every  radio  job- 
ber in  this  section  will  exhibit  his  wares.  The 
affair  is  sponsored  by  and  underwritten  by  the 
Toledo  Radio  Trades  Association. 

The  Roberts-Toledo  Co.,  radio  jobbers,  held 
an  exhibit  and  demonstration  of  the  Majestic 
radio  at  the  Hotel  Lorraine  recently.  The  dis- 
play was  well  attended  by  dealers,  who  placed 
a  considerable  number  of  orders. 

T.  M.  Cook,  Inc.,  Victor  and  Sparton  retailer, 
reports  the  demand  for  instruments  above  a 
year  ago.  Record  sales  are  climbing  with  dance 
numbers  in  greatest  demand.  The  enterprise  re- 
cently added  the  complete  Columbia  line. 

Grinnell  Bros,  recently  acquired  the  Don 
Johns  music  store  at  Lima,  O.  Carl  Rule,  who 
has  been  in  charge  of  out-of-town  sales,  will 
look  after  business  in  the  new  location. 

Hofman  Bros.  Co.,  dealer  in  phonographs, 
radio  and  home  furnishings,  recently  suffered  a 
fire  loss  of  $10,000.  The  store  is  being  redeco- 
rated and  refitted. 

The  Union  Music  Co.  have  added  the  Sonora 
portable  instrument  line. 

D.  V.  Voudouris,  Monroe  street,  Columbia 
•dealer,  reports  a  large  foreign  record  business. 


He  couples  his  efforts  each  month  with  the 
Columbia  advertising  in  foreign  language  news- 
papers by  offering  to  send  the  discs  advertised 
anywhere.  As  a  result  he  is  receiving  orders 
from  many  sections  of  the  country  and  a  few 
have  been  received  from  abroad.  Folk  songs 
and  native  melodies  are  leading  sellers  to  the 
foreign-born  people  in  this  district. 

Freed-Eisemann  Has 
Display  of  New  Line 

Dealers  of  the  Freed-Eisemann  Radio  Corp. 
in  the  metropolitan  district  of  New  York  had 
an  opportunity  to  see  the  entire  1928-29  line  of 
receivers  and  speakers  on  display  during  the 
week  of  May  28.  In  co-operation  with  the 
Wholesale  Radio  Equipment  Co.  and  the  G.  J. 
Seedman  Co.,  Freed-Eisemann  distributors  in 
New  York  City  and  Brooklyn  respectively,  the 
Freed-Eisemann  Corp.  exhibited  the  products 
at  the  Hotel  Pennsylvania  in  New  York  on 
May  28  and  29.  On  May  31  and  June  1,  a  simi- 
lar exhibition  was  held  at  the  Robert  Treat 
Hotel  in  Newark,  N.  J.,  in  co-operation  with 
Wholesale  Radio  Equipment  Co.'s  Newark 
branch,  which  distributes  the  Freed-Eisemann 
product  in  that  section. 

Sales  representatives  of  Freed-Eisemann 
Corp.  were  on  hand  at  both  displays,  working 
with  the  sales  departments  of  the  distributing 
organizations. 

Trade  News  From 

Milwaukee  Field 

Milwaukee,  Wis.,  June  5. — Sales  of  phono- 
graphs and  radios  are  maintaining  a  fairly  con- 
sistent immediate  business,  and  wholesale 
houses  are  booking  a  good  amount  of  future 
orders.  Retail  sales  on  phonographs  and  radios 
in  Milwaukee  were  reported  by  dealers  as  being 
just  fair;  reports  from  other  places  in  the  State 
indicate  a  very  good  business. 

A  caravan  of  Victor  dealers  about  sixty 
strong  left  Milwaukee  for  Cambridge  on  May 
30.  A  good  amount  of  enthusiasm  had  been 
aroused  in  the  trip,  which  was  sponsored  by  the 
Badger  Talking  Machine  Co.,  jobber  for  the 
Victor  in  Wisconsin. 

The  Victor  Record  Girls'  Club,  of  Milwaukee, 
at  its  May  meeting  had  as  its  guest  Miss  Aileen 
Stanley,  popular  Victor  artist,  who  was  appear- 
ing in  Milwaukee  in  "A  Night  in  Spain." 

Kellogg  business  in  the  State  is  extremely 
good,  according  to  I.  R.  Wittuhn,  secretary  of 
the  Standard  Radio  Co.,  distributor  for  the 
Kellogg  in  Milwaukee  and  Wisconsin. 

Carl  Lovejoy,  representative  for  the  Bruns- 
wick in  Wisconsin,  reports  that  portable  busi- 
ness is  very  good  at  the  present  time,  and  this 
is  stimulating  record  business.  There  is  also 
good  interest  in  the  higher  priced  units. 

Inez  Maegener,  of  the  sales  promotion  staff 
of  the  Caswell  Manufacturing  Co.,  Milwaukee, 
maker  of  portable  phonographs,  has  been 
elected  secretary  of  the  company,  and  will  have 
charge  of  all  its  advertising. 

The  Flanner-Hafsoos  Music  House,  Inc.,  has 
added  the  Carryola  portable  to  its  line,  accord- 
ing to  announcement  from  Eric  S.  Hafsoos. 
The  store  has  been  featuring  a  window  display 
of  the  machines,  and  Mr.  Hafsoos  states  that 
he  expects  some  unusually  good  action  on  them. 

The  George  C.  Beckwith  Co.,  of  which  G.  K. 
Purdy  is  manager  in  Milwaukee,  is  a  new  dis- 
tributor for  Crosley  radios  in  Milwaukee  and 
Wisconsin. 

The  newly  decorated  showroom  at  the  Bad- 
ger Radio  Corp.,  at  480  Market  street,  has  been 
completed,  and  Vernon  Maurer,  president  of  the 
corporation,  states  that  the  new  Majestic  re- 
ceivers and  the  merchandise  of  the  company 
now  have  their  proper  background.  The  room 
is  done  in  Spanish  style  with  serpentine  pillars 
and  rough  plaster  effects. 


It  Is  a  Sensation! 

Combination  Phono-Radio  Cabinet 

The  WELLINGTON 


Pierson  offers  this 
year  a  wide  choice 
of  beautiful  cabi- 
nets that  may  be 
equipped  with 
Electric  Phono- 
graphs as  well  as 
Radio  Sets. 

Again  proving 
Pierson  Leadership 
in  the  Radio  Fur- 
niture field. 

BE  FIRST 

WITH 
PIERSON  I 


Model  No.  863 

America's  Foremost  Line  of  Radio  Furniture 

The  Pierson  Company 

Roekford,  Illinois 
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MJo w  you  can  ca§h  in  on 

This  big  money-making  mnsical  instrument 


The  coin  -  operated  continuous-playing  Phonograph 


THE  money-making  musical  instrument  of  the  day 
is  the  beautiful  ELECTRAMUSE-the  coin-operated, 
continuous  playing  phonograph!  Hundreds  of  retail 
merchants  everywhere  are  taking  in  #2.00  to  #5.00 
every  day  with  the  ELECTRAMUSE  —  some  even  more. 
Besides,  their  regular  business  has  increased  from  10  % 
to  25  %  due,  they  say,  to  Electramuse. 

Dealers  everywhere  have  seen  the  great  profit  possi- 
bilities of  this  remarkable  instrument  and  have  wanted 
to  take  advantage  of  the  opportunity  as  sales  agents. 
In  the  past  we  have  not  felt  that  we  desired  to  open 
up  this  field. 

But  now  in  answer  to  this  insistent  demand  from 
dealers,  the  Holcomb&Hoke  Manufacturing  Company 
announces  a  Dealer  Discount  Plan  WHICH  GIVES  THE 
TRADE  THIS  GREAT  PRO  FIT- MAKING  OPPORTUNITY. 

There  are  opportunities  galore  for  sales  of  ELECTRA- 
MUSE! Hundreds  of  live,  eager  prospects  are  in  your 
territory  right  now.  Restaurants,  confectioneries,  drug 
stores,  billiard  parlors,  bowling  alleys,  soft  drink  places, 
road  houses,  lodges,  clubs  are  all  good,  logical,  salable 
prospects  for  ELECTRAMUSE,  this  marvelous  instrument 
that  reproduces  perfectly  the  finest  performances  of  the 
world's  greatest  pianists,  singers,  bands  and  orchestras. 

When  have  merchants  been  offered  a  proposition 
with  such  a  universal  appeal — with  such  money- 
making  possibilities  that  is  so  easy  to  "take  on"? 
Here's  a  genuine  opportunity  for  large  extra  profits! 


/%  Product  of 
HOLCOMB  &  HOKE  MfG.  CO. 

World's  Largest  Manufacturers  of  Money-Making  Equipment 

b-  Indianapolis,  Ind*  _| 


GRAND  MODEL— Not  Amplified 
Super  Tone  Model  —  Amplified 
Our  Dealer  Discount  Plan  has  been  designed  for  your  benefit. 
It  should  interest  you  immensely.  It  means  YOUR  big  oppor- 
tunity for  BIGGER  PROFITS.    WRITE  NOW  FOR  THE 
DETAILS.    Fill  in  and  send  the  coupon  TODAY. 


HOLCOMB  &  HOKE  MFG.  CO. 

INDIANAPOLIS,  In, I.       .      Dept.  W 

Without  obligating  me  in  any  way,  send  full  details 
of  your  new  Electramuse  Dealer  Plan. 


Name  of  Store  

My  Name  _. 

Address   

m   Town  


..Slate. 
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Philco  Prepares  Big  Sales  and 
Ad  Campaign  for  New  Receivers 

Philadelphia  Storage  Battery  Co.  Making  Elaborate  Preparations  to  Introduce  Line  of 
Radio  Receivers — Advertising  in  National  Publications  and  Newspapers 


The  entry  of  Philco  into  the  field  of  set  manu- 
facturing, as  announced  last  month,  is  an  out- 
standing example  of  the  minute  care  that  the 
modern  manufacturer  is  giving  to  every  detail 
prior  to  the  advent  of  the  set.  The  Philadel- 
phia Storage  Battery  Co.,  Philadelphia,  Pa.,  has 
had  the  Philco  set  in  the  period  of  laboratory 
development  for  three  years,  during  which 
Philco  engineers  and  research  experts  were 
constantly  at  work  perfecting  the  instrument. 
Philco  had  held  for  some  years  patents  cover- 
ing rectification,  power  control  and  other  radio 
set  features,  and  operates  also  under  patents  of 
RCA,  General  Electric,  Westinghouse,  Ameri- 
can Telephone  and  Telegraph,  Latour  Corp., 
Lowell  &  Dunmore,  Hogan  and  Hazeltine  Corp. 
This  set  comes  along  with  the  best  ideas  in  all, 
plus  its  own  innovations. 

Philco  next  set  forth  to  market  its  receiving- 
set  in  a  bold  and  novel  manner.  The  sales  and 
advertising  campaign  prepared  is  on  a  mam- 
moth scale.  Advertising  and  selling  will  be 
supported  by  a  system  of  educating  jobbers  and 
dealers  in  their  problems  of  financing,  keeping 
books,  installing  service  departments  and  other 
merchandising  and  storekeeping  policies.  There 
will  be  co-operation  with  resale  units  to  a  de- 
gree stated  to  be  novel  in  the  radio  business. 
Philco  will  maintain  a  firm  furniture  policy, 
withholding  its  guarantee  from  any  sets  sold 
apart  from  their  combination  with  Philco  cabi- 
nets. Territorial  rights  will  be  jealously  pro- 
tected. The  responsible  attitude  of  Philco  in 
regard  to  its  former  products  will  be  as  as- 
siduously assumed  in  the  marketing  of  its  radio 
set.    It  will  protect  and  assist. 

Philco  advertising  will  consist  of  a  big  na- 
tional magazine  campaign,  using  such  outstand- 
ing publications  as  the  Saturday  Evening  Post, 
Liberty,  Ladies'  Home  Journal,  American 
Weekly,  etc.  The  greater  part  of  a  huge  ap- 
propriation, however,  will  be  spent  on  news- 
papers throughout  the  United  States.  Hundreds 
of  publications  will  be  used  and  large  copy  run. 
The  appropriation  for  newspapers  alone  will 
total  hundreds  of  thousands  of  dollars  in  a  sin- 
gle month. 


There  will  be  a  direct-mail  campaign  carried 
on  continuously,  with  elaborate  dealer  helps — 
window  displays,  counter  cards,  posters,  etc. — 
supported  by  forceful  selling  and  advertising 
methods  for  individual  dealers.  Philco  in  all 
these  will  aim  to  set  a  new  pace  in  radio  mer- 
chandising. A  large  volume  of  trade  paper  ad- 
vertising will  be  used,  and  this,  too,  is  planned 
to  take  an  unusual  and  daring  form.  Exhibi- 
tions similar  to  the  ones  at  the  convention  of 
the.  National  Electric  Light  Association  in  At- 
lantic City  and  the  Radio  Trade  Exposition  in 
Chicago  will  be  made  all  over  the  country. 

Philco's  sales  campaign  promises  to  be  an  ag- 
gressive one,  in  keeping  with  the  past  record 
of  the  company.  Sayre  M.  Ramsdell,  promo- 
tion manager,  outlines  it  thus:  "We  have  an 


instrument  whose  performance  in  the  matter 
of  tone  and  distance  is  astonishing  even  to  us. 
With  the  confidence  our  product  gives  us  we 
are  out  to  establish  a  record  in  a  campaign 
which  will  employ  more  than  1,000  men  in  the 
field  selling  Philco  sets,  and  more  than  150  serv- 
icing them.  We  will  have  traveling  auditors 
and  accountants.  We  not  only  are  going  to 
give  jobbers  and  dealers  the  most  intensive 
selling  co-operation  ever  given  in  the  history 
of  radio,  but  we  are  going  to  give  them  the 
most  complete  servicing  co-operation  they  ever 
have  had  in  connection  with  radio. 

"We  are  putting  a  staff  of  seventy-five  expert 
traveling  auditors  and  accountants  at  their  dis- 
posal so  they  can  merchandise  and  service  Phil- 
co sets  in  the  most  efficient  manner.  We  show 
them  how  to  keep  their  books,  handle  time  pay- 
ments and  a  multitude  of  other  details,  so  that 
the  most  generous  kind  of  service  can  be  given 
the  retail  customer,  and  the  surest  profits  ob- 
tained for  themselves.  We  are  going  to  try  with 
all  our  might  to  keep  the  business  clean  and 
free  from  demoralizing  price  cutting.  And  we 
are  going  to  do  our  level  best  to  make  radio  an 
all-the-year-round  business  and  not  merely  a 
seasonal  matter." 


Los  Angeles  Trade  Interest 

Centers  on  the  Music  Pageant 

Exposition  Month  Attracts  Trade — Victor  Co.  to  Exhibit  $6,000  Electrola  Victrola  

Edward  C.  Hayes  Sales  Manager  of  Fitzgerald  Music  Co.  Phonograph  Section 


Los  Angeles,  Cal.,  June  2. — George  E.  Morton, 
Southern  California  representative  of  the  Victor 
Talking  Machine  Co.,  left  this  week  to  attend 
the  Victor  Co.'s  salesmen's  convention,  which 
will  take  place  this  month  in  Camden,  J.  M. 
Spain,  Southern  California  manager  of  the  Cali- 
fornia Victor  Distributing  Co.,  also  plans  to  at- 
tend the  convention. 

Edward  C.  Hayes  has  been  appointed  sales 
manager  of  the  phonograph  and  radio  depart- 
ments' of  the  Fitzgerald  Music  Co.  Mr.  Hayes 
was  for  some  time  in  charge  of  the  phonograph 
and  radio  departments  of  Bullock's;  he  was  re- 
cently in  the  wholesale  sales  department  of 
Ray  Thomas,  Inc.,  distributors  of  Atwater 
Kent  on  the  Coast. 

W.  S.  Van  Doran  has  been  put  in  charge  of 
the  phonograph  and  radio  departments  of  the 


Table  Type  CLAROSTAT 

Simple  device  of  a  thousand  uses  for  any 
radio  set — factory-built,  custom-built,  home- 
made. Instantly  applied  without  use  of 
tools  or  knowledge  of  radio.  Ideal  for 
controlling  volume,  tone,  sensitivity,  selec- 
tivity, regeneration,  stabilization  and  other 
functions.  Handsomely  finished  in  bronze 
and  nickel,  with  felt  base,  connecting  cord 
and  block.  Packed  in  attractive  carton 
with  exceptional  instruction  sheet  for  non- 
technical broadcast  listener.  Sells  on  sight 
—at  $2.50  list. 


Sales  Tonic! 

Yes,  just  that.  When  sales  are  dull, 
people  spend  cautiously,  money  is 
tight — let  radio  accessories  keep  the 
pot  boiling.  And  here  are  two  of  the 
best  sellers  today: 


Antenna  Plug  CLAROSTAT 

Something  really  new  in  antenna  plugs. 
Makes  any  electric  light  socket  or  outlet 
an  ideal  antenna,  eliminating  trouble  and 
expense  of  usual  installation.  Improved 
coupling  condenser  employed,  together 
with  detachable  plug  and  long  connecting 
cord.  Works  anywhere  and  with  any  set. 
Provides  antenna  for  new  set  you  install, 
or  better  results  for  old  set  now  equipped 
with  antenna  or  loop.  A  cure  for  "dead 
spots."  A  boom  in  summer.  In  attractive 
carton,  with  understandable  instructions — 
$1.50  list. 


Ask  your  jobber  about  these  sure-shot  items,  as  well  as  other  Clarostat  prod- 
ucts.    Or  better  still,  write  us  for  literature  and  attractive  sales  proposition. 

American  Mechanical  Laboratories,  Inc. 

Specialists  in  Variable  Resistors 
285-287  NORTH  SIXTH  STREET 
BROOKLYN,  N.  Y. 


Southern  California  Music  Co.  He  has  had 
considerable  retail  experience  in  both  depart- 
ments in  the  past  and  has  been  with  the  South- 
ern California  Music  Co.  for  the  past  six  months 
or  more. 

The  Victor  Talking  Machine  Company  is 
sending  its  famous  $6,000  Electrola  Victrola, 
which  created  so  much  notice  and  praise  a  few 
months  ago,  for  exhibition  in  the  International 
Pageant  of  Music  and  Exposition  to  be  held 
here  from  June  18  to  30. 

Five  stages  of  tableaux,  scenes  and  pageantry 
will  be  in  operation  at  the  Industrial  Pag- 
eant of  Music  and  Exposition  June  18  to  30 
at  the  Ambassador  Auditorium.  One  will  be 
over  the  Victor  Talking  Machine  Co.'s  ex- 
hibit, which  is  ornamented  in  East  India  archi- 
tecture. Another  will  be  over  the  Brunswick 
Co.'s  Egyptian  architecture  booth.  A  third  will 
be  over  the  main  entrance  and  the  other  two 
over  the  Birkel  Music  Co.'s  Italian  style  ex- 
hibition booth  and  that  of  the  Fitzgerald  Music 
Co.'s  and  Martin  Music  Co.'s  French  Norman 
type  of  architecture,  respectively. 

C.  R.  Bowen  has  been  appointed  sales  man- 
ager of  the  phonograph  and  radio  departments 
of  the  Piatt  Music  Co.,  with  Fred  A.  Kahn  as 
assistant  sales  manager. 


Wide  Observance  of 
Music  Week  on  Coast 


CLAROSTAT  <r 


San  Francisco,  Cal.,  June  5. — The  music  and 
radio  trades  contributed  greatly  to  the  success 
of  Music  Week,  which  received  a  more  wide- 
spread observance  than  ever  before.  The  com- 
mittee members  included  J.  Emmet  Hayden, 
acting  chairman;  Chester  W.  Rosenkrans,  execu- 
tive director;  E.  J.  Delano,  of  Sherman,  Clay  & 
Co.,  headed  the  committee  on  band  contests; 
Henrik  Gjerdrum,  president  of  the  Music  Teach- 
ers' Association,  took  care  of  the  programs  in 
civic  and  social  clubs. 

The  Atwater  Kent  program,  which  included 
a  galaxy  of  outstanding  artists,  was  received 
with  great  acclaim  on  the  Pacific  Coast,  and 
dealers  featured  the  gala  program  in  displays 
and  in  newspaper  advertising.  Interest  in  Music 
Week  has  been  mounting  steadily. 
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Five  New  Models 
.  °f 

Surpassing  Quality 
Mark  Another  Milestone 
of  Slagle  Progress 

For  the  1928-29  season  Slagle  models 
will  again  utilize  the  Technidyne  Cir- 
cuit which  achieved  such  a  decided 
success  during  the  past  year.  Valuable 
additions  and  refinements  have  been 
adopted,  and  the  new  Slagle  most  ad- 
mirably provides  all-electric  operation, 
loop  control,  dynamic  power  speaker, 
phonograph  pickup  connection, 
— completely  housed  in  cabinetry  to 
harmonize  with  surroundings  of  the 
most  fastidious  home. 


See  them  at  the  Second  Annual  Trade 
Show  of  the  R.  M.  A.,  Stevens  Hotel, 
Chicago,  week  of  June  11th. 

Exhibition  spaces  88-89  Grand  Ball 
Room.  You  can  hear  all  models  in 
operation  in  Room  445-A  at  the  Stevens. 


Slagle  Radio  Company 

Fort  Wayne,  Indiana 

Division  United  States  Electric  Corporation 
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Introduction  of  the  Majestic 

Radio  Interests  Portland  Trade 

Forbes  Supply  Co.  Handling  Local  Distribution — Radio  Exhibits  at  Second  Annual 
Electrical  Exposition — Oregon  Association  Meets 


Portland,  Ore.,  June  1. — One  of  the  most  sen- 
sational debuts  that  the  radio  industry  has  ever 
witnessed,  the  Majestic,  a  new  radio  receiver 
manufactured  in  Chicago  by  the  Grigsby- 
Grunow  Co.,  made  its  bow  in  Portland  last 
week.  Local  distributors  for  the  new  Majestic 
receivers  are  the  Forbes  Supply  Co.,  headed  by 
F.  E.  Davis,  whose  merchandising  territory  in- 
cludes Oregon,  Washington,  Idaho,  Montana 
and  the  territory  of  Alaska.  Sales  in  the  Ore- 
gon and  Northwest  territory  will  be  directed 
by  E.  J.  Seroy,  formerly  of  Omaha,  Neb.,  who 
will  make  Portland  his  headquarters.  William 
J.  Seroy,  with  headquarters  in  Oakland,  Cal.,  is 


the  Western  sales  manager  of  the  company. 

Gordon  Soule,  who  for  the  past  three  years 
has  been  in  New  York  as  artist  director  for 
the  Gennett  division  of  the  Starr  Piano  Co., 
returned  home  for  a  short  visit,  and  is  renew- 
ing his  many  friendships  with  the  music  trade. 

Sixty-five  members  of  the  Oregon  Radio 
Trades  Association  met  at  the  Congress  Hotel 
for  their  May  meeting  with  James  A.  Condon, 
Jr.,  of  the  Condon  Co.,  Fada  distributor  and 
president  of  the  Association,  presiding.  J.  T. 
Bray,  Pacific  Northwest  representative  of  the 
Radio  Corp.  of  America,  was  in  attendance  and 
presented  his  first  Portland  showing  of  the  two 


new  RCA  educational  reels.  Mr.  Bray  suppli- 
mented  the  showing  of  the  reels  with  an  educa- 
tional radio  talk.  Hurst  Harrison,  vice-presi- 
dent of  the  Association,  gave  a  splendid  talk 
on  the  local  service  problem  and  urged  the 
members  to  stick  by  the  policies  of  the  Associa- 
tion and  not  to  deviate  in  the  least. 

The  second  annual  electrical  exposition  was 
held  April  30  to  May  5,  inclusive,  on  the  second 
floor  of  the  Pittock  Building  on  upper  Wash- 
ington street.  Several  radio  dealers  took  ad- 
vantage of  the  event  to  display  new  models. 

George  B.  Hovenden,  for  the  past  26  years 
operating  a  music  store  in  Portland,  announces 
a  retirement  sale  with  all  goods  at  his  present 
location,  146  Park  street,  reduced  at  close-out 
prices.    The  concern  is  well  known  here. 

E.  C.  Tracy,  formerly  with  the  Portland 
branch  of  the  Bush  &  Lane  Piano  Co.,  has 
opened  up  a  music  store  at  209  West  Park 
street,  in  a  promising  location. 

The  Seiberling-Lucas  Music  Co.  has  bought 
out  the  Conn-Portland  Co. 

George  Fullerton,  manager  of  the  record  de- 
partment of  the  Brunswick  Co.,  is  treating  his 
many  friends  who  .call  at  his  office  in  celebra- 
tion of  the  arrival  of  a  baby  boy  at  his  home 
May  20. 

A.  R.  McKinley,  Pacific  Northwest  district 
manager  of  the  Brunswick  Co.,  announces  that 
the  new  portable,  No.  106,  is  being  received  with 
open  arms  by  the  dealers,  and  that  this  little 
machine  is  largely  responsible  for  the  great 
way  that  the  records  are  going  over. 

The  new  Orthophonic  Victrola,  8-35,  has 
created  quite  a  stir  among  the  local  trade  and 
much  publicity  combined  with  attractive  window 
displays  were  featured  upon  its  arrival  for  dis- 
tribution to  the  trade. 

The  wholesale  department  of  the  Brunswick 
Co.  is  presenting  a  series  of  weekly  record  and 
musical  lectures  over  radio  station  KFJR  with 
splendid  success.  These  lectures  are  being 
given  by  George  Fullerton,  record  manager  of 
the  wholesale  Brunswick  department,  and 
according  to  those  in  charge  of  the  station,  the 
request  for  continued  lectures  increases  with 
each  presentation. 

W.  C.  Rice,  manager  of  the  Portland  branch 
of  the  Northwest  Victor  Distributing  Co.,  left 
Portland  May  24,  for  Camden,  N.  J.,  and  way 
points.  Mr.  Rice  was  accompanied  East  by 
C.  B.  Gilbert,  of  Seattle,  president  of  the  North- 
western Victor  Distributing  Co.  Mr.  Rice  ex- 
pects to  visit  Chicago,  New  York,  Denver, 
Philadelphia,  and  several  other  points  of  inter- 
est as  well  as  the  Victor  factory  before  return- 
ing to  his  Portland  office. 

The  radio  department  of  the  Hyatt  Music  Co. 
has  been  purchased  by  T.  R.  Woodbury,  who 
will  operate  it  under  the  trade  name  of  the 
Hyatt  Radio  Department.  The  department  will 
distribute  Stromberg-Carlson  and  Atwater  Kent 
sets  and  accessories,  and  will  maintain  a  com- 
plete radio  service  agency. 

Geist  Co.  Features 
Brunswick  Panatrope 

Shamokin,  Pa.,  Dealer  Takes  Advantage 
of  Fair  to  Bring  His  Line  to  Attention 
of  Public — Profitable  Publicity 

Now  that  the  season  of  fairs  and  conventions 
of  all  kinds  is  here,  music-radio  dealers 
throughout  the  country  are  taking  advantage 
of  these  excellent  opportunities  to  promote  the 
products  they  sell.  A  good  example  of  an 
intelligently  arranged  booth  is  that  of  the 
Geist  Music  Co.,  Shamokin,  Pa.,  Brunswick 
dealer,  who  featured  the  Brunswick  Panatrope 
in  a  display  of  musical  products  at  a  fair  re- 
cently held  in  Shamokin. 

I 

Ruth  Etting,  exclusive  Columbia  recording 
artist,  and  who  was  starred  in  the  last  edition 
of  the  Ziegfeld  "Follies,"  recently  started  a 
tour  of  the   Pantages  Theatre  circuit. 


1 


THERE  is  no  occasion  for  confusion  in 
selecting  the  right  dynamic  speaker  for 
your  trade  this  year.  Consider  only  actual 
evidence  of  a  manufacturer's  ability  to  pro- 
vide what  you  know  are  the  essential  factors 
in  any  successfully  merchandised  radio 
product.  The  field  narrows  quickly. 
Jensen  is  the  answer. 


enaen 

f  DWAMiC  SPEAKER  # 

^ANSWER/ 


A  dynamic  speaker 
clearly  reflecting  the 
genius  and  experience 
of  Peter  L.  Jensen 


MANUFACTURERS, 
JOBBERS  and  DEALERS 

See  the  New  Jensen 
Models  at  the  R.M.A. 
Trade  Show  Exhibit, 
Space  48,  Stevens  Hotel, 
or  address  our  Chicago 
office  for  complete  in- 
formation. 


— a  speaker  conceded  in  scientific  circles  to 
represent  the  finest  known  application  of 
the  dynamic  art. 

— a  year's  unqualified  success — production 
never  equaling  public  demand. 
— Peter  L.  Jensen  has  supervised  the  de- 
velopment and  manufacture  of  nearly  a  half 
million  dynamic  speakers.  He  was  co- 
inventor  and  designer  of  the  first  dynamic- 
speaker  ever  built. 

— cabinets  originated  in  the  studios  of  one 
of  America's  foremost  designers. 
— a  new  big  Chicago  factory  to  supply  the 
demand  in  the  East  and  Middle  West. 
— a  dealer  and  jobber  policy  dictated  by  a 
genuine  spirit  of  fairness  and  understand- 
ing. 

— a  generous  advertising  program  which 
will  actively  support  Jensen  jobbers  and 
dealers. 

— Jensen  Dynamic  Speakers  range  in  price 
from  $40  upwards. 

(Licensed  under  Magnavox  patents) 


Jensen  Radio  Manufacturing  Company 


338  N.  Kedzie  Avenue 


212  9th  Street,  Oakland,  California 


CHICAGO,  ILLINOIS 
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HUNTINGTON,  INDIANA 


CONSOLES  WITH  PERSONALITY 


Sold  Direct  to  Jobbers 

FURNISHED  WITH  INSTALLATION 
PANELS  FOR  ANY  STANDARD  SET 


FULL  LINE 
SHOWN  AT 
JUNE  SHOW 
BOOTH  B-82 
ROOM  451-A 


Photos 

Description 

Prices 

Upon 

Request 


Number  25  — List  $112.00 
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Freed-Eisemann  Line  ^'New  Crosley  Line       Raytheon  Tube 

Exhibited  to  Trade     Shown  in  New  York         Standard  Package 


Distributors  From  All  Sections  of  Country 
Entertained  at  the  Famous  Westchester 
Lodge — New  Line  Exhibited 


Twentieth  Century  Radio  Corp.,  Metro- 
politan Crosley-Amrad  Distributor  Spon- 
sors Demonstration  to  Dealers 


Raytheon  Manufacturing  Co.  Packing 
Type  BH  Rectifying  Tubes  in  New  Dis- 
play Cartons  Holding  Four  Tubes  Each 

Cambridge,  Mass.,  June  2. — The  Raytheon  Mfg. 
Co.  of  this  city  has  just  announced,  starting 
with  June  1st,  that  all  of  its  Type  BH  rectify- 
ing tubes  will  be  sold  in  attractive  new  dis- 
play cartons  holding  four  tubes  each.  This 
carton  is  especially  designed  to  remind  the  "B" 


New  Raytheon  Counter  Display 

eliminator  owner  that  the  eliminator  tubes  need 
replacing  to  get  the  most  in  volume  and  dis- 
tance out  of  the  set. 

More  than  100  different  brands  of  eliminators 
which  were  designed  especially  to  take  the 
Raytheon  BH  are  listed  on  the  rear  of  the 
carton  in  order  that  the  dealer  will  have  a 
guide  to  go  by  in  making  each  sale.  There 
are  millions  of  "B"  eliminators  in  use  which 
were  designed  to  take  the  Raytheon  BH  tube 
and  these  tubes  will  be  replaced.  Raytheon 
plans  an  intensive  advertising  campaign  built 
around  this  new  package  to  make  it  easier  for 
Raytheon  dealers  to  get  their  share  of  this 
business. 

"Pal  Always  Leads" 
Chosen  as  a  Slogan 

The  new  monthly  house  organ  of  the  Plaza 
Music  Co.,  New  York  City,  the  first  issue  of 
which  appeared  last  month  without  a  name,  has 
now  been  invested  with  a  particularly  appro- 
priate title,  "Sound  Facts."  This  name  was 
suggested  to  the  Plaza  Music  Co.  by  Arthur 
Kahn  of  the  Haynes-Griffin  Co.,  forty-one  West 
Forty-third  street,  New  York  City.  The  Plaza 
Music  Co.  rewarded  Mr.  Kahn  with  a  check 
for  $25. 

Several  hundred  suggestions  for  a  name  were 
received  by  the  Plaza  Co.,  and  among  them  was 
included  a  suggestion  which,  while  not  particu- 
larly appropriate  for  the  name  of  the  house 
organ,  provided  an  excellent  slogan  for  use  in 
the  advertising-  of  the  Plaza  Music  Co.  The 
slogan  was  "Pal  Always  Leads."  It  will  be 
noticed  that  this  slogan  has  already  been  made 
use  of  in  the  advertisement  of  the  Plaza  Co. 
appearing  elsewhere  in  this  issue.  The  author 
of  this  suggestion  is  Joseph  Bloomfield  of  the 
retail  warerooms  of  Charles  Bloomfield  of  114 
East  Fourteenth  street,  who  also  was  presented 
with  a  check  for  $25. 

The  new  publication  has  already  grown.  The 
second  issue  is  sixteen  pages  in  size  and  con- 
tains a  wealth  of  merchandising-  information, 
including  an  interesting-  article  contributed  by 
H.  Germain,  head  of  the  Plaza  organization. 
The  Plaza  Music  Co.  is  not  confining  the  cir- 
culation of  this  publication  to  Plaza  dealers 
alone,  but  is  sending  it  'to  all  interested. 


The  William  L.  Nutting,  Inc.,  music  store  of 
Nashua,  N.  H.,  has  acquired  space  adjoining  its 
present  warerooms,  making  it  one  of  the  largest 
music  establishments  in  the  State. 


The  Freed-Eisemann  1928-29  radio  line  was 
exhibited  in  unusually  attractive  surroundings 
during  the  week  of  May  21,  when  distributors 
from  all  sections  of  the  United  States  were 
the  guests  of  officials  of  the  Freed-Eisemann 


Freed-Eisemann  Distributors 

Radio  Corp.  at  Briarcliff  Lodge,  in  the  West- 
chester County  hills  near  New  York  City.  The 
Freed-Eisemann  line  was  on  display  in  the 
Casino. 

"I  believe  this  is  the  first  time  in  the  his- 
tory of  radio,"  stated  Arthur  A.  Trostler,  "that 
sets  have  been  shown  in  a  society  setting,  but 
radio  has  advanced  to  that  stage  because 
artistic  appearance  is  now  as  important  as 
sensitivity,  selectivity  and  tonal  quality." 

The  visitors  were  entertained  by  Alex  Eise- 
mann,  chairman  of  the  board;  Joseph  D.  R. 
Freed,  president;  Arthur  A.  Trostler,  assistant 
to  the  chairman,  and  Arthur  Freed,  vice-presi- 
dent. The  guests  were  invited  in  groups,  each 
group  spending  two  days  at  Briarcliff.  Smokers 
and  dinners  were  features  of  the  week  and 
many  enthusiastic  expressions  of  opinion  were 
heard  from  the  visiting  distributors.  Mr. 
Eisemann  stated  that  advance  sales  totaled 
more  than  double  the  advance  orders  in  any 
previous  year  and  present  indications  point  to 
a  most  successful  year  of  business  for  the  cor- 
poration. 


The  new  line  of  Crosley  radio  receivers  were 
shown  to  metropolitan  dealers  at  the  Hotel 
Pennsylvania,  New  York  City,  on  Monday  and 
Tuesday,  May  28  and  29,  under  the  sponsorship 
of  the  Twentieth  Century  Radio  Corp.,  Brook- 
lyn, N.  Y.,  exclusive 
metropolitan  Cros- 
ley-Amrad distribut- 
ing organization. 

The  chief  feature 
of  the  new  line,  ac- 
cording to  L.  H. 
Mingins,  president 
of  the  Twentieth 
Century  organiza- 
tion, who,  with  his 
entire  sales  staff  was 
in  attendance  at  the 
showing,  is  the  qual- 
ity of  reproduction. 
Among  the  models 
at   Briarcliff  shown      were  the 

Gembox  six-tube  AC  table  model,  the  Showbox 
eight-tube  AC  table  model,  the  Bandbox,  Jr., 
the  Bandbox  six-tube  battery  operated  set,  the 
Dynacone,  a  Crosley  dynamic  speaker,  the 
Showbox  eight-tube  DC  operated  set,  the  Musi- 
cone  speaker  and  the  new  Dynacone  in  con- 
solette  cabinets  in  a  variety  of  models.  Several 
models  of  receivers  were  shown  in  peacock 
blue  and  red  cases.  As  the  Crosley  Corp.  does 
not  manufacture  sets  built  in  cabinets,  a  number 
of  specially  made  Showers  Bros,  cabinets  were 
exhibited,  as  were  tables  made  for  Crosley  sets. 
H.  C.  Abbott,  Jr.,  sales  manager  of  the  Crosley 
Radio  Corp.,  was  in  attendance  at  the  exhibit. 

In  an  adjoining  room  the  Amrad  Symphonic 
series  of  electric  receivers  were  shown.  They 
included  the  Concerto  in  a  cabinet  of  American 
and  Oriental  walnut  with  a  satinwood  border, 
the  Opera  in  a  cabinet  of  French  renaissance 
design  and  containing-  the  Amrad  combination 
radio  receiver  and  electric  phonograph,  the 
Sonata  in  a  Louis  XVI  console  cabinet,  and  the 
Console.  All  of  the  models  are  eight-tube  sets 
and  each  cabinet  has  a  dynamic  built-in  speaker. 


Announcing 

our  appointment  as  metropolitan  district  distributors  for 
Grigsby-Grunow  Co.,  Chicago,  Illinois 
manufacturers  of 


MAJESTIC 


All-Electric 
Radio 


We  will  thoroughly  cover  Greater  New  York,  Westchester 
County,  Brooklyn,  Long  Island  and  Staten  Island 

STERLING  RADIO  &  ELECTRIC  CO. 

27  Warren  St.  New  York  City 

Phone.  Barclay  8783 
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The  Radiomode  Policy 

STYLE    »    SATISFACTION    »  PROTECTION 


V 


Nationally 
Advertised 

— a  definite  and  lasting 
impression  of  quality. 


Radiomode 
Policy 

— means  protection  to 
you  through  satisfac- 
tion of  your  customers. 


Eye  Value 

— characteristics  of  de- 
sign intended  to  please 
the  most  discriminating 
tastes. 


Complete 
Circular 

— write  for  this  today 
and  learn  details  of  op- 
portunity we  offer. 


Radiomode  34 — 

List  Price  $74.00 


T, 


A 


omorrow's  mode  in  radio 
furniture  is  exquisitely  expressed  in  every 
item  of  our  complete  line  ...  To  achieve 
this  and,  at  the  same  time,  to  meet  every 
requirement  of  purse  or  taste,  is  indeed 
an  accomplishment  worthy  of  any 
business.   We  are — and  aim  always 
to  be  —  the  strongest  furniture 
selling  organization  in  the  field. 
Further,  to  display  only  radio 
cabinets  that  represent  the 
finest  creations  of  the 
furniture  style  leaders! 


Radio  Allied  Manufacturers  Corporation 


1338-40  South  Michigan  Avenue 


Chicago,  Illinois 


JOHN  H.WILSON, Manager 

324 WASHINGTON  ST.,BOSTON,MASS 


^BOSTON 


ENGLAND 


New  England  Trade  Is  Stocking 

the  New  Majestic  Radio  Sets 

J.  H.  Burke,  Atwater  Kent  Jobber,  Honored  by  Dinner — F.  D.  Pitts  Co.,  Distributor, 
Reports  Granting  More  Than  200  Franchises  in  Short  Period — Other  News 


Boston,  Mass.,  June  6. — Business  along  the  lines 
of  talking  machines  and  radio  is  distinctly  pick- 
ing up,  and  the  trade  is  correspondingly  encour- 
aged. Almost  every  dealer  is  looking  for  a 
good  Summer  phonograph  and  radio  business. 
Tender  Dinner  to  Joe  Burke 

The  New  England  representatives  of  the  At- 
water Kent  Co.,  who  work  out  of  the  J.  H. 
Burke  Co.,  219  Columbus  avenue,  held  an  en- 
joyable get-together  at  the  Copley-Plaza  the 
middle  of  May,  on  which  occasion  the  group 
tendered  a  dinner  to  Joe  Burke,  head  of  the 
organization  that  handles  the  Atwater  Kent 
product.  In  addition  to  the  social  side  of  the 
gathering,  the  occasion  resolved  itself  into  a 
business  conference,  and  while  there  were  no 
set  speeches  there  was  a  mutual  exchange  of 
opinions  touching  the  present  and  the  future  of 
the  business  along  radio  lines. 

Present  at  the  dinner  as  representing  the  At- 
water Kent  organization  were  H.  A.  Arany, 
New  England  sales  manager;  William  E. 
Richards,  New  England  field  manager,  and  Field 
Representatives  L.  Dopkins,  W.  L.  Gait,  H.  E. 
Eickert  and  Frank  Dewey.  The  J.  H.  Burke 
Co.  organization  was  represented  by  Joseph  H. 
Burke,  himself;  Thomas  E.  Burke ,  John  F. 
Burke,  William  A.  Burke,  Ray  L.  Burke,  Rich- 
ard V.  Keyes,  John  R.  Fales,  Daniel  Lynch  and 
Jack  Walton.  In  a  way  the  gathering  antici- 
pated the  fifth  annual  Atwater  Kent  convention 
to  be  held  June  7,  8  and  9  at  the  Congress  Ho- 
tel in  Chicago,  to  which  all  the  company's  dis- 
tributors and  sales  executives  and  their  wives 
have  been  invited. 

Many  Dealers  Add  Majestic 

The  F.  D.  Pitts  Co.  has  been  meeting  with 
the  greatest  success  in  handling  the  Majestic 
line,  and  in  three  weeks  has  placed  more  than 
200  franchises  within  the  territory  in  which  the 
Pitts  Co.  operates;  and  Francis  D.  Pitts  himself 
says  that  he  never  before  had  a  franchise  for 
which  there  was  such  immediate  acceptance. 


Thus  with  the  Majestic  and  the  Kellogg  line 
the  Pitts  Co.  has  about  all  the  radio  business 
it  can  reasonably  attend  to  at  present. 
Mourn  Death  of  Caleb  S.  Spencer 

Harry  L.  Spencer,  now  allied  with  the  Sonora 
Phonograph  Co.'s  product  and  formerly  New 
England  representative  for  the  Brunswick  Co., 
has  the  sympathy  of  his  friends  in  the  loss  of 
his  father,  Caleb  S.  Spencer,  with  whom  the  son 
was  long  associated  in  business  before  the  firm 
of  Kraft,  Bates  &  Spencer  took  on  the  Bruns- 
wick line.  When  the  Chicago  firm  of  Bruns- 
wick-Balke-Collender  Co.  decided  to  job  his  own 
line  here,  Mr.  Spencer,  senior,  retired  from  the 
music  business,  Harry  Spencer  continuing  as 
the  New  England  representative  for  the  Chicago 
house. 

Columbia  News 

Manager  Bill  Parks  says  that  there  is  marked 
interest  in  the  three  new  models,  just  announced 
to  the  trade,  one  a  combination  radio  and  pho- 
nograph, another  a  cheaper  dynamic  reproduc- 
ing Columbia-Kolster,  both  of  which  are  going 
big.  There  also  is  a  lively  call  with  the  ap- 
proach of  Summer  for  the  portable  line. 

Many  letters  and  telegrams  of  congratula- 
tions have  come  to  Manager  Parks  over  the  re- 
cently announced  contract  with  Paul  Whiteman 
to  play  as  an  exclusive  Columbia  attraction, 
and  it  is  of  more  than  passing  interest  that  this 
news  "broke"  while  Whiteman  was  here  in  this 
city  at  the  Metropolitan  Theatre. 

The  Columbia  business  in  this  territory  has 
been  considerably  stimulated  by  the  release  of 
the  latest  Moran  and  Mack  records,  "The  Two 
Black  Crows,"  the  initial  orders  for  which  were 
exceptionally  large.  Meanwhile  there  is  a  heavy 
call  for  the  Masterworks  sets  which  are  being- 
purchased  by  the  most  musically  discerning 
people.  This  is  particularly  true  of  the  latest 
set,  the  Baireuth  festival,  which,  though  rather 
high  priced,  is  finding  ready  patrons. 

Through  the  Boylston  street  warerooms  of 


the  A.  M.  Hume  Music  Co.,  Boston  University 
has  lately  purchased  two  Columbia-Kolsters  for 
use  in  the  halls  of  the  school. 

A  Columbia-Kolster  was  used  a  few  days  ago 
at  Symphony  Hall  when  the  school  children  of 
the  city  were  heard  in  a  monster  concert  as  a 
feature  of  Music  Week.  Professor  John  O'Shea 
was  full  of  enthusiasm  over  the  results  achieved. 

Alexander  Steinert,  head  of  the  Boston  estab- 
lishment of  M.  Steinert  &  Sons,  is  back  home 
from  his  long  trip  taken  to  the  Mediterranean 
and  Northern  Africa,  on  which  trip  he  was  ac- 
companied by  Mrs.  Steinert. 


Represents  Carryola 
on  the  Pacific  Coast 

E.  Lindell  has  been  appointed  Pacific  Coast 
representative  of  the  Carryola  Co.  of  America, 
Milwaukee,  Wis.,  manufacturer  of  Carryola 
portable  phonographs.  Mr.  Lindell  maintains 
headquarters  in  Los  Angeles  and  San  Francisco, 
and  represents  the  Carryola  organization  on  the 
entire  Pacific  Coast  as  well  as  in  the  states  of 
Utah,  Nevada  and  Arizona,  working  closely 
with  the  Leo  J.  Meyberg  Co.,  recently  ap- 
pointed Carryola  distributors  of  Los  Angeles 
and  San  Francisco.  Mr  Lindell  was  formerly 
connected  with  the  Talk  Back  Phonographic 
Recorder  Co.,  of  Los  Angeles,  and  has  a  wide 
acquaintance  in  the  music  field. 


Big  First  Quarter 
for  Fada  Radio,  Ltd. 

In  the  first  three  months  of  1928,  Fada  Radio, 
Ltd.,  the  Canadian  subsidiary  of  F.  A.  D. 
Andrea,  Inc.,  did  a  greater  volume  of  business 
than  during  the  first  six  months  of  1927.  This 
announcement  was  made  by  Homer  J.  Zopf, 
manager  of  Fada  Radio,  Ltd.,  on  a  recent  visit 
to  the  Long  Island  City  plant  and  executive 
offices.  A  staff  of  specialty  salesmen  is  now 
covering  the  nine  provinces  of  the  dominion. 
Mr.  Zopf  stated  that  the  leading  music  stores 
of  Canada  are  handling  radio  in  increasing 
quantities. 


Victor  Factory  -f  Ditson + You 


Makes  a  merchandising  combination  that  functions  stead- 
ily, intelligently  and  consistently.  Ditson  Service  to  Victor 
Dealers  goes  far  beyond  the  matter  of  supplying  the  goods 
—  it  offers  real  co-operation  of  the  sales  help  sort. 


|     Oliver  Ditson  Co.  Chas.  H.  Ditson  &l  Co.  m 

-  Boston  New  York  H 
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TRIPL-TONE  CABINET  SPEAKERS 

BRAND  NEW!! 

Outstanding  1928  Achievement 

TRIPL-TONE  SPEAKERS 

Cl  OMBINES  the  advantages  of  the  exponential  all- wood 
^   tone  chamber  with  the  best  elements  of  the  cone. 

Tripl-Tone  —  the  three-tone  speaker  with  the  golden  voice. 

In  combination  with  our  Fairfax  Unit  (the  unit  with  the 
green  cap),  Tripl-Tone  speakers  actually  move  the  depths  of 
human  emotion.  Enjoy  a  thrill  of  realism  hitherto  thought  im- 
possible by  radio. 

"Eye-appeal,"  "value-giving"  speakers  —  our  full  line  on 
demonstration,  Room  450-A  Stevens  Hotel,  June  show. 

Send  for  catalog  and  ivire  for  full  details . 

Molded  Wood  Products,  Inc. 

219  WEST  CHICAGO  AVE.  CHICAGO,  ILLINOIS 


No.  610 
Tripl-Tone  Equipped 
Height,  30  in.  Width,  22%  in. 

Depth,  15  in. 


A  COMPLETE  LINE 

1.  Tripl-Tone  floor  models. 

2.  Exponential  air  column  floor  mod- 

els, equipped  with  Fairfax  "green 
cap"  units. 

3.  Air  column  table  models. 

4.  Cone  type  table  models. 

5.  Tone  chambers,  mounted  and  un- 

mounted— a  size  for  every  cabi- 
net. 

6.  Fairfax  units — the  "green  cap"  unit. 

7.  Fairfax  cone  type  units — for  cabi- 

net installations. 
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Perfection  in  Reception  Is  the 

Present-day  Radio  Requirement 

C.  B.  Smith,  President  of  Stewart-Warner   Speedometer  Corp.,  Writes  Interestingly 
of  Stages  Radio  Has  Passed  Through  and  What  the  New  Receiver  Must  Possess 


IN  my  mind  the  radio  industry  is  likened 
to  a  river  rushing  rapidly  onward.  Like  a 
river  it  has  its  swift  currents  and  quiet 
backwashes;  if  you  choose  the  right  currents 
you  progress  swiftly,  if  not,  you  may  find  your- 
self idly  floating  beside  the  bank. 

What  can  keep  you  in  midstream?  When 
should  one  current  be  abandoned  for  another? 
To  put  it  specifically,  what  radio  features  will 
go  big  in  the  balance  of  this  season,  and  for 
time  to  come? 

I  believe  the  crucial  period  in  radio  is  at 
hand,  and  that  this  is  the  time  to  get  set  for 
the  future.  Of  the  several  hundred  manufac- 
turers who  started  in  this  industry  on  an  equal 


footing,  only  a  few  dozen  remain.  Only  a  hand- 
ful of  these  offer  anything  approaching  a  safe, 
profitable  proposition  that  looks  to  the  dealer's 
future.  And  the  process  of  elimination  is  not 
over.  What  must  the  dealer  do  to  keep  himself 
in  line  with  the  industry's  future  course? 

A  quick  review  of  the  industry's  past  indi- 
cates the  trend,  and  that  indicates  the  manu- 
facturers who  are  destined  to  stay  in  midstream 
and  insure  the  success  of  their  leaders. 

Radio  has  passed  through  two  periods  and 
now  enters  the  third.  The  first  was  the  novelty 
period  when  any  kind  of  radio  performance  was 
thought  to  be  wonderful.  The  development  of 
selectivity  was  the  second  period,  and  here  the 


C.  B.  Smith 

public  became  as  "selective"  in  their  tastes  as 
radio  itself.  Here  we  note  a  distinct  change 
m  buying  habits;  people  stopped  buying  radio 
for  its  own  sake  but  bought  it  for  what  it  could 
do  for  them. 

Now  comes  the  third  period.  All  good  sets 
have  selectivity.  What  will  be  the  standard 
question  that  they'll  put  to  all  sets  in  the  future, 
even  as  they  now  say,  "How  far  to  the  gallon, 
what  bore  and  stroke?"  when  they  go  to  buy 
an  automobile?  Who  will  remain  in  midstream 
in  the  New  Era? 

Past  experience  shows  that  they  are  thinking 
less  and  less  of  what  radio  is  and  more  and 
more  of  what  radio  does.  Therefore  in  future 
people  will  want  radio  to  give  them  a  bench 
at  ringside,  a  chair  on  the  speakers'  platform, 
usher  them  to  an  orchestra  seat.  They  look 
forward  to  radio  reception  of  such  great  per- 
fection in  color,  depth,  volume  and  tone  that 
they  will  be  made  to  forget  radio  for  the  time. 
They  will  want  music  recreation  of  a  new  high 
order — not  "radio  music"  but  the  music  itself—^ 
not  synthetic  music,  but  realism. 

In  my  opinion,  the  manufacturers  who  attain 
new  heights  of  realism,  and  at  the  same  time 
keep  prices  in  line  with  the  limitations  of  the 
mass  market,  will  inevitably  pull  themselves 
and  their  dealers  to  a  position  of  leadership  in 
the  radio  market.  Realism,  then,  is  what  I 
think  radio  engineers  should  search  for,  and  in 
reviewing  their  present  line  or  considering  a 
new  line,  I  think  realism  should  dominat-e  the 
dealer's  thought. 

Introduces  New  Line 
of  Radio  Furniture 

St.  Johns  Table  Co.,  Cadillac,  Mich., 
Bringing  Out  a  Complete  Line  of  Radio 
Cabinets  and  Tables 


The  St.  Johns  Table  Co.,  Cadillac,  Michigan, 
whose  products  are  well  known  throughout  the 
furniture  trade,  is  introducing  this  season  a 
complete  line  of  radio  cabinets  and  radio  tables 
of  new  and  attractive  design.  The  firm  has  a 
sixty-year  background  of  experience  in  the  table 
manufacturing  field  and  it  produces  annually 
25,000  tables  of  every  type,  kind  and  style. 

In  announcing  the  new  line  of  radio  cabinets 
and  tables,  Howard  M.  Petrie,  vice-president  of 
the  St.  John  Table  Co.,  stated:  "Our  wide  va- 
riety of  designs  will  enable  any  dealer  to  sat- 
isfy the  desires  and  meet  the  requirements  of 
every  customer,  those  who  have  yet  to  buy 
receiving  sets  and  those  who  have  purchased 
sets  without  cabinets  in  which  to  house  them." 


Arthur  Follett  has  opened  a  new  music  store 
in  the  addition  of  the  First  National  Bank 
building,  Fairmount,  Minn. 


WHY 


Is  This  the  BEST  Coin- 
Opera  ted  Ph  on  ograph  ? 


because .  .  . 

No  Needles  to 
Change 


Plays  All  Makes  of 
Phonograph  Records 

Electrically  Amplified 
Simple — Fool- Proof 


After  years  of  experimentation!  Noth- 
ing else  like  it!  A  marvelous  12- 
record,  coin-operated  phonograph  of 
wonderfully  clear,  sweet  tone,  ideal  for 
restaurants,  tea  rooms,  clubs  and  other 
public  places.  Simply  phenomenal. 
The  greatest  stimulus  to  the  trade  in 
a  generation! 


New  patented  feature  plays 
hundreds  of  records,  with  one 
needle,  without  attention. 

Plays  12  Records 
Consecutively    .    .  . 

Indefinitely,  without  attention 
or  replacing,  unless  a  change  of 
program  is  desired. 

Selects  Any 

Record   


Any  number  on  the  program 
can  be  played  at  will,  by  means 
of  our  new  selective  device. 

Repeats  Any 
Record   


Any  record  can  be  repeated 
any  number  of  times  by  depos- 
iting another  coin  each  time. 


THE  CAPITOL  PIANO  &  ORG  AN  CO.,  Inc. 

331  West  34th  Street  -  -  -  New  York  City 

"Manufacturers  of  Coin-Operated  Pianos  and  Orchestras" 
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ELECTRIC  RADIO 


Jlqain...  a  Great  Line 
at  Sensational  Vricesf 


rHOUSANDS  of  America's  radio 
dealers  have  told  us:  "We  expect 
great  things  of  Steinite  ..."  We  have 
not  failed  them.  Last  season  Steinite 
gave  dealers  a  new  idea  of  radio  profits 
.  .  .  this  season  Steinite  will  carry  its 
dealers  to  certain  supremacy.  The  new 
Steinite  line  is  a  striking  illustration  of 
what  Fred  W.  Stein  meant  when  he  said. 

The  STEINITE  RADIO  CO. 

506  S.  Wabash  Ave. 
CHICAGO 


"Steinite  will  always  represent  Amer- 
ica's greatest  radio  value."  Dealers 
who  come  to  the  show  will  get  the 
complete  story  in  our  Spaces  No.  20- 
21-22,  the  Ballroom  of  the  Stevens 
Hotel.  Those  who  do  not  attend  are 
invited  to  mail  the  coupon  below. 

Beautiful  Consoles — $115  -  $130  -  $150 
Polyphonic  Speakers:  Table  Model $20,  Console  $45 


Factories: 
Atchison,  Kans. 


Ccui*"* 


STEINITE  RADIO  COMPANY        Mail  this  Coupon  TODAY!  | 
506  South  Wabash  Avenue,  Dept.  CF,  Chicago  f 
Please  send  me  complete  information  on  the  New  Steinite  Line,  g 

My  Jobber's  Name  jnJ  Address  is  ^ 

I 


Name  

Street  Address 


City. 


.State. 


i 
1 
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Operadio  Moves  to 

Larger  Quarters 

Increasing  Demand  for  Operadio  Products 
Necessitates  Removal  to  Plant  at  St. 
Charles,  111. — Sales  Office  in  Chicago 

The  need  of  additional  space  for  manufactur- 
ing purposes  has  necessitated  the  removal  of 
the  Operadio  Manufacturing  Co.  to  larger  quar- 
ters at  St.  Charles,  111.,  forty  miles  out  of  Chi- 


i™^— — g:    . 

Modern  Plant  of  the  Operadio 

cago.  Although  an  addition  was  built  on  to 
the  former  factory  last  year  this  was  found  to 
be  inadequate  to  meet  the  increasing  demands 
for  Operadio  products. 

The  new  plant  has  been  laid  out  to  meet  the 
specific  requirements  of  the  company  in  the 
manufacture  of  its  amplifiers  and  loud  speakers, 
and  was  taken  over  on  May  20,  with  no  inter- 
ruption in  the  output  of  Operadio  block-type 
speakers  and  power  amplifiers.  The  executive 
and  sales  offices  have  also  been  moved  to  St. 
Charles,  but  a  sales  and  service  office  has  been 
maintained  at  8  South  Dearborn  street,  Chicago. 

The  Zinke  Co.,  1323  South  Michigan  avenue, 
Chicago,  continues  as  sales  representative  for 
Operadio  speakers  throughout  the  United 
States. 


In  New  Post 


Miss  Jane  Barth,  formerly  manager,  of  the 
record  department  of  Eberhardt's,  Wichita, 
Kan.,  has  assumed  the  management  of  the  same 
departments  of  Sanger  ros.,  Inc.,  same  city. 
Mr.  Eberhardt  is  closing  out  his  business  be- 
cause of  failing  health. 

John  Terry  and  Jerry  Donnelly  have  taken 
over  the  business  of  the  N.  W.  McDowell 
Music  Co.,  Blackwell,  Okla. 


Ultratone  Co.  Has 
Wide  Distribution 

Number  of  Distributors  and  Manufac- 
turers' Agents  Appointed  During  the 
Past  Two  Months  for  Ultratone  Speakers 

The  Ultratone  Mfg.  Co.,  Chicago,  maker  of 
Ultratone  loud  speakers,  has  during  the  past 
few  months  secured  extensive  distribution  for 
its  products.  A  number  of  manufacturers'  rep- 
sentatives  through- 
out the  country  are 
handling  the  Ultra- 
tone  loud  speakers 
as  one  of  their  line, 
including  Sterling 
Sales  Corp.,  Cleve- 
land; L.  Bialek  Co., 
New  York  City; 
Robert  Taffen,  In- 
dianapolis; Gardner 
Radio  Corp.,  St. 
Mfg-  Co.  Louis;  H.  D.  Thom- 

as, Seattle  and  Los  Angeles,  and  Lyons  Sales 
Corp.,  Philadelphia. 

A  number  of  well-known  distributors  have 
also  added  the  Ultratone  line  and  are  distribut- 
ing it  to  their  trade,  including  Cleveland  Prod- 
ucts, Cleveland;  Keystone  Radio  Corp.,  Pitts- 
burgh; Harry  Alter  Co.,  Chicago;  Apollo  Radio 
Co.,  Newark;  E.  A.  Bowman  Co.,  Detroit; 
Campbell  Iron  Co.,  St.  Louis;  R.  E.  Cathemann, 
Scranton;  Herman  J.  Horst,  Davenport,  la.; 
Hulsman  &  Co.,  Terre  Haute,  Ind.;  National 
Electric  &  Auto  Supply  Co.,  Peoria,  111.;  Weber 
Distributing  Co.,  New  York;  Radio  Parts  Mfg. 
Co.,  Philadelphia;  H.  E.  Reighland  Co.,  Al- 
toona,  Pa.;  Republic  Radio  Corp.,  Detroit  and 
Grand  Rapids;  Ridgway  Electric  Co.,  Freeport, 
111.;  A.  E.  Simons  Co.,  Chicago,  and  Beckley- 
Ralston,  also  of  Chicago. 


To  Handle  Camera  Lines 

St.  Louis,  Mo.,  June  4. — E.  A.  Kieselhorst, 
president  of  the  Kieselhorst  Piano  Co.,  has  an- 
nounced that  that  company  will  install  the  Q  R  S 
Co.'s  line  of  amateur  movie  cameras.  A  special 
'lepartment  will  be  provided  for  the  cameras. 


A  petition  in  bankruptcy  has  been  filed  by 
the  Plattsburg  Music  Shoppe,  Inc.,  Pla.ttsburg, 
N.  Y.,  which  lists  its  liabilities  at  $10,985. 


Studner  Bros.  Have 
Unusual  Sales  Staff 

National  Sales  Agents  for  Superior  Cab- 
inet Co.,  S.  Karpen  &  Bros.,  and  L.  S. 
Gordon  Co.  and  Other  JVIanuf  acturers 

Studner  Bros.,  Inc.,  New  York  sales  agents, 
have  rounded  out  their  organization  for  what 
is  expected  to  be  the  biggest  year  in  their  his- 


H.  Merrithew 

lory.  Studner  Bros,  are  national  sales  agents 
for  the  Superior  Cabinet  Co.,  S.  Karpen  & 
Bros.,  Buckeye  Mfg.  Co.,  cabinet  manufacturers; 
L.  S.  Gordon  Co.,  motor  manufacturer,  and 
others.  It  is  estimated  that  the  firms  repre- 
sented by  Studner  Bros,  have  resources  totaling 
well  over  $100,000,000.  To  efficiently  merchan- 
dise the  products  of  these  various  manufac- 


J.  D.  Palmerlee 

Hirers,  the  Studner  organization  has  a  sales 
staff  of  over  twenty-eight  men.  Among  the 
members  of  the  Studner  sales  staff  are  the 
three  whose  pictures  appear  herewith. 

H.     Merrithew     covers     Texas,  Oklahoma, 


Royal  Stemm 

Arkansas  and  Louisiana;  J.  D.  Palmerlee  covers 
Michigan  and  Indiana,  and  Royal  Stemm,  oper- 
ating from  Chicago,  covers  the  Illinois  and 
Wisconsin  territory. 


QUALITY  PLYWOOD 

SHIPPING  CASES 

In  the  same  manner  that  you  know  how  to  build  quality  into  your  raduj 
and  talking  machines,  we  know  how  to  build  quality  into  the  shipping  case 
that  is  to  carry  them, — and  the  best  part  of  it  is  our  cases  cost  no  more. 

Birch  and  Maple  Panels  From  Virgin  Timber 
Spruce  Cleats  Planed  Four  Sides 


Northern 
Plvwoqd 


Maine 
Co. 


Statler  Building 


Boston,  Mass. 
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Automatic 

TuninQ' 

The  Open  Sesame — 

the  "Magic"  of  radio  reception  . . . 


THE  new  1929  MARTI  Electric  Power  Radio 
receiver,  symbolic  of  modern  engineering,  is 
equipped  with  Automatic  Tuning.  ,  .  .  No  more 
"groping  blindly  for  stations."  .  .  .  No  more  guess- 
work. .  .  .  The  door  to  delightful  radio  reception 
is  now  open — open  to  young  and  old — the  ex- 
perienced and  the  uninitiated.  .  .  . 

What  care  you  what  tuning  means.  .  .  .  No 
more  "hair  line"  adjustments.  .  .  .  Set  the  Auto- 
matic Meter  selector  .  .  .  listen  to  the  numerals 


"click"  into  place — and  the  receiver  is  tuned  to 
exact  resonance  with  the  desired  broadcasting  sta- 
tion. .  .  .  The  Marti  Automatic  meter  selector  is 
a  revelation.  ...  It  is  not  a  new  development.  .  .  . 
It  is  a  radical  departure  from  the  conventionaL  .  .  . 
It  is  a  new  invention!  .  .  .  You  adjust  the  meter 
selector — and  the  receiver  is  automatically  tuned. 
.  .  .  You  are  not  limited  to  one  station — to  ten 
stations — the  whole  broadcast  spectrum  is  yours 
to  select  from. 


Table  Model  7  tubes,  three  stages 
of  tuned  radio  frequency  amplifi- 
cation, non-regenerative  detector, 
three  stages  of  resistance-coupled 
audio  with  210  output  tube,  with 
"pickup"  jack.  Power  plant  in  cab- 
inet, is  281  half-wave  rectifier  with 
two  section  filter  .  .  .  Duplex 
filament  wiring  in  receiver,  for 
either  227  type  or  McCullough  tubes. 
Cabinet,  two-tone  walnut. 


A  jew  franchises  are  still  open.      Communicate  with  us. 

The  Marti  Radio  merchandising  foundation  is  powerful, 
sound  and  dependable.  .  .  .  The  Marti  dealer  will  obtain 
utmost  cooperation — utmost  protection — enthusiastic  sup- 
port. .  .  .  Marti  Radio  were  pioneers  in  A  C  receiver 
design  and  construction.  .  .  .  The  engineering  ability — the 
laboratory — the  foresight  responsible  for  the  first  suc- 
cessful A  C  receiver,  again  unreservedly  guarantees  com- 
plete satisfaction  and  permanence  to  the  Marti  Dealer. 


See  Our  Exhibit 
Booth  No.  110,  Exhibition  Hall 
Suite  No.  819A-820A 

ELECTRIC  POWER  RADIO 


Console  Model.  Two-tone  walnut, 
available  with  or  without  phono- 
graph pickup  unit.  All  receivers 
furnished  with  pickup  unit  "imput" 

jack. 

7  tubes,  three  stages  of  tuned 
radio  frequency  amplification,  non- 
regenerative  detector,  three  stages 
of  resistance-coupled  audio  with 
210  tube  output.  Duplex  filament 
wiring  in  receiver  for  227  or  McCul- 
lough type  tubes. 

Power  plant  within  cabinet  is  281 
half-wave  rectifier,  with  two-sec- 
tion filter. 


MARTI  ELECTRIC  RADIO  CO.,  22  Central  Ave.,  West  Orange,  N.  J. 


ifnlLADELPHIA 


and' 

iPCALiry 


Philadelphia  Retailers  Plan 

Summer  Exploitation  Campaigns 

Trade  Prepares  to  Offset  Usual  Summer  Slackness  by  More  Aggressive  Selling  — 
New  Models  of  Radio  Receivers  Are  Being  Shown — Record  Sales  Hold  Up  Well 


Philadelphia,  Pa.,  June  4. — Though  the  sea- 
sonal reaction  of  sales  for  talking  machines 
brought  its  customary  quieter  trend,  there 
nevertheless  was  a  fairly  maintained  buying  in- 
terest on  the  part  of  the  public  in  the  newer 
types  of  talking  machines,  radio  and  combina- 
tions to  warrant  an  optimistic  attitude  on  the 
part  of  the  dealers  towards  the  future  of  busi- 
ness. While  it  is  to  be  expected  that  a  Sum- 
mertime lull  will  intervene  between  the  present 
and  Fall,  there  is  every  evidence  that  customers 
can  be  secured  with  the  proper  sales  efforts  and 
specialized  means  of  bringing  the  talking  ma- 
chines and  radios  to  the  notice  of  the  consum- 
ers. To  this  end  many  dealers  are  planning 
Summer  activities  along  concentrated  and  un- 
beaten paths  such  as  campaigns  in  door  to  door 
sales  drives,  direct  mail  appeal  and  demonstra- 
tion of  instruments  in  the  homes  with  ex- 
ploited Summertime  diversions  that  may  be 
secured  through  these  amusement  devices,  at 
the  seaside,  in  the  mountain  or  country  resorts. 

Record  sales  are  holding  fairly  well,  with 
popular  selections  of  nationally  exploited  enter- 
tainers the  most  active  of  the  lists.  Now  that 
Winter  days  are  past  and  the  lure  of  the  out- 
doors calls  many  to  vacation  pursuits,  the  lighter 
popular  recordings  are  the  most  salable  for  the 
"going  away"  season.  Portables  are  in  demand, 
and  new  records  that  accompany  these  Summer- 
time machines  are  likewise  being  stocked  for 
the  hot  weather  business. 

New  types  of  radios  are  being  shown  here 
for  the  coming  Fall  stocking  with  the  numerous 
concerns  bringing  out  the  latest  improved  AC 
sets.  Distributors  are  preparing  their  Summer 
campaigns  for  these  newer  radios  and  are  al- 
ready demonstrating  the  improved  models  which 


will  be  the  leaders  for  the  anticipated  Autumn 
revival  of  business. 

Ready  for  Summer 

While  the  trade  is  preparing  for  "Summertime 
campaigns,  the  dealers  who  compose  the  mem- 
bership of  the  Philadelphia  Victor  Dealers' 
Association  are  looking  forward  with  anticipated 
pleasure  to  the  big  annual  gathering  of  trade 
associates  in  the  wide  open  spaces  along  the 
Delaware  at  Kuglers  Mohican  Club  on  June 
6th  when  the  outing  will  be  given  over  to  a 
program  of  enjoyable  pastime  for  the  promo- 
tion of  fellowship  and  sociability.  This  year 
the  outing  was  extended  to  include  the  job- 
bers and  dealers  who  attended  the  annual 
sales  conference  of  the  Victor  Distributors 
held  the  week  before.  A  special  invitation  was 
extended  to  the  visiting  distributors  who  at- 
tended the  conferences  at  the  Victor  factory 
to  join  their  fellows  in  the  Quaker  City  trade 
at  Morris  on  the  Delaware,  where  the  famous 
Kugler  Club  is  located,  and  enjoy  a  day  in  the 
open  after  their  labors. 

A  diversified  program  of  outdoor  sports,  fun- 
provoking  novelty  events,  baseball  games, 
swimming  races  and  dinner  has  been  arranged 
by  the  committee  in  charge  of  arrangements, 
with  Homer  Davis,  of  the  George  B.  Davis  Co., 
as  chairman.  Others  on  the  committee  are  A. 
C.  Weymann,  Richard  Ertelt,  H.  Royer  Smith, 
Morris  Grass,  George  Witney  and  President  J. 
Ralph  Wilson,  of  the  Association.  The  sporting- 
events  have  been  arranged  under  direction  of 
"Captain"  Witney  who  has  lined  up  a  retail  and 
wholesale  nine  to  match  on  the  baseball  dia- 
mond and  to  test  strength  in  the  novelty  of  a 
tug-o'-war  contest.  Fat  men  and  lean  men  will 
be  matched  in  the  running  races,  with  swim- 


The  New 

Portable  Victrola 

Automatic  Stop,  Orthophonic  Type  Sound  Box  and 
other  features  make  it 

THE  ARISTOCRAT  OF 
PORTABLES 

No.  2-55  -  -  -  -  List  Price  $35-00 
Metal  Console  Table   List  Price  $20.00 

To  Match 

Complete  $55-00 

Wire,  Phone  or  Mail  Your 
Order  for  Immediate  Delivery. 


H.A.WEYMANN  &  SONjNC. 


1108  Chestnut  Street -Philadelphia,  Pa. 
Victor  Wholesalers 


ming  feats  and  boating  for  those  who  like  the 
aquatic  sports.  The  dinner  hour  will  be  de- 
voted to  feasting  on  planked  shad  and  other 
seasonable  good  things. 

Interest  in  New  Columbia  Product 

The  introduction  of  the  new  combination 
radio  and  talking  machine  recently  perfected  by 
the  Columbia  Phonograph  Co.,  brought  a  broad 
list  of  buyers  into  the  Philadelphia  headquarters 
at  40  North  Sixth  street.  In  the  late  May  days 
when  the  new  model  combination  Columbia- 
Kolster  radio  was  placed  on  display,  the 
Quaker  City  branch  was  kept  busy  demonstrat- 
ing the  latest  type.  Orders  were  freely  given 
after  viewing  the  Model  960  and  sufficient  ad- 
vance business  secured  to  take  care  of  ship- 
ments from  the  factory  for  several  weeks  to 
come.  The  Two  Black  Crow  recordings  have 
been  the  popular  sellers  of  the  Columbia  group 
of  artists  throughout  the  month  and  the  May 
releases  on  these  artists  were  exceptionally  at- 
tractive to  purchasers  of  records.  The  Colum- 
bia is  starting  its  big  campaign1  on  the  White- 
man  records  during  the  current  month,  June 
20th  being  the  date  set  for  the  exploitation  of 
the  Columbia  Whiteman  renditions  in  the  local 
retail  field. 

To  Show  New  Bosch  Line 

With  the  mid-June  days  there  will  be  shown 
the  latest  improvements  in  the  1928  Bosch  Radio 
at  the  local  wholesalers,  the  Lewis  Radio  Job- 
bers, 45  North  Seventh  street.  These  new  sets 
are  entirely  of  the  7-tubes,  single  dial,  with 
push-pull  amplifiers,  AC  electrical  types.  The 
complete  line  will  be  on  display  and  ready  for 
shipments  a  month  later.  Among  them  is  a 
console  model  listing  at  $295.  It  has  the 
dynamic  speaker. 

Displays  Feature  Panatrope 

There  was  perfected  during  the  past  month  a 
special  window  display  of  the  Brunswick  Pana- 
trope under  the  local  branch  management  of 
the  Brunswick-Balke-Collender  Co.,  40  North 
Sixth  street.  The  leading  music  dealers  along 
Chestnut  street  featuring  the  Brunswick  were 
included  in  the  special  window  attractions  de- 
signed to  aid  the  retailers  in  sales  of  the  Pana- 
trope. Those  represented  on  Chestnut  street 
were  J.  Ralph  Wilson,  Charles  Stieff,  Inc.,  and 
C.  J.  Heppe  &  Son.  Herman's  Music  Shop,  at 
1721  Ridge  avenue,  was  another  music  house 
featuring  the  special  window  attraction. 
Weymann  Prepares  Dealers'  Aid 

The  sales  promotion  department  of  H.  A. 
Weymann  &  Son,  Inc.,  has  addressed  a  number 
of  helpful  letters  to  Victor  dealers  in  the  terri- 
tory during  the  month.  Particularly  designed 
to  increase  the  dealers  record  sales  is  a  record 
ordering  card  evolved  by  the  sales  promotion 
department,  attractively  printed  in  two  colors 
and  with  the  dealers'  imprint.  This  card  features 
the  Victor  record  hits  of  the  month  and  should 
be  mailed  out  by  Victor  dealers  with  the 
monthly  record  supplement. 

Zenith  Exhibit  Arouses  Interest 

In  a  two-day  demonstration  convention  the 
Penn  Phonograph  Co.,  913  Arch  street,  gave 
first  showing  of  the  recently  introduced  1928 
line  of  Zenith  radios.  The  demonstration  at- 
tracted a  wide  circle  of  dealers  from  all  sec- 
tions of  eastern  Pennsylvania,  south  Jersey  and 
Delaware,  who  were  most  enthusiastic  over  the 
latest  devices.  The  programs  of  the  convention 
were  carried  out  at  the  Sylvania,  where  the 
junior  ballroom  was  devoted  to  the  display  of 
the  seven  attractive,  designs  that  complete  the 
latest  Zenith  developments,  May  28  and  29.  Un- 
der the  supervision  of  Sales  Manager  B.  Wilson 
Mayberry,  of  the  Penn  Co.,  sales  talks  on  the 
new  Zenith  were  given  for  the  benefit  of  the 
dealers,  who  were  highly  gratified  with  the 
(Continued  on  page  144) 
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A  revolutionary  AC  radio 

by  Walbert 

tuned  by  inductance  and  entirely 
eliminating  the  variable  condenser 


Walbert  is  today  one  of  the  acknowl- 
edged builders  of  fine  AC  radio.  One 
of  the  first  to  introduce  AC  operation, 
it  is  now  in  its  third  AC  year.  During 
that  time  it  has  pioneered  some  of  the 
most  important  developments  in  the 
AC  field. 

At  the  R.  M.  A.  Show  Walbert  again 
presents  an  AC  receiver  that  is  funda- 
mentally different. 

The  new  Model — Walbert  77 — is  a 
complete  unit  in  itself  with  self-con- 
tained power  pack.  Operation  is  con- 
trolled by  one  dial  without  supple- 
mental controls.  It  is  an  eight  tube  set, 
with  four  tuned  R.  F.  stages. 

Chief  among  several  novel  features 
in  this  new  receiver  is  the  tuning 
arrangement.  Variable  condensers, 
one  of  the  commonest  sources  of 


trouble  in  radio,  are  eliminated  en- 
tirely. All  tuning  is  by  inductance — 
the  acknowledged  method  of  securing 
equal  efficiency  at  all  wave  lengths  over 
the  entire  wave  band.  Walbert  as  usual 
has  made  this  method  entirely  practi- 
cal by  sound  and  simple  engineering. 

This  revolutionary  feature  comes  at 
a  time  when  most  manufacturers  are 
inclined  to  rest  on  their  oars,  with  the 
result  that  receivers  are  more  alike 
than  they  have  ever  been.  Walbert  77 
is  therefore  certain  to  be  one  of  the 
outstanding  receivers  of  the  season. 

Walbert  77  will  be  moderately 
priced.  It  will  be  on  display  in  Booth 
B-49,  and  on  demonstration  during 
all  Trade  Show  hours  in  Room  553-A, 
Stevens  Hotel.  If  you  attend  the  show, 
by  all  means  see  it.  If  not,  write  us. 


WALBERT  MANUFACTURING  CO.,  1000  Fullerton  Ave.,  Chicago 


'Walbert  Radio 


At  the  R.M.A.  Show  — Display  Booth  B-49  »  Demonstration  Room  553-A,  Stevens  Hotel 
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latest  improvements  and  clear  receptive  qual- 
ities of  these  radios.  Others  from  the  sales 
staff  who  assisted  in  the  demonstration  were 
J.  W.  Ea.gen,  Jack  Eiler,  A.  W.  Stephens,  E.  G. 
Boland  and  C.  W.  Taylor,  of  the  local  territory. 
The  hospitality  of  the  Penn  Co.  was  extended 
to  the  visiting  dealers  at  the  luncheons  and 
dinners  held  during  the  two  days'  convention. 
President  Thomas  W.  Barnhill,  of  the  company, 
spent  Decoration  Day  with  his  daughter  in 
Harrisburg,  Pa. 

Tie-up  With  Moving  Picture 
Helpfulness  in  the  way  of  tie-ups  will  be 
freely  extended  to  the  dealers  by  the  Philadel- 
phia Victor  Distributors,  Inc.,  during  the  ap- 
pearance here  this  month  of  the  moving  pic- 
ture "Ramona,"  made  famous  through  the 
literary  classic  of  Helen  Hunt  Jackson,  which 
will  be  shown  at  the  Aldine  Theatre  for  four 
weeks,  beginning  June  4.  Besides  the  co-opera- 
tive advertisement  in  the  daily  newspapers 
there  will  be  placed  in  the  hands  of  the  dealers 
autographed  recordings  of  the  artist,  Dolores 
Del  Rio,  along  with  those  of  Paul  Whiteman 
and  Gene  Austin.  These  autographed  record- 
ings will  be  given  with  the  first  ten  purchases 
of  the  Del  Rio  records,  while  an  autographed 
photo  for  window  display  will  be  presented  to 
retailers  who  feature  this  tie-up.  Race  record 
dealers  will  be  featured  in  the  co-operative  ad 
of  Gene  Austin  in  the  Philadelphia  Tribune. 
In  addition,  there  will  be  at  the  disposition  of 
the  dealers  tied  in  with  this  exclusively  arranged 
exploitation  stunt  of  the  firm,  a  special  poster 
featuring  the  Del  Rio  records  to  accompany 
the  window  photograph.  There  are  to  be  espe- 
cially arranged  window  displays  of  the  Del  Rio 
records,  Whiteman  and  Austin  recordings  in 
the  department  stores  during  the  advertising 
stunt,  and  on  the  stage  of  the  Aldine  during 
the  "Ramona"  showing  there  will  be  concerts 
on  the  Victrola  with  the  three  records  of  Del 
Rio  featured  to  the  accompaniment  of  the  Al- 
dine Pit  Orchestra.  A  Victrola  also  will  be 
placed  in  the  lobby,  where  continuous  concerts 
will  be  played  daily  with  these  records.  "Ra- 
mona" records  will  be  shown  in  the  street  car 
displays  and  public  buses.  Another  big  stunt 
is  the  city-wide  advertising  to  be  effected 
through  a  continuous  round  of  the  central  city 
of  the  Stanley  Limited  Miniature  Train,  bear- 
ing an  Orthophonic  playing  the  Paul  White- 
man  records,  while  the  campaign  is  under  way. 
Those  associated  with  the  staff  of  the  Phila- 


delphia Victor  Distributors,  Inc.,  who  were  in- 
strumental in  arranging  this  big  exploitation 
program  are  Manager  Raymond  J.  Boldt,  of  the 
record  department;  Miss  I.  N.  Groell,  Edward 
Marker,  George  Jeffers,  Frank  Hovey,  Albert 
Hughes  and  Harold  Cregar  and  the  Victor 
Talking  Machine  Co. 

E.  S.  Germain  in  Brunswick  Post 
.  With  the  transfer  of  Manager  George  A 
Lyons,  of  the  Panatrope  Division  of  the  Bruns- 
wick-Balke-Collender  Co.,  Philadelphia  branch, 
to  the  branch  management  at  Buffalo,  N.  Y., 
the  Quaker  City  headquarters  have  been  placed 
under  Ma.nager  E.  S.  Germain,  previously  asso- 
ciated with  the  Cleveland  offices  as  its  manager. 
Other  changes  effected  were  the  resignation  of 
Hobart  A.  Hawley  and  the  assignment  of  his 


duties  to  Theodore  Fairchild,  who  will  conduct 
the  record  sales  promotion,  as  head  of  that  de- 
partment; Mary  J.  Ga.vaghan,  who  has  been 
connected  with  the  telephone  service,  is  now 
order  clerk  in  the  record  department.  Other 
personnel  reorganization  was  effected  in  the 
transfer  of  Jack  Leland  from  the  Baltimore 
office  to  the  duties  of  traveler  for  coal  regions 
as  Panatrope  representative,  succeeding  .W.  T. 
Wilson,  who  has  severed  his  connection  with 
the  company.  Under  the  newly  reorganized 
Panatrope  Division,  Manager  Germain  has  pro- 
moted a  revived  program  for  the  promotion  of 
sales  of  the  Brunswick,  and  will  have  as  his 
capable  assistant,  William  K.  Walbis,  who  re- 
cently joined  the  staff  in  the  capacity  of  aid 
to  former  Manager  Lyons. 

Enters  Retail  Business 

Following  his  resignation  from  the  staff  of 
the  Brunswick  Panatrope  Division,  Philadelphia 
branch,  Hobart  A.  Hawley  has  joined  his 
brother,  Oliver  Hawley,  in  the  formation  of  the 
firm  of  Hawley  Bros.,  with  store  in  Williams- 
port,  Pa.,  for  the  sale  of  a  general  line  of  musi- 
cal merchandise  and  talking  machines.  The 
brothers  have  secured  an  attractive  store  at  216 
West  Fourth  street,  in  the  Pennsylvania  city, 
and  will  feature  the  Panatrope  along  with  rec- 
ords and  other  trade  wares. 

Now  a  Victor  Traveler 

James  Robinson,  who  has  until  recent  weeks 
been  associated  with  the  Philadelphia  Victor 
Distributors,  Inc.,  is  now  connected  with  the 
Victor  Talking  Machine  Co.,  covering  the  State 
of  Florida  as  traveling  representative. 

Louis  Buehn's  Mother  Passes  Away 

Trade  condolence  is  being  extended  to  Presi- 
dent Louis  Buehn,  of  the  Philadelphia  Victor 
Distributors,  Inc.,  upon  the  death  of  his  mother, 
Mrs.  Christina  Buehn,  whose  passing  took 
place  in  late  May.  Mrs.  Buehn  was  stricken 
suddenly  on  the  day  following  the  celebration 
of  her  eighty-second  birthday,  her  death,  due 
to  the  infirmities  of  her  advanced  age,  being 
unexpected. 

H.  Miller  in  New  Post 

Howard  Miller  is  now  managing  the  business 
of  Joseph  Heims,  Inc.,  3800  North  Broad  street, 
having  succeeded  Greer  Means,  whose  duties  he 
assumes  in  conducting  the  store  for  the  Heims 
{Continued  on  page  146) 
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KOLSTER 


"GROW  WITH  US" 
is  our  slogan,  and  it  expresses 

two  things: 

-l  That  our  business  is  developed  on  the  seeds  of  CONFIDENCE, 
planted  by  selling  RELIABLE  merchandise  of  nationally  rec- 
ognized manufacturers ;  and  by  giving  our  dealers  a  Service 
that  leaves  nothing  to  be  desired. 

r\  That  Trilling  &  Montague's  dealers  subscribe  to  the  same 
business  principles  in  their  relationship  with  their  customers 
in  order  to  "grow  with  us." 

TRILLING  &  MONTAGUE 

WHOLESALE  RADIO  MERCHANDISERS 
N.W.  Cor.  7th  and  Arch  Streets      *§rCti)l6ifjiUs"  PHILADELPHIA,  PA. 
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Berkey  &uaij  Radio  furniture 


Styles — 
Sizes- 
Prices— 

— to  meet  every  sales 
need.  Cabinets  de- 
signed to  accommodate 
almost  every  make  of 
radio  set. 

Nationally 
Advertised 

This  is  the  only  radio 
furniture  made  which 
has  a  S  h  o  p-M  ark 
known  for  seventy-five 
years  and  nationally  ad- 
vertised for  forty  years. 
The  Berkey  &  Gay 
Shop-Mark  creates  con- 
fidence in  you  and  your 
furniture. 

See  them 
at  the 

Radio  Show 

Berkey  &  Gay  radio 
furniture  will  be  shown 
for  the  first  time  at  the 
June  Radio  Show  at 
the  Stevens  Hotel  in 
Chicago. 

Write  for 

Complete 

Data 

Illustrations,  prices  and 
terms  will  be  gladly 
furnished  to  dealers  and 
jobbers.  Address — 

H.  T.  ROBERTS  CO. 

1338  S.  Michigan  Blvd. 
Chicago,  111. 

RADIO  SALES 
DIVISION 
for 

BERKEY  &  GAY 
Furniture  Co. 


IT 


T, 


HE  most  profitable  sale 
in  a  radio  department  is  the  sale  of  radio 
furniture.   Keep  that  in  mind  when  you 
come  to  the  Radio  Show.   And  this — 
people  know  that  the  name  Berkey 
<Sl  Gay  has  meant  furniture  style 
leadership  for  seventy-five  years. 
They  are  sure  to  prefer  radio 
furniture  that  bears  this  dis- 
tinguished Shop-Mark. 


Furniture's 
proudest  coat 
of  arms. 


America's  oldest 
and  b  est-known 
furniture  trade 
mark. 
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Corp.,  dealers  in  the  Victor  and  radios.  A  radio 
service  department  has  been  developed,  under 
the  direction  of  Gene  Krammes,  radio  engineer 
for  the  Atwater  Kent  and  RCA,  featured  by 
the  company. 

Trilling  &  Montague  Open  Branch 

Trilling  &  Montague,  Zenith  and  Kolster  dis- 
tributors, of  this  city,  opened  a  new  branch 
warehouse  and  salesrooms  at  218  Chestnut 
street,  Sunbury,  Pa.,  recently.  The  dealers 
served  by  Trilling  &  Montague  in  North  and 
Central  Pennsylvania  will  thus  be  greatly  bene- 
fited and  will  be  enabled  to  in  turn  give  in- 
creased service  to  their  customers. 

Besides  carrying  complete  stocks  of  Kolster 
and  Zenith  radio  in  Sunbury,  as  well  as  a  line 
of  radio  accessories,  there  has  been  established 
a  completely  equipped  service  department  which 
is  described  as  a  duplicate  of  the  Philadelphia 
department.  Trilling  &  Montague  also  point 
out  that  other  benefits  to  dealers  through  the 
establishment  of  this  new  branch  are  savings 
in  express  rates  and  speedier  deliveries.  Trill- 
ing &  Montague  also  announce  that  the  Kolster 
Radio  Corp.,  Newark,  N.  J.,  has  increased  its 
territory  to  include  Luzerne,  Cambria  and  Clear- 
field Counties,  in  addition  to  the  territory  for- 
merly covered  by  it  in  Pennsylvania.  Eight 
lines  are  now  available  for  dealers  to  phone  in 
to  Trilling  &  Montague,  Philadelphia,  headquar- 
ters. A  new  private  exchange  has  been  installed 
and  the  numbers  Lombard  6301-6208  have  been 
assigned.  The  Keystone  numbers  remain  un- 
changed. 

Takes  Over  Victor  Department 

The  Victor  department  of  the  Gilles  store 
has  been  acquired  by  the  Shryock  Co.,  5007 
West  Wynnefield  avenue,  as  an  adjunct  to  the 
radio  business  which  the  firm  has  enjoyed  for 
several  years.  The  stock  of  Victor  products  is 
now  removed  to  the  Shryock  store,  where  the 
RCA,  Zenith  and  Majestic  radios  are  stocked. 
Holds  Business  Meeting 

The  Louis  Buehn  Co.,  Atwater  Kent  distribu- 
tor, of  this  city,  conducted  a  brief  business 
session  at  the  "Bungalow  Inn"  near  Morristown 
for  dealers  from  Bucks  and  Montgomery  coun- 
ties. J.  A.  Prestele,  district  manager  for  the 
Atwater  Kent  Mfg.  Co.,  addressed  the  gather- 
ing and  the  affair  closed  with  a  dinner. 
J.  A.  Fischer  Co.  Expands 

Because  of  the  growing  demands  for  the  Val- 
ley Forge  Main  Springs  and  repair  parts  and 
the  other  specialties  made  by  the  J.  A.  Fischer 
Co.  the  headquarters  of  the  firm  have  been 
doubled  to  meet  the  needs  of  increased  produc- 
tion. There  has  been  added  to  floor  space 
9,000  square  feet,  the  company  now  occupying 
the  second  floor  and  third  of  the  building  at 
730  Market  street.  The  increased  production  of 
the  Val  Phonic  and  Riophonic,  the  latter  a  popu- 
lar priced  article,  which  has  been  gaining  rapid- 
ly in  sales,  will  give  adequate  service  to  the 
dealers  who  now  feature  these  extensively  for 


Velvaloid  Record  Brush 

Ideal  for  advertising  purposei  or  resale.    Write  us  for  full  information. 
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modernizing  old  models  of  talking  machines. 
The  new  supplement  of  the  Valley  Forge  cata- 
log, showing  the  tone  arms  and  reproducers 
made  by  the  company,  has  been  heavily  in  de- 
mand among  the  trade.  Irvin  Epstan,  of  the 
firm,  is  touring  the  South,  while  Benjamin 
Krupnick  is  looking  after  the  Southern  Coast 
States,  and  his  brother,  Martin  Krupnick,  is 
making  the  rounds  of  New  England. 

Remodeling  Store 

Baron's  Music  Shop  is  being  remodeled  for 
the  purpose  of  providing  more  floor  space  for 
the  music  house  conducted  at  1931  North 
Thirty-first  street.  The  innovations  cover  larger 
quarters  for  the  opening  of  a  radio  department 
in  the  Fall.  There  will  be  added  the  Majestic 
and  other  sets  along  with  the  Steinite  now  be- 
ing stocked. 

Buy  H.  F.  Schwoeri  Business 

Maurice  Greenspun  and  his  brother,  Frank 
Greenspun,  have  acquired  the  former  business 
of  Harry  F.  Schwoeri,  2126  North  Front  street, 
and  will  conduct  the  store  as  the  Kensington 
A'lusic  Co.  There  is  carried  a  general  line  of 
musical  goods,  rolls,  records  and  the  Victor 
talking  machines.  The  business  has  been  ex- 
panded under  the  present  ownership. 

Await  New  Sparton  Line 

By  mid-June  days  there  will  be  on  display  at 
the  headquarters  of  the  local  wholesalers  of 
the  Sparton  radios  the  complete  new  1928 
models  of  the  AC  sets  made  by  the  manufac- 
turers and  distributed  here  by  the  J.  V.  Kane 
Co.,  3137  North  Broad  street.  There  are  six 
new  models  in  the  line  just  placed  on  display, 
and  these  will  be  ready  for  the  trade  by  July  1, 
when  shipments  are  available. 

Brunswick  Sales  Meeting  Held 

George  A.  Lyons,  district  manager  of  the 
Brunswick  Philadelphia  branch  office,  recently 
held  a  sales  meeting  of  his  entire  force,  at 
which  the  new  Brunswick  portable  phonograph 
was  introduced,  and  the  salesmen  were  in- 
structed in  all  of  the  features  of  the  new  instru- 
ment. Mr.  Lyons  reports  that  the  meeting  was 
one  of  the  most  enthusiastic  and  successful  that 
have  ever  been  held  in  the  Philadelphia  office. 
One  of  the  features  of  the  meeting  was  a  talk 
on  records  by  Mrs.  Florence  Haenle,  of  the 
promotion  department  of  the  Brunswick  Co., 
who  represented  the  general  office,  and  Sidney 
Schwarz,  special  representative. 

The  following  members  of  the  Philadelphia 
Brunswick  organization  were  present,  reading 
from  left  to  right:  F.  Conover,  record  and  tech- 
nical   service;    F.    H.    Espey,   salesman;  John 


Newbuck,  salesman;  H.  E.  Morseburg,  sales- 
man; F.  Haenle,  Chicago  representative,  W.  H. 
Waldes,  assistant  to  Mr.  Lyons;  I.  H.  Brook, 
manager,  Atlantic  City  Exposition;  M.  R.  Wal- 
anka,  salesman;  H.  A.  Hawley,  record  man; 
Fred  Binder,  foreign  language  salesman;  E.  E. 
Neil,  branch  manager;  W.  S.  Wilson,  salesman; 


Brunswick  Sales  Meeting 

George  A.  Lyons,  branch  district  manager;  M. 
Greensbein,  salesman;  Lee  Shepart,  office  and 
credit  manager;  Sidney  Schwarz,  special  repre- 
sentative. 

News  Gleanings 

Ballen,  which  recently  has  been  renamed 
Ballen's  Modern  Musical  Shop,  has  been  incor- 
porated for  the  purpose  of  developing  the  busi- 
ness formerly  under  sole  proprietorship  of  Ja- 
cob Ballen.  The  business  is  now  conducted 
along  broader  lines  at  the  old  address,  2144 
North  Front  street.  The  officers  under  the  in- 
corporation are  President  M.  Halpert,  Vice- 
President  D.  Copper,  and-  secretary  and  treas- 
urer, Jacob  Ballen.  There  are  carried  in  stock 
besides  a  complete  line  of  musical  merchandise 
the  Columbia  and  Brunswick,  RCA,  Kolster, 
Steinite  and  Freshman  radios,  sheet  music, 
rolls  and  records. 

Charles  Moss,  who  long  has  been  linked  with 
the  music  trade  of  the  Quaker  City,  is  confined 
to  his  home  with  a  complicated  illness. 

Deliveries  of  the  new  Majestic  radios  have 
been  started  by  the  local  jobbers,  Peirce- 
Phelps,  Inc.,  224  North  Thirteenth  street.  There 
are  on  display  at  the  headquarters  of  the  firm 
here  the  complete  line  of  four  models  which 
have  been  introduced  to  the  dealers  during  the 
past  month. 

Promotion  of  the  sheet  music  department  has 
been  featured  in  a  special  letter  sent  to  the 
dealers  by  M.  Grass  &  Sons,  wholesalers  of 
sheet  music,  with  headquarters  at  27-29  South 
Sixtieth  street,  and  dealers  in  talking  machines 
and  musical  instruments. 


and 
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RADIO 

Let  us  demonstrate  this 
wonderful  and  entirely 
new  line  of  radio  to  you, 

PEIRCE-PHELPS,  Inc. 

224  N.  13th  Street  PHILADELPHIA 


European  Schubert 

Contest  Winners 

Prize  Winners  from  Six  Zones  Selected  by 
Judges — Compositions  of  Winner  Sent 
to  Vienna  for  Jury  Meeting 

Following  the  announcement  of  the  three 
American  prize-winners  in  the  International 
Schubert  Contest,  details  of  which  appear  in  an- 
other section  of  this  issue,  the  Columbia  Phono- 
graph Co.,  sponsor  of  the  Schubert  Centennial, 
made  public  the  names  of  the  winners  from  the 
European  zones.  All  of  the  compositions 
which  were  selected  as  being  the  best  are  being 
sent  to  Vienna  for  the  International  Jury  meet- 
.ing  where  the  grand  prize  of  $10,000  will  be 
awarded,  making  $20,000  in  all  paid  by  the 
Columbia  Co. 

The  awards  in  the  foreign  zones  are  as  fol- 
lows : 

Germany:     First  prize,  Herman  Wunsch,  of  Berlin,  for 


symphony;  second  prize  to  Kurt  von  Wolfurt,  a  pupil 
of  Max  Reger,  for  variations  on  a  theme  by  Mozart; 
third  prize  to  Joh.  C.  Berghout,  of  Holland,  for  sym- 
phony. 

Scandinavia:  First  prize,  Kurt  Atterberg,  of  Sweden, 
for  a  symphony;  second  prize  to  Irgens  Jensen,  of 
Norway,  for  a  Passacaglia;  third  prize  to  J.  L.  Emborg, 
of  Denmark,  for  a  symphony. 

France:  First  prize  divided  between  Henri  Ryder  and 
G.  Guillemoteau,  both  living  in  the  same  town  in  France; 
second  prize  to  Martz;  third  prize  to  Otto  Rippli,  of 
Basle,  Switzerland.  All  of  these  prize-winning  works 
ore   completions   of   Schubert's   Unfinished  Symphony. 

Russia:  First  prize  to  Micbail  Tschernow  for  a  sym- 
phony; second  prize  to  Wassily  Kalafati  for  a  Lengende. 
Both  prize-winners  are  professors  at  the  Leningrad  Con- 
servatory. 

Poland:  First  prize  to  Czeslaw  Marek  for  a  symphony; 
second  prize  to  Witold  Maliszewski  for  completion  of 
the  Unfinished  Symphony;  third  prize  to  Karol  Jan  L'ampe 
for  a  symphony. 

Italy:  First  prize  to  Euida  Dannian  for  a  symphony; 
second  prize  to  Bona  Ventura  Somma  for  a  tone  poem; 
third  prize  to  Pietro  Montani  for  a  symphonic  suite. 

The  following  have  been  named  as  the  dele- 
gates to  the  International  Jury  Meeting  of  the 
Schubert  Centennial  Contest;  United  States, 
Walter  Damrosch;  England,  Professor  Donald 


Francis  Tovey;  Spain,  Adolf  Salazar;  France, 
Alfred  Bruneau;  Italy,  Franco  Alfano ;  Germany, 
Professor  Max  Von  Schillings;  Scandinavia! 
Carl  Nielsen;  Poland,  Emil  Mlynarski;  Russia! 
Alexander  Glazunoff. 

The  Committee  on  International  Relations  of 
the  Schubert  Centennial,  comprising  Louis 
Sterling,  chairman,  James  M.  Beck,  Frederic  R. 
Coudert,  John  H.  Finley,  and  Charles  E. 
Hughes,  is  in  receipt  of  advices  from  European 
chancellories,  approving  the  selection  of  Nov- 
ember 18  to  25,  as  the  date  for  Schubert  week. 
This  date  has  been  agreed  upon  after  consul- 
tation between  the  various  foreign  committees, 
organized  by  the  Columbia  Phonograph  Co', 
sponsors  of  the  Schubert  Centennial,  as  a  re- 
sult of  which  the  world  tribute  to  Franz 
Schubert  will  take  place  at  the  same  time 
throughout  twenty-six  countries. 

Borkman  Discontinues 
Loud  Speaker  Line 

The  Borkman  Radio  Corp.,  Salt  Lake  City, 
Utah,  has  discounted  its  loud  speaker  line  and 
is  concentrating  on  mechanisms  for  radio  and 
electrical  mechanical  operation,  both  for  home 
and  public  address  purposes.  This  information 
was  given  to  The  Talking  Machine  World 
representative  by  G.  F.  Borkman,  head  of  the 
company,  who  stated  that  his  organization  in- 
tended to  market  a  line  of  quality  mechanisms 
containing  several  new  departures  in  the  near 
future.  Samples  of  the  balanced  unit  type,  with 
permanent  magnetic  assembly  for  air  column 
purposes  and  designed  for  power  operation  are 
now  available  through  the  following  Borkman 
representatives:  P.  M.  Dreyfuss,  Inc.,  New  York 
City,  James  W.  Reagan,  Chicago,  and  Acous- 
tical Development  Corp.,  also  of  Chicago.  The 
Borkman  Radio  Corp.  formerly  manufactured 
radio  loud  speakers  known  by  the  trade  name 
"Velvet." 


Gold  Seal  Field  Growing 


James  W.  Duff,  president  of  the  Gold  Seal 
Electrical  Co.,  Inc.,  New  York,  recently  re- 
turned to  the  executive  offices  of  the  company 
from  an  inspection  trip  in  the  Chicago  terri- 
tory. He  reported  that  the  Gold  Seal  zone 
merchandising  policy  is  rapidly  expanding  "in 
that  territory.  Gus  Binder,  central  division 
manager,  is  in  charge  of  the  Chicago  district 
for  Gold  Seal. 


rPHE  McCoy-Robertson 
A  Co.,  Stromberg-Carlson 
dealer  of  Milwaukee,  Wis., 
recently  devoted  its  entire 
large  display  window  to  a 
most  effective  tie-up  with 
the  broadcasting  activities  of 
the  Stromberg-Carlson  or- 
ganization. As  can  be  seen 
from  the  accompanying  pho- 
tograph, small  signs  leading 
from  a  large  map  of  the 
United  States  give  the  call 
letters  of  the  twenty-one 
stations  wmich  participate  in 
the  weekly  Stromberg-Carl- 
son programs.  The  receiver 
and  the  speaker  at  the  right 
emphasize  the  tie-up  be- 
tween the  program  and  the 
merchandise. 
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Appointed  Carryola 
Coast  Distributor 


Leo  J.  Meyberg  Co.,  of  San  Francisco  and 
Los  Angeles,  Will  Cover  the  Entire 
Pacific  Coast  Territory 

The  Leo  J.  Meyberg  Co.,  with  headquarters 
in  San  Francisco  and  Los  Angeles,  has  been 
appointed  distributor  of  Carryola  portable 
phonographs  for  the  entire  Pacific  Coast.  This 
appointment  became  effective  May  14  and  nego- 
tiations were  concluded  between  Ray  Reilly, 
sales  manager  of  the  Carryola  Co.  of  America, 
Milwaukee;  A.  H.  Meyer,  vice-president,  and  H. 
E.  Sherman,  Jr.,  vice-president,  of  the  Leo  J. 
Meyberg  Co. 

The  Meyberg  organization  is  also  distributor 
for  the  products  of  the  Radio  Corp.  of  Amer- 
ica and  the  Magnavox  Co.,  and  is  one  of  the 


most  prominent  distributing  firms  on  the  Pacif- 
ic Coast.  A  staff  of  forty  men  cover  the  Coast 
territory,  maintaining  close  contact  with  its 
dealers.  In  addition  to  the  San  Francisco  and 
Los  Angeles  offices,  branches  are  maintained  in 
Oakland,  San  Diego,  Sacramento  and  Fresno. 
Each  of  these  branch  offices  is  operated  under 
the  supervision  of  a  sales  manager  and  the 
men  in  charge  of  each  office  are  A.  O.  Rew, 
Los  Angeles;  H.  D.  King,  San  Francisco;  Dean 
Herrick,  Oakland;  J.  A.  Hanafin,  Sacramento; 
T.  N.  Slocum,  Fresno,  and  J.  F.  Duff,  San 
Diego.  In  co-operation  with  the  Meyberg  Co., 
the  Carryola  Co.  of  America  will  sponsor  a  dis- 
play of  Carryola  portable  phonographs  at  the 
International  Pageant  of  Music,  to  be  held  for 
two  weeks,  starting  June  18,  in  Los  Angeles. 


A.  T.  Murray,  president  of  the  American 
Bosch  Magneto  Corp.,  Springfield,  Mass.,  re- 
cently returned  to  his  desk  from  a  five-week 
European  trip  which  was  partly  a  vacation. 


Wa 


ANTED  by  your  customers 


A  quality 
electric  portable 

r&  COMPACT 


55 


(list  price} 


Skillfully  planned  and  splendidly 
made  to  the  smallest  detail.  Uni- 
versal motor  operates  on  A-Cor  D-C 


"You  have  to  wind  them  so  often."  This  objection  to 
most  portables  becomes  your  strongest  selling  feature 
of  the  compact.  Its  drive  is  electric. 

More,  the  motor  is  noiseless,  with  no  annoying 
h-m-m-m.  And  it  is  truly  portable,  operating  on  either 
A-C  or  D-C. 

Skillfully  planned  and  splendidly  made  to  the  small- 
est detail,  yet  only  $55  list,  the  compact  is  certain  to 
have  a  wide  appeal  and  sale. 

Be  the  first  to  show  it.  Write  now  for  discounts. 

L.  S.  GORDON  COMPANY 

1800  MONTROSE  AVENUE  <  CHICAGO 


STUDNER  BROS.  INC.,  67  W.  44th  St.,  New  York  City 

National  Sales  Agents 


A.  V.  Anthony  Is 
Radio  Sales  Director 


Appointed  to  Manage  Sales  of  Radio  Divi- 
sion of  Art  Specialty  Co. — Announces 
Appointment  of  New  Distributors 

  j 

The  Art  Specialty  Co.,  Chicago,  manufacturer 
of  a  complete  line  of  wrought  iron  consoles  and 
benches  to  accommodate  RCA,  Atwater  Kent, 


.A.  V.  Anthony 

Crosley  and  other  radio  receivers,  recently  an- 
nounced the  appointment  of  A.  V.  Anthony  as 
sales  director  of  the  radio  division.  Mr.  An- 
thony has  been  prominently  associated  in  the 
past  with  several  nationally  known  manufac- 
turers and  is  ably  equipped  for  his  important 
new  position. 

Sensing  the  popularity  of  wrought  iron  con- 
soles, the  studios  of  the  company,  after  months 
of  careful  experimenting  and  designing,  have 
announced  their  developments  in  this  field  to 
the  trade.  Up  to  the  present  time  Art  Specialty 
Co.  has  designed  individual  consoles  to  accom- 
modate RCA,  Atwater  Kent  and  Crosley  re- 
ceivers, and  consoles  for  other  makes  of  radio 
sets  are  being  designed  and  will  be  announced 
shortly.  The  firm  has  manufactured  wrought 
iron  novelties  for  the  past  eight  years,  selling 
its  products  to  the  furniture  trade,  where  it  is 
known  as  a  creator  of  individual  wrought  iron 
novelties. 

Mr.  Anthony  has  announced  the  appointment 
of  the  National  E.  &  A.  Supply  Co.,  Peoria,  111.; 
Nebraska  Buick  Auto  Co.,  Lincoln,  Neb.;  Noll 
Electric  Co.,  Omaha,  Neb.,  and  the  Taylor  Elec. 
Co.,  Madison,  Wis.,  as  distributors  for  its  prod- 
ucts. In  announcing  these  appointments  he 
stated:  "We  are  exercising  precaution  in  select- 
ing our  distributors  as  we  feel  that  distributors 
must  believe  in  the  idea  that  the  basis  of  suc- 
cess in  any  line  means  service.  We  know  that 
the  appointments  already  announced  will  afford 
the  dealer  trade  every  co-operation  possible, 
not  only  from  the  standpoint  of  supply,  but  af- 
fording the  co-operation  necessary  to  promote 
the  sale  of  our  line  to  their  dealer  trade." 


Columbia  Church  Concert 


Norfolk,  Va.,  June  6. — J.  Enos  Cuthrell,  Colum- 
bia dealer  of  this  city,  recently  arranged  for  a 
concert  of  sacred  music  at  the  Church  of  Christ, 
given  on  the  Columbia-Kolster  electric  repro- 
ducing phonograph.  The  instrument  was  placed 
on  the  pulpit  in  full  view  of  the  congregation 
and  programs  were  distributed  listing  the 
records  played. 


The  Seiberling,  Lucas  Music  Co.,  Portland, 
Ore.,  has  been  dissolved,  with  Frank  Lucas 
taking  over  the  retail  business  at  a  new  loca- 
tion, and  F.  A.  Seiberling  carrying  on  the 
wholesale  end  of  the  business. 
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THE  LINE  OF  DISTINCTION 


McMillan 


Combining  unusual  grace  of  line, 
this  console  promises  unprecedent- 
ed popularity.  Its  features  are: 
Compactness  and  accessibility;  the 
last  word  in  design  —  unrivalled 
tone.  Height,  52";  width,  26^"; 
depth,  ny2";  shipping  weight,  120 
lbs.  Surfaces  veneered  with  five- 
ply  walnut.  Top  proper  of  fiddle- 
back  walnut  with  accentuated 
cross-fire;  doors  in  four-way 
match,  highest  quality  American 
walnut,  satinwood  below.  Reversi- 
ble gunmetal  hinges.  Unequalled 
quality  of  reproduction. 


THE  WESTMINSTER  _ 
Exclusive  McMillan  model.  Un- 
matched beauty  of  finish — surfaces 
of  finest  American  walnut.  Top 
proper,  fiddle-back  walnut  veneer, 
showing  close  cross-fire.  Latest 
design  speaker  of  unmatched  tonal 
quality.  Doors  in  two-way  matched 
figure,  divided  in  center  by  bead. 
Reversible  gunmetal  hinges.  In- 
strument fits  into  sliding  drawer  at 
top  of  interior.  Height,  51";  width. 
26i/a";  depth,  17^";  shipping 
weight,  120  lbs. 


TRADEMARK  REG.  U.S.  PAT.  OFF. 


ELECTRIC 

offers 


A  New  Line 


New  Values 


A  mechanical  achievement — a  tonal  triumph!  That's  what 
everyone  is  saying  about  the  new  McMillan.  And  more  than 
this — it's  a  set  in  style  and  price  well  within  the  range  of  pop- 
ular demand. 

Concentration  upon  a  few  definite  cabinet  styles  makes  pos- 
sible such  outstanding  values.  Exclusive  McMillan  furniture 
combined  with  the  extremely  sensitive,  perfectly  engineered 
new  8-Tube  McMillan  receiver,  makes  a  combination  that  will 
sell  on  sight  anywhere.  See  the  full  display  at  the  R.  M.  A. 
show,  or  write  for  complete  information  regarding  discounts 
and  McMillan  EXCLUSIVE  FRANCHISE  offer.  Here's  the 
radio  opportunity  you've  been  seeking! 

McMillan  Radio  Corporation,  1421  S.  Michigan  Ave.,  Chicago 


Prices  Ranging 
from 
$160  to  $285 


Combines  These 
12  Distinctive  Features 

AC  Operation 
Eight  Tubes 

(4  Radio  Frequency,  completely  shielded 
Detector  and  3  stages  audio  frequency, 
push-pull  amplification). 

Tremendous  volume  without  distortion. 

Extreme  sensitivity. 

Entire  set  is  built  upon  rigid  steel  frame. 

Uses  full  wave  rectification. 

Low  power  consumption 

(Cost  of  operation  is  just  equal  to  burning 

one  60-Watt  Lamp  at  the  time  set  is 

turned  on.) 

Exclusive  cabinet  designs. 

Latest  creation  in  speaker  construction. 

Licensed  under  R.  C.  A.,  Hazeltine  and 
Hogan  Patents. 

Low  original  cost. 


THE  YORK  COMBINATION 


The  York  table  and  cabinet  combination 
fulfills  a  very  definite  need  in  the  Ameri- 
can home.  Compact  and  exceptionally  flex- 
ible— essentials  particularly  demanded  by 
the  smaller  apartments  and  houses.  The 
table  design  matches  cabinet  in  every  re- 
spect for  quality  and  beauty.  Carefully 
selected  American  walnut,  especially  treated 
for  finish.  This  is  a  real  radio-musical  in- 
strument. Built-in  speaker  of  exceptional 
tone  quality.  Height,  39";  width,  27";  depth, 
16";  shipping  weight,  95  lbs. 


THE  WESTCHESTER 

Simple,  compact — another  exclusive  model 
American  Walnut  of  finest  grade  on  top 
and  front  panel.  Bevelled  corners,  exquisite 
shadings  and  a  general  note  of  richness 
combine  to  make  it  a  striking  piece  of 
furniture.  Height,  10";  width,  25";  depth, 
16";  shipping  weight,  40  lbs. 


SEE  US  AT  THE  R.  M.  A.  SHOW,  SPACE  B-79  AND  DEMONSTRATION  ROOM  557-A 


ISO 
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Edison  Combines  With  Splitdorf  - 
Bethlehem,  Entering  Radio  Field 


{Continued 

ticular  significance  for  the  reason  that  although 
Mr.  Edison  has  been  watching  radio  develop- 
ments carefully,  and  is  understood  to  have 
experimented  somewhat  in  that  direction  him- 
self, he  hesitated  to  make  any  premature  move 
until  sure  that  the  results  achieved  would  be 
completely  satisfactory  from  every  angle. 
Moreover,  it  is  the  first  time  that  Mr.  Edison, 
or  the  company  controlled  by  himself  and  his 
family,  has  ever  entered  into  a  merger  of  in- 
terest with  another  concern. 


from  page  32a) 

careful  research  that  we  were  willing  to  enter 
into  the  manufacture  and  sale  of  radio  appli- 
ances and  equipment.  In  our  research  work 
along  these  lines  it  was  but  fitting  and  proper 
that  we  should  develop  an  arrangement  with 
the  Splitdorf  companies,  who  themselves  have 
been  pioneers  in  this  field." 

Walter  Rautenstrauch,  speaking  for  the  Split- 
dorf interests,  said  that  the  "association  of  the 
Edison  and  Splitdorf  interests  in  the  field  of 
radio  and  electrical  phonographs  was  but  the 


natural  outcome  of  the  experience  and  objec- 
tives of  these  organizations  to  take  a  strong 
position  in  this  important  electrical  industry. 
The  long  years  of  experience  of  both  com- 
panies as  manufacturers  of  electrical  products, 
together  with  their  research  and  engineering 
laboratories,  as  well  as  their  merchandising 
facilities,  will  contribute  materially  to  the 
stabilization  of  what  has  now  become  an  im- 
portant industry." 

Arthur  L.  Walsh  states  that  the  new  line 
of  radio  sets  and  phonograph-and-radio  com- 
binations is  already  in  production.  A  detailed 
announcement  of  the  new  models  and  specifica- 
tions will  be  forthcoming  shortly.  Naturally 
the  line  will  be  the  last  word  in  radio  efficiency 
and  the  cabinet  designs  will  be  noteworthy 
examples  of  the  furniture  art. 


The  two  companies  are  to  retain  their 
physical  identities  and  separate  financial  status. 
Charles  Edison,  son  of  Thos.  A  Edison,  and 
the  president  and  director  of  Thos.  A.  Edison, 
Inc.,  together  with  Arthur  L.  Walsh,  vice- 
president  and  general  manager  of  the  phono- 
graph division  of  the  Edison  interests,  will 
become  directors  of  the  Splitdorf  Co. 
Chas.  M.  Schwab,  the  steel  magnate,  is  a  direc- 
tor of  the  Splitdorf  Co.,  his  brother,  Edward 
H.  Schwab,  being  chairman  of  the  board  of 
that  company.  Walter  Rautenstrauch,  president 
of  Splitdorf,  Fellow  of  the  New  York  Acad- 
emy of  Sciences,  and  a  professor  at  Columbia 
University,  will  become  consulting  engineer  of 
Thos.  A.  Edison,  Inc. 

The  combined  patents  of  both  companies,  as 
well  as  the  licensing  arrangments  with  the 
Radio  Corporation  of  America,  will  be  pooled 
for  manufacturing  purposes,  it  is  stated.  Thos. 
A.  Edison,  Inc.,  pioneer  in  the  manufacture  of 
phonographs,  established  by  Thos.  A.  Edison, 
the  inventor  of  that  instrument,  not  only  makes 
phonographs  and  the  Ediphone,  but  storage 
batteries  and  many  other  products,  in  its  plants 
at  Orange,  N.  J.,  valued  at  more  than  $7,000,- 
000,  and  with  about  5,000  employes.  The 
Splitdorf  Co.,  which  was  founded  in  1858,  and 
at  present  represents  a  merger  of  the  Splitdorf 
Electrical  Co.  and  the  Bethlehem  Spark  Plug 
Co.,  in  addition  to  making  successful  radio 
receivers  and  speakers,  also  enjoys  a  large 
production  of  electrical  equipment  for  automo- 
biles, electric  motors,  etc.,  and  operates  a 
number  of  plants  located  in  Newark,  N.  J.; 
Bethlehem,  Pa.;  Detroit,  Cedarburg,  Wis.,  and 
Toronto,  Ont. 

The  exact  manner  in  which  the  new  arrange- 
ment will  work  out  in  relation  to  the  develop- 
ment of  phonograph  and  radio  products  will 
be  announced  at  an  early  date. 

In  commenting  upon  the  new  arrangement 
Chas.  Edison  said : 

"Thomas  A.  Edison,  Inc.,  has  always  con- 
ducted long  and  careful  researches  before  in- 
troducing any  product  bearing  its  name  to  the 
public.  The  radio  art  is  a  new  one  and  it 
was  not  until  we  felt  assured  from  long  and 


Otto  Heineman  to  Devote  Entire 
Time  to  Okeh  Phonograph  Corp. 


{Continued  from  page  32/) 
with  the  phonograph  needle  industry  for  many     fidence  in  the  future 
years  and  is  a  leader  in  this  important  branch 
of  the  industry. 

Mr.  Heineman's  history  during  the  past  four- 
teen years  has  kept  pace  with  the  phonograph 
industry  except  that  he  and  his  company  sur- 
mounted conditions  which  proved  impossible 
handicaps  to  many  other  manufacturing  organ- 
izations. In  December,  1914,  Mr.  Heineman 
commenced  business  at  45  Broadway,  occupying 
a  few  rooms  for  the  merchandising  of  talking 
machine  accessories.  For  ten  years  prior  to 
that  time  he  had  been  managing  director  of 
Carl  Lindstrom  A  G,  one  of  the  world's  fore- 
most phonograph  and  record  manufacturers.  In 
1915  the  business  was  incorporated  as  the  Otto 
Heineman  Phonograph  Supply  Co.  and  the 
name  was  changed  in  October,  1919,  to  the 
General  Phonograph  Corp.  In  the  twelve  and 
a  half  years  that  Mr.  Heineman  guided  the  des- 
tinies of  the  General  Phonograph  Corp.  he 
gained  for  his  organization  the  esteem  and  re- 
spect of  the  entire  industry  as  well  as  a  tre- 
mendous sales  volume  that  increased  year  after 
year.  The  General  Phonograph  Corp.  was  very 
successful  financially  until  the  business  panic 
of  1920  struck  a  vital  blow  at  the  phonograph 
industry,  with  similar  conditions  throughout 
1921  and  1922.  At  that  particular  time  the 
General  Phonograph  Corp.,  in  common  with 
other  organizations  in  the  industry,  was  heavily 
involved  in  an  expansion  program  which  in- 
cluded the  construction  of  new  buildings  and 
other  important  development  plans  and  on  June 
30,  1920,  the  company  found  itself  indebted  to 
bondholders,  merchandise  creditors  and  banks 
to  the  amount  of  $4,500,000. 

Referring  to  those  days  of  problems  and 
troubles,  Mr.  Heineman  very  modestly  says: 
"With  the  help  of  able  associates  who  had  con- 


the  General  Phonograph 
Corp.  has  paid  in  the  years  following  the  crisis 
all  outstanding  bonds,  all  outstanding  merchan- 
dising creditors  in  full  and  the  remaining  bank- 
ing indebtedness  to-day  is  only  a  comparatively 
small  amount  and  this  banking  indebtedness  is 
well  secured."  To  those  who  have  followed  the 
destinies  of  the  General  Phonograph  Corp.  over 
a  period  of  years  it  is  a  known  fact  that  Mr. 
Heineman  was  primarily  responsible  for  the  re- 
markable record  made  by  the  General  Phono- 
graph Corp.  in  liquidating  its  indebtedness  of 
over  $4,000,000.  It  was  through  his  faith  in  the 
industry  and  under  his  inspirational  efforts  that 
every  factor  of  the  organization  performed  com- 
mercial and  financial  miracles  which  won  the 
commendation  of  bankers  and  industrialists  as 
well  as  the  phonograph  industry  itself. 

In  advising  the  trade  that  in  the  future  he 
will  devote  all  of  his  activities  to  the  Okeh 
Phonograph  Corp.,  Mr.  Heineman  concluded  as 
follows:  "I  am  glad  to  have  an  opportunity  to 
thank  all  my  friends  in  the  United  States  as 
well  as  those  abroad  for  the  wonderful  help, 
they  have  given  me  all  these  years  and  espe- 
cially for  the  help  extended  me  during  those 
difficult  times  when  friendship  was  most 
needed." 


New  Gapehart  Chicago  Office 


The  Capehart  Automatic  Phonograph  Corp., 
Huntington,  Ind.,  manufacturer  of  the  "Orches- 
trope,"  coin-operated  phonograph,  has  estab- 
lished its  Chicago  district  office  in  the  Lyon  & 
Healy  building,  64  East  Jackson  boulevard,  in 
suite  613-614.  F.  W.  Barnholdt,  Chicago  dis- 
trict manager,  is  in  charge  of  the  new  office, 
where  the  "Orchestrope"  is  on  display. 


The  NEW  SEVEN  TUBE 

Self  "Contained 
Power  Amplification 


PlHKEAlRb 


PIERCE-AIRO  Chasses 
have  a  country-wide  reputa- 
tion as  money  makers  for 
dealers  because  the  dealer 
can  supply  his  customers 
with  the  best  in  modern 
socket  power  receivers  at  a 
moderate  cost,  and  the  cus- 
tomer can  choose  a  cabinet 
or  console  to  meet  his  indi- 
vidual taste  and  financial 
circumstances. 


ELECTRIC  CHASSIS 

Fits  All  Standard 
Cabinets  and  Consoles 


The  new  PIERCE-AIRO  Elec- 
tric Chasses  will  be  on  display 
at  the  Hotel  Stevens,  during  the 
Chicago  Trade  Show.  Don't 
fail  to  see  them.  Write  today 
for  prices,  discounts  and  de- 
tailed specifications. 


PIERCE-AIRO,  Inc. 

123  Fourth  Avenue 
New  York  City 
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RADIO  FURNITURE  of  DISTINCTION 


MODEL  32  is  the  finest  cabinet  and  greatest 
value  we  have  ever  offered.  A  high  quality  cabi- 
net in  every  respect.  Top,  ends,  doors  and  panels 
made  of  fine  walnut  veneer,  beautifully  finished 
in  walnut  or  mahogany.  RCA  100-A  speaker  is 
included  and  mounted  according  to  specifica- 
tions, giving  clear  and  distinct  tone.  Complete 
with  cable  extension,  speaker  cable  and  extra 
switch  wires. 

Dimensions:    Height  ^l/2"         Length  24%" 
Depth  14"  Panel  7"x20" 


Model  18-A 

List  Prices 
$50  with  speaker 
$25  without  speaker 

Spinet'  Chest  with  speaker  compartment 
and  RCA  100-A  speaker  unit  installed. 
Completely  assembled.  Note  the  attractive 
stretcher  which  adds  greatly  to  the  rigidity 
of  the  cabinet  and  its  appearance. 


Model  17-A 

List  Price,  $15 

Cabinet  Only 


Solid  top  and  speaker  compartment. 
The  dainty  stretcher  adds  to  appear- 
ance and  strength.  Shipped  assem- 
bled. Provision  made  to  mount  RCA 
100-A  speaker  easily  and  efficiently. 


Many  other  new  numbers  and  designs  will  be  exhibited 
at  the  RMA  Trade  Show.  See  us  at  Booth  15  in 
the  Trade  Show  and  Room  509  in  the  Stevens  Hotel. 


H.  L.  HUBBELL 


59  Market  Avenue,  N.  W. 


Grand  Rapids,  Mich. 
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THE    Radio    Trade  Show 
opens — and  Sterling  enters 
its  23d  year  of  service  and 
profit  to  the  electrical  and  radio 
industries. 

As  has  already  been  hinted  to 
the  trade,  Sterling  will  show  new 
items  which  will  be  demanded  by 
purchasers  of  practically  all  the 
newest  types  of  radio  outfits. 

This  means  immediate  sales, 
quick  turnover  and  clean  profits 
during  the  usual  summer  slump. 
And  Sterling  will  be  ready  to 
deliver. 

Come  to  the  Sterling  booth 
with  full  confidence  that  you  will 
find  .    .  . 

^^■new  products  in  step  with  the 
latest  demand. 

stable  year  ' round  sellers  in 
testing  equipment  and  power  sup- 
ply units. 

merchandise  built  on  expe- 
rience, sold  on  performance  .  .  . 
radio  merchandise  that  brings  its 
price — the  year  through. 

If  you  think  these  make  for  dol- 
lar-profits, meet  us  at  booth  36. 

dependable 
radio 
products 


OUR  engineers  will  explain 
some  of  our  newest  products 
in  demonstration  rooml\o.225, 
5th  floor,  Hotel  Stevens. 

The  Sterling  Mfg.  Company 

Cleveland,  Ohio 

'  -"^m////^-  -^m////^-  ^•y///^^"' 


3 


A.  Atwater  Kent  Sees    Morey-Hotton  Co. 
Radio's  Best  Season       Lauds  Bosch  Policy 


President  of  Atwater  Kent  Mfg.  Co.,  in 
Optimistic  Statement,  Declares  Belief 
This  Will  Be  Biggest  Year 


Philadelphia,  Pa.,  June  2. — A.  Atwater  Kent, 
president  of  the  Atwater  Kent  Mfg.  Co.,  of 
this  city,  is  entirely  optimistic  over  the  outlook 
for  radio  in  the  United  States  this  year.  In  a 
recent  statement  issued  by  Mr.  Kent  he  stated: 

"I  foresee  a  big  radio  year.  There  was  great 
advancement  in  every  division  of  radio  in  1927. 
There  is  now  stabilization  in  every  field  of  the 
industry.  I  believe  more  radio  sets  and  speak- 
ers will  be  sold  this  year  than  in  any  year 
before.  One  reason  for  this  is  the  general  ac- 
ceptance of  the  AC,  or  house  current,  set,  for 
which  batteries  are  not  required.  There  will 
be  many  replacements  of  battery  sets  with 
house  current  sets  everywhere  except  in  sec- 
tions where  alternating  electric  current  is  not 
provided. 

"Another  reason  for  my  optimistic  view  is 
that  broadcasting  facilities  have  been  vastly  im- 
proved. Another  is  that  manufacturers  are 
turning  out  reliable  sets  and  equipment,  simpli- 
fied in  operation  and  maintenance,  and  at  rea- 
sonable prices.  The  purchasing  public  need  no 
longer  hesitate  to  buy  radio  receiving  sets, 
either  because  of  unsatisfactory  broadcasting 
conditions  or  because  of  uncertainty  as  to  the 
quality  and  character  of  the  set. 

"Radio  has  become  permanent  just  as  have 
the  automobile  and  airplane  industries.  The 
potential  value  of  radio  to  every  phase  of  our 
lives,  from  the  lighter  side  of  entertainment  to 
the  more  serious  side  of  our  daily  business  and 
education,  can  not  well  be  estimated." 


Cohen  &  Hughes  Co. 
New  Firm  Formed 

Organized  to  Succeed  Cohen  &  Hughes, 
Inc. — Will  Distribute  Radio  and  Music 
Lines  in  Wide  Territory 


Baltimore,  Md.,  June  4. — Cohen  &  Hughes  Co., 
a  new  corporation,  has  been  formed  in  this 
city  to  succeed  Cohen  &  Hughes,  Inc.,  which 
formerly  distributed  Victor  products.  The  new 
company  will  distribute  the  products  of  a  num- 
ber of  leading  manufacturers  in  the  radio  and 
music  fields  in  the  States  of  Pennsylvania, 
Maryland,  Delaware,  District  of  Columbia, 
Virginia,  West  Virginia  and  North  Carolina. 
Temporary  offices  have  been  established  in  the 
Calvert  Building-. 


Lif  ton  Announces 
Four  New  Portables 


Four  new  models  of  portable  phonographs 
have  been  announced  to  the  trade  by  the  Lifton 
Mfg.  Co.,  New  York,  under  the  Bellphonic 
trade-mark.  Model  No.  7,  leader  of  the  Bell- 
phonic  line,  is  equipped  with  a  wood  tone  cham- 
ber, 52  inches  long,  of  violin  type  construction.  It 
has  a  snake  tone  arm  and  special  reproducer. 
It  is  covered  in  genuine  DuPont  fabrikoid  in 
lour  colors.  The  top  and  record  album  are 
finished  in  two-tone  decorations.  The  General 
Industries  Flyer  motor  is  standard  equipment. 
This  model  lists  at  $25.  The  three  other 
models  are  listed  at"  $12.50,  $15  and  $20,  re- 
spectively. 

It  has  been  announced  that  Arthur  J.  Engel 
has  been  appointed  sales  representative  of  the 
Bellphonic  line  of  portables  in  the  Middle  West 
and  Southern  territories.  Mr.  Engel  is  well 
known  to  the  trade  in  that  field. 


Detroit  Distributor  Writes  American 
Bosch  Magneto  Corp.  Stating  Reasons 
for  Deciding  to  Distribute  Line 


Expressing  the  enthusiasm  of  the  organiza- 
tion about  Bosch  radio  products,  the  Morey- 
Hotton  Co.,  Inc.,  of  Detroit,  Mich.,  distributor, 


A.  R.  Morey 

recently  wrote  to  the  Chicago  office  of  the 
American  Bosch  Magneto  Corp.,  stating  reasons 
for  their  decision  to  distribute  Bosch  radio. 
R.  K.  Currie,  sales  manager,  said  that  the 
American  Bosch  Magneto  Corp.  satisfactorily 
met  their  desires  along  two  important  lines. 

"We  wanted  a  manufacturer  that  had  been  in 
business  for  some  time,  was  equipped  to  manu- 
facture  high-class   receiving   sets,   and   had  a 


R.  K.  Currie 

policy  which  was  well  recognized  by  all  leading 
dealers.  Next  we  desired  a  manufacturer  that 
took  an  interest  in  its  dealers  not  only  from  a 
service  standpoint,  but  that  knew  what  real  co- 
operative advertising  meant  to  the  distributor 
and  dealer,  and  had  the  financial  responsibility 
to  conduct  advertising  programs  which  would 
make  them  foremost  in  the  radio  field." 

The  Morey-Hotton  Co.,  Inc.,  is  one  of  the 
outstanding  electrical  appliance  jobbers  in 
Michigan.  A.  R.  Morey,  president,  has  been 
associated  with  lighting  fixture  illumination  for 
over  twenty  years,  and  is  one  of  the  best-known 
lighting  engineers  in  the  country.  R.  F.  Hotton, 
vice-president,  was  with  the  Detroit  Edison  Co. 
for  seventeen  years,  and  is  widely  known  to 
Michigan  dealers.  R.  K.  Currie,  sales  manager, 
has  been  with  the  trade  for  years. 
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Changes  Firm's  Name 
to  Kieselhorst  Co. 


Herbert  H.  Frost  Tells  Music 

Merchants  of  Radio's  Appeal 

Recently   Nominated   President   of  RMA,  in  Address  Before  National  Association, 
Touches  Upon  Improvements — Chaos  in  Industry  Is  History 


Speaking  before  the  National  Association  of 
Music  Merchants  at  the  27th  Annual  Convention 
at  the  Hotel  Commodore,  New  York,  on  June 
5,  Major  Herbert  H.  Frost,  recently  nominated 
president  of  the  Radio  Manufacturers'  Associa- 
tion, said  in  part  as  follows: 

"The  radio  receiving  set,  now  as  easily  oper- 
ated as  a  phonograph  and  as  free  from  need  of 
attention,  is  an  ideal  musical  instrument  for 
the  music  dealer  to  offer  to  his  customers.  In 
addition,  the  public  has  become  not  only  edu- 
cated to  the  value  of  radio  in  the  home,  but  it 
wants  the  latest  model  with  the  most  modern 
improvements.  So  the  number  of  sales  is  in- 
creasing, with  the  purchase  by  those  who  have 
no  set  added  to  the  sales  of  those  who  want 
the  latest,  and  the  music  merchant  is  ideally 
equipped  to  make  the  most  of  this  thriving 
business. 

"The  simplified  tuning,  the  elimination  of 
batteries  and  the  improvements  in  mechanical 
design  and  sturdy  construction,  make  it  as 
convenient  to  carry  a  stock  of  radio  receivers 
as  of  phonographs.  The  music  dealer  has  a 
business  well  established  in  his  town,  he  is 
organized  to  sell  on  time  payments,  and  he 
has  a  staff  of  salesmen  who  are  accustomed  to 
selling  high-grade  instruments.  Good  manage- 
ment is  the  answer  to  many  of  the  radio  deal- 
ers' problems,  and  the  music  merchant,  with 
years  of  experience  behind  him,  has  a  decided 
advantage  there.  Some  of  the  biggest  music 
stores  in  America  are  among  the  best  radio 
outlets  in  the  industry. 

"The  music  dealer  is  well  protected  in  his 
franchise  by  the  leading  manufacturers.  The 
early  chaotic  conditions  of  the  market  are  now 
practically  gone.  It  has  settled  down  to  a  few- 
leaders,  who  are  responsible  and  dependable 
organizations. 

"The  seasonal  character  that  lias  marked  the 
industry  is  rapidly  disappearing  with  the  im- 
provements now  to  be  found  in  receiving  sets 
and  with  the  unusual  broadcast  features  in  the 
Summer  which  the  public  does  not  want  to 
miss.  This  Summer,  for  instance,  the  national 
political  conventions  will  be  broadcast  and  most 
of  the  country  will  gather  around  radio  sets 
to  listen.  The  leading  regular  features  on  radio 
programs  are  now  being  continued  throughout 
the  Summer,  and  as  a  result  reports  were  heard 
from  dealers  last  Summer  that  their  business 
continued  to  thrive  through  the  warm  weather. 

"The  music  dealer  is  a  natural  outlet  for 
radio  receivers  because  they  are  now  recog- 
nized as  musical  instruments  electrically  oper- 
ated and  he  can  sell  them  on  a  basis  of  tone 
quality  and  name  value,  as  he  sells  other  high- 
grade  instruments.  A  service  department  is  his 
only  change  in  handling  radio,  and  his  work 
along  that  line  has  been  greatly  lessened  and 
simplified  by  modern  construction  methods  be- 
ing used  in  leading  radio  factories.  Sets  are 
now  being  built  so  that  the  occasional  replace- 
ment of  a  tube  is  the  only  service  required  in 
most  cases. 

"Radio  has  attained  that  place  in  merchan- 
dising where  the  public  is  so  educated  in  the 
use  of  the  article  that  they  have  opinions  of 
their  own  and  certain  sets  have  certain  repu- 
tations which  do  not  always  agree  with  the 
glowing  terms  used  in  the  advertisements.  This 
is  the  time  when  the  name  of  a  recognized,  re- 
sponsible company  and  the  name  of  a  proved 
radio  set  are  valuable  trade-getters  in  the  win- 
dows of  such  well-established  merchants  as 
music  dealers  who  have  sold  high-grade  in- 
struments for  years  and  have  a  reputation  of 
good  standing  themselves. 


"If  music  dealers  will  investigate  the  reputa- 
tions of  the  most  prominent  radio  <sets  on  the 
market,  and  the  records  of  the  manufacturers 
as  to  past  accomplishments  and  financial  back- 
ing, they  are  sure  to  choose  a  line  of  radio 
receivers  which  they  will  be  proud  to  recom- 
mend as  they  now  endorse  their  stock  of  pianos, 
and  they  will  find  at  the  end  of  the  year  that 
their  caution  was  profitable  to  them." 

Taylor  C.  White  has  assumed  the  manage- 
ment of  the  Fitzgerald  Music  Co.  store  at 
Glendale,  Cal.,  succeeding  Mr.  Sawhill,  who 
has  been  transferred  to  the  company's  Los 
Angeles  establishment. 


E.  A.  Kieselhorst,  President  of  the  Com- 
pany, Feels  That  New  Name  Is  More 
Appropriate  Because  of  Lines  Carried 


St.  Louis,  Mo.,  June  5. — The  Kieselhorst  Piano 
Co.  has  made  application  to  the  Secretary  of 
State  of  Missouri  to  change  the  corporate  title 
of  the  company  to  the  Kieselhorst  Co.,  the 
officers  and  directors  of  the  company  to  re- 
main as  before. 

In  announcing  the  change  of  name  E.  A. 
Kieselhorst,  president  of  the  company,  said: 
"Inasmuch  as  our  corporate  powers  are  very 
broad,  and  as  we  are  selling  at  retail  or  whole- 
sale, or  both,  a  diversified  line  of  musical  mer- 
chandise, including  pianos,  phonographs,  radios, 
player  rolls,  records,  cabinets,  movie  cameras, 
etc.,  we  feel  that  the  new  corporate  title  of 
the  Kieselhorst  Co.  will  be  more  apropos." 


WHY  OTTAWA? 


Because  your  customers  demand  tone  —  volume  — 
range  —  beauty  of  design.  You  can  more  than  meet 
that  demand  with 

Model  55  OTTAWA  SPEAKER 

The  latest  addition  to  the  OTTAWA  Line 

— AND  you  won't  have  to  wait  for  deliveries.  We 
are  ready  now ! 


EYE  VALUE 

Model  55  matches  more 
radio  receivers  in  finish 
and  reproducing  char- 
acteristics than  any 
other  speaker  on  the 
market.  Finished  in 
genuine  natural  grain 
butt  walnut  or  beauti- 
ful Adam  brown  ma- 
hogany, dull  rubbed 
finish. 


EAR  VALUE 

Volume  control  by  me- 
chanical or  electrical 
devices  has  proved  un- 
satisfactory on  many 
receivers  due  to  loss  of 
tone  quality  by  reduc- 
ing volume.  Tone  mod- 
ulation by  use  of  doors 
is  undeniably  the  su- 
perior method  of  sus- 
taining tone  quality  at 
a  whisper. 


Model  55.    Ottawa  Speaker,  Colonial  Design.    Price  $35 

YOU  ARE  WELCOME  IN  OUR 
ROOMS  1604A-5A-6A-7A-8A 
RADIO  TRADE  SHOW  — HOTEL  STEVENS 


Height  -  -  26/2" 
Length  -  -  321/," 
Depth    -   -    13  " 

Legs  detachable  at 
lower  shelf,  mak- 
ing small,  compact 
container  possible. 

Shipping  weight, 
41  pounds. 


Most  useful 
speaker  table 
ever  designed. 
To  be  used  as 
extra  speaker, 
end-table,  book- 
rack,  reading 
table  or  for  any 
table  model  radio 


Model  340.    Ottawa  Speaker 
Table.  Walnut  or  Mahogany. 
Price,  $35 


The  Most  Remarkable  Radio  Table  Value  on  the  Market! 


Manufactured  by 


Ottawa  Furniture  Company 


HOLLAND 

CHICAGO 
30  W.  Walton  Place 

CHATTANOOGA 
615  Broad  St. 


SANFORD  BROTHERS 

National  Sales  Representatives 

Ann  Arbor,  Michigan 

General  Sales  Office 
Radio  Division 


MICHIGAN 

SEATTLE 
American  Bank  Bldg. 

SAN  FBANCISCO 
311  Minna  St. 
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Columbia  Signs  Two 
Dance  Orchestras 


Emerson  Gill  and  Thelma  Terry  Dance 
Aggregations  Recording  Exclusively  for 
Columbia  Phonograph  Co.  Catalog 

Two  new  dance  orchestra  recording  aggre- 
gations recently  joined  the  list  of  exclusive 
Columbia  artists.  They  are  Emerson  Gill  and 
His  Bamboo  Garden  Orchestra,  Cleveland's 
favorite  dance  ensemble,  and  Thelma  Terry 
and  Her  Play  Boys,  popular  dance  artists,  at 
Atlantic  City  last  season. 

Emerson  Gill  led  an  orchestra  when  he  was 
a  student  at  Ohio  State  University  and  won 
such   popularity  that  he  was  asked  to  play 


at  the  opening  of  the  Bamboo  Garden,  one  of 
the  city's  leading  restaurants.  That  was  five 
years  ago  and  he  has  been  a  permanent  fixture 
there  since.  His  most  recent  Columbia  release 
couples  "Will  You  Be  Sorry?"  and  "That's 
What  I  Call  Keen." 

Thelma  Terry,  woman  dance  conductor,  and 
her  aggregation  are  now  playing  Dallas  and 
Houston,  Tex.,  having  four-week  engagements 
in  each  city.  Miss  Terry,  in  addition  to  leading 
the  orchestra  of  eleven  men,  plays  string  bass 
herself. 


Commerce  Assn. 

Music  Committee 


The  Radio  Equipment  Co.,  South  Bend,  Ind., 
was  recently  incorporated  with  a  capital  stock 
of  1,000  shares  of  no  par  value  to  deal  in 
musical  instruments  and  radio  equipment.  The 
incorporators  are  Fred  A.  Sunderlin,  M.  Ed- 
ward Doran  and  A.  M.  Willis. 


A  new  music  committee  of  the  Chicago 
Association  of  Commerce  has  been  appointed 
as  follows:  Roy  Cook,  general  manager,  Cable 
Piano  Co.,  chairman;  Chas.  E.  Byrne,  vice- 
president,  Steger  &  Sons  Piano  Mfg.  Co.,  vice- 
chairman;  James  T.  Bristol,  Bankers'  Com- 
mercial Security  Co.;  E.  R.  Farny,  Chicago 
manager,  Rudolph  Wurlitzer  Co.,  and  W.  C. 
Griffith,  president,  Chicago  Talking  Machine 
Co.  A  new  plan  for  the  selection  of  commit- 
tees was  adopted  by  the  Chicago  Association 
of  Commerce  this  year  at  the  annual  meeting. 
Instead  of  elections,  as  heretofore,  the  mem- 
bers were  selected  by  association  officials. 


As  Conceived  by  GREENE  Engineers 


A  Model 
for  every 
type  of 
RADIO 


SUM  ULTIMATE  in  Radio  Power 


meeting  the  1928-29  demand 
of  4,200,000  DC  Set-Owners 

The  Great  GREENE  Line  for  1929 — built  to  win.  One  of  the  foremost  engineering  achieve- 
ments exhibited  at  the  1928  RMA  Trade  Show.  Important  new  Radio  Power  advancements — 
beyond  Compare — for  troublefree  AC  light-socket  radio  at  lower  operating  cost. 

Insured  Leadership  in  Sales. 
Greene  leadership  in  Advanced  Design,  responsible  for  phenomenal  sales  growth  last  season, 
has  scored  again.  For  two  years — with  each  new  improvement  in  DC  and  AC  tubes — Greene 
engineers  have  kept  abreast  with  countless  experimental  designs  and  tests,  seeking  com- 
plete abolishment  of  AC  component  and  line  voltage  noises  characteristic  of  so  many  AC 
receivers,  which  has  retarded  more  rapid  acceptance  of  "all-electric"  radio. 

Today — the  Ultimate  in  Radio  Power  is  startling  reality. 
In  all  radio  history,  no  other  known  source  of  receiving-set  power  has  equaled  the  Great 
GREENE  Line  for  1929.    For  simplified  FOOLPROOF  operation,  amazing  performance  and 
unfailing  dependability — these  Great  GREENE  devices  symbolize  uncontested  supremacy. 

No  Radio  is  Obsolete  when  Powered  the  Great  Greene  Way. 
Whether  newest  AC-tubes  or  less  expensive  DC-tubes  are  used,  there  is  a  special  GREENE  A, 
AB,  and  ABC  Unit — batteryless  and  entirely  DRY — for  scientifically  converting  radio-receivers 
of  every  type  to  AC  (alternating-current-from-the-light-socket)  operation. 

For  Distributors  and  Dealers. 
Here  are  power  devices  for  Super-AC-Reception  and  "over-the-counter"  selling.    Any  novice 
can  install  them.    By  concentrating  selling  efforts  on  this  line  you  secure  total  elimination 
of  the  service  problem,  plus  definite  profits.    Use  the  coupon. 

For  Manufacturers  and  Set-Builders. 
The  Great  GREENE  AC  Syncrofiltors  permit  correct  application  of  AC-tube  sales  advantages 
to  any  surplus  or  "trade-in"  battery  sets  now  unsold.    Send  for  full  particulars.    Use  coupon. 


Fits  Inside  of  ANY  Radio  Cabinet 

Small,  compact  AC  Syncrofiltor 
model  for  Manufacturer's  Power 
Pack  requirements.  Supplies 
correct  AC  and  DC  voltages  for 
all  tubes,  including  C  grid- 
voltage  for  power  tubes.  No 
other  "B"  Unit  needed. 


At  the 
RMA 
Trade 
Show 


PRICES : 

East  of  Rockies 
start  at 

$27.50 


LIST 


CHICAGO 
June  11th 
to  16th 


The  Complete  GREAT  GREENE 
Line  for  1929  ON  DISPLAY 


SEE  BOOTH  16 


JYou)-  fir  ALL- ELECTRIC 

POWER^PpUNlfs 

etter  thanBatteries 


TMW-6-28  I 
Pin  this  to  your  Letterhead 

MAIL  TODAY! 

GREENE-BROWN  MFG.  CO., 
51(W  Ravenswood  Ave., 
Chicago,  111.,  U.  S.  A. 

Please  send  full  description  of  the  Great 
Greene  Line  for  1929. 


Name   

Address  . 
□  Dealer 


□  Jobber        □  Manufacturer 


GREENE-BROWN  MANUFACTURING  COMPANY,  5100  RAVENSWOOD  AVENUE,  CHICAGO,  ILL. 


vm  our i 

Oo».@ 


'ADQUAWEQ^ 


REPUBUC  BIBS.,  2Q9  SOUTH  STATE  ST      TELEPHONE  WABASH  52tt 


LEONARD  P.  CANTY 


Music  Convention  and  RMA 

Show  Hold  Interest  of  Trade 

Dealers  Awaiting  Exposition  and  Demonstration  of  New  Models  Before  Making  Selec- 
tions for  Next  Season — Music-Radio  Sales  for  Past  Month  Satisfactory 


Chicago,  III.,  June  5. — That  time  of  the  year 
when  the  retail  dealer  makes  arrangements  for 
the  lines  which  he  will  handle  in  the  following 
twelve  months,  familiarly  known  as  the  "lining- 
up"  period,  is  at  hand,  and  within  a  few  days 
the  music-radio  trade  will  have  seen  and  heard 
everything  that  is  new  in  the  way  of  home- 
musical  entertainment  devices.  The  Music 
Trades  Industries  Chamber  of  Commerce  Con- 
vention in  New  York  City  and  its  accompany- 
ing display  of  new  phonographs,  musical 
instruments  and  radio  products  has  attracted 
large  numbers  of  dealers,  and  on  June  11,  as 
The  Talking  Machine  World  makes  its  appear- 
ance, the  second  annual  RMA  Trade  Show,  at 
the  Hotel  Stevens,  Chicago,  will  open  its  doors 
to  an  expected  attendance  which  will  far  over- 
shadow that  of  last  year. 

A  few  lines  of  radio  receivers  have  made 
their  appearance  in  retail  stores  in  the  Chicago 
district,  and  dealers  report  a  keen  interest  on 
the  part  of  the  public  in  the  new  developments 
which  have  been  incorporated  in  the  1928  prod- 
ucts. This  interest  is  expected  to  increase 
greatly  at  the  time  of  the  June  Trade  Show, 
because  of  its  attendant  radio  publicity.  It  is 
believed  that  the  combination  instruments,  con- 
taining both  radio  receivers  and  electric  pick-up 
talking  machines,  a  large  number  of  which  will 
make  their  bow  this  season,  will  occupy  a  top- 
notch  position  in  popularity  with  the  consumer, 
for,  at  no  great  additional  cost,^e  may  have 
combined  in  one  cabinet  both  broadcast  and 
recorded  music.  The  music-radio  dealer  is  es- 
pecially anxious  to  see  and  hear  instruments  of 
this  type,  for  he  is  ably  qualified,  from  past  ex- 
perience and  by  the  very  character  of  his  busi- 
ness, to  become  the  dominating  retail  distribut- 
ing factor  for  such  a  product. 

During  the  past  thirty  days  phonograph,  rec- 
ord and  radio  sales  have  been  more  satisfactory 
than  during  the  month  of  April.  The  sale  of 
records  has  increased  in  most  quarters,  and  the 
demand  for  portable  phonographs,  while  ham- 
pered for  a  short  time  "by  weather  unfavorable 
to  retail  store  operation  of  practically  any  kind, 
is  reported  to  be  very  satisfactory. 

Anticipate  Whiteman  Columbia  Release 

According  to  information  secured  from  the 
Chicago  Columbia  branch  office,  business  dur- 
ing the  past  two  weeks  has  shown  a  decided 
improvement.  The  phonograph  business  is  no 
longer  seasonal,  and  the  management  of  the 
local  Columbia  offices  is  urging  Columbia  deal- 
ers to  dress  up  their  show  windows  and  prepare 
for  an  increased  demand  being  made  upon  them 
for  Columbia  records.  The  first  Paul  White- 
man  Columbia  record  is  being  looked  forward 
to  with  great  interest,  and  also  with  an  antici- 
pation that  it  will  start  the  Summer  boom. 
Joins  Columbia  Staff 

R.  H.  Myers,  until  recently  associated  with 
the  Lincoln  Fixture  &  Supply  Co.,  Lincoln, 
Neb.,  Columbia  distributor,  is  now  identified 
with  the  Columbia  Chicago  headquarters.  Mr. 
Myers  has  been  in  the  phonograph  business  for 
many  years,  and  his  previous  experience  will 
be  used  by  Columbia  to  help  its  dealers  in  do- 
ing a  more  substantial  volume  of  Columbia 
business.    Mr.  Mvers  will  devote  a  considerable 


part  of  his  time  in  working  with  the  Chicago 
music  publishing  organizations. 

James  T.  Barrett  a  Chicago  Visitor 
James  T.  Barrett,  manager  of  the  radio  divi- 


sion of  Listenwalter  &  Gough,  San  Francisco 
and  Los  Angeles  distributors,  recently  spent 
two  weeks  in  Chicago.  The  Listenwalter  & 
Gough  organization  keeps  closely  in  touch  with 
developments  in  Chicago,  the  radio  center  of 
the  United  States,  and  Mr.  Barrett  and  other 
executives  of  the  organization  make  periodic 
trips  to  this  city.  Mr.  Barrett  spent  consider- 
able time  at  the  offices  and  plant  of  the  Ail- 
American  Mohawk  Corp.,  for  which  his  firm 
serves  as  distributor  in  California. 

He  stated  that  the  first  samples  of  Ail-Amer- 
ican  Mohawk  Corp.  receivers  arrived  at  the 
(Continued  on  page  156) 


KIMBALL 


Phonographs 


Measure  Value  by  These  Facts 


A  Name  With  Prestige 
Tone  That  is  Superb 
Beauty  of  Design 


Unexcelled  Construction 


Moderate  Prices 


Several  Styles 


Style  275  Walnut 

In  addition  a  Financing  Plan,  Safe 
and  Flexible,  not  offered  elsewhere. 

Write  or  wire  for  particulars 

W.  W.  KIMBALL  COMPANY 

Established  1857 

306  S.  Wabash  Avenue  Kimball  Bldg.,  Chicago 

  "The  'Best  in  zJxCusk  Whenever  You  Want  It"  
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FROM  OUR  CHICAGO  HEADQUARTERS— (Continued  from  page  155) 


Manufacturers 
of  the 
Alto  Fibre 
Needle 
Cutter 


|  Accurate! 
The  Alto 

Automatic  Stop 
For  Phonographs 

Accuracy  at  low  cost  means 
satisfied  customers.  Fits  un- 
der the  turntable.  Simple  to 
attach.  With  a  record  of 
ten  years  satisfactory  serv- 
^  ice  in  the  phonograph  in- 
Itt  dustry. 

Alto  Mfg.  Co.,  1647  Wolfram  St.,  Chicago,  111. 

Canadian   Distributor:    Universal   Supply   Co.,   Toronto.  Ont. 


Listenwalter  &  Gough  offices  about  the  middle 
of  May  and  that  the  executives  of  his  company 
were  highly  enthusiastic  regarding  the  1928  line 
after  having  thoroughly  tested  the  new  receiver. 
C.  F.  McCain  Visits  Columbia  Branch 

C.  F.  McCain,  president  of  the  Lincoln  Fix- 
ture &  Supply  Co.,  Lincoln,  Neb.,  Columbia  dis- 
tributor, was  a  recent  visitor  at  the  Chicago 
Columbia  headquarters,  and  was  extremely 
optimistic  over  the  volume  of  business  his  firm 
anticipates  transacting  for  Columbia  during  the 
present  year.  Richard  F.  McCain,  vice-presi- 
dent of  the  Lincoln  Fixture  &  Supply  Co.,  will 
in  the  future  devote  a  considerable  part  of  his 
time  to  personally  directing  the  sales  activities 
in  connection  with  Columbia  merchandise  in  the 
Nebraska  jobbing  area.  W.  L.  Sprague,  district 
supervisor  for  the  Columbia  Phonograph  Co.,  is 
working  with  Mr.  McCain  in  every  way  possible 
to  complete  his  plans  for  improving  service  to 
Columbia  dealers  in  that  territory. 

Rotometers  Enjoy  Steady  Demand 

A  device  which  seldom  receives  news  or  trade 
mention  in  the  phonograph  industry,  but  which 
is  one  of  the  most  useful  articles  on  the  mar- 
ket, is  the  Rotometer,  which  tests  the  speed  of 
phonograph  turntables.  Seventy-eight  turntable 
revolutions  per  minute  is  usually  held  to  be  the 
correct  playing  speed,  and  to  ascertain  whether 
the  turntable  is  revolving  correctly  the  Ro- 
tometer is  placed  over  the  shaft  in  the  same 
manner  as  a  record.  The  turntable  is  started, 
and  if  the  swinging  arm  of  the  Rotometer  is  in 
direct  line  with  the  pointer,  the  turntable  is  re- 
volving at  the  proper  speed.  For  eighty  revolu- 
tions per  minute  the  top  arm  is  in  line  with 
the  bottom  of  the  pointer.  If  the  swinging  arm 
is  above  the  pointer,  the  turntable  is  revolving 
too  slow,  or  if  below  the  pointer,  the  table  is 
traveling  too  fast,  and  an  adjustment  of  the  mo- 
tor is  necessary. 

The  Rotometer  is  one  of  the  products  of  the 
Lakeside  Supply  Co.,  Chicago,  and  G.  C.  Fricke, 


Rotometer 

head  of  that  organization,  states  that  it  is  an 
item  for  which  there  is  quite  a  steady  demand. 
It  retails  for  $1.25. 

The  latest  product  to  be  introduced  by  the 
Lakeside  Supply  Co.  is  the  Electric  Pick-up 
Tone  Arm,  which  is  supplied  with  a  spring, 
taking  up  the  excessive  weight  of  the  electric 
pick-up,  and  guarding  against  wear  on  the  rec- 
ord. The  Pick-up  Tone  Arm  is  mounted  on  its 
base  in  such  a  manner  as  to  allow  perfect  free- 
dom of  movement,  and  the.  cord  may  be  con- 


cealed within  the  arm.  Various  types  of  con- 
nections are  furnished  to  fit  any  pick-up,  and 
the  arm  may  be  obtained  in  nickel  plate,  gold 
bronze,  statuary  bronze  and  genuine  gold  finish. 
C.  S.  Tay,  Inc.,  New  Corporation  Formed 
C.  S.  Tay,  founder  and  president  of  the  Tay 
Sales  Co.,  one  of  the  oldest  and  best-known 
radio  distributing  organizations  in  Chicago,  re- 
cently announced  the  formation  of  a  new  cor- 
poration to  be  known  as  C.  S.  Tay,  Inc.  The 
new  corporation  takes  over  the  complete  per- 
sonnel of  the  old  company,  and  will  be  oper- 
ated under  the  same  policies  and  along  the 
same  lines  as  the  former  organization. 

In  an  interview  with  a  representative  of  The 


C.  S.  Tay 


Talking  Machine  World  Mr.  Tay  stated  that 
the  Sonora  Phonograph  Co.,  for  which  the  Tay 
Sales  Co.  were  exclusive  Illinois  and  Wisconsin 
distributors  for  several  years,  recently  an- 
nounced its  new  policy  of  direct-to-dealer  dis- 
tribution, and  on  April  30  absorbed  the  Sonora 
phonograph  and  radio  division  of  the  Tay  Sales 
Co.  Coincident  with  this  event  occurred  the 
La  Salle  Club's  purchase  of  the  lease  held  by  the 
Tay  Sales  Co.,  at  231  North  Wells  street,  thus 
necessitating  removal  to  other  quarters. 

These  events  determined  Mr.  Tay  upon  the 
formation  of  the  new  corporation  which  came 
into  existence  on  May  1,  being  established  in 
spacious  and  attractive  quarters  at  17  South 
Desplaines  street.  Perhaps  of  greatest  interest 
to  the  trade  is  Mr.  Tay's  announcement  of  the 
appointment  of  his  firm  as  distributors  of  Bosch 
radio  receivers.  Mr.  Tay  and  his  organization 
are  enthusiastic  regarding  the  possibilities  of 
the  new  Bosch  line  and  predict  a  widespread 
distribution  of  the  products. 

The  same  lines  of  radio  accessories  will  be 
handled  as  in  the  past,  including  Cunningham 
tubes,  Majestic  eliminators,  Ray-O-Vac  and 
Burgess  batteries,  Peerless  and  other  kindred 
lines.  In  Mr.  Tay's  sales  force  are  B.  A.  Mar- 
quis and  C.  M.  Holloway,  two  well-known  radio 
salesmen  in  the  Chicago  district,  Mr.  Marquis 
having  been  associated  with  the  Tay  Sales  Co. 
since  1922,  and  Mr.  Holloway  since  1924. 
Jewel  Jobs  Hyatt  Portable  Radio 

Jewel  Phonoparts  Co.,  Chicago,  has  been  ap- 
pointed as  jobber  for  the  Hyatt  portable  radio 
receiver  manufactured  by  the  Hyatt  Electric 
Corp.  of  this  city.  William  Tures,  president, 
and  A.  H.  Davis,  vice-president  and  treasurer  of 
the  Jewel  Phonoparts  Co.,  who  made  exhaus- 
tive tests  of  the  new  Hyatt  receiver,  have  stated 
that  it  is  in  keeping  with  the  standards  of 
quality  to  which  the  Jewel  organization  has 
always  adhered  in  its  merchandising  policies. 

The  Jewel  Phonoparts  Co.  has  been  promi- 


nent in  the  talking  machine  field  for  twelve 
years  and  the  concern  has  also  been  active  in 
radio,  having  had  as  products  the  Jewel  loud 
speaker  and  loud  speaker  units,  and  also  acting 
as  distributor  for  Holtzer-Cabot  loud  speaker 
units  several  years  ago.  The  Hyatt  portable  ra- 
dio receiver  is  offered  in  two  models,  Model  A 
Deluxe,  a  six-tube  receiver,  and  the  Music  Box, 
a  five-tube  set. 

Chambers  and  Halligan  Open  Offices 

L.  A.  Chambers  and  W.  J.  Halligan,  manu- 
facturers' agents,  recently  opened  offices  at  549 
West  Washington  boulevard,  under  the  firm 
name,  Chambers  &  Halligan.  The  firm  repre- 
sents Silver-Marshall,  Inc.,  and  the  Potter 
Manufacturing  Co.,  both  of  Chicago.  Mr.  Halli- 
gan has  until  recently  been  identified  with  Tobe 
Deutschmann  Co.,  of  Cambridge,  Mass.,  as  vice- 
president  and  sales  manager. 

Q  R  S  in  New  Quarters 

On  June  1  the  executive  offices  of  the  Q  R  S 
Co.,  Chicago,  maker  of  music  rolls,  portables, 
phonographs  and  amateur  motion  picture  ma- 
chine cameras,  were  established  at  333  North 
Michigan  avenue,  in  the  new  building  of  that 
name.  The  Q  R  S  Co.  maintained  its  head- 
quarters for  many  years  in  the  Kimball  Build- 
ing, at  306  South  Wabash  avenue,  and  the 
move  is  being  made  because  of  business  ex- 
pansion necessitating  larger  quarters. 

J.  E.  Loeber  With  Kellogg  Co. 

J.  E.  Loeber  was  recently  appointed  to  rep- 
resent the  radio  division  of  the  Kellogg  Switch- 
board &  Supply  Co.  on  the  south  side  of  Chi- 
cago. Mr.  toeber  comes  to  the  Kellogg  Co. 
we'll  equipped  for  his  sales  duties  and  his  wide- 
spread acquaintanceship  among  Chicago  dealers 
will  help  him  materially  in  his  work. 

Since  August,  1926,  he  has  been  sales  rep- 
resentative of  the  city  territory  for  the  Ail- 
American  Radio  Corp.,  and  prior  to  this  he  was 
connected  with  the  Howard  Radio  Co.  in  Chi- 
cago. For  seven  years  previous  to  his  affilia- 
tion with  the  radio  industry  Mr.  Loeber  served 
in  the  advertising  department  of  the  Herald- 
Examiner,  daily  newspaper  of  Chicago. 
Gordon's  Music  Shop  Opens 

Gordon's  Music  Shop  was  opened  on  May  2, 
at  2519  East  Seventy-fifth  street,  by  Gordon  J. 
Gallagher.  The  Gordon  Music  Shop  handles 
Radiolas,  Majestic  radio  receivers,  Victor, 
Brunswick  and  Columbia  records,  radio  sup- 
plies, sheet  music  and  musical  merchandise.  In 
addition  Mr.  Gallagher  maintains  a  radio  serv- 
ice department  in  the  Windsor  Park  and  South 
Shore  district,  where  he  has  already  built  up  a 
reputation  for  competent  service  in  overhauling 
radio  equipment. 


Holds  Formal  Opening 


WewO'KA,  Okla.,  June  5. — The  Carney-Neece 
Music  Store  recently  held  its  formal  opening 
at  its  quarters  at  107  South  Wewoka  street, 
with  a  large  crowd  of  local  residents  in  at- 
tendance. A  line  of  talking  machines,  radio  re- 
ceivers and  other  musical  instruments  is  car- 
ried. James  Neece,  owner  of  the  store,  was 
present  at  the  opening.  The  new  store  is  undei 
Ihe  management  of  Jimmy  Saylor  and  O.  Still- 
well,  both  able  merchandisers. 


The  JEWEL  PHONOPARTS  CO. 

Announces  its 
Appointment  as  Distributor 
of 

HYATT  PORTABLE 
RADIO  RECEIVERS 

The  most  efficient,  practical  portable  re- 
ceiver on  the  market — furnished  in  5  and  6 
tube,  one  dial  models. 

Write  for  full  information  and 
dealer  discounts. 

JEWEL  PHONOPARTS  CO. 

510  No.  Dearborn  St.  CHICAGO,  ILL. 
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The  New  "Excello"  Combination 
PhonO'Radio  Console 


Model  R  44 
Closed 


Meets  the  most  exacting  demand 
for  Beauty  and  Quality 

The  very  attractive  model  illustrated,  No.  R  44,  is  of 
highest  grade  cabinet  work  with  selected  matched  butt 
walnut  doors  and  rich  piano  finish.  Sliding  drawer 
accommodates  any  radio  set  up  to  twenty-four  inches 
long.  Equipped  with  G  E  Electric  Phonograph  motor, 
switch  and  adapter,  volume  control,  electric  pick-up 
with  tone-arm  and  automatic  shut-off  attachment. 
Also  Cone  or  Dynamic  speaker. 

Write  for  catalog  illustrating  complete  line  and 
franchise  proposition.  See  the  Excello  display  at 
the  RMA   Trade  Show,  Hotel  Stevens.  Chicago. 


EXCELLO  PRODUCTS  CORP. 


4824  W.  16th  St.,  Cicero,  111. 
(Suburb  of  Chicago) 


Model  R  44 
Ooen 


Pacific  Coast  Representative — Pacific  Sales  Corporation,  426  Larkin  St.,  San  Francisco,  (.alit. 


N.  P.  Bloom  Elected 
Adler  Mfg.  Co.  Head 

Succeeds  C.  L.  Adler,  Deceased,  as  Presi- 
dent of  Phonograph  and  Radio  Manu- 
facturing Company 

Louisville,  Kv.,  Tunc  1. — N.  P.  Bloom,  for  the 
past  several  years  secretary  of  the  Adler  Mfg. 
Co.,   of   this   city,   manufacturer   of   radio  and 


Automatic  Radio 

Station  Selector 


lected  is  tuned  in.  If  there  are  stations  desired 
other  than  those  indicated  on  the  metal  strips 
a  special  arrangement  allows  tuning  the  set  just 


An  automatic  radio  station  selector  is  the  first 
of  the  new  developments  that  come  from  the 
combined  research  laboratories  of  the  Mohawk 
Corp.  of  Illinois  and  the  All-American  Radio 
Corp.  From  the  information  available  this 
automatic  station  selector,  for  which  the  All- 
American  Mohawk  Corp.  has  basic  rights,  is  un- 
usually simple.  To  take  the  place  of  the  tuning 
knob  or  dial  will  be  a  thin  strip  of  lightweight 
metal  lyi  inches  wide,  which  has  the  call-let- 
ters of  the  various  stations  stamped  upon  it. 
Inasmuch  as  it  is  impossible  to  place  on  one- 
strip  all  the  stations,  there  will  be  several  strips 
comprising  a  set.  These  are  interchangeable. 
Across  the  top  of  this  metal  strip  is  a  "travel- 
ing" indicator.  . 

Operating  this  particular  automatic  station 
selector  is  extremely  simple.  The  indicator  is 
merely  placed  at  the  station  wanted  as  indicated 
on  the  marked  metal  strip,  and  the  station  se- 


Examining  the  Automatic  Station  Selector 

like  any  single  control  receiver.  It  is  under- 
stood that  this  new  feature  will  be  incorporated 
in  the  All-American  Mohawk  Corp.  receivers. 


N.  P.  Bloom 

phonograph  products,  has  been  elected  president 
of  the  company  succeeding  C.  L.  Adler,  who 
passed  away  a  few  weeks  ago.  Mr.  Bloom 
needs  no  introduction  to  the  radio  and  phono- 
graph trade  throughout  the  country,  for  he  has 
been  in  close  touch  with  manufacturers,  jobbers 
and  dealers  for  several  years  and  is  thoroughly 
lamiliar  with  the  merchandising  and  manufac- 
turing problems  of  the  trade  as  a  whole. 

The  Adler  Mfg.  Co.  has  been  very  successful 
the  past  few  years  in  developing  a  line  of  radio 
cabinets  that  have  met  with  a  very  favorable 
reception  from  the  trade.  Under  Mr.  Bloom's 
direction  important  negotiations  have  been 
closed  with  several  prominent  radio  receiver 
manufacturers  who  have  declared  Adler  cab- 
inets as  ideally  adaptable  to  their  product  for 
the  coming  season.  The  1928-29  Adler  line  in- 
cludes a  number  of  original  cabinet  designs 
which,  judging  from  the  comments  of  jobbers 
who  have  visited  the  factory  the  past  month, 
will  meet  with  the  approval  of  the  trade. 


DECATUR 

NEW  MODEL 
Enclosed  Power  Speaker 

Companion  of  the  Power  Tube  for 
Clarity     and     Volume  Reception 


5  Reasons 

Why  Jobbers  and  Dealers  will  handle 
This  Exquisite  Speaker 


1.  Most  Artistic  Design 

2.  Superior  Tonal  Quality 

3.  Greatest  Eye  and  E.ir 

Value 


4.  Most  profitable  Speaker 

to  Handle 
RESULTING  IN 

5.  Easiest     Speaker  In 

Sell ! 


Emerson  Gill,  new  exclusive  Columbia  rec- 
ord artist  and  Cleveland's  favorite  dance 
leader,  presented  his  first  record  to  the  Mayor 
of  Cleveland,  John  D.  Marshall.  Sales  of  the 
first  Gill  orchestra  recording  led  the  Columbia 
Co.  to  issue  another  immediately. 


Prove  it  for  yourself — See  and  hear  the  Decatur 
on  exhibition  at  the  Stevens  Hotel  during  the 
Chicago  Radio  Show. 

DECATUR  MFG.  CO.,  Inc. 

45  Harman  St.  Brooklyn,  N.  Y. 


Annual  Music  Industries  Convention 

Music  Industries  Chamber  of  Commerce  and  Member  Associations 
Held  Meetings  at  Hotel  Commodore,  New  York  City,  Week  of  June  4 


As  this  issue  of  The  Talking  Machine  World 
goes  to  press  there  is  being  held  at  the  Hotel 
Commodore,  New  York,  the  annual  convention 
of  the  music  industries,  including  the  sessions 
of  the  Music  Industries  Chamber  of  Commerce; 
the  National  Association  of  Music  Merchants; 
the  National  Band  Instrument  Association; 
Musical  Supply  Association  of  America;  Na- 
tional Piano  Travelers'  Association;  National 
Musical  Merchandise  Association;  National 
Association  of  Musical  Instrument  and  Acces- 
sories Manufacturers,  and  other  organizations. 
The  Opening  Session 

The  convention  opened  formally  on  Monday, 
June  4,  with  a  luncheon  and  mass  meeting 
under  the  auspices  of  the  Music  Industries 
Chamber  of  Commerce,  at  which  the  principal 
speaker  was  John  Erskine,  president  of  the 
Juilliard  School  of  Music  and  well-known 
author,  who  talked  of  the  possibilities  of  music 
training  from  the  angle  of  the  educator.  At 
the  mass  meeting  there  were  discussed  briefly 
the  accomplishments  of  the  Chamber  of  Com- 
merce and  the  affiliated  associations  during  the 
past  year,  as  well  as  the  plans  already  laid 
down  for  the  various  sessions  of  the  convention. 
The  luncheon  was  presided  over  by  President 
Hermann  Irion,  and  reports  were  submitted  to 
the  membership  by  Alfred  L.  Smith,  general 
manager  of  the  Chamber,  and  C.  M.  Tremaine, 
director  of  the  National  Bureau  for  the  Ad- 
vancement  of  Music. 

Band  Instrument  Men  Meet 

On  Monday  afternoon  was  held  the  annual 
meeting  of  the  National  Association  of  Band 


Instrument  Manufacturers,  presided  over  by  C. 
D.  Greenleaf,  of  C.  G.  Conn,  Inc.,  the  president. 

On  Monday  evening  there  was  held  a  meet- 
ing of  the  directors  of  the  Musical  Supply 
Association  and  also  the  annual  dinner  and 
meeting  of  the  National  Piano  Travelers'  Asso- 
ciation, a  lively  affair  staged  at  the  Republican 
Club  and  attended  by  piano  travelers  and  their 
friends. 

Music  Merchants'  Convention 

On  Tuesday  morning,  June  5,  there  was  held 
the  opening  session  of  the  convention  of  the 
National  Association  of  Music  Merchants,  with 
President  C.  J.  Roberts  in  the  chair.  The  speak- 
ers at  this  first  session  included  Philip  T.  Clay, 
president  of  Sherman,  Clay  &  Co.,  San  Francis- 
co, who  talked  on  dealer  co-operation.  Another 
speaker  was  Herbert  H.  Frost,  vice-president  of 
the  Radio  Manufacturers'  Association,  who  told 
of  "What  Radio  Means  to  the  Music  Merchant," 
and  emphasized  strongly  the  desirability  of  the 
well-equipped  and  organized  music  store  as  the 
medium  for  radio  distribution.  F.  E.  Moscovics, 
president  of  the  Stutz  Motor  Co.,  Indianapolis, 
also  addressed  the  merchants  on  the  important 
matter  of  "Knowing  Your  Market." 

The  second  session  of  the  Music  Merchants' 
convention  was  held  on  Wednesday  morning, 
the  first  speaker  being  S.  L.  Rothafel,  of  movie 
and  broadcast  fame,  who  explained  what  he  had 
learned  by  experience  regarding  the  appeal  of 
music  to  the  great  masses  of  the  people.  The 
next  address  was  made  by  Frank  W.  Shibley, 
vice-president  of  the  Bankers'  Trust  Co.,  New 
York,  who  talked  on  instalment   selling  and 


budgetary  control,  and  he  was  followed  by 
Homer  McKee,  president  of  Homer  McKee, 
Inc.,  well-known  advertising  expert  talking  on 
"Modern  Advertising  Methods,"  and  J.  I.  Bur- 
hans,  general  manager  of  the  Credit  and  Collec- 
tion department  of  the  General  Motors  Acces- 
sories Corp.,  who'  talked  on  the  subject  of  financ- 
ing instalment  paper  with  particular  reference 
to  the  carrying  charge. 

The  principal  speaker  of  the  session  on 
Thursday,  June  7,  was  J.  D.  Maddy,  chairman 
of  the  Committee  on  Instrumental  Affairs  of 
the  Music  Supervisors'  National  Conference. 
The  business  session  of  the  association  then 
followed  and  included  the  presentation  of  the 
annual  report  of  the  president,  C.  J.  Roberts; 
of  the  executive  secretary,  Delbert  L.  Loomis, 
as  well  as  other  officers  and  committee  heads. 
What  Association  Has  Done 

The  reports  of  both  the  president  and  execu- 
tive secretary  stressed  the  great  amount  of 
promotional  work  done  by  the  association 
within  the  past  year,  and  particularly  since  No- 
vember 1,  1927,  when  Mr.  Loomis  took  charge 
of  the  office.  This  promotional  work  included 
the  financing  of  a  meeting  of  the  piano  section 
of  the  Committee  on  Instrumental  Affairs;  of 
the  Music  Supervisors'  National  Conference; 
and  the  mailing  of  more  than  50,000  pieces  of 
literature  of  association  and  general  trade  im- 
portance to  the  members  of  the  merchants' 
body,  including  a  copy  of  a  booklet,  "Our  Asso- 
ciation." Officers  of  the  association  attended 
the  hearings  on  the  Revenue  Bill  in  Washing- 
ton for  the  purpose  of  securing  the  repeal  of 


You  Should  Sell  AC  Radio 

Under  your  own  Private  Label 
Good  Radio  Merchandisers  are  doing  it  this  season. 
There's  a  reason      -  More  real  profits 

Premier  has  everything 

—  Looks  —  Quality  — 
Performance  —  Price  — 
Comparable  with  the  best 
every  way  —  All  metal 
chassis  —  Rigid  —  Strong 

—  Stays  put  —  Uncon- 
ditionally guaranteed  — 
Chassis  —  Table  and  Con- 
sole Models.  Made  for 
either  type  AC  Tubes 
5-No.  227  and  1-No.  171, 
or  5-No.  401  and  1-No. 
403.  Licensed  under  U.  S. 
Navy  Patents  and  Hogan 
Patent  No.  1,014,002. 


Table  Model.    Solid  walnut  cabinet, 
front  panel  natural  wood  mounted  on 
heavy  steel  back  panel. 


Open  View — Note  ready  accessibility 
of  tubes,  poiver  supply,  etc. 


Console  Model,  with 
Speaker 


Established 
1905 


INQUIRIES  RESPECTFULLY  SOLICITED 

wmm  mtimt  toumm 

Dept.  165,  3800  Ravens  wood  Ave.,  Chicago,  111. 


less" 


Radio 
since  1920 
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the  provision  for  forcing  double  taxation  on 
dealers  selling  on  instalments. 

The  association  officers  have  attended  the  an- 
nual meetings  of  the  various  State  associations, 
including  those  held  in  Syracuse,  N.  Y.,  and 
Philadelphia,  Pa.,  and  have  issued  monthly  since 
December  official  bulletins  telling  of  the  activi- 
ties of  the  organization.  A  very  satisfactory 
drive  for  members  in  all  divisions  of  the  music 
industry  has  also  been  carried  on.  One  of  the 
features  of  the  activities  of  the  president  was 
his  address  at  a  meeting  of  the  Radio  Manu- 
facturers' Association  in  New  York  in  Decem- 
ber, which  has  played  a  part  in  influencing  that 
organization  to  vote  to  join  the  Music  Indus- 
tries Chamber  of  Commerce. 

The  annual  convention  of  the  National  Piano 
Manufacturers  Association  was  held  at  the  Com- 
modore on  Tuesday  morning  with  W.  E.  Guylee, 
president,  in  the  chair,  practically  the  whole 
session  being  devoted  to  a  discussion  of  the 
progress  and  plans  of  the  sales  promotion  cam- 
paign in  the  interests  of  the  piano  being  con- 
ducted by  that  organization  and  which  is  now 
in  its  second  year.  The  campaign  as  originally 
outlined  has  three  years  in  all  to  run. 

An  event  on  Tuesday  of  general  trade  in- 
terest was  the  dinner  tendered  by  the  Asso- 
ciated Musical  Instrument  Dealers  of  New 
York  to  visiting  members  of  the  trade  at  the 
Hotel  Commodore. 

The  Wednesday  Meetings 

On  Wednesday,  June  6,  there  was  held  the 
annual  convention  of  the  National  Musical  In- 
strument and  Accessories  Manufacturers,  of 
which  Walter  M.  Gotsch  is  president. 

Musical  Merchandise  Ass'n 

On  Wednesday,  too,  was  held  the  annual 
meeting  of  the  National  Musical  Merchandise 
Association  under  the  direction  of  Wm.  J. 
Haussler,  the-president,  who  is  also  well  known 
in  the  phonograph  field  as  head  of  C.  Bruno 
&  Son,  New  York.  Mr.  Haussler  was  particu- 
larly enthusiastic  regarding  the  establishment 


of  school  orchestras,  and  in  his  annual  report 
said  in  part: 

"Generally  speaking,  business  conditions  in 
the  music  field  during  the  past  twelve  months 
have  not  come  up  to  our  expectations.  In  fact, 
certain  lines  of  merchandise  have  suffered  so 
adversely  that  there  is  proper  cause  for  con- 
cern. May  I,  then,  submit  for  the  serious 
thought  of  all  our  members  the  imperative  need 
of  taking  some  immediate  and  definite  action 
to  bring  the  industry  out  of  its  present  inertia? 
I  am  convinced  that  a  new  attitude  must  be 
taken  by  the  entire  trade  in  its  relation  to  the 
promotion  of  its  products. 

"Truthfully,  it  may  be  said  that  a  new  spirit, 
a  new  thought,  yes,  even  a  new  life  must  needs 
be  injected  into  our  business  fabric  if  it  is  to 
retain  a  place  of  importance  or  dignity  in 
American  industry.  There  is  no  denying  the 
fact  that  never  before  has  the  need  for  intensive, 
intelligent  co-operation,  undivided  interests  and 
aggressive  action  been  so  vitally  essential  as  it 
is  at  this  very  moment.  It  is  true  that  our 
Association  in  the  past  year  has  given  evidence 
of  its  willingness  to  promote  and  develop  the 
sales  of  musical  instruments,  and  it  is  with 
gratification  that  I  can  say  that  the  contribu- 
tion to  the  National  Bureau  for  the  Advance- 
ment of  Music  and  the  Chamber  last  year 
approximated  $10,000.  This  sum  represents  just 
one  hundred  per  cent  more  than  our  Associa- 
tion has  ever  given  for  promotional  work,  and 
yet,  considering  the  very  definite  benefits  that 
have  accrued  by  reason  of  this  appropriation, 
it  is  my  hope  that  it  will  be  your  pleasure  to 
increase  your  respective  contributions  for  the 
coming  year. 

Funds  Needed  for  Promotion 

"Certainly,  if  we  wish  to  reach  any  goal  of 
attainment,  funds  must  be  obtained  and  spent 
so  as  to  bring  about  the  greatest  possible  re- 
turns. Let  us,  then,  gentlemen,  think  of  our 
contribution  in  the  light  of  a  sound  investment 
and  with  that  thought  in  mind  I  am  confident 


your  response  will  give  cause  for  general  satis- 
faction. 

The  Question  of  a  Slogan 

"Quite  some  time  ago  there  appeared  in  the 
trade  press  an  interview  with  your  president, 
wherein  it  was  urged  that  all  branches  of  the 
music  business  adopt  a  suitable  slogan  that 
would  appropriately  convey  to  the  public  a 
strong  appeal  to  play  some  musical  instrument. 
Many  of  our  leaders  have  given  their  unequivo- 
cal endorsement  of  the  idea,  and  it  is  the  inten- 
tion of  your  president  to  renew  his  efforts  in 
this  direction  in  the  hope  that  some  definite 
and  logical  campaign  will  be  inaugurated,  re- 
sulting ultimately  in  securing  a  trade  term  to 
which  every  manufacturer,  jobber  and  dealer 
will  heartily  subscribe.  It  is  hoped  that  a  na- 
tional contest  will  soon  get  under  way  spon- 
sored by  the  entire  industry  to  discover  the 
perfect  slogan.  It  is  proposed  to  offer  cash 
prizes  to  the  individuals  who,  in  the  minds  of 
a  judging  committee,  submit  the  best  thoughts. 
Your  president  has  been  assured  of  the  full 
co-operation  of  the  trade  press,  which,  together 
with  our  own  propaganda,  should  bring  about 
the  desired  results.  I  would  confess  that  the 
slogan  idea  is  something  of  an  obsession  with 
your  president,  but  that  is  only  because  slogans 
in  other  industries  have  proven  of  such  tre- 
mendous force,  power  and  value  where  properly 
utilized.  May  I,  then,  urge  upon  you  to  give 
this  matter  your  serious  thought,  determining 
at  this  session  what  should  be  done  one  way 
or  another? 

"Just  a  word,  gentlemen,  regarding  the  future 
of  our  business.  Taking  all  phases  into  consid- 
eration, I  can  say  to  you  most  sincerely  that  I 
see  ahead  of  us  a  rosy  dawn  for  more  music. 
The  potential  possibilities  are  there,  but  our 
future  will  be  only  what  we  can  make  it.  Much 
groundwork  remains  for  us — each  and  every  one 
in  the  music  business — to  do  if  we  expect  to 
reap  the  harvest  of  public  patronage." 

{Continued  on  page  160) 


Models 
designed 
for  Homes, 
Auditoriums, 
Hotels, 
Clubs- 
All  places 
desiring  a 
faithful 
presentation 
of  the 
Music  Masters' 
Art. 


Dynamic  Speakers 


Deca  Disc  Co. 

Waynesboro,  Penna. 
U.S.A. 


Remote  Control 
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Annual  Conclave  of 
Music  Industries 


(Continued  from  fciQc  159) 

The  schedule  for  Thursday  was  the  joint  pro- 
motional meeting  of  members  of  the  band  in- 
strument, musical  instrument  and  accessories 
and  musical  merchandise  associations  for  the 
purpose  of  discussing  ways  and  means  for  co- 
operating to  the  end  of  increasing  public  in- 
terest in  band  and  orchestral  instruments.  On 
Thursday,  too,  was  held  the  annual  meeting 
of  the  Music  Industries'Chamber  of  Commerce. 
The  Annual  Banquet 

The  convention  activities  were  formally 
brought  to  a  close  on  Thursday  evening  with 
the  annual  banquet  of  the  National  Association 
of  Music  Merchants  to  be  attended  by  prac- 
tically all  those  in  New  York  at  the  convention. 
The  speaker  at  the  banquet  was  Governor 
Albert  C.  Ritchie  of  Maryland,  and  the  artists 
to  appear  included  Suzanne  Keener,  soprano; 
Wm.  Simmons,  baritone;  Harry  Richman  and 
others.  Dancing  to  the  music  of  the  Hotel 
Commodore  orchestra  will  follow,  the  banquet. 
Both  the  opening  luncheon  on  Monday  and  the 
banquet  on  Thursday  night  was  broadcast. 
Exhibits  a  Feature 

A  notable  feature  of  the  convention  of  the 
national  music  industries  held  at  the  Hotel  Com- 
modore, New  York,  during  the  week  of  June  4, 
was  the  extent  of  the  exhibits,  which  repre- 
sented every  division  of  the  music  industry. 
Among  the  exhibitors  representing  the  phono- 
graph, radio  and  musical  merchandise  divisions 
of  the  trade  were  included  the  following: 

Allen-Hough  Mfg.  Co.,  Racine.  Wis.  Ex- 
hibited the  complete  line  of  Allen  portable 
phonographs  and  the  Allen  electric  pick-up 
at  Room  2125  of  Hotel  Commodore. 

Atwater  Kent  Mfg.  Co.,  Philadelphia,  Pa.  Had 
complete  display  of  line  of  Atwater  Kent  radio 
receiving  sets  and  loud  speakers. 


The  Audak  Co.,  New  York,  displayed  the 
entire  line  of  Audak  reproducers.  The  Auda- 
chrome  was  especially  featured.  This  chromatic 
reproducer  was  presented  to  the  trade  the  early 
part  of  the  year. 

The  Bacon  Banjo  Co.,  of  Groton,  Conn.,  was 
present  with  B  &  D  Silver  Bell  banjos  in  a 
variety  of  styles.  The  Ne  Plus  Ultra  banjo 
was  featured. 

Berg  Auto  Trunk  &  Specialty  Co.,  Long 
Island  City,  N.  Y.  Exhibited  the  complete  line 
of  Artone  portable  phonographs. 

C.  Bruno  &  Son,  Inc.,  New  York  City.  Com- 
plete display  of  products  including  musical  mer- 
chandise of  every  description  and  the  full  Vic- 
tor talking  machine  line  shown  at  company's 
iieadquarters,  351-353  Fourth  avenue,  New 
York  City. 

Brunswick-Balke-Collender  Co  ,  Chicago,  111. 

Had  complete  display  of  Brunswick  Panatropes, 
phonograph-radio  combinations  and  records. 

Bush  &  Lane  Piano  Co.,  Holland,  Mich.  Had 
complete  exhibit  of  the  company's  latest  prod- 
ucts in  phonographs,  radio  receivers  and  pianos. 

Capehart  Automatic  Phonograph  Co.,  Hunt- 
ington, Ind.  Exhibited  the  new  "Orchestrope," 
an  automatic  phonograph  playing  twenty-eight 
records,  both  sides,  with  electric  pick-up  and 
other  features. 

Carryola  Co.  of  America,  Milwaukee,  Wis. 
Exhibited  full  line  of  Carryola  portable  phono- 
graphs. 

Caswell  Mfg.  Co.,  Milwaukee,  Wis.  Exhibited 
full  line  of  Caswell  portable  phonographs  in- 
cluding several  new  models. 

Thomas  A.  Edison,  Inc.,  Orange,  N.  J.  Ex- 
hibited the  complete  line  of  Edisonic  phono- 
graphs and  the  new  Edison  records. 

Grigsby-Grunow  Co.,  Chicago,  111.  Exhibited 
the  complete  line  of  1928-29  Majestic  radio 
receivers. 

M.  Hohner,  Inc.,  New  York  City.  Had  com- 
plete display  of  full  line  of  Hohner  harmonicas, 
together  with  material  indicative  of  the  progress 
made  in  promotion  of  the  instrument  at  com- 


pany headquarters,  114  East  16th  street,  New 
York  City. 

Kellogg  Switchboard  &  Supply  Co.,  Chicago, 
111.  Exhibited  the  complete  line  of  1928-1929 
Kellogg  AC  radio  receivers. 

Lyon  &  Healy,  Inc.,  Chicago,  111.  Exhibited 
elaborate  display  of  harps  and  small  musical 
instruments. 

Pooley  Co.,  Philadelphia,  Pa.  Exhibited  ex- 
tensive line  of  cabinets  for  radio  installation 
and  other  purposes. 

J.  P.  Seeburg  Piano  Co.,  Chicago,  111.  Ex- 
hibited products  including  the  Autophone,  a 
multiple  record  selective  automatic  phonograph, 
Style  RO,  residential  reproducing  pipe  organ, 
Style  MO,  reproducing  chapel  pipe  organ,  the 
Greyhound,  an  automatic  piano  containing  a 
dog  race,  Style  C  small  automatic  piano  with 
xylophone  and  the  KT  Special,  a  small  orches- 
trion containing  eleven  musical  instruments. 

Sonora  Phonograph  Co.,  Inc.,  New  York  City. 
Exhibited  several  of  the  new  products  of  the 
company  at  its  headquarters,  50  West  Fifty- 
seventh  street,  New  York  City. 

Stromberg-Carlson  Telephone  Mfg.  Co., 
Rochester,  N.  Y.  Exhibited  full  line  of  Strom- 
berg-Carlson radio  receivers,  loud  speakers  and 
phonograph-radio  combinations. 

Vega  Co.,  Boston,  Mass.  Exhibited  extensive 
collection  of  Vega  banjos,  guitars,  violins,  man- 
dolins, etc.,  with  strings  and  accessories,  Vega 
trumpets  and  trombones. 

H.  A.  Weymann  &  Son,  Inc.,  Philadelphia,  Pa. 
Exhibited  Weymann  banjos,  manolutes,  guitars, 
ukuleles,  etc. 

H.  N.  White  Co.,  Cleveland,  O.  Had  com- 
plete display  of  King  band  instruments  featur- 
ing the  King  clarinet,  latest  addition  to  line, 
and  a  new  model,  trombone  with  a  sterling  sil- 
ver bell. 

Among  the  other  exhibitors  were  the  Starr 
Piano  Co.,  Leedy  Mfg.  Co.,  QRS  Music  Co., 
Schubert  Tri-Harmonic  Phonograph  Co., 
Buescher  Band  Instrument  Co.,  Buegeleisen  & 
Tacobson  and  Ludwig  &  Ludwig. 


(Fully  Protected  by  Patents) 


Competition  Eliminated 

with  this  distinctly  different 
type  of  portable 

Although  well  built,  measuring  only  12x12x6, 
light  weight  and  attractively  finished,  it  sells 
itself  on  its  TONE.  The  volume  is  so  great 
that  electrical  amplification  is  unnecessary. 


List  Price  Only 

$25 

Liberal  Jobber's  Discount 

Send  to-day  for  a  sample  and  hear  the 
remarkable  tone  of  this  new  instrument. 

ASTRAL  RADIO 
CORPORATION 

1812  Chestnut  Street 
Philadelphia,  Pa. 
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i  Sell  all  New  England  at  these  shows 

y 

f  More  than  100,000  people  will  inspect  the  lines 

}  exhibited  at  the 

J 

£      Eighth  Annual  Boston  Radio  Exposition 

^  and 

\      Second  Annual  New  England  Aero  Show 

\ 

y  Mechanics  Building,  October  1  to  6  inclusive 

y{ 

And  the  dealers  will  have  a  pre-view  at  the 

NEW  ENGLAND  RADIO  TRADE 

August  1  and  2 


Space   in   the   Trade    Show   is  lim- 
ited to  exhibitors  in  regular  October 
Show    and    given    free    to  manufac- 
turers  in   proportion   to    space   held.  K 
  / 

RHODE  ISLAND  RADIO  SHOW— October  10-11-12-13  J 

Providence,  R.  I.  ( 

y 

Write  or  wire  SHELDON  FAIRBANKS  EXPOSITIONS,  Inc.  £ 
209  Massachusetts  Ave.,  Boston,  Mass. 


J.  M.  Redell  in  an 
Important  New  Post 

Represents  Molded  Wood  Products,  Inc., 
of  Chicago,  in  Parts  of  Illinois  and  Wis- 
consin Territory — Well  Known  to  Trade 


John  M.  Redell,  known  to  the  radio  trade 
throughout  the  country  as  "Happy  Jack,"  was 


Jack  Redell 


appointed  on  May  1  Chicago  territorial  sales 
representative  of  Molded  Wood  Products,  Inc., 
of  Chicago.  Mr.  Redell  represents  Molded 
Wood  Products,  Inc.,  in  northern  Illinois, 
southern  and  eastern  Wisconsin  in  the  interest 
of  the  Fairfax  line  of  loud  speakers,  tone  cham- 
bers and  "Green  Cap"  loud  speaker  units  man- 
ufactured by  the  company.  ____ 


Barber  Appointed 

Bell  Sales  Agent 

The  Bell  Record  Co.  of  Newark,  N.  J.,  has 
appointed  the  Barber  Distributing  Co.  of  New 
York  as  exclusive  sales  agent  for  Bell  records. 

N.  G.  Barber,  head  of  this  distributing  organi- 
zation, has  had  a  record  distributing  experience 
extending  over  a  period  of  many  years.  The 


Barber  organization  is  being  augmented  in  prep- 
aration for  an  extensive  campaign  and  exclu- 
sive territory  is  being  awarded  distributors  on 
this  popular-priced,  electrically  recorded  record. 

Eli  Oberstein  Is 
New  Okeh  Treasurer 

Otto  Heineman,  president  of  the  Okeh  Phono- 
graph Corp.,  New  York,  announced  recently 
that   F.li  Oberstein  had  been  elected  treasurer 


Eli  Oberstein 

of  the  company.  Mr.  Oberstein  was  formerly 
identified  with  the  treasury  department  of  the 
Columbia  Phonograph  Co.,  Inc.,  and  is 
thoroughly  qualified  for  his  present  duties.  In- 
cidentally, Okeh  sales  in  all  divisions  are  in- 
creasing steadily,  and  judging  from  all  indica- 
tions the  present  year  will  be  the  most  suc- 
cessful in  the  history  of  the  Okeh  organization. 

Develops  New  Method 

of  Automatic  Tuning 

—  [ 

Charles  Marti,  chief  engineer  of  the  Marti 
Electric  Radio  Co.,  West  Orange,  N.  J.,  has 
developed  a  new  method  of  automatic  tuning 
for  radio  receivers,  which  makes  available  the 
entire  broadcast  frequency  spectrum. 

Mr.  Marti  developed  the  set  which  bears  his 
name  and  has  added  his  latest  contribution  to 
radio  to  the  new  Marti  sets. 


ULTRATONE  No.  12 


LIST 
PRICE 


$22-50 


ULTRATONE 

The  SPEAKER  of 
Today  and  Tomorrow 

is  distinctive  in  design  and  unequalled  in 
tone.  It  stands  the  test  of  any  receiver 
without  the  confusion  of  sounds  so  com- 
mon to  radio  when  great  power  is  used. 
Requires  less  battery  or  electric  current- 
prolonging  the  life  of  the  tubes.  The 
Ultratone  is  specially  made  to  meet  every 
condition  in  sound  amplification, 

ULTRATONE 
TABLE  MODEL  No.  8 

*15-00 


QUICK  TURNOVER 
and  PROFIT 

See  and  hear  the  Ultratone— it  will  speak  for 
you  with  dollars.  Mechanically  perfect  and  at- 
tractive in  appearance  the  Ultratone  is  a  proved 
fast  selling  profitable  item— popularly  priced. 

i?  visit  to  our  exhibit  at  Booth  2>AA  in  the 
Main  Hall  and  the  demonstration  in  Room 
523/4  at  the  Stevens  Hotel  will  convince 
you  of  Ultratone  superiority  and  salability. 


ULTRATONE  MFG.  CO. 


1046  W.  Van  Bur  en  St. 


CHICAGO 
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Federated  Radio  Trade  Assn. 

Completes  Convention  Plans 

Dealers,  Wholesalers  and  Manufacturers'  Representatives'  Sections  Are  All  Opti- 
mistic Over  Outlook — Will  Join  in  Open  Meeting  of  RMA  on  Tuesday,  June  12 


Plans  have  been  completed  for  the  convention 
of  the  Federated  Radio  Trade  Association, 
which  will  be  held  June  11-15,  Stevens  Hotel, 
Chicago,  in  connection  with  the  Second  RMA 
Trade  Show.  The  board  of  directors  of  the 
Federated  met  on  May  26,  at  the  Stevens  Ho- 
tel, to  adopt  the  final  and  complete  plans  and 
make  arrangements  for  the  entertainment  of 
delegates  and  members  from  the  entire  industry. 

Michael  Ert,  chairman  of  the  Association  sec- 
tion of  the  Federated,  states  that  many  organ- 
izations have  signified  their  intention  of  join- 
ing with  this  national  movement  in  their  at- 


tempt to  better  conditions  in  the  industry. 
Julian  Sampson,  chairman  of  the  dealers'  sec- 
tion, states  that  his  organization  committee  will 
have  complete  plans  ready  for  adoption  by  all 
of  the  dealers  present,  and  they  look  forward 
to  securing  the  applications  of  several  hundred 
dealers  in  organizing  this  group.  Many  dealers 
have  expressed  themselves  in  favor  of  a  na- 
tional organization  and  are  anxious  to  help  this 
section  of  the  Federated  become  a  complete 
success. 

George  Riebeth,  chairman  of  the  manufac- 
turers' representative  section,  is  highly  optimis- 


_The  PRE- SHOW _ 
CHAOS  of  CLAIMS 


10  minutes 

with  Arborphone's  Sur- 
prise A-C  Models  and 
the  aggressive  merchan- 
dising plan  behind  them 
will  reveal  to  you  un- 
precedented opportu- 
nity. Be  sure  to  see  our 
private  showing,  Suite 
1605,4  at  the  Stevens. 
R.  M.  A.  Show,  June  11 
to  18. 


ATTENTION  Dealers 
Unable  to   Attend  the 
Show 

We  will  send  you  the  com- 
plete illustrated  story  of 
Arborphone's  Surprise  A-C 
models  ranging  from  $75  to 
$350,  and  details  of  our  ag- 
gressive merchandising  plan 
— write  today. 


Arborphone  is  licensed 
under  patents  of 

General  Electric  Co. 
Westinghouse  Electric  & 

Mfg.  Co. 
American  Telephone  & 

Telegraph  Co. 
Radio   Corporation  of 

America 
Loftin- White 
Meissner 


LAIMS  —  claims  —  claims  —  what  a 
chaos  of  claims.  Lowest  price  claims 
— claims  of  supreme  receptivity — natu- 
ralness of  tone  and  clarity.  Claims  of 
keenest  selectivity — claims  of  unequalled 
beauty — claims,  ad  infinitum. 

No  new  claims  can  be  added.  The  per- 
fect radio  and  the  supreme  value  in  ra- 
dio has  been  built  in  words  time  and 
time  again.  But  what  manufacturer  has 
actually  come  nearest  this  coveted  goal, 
the  Show  will  reveal.  Claims  will  give 
way  to  facts.  The  nation's  most  alert 
radio  merchandisers,  marshalling  these 
facts,  we  believe,  will  award  highest  hon- 
ors to  Arborphone's  Surprise  A-C  models. 

Be  sure  to  see  our  display  at  the 
R.  M.  A.  Show  —  June  11  to  18 
Stevens  Hotel,  Chicago 
Booth  No.  104 

Private  Showing,  State  1605 'A 


ARBORPHONE  Div. 

Consolidated  Radio  Corp* 

ANN  ARBOR  -  MICHIGAN  -  U.  S.  A. 


ARBORPHONE 


tic  concerning  the  outcome  of  his  group  in 
which  manufacturers'  representatives  and  sales- 
men are  eligible  for  membership.  Harry  Alter, 
vice-chairman  of  the  Radio  Wholesalers'  Asso- 
ciation, the  jobbers'  group  of  the  Federated, 
states  that  a  great  deal  of  interest  is  being 
aroused  in  this  national  Association  of  jobbers. 
This  group  is  completely  organized  and  hopes 
to  accomplish  its  aims  for  the  benefit  of  all 
wholesalers. 

The  Federated  Radio  Trade  Association  will 
meet  with  the  open  meeting  of  the  Radio  Manu- 
facturers' Association  on  Tuesday,  June  12.  On 
Wednesday,  June  13,  all  of  the  sections  of  the 
Federated  will  hold  individual  meetings  for  the 
discussion  and  solution  of  their  own  problems. 
On  Thursday  the  board  of  directors  of  the  Fed- 
erated will  meet  to  jointly  discuss  the  result 
of  their  Wednesday  sectional  meetings.  They 
will  discuss  the  program  for  the  coming  year 
and  outline  the  activities  of  the  organization. 
President  Harold  J.  Wrape  is  very  optimistic 
concerning  the  outcome  of  the  entire  conven- 
tion, and  believes  it  will  prove  the  most  suc- 
cessful meeting  ever  held. 


Attractive  Interior 
a  Feature  of  Store 


Inviting  Prospect  of  Main  Floor  Display 
a  Reason  for  Success  of  Select  Furni- 
ture Corp.  Radio  Business 

Scranton,  Pa.,  June  5.— The  Select  Fur- 
niture Corp.,  116  N.  Washington  avenue,  Bruns- 
wick and  Federal  radio  dealer,  firmly  believes 


Interior  of  Select  Furniture  Corp. 

that  the  atmosphere  of  the  store  should  reflect 
the  quality  of  the  products  carried  and  the  ac- 
companying illustration  is  evidence  that  the 
officials  of  the  company  have  succeeded  in  car- 
rying out  these  ideas.  The  radio  department 
proper  is  located  on  an  upper  floor  but  the  at- 
tractiveness of  the  main  floor  display  is  such 
that  the  customer's  interest  is  aroused  to  a 
point  of  going  upstairs. 


Distributor  Dines 
Record  Sales  Staffs 


Cleveland,  O.,  June  6—  Record  sales  people  in 
the  employ  of  Victor  dealers  in  Cleveland,  O., 
were  the  guests  of  the  Cleveland  Talking  Ma- 
chine Co.,  Victor  distributor,  at  a  dinner  given 
at  the  Hotel  Statler,  and  which  was  followed 
by  a  very  interesting  meeting  in  the  interest  of 
record  sales  promotion.  The  principal  speaker 
of  the  evening  was  Miss  Madeline  Davies, 
of  the  Victor  Red  Seal  promotional  department, 
who  gave  her  audience  a  number  of  pointers 
on  selling  Red  Seal  and  other  Victor  records. 
Miss  S.  M.  Yates,  head  of  the  record  sales  de- 
partment, was  in  charge  of  the  meetings,  and 
gave  a  short  and  interesting  talk,  and  intro- 
duced Miss  Davies. 


Moves  to  New  Quarters 

The  Nassau  Radio  Co.,  of  Brooklyn,  N.  Y., 
has  moved  to  larger  quarters  at  20  Bergen 
street  in  anticipation  of  an  exceptionally  good 


The  Talking  Machine  World,  New  York,  June,  1928 


163 


Innovations  for 

Berg  Artone  Line 

One  Model  to  Be  Equipped  With  An  Elec- 
tric Motor  for  House  Socket  Operation 
New  Amplifying  System  Devised  for 
Use  in  the  Artone  Portable 


HOME  BROADCASTER 


The  Berg  A.  T.  &  S.  Co.,  Long  Island  City, 
has  added  two  innovations  to  its  line  of  Artone 
portables. 

One  of  the  Artone  models  will  be  equipped 
with  an  electric  motor  that  can  be  plugged 
into  any  convenient  lamp  socket  or  house  wir- 
ing outlet. 

After  a  careful  study  of  the  field  Sales  Man- 
ager E.  R.  Manning  was  convinced  of  the 
strong  market  for  electrically  operated  port- 
ables. Mr.  Manning  points  out  that  while  an 
electrically  operated  portable  could  not  be  used 
away  from  a  house,  it  is  estimated  that  80  per 
cent  of  the  portables  that  are  purchased  are 
bought  for  home  use. 

The  other  added  innovation  is  an  improved 
amplifying  system  to  be  used  in  the  $35  model 
of  the  Artone  portable.  This  amplifying  sys- 
tem is  the  invention  of  Joseph  Berg,  president 
of  the  company,  and  for  which  patent  has  been 
applied  for. 


Carryola  Features 
Three  New  Portables 


tool  your 
friends  <■— 


be  your  own 
broadcaster 


This  is  the  product —judge  its 
sales  merits  yourself:— 

An  adapter  plug  that  slips  into  the  detector  tube  socket  of  any  radio  set,  with  a  long  extension  cord  that 
reaches  into  another  room  or  closet,  where  you  talk  into  a  microphone  and  broadcast  via  the  loudspeaker. 
Uet  some  friends  together,  tune  in  on  your  favorite  station,  ease  out  of  the  room,  to  the  Broadcaster 
microphone,  and  at  an  opportune  moment,  simply  press  the  switch  button  on  the  microphone,  automatically 
cutting  off  radio  reception — and  make  a  station  announcement  from  Paris  or  Shanghai,  give  a  wrong  time 
signal,  make  some  intimate  remarks  about  your  friends — say  anything!  Then  release' the  button  and  let 
the  program  continue.    It  fools  everybodyl      .  . 

and  sells  in  a  steady  stream  wherever  it  is  displayed 


Type  UX,  for  sets 
using  A-prong 
Detector  Tubes. 


The  Home  Broadcaster  can  be  left  permanently  connected  to  the 
set  as  it  will  not  interfere  with  radio  reception.  It  is  absolutely 
noiseless  and  will  give  clear  and  undistorted  reproduction.  It  is 
small,  light  and  compact  and  can  be  easily  slipped  into  the 
pocket  to  be  taken  to  a  party.  It  is  unnecessary  to  change  any 
of  the  set  wiring  or  make  changes  in  the  battery  connections. 
Write  for  descriptive  circular. 

List  Price  $7*50  Complete 


Type  AC,  for  sets 
using  S-prong 
Detector  Tubes. 


BROOKLYN  METAL  STAMPING  CORP. 


720  Atlantic  Ave. 


Brooklyn,  N.  Y. 


See  our  exhibit  at  Chicago  Trade  Show,  Booth  146 


phragm.  Model  30,  which  retails  for  $25,  is  fin-     loud  speaker  which  is  housed  in  its  lid,  and  the 


(Continued  front  page  32h) 
graph.    These  new  products  are  shown  in  a 
variety  of  eighteen  different  designs  and  were 


ished  in  a  heavy  special  design  Fabrikoid,  fur- 
nished in  four  colors,  blue,  black,  red  and 
brown. 

A  patented  wood  album  which  automatically 
opens  and  closes  by  a  push  button  is  a  feature 


portable  is  fully  licensed  under  RCA  patents. 
An  electric  pick-up  and  three  AC  tubes  are 
employed.  This  portable  is  furnished  in  either 
black  or  brown  heavy  Fabrikoid  and  also  in 
two-tone  wood  cabinets  with  wood  tables  to 


One  and  Two:   New  Power  Amplified 

first  displayed  at  the  Music  Trade  Convention 
in  New  York  the  week  of  June  4. 

Model  20,  retailing  at  $15,  contains  an  air 
column  tone  chamber  and  is  furnished  in  three 
colors,  blue,  black  and  brown,  finished  in  Fabri- 
koid. Model  30,  also  containing  an  air  column 
tone  chamber,  is  equipped  with  a  new  patented 
tone  arm  and  reproducer,  both  of  Bakelite,  the 
reproducer   containing   a  patented  metal  dia- 


Electric    Portable   Phonographs.    Three:  Model 

of  Model  40  Carryola  portable  phonograph, 
and  on  this  particular  model  all  metal  parts  are 
gold  plated.  Model  40  is  equipped  with  an 
automotic  stop  and  tone  modifier  and  is  fur- 
nished in  two  colors,  black  and  brown. 

The  new  power  amplified  electric  portable 
phonograph  represents  a  new  departure  in  the 
manufacture  of  the  smaller  machines.  It  is 
equipped  with  an  electric  motor,  a  cone  type 


40.    Four:  Model  30     Five:  Model  20. 

match,  upon  which  the  portable  may  be  placed 
in  the  home  of  the  owner. 


The  new  and  better 


Vitalitone 

(Life-Like  Tone) 

Dynamic  Speaker 

Now  ready  Sor  delivery.  Write  for  literature  and  prices. 
Don't  buy  until  you  have  heard  this  revelation 
in  tone  reproduction. 

VITALITONE  RADIO  CORPORATION 


88  UNIVERSITY  PLACE 


NEW  YORK,  N.  Y. 


Appointed  Brunswick 
Buffalo  Manager 

George  A.  Lyons,  formerly  district  Panatrope 
manager  of  the  Brunswick-Balke-Collender  Co., 
with  headquarters  in  Philadelphia,  has  been 
selected  by  the  Brunswick  general  sales  office 
to  open  a  Panatrope  division  sales  office  in  Buf- 
falo. Mr.  Lyons  has  been  associated  with  the 
Brunswick  organization  for  many  years,  and 
his  host  of  friends  in  the  trade  are  wishing  him 
well  in  his  new  territory  and  new  work. 

E.  S.  Germain,  who  has  been  branch  manager 
of  the  Panatrope  division  of  the  Cleveland  dis- 
trict, has  been  selected  to  succeed  Mr.  Lyons 
and  has  established  his  headquarters  in  Phila- 
delphia. A  long  and  successful  record  with 
Brunswick  in  other  cities,  and  a  thorough 
knowledge  of  the  phonograph  industry,  give 
Mr.  Germain  a  background  of  experience  for 
his  new  position. 


Walter  Coll,  former  manager  of  the  Gibbs 
Piano  Co.  stores,  in  Springfield,  Mass.,  has 
opened  his  own  store  at  48  AUyn  street,  Hart- 
ford, Conn. 
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Victor  Co.  to  Award  $40,000 
for  Native  Concert  Compositions 

In  Order  to  Encourage  Musical  Creation  in  United  States,  Victor  Co.  Will  Award 
$25,000  for  Symphonic  Work  and  $15,000  for  Popular  Compositions 


For  the  purpose  of  encouraging  musical  crea- 
tion in  the  United  States,  the  Victor  Talking 
Machine  Co.  on  May  28  made  formal  announce- 
ment of  its  offer  of  awards  aggregating  $40,- 
000  for  native  symphonic  and  popular  concert 
compositions,  which  includes  a  single  award  of 
$25,000  for  the  best  work  of  the  symphonic  type 
within  the  playing  scope  of  a  full  symphony 


|lSERV)^J^^^UM£NTSll 

a.  c.  Portable  d.  c. 
Laboratories 

Most  Complete  Test  Sets 
Ever  Designed 


SUPREME  MODEL  IO0A 
Radio  Service  I  n  strum  en  t  and  Traveling  Case 
Instrument  lifts  out  of  case.  Fully  equipped  with  instru- 
ment, all  tools,  and  supplies  necessary  for  a  service  man  to 
step  out  on  a  job.  This  case  contains  compartments  for 
everything  and  has  a  tube  shelf  designed  for  instant  accessi- 
bility hut  absolute  protection  to  tubes.  Under  this  swinging 
shelf  are  felt-Lined  compartments  for  small  tubes,  oscillator 
coils,  etc.  Has  lock  and  key.  Strong  leatherette  covered  case, 
size  1036x18x7  inches.  Price  complete,  $98.50  net.  Equipri'd 
with  large  AC  meter  0-3.  0-18,  O-150  volt  triple  scale  with 
leads,  in  leather  case.    $11.00  extra. 

Installment   Plan:  $28.50   Cash   and  $10.00  Monthly. 


mm 


Patents 
Applied  For 

SUPREME   MODEL  80A 
RADIO   SERVICE   INSTRUMENT,   STORE  CASE 
Cover  has  slip  hinges  for  removal 
Fully  equipped  with  instrument,  special  test  cords,  adaptors, 
coils,  and  everything  needed  to  test  radios  and  demonstrate 
in  the  store  or  on  counter.     Cover  has  compartment  to  hold 
all  accessories.     Has  lock  and  key.     Strong  leatherette  cov- 
ered carrying  case,   size  7x18x5%  inches. 

PRICE  COMPLETE  $89.50  NET 
Equipped  with  large  AC  meter  0-3.  OlS,  O-150  volt  triple 
scale  with  leads.  In  leather  case   $11.00  extra 

BOOKLET  ON  SERVICE  READY  FOR 
FREE  DISTRIBUTION 
The  Supreme  Instruments  Corporation  of  Greenwood,  Miss. , 
makers  of  the  Supreme  radio  service  instruments  and  portable 
laboratories,  have  recently  received  a  G4-page  booklet  from 
the  press,  entitled,  "How  to  Service  Radios  and  Money  Mak- 
ing in  Radio  Service,"  which  will  be  mailed  free  to  all 
dealers  and  service  men  requesting  same. 

This  large  booklet  of  30,000  words  is  written  in  an  enter- 
taining manner  and  has  numerous  subjects  of  interest  to  the 
service  man. 

Something  new  started  by  this  concern  for  users  of  Su- 
preme instruments  is  the  newly  created  branch  of  the  engi- 
neering department  which  helps  the  service  man  in  his  diffi- 
cult service  problems.  This  service  is  free  to  Supreme  users 
at  all  times  and  is  run  by  practical  service  men  and  a  former 
radio  editor. 


THE  SUPREME  IEISTSUMEHTS  CORP. 


VOOO,  MISSISSIPPI 


orchestra,  which  is  believed  to  be  the  largest 
amount  ever  offered  for  a  single  composition. 

The  offer  of  the  Victor  Co.  was  presented  be- 
fore a  distinguished  group  pi  patrons  of  music, 
musical  critics,  artists  and  writers  at  a  dinner 
at  the  Savoy-Plaza  Hotel  by  John  Erskine, 
president  of  the  Juilliard  School  of  Music  and 
prominent  author,  and  was  broadcast  over  Sta- 
tion WJZ,  New  York,  and  affiliated  stations  of 
the  Blue  Network  of  the  National  Broadcasting 
Co.  Mr.  Erskine  was  introduced  by  Rudolph 
Ganz,  noted  pianist  and  former  conductor  of 
the  St.  Louis  Symphony  Orchestra,  acting  as 
toastmaster,  who  in  turn  had  been  presented 
to  the  guests  by  E.  E.  Shumaker,  president  of 
the  Victor  Talking  Machine  Co. 

The  competition,  as  explained  by  Mr.  Erskine, 
is  in  two  divisions,  one  for  a  work  of  the  sym- 
phonic type,  and  one  for  a  concert  composition 
within  the  playing  scope  of  the  American  dance, 
jazz,  symphonic  jazz  or  popular  concert  orches- 
tra type  of  musical  organization. 

For  the  best  composition  within  the  playing 
scope  of  the  symphony  orchestra  a  single  award 
of  $25,000  is  offered.  While  no  specific  restric- 
tion is  being  imposed  upon  contestants,  the  hope 
has  been  expressed  by  the  Victor  Co.  that  out 
of  the  competition  may  come  a  symphonic  work 
which  will  be  truly  American  in  conception. 

For  the  best  composition  in  the  so-called  jazz 
or  symphonic  jazz  idiom  an  award  of  $10,000 
is  offered,  and  for  the  second-best  composition 
in  this  class  $5,000  is  offered. 

The  board  of  judges  who  will  pass  upon  the 
symphonic  manuscripts  is  composed  of  the  fol- 
lowing distinguished  musicians  and  conductors: 
Mme.  Olga  Samaroff,  concert  pianist  and  musi- 
cal critic;  Rudolph  Ganz,  former  conductor  of 
the  St.  Louis  Symphony  Orchestra;  Leopold 
Stokowski,  conductor  of  the  Philadelphia  Sym- 
phony Orchestra;  Serge  Koussevitsky,  conduc- 
tor of  the  Boston  Symphony  Orchestra,  and 
Frederick  Stock,  conductor  of  the  Chicago  Sym- 
phony Orchestra.  Judges  for  the  popular  com- 
petition will  be  announced  at  a  later  date. 

Because  the  competition  is  a  movement  defi- 
nitely to  encourage  American  creative  music, 
it  is  open  only  to  composers  of  American  citi- 
zenship, and  manuscripts  submitted  by  those 
not  within  this  classification  will  not  be  consid- 
ered.   This  restriction  applies  to  both  divisions 


E.  E.  Shumaker 

of  the  competition.  The  ^official  rules  are  ob- 
tainable from  the  donors  of  the  award, 

In  offering  separate  awards  for  two  distinct 
types  of  compositions  the  Victor  company 
recognized  "a  clear  division  among  the  ideals 
of  American  composers,"  as  explained  in  the 
rules.  Because  of  the  essentially  different  prob- 
lems of  composition  involved  in  the  two  classes, 
participants  in  the  symphonic  competition  will 
be  given  one  year  in  which  to  submit  manu- 
scripts, while  those  competing  in  the  jazz  class 
will  have  five  months  for  composition.  Both 
competitions  opened  May  28,  1928.  Symphonic 
manuscripts  must  be  submitted  not  later  than 
midnight  of  May  27,  1929,  and  the  award  will  be 
announced  on  October  3,  1929.  Jazz  composi- 
tions must  be  submitted  on  October  29,  1928, 
and  the  awards  will  be  announced  December 
28,  1928. 

At  the  announcement  dinner  the  speakers  in- 
cluded, in  addition  to  Mr.  Erskine,  Mme.  Olga 
Samaroff,  Ernest  Schelling,  both  noted  artists; 
Mrs.  E.  Stillman  Kelly,  president  of  the  Na- 
tional Association  of  Music  Clubs,  and  several 
others,  including  John  Philip  Sousa,  the  noted 
bandmaster,  who  led  the  orchestra  with  one 
of  his  march  compositions.  Reinald  Werren- 
rath,  the  baritone,  sang  a  number  for  the  edifi- 
cation of  the  guests,  and  other  entertainment 
was  provided  during  the  evening  by  the  Victor 
Salon  Orchestra,  under  the  direction  of  Na- 
thaniel Shikret,  and  by  the  Revelers. 

Hope  was  expressed  by  the  various  speakers 
that  as  a  result  of  the  generous  action  of  the 
Victor  Co.  there  would  be  brought  to  light  a 
great  symphonic  work  reflecting  in  no  uncer- 
tain manner  the  spirit  of  America. 


Gulbransen  Enters 

Radio  Set  Field 


The  Gulbransen  Co.,  Chicago,  has  announced 
the  addition  of  a  line  of  radio  receivers,  this  di- 
vision of  the  Gulbransen  business  being  entirely 
separate  from  the  piano  department.  The  first 
Gulbransen  receivers  are  furnished  in  two  styles, 
a  table  model,  retailing  at  $137.50,  and  a  console 
model  at  $225.  The  Gulbransen  receiver  is  a  six- 
tube  AC  receiving  set.  It  bears  a  name  respected 
in  the  world  of  music,  due  to  the  prestige  of 
Gulbransen  pianos,  built  up  over  a  period  of  years 
through  consistent  national  advertising. 

The  Gulbransen  receivers  are  said  to  be  instru- 
ments sturdy  in  construction,  simple  to  operate 
and  of  great  beauty  from  the  standpoint  of  cabi- 
net work.  The  Gulbransen  radio  line  is  now  in 
production,  and  A.  G.  Gulbransen,  president,  an- 
nounces that  the  first  shipments  will  probably  be 
made  the  middle  of  June.  Back  of  Gulbransen 
radio  products  are  Mr.  Gulbransen's  fifty  years  of 
experience  and  background  in  the  music  business. 
M  ore  than  150,000  people  in  the  United  States  are 
already  familiar  with  the  reputation  of  the  Gul- 


bransen Co.,  through  ownership  of  Gulbransen 
pianos.  In  making  announcement  of  the  radio 
receivers,  Mr.  Gulbransen  stated  that  the  piano 
salesmen  will  continue  on  piano  activities  in  a 
division  separate  from  the  radio. 

The  console  model  contains  a  built-in  speaker, 
one-dial  control,  and*  is  produced  in  a  walnut 
cabinet.  The  table  model  is  also  in  a  wal- 
nut finish.  All  of  the  public  acceptance  for  Gul- 
bransen products,  built  up  through  the  firm's  na- 
tional advertising  campaigns,  becomes  an  addi- 
tional asset  in  the  merchandising  of  the  new  radio 
line.  The  company  has  announced  that  an  ag- 
gressive advertising  program  has  been  prepared 
for  the  radio  division. 


Increase  Freshman 
Co.'s  Common  Stock 


—  ( 

At  a  meeting  of  stockholders  of  the  Charles 
Freshman  Co.,  Inc.,  New  York,  on  June  4, 
it  was  decided  to  increase  the  common  stock  of 
the  company  from'  225,000  shares  to  500,000 
shares  of  no  par  value,  according  to  an  an- 
nouncement by  C.  A.  Earl,  president. 
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Irving  Sarnoff  Heads 
Distributing  Firm 

Sterling  Radio  &  Electric  Co.  Formed  to 
Distribute  Majestic  and  Other  Radio 
Lines  in  Metropolitan  Territory 

Irving  Sarnoff,  one  of  the  best-known  execu- 
tives in  the  music-radio  industry  in  the  Eastern 
district,  has  announced  the  formation  of  the 
Sterling  Radio  &  Electric  Co.,  with  headquar- 
ters at  27  Warren  street,  New  York  City.  This 
new  company,  of  which  Mr.  Sarnoff  is  presi- 
dent, will  distribute  Majestic  all-electric  radios 
and  other  well-known  lines  of  radio  accesso- 
ries and  cabinets  in  Greater  New  York,  Brook- 


lyn, Long  Island,  Staten  Island  and  Westchester 
County.  Plans  are  being  made  to  cover  this 
territory  intensively  with  a  staff  of  sales  repre- 
sentatives. 

The  Sterling  Radio  &  Electric  Co.  will  main- 
tain a  completely  equipped  showroom  and 
service  department  at  the  New  York  City  ad- 
dress, and  will  make  deliveries  not  only  from 
stock  on  hand  in  their  own  building  but  also 
from  a  warehouse  in  Brooklyn,  thus  insuring 
prompt  and  efficient  service  to  all  dealers. 

Mr.  Sarnoff's  past  experience  fits  him  par- 
ticularly well  for  the  post  of  chief  executive 
officer  of  this  new  distributing  firm.  He  was 
associated  with  Stanley  &  Patterson,  New  York, 
one  of  the  largest  distributing  houses  in  the 
East,  for  many  years  as  manager  of  the  radio 
division,  enjoying  intimate  contact  with  dealers 


in  the  metropolitan  district.  Mr.  Sarnoff  states 
that  the  policy  of  his  new  firm  will  be  to 
render  the  same  high  type  of  service  and  co- 
operation with  dealers  that  they  have  become 
accustomed  to  in  his  previous  connection. 


Ends  Wholesale  Outlets 


Cambridge,  Mass.,  June  1. — The  General  Radio 
Co.,  of  this  city,  will  discontinue  all  of  its  dis- 
tribution outlets  on  July  1.  It  is  announced 
that  this  change  has  been  brought  about  not 
through  failure  of  this  method  of  distribution, 
but  rather  due  to  a  change  in  the  product  manu- 
factured, as  the  major  part  of  its  output  is  now 
in  laboratory  apparatus  and  a  different  plan  of 
distribution  is  essential. 


TRADE  MAKK  REGISTERED 


BRANCH  OFFICES 

NEW  YORK  OFFICE 
No.  80  Maiden  lane 
Rulofson  and  Sayer 
Eastern  Representatives 

C.  L.  Strey, 

General  Sales  Representative 
Wabash,  Indiana. 

New  England  States : 

G.  E.  Young  and  Company, 

Lebanon,  N.  H. 

Studley  Box  and  Lumber  Co. 
Rochester,  N.  H. 


r 


Nifty  pack 

What  could  be  sweeter  than  the 
Jiffycase  manner  of  packing 
furniture?  Can  you  conceive  of 
a  niftier  pack? 

Jiffy  cases  speed  up  packing.  They 
come  to  you  in  the  shape  of 


reinforced  panels,  cut  to  size 
and  ready  for  instant  assembling. 

Jiffycases  reduce  shipping  costs. 
They  stack  in  minimum  storage 
space  and  require  only  a  skele- 
ton shipping  room  personnel  to 
assemble. 

Jiffycases  build  goodwill.  Being 
both  light  and  supremely  sturdy, 
they  carry  your  product  with 
utmost  safety  at  the  lowest  pos- 
sible freight  cost. 

Jiffycases  can  be  adapted  to  your 
needs — May  we  show  you  how? 


Space  1 29,  R  M  A  Trade  Show,  Hotel  Stevens,  June  11-15 


THE  NORTHWESTERN  COOPERAGE  &.  LUMBER  COMPANY,  GLADSTONE,  MICH. 
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President  Signs  New  Revenue 

Bill  Aiding  Instalment  Dealers 

Includes  an  Amendment  Designed  to  Relieve  Merchants  Doing  Instalment  Business 
From  Paying  Double  Taxes — Reduces  Corporation  Tax  Rate  to  12  Per  Cent 


Washington,  D.  C,  May  31. — On  Tuesday 
President  Coolidge  signed  the  new  Revenue 
Bill,  including  the  various  provisions  agreed 
upon  by  the  confreres  of  the  Senate  and  House, 
after  prolonged  discussion,  thus  making  the 
new  measure  a  law  of  the  land.  The  new  pro- 
visions include  an  amendment  designed  to 
relieve  merchants  doing  business  on  the  in- 
stalment basis  from  paying  double  taxes,  the 
reduction  of  the  corporation  tax  rate  to  12  per 
cent,  and  the  retention  of  the  present  surtaxes 
on  individual  incomes.  The  bill  also  increases 
the  exemption  of  corporations  from  $2,000  to 


Reputation 


is  the  life-blood 
of  the  successful 
business.  Televo- 
cal  quality  Tubes 
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$3,000  and  increases  from  $20,000  to  $30,000 
the  maximum  of  earned  income.  The  Senate 
provision  for  publicity  of  returns  was  aban- 
doned, as  was  the  House  provision  for  a  grad- 
uated tax  on  small  corporations. 

The  12  per  cent  tax  rate  on  corporate  income 
was  a  compromise  between  the  House  rate  of 
11^4  per  cent  and  the  Senate  rate  of  12i/£  per 
cent,  and  will  save  the  corporations  of  the 
country  a  total  of  $123,450,000,  while  the  in- 
crease in  exemption  will  save  another  the  round 
sum  of  $12,000,000. 

The  total  reduction  in  the  bill  finally  agreed 
upon  is  approximately  $220,000,000,  somewhat  in 
excess  of  the  $210,000,000  limit  set  by  the  ad- 
ministration and  the  $206,000,000  bill  passed  by 
the  Senate,  but  well  below  the  $290,000,000  cut 
made  by  the  House. 

The  instalment  provisions  of  the  bill  stipulate 
that  "if  a  taxpayer  elects  for  any  taxable  year 
to  report  his  net  income  on  the  instalment  basis, 
then  in  computing  his  income  for  the  year  of 
change  or  any  subsequent  year,  amounts  actual- 
ly received  during  any  such  year  on  account  of 
sales  made  in  any  prior  year  shall  not  be  ex- 
cluded." 

It  is  also  provided  that  "if  any  tax- 
payer by  an  original  return  made  prior  to 
February  26,  1926,  changed  the  method  of  re- 
porting his  net  income  for  the  taxable  year  1924 
or  any  prior  taxable  year  to  the  instalment 
basis,  then,  if  his  income  for  such  year  is  prop- 


erly to  be  computed  on  the  instalment  basis — 

"(1)  No  refund  or  credit  of  income,  war- 
profits  or  excess  profits  taxes  for  the  year  in 
respect  of  which  the  change  is  made  or  any 
subsequent  year  shall  be  made  or  allowed,  un- 
less the  taxpayer  has  overpaid  his  taxes  for 
such  year,  computed  by  including,  in  comput- 
ing income,  amounts  received  during  such  year 
on  account  of  sales  or  other  dispositions  of 
property  made  in  any  prior  year;  and 

"(2)  No  deficiency  shall  be  determined  or 
found  in  respect  of  any  such  taxes  unless  the 
taxpayer  has  underpaid  his  taxes  for  such  year, 
computed  by  excluding,  in  computing  income, 
amounts  received  during  such  year  on  account 
of  sales  or  other  dispositions  of  property  made 
in  any  year  prior  to  the  year  in  respect  of  which 
the  change  was  made." 

"(b)  Nothing  in  this  section  shall  be  con- 
strued as  in  any  manner  modifying  sections 
607,  608,  609  or  610  of  this  Act,  relating  to 
the  effect  of  the  running  of  the  statute  of 
limitations." 

It  is  provided,  however,  that  relief  is  not  to 
be  provided  for  taxpayers  shifting  to  the  instal- 
ment basis  and  filing  amended  returns  for  pre- 
vious years,  although  they  are  to  be  protected 
as  regards  their  original  returns. 

The  amendment  provides  that  in  case  of 
claims  by  the  taxpayer  for  refunds  the  double 
taxation  rule  shall  apply,  but  that  in  case  of 
claim  by  the  Treasury  Department  for  de- 
ficiency the  single  tax  rule  shall  apply.  It  is 
stated  that  most  of  the  claims  in  the  music 
industry  which  have  arisen  or  would  arise 
are  deficiency  claims  and  protected  by  the 
amendment.  It  is  further  understood  that 
there  are  no  pending  deficiency  claims  of  any 
size  arising  from  amended  returns  so  that  none 
of  these  things  have  been  adversely  affected 
by  confining  the  relief  only  to  the  original  re- 
turns. 


Mohawk  Distributor  Features  Service 


W.  A.  Everly  and  F.  E.  Fluegel,  officials  of  the  National  Auto  &  Radio  Co.,  are  here  shown 
before  starting  off  a  rush  order  of  Mohawk  receiving  sets  destined  for  Roshek  Bros.,  Dubuque. 
"Fast  delivery  service,"  even  though  it  necessitates  the  use  of  airplanes,  is  a  Mohawk  trait. 

Fada  Metropolitan  Trade  Dines 


Seven  hundred  Fada  franchised  dealers  from  the  New  York  territory  were  entertained  on  May 
25  at  a  banquet  at  the  Hotel  Astor,  New  York  City,  marking  the  culmination  of  the  exhibit  of 
new  Fada  models.    The  gathering  was  addressed  by  R.  M.  Klein,  general  manager. 


Harpist  Buys  Lyon 
&  Healy  Instrument 

Baroness  Violet  B.  Wenner,  International- 
ly Known  Soloist,  Pays  Tribute  to  the 
Excellence  of  Lyon  &  Healy  Product 

Chicago,  III.,  June  4. — A  sale  which  brought  to 
light  a  few  interesting  details  regarding  the  ca- 
reer of  a  most  versatile  and  eminent  artist  is 
one  recently  made  of  a  Lyon  &  Healy  concert 
harp  to  the  Baroness  Violet  B.  Wenner  by  R.  J. 
Keenley,  manager  of  the  harp  department  of 
Lyon  &  Healy. 

Baroness  Wenner  is  on  a  tour  of  this  coun- 
try and  recently  stopped  in  Chicago.  The 
Baroness  has  not  only  studied  with  some  of  the 
greatest  harpists  of  England,  but  has  also 
achieved  distinction  as  a  painter,  having  studied 
under  the  tutelage  of  Professor  Von  Angeli, 
a  very  famous  painter  of  European  nobility. 
Among  the  many  notables  she  has  painted  are 
the  former  Kaiser,  the  late  Franz  Joseph,  and 
Marchioness  of  Cambridge  and  her  children. 

Before  coming  to  America  she  was  solo  harp- 
ist with  the  Halle  Orchestra,  under  the  direc- 
tion of  Franz  Richter,  noted  for  his  Wagnerian 
Bayreuth  Festival  performances. 

Asked  concerning  her  choice  of  the  Lyon  & 
Healy  concert  harp,  the  Baroness  stated:  "In 
my  travels  here  and  abroad  I  have  found  that 
my  harp  is  subjected  not  only  to  much  han- 
dling, but  also  to  the  rigors  of  violent  climatic 
changes.  One  reason,  therefore,  why  I  prefer 
the  Lyon  &  Healy  concert  harp  is  its  sturdy 
construction  and  its  remarkable  ability  to  resist 
the  retrograding  effects  of  varying  climates." 


Harmonica  Scores 
at  Rotary  Conference 

Atlantic  City,  June  1. — The  harmonica  cap- 
tured Atlantic  City  at  the  recent  annual  con- 
ference of  the  Fiftieth  District  of  the  Rotary 
International,  representing  eastern  Pennsyl- 
vania and  New  Jersey.  Nine  cities  had  their 
own  uniformed  harmonica  bands.  A  parade  in- 
augurated harmonica  festivities  in  which  400 
youngsters  took  part.  Preliminary  contests 
were  held  on  Young's  Million  Dollar  Pier  fol- 
lowed by  finales  during  lunch  hour. 

Rotarian  "Al"  Hoxie,  who  had  just  concluded 
the  annual  harmonica  contest  in  Philadelphia, 
addressed  the  Rotarians  upon  the  subject  of 
harmonica  music.  The  Philadelphia  Harmon- 
ica Band  made  a  special  trip  to  Atlantic  City 
for  the  affair,  and  Ray  Kraus,  who  won  the 
harmonica  championship  in  Philadelphia,  was 
also  present. 

At  the  banquet  in  the  evening  the  harmonica 
was  also  an  important  factor  in  the  musical 
program,  and  at  the  conclusion  of  the  confer- 
ence a  resolution  was  adopted  commending  Al- 
bert M.  Hoxie  for  his  splendid  work  and  recom- 
mending the  organization  and  training  of 
community  harmonica  bands  to  the  Rotary 
Clubs. 


French  Manufacturer  of 

Saxophones  in  New  York 

G.  Bredy,  of  Paris,  France,  manufacturer  of 
reeds  for  clarinets  and  saxophones,  under  the 
names  of  "Sirene"  and  "Bredy  Solist,"  is  now 
in  New  York  for  the  purpose  of  demonstrating 


his  product  to  American  musicians.  He  is 
making  his  headquarters  at  the  New  York 
offices  of  Thorens,  Inc.,  450  Fourth  avenue, 
where  the  entire  line  of  reeds  is  on  display. 


Mitzie  Dailey  Is 

Bacon  Enthusiast 


banjo-guitar.  She  is  also  a  member  of  a  ladies' 
dance  orchestra  which  has  appeared  at  many 
of  the  leading  affairs  in  Toledo,  Detroit  and 
other  nearby  cities.  Miss  Dailey  is  a  Bacon 
banjo  enthusiast,  and  is  the  proud  owner  of 
one  of  the  $750  Bacon  Silver  Bell  banjos,  which 
she  purchased  from  the  Bacon  Banjo  Co.,  Inc., 
of  Groton  Conn. 


Toledo,  0.,  June  4. — -Mitzie  Dailey,  who  has 
charge  of  the  musical  merchandise  department 
of  Grinnell  Bros.'  Music  Store,  of  this  city,  is 
an  accomplished  banjoist  and  also  plays  the 


According  to  incorporation  papers  filed  at 
the  Secretary  of  State's  office,  the  capitalization 
of  Gibson,  Inc.,  Kalamazoo,  Mich.,  manufac- 
turer of  Gibson  fretted  instruments,  was  in- 
creased this  week  to  $300,000. 


He  That  Works  Without  Tools 
Is  Twice  Tired 


SELLING  is  hard  work  at  the  best.   You  need  help 
if  you  are  to  do  a  successful  job. 

King  Instruments  do  a  manly  job  of  helping  out. 
Self-demonstrating  merit  is  built  into  every  horn.  You 
can  say  "here  it  is,  try  it,"  confident  that  your  prospect 
will  arrive  at  a  favorable  decision. 

And  we  don't  stop  at  building  a  good,  honest  in- 
strument. We  give  our  representatives  an  abundance 
of  selling  cooperation.  National  advertising  is  backed 
by  an  intelligent  dealer-help  service.  (Have  you  seen 
copies  of  the  King  Dealer  News  and  The  White  Way?) 

If  sales  aren't  coming  as  they  should,  perhaps  it  is 
the  merchandise,  and  not  yourself,  that  is  to  blame. 
We  will  welcome  a  chance  to  tell  you  how  King 
Instruments  will  lessen  sales  resistance. 


THE  H.  N.WHITE  CO.,  5215-01  Superior  Ave.,  Cleveland,  Ohio 
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Sold  by  Representative 
Music  Merchants 

BACON  BANJO  CO.,  Inc. 

GROTON,  CONN. 


Small  Goods  Jobbing 
Firm  Is  Organized 

Musical  Instrument  Distributors,  Inc., 
Purchase  Wholesale  Small  Goods  Busi- 
ness From  Sherman,  Clay  &  Co. 


San  Francisco,  Cal.,  June  4. — Sherman, 
Clay  &  Co.  have  retired  from  the  wholesale 
field  and  will  in  the  future  confine  their  activi- 
ties strictly  to  retail  operations.  To  that  end 
the  company  recently  sold  its  wholesale  small 
musical  instrument  business  to  the  Musical  In- 
strument Distributors,  Inc.,  composed  of  sev- 
eral former  employes  of  the  Sherman-Clay 
organization,  namely,  F.  A.  Norton,  president, 
former  small  goods  department  manager;  Louis 
Gottlieb,  vice-president;  Ray  Furlang,  treas- 
urer, and  Ed  Schlueter,  secretary. 

Sherman,  Clay  &  Co.  have  announced  that 
they  will  be  responsible  for  the  accounts  and 
guarantee  payment  of  all  bills  of  the  new  com- 
pany until  further  notice. 

Temporary  quarters  of  the  Musical  Instru- 
ment Distributors,  Inc.,  have  been  established 
at  536  Mission  street,  this  city,  and  at  224  East 
11th  street,  Los  Angeles. 


Eugene  M.  Rodat,  director,  fifty-one  players; 
Boys'  Technical,  H.  C.  Taylor,  director,  forty- 
six  players;  Riverside  High,  J.  W.  Schneck, 
director,  forty  players;  North  Division,  Joseph 
Bergein,  director,  sixty  players;  Shorewood 
High,  Sandy  S.  Smith,  director,  forty-seven 
players;  South  Division  High,  Louis  B.  Good- 
rich, director,  forty-five  players;  West  Division 
High,  G.  W.  Ciffelt,  director,  forty  players; 
Washington  High,  Harry  D.  O'Neill,  director, 
fifty-five  players;  Milwaukee  Vocational  Boys, 
G.  B.  Behnken,  director,  ninety-five  players; 
Cudahy  High,  Oscar  Kluck,  director;  and  Lin- 
coln High  School,  N.  H.  Kingsley,  director, 
thirty-four  players. 

Local  dealers  are  taking  an  active  interest  in 
the  tournament  and  a  number  of  tie-ups  on 
advertising  and  sales  promotion  will  be  made 
prior  to  and  during  the  tournament,  it  has 
been  announced. 


Joliet  High  Wins 
National  Band  Contest 


Illinois  City  School  Band  Takes  First 
Prize  in  Nationwide  Competitive  Event 
for  Third  Successive  Year 


Junior  Band  Contest 
in  Milwaukee,  June  8 

Fourteen  Organizations  Entered  in  Event 
Sponsored  by  the  Milwaukee  Leader — 
Two  Prizes  Offered  to  Winners 


Milwaukee,  Wis.,  June  4. — Fourteen  bands 
have  entered  into  the  fourth  annual  junior  band 
contest  sponsored  by  the  Milwaukee  Leader, 
which  will  be  held  at  Lake  Park  on  June  8. 
Two  large  trophy  cups  will  be  awarded  to  the 
winning  bands  in  Class  A  and  Class  B. 

Bands  which  have  announced  that  they  will 
take  part  in  the  contest  are  the  South  Milwau- 
kee High,  which  has  forty-eight  players,  under 
the  direction  of  T.  Philler  Curtis;  Girls'  Tech- 
nical School,  thirty-one  players,  director,  J.  E. 
Skornicka;  West  Allis  High,  forty  players, 
Damon    Shook;    Milwaukee    Vocational  Girls, 


Joliet,  III.,  May  28. — For  the  third  successive 
year  the  Joliet  High  School  Band  won  first 
honors  in  the  third  annual  national  high  school 
band  contest  held  here  last  week  before  a 
crowd  of  3,000,  which  packed  the  high  school 
auditorium.  The  Joliet  band  will  now  retain  the 
championship  cup. 

The  band  of  Senn  High  School,  of  Chicago, 
was  awarded  second  place,  and  third  honors 
were  won  by  Modesto,  Cal.  The  other  three 
bands  which  reached  the  finals  finished  in  the 
following  order:  Gary,  Ind.;  Hammond,  Ind., 
and  Council  Bluffs,  la. 

Results  of  the  contest  were  announced  by 
John  Philip  Sousa,  famous  bandmaster,  who 
headed  the  judges,  and  his  associates,  Edwin 
Franko  Goldman  and  Capt.  Charles  O'Neill, 
also  bandmasters. 

Twenty-seven  bands  from  high  schools  in  fif- 
teen States  competed  in  the  contest. 

De  La  Salle  High  School  Band  was  second, 
and  Senn  fourth,  in  the  marching  contest  staged 
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independently  by  the  Joliet  Chamber  of  Com- 
merce.   Joliet's  bovs  were  first. 

First  honors  in  the  competition  of  class  B 
bands  (those  from  high  schools  of  less  than 
400  students)  went  to  St.  Mary's  Industrial 
School  at  Baltimore,  Md.;  Lansing  Vocational 
School,  Lansing,  Mich.,  was  second;  Princeton, 
Cal.,  High  School,  third;  and  Vermilion,  S.  D., 
fourth. 


"Tuckaway"  Is  Newest 
Hohner  Harmonica 


Covers  of  New  Instruments  Form  Com- 
plete Housing,  Thus  Giving  Full  Pro- 
tection to  Them 


The  "Tuckaway"  is  the  name  of  a  new  har- 
monica   just    placed    on    the    market    by  M. 


v„.\v,w  y-.  :.\.  •■•/.\v^\fc\y.\v,\ 


Hohner,  Inc.,  including  two  numbers  recently 
perfected  by  the  factories.  These  patented  nov- 
elties are  harmonicas  that  tuck  themselves  away 
into  their  covers  at  a  slight  pressure  of  the 
hand,  the  covers  forming  a  complete  housing. 
The  same  pressure  drops  it  automatically  into 
playing  position. 

This  self-covering  device  gives  a  harmonica 
that  can  be  completely  encased  in  the  pocket 


free  from  dust  and  dirt.  Model  No.  777,  ten 
single  holes  and  twenty  reeds,  sells  to  the  dealer 
at  $5.75  a  dozen,  and  model  No.  780,  sixteen 
double  holes  and  thirty-two  reeds,  sells  to  the 
dealer  at  $7.20  a  dozen. 


Aids  Harmonica  Sales 


Harmonica  sales  in  Cleveland  and  suburbs 
have  been  greatly  helped  through  the  appear- 
ance of  Borrah  Minnevitch,  impresario  of  the 
harmonica,  who  was  at  Loew's  State  Theatre 
for  a,  week's  engagement  and  who  also  gave 
demonstrations  to  school  children  in  the  Audi- 
torium of  the  Cleveland  News.  The  Cleveland 
Board  of  Education  instructors  at  the  nineteen 
public  playgrounds  are  teaching  all  the  children 
to  play  the  harmonica,  and  music  dealers  have 
been  featuring  this  instrument  in  both  their 
window  and  counter  displays  with  very  good 
success. 


LMNffi^ORlMUSI 


Sheet  Music  Dealers  Convene 

in  New  York  City  on  June  11 

Fifteenth  Annual  Convention  of  the  National  Association  of  Sheet  Music  Dealers  Will 
Be  Held  at  Hotel  McAlpin  on  June  11  and  13 — Topics  to  Be  Discussed 


The  fifteenth  annual  convention  of  the 
National  Association  of  Sheet  Music  Dealers 
is  being  held  at  the  Hotel  McAlpin,  New  York 
City,  June  11  and  13,  as  this  issue  of  The  World 
goes  to  press.    A  number  of  important  mat- 


This  year's  meeting  will  be  an  important  one. 
Every  retail  sheet  music  concern,  whether  a 
member  of  the  Association  or  not,  is  urged  to 
send  a  representative  to  the  annual  conven- 
tion and  receive  its  benefits." 

Some  of  the  subjects  scheduled  for  discussion 
are  the  following: 

1.  Co-operation  between  retailers  and  pub- 
lishers. 

2.  Newspaper  reviews  of  new  music  and  the 
inserting  of  retail  advertisements  in  conjunc- 
tion with  the  same. 

3.  Public  school  music.  The  securing  and 
maintaining  by  retailers  of  a  contact  with  this 
increasing  market. 

4.  Chain  store  and  mail-order  competition. 

5.  Catalogs:  the  need  of  bringing  these  up  to 
date.  Co-operation  with  the  U.  S.  Copyright 
Office  towards  making  available  complete  lists 
cf  new  publications. 

6.  Music  sent  on  consignment  to  teachers 
and  schools. 


7.  Disposal  of  overstock  through  announce- 
ments in  the  trade  press. 

8.  The  penalizing  of  retailers  by  publishers 
on  small  quantity  orders. 

9.  The  using  of  sheet  music  as  a  bait  by 
concerns  outside  of  the  sheet  music  trade. 

10.  Sales  promotional  work.  The  co-ordi- 
nating of  effort  towards  increasing  the  demand 
for  music  publications. 

A  resolution  is  being  drafted  by  Joseph  M. 
Priaulx,  of  C.  H.  Ditson  &  Co.,  New  York,  to 
be  presented  at  the  convention,  that  the  leading 
newspapers  of  the  country  be  asked  to  review 
newly  published  music  in  their  feature  columns 
just  as  they  now  review  books.  "Interest  in 
music  has  increased  so  amazingly  in  this  coun- 
try," said  Mr.  Priaulx  in  an  exclusive  inter- 
view in  the  New  York  Times  of  Sunday,  April 
8,  "that  discussion  by  the  newspapers  of  newly 
composed  music  would  be  welcomed  by  many 
people.  The  22,000  music  dealers  in  the  coun- 
try, the  thousands  of  music  teachers,  the  hun- 
dreds of  thousands  of  music  students,  as  well 
as  the  countless  lovers  of  music,  would  take 
great  interest  in  weekly  newspaper  accounts 
of  newly  composed  music,  as  well  as  news  of 
books  about  music. 

"Books  about  music  are  reviewed  to  some 
extent  already,"  Mr.  Priaulx  stated,  "but  not 
with  the  regularity  and  completeness  which 
music  lovers  would  like."  The  discussion  on 
this  subject  should  prove  most  interesting. 


Will  Exploit  Catalog 
of  Semi-Classic  Music 


Thomas  J.  Donlan 

ters  are  scheduled  for  discussion  and  the 
meetings  are  expected  to  be  exceptionally  well 
attended.  The  convention  will  open  with 
singing  by  the  assembled  dealers,  following 
which  the  program  will  start  with  a  tribute 
to  the  late  Raymond  W.  Heffelfinger,  founder 
and  first  secretary  of  the  Association. 

The  keynote  of  this  year's  convention  is  co- 
operation. To  quote  the  printed  announcement 
of  the  secretary,  Thomas  J.  Donlan:  "Need  of 
teamwork  in  the  music  trade  is  constantly 
becoming  more  urgent.  The  general  public  in- 
terest in  music  is  increasing  rapidly.'  Music  is 
coming  into  its  own  as  an  educational  factor. 
It  is  being  adopted  more  and  more  as  an  ad- 
junct to  commercial,  industrial  and  community 
life.  The  nation-wide  musical  activities  of  the 
past  few  years  are  an  indication  of  the  tre- 
mendous progress  that  is  being  made  in  music. 


De  Sylva,  Brown  &  Henderson,  Inc.,  An- 
nounce Formation  of  New  Department 
With  Leo  Edwards  in  Charge 


Announcement  is  made  by  De  Sylva,  Brown 
&  Henderson,  Inc.,  New  York  City,  of  the 
formation  of  a  new  department  to  be  devoted 
exclusively  to  the  exploitation  of  a  high-class 
catalog. 

Leo  Edwards,  for  years  identified  with  the 
Schuberts,  is  in  charge  of  this  department. 
He  also  handles  all  details  in  connection  with 
stage  presentations  of  the  firm's  popular  cat- 
alog. 

At  the  present  time  Edwards  is  concentrat- 
ing on  the  exploitation  of  three  songs  of  which 
the  firm  expects  great  things.  These  are: 
"Angela  Mia"  (My  Angel),  the  Erno  Rapee- 
Lew  Pollack  song  which  is  the  musical  theme 
lor  "Street  Angel,"  the  Fox  super-film,  now 
on  view  on  Broadway;  "Mammy  Is  Gone,"  a 
very  powerful  song  by  B.  G.  De  Sylva,  Lew 


Brown  and  Ray  Henderson.  This  song  is  one 
of  the  most  human  compositions  in  some  time. 
The  third  song  in  the  group  is  "High  Water," 
a  very  unique  composition  by  Marsh  McCurdy, 
with  lyric  by  J.  Keirn  Brennan.  This  song 
is  distinctive  in  that  it  portrays  the  wailing 
of  one  who  has  felt  the  significance  of  Nature's 
handiwork. 

Singers  who  prefer  songs  of  a  higher  class 
have  found  the  above-mentioned  compositions 
a  great  asset  to  their  programs. 

By  way  of  further  mention,  De  Sylva,  Brown 
&  Henderson,  Inc.,  also  announce  that  they 
have  acquired  a  few  compositions  by  America's 
foremost  composers  of  standard  and  semi- 
classic  music,  Charles  Wakefield  Cadman,  Oley 
Speaks  (writer  of  "On  the  Road  to  Manda- 
lay")  and  Frederick  Martens.  Announcement 
will  be  made  in  the  near  future  of  the  first 
compositions  from  these  writers  to  be  released 
by  De  Sylva,  Brown  &  Henderson,  Inc. 


The  installation  of  a  complete  sheet  music 
department  by  Maison  Blanche,  New  Orleans, 
La.,  was  recently  announced.  Miss  Irene  Seigel 
is  in  charge  of  the  new  department,  which  is  lo- 
cated in  the  music  salon  on  the  fourth  floor. 


FIVE  RECORD  RECORD  RREAKERS 
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E.  B.  Marks  Music 
Co.  to  Issue  Folios 


Will  Issue  Collections  of  Various  Cate- 
gories of  Music — Work  Already  Started 
on  Seven  of  the  Series 


Ceding  finally  to  the  demands  of  hundreds 
of  dealers  who  have  requested  many  of  its 
well-known  standard  numbers  in  folio  form, 
the  Edward  B.  Marks  Music  Co.  has  decided 
to  issue  collections  of  various  of  the  different 
categories  of  music  in  its  catalog  of  nearly 
11,000  copyrights.  Work  has  already  started 
on  seven  of  these  folios,  including  an  old-timer 
collection  for  piano  and  voice  that  will  as- 
suredly be  very  different  and  much  more  com- 
plete than  most  of  those  ever  put  on  the 
market. 


As  publishers  of  "Hot  Time  in  the  Old 
Town,"  "Ida,  Sweet  as  Apple  Cider,"  "My  Gal 
Sal,"  "Under  the  Bamboo  Tree"  and  a  score 
of  others  equally  well  beloved,  the  Marks  Co. 
has  come  to  be  regarded  as  a  headquarters 
for  the  best  of  th'e  songs  of  the  earlier  day. 
The  firm  was  established  in  1894  and  since 
that  time  has  absorbed  catalogs  of  songs  writ- 
ten and  published  even  before  that  time.  The 
result  is  an  old-timer  collection  that  is  almost 
unparalleled,  say  Marks  officials. 

As  an  example  of  the  care  taken  by  the 
Marks  executives  in  choosing  the  very  best 
numbers  for  these  collections,  the  second  folio, 
a  march  book,  might  be  taken.  Three  of  the 
"higher-ups"  in.  the  organization  spent  the  bet- 
ter part  of  two  days  going  over  the  best 
marches  in  the  entire  catalog.  More  than  sixty 
marches  were  played  over  and  considered  from 
every  possible  angle.  Finally  fourteen  of  the 
very  best  were  selected,  including  some  in  2/4 


time,  some  in  4/4  and  some  in  6/8  rhythm, 
that,  popular  in  the  days  of  "Handicap"  and 
"Honeymoon,"  have  made  a  great  comeback 
since  "Valencia"  showed  the  younger  genera- 
tion what  could  be  done  with  the  novel  tempo. 
Such  composers  as  Paul  Lincke  and  George 
Rosey  are  represented  by  some  of  the  best 
marches  these  great  musicians  ever  wrote. 

The  five  other  folios  definitely  chosen  are 
Filmusic  Collections  of  Tangos,  Marches, 
Paul  Lincke  pieces,  Intermezzos  and  one-steps. 
The  Marks  collection  of  tangos,  recently  aug- 
mented by  the  attractive  "Ladron,"  is  too 
widely  known  to  be  mentioned,  and  the  Lincke 
anthology,  headed  by  such  masterpieces  of 
light  classical  music  as  "Glow  Worm," 
"Spring,  Beautiful  Spring,"  and  "Fireflies,"  is 
one  for  which  the  demand  has  been  most  in- 
sistent. Announcements  regarding  the  date  of 
publication  of  these  folios  will  be  made  soon. 


Standing:  Lew  Brown,  B.  G.  De  Sylva,  Ray  Henderson 
Sitting:    Robert  Crawford 


METEORIC  CAREER! 


SIXTEEN  months  ago  ...  a  new  music  publishing  firm  began  the  career  which  destiny  had  carved 
out  for  it.  A  destiny  that  was  to  be  spectacularly  successful.  Less  than  a  year  and  one-half  ago  Bud 
De  Sylva,  Lew  Brown  and  Ray  Henderson,  three  of  America's  most  successful  song  writers,  joined 
forces  with  Robert  Crawford,  an  executive  with  a  record  of  striking  accomplishments.  A  quartet  of 
young  men  .  .  .  progressive  .  .  .  alive  and  alert  to  new  ideas  and  new  conditions  in  the  popular  music 
industry. 

Right  from  the  start  the  firm  launched  a  hit  .  .  .followed  by  a  score  of  others,  including  "AMONG 
MY  SOUVENIRS,"  "IT  ALL  DEPENDS  ON  YOU,"  "BROKEN  HEARTED,"  "SO  BLUE," 
"TOGETHER,"  the  hits  from  the  music  production  "Good  News,"  and  many  others  which  were  the 
biggest  song  successes  of  the  year. 

Today  De  Sylva,  Brown  &  Henderson,  Inc.,  is  right  up  in  the  vanguard  of  popular  music  circles. 
A  firm  with  a  record  of  unusual  accomplishments  and  a  future  that  promises  even  more. 

To  those  who  have  helped  us  in  the  past  to  attain  these  achievements  we  express  our  sincere  ap- 
preciation. For  the  future — we  invite  every  dealer  and  jobber  to  co-operate  with  us.  We  have  a 
catalogue  of  hits  now  riding,  and  many  embryonic  ones  under  way,  which  will  help  you  to  sell  more 
sheet  music. 


Special 
Notice ! 


We  Are  the  Publishers  of  the  New 
"George  White  Scandals  of  1928" 


Ready 
June  15th 


De  Sylva,  Brown  &  Henderson,  Inc. 

ROBERT  CRAWFORD,  President 
IAS  7th  Avenue  New  York  City 
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De  Sylva,  Brown  &  Henderson 

Invade  the  Production  Field 

Announce  That  They  Will  Publish  Scores  of  at  Least  Five  Productions,  Four  of  Which 
Will  Be  Written  by  Them — New  "Scandals"  Score  to  Be  Ready  Soon 


Having  already  become  one  of  the  most 
prominent  factors  in  the  popular  music  pub- 
lication field,  the  still  youthful  firm  of  De 
Sylva,  Brown  &  Henderson  now  has  definitely 
invaded  the  production  field.  Their  first  ven- 
ture, with  the  score  of  "Good  News,"  was  a 
phenomenal  success.  This  show  was  produc- 
tive of  such  outstanding  hits  as  "Good  News," 
"Varsity  Drag,"  "The  '  Best  Things  in  Life 
Are  Free,"  "Lucky  in  Love"  and  "Just  Im- 
agine." Four  companies  of  this  production  are 
running  currently  in  New  York,  Chicago, 
Boston  and  the  West  Coast. 

However,  one  robin  does  not  make  a 
Spring,  and  publication  of  one  production  score 
does  not  necessarily  put  a  firm  at  the  top  of 
the  heap.  With  that  knowledge  in  mind  the 
firm  has  busied  itself,  with  the  result  that 
announcement  is  made  of  at  least  five  produc- 
tion scores  to  be  published  by  De  Sylva,  Brown 
&  Henderson.  Inc. 

Four  of  these  are  by  the  boys  whose  names 
the  firm  bears,  B.  G.  De  Sylva,  Lew  Brown 
and  Ray  Henderson.  The  first  show,  already 
completed  and  in  rehearsal,  is  the  new  George 
White's  Scandals.  In  an  early  issue  of  this 
publication  the  songs  are  to  be  announced, 
as  will  the  other  three  shows.  The  same 
writers  are  responsible  for  the  last  previous 
edition  of  the  "Scandals,"  which  will  be  re- 


membered for  its  tremendously  popular  score 
containing  such  hits  as  "Black  Bottom," 
"Birth  of  the  Blues,"  "Lucky  Day,"  etc. 

The  fifth  musical  score  to  be  published  by 
the  firm,  in  addition  to  the  four  by  the  mem- 
bers of  the  firm,  is  a  show  written  by  Harry 
Archer  and  Walter  O'Keefe,  to  be  produced 
by  Jones  &  Green.  Harry  Archer  will  be 
remembered  for  his  hit  score  of  "Little  Jessie 
James"  (which  contained  the  song  hit,  "I  Love 
You"),  and  for  a  good  many  others  that  Broad- 
way accepted. 

Walter  O'Keefe  sprang  into  prominence  with 
his  sensational  rib-tickling  song,  "Henry's 
Made  a  Lady  Out  of  Lizzie."  He  is  a  new- 
comer in  the  production  field  and  is  an  ac- 
cepted wit,  with  a  freshness  of  lyric  writing 
that  should  be  more  than  welcome  to  Broad- 
way theatregoers. 

The  five  productions  referred  to  are  already 
definite  as  regards  their  publication  by  De 
Sylva,  Brown  &  Henderson,  Inc.  There  is  a 
possibility  that  before  many  months  this  num- 
ber may  be  increased  by  at  least  two. 

And  so  De  Sylva,  Brown  &  Henderson,  Inc., 
face  a  golden  flood  for  the  next  twelve-month 
period.  As  a  certain  party  remarked  after  a 
few  trans-Atlantic  fliers  had  already  completed 
their  hazardous  journey,  "They'll  get  there 
yet." 


Weymann's  Display 
Features  "Speedy  Boy 


Prominent  Philadelphia  Music  Store  Fea- 
tures Theme  Song  of  Harold  Lloyd  Film 
— Sales  Stimulated  by  Display 

Philadelphia,  Pa.,  June  5. — Capitalizing  on  the 
the  Harold  Lloyd  popularity  the  H.  A.  Wey- 
niann  &  Son  music  store  here  recently  devoted 


advance  of  the  film  comedy,  in  order  to  enable 
music  dealers  to  stock  up  in  anticipation  of  the 
rush,  the  enterprising  Weymann  store  super- 
seded "Speedy  Boy"  over  all  the  current  song 
hits  for  immediate  sales  inspired  by  the  great- 
est exploitation  medium — the  screen,  and  the 
most  luminous  of  its  satellites,  Harold  Lloyd. 


Weymann's  "Speedy"  Window 

its  entire  window  to  a  display  of  "Speedy  Boy," 
the  theme  song  of  the  new  Lloyd  comedy  sen- 
sation "Speedy."  This  effective  window  display 
was  appropriately  dressed  with  snapshots  of  the 
popular  film  comedian  and  "stills"  from  his 
latest  flicker  sensation. 

"Speedy  Boy"  is  published  by  the  Robbins 
Music  Corp.,  New  York  City,  and  is  effectively 
tied  up  with  the  Paramount  release  of  the  Har- 
old Lloyd  celluloid  feature.  As  with  the  in- 
stance of  the  Victor  records  being  released  in 


Irving  Berlin  Has 
Two  New  Quick  Hits 

Irving  Berlin,  Inc.,  New  York  City,  an- 
nounces the  release  of  one  of  the  quickest  song 
hits  they  have  published  in  current  years  en- 
titled "Get  Out  and  Get  Under  the  Moon." 
While  the  song  is  only  a  few  weeks  old  and 
was  only  recently  introduced  on  the  air,  job- 
bers have  been  ordering  it  in  large  quantities. 

The  firm  reports  that  they  are  making  this 
their  Number  One  song  and  it  will  receive  a 
100  per  cent  exploitation  campaign  through 
all  their  branch  offices.  From  present  indica- 
tions it  should  prove  one  of  the  biggest  song 
hits  within  thirty  days. 

Another  song  that  is  gaining  quick  favor 
is  "Old  Pals  Are  the  Best  Pals  After  All," 
by  Gene  Austin.  This  number  is  being  re- 
corded by  Mr.  Austin  on  the  Victor  and  will 
be  one  of  the  big  songs  in  the  Berlin  catalog. 
The  firm  enjoys  one  of  the  finest  selling  cata- 
logs it  has  had  in  several  years  of  such  out- 
standing songs  as  "Mary  Ann,"  "Back  In  Your 
Own  Backyard,"  "I  Can't  Do  Without  You," 
"Sunshine,"  "Beloved,"  "Mother  of  Mine,  I 
Still  Have  You,"  "I  Just  Roll  Along,"  and 
"What  of  It,  We  Love  It." 


Ditson  Outing  on  June  23 

The  annual  get-together  of  the  employes  of 
the  Oliver  Ditson  Co.,  Boston,  Mass.,  has  been 
planned  for  Saturday,  June  23,  at  Pemberton, 
Hull,   popular  resort  center. 


A  Real  Hit?/ 

*YOU'HE 
A  FtCAL  „ 
SWEETHEARTi 

k>  Irving  Ceasar  aClrff  Friend 
Newi  NoveU  ^  Nifty/ 


iy  GUS  KAHN 
S-TED  FIOFLITO 


A  Ballad  That's  Different!] 

lAST  NIGHT 
I  DREAMED  J 
YOU  KISSED  ME 

Gus  Kahn  &-  Carmen  Lotnbar-do 
Cute  J  CleOer/  Catchy/ 


by  NED  MtLLBft.  &  CHESTEft  COHN  | 

That  Great  Harmony  Ballad/ 1 

♦i  torc  up 

YOUR  PICTURE 
|  WHEN  YOU  SAID 
GOOD  BYE* 

[  y  DOLLY  MORSE  s-AMPHEW  P0NNEU.V| 

She  B: 


l.  WOLFE 
6/LBER.T 


MA&BL 
WAYNE 


Mack's  Music  Shop  has  moved  to  new  quar- 
ters at  363  Morrison  street,  Portland,  Ore. 


LEO.  FEIST,  iNt 

231  w.40thsj^^^ 
N.YC.  ^^^k 


[You  Can't  Go  Wrong  / 
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MY  OHIO  HOME." 

THERE  MUST  BE 

*A  SILVER.  LINING 

*A  SHADY  TREE" 
BABY  YOUR  MOTHEH'j 
"CHANGES"  ^ 

If  i  can't  have  you 


FEU 


HEAD  OVER  HEELS^ 


KISS  and  MAKE  UP" 
MY  BLUE  HEAVEN" 
'  THAT  /MELODY  of  LOVE 


7  * 


THE  SUNR.ISE 

WH«A,T^CY°F°Oa-(VlARY? 

WHAT'LL  YOU  DO?  : 

'1HEN  YOU'RE  WITH 


1 


SOMEBODV  ELSE 

tOQUETTE" 

'indian  cradle  song" 
Vale  blues" 

HEN  VOU  PLAYED  , 


THE  ORGAN 

VD  OLOR.ES" 

'THERE  OUGHT  TO  BE 
1  A  LAW  AGAINST  THAT/ 

THAT'S  MY  MAMMY* 
'WAITIN' FOR  KATY" 


Music  Publishers 
Meeting  on  June  12 

The  thirty-fourth  annual  convention  of  the 
Music  Publishers'  Association  will  take  place 
in  the  Hotel  Astor,  New  York,  on  Tuesday, 
June  12,  at  10  o'clock.  The  morning  session 
will  be  concluded  about  12:30  o'clock  and,  if  the 
business  at  hand  warrants  it,  an  afternoon  ses- 
sion will  follow,  starting  at  2  o'clock.  This  be- 
ing the  case,  the  usual  buffet  luncheon  for 
members  will  be  served  in  the  meeting  room, 
between  sessions.  Several  members  have  draft- 
ed important  resolutions,  which  will  be  pre- 
sented at  the  meeting,  and  a  number  of  other 
matters  are  on  the  program  for  discussion. 

The  officers  of  the  Association  are  Harold 
Flammer,  president;  W.  Dean  Preston,  vice- 
president;  Emil  A.  Gunther,  secretary,  and  Carl 
T.  Fischer,  treasurer. 


Pi 
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Convention  Outing 
at  Briarcliff  Lodge 

Plans  have  been  announced  by  the  outing 
committee  of  the  Music  Publishers'  Association 
for  the  annual  outing  of  sheet  music  dealers  and 
publishers  to  be  held  at  Briarcliff  Lodge,  West- 
chester County,  N.  Y.,  on  Wednesday,  June  13. 
Special  busses  have  been  chartered  for  the  oc- 
casion and  will  start  from  the  C.  H.  Ditson 
&  Co.  store  on  East  Thirty-fourth  street  at  1 
o'clock.  Each  publisher  will  be  entitled  to  bring 
four  guests  and  the  party  will  include  ladies. 
The  afternoon  will  be  given  over  to  golf  and 
other  outdoor  sports  and  the  dinner  and  dancing 
are  scheduled  for  the  evening.  The  committee 
arranging  the  outing  consists  of  Maurice  Rich- 
mond, Joseph  Glassmacher  and  Michael  Keene. 


"Yamakraw'Tublished 
by  Alfred  &  Co. 

Alfred  &  Co.,  New  York  City,  have  secured 
the  rights  to  "Yamakraw,"  a  negro  rhapsody  by 
Jimmy  Johnson,  writer  of  the  original  "Charles- 
ton." The  composition  is  a  decided  novelty 
and  is  quite  lengthy,  the  piano  part  running  to 
twenty-six  pages.  It  has  proven  popular  with 
a  number  of  some  of  the  well-known  orchestras 
and  during  the  past  month  was  played  by  Nat 
Shilkret  and  His  Victor  Recording  Orchestra, 
the  Keep  Shufflin'  Orchestra  from  the  Eltinge 
Theatre,  and  was  one  of  the  feature  numbers 
at  the  concert  of  W.  C.  Handy  given  at  Car- 
negie Hall  recently. 

Yamakraw  is  the  name  of  a  negro  settle- 
ment in  Georgia.  Al  Hasse,  head  of  Alfred  & 
Co.,  is  putting  a  strenuous  campaign  behind 
the  composition  and  expects  that  it  will  be  a 
favorite  with  large  orchestras. 


Berlin  Announces  "Fanette" 


The  Irving  Berlin  Standard  Music  Corp.  just 
released  a  characteristic  fox-trot,  entitled  "Fan- 
ette," by  Rube  Bloom,  composer  of  other  fa- 
mous novelty  compositions. 

"Fanette"  has  a  very  clever  melody  and 
should  become  one  of  the  outstanding  instru- 
mental hits  of  the  year.  A  special  symphonic 
dance  orchestration  by  one  of  the  foremost 
arrangers  will  be  made  now  for  immediate  ex- 
ploitation. 


MARKS  HITS 

POPULAR-STANDARD 


"HOUSE 
of 
HITS" 


MARK  S 
MUSIC 


Est. 
1894 


TWO  LITTLE  LOVE  BEES  (New  Fox-Trot 

Arr.)  

IN  THE  SHADOWS   (New  Fox-Trot  Arr.) 


|gj  SILVER  BAY  (Waltz)  (New) 
«]     IADEON  (Tango)  (New) 


Berlin  Has  Number  by  Austin 

A  new  number,  "Old  Pals  Are  the  Best  Pals, 
After  All,"  has  recently  been  added  to  the 
catalog  of  Irving  Berlin,  Inc.,  New  York  City, 
and  is  showing  up  well.  The  tune  is  by  Gene 
Austin,  exclusive  Victor  recording  artist  and 
vaudeville  headliner,  with  lyrics  by  Billy  Rose. 


NO  NEED  TO  TELL  ME 

THAT  YOP  LOVE  ME  (Waltz)  (New) 

STILL  SELLING  BIG 

DOWN  SOUTH  (Fox-Trot)  

KISS  BEFORE  THE  DAWN  (Waltz) 

TODAY  IS  TODAY  (Fox-Trot)  

'N'YOU  (Waltz)  

I'M  PLAYING  HIDE  AND  GO  SEEK 

NEW  HOT  ARRANGEMENTS 
(In  Preparation) 

IDA,  SWEET  AS  APPLE  CIDER  

MY  GAL  SAL  

ORIGINAL    DIXIELAND  ONE-STEP 

SHIM-ME-S  HA- WABBLE  

BALLIN'  THE  JACK  

Write  for  complete  catalogues 


m 
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Waring  Orchestra 
Features  Fox  Song 

Waring's  Pennsylvanians,  recently  opening  at 
the  Cafe  Des  Ambassadeurs,  Paris,  achieved  an 
overnight  triumph.  Since  the  first  Parisian  ap- 
pearance overtures  from  several  sources  have 
been  received  offering  a  more  extended  stay. 
Fred  Waring,  director  of  the  orchestra,  was 
more  than  surprised  at  the  warmth  of  the  wel- 
come which  was  accorded  him.  Incidentally, 
he  is  featuring  a  new  American  success,  "Felix 
the  Cat,"  a  novel  dance  number  and  entertain- 
ing song.  In  a  cablegram  to  the  Sam  Fox 
Publishing  Co.  Mr.  Waring  stated:  "Featur- 
ing Felix  the  Cat,  which  in  my  opinion  should 
be  a  song  hit  for  you." 


Additions  to  Berlin 
Tenor  Banjo  Catalog 

The  Irving  Berlin  Standard  Music  Corp.  re- 
ports it  has  just  taken  over  the  exclusive  pub- 
lishing rights  for  tenor  banjo,  piano  and  man- 
dolin and  guitar  on  ."Russian  Rag"  and  "Some 
of  These  Days,"  published  by  Will  Rossiter, 
of  Chicago.  These  numbers  will  be  arranged 
for  tenor  banjo  by  Roy  Smeck,  wizard  of  the 
strings,  and  will  be  added  to  the  now  famous 
banjo  catalog  the  Irving  Berlin  Standard  Music 
Corp.  has.  The  famous  John  Philip  Sousa 
marches  for  tenor  banjo  and  piano  are  sched- 
uled to  be  released  early  this  month. 


New  Feist  Numbers 


"Last  Night  I  Dreamed  You  Kissed  Me"  and 
"Too  Busy,"  two  new  Feist  numbers,  are  show- 
ing up  extremely  well  and  give  every  indica- 
tion of  finding  a  wide  popularity.  Other  selec- 
tions recently  included  in  the  Feist  catalog  are 
"I  Tore  Up  Your  Picture  When  You  Said 
Good-by"  (But  I  Put  It  Together  Again),  by 
Dolly  Morse  and  Andrew  Donnelly,  writers  of 
"Baby  Your  Mother,"  "Your  a  Real  Sweet- 
heart," by  Orving  Ceasar  and  Cliff  Friend,  and 
"Don't  Cry  Baby,"  by  Gus  Kahn  and  Ted 
Fiorito., 


The  Berlin  number  "I  Wonder"  is  proving  a 
favorite  with  radio  broadcasting  artists  and  has 
been  included  in  a  great  many  leading  pro- 
grams. Allan  McQuhae  sang  it  during  the  At- 
water  Kent  program  on  May  27,  and  it  was  also 
featured  during  recent  RCA  and  Palmolive 
hours. 
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Donaldson,  Douglas 
&  Gumble  Form  Firm 

Well-Known  Trio  Inaugurate  Business 
With  Catalog  of  Eight  Numbers  From 
Pen  of  Donaldson — At  1595  Broadway 


Starting  with  '  a  catalog  of  eight  songs  by 
Walter  Donaldson,  the  new  music  firm  of  Don- 
aldson, Douglas  &  Gumble,  Inc.,  started  opera- 


Walter  Donaldson 

tions  last  week  at  the  company's  headquarters 
at  1595  Broadway,  New  York  City.  The  three 
members  of  the  firm,  Walter  Donaldson,  com- 
poser; Walter  Douglas,  general  manager,  and 
Mose  Gumble,  professional  manager,  need  no 
introduction  to  publishing  circles.  Mr.  Donald- 
son has  for  years  been  known  as  one  of  the 


most  prolific  and  successful  song  writers  on 
Broadway.  Within  the  past  few  years  he  has 
produced  such  successes  as  "My  Blue  Heaven," 
"At  Sundown,"  "My  Ohio  Home,"  "There  Must 
Be  a  Silver  Lining,"  "Sam,  the  Old  Accordion 
Man,"  "My  Mammy,"  "My  Buddy"  and  a  host 
of  others. 

Walter  Douglas  is  no  less  well  known,  al- 
though he  has  been  connected  for  many  years 
in  a  totally  different  capacity — that  of  sales  and 
general  executive.  Until  the  first  of  the  year 
Mr.  Douglas  was  general  manager  of  the  firm 
of  Waterson,  Berlin  &  Snyder,  New  York  City, 
and  the  success  of  many  of  the  outstanding 
numbers  of  this  firm  can  be  traced  directly  to 
the  exploitation  work  and  campaigns  launched 
by  Mr.  Douglas. 

Mose  Gumble,  the  third  member  of  the  new 
firm,  was  connected  with  the  firm  of  Jerome 
Remick  &  Co.,  New  York  City,  for  twenty-eight 
years,  since  its  inception  in  1900.  Mr.  Gumble's 
wide  acquaintanceship  with  practically  all  of 
the  leading  vaudeville  acts  and  orchestra  lead- 
ers throughout  the  country  is  certain  to  prove 
a  most  valuable  adjunct  to  the  growth  of  the 
company.  At  the  time  of  leaving  the  Remick 
organization  Mr.  Gumble  occupied  the  post  of 
professional  manager. 

The  initial  catalog  of  the  new  firm  is  a  varied 
one  and  includes  the  following  numbers:  "Just 
Like  a  Melody  Out  of  the  Sky,"  "Because  My 
Baby  Don't  Mean  Maybe  Now,"  "Out-of-Town 
Gal,"  "In  a  Bamboo  Garden,"  '"Cause  I'm  in 
Love,"  "Little  Miss  Okeechobee,  Oh!  Be  Mine," 
"When  You  Said  Good-Night"  (Did  You  Really 
Mean  Good-by)  and  "Anything  You  Say." 

S.  A.  Matter,  music  publisher  of  1658  Broad- 
way, reports  that  "Dreaming  Away"  (to  Find 
a  Way)  is  proving  popular  with  radio  artists. 
Harry  Moore,  formerly  of  Wright  and  Wrong, 
is  featuring  it  regularly. 


Whiteman  Records 
"Wooden  Soldiers" 


A  new  Orthophonic  Victor  record  of  "The 
Parade  of  the  Wooden  Soldiers,"  electrically 
made  by  Paul  Whiteman  and  his  Orchestra, 
has  just  been  released  and  is  being  lauded  by 
everyone  who  hears  it  as  one  of  the  most 
superb  arrangements  ever  to  have  been  re- 
corded. 

This  is  the  sixth  Victor  disc  of  "Wooden 
Soldiers."  The  others  have  been  fox-trot,  con- 
cert, characteristic,  band  and  the  original  Ger- 
man "Die  Parade  Der  Zinnsoldaten."  Paul 
Whiteman  recorded  it  once  before,  in  1923,  arid 
this  record,  back-to-back  with  the  then  popular 
"Mr.  Gallagher  and  Mr.  Shean,"  was  one  of 
the  few  that  fluttered  around  the  million  mark 
in  sales.  That  Whiteman  arrangement  was  also 
specially  orchestrated  and  beautifully  worked 
out,  but  it  was  in  the  straight  fox-trot  tempo 
of  that  period. 

The  new  Whiteman  record  is  a  triumph  of 
the  best  to  be  found  in  ultra-modern  music. 
His  arrangers,  while  conforming  just  as  closely 
as  ever  to  the  spirit  of  the  piece,  have  achieved 
something  entirely  new  in  its  presentation,  and 
Mr.  Whiteman's  men  have  interpreted  this 
brilliant  instrumentation  and  scoring  as  only 
such  thorough  musicians  can.  The  result  is 
a  record  that  is  positively  brilliant. 

New  Triangle  Number 

i 

The  Triangle  Music  Co.,  of  which  Joe  Davis 
is  head,  is  putting  its  efforts  behind  a  new  fast 
number,  "Dusky  Stevedore,"  which  has  every 
indication  of  proving  a  substantia]  hit.  This 
number  and  a  fox-trot  ballad,  "Right  or  Wrong" 
and  "All  Day  Long,"  are  the  ace  numbers. 
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Harry  Reser's 


$3.00 


Manual  of  Tenor  Banjo  in8trudi  „  M, 

Reser..  v„t  rtore  °'J"'»ieth(fd  j,  J^hnuni  to- 

sons  and  exercises  make  tor  i 


Manhattan  Serenade 

By  Louis  Alter 

A  tone  picture  of  New  York  in  the  mod- 
ern style.  The  record  of  Nat  Shilkret  and 
his  Victor  Salon  Orchestra  has  just  been 
released.  There  is  a  rare  treat  in  store 
for  those  musicians  interested  in  this  new 
style  of  music  60c 


Three  Shades  of  BIUe 

"»y  a  classic  jn  ha  '  r  Plano-  It  is 
™*  Paul  Whitemahna^c°t7r  ^  A^ 

'    -    .    .  ine  musical 
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Robbins  Activities 
Cover  Wide  Scope 

Musical  Scores  of  Two  Broadway  Produc- 
tions Now  on  Presses — Sales  for  1928 
Show  Tremendous  Increase  Over  1927 


Despite  unsettled  conditions  in  the  music  in- 
dustry, with  many  music  publishers  reporting 
sales  lower  than  last  year,  the  Robbins  Music 
Corp.,  New  York  City,  evidences  a  100  per 
cent  increase  for  its  1928  business,  compared 
to  the  last  half  of  1927.  J.  J.  Robbins,  presi- 
dent of  this  enterprising  and  progressive  music 


Jack  Robbins 

publishing  house,  ascribes  this  showing  to  the 
stability  of  the  Robbins  Music  Corp.'s  standard 
catalog.  The  publications  in  the  photoplay 
music  series,  folios,  books,  production  music, 
etc.,  have  summed  up  into  huge  gross  sales. 

The  Robbins  organization  was  also  fortunate 
with  its  popular  music  catalog,  "Rain"  proving 
one  of  the  season's  outstanding  hits. 

Two  new  roadway  productions,  "Say  When" 
and  Earl  Carroll's  "Vanities,"  are  now  in  press 
under  the  Robbins  imprint.  As  with  the  two 
preceding  editions  of  the  "Vanities,"  the  songs 
are  Robbins  publications,  composed  by  Jesse 
Greer,  Lou  Alter  and  Raymond  Klages.  The 
most  important  numbers  in  the  forthcoming 
edition  are  titled:  "Once  in  a  Lifetime," 
"Sophomore  Prom"  and  "Blue  Shadows." 

"Say  When,"  the  new  Elizabeth  Marbury- 
Carl  Reed  production,  is  distinguished  by  one 
of  the  songs,  "Cheerio!"  being  the  composition 
of  Mayor  James  J.  Walker,  of  New  York  City, 
whose  song  hit,  "Will  You  Love  Me  in  De- 
cember as  You  Did  in  May?"  is  a  standard 
in  the  music  industry.  "Cheerio!"  is  a  typical 
Walkerian  optimistic  gang  song.  Other  "Say 
When"  hits  are:  "One  Step  to  Heaven,"  "How 
About  It?"  and  "Say  When,"  the  works  of 
Jesse  Greer  and  Ray  Klages. 

The  Robbins  Music  Corp.'s  rating  in  the 
Vitaphone  royalty  distribution  as  the  second 
highest  contributor  to  the  synchronous  screen, 
is  a  tribute  to  the  standing  of  the  firm.  With 
"talking  movies"  impending  as  a  most  revolu- 
tionary phase  of  the  show  business,  Robbins 
is   "sitting  pretty,"  considering  the  cream  of 


creative  talent  under  exclusive  contract  to  the 
rapidly  growing  organization. 

Among  the  composers  exclusively  aligned 
with  the  Robbins  organization  are  Domenico 
Savino,  music  editor  and  vice-president  of  the 
firm,  admitted  to  be  one  of  the  peers  of  cine- 
matic-theme composers;  Ferde  Grofe,  Dr. 
William  Axt,  of  the  Capitol  Theatre;  Erno 
Rapee,  general  musical  director  of  the  Roxy 
Theatre;  Nathaniel  Finston,  in  charge  of  all 
music  of  the  Publix  and  Loew  Theatres;  Dr. 
Hugo  Riesenfeld  and  David  Mendoza. 

In  the  field  of  developing  a  new  American 
music,  Ferde  Grofe's  "Metropolis,"  the  jazz 
rhapsody  which  Paul  Whiteman  is  featuring 
on  his  tour  and  which  the  jazz  maestro  intro- 
duced on  the  radio,  is  the  season's  most  note- 
worthy composition  of  its  type.  It  rivals  the 
justly  famous  "Rhapsodie  in  Blue,"  by  George 
Gershwin,  also  a  Whiteman  staple,  and  which 
Grofe,  incidentally,  scored  originally.  White- 
man's  Victor  recording  of  the  "Metropolis" 
rhapsody  will  be  released  shortly. 

Another  Grofe  composition,  "Three  Shades 
of  Blue,"  along  with  Savino's  "Study  in  Blue" 
and  Louis  Alter's  "Manhattan  Serenade,"  are 
the  standards  of  the  most  important  com- 
mercial radio  broadcasting  conductors  like 
Nathaniel  Shilkret,  Walter  G.  (Gus)  Haen- 
schen,  et  al.  These  numbers  have  been  fea- 
tured on  the  Eveready,  Palmolive,  Wrigley  and 
similarly  important  radio  hours. 


Merle  Johnston  Signs 
With  Robbins  Co. 

Merle  Johnston,  featured  saxophone  soloist 
on  the  Palmolive  Hour,  Wrigley  Revue,  RCA 
Demonstration  Hour,  Champion  Sparkers 
Hour,  the  Mediterraneans,  the  new  Burns 
Brothers  Hour  and  with  his  own  saxophone 
quartet,  among  other  prominent  commercial 
radio  broadcasting  periods,  has  been  signed  by 
the  Robbins  Music  Corp.,  New  York  City,  to 
compose  exclusively  for  them  for  a  period 
of  two  years. 

Johnston,  who  is  one  of  the  best-known  reed 
specialists  in  the  radio  and  recording  fields, 
has  created  the  Johnston  Super-Series  of  Saxo- 
phone Solos  for  Robbins  publication,  the  first 
issues  of  which  are  shortly  due  off  the  presses. 

Johnston's  career  is  musical  history.  He 
records  with  every  prominent  orchestra  in  the 
country,  making  discs  for  Victor,  Brunswick, 
Columbia,  Edison,  Okeh  and  all  the  others, 
and  has  been  under  the  baton  of  such  leaders 
as  Frank  Black,  Isham  Jones,  Gus  Haenschen, 
Ben  Selvin,  Bennie  Krueger,  Sam  Lanin, 
Nathaniel  Shilkret,  Ben  Bernie,  Charles  Dorn- 
berger  and  William  F.  Wirges. 


New  Number  Added 
to  Piantadosi  List 

The  popular  catalog  of  the  Al  Piantadosi 
Music  Co.  has  been  rounded  out  by  the  ad- 
dition of  a  new  fox-trot,  "Just  a  Dance  Pro- 
gram of  Long  Ago,"  which  Mr.  Piantadosi  re- 
cently accepted.  The  firm's  catalog,  which  is 
headed  by  Mr.  Piantadosi's  own  number,  "I'm 
Tired  of  Making  Believe,"  written  with  .  George 
A.  Kelley,  contains  in  addition  to  the  above 
named    numbers    "Louisiana,"    "My  Stormy 


Fred.  K.  Steele,  Inc. 
Policy  Wins  Success 

Selection  of  Quality  Numbers  Rather  Than 
Quantity  of  Songs  Has  Been  the  Policy 
of  Organization  Since  Inception 

The  music  publishing  firm  of  Fred.  K.  Steele, 
Inc.,  745  Seventh  avenue,  New  York  City,  is 
concentrating  its  energies  at  the  present  time 
on  a  well-rounded  and  varied  catalog,  includ- 
ing "Blue  Idol,"  an  Oriental  fox-trot;  "Dream- 
ing Alone  in  Hawaii,"  Hawaiian  waltz;  "Hurry 
On,"  fox-trot  fantasy;  "Lei-Lani"  (Wreath  of 


Fred.  K.  Steele 

Heaven),  Hawaiian  fox-trot;  "I  Can't  Believe 
It's  True,"  waltz  ballad,  and  "Bells  of  Hawaii," 
the  Hawaiian  bell  song. 

The  success  which  this  firm  has  won  in  its 
brief  existence  (it  was  organized  late  in  1926) 
is  ample  proof  of  the  sound  policy  followed 
by  Mr.  Steele  in  selecting  "quality"  numbers 
rather  than  quantity  of  songs.  Mr.  Steele's 
wide  experience  in  publishing  circles  has  proved 
of  inestimable  value  in  his  leading  the  firm  to 
success.  He  started  with  Jos.  W.  Stern,  Inc., 
and  was  for  a  time  professional  manager  of 
this  firm.  Following  this  he  was  general  man- 
ager of  the  Broadway  Music  Corp.  and  later 
with  Irving  Berlin,  Inc. 

The  first  number  published,  "Every  Little 
While,"  was  written  by  Billy  Heagney  and 
lyrics  by  Fred  Steele.  An  interesting  feature 
regarding  this  song  is  that  Lawrence  Wright, 
English  publisher,  recently  wrote  Mr.  Steele 
informing  him  that  the  number  is  still  proving 
popular  throughout  England  and  is  expected  to 
grow  to  even  greater  favor. 


New  Feist  Glass  "A"  Songs 


The  following  new  publications  recently  issued 
by  Leo  Feist,  Inc.,  New  York  City,  are  listed 
as  class  "A"  or  twenty  cents  a  copy  until  June 
JO:  "Two  Busy,"  by  Ned  Miller  and  Chester 
Cohn,  and  "I'm  Wingin'  Home,"  by  Renee  Rus- 
sell and  Henry  H.  Tobias,  now  being  featured 
by  Gene  Austin.  On  and  after  July  1  these 
songs  .are  listed  as  class  "B"  or  twenty-two 


AN    ORIENTAL.  FOX-TROT 

BLUE  IDOL 

A  FOX-TROT  FANTASY 

HURRY  ON 

WALTZ  BALLAD 

I  CAN'T  BELIEVE 
IT'S  TRUE 

HAWAIIAN  WALTZ 

DREAMING  ALONE  IN  HAWAII 

FRED  K.  STEELE,  Inc.,  music 

HAWAIIAN  FOX-TROT 

LEI-LANI 

(WREATH  OF  HEAVEN) 

PUBLISHERS                                           745   .   7th  ^ 

THE  HAWAIIAN  BELL  SONG 

BELLS  OF  HAWAII 

l venue,  New  York,  N.  Y. 
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Karpen  Cabinet  Line 
Is  of  High  Quality 

S.  Karpen  &  Bros.  Have  Been  Makers  of 
Fine  Furniture  for  Many  Years  and  Ex- 
perience Is  Reflected  in  Line 

Leo  Karpen,  of  the  well-known  furniture 
manufacturing  house  of  S.  Karpen  &  Bros., 
has  been  a  close  observer  of  the  progress  of 
radio  from  its  mechanical  age  to  its  present 
era  of  home  adornment. 

That  the  buying  public  wants  fine  furniture 
is  visualized  through  the  four  large  Karpen 
factories  situated  in  Long  Island  City,  Chicago, 
Michigan  City  and  Los  Angeles,  which  are 
necessary  to  supply  the  demand  for  Karpen- 
made  furniture. 

It  is  Mr.  Karpen's  opinion  that  radio  owners 


World's  Classified  Advertising 

Any  member  of  the  trade  may  forward  to  this  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on 
application. 


SALESMEN  WANTED 

We  offer  an  exceptional  opportunity  to  two  sales- 
men who  have  a  record  of  accomplishments  and  a 
radio  jobber  and  dealer  following.  Liberal  com- 
mission with  a  future  promotion  to  general  or  sales 
managership. 

Read  about  our  product  in  our  ad  in  this  issue. 
Otii  distinctive  automatic  tuning  device  is  a  con- 
clusive selling  argument  and  eliminates  competi- 
tion.   Good  territory  open.    Apply  by  letter  to— 

Marti  Electric  Radio  Co. 
22  Central  Ave.         W.  Orange,  N.  J. 


WANTED 
EXPERIENCED  SALESMAN 

On  portable  phonographs.  In  reply  give  territory 
covered,  volume  of  business  and  references. 

Petersburg  Luggage  Co.,  Inc. 
Petersburg,  Va. 


LINES  WANTED— Strong  Pacific  Coast  Rep- 
resentation is  offered  to  a  manufacturer  of  merit 
by  a  financially  able  selling  organization.  Ad- 
dress Box  1647,  care  Talking  Machine  World, 
420  Lexington  Ave ,  New  York,  N.  Y. 

POSITION  WANTED— Phonograph  designer 
and  assembler  would  like  to  connect  his  serv- 
ices with  phonograph  manufacturers.  Six  years 
in  business.  At  present  heading  an  assembling 
plant  and  designing  phonographs  for  the  indi- 
vidual requirements  of  consumers.  Understands 
everything  about  the  phonograph  and  process  of 
reproduction.  Have  designed  plans  for  motors, 
phonographs,  tone-arms,  and  reproducers, 
which  have  not  yet  been  used.  Will  surrender 
these  plans  to  would-be  employers  for  the  con- 
sideration of  the  salary,  if  satisfactory  and  at- 
tractive. Address  Box  No.  1648,  Talking  Ma- 
chine World,  420  Lexington  Ave.,  New  York. 

Travelling  Salesman  at  liberty  for  line  of  phonographs, 
radios  or  musical  goods.  Salary  and  commission  basis. 
W.  A.  Watson,  Ueep  Gap,  N.  C. 

POSITION  WANTED— Expert  Phonograph  Repairman,  20 
years'  experience  on  all  makes  of  American  and  foreign 
motors,  also  some  experience  in  selling  phonographs, 
radio.  Can  manage  the  entire  music  store.  Address  Box 
1649,  care  Talking  Machine  World,  420  Lexington  Ave., 
New  York. 


SALES  EXECUTIVE 


Willi 


an  excellent  record  of  achievement  in  the  piano  and 
music  industry  Held — wishes  to  open  negotiations  with  some 
institution  reduiring  the  serviqes  of  an  executive  of  matured 
experience.  Permanently  employed  at  present,  but  for  purely 
personal  reasons  desire  to  make  another  connection.  Address 
Mox  1646,  c/o  Talking  Machine  World,  420  Lexington  Ave., 
New  York,  N.  Y. 


Leo  Karpen 

will  insist  that  their  radio  sets  be  housed  in 
cabinets  that  will  match  in  quality  the  other 
furniture  in  the  home  and  accordingly  Karpen 
has  placed  on  the  market  a  line  of  radio  cab- 
inets of  particularly  high  quality.  The  Karpen 
trade-mark  is  regarded  by  the  buying  public  as 
an  assurance  of  quality. 

Leo  Karpen  has  given  his  personal  attention 
to  every  detail  in  the  production  of  the  radio 
cabinet  line,  and  Studner  Brothers,  Inc.,  of 
New  York  and  Chicago,  have  been  appointed 
national  sales  agents. 


Davega  Will  Open 
Big  Broadway  Store 

To  Open  on  June  22  at  Forty-second 
Street  and  Broadway — Will  Have  Thir- 
ty-four Departments 

A  new  Davega  United  Sport  Shop  will  be 
opened  on  June  22  at  Forty-second  street  and 
Broadway.  This  important  announcement  was 
made  by  A.  Davega,  president  of  Davega,  Inc., 
at  a  luncheon  at  the  Hotel  Commodore,  on 
Tuesday,  June  5,  which  Mr.  Davega  tendered 
to  representatives  of  the  trade  and  daily  press. 
The  Davega  chain  of  stores  retail  Brunswick 
Panatropes,  Freed-Eisemann  and  Atwater 
Kent  radios,  and  other  well-known  lines  in  the 
music-radio  field. 

The  new  store  will  be  the  largest  store  in 
the  Davega  chain  and  is  strategically  located 
at  the  busiest  intersection  of  the  city.  Two 
private  elevators  will  carry  customers  to  the 
second  floor,  where  the  thirty-four  departments 
of  the  store  will  be  located. 

It  is  planned  to  celebrate  the  opening  of  the 
store  in  an  auspicious  manner. 


The  C.  A.  Korten  Music  Co.,  which  was 
formerly  located  in  the  Tyni  Building,  in  Long- 
view,  Wash.,  has  moved  to  new  quarters  on 
the  ground  floor  of  the  Columbia  Theatre 
building,  and  W.  R.  Ingram  has  been  appoint- 
ed to  the  post  of  sales  manager. 


Wilson  Co.  Cele- 
brates Fortieth  Year 


Oshkosh,  Wis.,  June  4. — The  Wilson  Music 
Co.,  founded  in  1888,  when  Joseph  Wilson  and 
his  son,  E.  S.  Wilson,  now  president  of  the 
firm,  purchased  the  music  store  of  G.  R.  Lam- 
pard,  observed  its  fortieth  anniversary  in  busi- 
ness on  May  24.  The  store  is  located  at 
178-180  Main  street  and  the  company  has 
operated  a  branch  store  at  Stevens  Point  for 
about  seven  years.  In  reminiscing  on  the  busi- 
ness, Mr.  Wilson  said  that  when  he  first 
entered  it  organs  were  the  popular  big  instru- 
ments and  pianos  were  just  coming  into  vogue. 
The  guitar  and  banjo  were  the  popular  home 
instruments,  he  said,  because  they  represented 
only  a  moderate  expenditure. 


Order  Grebe  Sets 

in  Carload  Lots 


Grebe  sets  are  going  out  by  the  carload,  ac- 
cording to  an  announcement  from  the  head- 
quarters of  A.  H.  Grebe  &  Co,  New  York 
City.  The  Grebe  AC  6  Synchrophase  radio 
receiver  has  created  a  wide  market  for  itself. 
The  accompanying  photograph  shows  the  May 
shipment  of  this  model  to  the  Doubleday-Hill 
Electric  Co,  Grebe  distributor,  of  Pittsburgh, 
Pa.  This  company,  like  the  manufacturing 
organization,  was  one  of  the  pioneer  houses 


Grebe  Shipment  to  Doubleday-Hill  Elec.  Co. 

in  radio  and  has  built  up  substantial  business 
in  Grebe  radio  in  the  Pittsburgh  district. 


New  Fada  Representative 

James  D.  Gibson  has  been  appointed  sales 
representative  for  Fada  Radio  in  southern  New 
Jersey  and  eastern  Pennsylvania,  with  head- 
quarters in  Philadelphia.  Mr.  Gibson  has  had 
wide  experience  in  radio  sales  work  in  many 
different  sections  of  the  United  States,  and  is 
particularly  well  acquainted  with  the  trade  in 
the  territory  he  has  taken  over  for  Fada. 


ONE  of  the  reasons 
for  the  outstanding 
success,  which  the  Ail- 
American  Mohawk  Ra- 
dio Corp  receiver  has 
won  is  the  manner  in 
which  dealers  have 
presented  these  sets  to 
the  public.  The  above 
photograph  shows  an 
attractive  display  of 
these  receivers  in  the 
display  space  of  the 
A.  H.  Revell  Co.,  Chi- 
cago, and  to  the  left  is 
a  reproduction  of  a 
window  featuring  the 
Dempsey-Tunney  fight 


The  Latest  Record  Bulletins 


Victor  Talking  Machine  Go. 

LIST  FOR  JUNE  1 
VOCAL  AND  INSTRUMENTAL 
35916  Martha — Overture — Part  1  (Flotow), 

Victor  Symphony  Orch.  12 
Martha — Overture — Part  2  (Flotow), 

Victor  Symphony  Orch.  12 
35918  Selections  from  "Good  News," 

Victor  Arden-Phil  Ohman  and  Their  Orch.  12 
Selections  from  "Funny  Face," 

Victor  Arden-Phil  Ohman  and  Their  Orch.  12 

21253  Serenade  (Schubert)   Victor  Salon  Orch.  10 

Serenade  (Rimpianto)  (Toselli), 

Victor  Salon  Orch.  10 
21322  1.  Sometime  We'll  Understand;  2.  It  Is  Well 

With  My  Soul   Mark  Andrews  10 

1.  Rock  of  Ages;  2.  Jesus,  Saviour   Pilot  Me, 

Mark  Andrews  10 
21337  Where  the  Gates  Swing  Outward  Never, 

Homer  Rodeheaver-Henry  Burr  10 
Love  Led  Him  to  Calvary, 

Mrs.  Wiliam  Asher-Homer  Rodeheaver  10 

21277  Itchin'   Fingers   Roy  Smeck-Art  Kahn  lu 

Twilight   Echoes  Roy  Smeck-Carson  Robison  10 

DANCE  RECORDS 
21371  Ah!  Sweet  Mystery  of  Life— Waltz, 

The  Troubadours  10 
The  Bells  of  St.  Mary's — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 
21235  La  Golondrina  (The  Swallow)— Waltz, 

The  Troubadours  10 
Cielito  Lindo  (Beautiful  Heaven) — Waltz, 

The  Troubadours  10 

21347  Your  Eyes   (From  "The  Three  Musketeers'  )  — 

Waltz   The  Troubadours  10 

Really    and    Truly    (From    "Sunny    Days") — 

Fox-trot. ..  .Nat  Shilkret  and  the  Victor  Orch.  10 
21321  When   the   Robert   E.    Lee  Comes  to   Town — 

Fox-trot   Harry  Reser's  Banjo  Boys  10 

Down  South — Fox-trot, 

Harry  Reser's  Banjo  Boys  10 

21348  Willow   Tree — Fox-trot..  .Louisiana  Sugar  Babes  10 
'Sippi — Fox-trot   Louisiana  Sugar  Babes  10 

RED  SEAL 

1311  Spanish  Dance  (Granados-Casals) ..  Pablo  Casals  10 
Vito  (Spanish  Dance)  (Popper,  Op.  54,  No.  5), 

Pablo  Casals  10 

1325  Souvenir    (Drdla)   Fritz  Kreisler  10 

Old  Folks  at  Home  (Foster-Kreisler), 

Fritz  Kreisler  10 
4038  Little  Log  Cabin  of  Dreams  (Hanley-Dowling), 

Lambert  Murphy  10 
Where  My  Caravan  Has  Rested  (Teschemacher- 

Lohr)   Lambert  Murphy  10 

6825  La  Campanula  (Paganini-Liszt), 

Ignace  Jan  Paderewski  12 
Nocturne  ill   F  Sharp  Major   (Chopin,  Op.  15, 

No.   2)   Ignace  Jan  Paderewski  12 

1299  Rosalinda — Cancion  (de  Fuentes) . .  .Tito  Schipa  10 
Mi    Viejo    Amor — Cancion     (My    Old  Love) 

(Oteo)   Tito  Schipa  10 

6823  Samson  and  Delilah — Bacchanale  (Saint-Saens), 

Leopold  Stokowski-Philadelphia  Symphony  Orch.  12 
Damnation  of  Faust — Rakoczy  March  (Berlioz), 
Leopold  Stokowski-Philadelphia  Symphony  Orch.  12 

MOZART'S  JUPITER  SYMPHONY  IN  A 
MASTERPIECE  ALBUM 
Symphony  in  C  Major,  No.  41  (Jupiter)  (Mozart) 
(Recorded  in  Europe) 
Albert   Coates   and   London   Symphony  Orchestra 
Part   1 — 1st    Movement — Allegro   vivace;    Part   2 — 1st 
Movement — Allegro  vivace    (concluded)  ;   Part  3 — 2nd 
Movement — Andante  cantabile;  Part  4 — 2nd  Movement 
— Andante  cantabile  (concluded) ;  Part  5 — 3rd  Move- 
ment—  Menuetto;     Part     6 — 4th     Movement  —  Molto 
allegro;   Part  7 — 4th  Movement — Molto  allegro  (con- 
cluded).    Impresario — Overture  (Mozart). 
In  Album  M-30.    Complete  on  Four  Double-Faced  Victor 
Records  (9201-9204)  with  Explanatory  Folder 
LIST  FOR  JUNE  8 

21374  Without   You,   Sweetheart  Gene  Austin  10 

In  My  Bouquet  of  Memories  Gene  Austin  10 

21390  Laugh,  Clown,  Laugh  Cooper  Lawley  10 

What   Do   You   Say?.  Jim  Miller-Charlie  Farrell  10 

21368  Imagination — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch.  10 
Crazy  Rhythm — Fox-trot, 

Roger  Wolfe  Kahn  and  His-Orch.  10 
21389  I'm  Afraid  of  You— Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
My  Pet — Fox-trot, 

Paul  Wihiteman  and  His  Orch.  10 

21391  The  Waltz  of  Love— Waltz, 

Johnny  Hamp's  Kentucky  Serenaders  10 
Anything  to  Make  You  Happy — Fox-trot, 

Eddie  Harkness  and  His  Orch.  10 

LIST  FOR  JUNE  15 

21376  Sweetheart  o'  Mine  Johnny  Marvin  10 

Angel  Johnny  Marvin  10 

21394  Happy-Go-Lucky  Lane, 

Harold  Yates-Cooper  Lawley  10 
Back  in  Your  Own  Back  Yara, 

Harold  Yates-Cooper  Lawley  10 
21388  My  Angel — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
In  My  Bouquet  of  Memories — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 

21310  Golden    Gate— Fox-trot  Horace  Heidt's  Orch.  JO 

What  a   Wonderful   Wedding  That   Will  Be— 

Fox-trot   Horace  Heidt's  Orch.  10 

21423  Oh,  Baby!— Fox-trot   All  Star  Orch.  10 

Add  a  Little  Wiggle — Fox-trot. .  .All  Star  Orch.  10 
LIST  FOR  JUNE  22 
4053  Ramona  (Gilbert-Wayne). ..Miss  Dolores  Del  Rio  10 
Ya   Va   Cayendo    (Falling   in   Love)  (Cancion 

Mexicana)   Miss  Dolores  Del  Rio  10 

21427  Think  of  M.e  Thinking  of  You.. Johnny  Marvin  10 


Golden   Gate   Johnny  Marvin  10 

21430  The  Song  of  the  Prune  F'rank  Crumit  10 

Down  in  de  Cane  Break  Frank  Crumit  10 

21426  I'm  Away  From  the  World  When  I'm  Away 

From  You   Franklyn  Baur  10 

Just  Across  the  Street  From  Heaven, 

Franklyn  Baur  10 
21432  Get  Out  and  Get  Under  the  Moon — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 
In  the  Evening — Fox-trot, 

Waring's  Pennsylvanians  10 

21431  Fascinatin'   Vamp — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 
Dancing   Shadows — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 

Columbia  Phono.  Co.,  Inc. 

MASTERWORKS  SERIES 
Schubert   (Centennial   Edition) — Sonata   in   a   Major,  Op. 

120,  for  Pianoforte.    By  Myra  Hess.     In  Five  Parts, 

on  Three  Records,  with  Album. 
Cherubini:  Anacreon:  Overture.     By  William  Mengelberg 

and    Concertgebouw    Orchestra    of    Amsterdam.  In 

Three  Parts,  on  Two  Records,  67420-D  and  67421-D, 

12-inch. 

Berlioz:  Romeo  et  Juliette:  Queen  Mab  Scherzo.  By  Sir 
Hamilton  Harty  and  Halle  Orchestra.  In  Two  Parts, 
or  One  Record,  67422-D,  12-inch. 

CELEBRITY  SERIES 

7157-  M     Villanelle    (I've    Seen   the    Swallows  Pass) 

(Dell'  Aqua-Van  Der  Elst) — Soprano  Solo, 

Maria  Kurenko  12 
Berceuse  (Sing,  Smile  and  Slumber)  (Gounod- 
Hugo) — Soprano  Solo   Maria  Kurenko  12 

7156-MTosca:  Ella  Verra  (Puccini)— Baritone  Solo, 

Cesare  Formichi  12 
Rigoletto:     Pari    siamo     (We    Are  Equal) 
(Verdi) — Baritone  Solo  ...Cesare  Formichi  12 
2066-M  Colonial  Song  (A  Song  of  Australia) — Parts 
1  and  2   (Grainger) — Two  Voices,  Harp  and 
Orchestra;  Conducted  by  the  Composer, 
Soprano,  Anita  Atwater;Tenor,  L.  A.  Sanchez  10 
5079-M  Minuet  in  G  Major  (Paderewski) — Piano  Solo, 

William  Murdoch  12 
(a)   Waltz  in  A  Flat   (Brahms);   (b)  Spring 
Song  (Mendelssohn) — Piano  Solo, 

William  Murdoch  12 
7160-M  Fanciulla  Del  West:  Ch'ella  mi  creda  (Girl  of 
the  Golden  West)  (Puccmi) — Tenor  Solo, 

Hipolito  Lazaro  12 
Andrea     C'henier:     Improviso     (Giordano) — 
Tenor  Solo   Hipolito  Lazaro  12 

5077-  M  Serenade     Melancolique — Parts     1     and  2 

(Tschaikowsky;  Op.  26) — Violin  Solo, 

Naoum  Blinder  12 

5078-  M  Polichinelle  (Rachmaninoff )— Piano  Solo, 

Leff  Pouishnoff  12 
Prelude    in    B    Flat    (Rachmaninoff) — Piano 

Solo   Leff  Pouishnoff  12 

145-M  Midnight    Bells    (Houberger-Kreisler) — Violin 

Solo   Sascha  Jacobsen  10 

Evening  (Bergh) — Violin  Solo, 

Sascha  Jacobsen  10 

7158-  M  Carmen:  Overture  (Bizet), 

Sir  H.  J.  Wood  and  New  Queen's  Hall  Orch.  12 
Carmen:   Entractes  Acts  2  and  4  (Bizet), 

Sir  H.  J.  Wood  and  New  Queen's  Hall  Orch.  12 

7159-  M  Carmen:  Entracte  Act  3  (Bizet), 

Sir  H.  J.  Wood  and  New  Queen's  Hall  Orch.  12 
Carmen:  Ballet  Music  Act  4  (Bizet), 

Sir  H.  J.  Wood  and  New  Queen's  Hall  Orch.  10 
SACRED  MUSIC 

1362-  D  Yield  Not  to  Temptation — Vocal  Duet, 

Pord-Glenn  10 
Where   Is   My    Wandering   Boy    To-night? — 

Vocal  Duet   Ford-Glenn  10 

STANDARD  AND  INSTRUMENTAL 

1356-  D  Ballet  Egyptien:  Allegro — Part  1   (Luigini) — 

Organ  Solo   Quentin  M.  Maclean  10 

Ballet  Egyptien:  Allegretto — Part  2  (Luigini) 
— Organ  Solo  Quentin  M.  Maclean  10 

1357-  D  Ballet   Egyptien:   Andante   Sostenuto — Part  3 

(Luigini) — Organ  Solo.  Quentin  M.  Maclean  10 
Ballet  Egyptien:   Andante  and  Allegro — Part 
4  (Luigini) — Organ  Solo, 

Quentin  M.  Maclean  10 

50066-  D  La  Gioconda:   Dance  of  the  Hours — Parts  1 

and  2  (Ponchielli), 
Columbia  Symphony  Orch.  (Dir.  R.  H.  Bowers)  12 

1363-  D  The   Man   1  Love — Pipe  Organ,  with  Vocal 

Chorus  by  Mirth  Mack  Milton  Charles  10 

Dream  Kisses — Pipe  Organ.  ..  .Milton  Charles  10 

50067-  D  Eileen  Alannah  (Thomas  and  Marble)— Tenor 

Solo   Thomas  Jackson  12 

Love's  Old   Sweet   Song   (Molloy  and  Bing- 
ham)— Tenor  Solo  Thomas  Jackson  12 

1360-D  Gwine-a    Lay    Down    Mali    Burden — Soprano 

Solo   Edna  Thomas  10 

(a)  Little  Wheel  a-Turnin'  in  My  Heart;  (b) 
Keep  a-Inchin'  Erlong — Soprano  Solo, 

Edna  Thomas  10 
1359-D  Polly  Wolly  Doodle— Baritone  Solo, 

Harry  C.  Browne  10 
Push  Dem  Clouds  Away — Baritone  Solo, 

Harry  C.  Browne  10 
DANCE  MUSIC 
1391-D  Oh,   Baby!    (From   "Rain   or   Shine")— Fox- 
trot, with  Incidental  Singing  by  Ted  Lewis, 

Ted  Lewis  and  His  Band  10 
Start    the    Band — Fox-trot,    with  Incidental 
Singing  by  Ted  Lewis, 

Ted  Lewis  and  His  Band  10 
1394-D  (My  Heart  Keeps)   Speaking  of  Love — Fox- 
trot, with  Vocal  Chorus  by  Paul  Small, 

Paul  Ash  and  His  Orch.  10 
You're     Wonderful  —  Fox-trot,     with  Vocal 
Chorus  by  Paul  Small. 

Paul  Ash  and  His  Orch.  10 
1372-D  She's    a    Great,    Great    Girl — Fox-trot,  with 
Vocal  Chorus  by  Goldie, 

Jan  Garber  and  His  Orch.  10 


Was  It  a  Dream? — Waltz,  with  Vocal  Chorus 
by  Sonny  Faircloth, 

Jan  Garber  and  His  Orch. 
1399-D  I'm  Afraid  of  You — Fox-trot,  with  Incidental 

Singing   Ben  Selvin  and  His  Orch. 

Indian    Cradle  Song — Fox-trot,    with  Vocal 
Chorus  by  Lewis  James, 

Ben  Selvin  and  His  Orch. 

1395-  D  I  Can't  Do  Without  You— Waltz,  with  Vocal 

Chorus  by  Carmen  Lombardo, 

Guy  Lombardo  and  His  Royal  Canadians 
Waitin'  for  Katy — Fox-trot,  with  Vocal  Trio, 
Guy  Lombardo  and  His  Royal  Canadians 
1364-D  Forevermore — Fox-trot,  with  Vocal  Chorus  by 
Carmen  Lombardo, 

Guy  Lombardo  and  His  Royal  Canadians 
Japansy — Waltz,  with  Vocal  Chorus  by  Carmen 
Lombardo, 

Guy  Lombardo  and  His  Roval  Canadians 

1389-  D  Do   I    Hear   You    Saying:    "I    Love  You?" 

(From  "Present  Arms!") — Fox-trot,  witli 
Vocal   Chorus  by  James  Melton, 

Fred  Rich  and  His  Hotel  Astor  Orch. 
You  Took  Advantage  of  Me  (From  "Present 
Arms!") — Fox-trot,  with  Vocal  Chorus  by 
James  Melton, 

Fred  Rich  and  His  Hotel  Astor  Orch. 
1378-D  Imagination    (From    "Here's    Howe!") — Fox- 
trot, with  Vocal  Trio, 

Harry  Reser's  Syncopators 
Crazy  Rhythm  (From  "Here's  Howe!") — Fox- 
trot, with  Vocal  Chorus  by  Tom  Stacks, 

Harry  Reser's  Syncopators 

1376-  D  So   Tired — Fox-trot,   with   Vocal   Chorus  by 

Johnny  Murray, 

Max  Fisher  and  His  California  Orch. 
There's  Something  About  a  Rose    (That  Re- 
minds  Me   of   You) — Fox-trot,   with  Vocal 
Chorus  by  Earl  Bell, 

Gerald  Marks  and  His  Orch. 
1375-D  That's    My    Mammy! — Fox-trot,    with  Vocal 

Chorus  by  Frank  Harris  The  Radiolites 

Little  Log  Cabin  of  Dreams — Fox-trot, 

Gerald  Marks  and  His  Orch. 

1396-  D  Will    You    Be    Sorry  ?— Fox-trot,    with  Vocal 

Chorus  by  Pinkey  Hunter, 

E.  Gill  and  His  Bamboo  Garden  Orch. 
That's    What    I    Call    Keen — Fox-trot,  with 
Vocal   Chorus  by  Pinkey  Hunter, 

E.  Gill  and  His  Bamboo  Garden  Orch. 

1390-  D  The  Voice  of  the  Southland   (Keeps  Callin' 

Me  Home) — Fox-trot, 

Thelma  Terry  and  Her  Play  Boys 
Lady   of   Havana — Fox-trot, 

Thelma  Terry  and  Her  Play  Boys 
1398-D  What's  the  Reason?   (From  "Greenwich  Vil- 
lage Follies") — Fox-trot,  witli  Vocal  Chorus 
by  the  Three  Melodians.The  Knickerbockers 
Really   and   Truly    (From   "Sunny   Days") — 
trot,  with  Vocal  Chorus  by  Frank  Harris, 

The  Knickerbockers 

1377-  D  Ah!    Sweet    Mystery    of    Life — Waltz,  with 

Vocal   Chorus..  Leo  Reisman  and  His  Orch. 
Moonlight  on  the  Danube — Waltz,  with  Vocal 
Chorus  by  Arthur  Fields, 

Eddie  Thomas'  Collegians 

VOCAL  NUMBERS 

1392-  D  Gee!  But  I'm  Blue— Vocal, 

The  Whispering  Pianist  (Art  Gillham) 
I'm  Longing  for  My  Old  Gal  Sal — Vocal, 

The  Whispering  Pianist  (Art  Gillham) 

1393-  D  Bluebird,  Sing  Me  a  Song— Vocal. Ruth  Etting 

I  Must  Be  Dreaming — Vocal  Ruth  Etting 

1374-D  Without  You,  Sweetheart — Vocal ..  Seger  Ellis 
The  Voice  of  the  Southland  (Keeps  Callin'  Me 
Home) — Vocal   Seger  Ellis 

1381-  D  In  the  Sing  Song  Sycamore  Tree — Vocal, 

Lee  Morse  and  Her  Blue  Grass  Boys 
I'm  Lonely — Vocal, 

Lee  Morse  and  Her  Blue  Grass  Boys 
1380-D  Weary  Yodelin'  Blues— Parts  1  and  2— Vocal, 

Roy  Evans 

1397-  D  Sunshine— Vocal   Little  Jack  Little 

There  Ought  to  Be  a  Law  Against  That — 
Vocal   Little  Jack  Little 

1385-  D  Sweetheart    I'm   Sorry   (That   I   Made  You 

Cry) — Vocal   Charles  Kaley 

Strolling  in  the  Moonlight — Vocal, 

Charles  Kaley 

1382-  D  Who's  Blue  Now? — Male  Quartet, 

Goodrich  Silvertown  Quartet 
Under  the  Clover  Moon — Male  Quartet, 

Goodrich  Silvertown  Quartet 
1358-D  The  Sidewalks  of  New  York— Male  Quartet, 

Shannon  Quartet 
On  the  Banks  of  the  Wabash,  Far  Away — 
Male  Quartet   Shannon  Quartet 

1386-  D  Auf  Wiederseh'n  (We'll  Meet  Again) — Vocal, 

Milton  Watson 

Just  Wbnd'ring — Vocal  Milton  Watson 

1373-D  She'll  Never  Find  a  Fellow  Like  Me — Vocal 
Duet, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys) 
She's  the   Sweetheart  of  Six  Other  Guys- 
Vocal  Duet, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys) 
1347-D  Happy-Go-Lucky  Lane— Vocal  Harmonies, 

Ethel  and  Dorothea  Ponce 
Hush-a-Bye  Baby — Vocal  Harmonies, 

Ethel  and  Dorothea  Ponce 
1354-D  Fitzmaurice,    Von    Huenefeld    and  Koehl!— 

Vocal  Tom  Edwards 

Well,   the   Irish   and  the  Germans   Got  To- 
gether—Vocal  Tom  Edwards 

PACIFIC  COAST  RECORDINGS 

11S9-D  Twelfth  Street  Rag.  Sol  Hoopii's  Novelty  Trio 
Right  or  Wrong— Vocal  Chorus,  . 

Sol  Hoopn  s  Novelty  Trio 
1191-D  Weary  Stomp— Fox-trot 

Curtis  Mosby  and  His  Dixieland  Blue  Blowei  s 
In  My  Dreams   (I'm  Jealous  of  You)—Fox- 
trot,  with  Vocal  Chorus  by  Henry  Starr, 


10 


10 


10 


10 


AN  EXQUISITE 
DANCE  NUMBER— 


DREAMING  AWAY 


A  WONDERFUL 
BALLAD 


FEATURED  ON  AIR  BY  HARRY  MOORE,  FORMERLY  OF  "WRIGHT  AND  WRONG" 

S.  A.  MATTER,  1658  Broadway,  New  York  City 
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THE  LATEST  RECORD  BULLETINS— (Continued  from  page  176) 


1193 

1182 

15258 

15253- 

15254 

15252. 
15250 

15256 


15257- 
15248 

15255 


33254 

33255 

33256 
33527 

33258 


Curtis  Mosby  and  His  Dixieland  Blue  Blowers  10 
D  My  Mammy's  Blues — Fox-trot, 

Red  Spikes'  Majors  and  Minors  10 
Fight  That  Thing — Fox-trot, 

Red  Spikes'  Majors  and  Minors  10 
D  Wabash  Blues — Banjo  and  Guitar  Duet, 

Truett-George  10 

Ghost   Dance — Guitar  Duet  Truett-George  10 

FAMILIAR  TUNES— OLD  AND  NEW  ' 
D  A  Corn  Licker  Still  in  Georgia — Parts  3  and  4, 
featuring  Clayton  McMichen,  Riley  Puckett, 
Gid  Tanner,  Lowe  Stokes,  Fate  Norris,  Bob 

Nichols  and  Bill  Brown    10 

D  The  Original  Arkansas  Traveler — Parts  1  and 
2 — Comedy  Dialog  with  Music, 

Clayton  McMichen-Dan  Hornsby  10 

D  After  the  Ball— Vocal  Duet  Darby-Tarlton  10 

I  Can't  Tell  Why  I  Love  You— Vocal  Duet, 

Darby-Tarlton  10 
D  Weary  Yodelin'  Blues — Parts  1  and  2 — Vocal, 

Roy  Evans  10 
D  All    Bound    'Round    With    the  Mason-Dixon 

Line — Vocal   Riley  Puckett  10 

Mother — Vocal   Riley  Puckett  10 

D  Governor  Al  Smith  for  President — Vocal, 

Carolina  Night  Hawks  10 
The  Sidewalks  of  New  York — Vocal, 

Al  Craver  10 

D  Bile  Them  Cabbage  Down, 

Gid  Tanner  and  His  Skillet-Lickers, 
with  Riley  Puckett  and  Clayton  McMichen  10 
It's  a  Long  Way  to  Tipperary, 

Gid  Tanner  and   His  Skillet-Lickers, 
with  Riley  Puckett  and  Clayton  McMichen  10 
D  Let  the  Lower  Lights  Be  Burning, 

Smith's  Sacred  Singers  10 

Drifting   Down   Smith's  Sacred  Singers  10 

D  Toy  Among  the  Angels — Sacred  Music, 

The  Deal  Family  10 
'Twill    All    Be    Glory    Over    There— Sacred 

Music   .  .The  Deal  Family  10 

D  'Tis  Wonderful— Vocal, 

Mr.  and  Mrs.  R.  N.  Grisham  and  Daughter  10 
Angels,  Tell  My  Mother  I'll  Be  There— Vocal, 
Mr.  and  Mrs.  R.  N.  Grisham  and  Daughter  10 
IRISH  RECORDS 
-F  Well,   the   Irish   and   the    Germans   Got  To- 
gether— Bass  Solo   John  Oakley  10 

They  Landed  Over  Here  From  Over  There — 

Bass  Solo   John  Oakley  10 

F  Gallant    Boys    of    Tipperary.      Three  Little 

Drummers — Flute  Solo   John  McKenna  10 

Down  the  Meadow.     House  on  a  Hill — Flute 

Solo   John  McKenna  10 

F  Around  the  Old  Turf  Fire— Jews  Harp  and 

Mouth  Organ  Duet  Flanagan  Brothers  10 

Just  Like  Home— Jazz  Set. Flanagan  Brothers  10 

F  How  Do  You  Do? — Vocal  Shaun  O'Nolan  10 

The  Green  Bushes— Vocal  Shaun  O'Nolan  10 

■F  Just  a  Rose  in  Old  Killarney — Tenor  Solo, 

Seamus  O'Doherty  10 
A  Little  Bunch  of  Shamrocks— Tenor  Solo. 

Seamus  O'Doherty  10 
F  The    Stone    Outside    Dan    Murphy's  Door-- 

Waltz  Song   The  Four  Provinces  Orch.  10 

Pride  of  Clyde.    Marquis  of  Huntley.  Skin- 
a-Ma-Rink— Highland  Fling,  . 

The  Four  Provinces  Orch.  10 


Edison  Disc  Records 


DANCE  RECORDS 

52270  Lauretta — Fox-trot,  with  Vocal  Chorus, 

Al.  Lynn's  Music  Masters 
Whisper    Sweet    and    Whisper    Low — Fox-trot, 
with  Vocal  Chorus  Al.  Lynn's  Music  Masters 

52272  Forever  and  Ever   (From   "Rain  or  Shine")  — 

Fox-trot,  with  Vocal  Chorus  by  Elliott  Stewart, 
Louis  Lilienfeld  with  His  Hotel  Biltmore  Orch. 
Borneo — Fox-trot,  with  Vocal  Chorus  by  Bert 
Dixon   Oreste  and  His  Queensland  Orch. 

52273  That's  What  I  Call  Keen— Fox-trot,  with  Vocal 

Chorus   Piccadilly  Players  (Dir.  Mel  Morris) 

Lila — Fox-trot,    with    Vocal    Chorus    by  Bert 
Dixon   Oreste  and  His  Queensland  OTch. 

52275  Coquette — Fox-trot,     with     Vocal     Chorus  by 

Happy  Jack   Ernie  Golden  and  His  Orch. 

'S  Wonderful  (Frem  "Funny  Face") — Fox-trot, 
with  Vocal  Chorus  by  Vaughn  de  Leath, 

Ernie  Golden  and  His  Orch. 

52280  I'm    Riding    to    Glory — Fox-trot,    with  Vocal 

Chorus   Piccadilly  Players  (Dir.  Mel  Morris) 

My  One  and  Only  (What  Am  I  Gonna  Do?) 
(From  "Funny  Face") — Fox-trot, 

Piccadilly  Players  (Dir.  Mel  Morris) 
52282  Hey!  Hey!  Hazel — Fox-trot,  with  Vocal  Chorus, 

Harry  Reser's  Rounders 
I    Don't    Know    What   To   Do — Fox-trot,  with 

Vocal  Chorus   Harry  Reser's  Rounders 

INSTRUMENTAL  RECORDS 

80891  Quartet    (American)    in    F    Major — 1st  Move- 

ment— Allegro  ma  non  troppo  (Dvorak,  Op.  96), 

Philharmonic  String  Quartet  of  New  York 
Quartet  (American)  in  F  Major — 2nd  Movement 
—Lento  (Dvorak,  Op.  96), 

Philharmonic  String  Quartet  of  New  York 

80892  Quartet    (American)    in    F    Major— 3rd  Move- 

ment— Molto  vivace  (Dvorak,  Op.  96), 

Philharmonic  String  Quartet  of  New  York 
Quartet  (American)  in  F  Major — Finale:  Vivace 

ma  non  troppo  (Dvorak,  Op.  96), 

Philharmonic  String  Quartet  of  New  York 

80893  Aria  from  "Pur  dicesti"  (Flesch-Lotti) — Violin 

Solo   Carl  Flesch 

Pastorale  (Handel-Flesch) — Violin  Solo, 

Carl  Flesch 

52281  The  Emmett  Quadrille— Calls  by  S.  C.  Shults, 

John  Baltzell  (Champion  Old-Time  Fiddler) 
Kenion  Clog, 

John  Baltzell  (Champion  Old-Time  Fiddler) 
52287  Itching  Fingers  (Smeck)— Guitar  Solo,  _ 

Roy  Smeck  (Wizard  of  the  String  ) 
Twelfth  Street  Rag  (Bowman) — Ukulele  Solo,  _ 

Roy  Smeck  (Wizard  of  the  String) 
52291  Angel's   Serenade  (Braga), 

Rollo  Maitland  on  the  Midmer-Losh  Pipe  Organ 
Largo,  From  "New  World"  Symphony  (Dvoraic), 

Rollo  Maitland  on  the  Midmer-Losh  Pipe  Organ 
VOCAL  RECORDS 

52271  I  Still  Love  You  J-  Donald  Parker 

I  Can't  Do  Without  You  J.  Donald  Parker 

52274  And  Then  You  Came  Along, 

Jack  Parker-Will  Donaldson 
Luscious   Jack  Parker- Will  Donaldson 

52276  Have    You    Ever    Been    in    Ireland    in  April 

(Spink)   Walter  Scanlan 

When  I  Build  a  Home  of  Me  Own  (Scanlan), 

Walter  Scanlan 

52277  Honolulu  Hula  Medley   (Intro.:   "Melena  E," 


52278 
52279 
52285 
52283 

52284 

52286 
52288 
52290 

52306 
52316 

59305 

59306 
59307 


"Pua  Mele  Kule"  and  "Tomi  Tomi"), 

Mid-Pacific  Hawaiians  (Dir.  W.  Kalama) 
Na  Pua  Eha  (The  Four  Flowers)  (Harvey), 

Mid-Pacific  Hawaiians  (Dir.  W.  Kalama) 

The  Judge  Done  Me  Wrong  Willard  Hodgin 

Quit  Knockin'  on  the  Jail  House  Door, 

Willard  Hodgin 

Southern  Skies   The  Rollickers 

We'll    Have   a   New   Home    (In   the  Mornin') 

(From  "Take  the  Air")  The  Rollickers 

In  the  Evening, 

The  Ponce  Sisters  (Ethel  and  Dorothea) 
Beloved  .  . .  .The  Ponce  Sisters  (Ethel  and  Dorothea) 
They  Landed  Over  Here  From  Over  There, 

Arthur  Fields  and  Chorus 
Well,  the  Irish  and  the  Germans  Got  Together, 

Arthur  Fields 
Abdul  Abulbul  Amir — Singing,  with  Violin  and 

Guitar   Ernest  Hare 

Frankie    and    Johnnie — Singing,    with  Violin, 

Guitar  and  Piano   Billy  Jones 

Ah!  Sweet  Mystery  of  Life  (The  Dream  Mel- 
ody) (From  "Naughty  Marietta")  (Young- 
Herbert)   Walter  Scanlan 

Come  Back  in  Dreams  (Hamblen)  .Adrian  Da  Silva 
Happy  Go  Lucky  Lane  (Lewis- Young-Meyer), 

Vaughn  de  Leath  (The  Radio  Girl)  and  Her  Buddies 
After  My  Laughter  Came  Tears  (Turk-Tobias), 

Vaughn  de  Leath  (The  Radio  Girl) 
He  Was  Nailed  to  the  Cross  for  Me  (Graves), 

Ernest  V.  Stoneman  and  His  Dixie  Mountaineers 
When   the   Redeemed  Are  Gathering  In  (Oat- 
man-Dutton), 

Ernest  V.  Stoneman  and  His  Dixie  Mountaineers 
Tin  Pan  Parade  (Gillespie- Whiting), 

Vaughn  de  Leath  (The  Radio  Girl) 
Baby  Your  Mother  (Like  She  Babied  You), 

Vaughn  de  Leath  (The  Radio  Girl) 
Laugh     Clown,     Laugh     (Lewis-Young-  Fiorito), 

Arthur  Fields 
After  I've  Called  You  Sweetheart  (How  Can  I 
Call  You  Friend)  (Grossman-Little), 

Elliott  Stewart 

FINNISH  RECORDS 
Isontalon    Antti    ja    Rannanjarvi — Old  Finnish 

Folk  Song,  with  Violin,  Accordion  and  Piano 

Accomp  Otto  Pyykkonen 

Matalasta  torpasta — Old  Finnish  Folk  Song,  with 

Violin,  Accordion  and  Piano  Accomp., 

Otto  Pyykkonen 
Anssin    Jukka    ju    Harman    haat — Old  Finnish 

Folk  Song,  with  Violin,  Accordion  and  Piano 

Accomp  Otto  Pyykkonen 

Lauvantaki   ilta — Old   Finnish   Folk   Song,  with 

Orch.  Accomp  Otto  Pyykkonen 

Wiaporin  Valssi — Old  Finnish  Waltz  Song,  with 

Orch.  Accomp  Otto  Pyykkonen 

Silloin  se  ilma — Old  Finnish  Waltz  Song,  with 

Orch.   Accomp  Otto  Pyykkonen 


Edison  Blue  Amberol  Records 


5488 
5496 

5499 
5501 

5504 

5508 

5510 
5512 

5513 

5515 
5516 
5517 
5519 

5520 
5522 


Old  Plantation  Melody, 

Vernon  Dalhart  and  Company 
Let  a  Smile  Be  Your  Umbrella  on  a  Rainy  Day 
— Fox-trot,  with  Vocal  Chorus  by  Happy  Jack. 
Louis  Lilienfeld  with  His  Hotel  Biltmore  Orch. 
You  Can't  Blame  Me  for  That, 

Vernon  Dalhart  and  Company 
Mary    Ann — Fox-trot,    with    Vocal    Chorus  by 
Happy  Jack, 

Louis  Lilienfeld  with  His  Hotel  Biltmore  Orch. 
The  Girl  That  Lived  on  Polecat  Creek — Moun- 
taineer Ballad   Willard  Hodgin 

On  a  Laundry  Wagon — Comic  Dialogue, 

Two  Dark  Nights 

My  Melancholy  Baby   Victor  Hall 

Shepherd    of    the    Hills — Fox-trot,    with  Vocal 
Chorus  by  Billy  Jones, 

Dave  Kaplan  with  His  Happiness  Orch. 
My  Ohio  Home — Fox-trot,  with  Vocal  Duet, 

Louis  Lilienfeld  with  His  Hotel  Biltmore  Orch. 

Sunshine  Vaughn  de  Leath  (The  Radio  Girl) 

Lolly  Pops — Banjo  Solo   Harry  Reser 

The  Judge  Done  Me  Wrong  ..Willard  Hodgin 

Underneath  the  Blue  Hawaiian  Skies, 

South  Sea  Serenaders 

Frankie  and  Johnnie  Billy  Jones 

Kenion  Clog, 

John  Baltzell  (Champion  Old-Time  Fiddler) 


Okeh  Records 


LIST  FOR  TUNE  5 
DANCE  RECORDS 

41038  I'd  Rather  Cry  Over  You  (Than  Smile  at  Some- 

body Else)  (Ponce-Dougherty) — Fox-trot,  with 

Vocal  Refrain   Billy  Hays  and  His  Orch. 

Get  Out  and   Get  Under  the  Moon  (Tobias- 
Jerome-Shay) — Fox-trot,   with  Vocal  Refrain, 

Billy  Hays  and  His  Orch. 

41039  My    Pet    (Yellen-Ager)— Fox-trot,    with  Vocal 

Refrain   Frankie  Trumbauer  and  His  Orch. 

Borneo   (Donaldson) — Fox-trot,  with  Vocal  Re- 
frain  Frankie  Trumbauer  and  His  Orch. 

41042  (Like  a  Bird  That's  on  the  Wing)  I'm  Wingin' 

Home   (Russell-Tobias)— Fox-trot,   with  Vocal 

Refrain   The  Royal  Music  Makers 

Last  Night  I  Dreamed  You  Kissed  Me  (Kahn- 
Lombardo) — Fox-trot,  with  Vocal  Refrain, 

The  Royal  Music  Makers 
VOCAL  RECORDS 

41040  Was  It  a  Dream?   (Cnslow-Spier-Britt) — Vocal, 

with  Piano  bv  Rube  Bloom  Noel  Taylor 

Fleur  de  Lis  (Green-Bloom) — Vocal,  with  Piano 
by  Rube  Bloom  Noel  Taylor 

41043  Indian  Cradle  Song  (Kahn-Wayne)— Vocal  Trio. 

with  Guitars,  . 

The  Los  Angeles  Biltmore  Hotel  Trio 
Coquette    (Kahn-Lombardo-Green) — Vocal  Trio, 
with  Guitars  and  Vibraphone. 

The  Los  Angeles  Biltmore  Hotel  Trio 
HAWAIIAN  RECORDS 

41041  Wahine  Ui — Singing,    with    Hawaiian  Guitars; 

Yodeling  by  Mike  Hanapi  Kalama  s  Quartet 

Mama  E  (Hula  Medley)— Singing,  with  Hawaiian 

Gu;tars   Kalama  s  Quartet 

OLD-TIME  TUNE  RECORDS 
45?13  The  Death  of  Floyd  Bennett  (Robison)— Vocal, 
with  Guitar,  Harmonica  and  Violin  Accomp., 

Vernon  Dalhart 
The  Empty  Cradle   (Lee)— Vocal,  with  Guitar 

and  Violin  Accomp  ■,Yerr!0?.  T>alhart 

45^19  Charleston  Rag— Instrumental,  with  Vocal  Calls 

Aiken  County  String  Band 
Hieh    Sheriff— Instrumental,   with  Vocal  Calls, 

Aiken  County  String  Band 
45220  I'm  Going  Away  to  Leave  You— Vocal  Duet, 


with    Instrumental  The  Hickory  Nuts 

There  11  Be  No  Liars  There— Vocal  Duet,  with 

Instrumental   The  Hickory  Nuts 

RACE  RECORDS 

8575  Blues  in  G  (Johnson)— Guitar  Solo.Lonnie  Johnson 
Away   Down   in   the  Alley   Blues  (Johnson)— 

e„£  „.Gul'ar  So'o   Lonnie  Johnson 

8576  Gig  Kate  Adams  Blues— Vocal,  with  Guitar  by 

Lonnie  Johnson   "Mooch"  Richardson 

Burying  Ground  Blues — Vocal,  with  Guitar  by 

„Lo°nie  Johnson   "Mooch"  Richardson 

85/7  <_..   Burns   Is   Gonna  Rise   Again — Vocal  Trio, 

with  Guitar   Johnson-Nelson-Porkchop 

in  the  Mornin' — Vocal  Trio,  with  Guitar, 

Johnson-Nelson-Porkchou 
LIST   FOR  JUNE  15 
DANCE  MUSIC 
41307  If  I  Can't  Have  You  (I  Want  to  Be  Lonesome 
—I  Want  to  Be  Blue)  (Donaldson)— Fox-trot, 
with  Vocal  Refrain, 

Gus  Arnheim  and  His  Ambassador 

Hotel  Cocoanut  Grove  Orch 
Back  in  Your  Own  Back  Yard  (Dreyer-Jolson- 
Rose) — Fox-trot,  with  Vocal  Refrain, 

Gus  Arnheim  and  His  Ambassador 

Hotel  Cocoanut  Grove  Orch. 

41044  Jubilee  (Robison) — Fox-trot, 

Frankie  Trumbauer  and  His  Orch. 
I'm  More  Than  Satisfied  (Kalges-Waller)— Fox- 
trot  Larry  Abbott  and  His  Orch. 

41045  So   Dear   (Caesar-Friend)  —  Waltz,   with  Vocal 

Refrain   The  Okeh  Melodians 

Was  It  a  Dream?   (Coslow-Spier-Britt)— Waltz, 

with  Vocal  Refrain  The  Okeh  Melodians 

VOCAL  RECORDS 

41046  Laugh,    Clown,    Laugh    (Lewis-Young-Fiorito) — 

Vocal,  with  Piano, 

Charles  W.  Hamp  (The  California  Blue  Boy) 
Back   in   Your   Own   Back   Yard  (Jolson-Rose- 
Dreyer) — Vocal,  with  Piano, 

Charles  W.  Hamp  (The  California  Blue  Boy) 

41047  Chloe   (Song  <,f   the   Swamp)    (Kahn-Moret) — 

Vocal,  with  Orchestra  Seger  Ellis 

If  I  Can't  Have  You  (I  Want  to  Be  Lonesome 
—I  Want  to  Be  Blue)  (Donaldson)— Vocal, 
with  Okeh  Novelty  Orchestra  Seger  Ellis 

HAWAIIAN  RECORDS 

41048  Ua    Like    No    a    Like — Tenor    Solo   by  Mike 

Hanapi;  with  Hawaiian  Guitars, 

Kalama's  Quartet 
Na    Moku    Eha    (The    Four    Islands)  (Hula) 
(Kealoha) — Singing,  with  Hawaiian  Guitars, 

Kalama's  Quartet 
OLD-TIME  TUNE  RECORDS 

45221  Face  to  Face — Male  Quartet .  Trenton  Melody  Makers 
Though     Your    Sins    Be    as     Scarlet  —  Male 

Quartet   Trenton  Melody  Makers 

45222  We  Are  Journeying  On — Singing,  with  Organ, 

Violin  and  Guitar  Accomp., 

Price  Family  Sacred  Singers 
He  Pardoned  Me — Singing,  with  Organ,  Violin 
and  Guitar  Accomp. . Price  Family  Sacred  Singers 

45223  They  Don't   Roost  Too   High  for  Me— Vocal, 

with  Instrumental  Accomp., 

Earl  Johnson  and  His  Clodhoppers 
Mississippi  Jubilee — Instrumental, 

Earl  Johnson  and  His  Clodhoppers 
RACE  RECORDS 

8578  Death    Bed    Blues    (Alexander) — Vocal,  with 

Guitar   "Texas"  Alexander 

Mama's  Bad  Luck  Child  (Alexander) — Vocal, 
with  Guitar   "Texas"  Alexander 

8579  Watch  Ye,  Therefore,  You  Know  Not  the  Day — 

Vocal,  with  Instrumental  Accomp., 

Elder  Richard  Bryant's  Sanctified  Singers 
How  Much  I  Owe  for  Love  Divine — Vocal,  with 
Instrumental  Accomp., 

Elder  Richard  Bryant's  Sanctified  Singers 

8580  The   Horse   Paweth   in   the   Valley   (Blakey) — 

Sermon,  with  Singing, 

Rev.  John  Blakey  and  Congregation 
From  the  Parlor  to  the  Pig  Pen  (Blakey) — Ser- 
mon, with  Singing, 

Rev.  John  Blakey  and  Congregation 

Regal  Records 

DANCE  RECORDS 

8553  Mem'ries — Waltz  Dixie    Marimba  Players 

Good  Night — Waltz..  .Adrian  Schubert's  Salon  Orch. 

8554  My  Angel  (Angela  Mia) — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

Persian  Rug — Fox-trot, 

Herbert  Spencer  and  His  Orch. 

8555  Laugh,  Clown,  Laugh — Waltz, 

Fred  Rich's  Dance  Orch. 
Last  Night  I  Dreamed  You  Kissed  Me — Fox-trot, 

Herbert  Spencer  and  His  Orch. 

8556  Collegiana— Fox-trot, 

Herbert  Spencer  and  His  Orch. 
My  Miami  Moon — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

8557  Rag   Doll — Fox-trot  Sam  Lanin's  Dance  Orch. 

My  Pet — Fox-trot  Ernie  Golden  and  His  Orch. 

8558  That's  My  Mammy — Fox-trot, 

Fred  Rich's  Dance  Orch. 
I  Never  Thought — Fox-trot, 

Fred  Rich's  Dance  Orch. 

8559  That  Brand  New  Model  of  Mine— Fox-trot, 

Ernie  Golden  and  His  Orch. 
In  the  Evening — Fox-trot,  _ 

Ernie  Golden  and  His  Orch. 
VOCAL  RECORDS 

8560  Ramona — Baritone  Solo,  with  Orch.  Accomp., 

Rodman  Lewis 
When    Loves    Comes   Stealing — Baritone  Solo, 
with  Orch.  Accomp  Rodman  Lewis 

8561  Little    Mother    (Mutterchen)  —  Baritone  Solo, 

with   Orch.    Accomp  Rodman  Lewis 

Beloved — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 

8562  Old  Pals  Are  the  Best  Pals  After  All— Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

Mammy  Is  Gone — Tenor  Solo,  with  Orch.  Ac- 
comp,  Irving  Kaufman 

8563  Lila-^Ma'le  Duet,  with  Novelty  Accomp.,         •  •    •  • 

Rodman  Lewis-Radio  Ed. 
I   Wonder  If  You  Miss  Me  To-night— Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

NOVELTY  RECORDS 

8564  I   Can't  Do   Without  You— Octo-Chorda  Solo, 

with  Piano  Accomp   ......... .Roy  Smeck 

Honolulu  Maid— Hawaiian  Steel  Guitar  with 
Piano  Accomp  •   -  Roy  Smeck 

8565  Sunshine  —  Octo-Chorda   Solo,  with  Piano  Ac- 

comp •  •  -.-  ,•  • '.' ' ' '  V< '  "r^0^  "  e 

Itching  Fingers— Guitar  and  Piano  Duet, 

Rov  Smeck-Art  Kahn 
(Continued  on  page  178) 
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8566 


8568 


8569 


8570 
8571 


S572 


Garden    of     Dreams    in    Alohaland — Hawaiian 
Guitars,  witli  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 

Hawaiian    Starlight    of    Mine — Hawaiian  Steel 
Guitar,  with  Piano  Accomp  Roy  Smeck 

Climbing  Up  De  Golden  Stairs — Trio,  with  Nov- 
elty Accomp  Dalhart-Robison-Hood 

The  Little  Green  Valley — Male  Duet,  with  Nov- 
elty Accomp  Dalhart-Robison 

The  West  Plains  Explosion — Tenor   Solo,  with 
Novelty  Accomp  Vernon  Dalhart 

The  Hanging   of    Charles    Birger — Tenor  Solo, 
with  Novelty  Accomp  Vernon  Dalhart 

The  Engineer's    Hand    Was   on   the   Throttle — 
Voice,  with  Banjo  Accomp  Willard  Hodgin 

She  Waves  as  His  Train  Passes — Voice,  with 
Banjo   Accomp  Willard  Hodgin 

The  Death  of  Floyd  Bennett — Tenor  Solo,  with 
Novelty  Accomp  Vernon  Dalhart 

The  Empty  Cradle — Tenor  Solo,  with  Novelty 
Accomp  Vernon  Dalhart 

STANDARD  RECORDS 

Estrellita — Waltz   Dixie  Marimba  Players 

Jolly  Fellows  Waltz — Waltz, 

Adrian  Schubert's  Concert  Orch. 
The  Sidewalks  of  New  York — Waltz,  with  In- 
cidental Singing. ..  .Adrian  Schubert's  Salon  Orch. 
Medley    of   Old   Time   Favorites — Waltz,  with 
Incidental  Singing, 

Adrian  Schubert's  Salon  Orch. 
RACE  RECORD 
Banjo  Papa — Comedienne,  with  Novelty  Accomp., 

Lizzie  Miles 

Your   Worries    Ain't    Like    Mine — Comedienne, 
with  Novelty  Accomp  Lizzie  Miles 

Vocalion  Records 


S21 


SPECIAL  INSTRUMENTAL 

15677  Henderson  Waltz — Waltz, 

Oldenburg's  Concertina  Band 
Louise — Mazurka  Oldenburg5  s  Concertina  Band 

15678  Mayflower  Waltz— Waltz, 

Oldenburg's  Concertina  Band 
Tinker — Polka   Oldenburg's  Concertina  Band 

15679  St.  Paul  Waltz— Waltz, 

Oldenburg's  Concertina  Band 
Hunter's  March  Oldenburg's  Concertina  Band 

15680  The  Love  Dream — Waltz  Oldenburg's  Trio 

Norwegian   Schottische  Oldenburg's  Trio 

15681  Minneapolis  Waltz — Waltz, 

Oldenburg's  Concertina  Band 
Grace — Polka  Oldenburg's  Concertina  Band 

15682  Christina  Waltz  Oldenburg's  Concertina  Band 

Peggy — Quadrille  Oldenburg's  Concertina  Band 

15684  Cuckoo  Waltz — Waltz  Municipal  Band 

Mariechen — Waltz   Municipal  Band 

15685  Bummel  Petrus  (M.  Werner-Kersten) — Polka, 

Municipal  Band 

The  Love  Dance  (Hoschna) — Waltz, 

Municipal  Band 
POPULAR  VOCAL  AND  INSTRUMENTAL 
15645  Hawaiian    Hula     (Huehue) — Hawaiian  Instru- 
mental... Sam  Ku  West  and  His  Royal  Hawaiians 
Sweet  Hawaiian  Dreams, 

Sam  Ku  West  and  His  Royal  Hawaiians 
15673  Just   One   Word   of   Consolation  (Williams-Le- 
monier) — Tenor,  with  Orch., 

Harold  "Scrappy"  Lambert 
Just  Forget  (Tebben-Smythe) — Tenor,  with  Orch., 

Harold  "Scrappy"  Lambert 

15683  Laugh,   Clown,  Laugh    (Lewis- Young-Fiorito) — 

Waltz,  with  Vocal  Chorus  by  "Scrappy"  Lam- 
bert  Miami  Marimba  Band 

Auf  Wiederseh'n  (We'll  Meet  Again)  (Green- 
berg) — Waltz,  with  Vocal  Chorus  by  "Scrappy" 
Lambert   Miami  Marimba  Band 

15686  Suppose  Nobody  Cared  (Davis-Hirsch) — Tenor, 

with  Piano  and  Violin   Dick  Powell 

There  Must  Be  a  Silver  Lining  (That's  Shining 
for  Me)  (Morse-Donaldson) — Tenor,  with 
Two  Violins  and  Piano  Dick  Powell 

15687  Back  in  Your  Own  Back  Yard  (Jolson-Rose- 

Dreyer) — Tenor,  with  Orch  Elmo  Tanner 

Remember  Me  (Jones) — Tenor,  with  Orch., 

Elmo  Tanner 

15688  The  Man  I  Love  (I.  and  G.  Gershwin) — Come- 

dienne,  with   Orch  Bessie  Brown 

Can't  Help  Lovin'  Dat  Man  (From  "Show 
Boat")  (Hammerstein-Kern)  —  Comedienne, 
with  Orch  Bessie  Brown 

15689  Nola   (Arndt)— Piano  Solo  Sid  Williams 

Rag  Doll  (Brown) — Piano  Solo  Sid  Williams 

15690  Dixie  Stomp  (Tremaine) — Fox-trot,  for  Dancing, 

Fess  Williams  and  His  Joy  Boys 
Drifting  and  Dreaming  (Sweet  Paradise)  (Gil- 
lespie-Van  Alstyne) — Fox-trot,  for  Dancing, 

Fess  Williams  and  His  Joy  Boys 
MEXICAN 

8136  Amorcito  Consentido  (I.  M.  Valle) — Male  Trio, 

with  Violin,  Guitar  and  Clarinet. .  .Trio  Jaliciense 
Una  Mujer  a  Mi  Gusto   (I.  M.  Valle) — Male 
Trio,  with  Violin,  Guitar  nad  Clarinet, 

Trio  Jaliciense 

8137  El  Lucero  (I.  M.  Valle)— Tenor  y  Baritono  con 

Orquesta   Del  Prado  y  Gonsalez 

Alia  En  El  Pueblo— Mio  (I.  M.  Valle)— Tenor 
y  Baritono  con  orquesta. ..  .Del  Prado  y  Gonsalez 

8138  Enrique  (I.  M.  Valle)— Paso  Doble, 

Orquesta  de  Jose  Reyes 
Carmen  (I.  M.  Valle) — Vals. Orquesta  de  Jose  Reyes 

8139  San    Pedro   Vaeilando    (M.    Werner-Kersten) — 

Polka;  Para   Baile  Banda  Municipal 

La  Danza  de  Amor  (K.  L.  Hoschna) — Vals; 
Para  Baile   Banda  Municipal 

8140  Ramona   (Gilbert- Wayne) — Waltz;   Para  Baile, 

Miami  Marimba  Band 
A  Las  Tres  de  la  Manana  (Three  o'Clock  in  the 
Morning)     (Terriss-Robledo)  —  Waltz;  Para 

Baile   Miami  Marimba  Band 

OLD  SOUTHERN  TUNES 
5200  The  Baggage  Coach  Ahead — Vocal  Duet,  with 
Guitar  and  Mandolin, 

Lester  MacFarland-Robert  A.  Gardner 
The  Lightning  Express — Vocal  Duet,  with  Har- 
monica, Guitar  and  Mandolin, 

Lester  MacFarland-Robert  A.  Gardner 
5206  I'll    Remember    You    Love    in    My    Prayers — 
Tenor  and  Baritone,  with  Harmonica,  Banjo 

and  Guitar   Emry  and  Henry  Arthur 

I  Can  Never  Forget — Tenor  and  Baritone,  with 
Harmonica,  Banjo  and  Guitar, 

Emry  and  Henry  Arthur 
5216  The  Fate  of  Edward  Hickman  (Jenkins) — Sing- 
ing, with  Guitar  Ed  Rice 

The  Breaking  of  the  St.  Francis  Dam  (Jenkins) 
— Singing,  with  Guitar  Ed  Rice 


17  Hesitation   Blues   (Oh!   Baby  Must  I  Hesitate) 
— Singing  by  Lloyd  Reaves, 

Reaves'  White  County  Ramblers 
Strawberry  Blues — Singing  by  Lloyd  Reaves, 

Reaves'  White  County  Ramblers 
5218  Shortening  Bread — Singing  by  Lloyd  Reaves, 

Reaves'  White  County  Ramblers 
Ten  Cent  Piece — Square  Dance,  with  Calls, 

Reaves'  White  County  Ramblers 
RACE  RECORDS 
1133  Big  Chief  Blues  (Lewis) — Voice  and  Guitar, 

Furry  Lewis 
Falling  Down  Blues  (Lewis) — Voice  and  Guitar, 

Furry  Lewis 

1141  Run,  Mollie,  Run  (Thomas) — Voice,  with  Guitar, 

Henry  Thomas  ("Rag  Time  Texas") 
Honey,     Won't    You    Allow    Me    One  More 
Chance?  (Thomas) — Voice,  with  Guitar, 

Henry  Thomas  ("Rag  Time  Texas") 
1159  Your  Bed  Is  Too  Short  and  Your  Cover  Too 

Narrow  Rev.  A.  W.  Nix  and  His  Congregation 

Three  Boys  in  a  Strange  Land, 

Rev.  A.  W.  Nix  and  His  Congregation 

1181  Alley  Rat  (Blythe) — Blues  Piano  Solo. Jimmy  Blythe 
Sweet  Papa  (Blythe) — Blues  Piano  Solo, 

Jimmy  Blythe 

1182  Arkansas  Blues  (  Williams-Lada)  Comedienne, 

with  Piano   Bessie  Brown 

Sugar      (Yellen-Ager-Crum-Nicholas)    —  Come- 
dienne, with  Piano  Bessie  Brown 


Domino  Records 


DANCE  RECORDS 

4141  Mem'ries— Waltz   Dixie  Marimba  Players 

Good  Night — Waltz..  .Adrian  Schubert's  Salon  Orch. 

4142  Collegiana — Fox-trot, 

Herbert  Spencer  and  His  Orch. 
My  Miami  Moon — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

4143  My  Angel   (Angela  Mia)— Fox-trot, 

Sam  Lanin's  Dance  Orch. 

Persian  Rug — Fox-trot, 

Herbert  Spencer  and  His  Orch. 

4144  Laugh,  Qown,  Laugh — Waltz, 

Fred  Rich's  Dance  Orch. 
Last  Night  I  Dreamed  You  Kissed  Me — Fox-trot, 

Herbert  Spencer  and  His  Orch. 

4145  That  Brand  New  Model  of  Mine— Fox-trot, 

Ernie  Golden  and  His  Orch. 
In  the  Evening — Fox-trot, 

Ernie  Golden  and  His  Orch. 

4146  Rag   Doll — Fox-trot  Sam  Lanin's  Dance  Orch. 

My   Pet— Fox-trot  Ernie  Golden  and  His  Orch. 

4147  That's  My  Mammy — Fox-trot, 

Fred  Rich's  Dance  Orch. 
I  Never  Thought — Fox-trot. Fred  Rich's  Dance  Orch. 
VOCAL  RECORDS 

4148  Little     Mother     (Mutterchen) — Baritone  Solo, 

with  Orch.  Accomp  Rodman  Lewis 

Beloved — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 

4149  Ramona — Baritone  Solo,  with  Orch.  Accomp., 

Rodman  Lewis 
When    Love    Comes  Stealing — Baritone  Solo, 
with  Orch.  Accomp  Rodman  Lewis 

4150  Lila — Male  Duet,  with  Novelty  Accomp., 

Rodman  Lewis-Radio  Ed. 
I  Wonder  if  You  Miss  Me  To-night — Tenor  Solo, 
with  Orch.   Accomp  Irving  Kaufman 

4151  Old  Pals  Are  the  Best  Pals  After  All— Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

Mammy  Is  Gone — Tenor  Solo,  with  Orch.  Ac- 
comp Irving  Kaufman 

NOVELTY  RECORDS 

0235  The  Death  of  Floyd  Bennett— Tenor  Solo,  with 

Novelty  Accomp.   Vernon  Dalhart 

The  Empty   Cradle — Tenor   Solo,   with  Novelty 
Accomp  Vernon  Dalhart 

0236  Sunshine — Octo-Chorda    Solo,    with    Piano  Ac- 

comp Roy  Smeck 

Itching  Fingers — Guitar  and  Piano  Duet, 

Roy  Smeck-Art  Kahn 

0237  I   Can't   Do   Without   You— Octo-Chorda  Solo, 

with  Piano  Accomp  Roy  Smeck 

Honolulu    Maid — Hawaiian    Steel    Guitar,  with 
Piano  Accomp  Roy  Smeck 

0238  Garden    of    Dreams    in    Alohaland — Hawaiian 

Guitars,  with  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 
Hawaiian    Starlight   of   Mine  —  Hawaiian  Steel 
Guitar,  with  Piano  Accomp  Roy  Smeck 

0239  Climbing  Up  De  Golden  Stairs— Trio,  with  Nov- 

elty  Accomp  Dalhart-Robison-Hood 

The  Little  Green  Valley — Male  Duet,  with  Nov- 
elty Accomp  Dalhart-Robison 

0240  The   Engineer's   Hand   Was   on   the  Throttle- 

Voice,  with  Banjo  Accomp  Willard  Hodgin 

She  Waves  as  His  Train  Passes — Voice,  with 
Banjo  Accomp  Willard  Hodgin 

0241  The  West  Plains  Explosion— Tenor  Solo,  with 

Novelty  Accomp  Vernon  Dalhart 

The   Hanging   of   Charles   Birger — Tenor  Solo, 

with  Novelty  Accomp  Vernon  Dalhart 

STANDARD  RECORDS 

0242  The  Sidewalks  of  New  York— Waltz,  with  Inci- 

dental Singing  Adrian  Schubert's  Salon  Orch. 

Medley    of    Old    Time    Favorites — Waltz,  with 
Incidental  Singing.. .Adrian  Schubert's  Salon  Orch. 

0243  Estrellita— Waltz   Dixie  Marimba  Players 

Jolly  Fellows  Waltz— Waltz, 

Adrian  Schubert's  Salon  Orch. 
RACE  RECORD 

4152  Banjo  Papa — Comedienne,  with  Novelty  Accomp., 

Lizzie  Miles 
Your    Worries    Ain't    Like    Mine — Comedienne, 
with  Novelty  Accomp  Lizzie  Miles 


Banner  Records 


DANCE  RECORDS 

7104  Laugh,  Clown,  Laugh — Waltz, 

Fred  Rich's  Dance  Orch. 
Nothing  Breaks  My  Heart  Any  More — Fox-trot, 

Hollywood  Dance  Orch. 

7105  My  Angel   (Angela  Mia) — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Your  Smile — Fox-trot   Al  Lynch  and  His  Orch. 

7106  Collegiana — Fox-trot, 

Herbert  Spencer  and  His  Orch. 
Know    Nothin'    Blues — Fox-trot. Missouri  Jazz  Band 

7107  Last  Night  I  Dreamed  You  Kissed  Me — Fox-trot, 

Herbert  Spencer  and  His  Orch. 
Light  the  Way  to  Somebody's  Heart — Fox-trot, 

Al  Lynch  and  His  Orch. 

7108  Mem'ries — Waltz   Royal  Marimba  Band 

Remember  Me  to  Mary — Waltz, 

Hollywood  Dance  Orch. 


7109  My  Pet— Fox-trot  Ernie  Golden  and  His  Orch. 

Put  Your  Loving  Arms  Around  Me — Fox-trot, 

Al  Lynch  and  His  Orch. 

7110  Good  Night— Waltz   Imperial  Dance  Orch. 

Estrellita — Waltz   Royal  Marimba  Band 

7111  That  Brand  New  Model  of  Mine — Fox-trot, 

Ernie  Golden  and  His  Orch. 
I  Didn't  Think  She'd  Do  It— Fox-trot, 

Missouri  Jazz  Band 

7112  That's  My  Mammy — Fox-trot, 

Fred  Rich's  Dance  Orch. 
They  Can't  Take  You  Away — Fox-trot, 

Al  Lynch  and  His  Orch. 

7113  I  Never  Thought — Fox-trot, 

Fred  Rich's  Dance  Orch. 

My  Miami  Moon — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
VOCAL  RECORDS 

7114  Beloved — Tenor  Solo,  with  Orch.  Accomp., 

George  Beaver 
When    Love    Comes  Stealing — Baritone  Solo, 
with  Orch.  Accomp  Ralph  Haines 

7115  Laugh,  Clown,  Laugh — Tenor  Solo,  with  Orch. 

Accomp  George  Beaver 

What    Good    Are    Tears? — Tenor    Solo,  with 
Orch.  Accomp  George  Beaver 

7116  She's  the  Sweetheart  of  Six  Other  Guys — Male 

Duet   Billy  Jones-Ernest  Hare 

Oh!   How  She  Could  Shake  Her  Tambourine — 
Tenor  Solo,  with  Orch.  Accomp. ..  .George  Beaver 

7117  Lila — Male  Duet,  with  Novelty  Accomp., 

Ralph  Haines-Radio  Eddie 
If  I  Can't  Ba-Ba-Baby  You — Male  Duet,  with 
Novelty  Accomp  The  Radio  Imps 

7118  Mammy    Is  Gone — Tenor    Solo,    with  Orch. 

Accomp  George  Beaver 

Shining  Star — Tenor  Solo,  with  Orch.  Accomp., 

George  Beaver 

7119  Ramona — Baritone   Solo,   with   Orch.  Accomp., 

Ralph  Haines 
My   Last   Waltz   With  You — Tenor   Solo,  with 
Orch.  Accomp  Frank  Hollis 

7120  Little     Mother     (Mutterchen) — Baritone  Solo, 

with  Orch.  Accomp  Ralph  Haines 

Carolina    Home — Baritone    Solo,    with  Orch. 

Accomp  Ralph  Haines 

NOVELTY  RECORDS 

7121  Sunshine  —  Octo-Chorda  Solo,  with   Piano  Ac- 

comp Roy  Smeck 

Garden  of  Dreams  in  Alohaland — Guitar  Duet, 
with  Vocal  Refrain  Frank  Ferera's  Hawaiians 

7122  Together — Guitar  Duet,  with  Vocal  Refrain, 

Frank  Ferera's  Hawaiians 
Honolulu  Maid — Hawaiian  Steel  Guitar,  Piano 
Accomp  Roy  Smeck 

7123  I   Can't   Do   Without   You— Octo-Chorda  Solo, 

with  Piano  Accomp  Roy  Smeck 

Hawaiian    Starlight    of    Mine — Hawaiian  Steel 
Guitar,  with  Piano  Accomp  Roy  Smeck 

7124  She  Waves  as  His  Train  Passes — Voice,  with 

Banjo  Accomp  Willard  Randolph 

I  Can  Remember  the  Kind  Things  Mother  Did 
— Voice,  with  Guitar  Accomp. .  .Willard  Randolph 

7125  The  West  Plains  Explosion — Tenor   Solo,  with 

Novelty  Accomp  Vernon  Dalhart 

The  Empty   Cradle — Tenor   Solo,   with  Novelty 
Accomp  Vernon  Dalhart 

7126  The    Hanging   of   Charles  Birger — Tenor  Solo, 

with  Novelty  Accomp  Vernon  Dalhart 

Climbing  Up  De  Golden  Stairs — Trio,  with  Nov- 
elty Accomp  Dalhart-Robison-Hood 

7103  The  Death  of  Floyd  Bennett — Tenor  Solo,  with 

Novelty  Accomp  Vernon  Dalhart 

The  Little  Green  Valley — Male  Duet,  with  Nov- 
elty Accomp  Dalhart-Robison 

STANDARD  RECORD 

7127  The  Sidewalks  of  New  York — Waltz,  with  Inci- 

dental Singing  ....Adrian  Schubert's  Salon  Orch. 
Home,  Sweet  Home — Waltz, 

Adrian  Schubert's  Salon.  Orch. 
RACE  RECORD 

7128  Your    Worries   Ain't   Like    Mine — Comedienne, 

with  Novelty  Accomp  Lizzie  Miles 

Shake    It    Down — Comedienne,    with  Novelty 
Accomp  Lizzie  Miles 

Harmony  Records 


653-  H 

647-  H 

648-  H 

652-H 

651-H 

642-  H 

641-H 
644-H 

643-  H 

655-  H 

656-  H 

654-  H 


Just   a   Night  for  Meditation — Fox-trot,  with 

Vocal  Refrain   Ernie  Golden's  Orch. 

Constantinople — Fox-trot,  with  Vocal  Refrain, 
University  Six 
Dixie  Dawn — Fox-trot,  with  Vocal  Refrain, 

WMCA  Broadcasters 
There's   Something  About  a  Rose   (That  Re- 
minds Me  of  You) — Fox-trot,  Vocal  Refrain, 
WMCA  Broadcasters 
I'm  Riding  to  Glory  (With  a  Glorious  Girl) — ■ 
Fox-trot,  with  Vocal  Refrain, 

The  Harmonians 
(My  Heart  Keeps)   Speaking  of  Love — Fox- 
trot, with  Vocal  Refrain, 

Broadway  Bell  Hops 
Chilly  Pom  Pom   Pee — Fox-trot,  with  Vocal 

Refrain   University  Six 

All  Day  Long — Waltz,  with  Vocal  Refrain, 

Ernie  Golden's  Orch. 
My  Pet — Fox-trot,  with  Vocal  Refrain, 

The  Westerners 

The  Pay  Off— Fox-trot  The  Westerners 

Japansy — Waltz,  with  Incidental  Singing, 

Andy  Sannella  and  His  All  Star  Trio 
Lou'sianna   Lullaby  —  Waltz,   with  Incidental 
Singing,  _ 
Andy  Sannella  and  His  All  Star  Trio 
Dolores — Fox-trot,  with  Vocal  Refrain, 

Manhattan  Dance  Makers 
Siren     of    the    Nile — Fox-trot,    with  Vocal 

Refrain  Manhattan   Dance  Makers 

Get  Out  and  Get  Under  the  Moon — Fox-trot, 
with  Vocal  Refrain ....  Broadway  Bell  Hops 
I'd   Rather   Cry   Over  You    (Than    Smile  at 
Somebody  Else) — Fox-trot,  with  Vocal  Re- 
frain  Broadway  Bell  Hops 

My  Angel — Fox-trot,  with  Vocal  Refrain, 

The  Harmonians 
Whisper  Sweet  and  Whisper  Low — Fox-trot, 

with  Vocal  Refrain  The  Harmonians 

Sorry  for  Me — Fox-trot,  with  Vocal  Refrain, 
The  Harmonians 
Just  a  Little  Bit  o'  Driftwood — Fox-trot,  with 

Vocal   Refrain   The  Harmonians 

Rag  Doll— Fox-trot, 

Andy  Sannella  and  His  All-Star  Trio 
Jack  and  Jill — Fox-trot, 

Andy  Sannella  and  His  All-Star  Trio 
The  Desert  Song  (From  "The  Desert  Song") 
— Waltz,  with  Vocal  Refrain, 


10 


10 


10 


10 


10 


10 
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Bar  Harbor  Society  Orch. 
One  Alone  (From  "The  Desert  Song") — Fox- 
trot, with  Vocal  Refrain.. The  Harmonians 

645-  H  Bill  You  Done  Me  "Wrong— Vocal, 

Al  Bernard 
The  Preacher  and  the  Bear — Vocal, 

Al  Bernard 

646-  H  iMamma's  Grown  Young,  Papa's  Grown  Old 

— Vocal   Jane  Gray 

Right  or  Wrong — Vocal  Jane  Gray 

649-  H  Sweetheart    I'm    Sorry    (That   I    Made  You 

Cry) — Vocal   Irving  Kaufman 

Just  Across  the  Street  From  Heaven — Vocal, 
Tommy  Weir 

650-  H  O  Sole  Mio— Pipe  Organ  Solo... John  Hassel 

La  Paloma — Pipe  Organ  Solo.... John  Hassel 

657-  H  I   Wonder— Vocal   Charles  Hart 

I'd   Rather  Cry   Over  You   (Than   Smile  at 
Somebody   Else) — Vocal   Charles  Hart 

658-  H  In  the  Evening — Vocal  Duet, 

Harmony  Brothers 
Happy  Days  and  Lonely  Nights — Vocal  Duet, 
Harmony  Brothers 


Bell  Records 


601 

602 
603 

604 
605 

606 
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Sunrise  (Will  Bring  Another  Day) — Fox-trot, 

Ted  Parker  and  His  Troubadours 
Bless  Her  Little  Heart — Fox-trot, 

Hal  Stuart  and  His  Gang 
Lauretta — Fox-trot. Ted  Parker  and  His  Troubadours 

Hot  Coffee — Fox-trot  Hal  Stuart  and  His  Gang 

O!  Ya  Ya — Fox-trot.  .Jimmy  Peltzer  and  His  Boys 
Oh  Dem  Golden  Slippers — Fox-trot, 

Hal  Stuart  and  His  Gang 
Speedy  Boy — Fox-trot.  .Andy  Richards  and  His  Orch. 

Memphis  Bound — Fox-trot  Moreno's  Vagabonds 

I'm  More  Than  Satisfied — Fox-trot, 

Andy  Richards  and  His  Orch. 
Don't  Try  to  Cry  Your  Way  Back  to  Me — Fox- 
trot  Moreno's  Vagabonds 

Happy  Go  Lucky  Lane — Fox-trot, 

Andy  Richards  and  His  Orch. 
Only  Just  Suppose — Fox-trot. .. Moreno's  Vagabonds 

Together — Waltz  Jack  Shay's  Playboys 

You  Are  Easy  to  Remember — Fox-trot, 

Moreno's  Vagabonds 
In  the  Sweet  Bye  and  Bye — Fox-trot, 

Jack  Shay's  Playboys 

I'm  Always  Happy — Fox-trot, 

Hal  Stuart  and  His  Gang 
My  Baby  Came  Home — Popular  Vocal, 

Cris  Patterson 
Always  Be  There  With  a  Smile — Popular  Vocal, 

James  Anderson 
You'd    Better    Forget   Than    Forgive — Popular 

Vocal   Morris  Fisher 

In  That  Old  Family  Album  of  Mine — Popular 

Vocal   James  Anderson 

My  Ohio  Home — Popular  Vocal  Duet, 

Long  and  Short 

Ramona — Popular  Vocal  Solo  Fred.  Anderson 

Tell    Mother   I'll    Be    There— Old-time  Sacred 
Singing   The  Four  Andersons 

Meet  Me  There — Old-time  Sacred  Singing, 

Belford  and  Rogers 

When  the  Roll  Is  Called  Up  Yonder— Old-time 
Sacred  Singing   The  Four  Andersons 

I'm  on  the  Sunny  Side — Old-time  Sacred  Sing- 
ing  Belford  and  Rogers 

True  and  Trembling  Brakemen — Old-time  Sacred 
Singing   Carl  Bunch 

Don't    Forget    Me,    Little  Darling — Old-time 
Sacred  Singing  Godfrey  Borton 

Two  Little  Orphans — Old-time  Sacred  Singing, 

Godfrey  Borton 

A  Little  Child  Shall  Lead  Them— Old-time  Sacred 
Singing   Godfrey  Borton 

Billy  In  the  Low  Ground, — Old-time  Fiddlin*, 

Bob  White 

The  Buckin'  Mule — Old-time  Fiddlin', 

Henry  County  Trio 
Happy  Heinie  March — Hawaiian  Guitar  Duet, 

The  Hawaiian  Serenaders 
Aloha  Oe — Hawaiian  Guitar  Duet, 

The  Hawaiian  Serenaders 
The  Worried  Man  Blues — Race  Record,  Vocal 

Blues   Alex  Monroe 

The  Moanin'  Blues — Race  Record,  Vocal  Blus, 

Alex  Monroe 
I  Am  Running  a  Race — What  Are  You  Running 
For? — Race  Record — Sermon  With  Singing, 

Rev.  J.  F.  Forest 
Sermon     on     Baptism — Race     Record — Sermon 
With  Singing   Rev.  J.  F.  Forest 


Pal  Portable  Featured 
in  New  York  Displays 

The  Plaza  Music  Co.,  New  York  City,  manu- 
facturer of  Pal  phonographs,  Banner  and  Dom- 
ino records,  and  distributor  of  talking  machine 
accessories  and  sheet  music,  is  continuing  its 
production  of  broadsides  for  distributors'  use 
bearing  the  distributors'  imprint. 

One  of  the  most  striking  was  produced  dur- 
ing the  last  month  showing  the  entire  line  of 
Pal  portables,  but  featuring  the  Pal  Supreme 
in  an  illustration  two  feet  high.  This  broad- 
side provides  the  dealer  with  excellent  material 
for  display  purposes. 


Opens  Music-Radio  Section 

Fresno,  Cal.,  June  6. — A  radio  and  musical  in- 
strument department  was  recently  installed  in 
the  Barker-Mitchell  Furniture  Store  with  W  .D. 
Dishman  as  manager.  Mr.  Dishman  has  been 
affiliated  with  the  music  trade  in  this  city  for 
the  past  fourteen  years. 
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Music   42 
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Sales  Volume   48 

Annual  RMA  Trade  Show  and  Con- 
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Together  With  Illustrations  of 
1928  and  1929  Radio  Products.. 54-72 
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at  the  Annual  Trade  Show   74 

Market  for  Quality  Record  Is  Fertile 

Field  for  Dealer   90 

Annual     Music    Industries  Conven- 
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Presents  Carryola 

to  Baseball  Team 


Max  A.  Kohen  Inaugurates  Sales  Cam- 
paign by  Presenting  Carryola  Master 
to  Minneapolis  Club  on  Opening  Day 

Minneapolis,  Minn.,  May  31.— The  opening  of 
the  baseball  season  in  the  city  was  taken  as 


licity  from  the  local  papers.  Mr.  Kohen  backed 
this  presentation  up  with  a  series  of  full-page 
advertisements  in  all  the  local  papers. 

Although  the  Kohen  establishment  is  primar- 
ily a  jewelry  shop  the  window-display  space 
has  been  devoted  to  the  Carryola  line  for  some 
time.  The  accompanying  illustration  is  an  ex- 
ample of  the  attractive  manner  in  which  the 
Carryola  portable  is  being  presented  to  the 
public. 


Will  Represent 

Lektophone  Abroad 

The  Lektophone  Corp.,  owner  of  basic 
patents  on  controlled  edge  cone  speakers,  has 
announced  the  completion  of  negotiations  with 
Standard  Telephone  &  Cables,  Ltd.,  of  London, 
prominent  electrical  equipment  organization,  to 
represent  the  corporation  in  Europe. 

It  is  said  that  the  Lektophone  Corp.,  to- 
gether with  Standard  Telephones  &  Cables, 
Ltd.,  now  owns  and  controls  basic  patents  in 
practically  every  country  in  the  world.  Graham 
Aplion  Co.,  Ltd.,  and  Celestian  Co.,  Ltd.,  im- 
portant British  radio  and  equipment  manufac- 
turers have  been  licensed  under  these  patents 
and  improvements. 


Features  Carryola  in  Window 

the  date  for  the  opening  of  a  strenuous  sales 
drive  for  Carryola  portables  by  Max  A.  Kohen, 
local  dealer.  A  Carryola  Master  was  presented 
to  the  baseball  club  and  it  made  a  big  hit  with 
the  players  and  secured  a  great  deal  of  pub- 


United  Opens  Another  Store 

Norwich,  Conn.,  June  5. — The  United  Music 
Co.,  which  operates  a  chain  of  music  stores 
throughout  the  New  England  states,  recently 
signed  a  long  time  lease  for  a  store  in  this  city 
where  a  complete  line  of  musical  instruments 
and  radio  receivers  will  be  carried.  Maurice 
Feldman,  formerly  manager  of  the  Taunton 
store  is  being  transferred  to  the  new  store. 
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Tone- Arms— Reproducers 

With  Real 
Tone  Quality! 

—and  well  made,  tool 


No.  12  Tone- Arm 


These  two  things — quality  of  tone  and 
quality  of  manufacture — are  essen- 
tial in  your  tone-arms  if  your  machines 
are  to  please  the  ear  and  eye  and  give 
years  of  reliable  service. 

Empire  Tone-Arms  will  satisfy  the 
most  exacting  requirements  in  these 
essentials.  The  many  thousands  of 
machines  using  Empire  Tone-Arms 
bear  testimony  to  this  statement. 

In  addition  to  these  models  we  have 
several  other  styles  of  tone-arms  for 
portable  and  regular  phonographs. 
There  is  an  Empire  Tone-Arm  to  fit 
every  machine. 

Write  for  quotations  on  your  require- 
ments. Empire  prices  are  extremely 
reasonable. 


No.  5  Reproducer 


The  Empire  Phono 
Parts  Go. 

Established  In  1914 
WM.  J.  McNAMARA,  President 

10316  Madison  Avenue 
Cleveland,  Ohio 


Premier  Reproducer  No-  15  Tone- Am 

Mexican  Representative — Radio  Fonografica  Mexicana,  S.  A.,  Balderas  110,  Mexico  D.  F.,  Mexico 
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